WELLS FARGO OPERATIONS REPORT

(Presentment and Evidence of Criminal Activity)

-by Andrew Clark, Identified Herein-
Eugene Oregon |

July 27, 2011

ALLEGATIONS AND TRANSACTION PROOF FEDERAL CRIMES
WELLS FARGO WELLS FARGO HOME MORTGAGE

-Racketeering
-Corruption of DOL Investigation and Processes
Violation of Dodd-Frank No Internal Reporting System to Conceal

No matter how long you have been ‘in the business’ you will never have seen anything
like this. It is specific and well-documented that it speaks for itself. To comprehend it, it
may be best to spread out the various sections on a table for study.

This is “granular”. This is what you would get AFTER a year of Investigations but it
would be too late. Nobody ever in Wells Fargo history got it this far and is still sane.

This all happened from April 15 to present. All evidence, all witnesses, all traces are
BRAND NEW. What normally is dragged out for years by Wells Fargo was squeezed
into short timeframe. It makes it more obvious that way.

This is somewhere between a “report” and a “Federal filing of criminal charges”. The
FBI has it all but not organized from beginning to end.



WELLS FARGO (POSSIBLY CRIMINAL) OPERATIONS REPORT

TABLE OF CONTENTS

Page numbers are handwritten on the bottom left of each page and circled.

NOTE: the emails included are mayby 20% of what was sent. From April 15 to June 27
I sent maybe 500 pages of material, email at a time scattered, bunched, pulsed, cycle-
modulated. This is called “Info-jamming”. It is one of the large number of ‘Counter-

- Templar Activities” used as defensive backup. As seen, there was extensive internal
reporting before FBI report May 25.

Pages 1 and 2. :
Sworn Statement of Capacity, etc. Delivered to FBI with complaint.

Pages 3 though S.
Letters from Department of Labor accepting retaliation for reporting complaint.

Pages 6 and 7: ,
Cover pages summarizing the detail presented below. Iused a ruler to draw lines in the

white area and I hand-addressed each. Iincluded my driver’s license copy and business
card copy to both filings.

Hand-delivered FBI Eugene Oregon May 25, 2011. I made sure they had it. They invited
me in to go over it but I asked them just to hold onto it ‘pending company response’.

Sent via UPS overnight to Department of Labor Portland Oregon office, it was received
the next day. Approximately two weeks later I received/made calls with a staff member
at Portland DOL. He went over it and said it was being submitted to his manager for
review. Ireceived nothing in the mail, telephone, or email since that time. Nothing.

Page 8 (amusing interlude)

July 24 Apology letter to FBI - Eugene. (Smile). My manager or anyone else in
Operations did not want to see anything resembling business facts reported May 25. On
or around May 31 I prepared and delivered a different report to FBI - Eugene. The topic
was “Whistleblowers are Terrorists” and I included a few emails to some public comment
emailbox somewhere. Two purposes: to give FBI - Eugene a reason to just hold onto the
May 25 material thinking perhaps I am crazy.

Pages 9 - 14 Exhibit 1 of May 25 Report Summary (pages 6 and 7)

This exhibit should be self-explanatory. Please notice the names on the emails. This tells
you how high this was being reported by that time. ‘

Page 15:
This is documentation giving examples/witnesses to ‘Environment of Fear’. This is a key



component of Racketeering....control by Fear.

Pages 16 - 41 Exhibit 2 and amusing but very significant background information
Page 16 explains the material below it which is Exhibit 2.

It is essential to understand how very FEARFUL that was given fear of just a few levels
above. It was like waiting for the bomb to drop. The email issue told me ‘we heard’.
Growing up in cold war LA allowed me to see the first subtle sign of the War to Come: a
very unique and never-before-seen “plan review meeting” April 22. It was carefully
documented internally, partially in this material. I showed it to others, nobody ever saw it
before. It was NOT a plan review. It was a if you don’t like it here get out of here’
meeting. Documented internally with 8 pages of meeting notes. Do not have in my
possession.

Pages 45-47 (can be skipped over. Explains how I was able to get all this and still be
sane/alive)

Pages 48-58: Exhibit 4

The coversheet explains this. I propose it can be confirmed with fast ‘looking’ at Wells
Fargo Retail loan production statistics. If sales activities are real then purchase-business
market share should increase. Wells Fargo Home Mortgage persistently “lumps” all
conduit business with the Retail. Most retail lending is ’stolen’ HARP money used to
internally recycle existing servicing. That is good. The fact much of it was at a higher
rate than other sources is not so good. Steering by convenience perhaps.

Pages 60 - 79 Exhibit 5 _

RICO alleged and explained to senior management. No response. Nothing. Look at the
extent of what I write and they do....................... nothing except maybe upgrade their
Manhalo Blanicks with Susan Engel over at Portero (board member....used Wells Fargo
high heels for sale, only $1,200 please).

Pages 80 - 120 Exhibit 6
In some ways, this is the most shocking Exhibit of all. Here is why:

1. This is the work they through at me on only two loans. All what you see is just part of
the communications and hassles on TWO LOANS, one of which was declined.

2. In writing, they explicitly accuse ANDY CLARK of “Violating Dodd-Frank, Fraud,
Undue Influence on Appraiser. They think they are the Judge and Jury.
RRRIIICCCOOO. They never considered so many paradoxes with that (most explained
in this) but the final one: only the appraiser himself can claim undue influence. If an
appraiser is allowed to be influenced he is in violation of his regulations. Stalin and Beria
and Goebbels together could not have done it better.

3. Nobody else was subjected to this. All my loans went to “special underwriters usually



in Minneapolis™.

One component of RICO (or lack of internal reporting mechanisms per Dodd Frank) is
the systematic pushdown of all risk the lowest level. THAT IS WHY THEY MADE
RICO. THIS IS WHAT THE MAFIA DOES. Why is this so different? It all gets back
to the SAFE License/Registrant risk transfer. It allows the Bank to fire an employee who
did their job, blame it all on that person, and then affect his/her registration so he/she can
never work again. Kiss of Death, Wells Fargowitz.

Pages 121-123 Exhibit 7

How Wells Fargo retail compensates. It is beyond comprehension in brutality given the
high rates/broken systems and all the other garbage from the well-paid layers above.

Pages 124 - 151 “Pawnshop Rollup”

April 15 - May 25 is well documented. This documents material events after. Once I
felt/saw they corrupted the DOL and probably ‘lost’ that May 25 report....ROLLUP
TIME and sarcasm is released.

Pages 152 - 170
This is a.copy of the OSHA Complaint w1th documentation that initiated the OSHA
“investigation”.

Pages 171 - 183: IMPORTANT IMPORTANT IMPORTANT IMPORTANT
This is the “rollups™ It is the big stuff, the crime. All the rest was the concealment
mechanism. RICO.




July 22,2011

Nate: Andrew Glen Clark

DOB: dagd, 1958
Place of Birth: Los Angeles, CA

SSN: XoEeaaEmy
Oregon Drivers License Znieeas

US Passport Valid :
Address of home owned: 3270 Stoney Ridge Road Eugene Oregon 97405

This is a two page document. It is signed in front of Notary, page 2
 Contact telephone: 541-510-3915  541-343-2667

Email: mir99@comcast.net aclark@wfopsreport.com (domain established solely to
have secure email)

Sworn Statement of Truth of Material Facts in Email filing to FBI-Portland and others
Reporting of Suspected Criminal Activity Based Upon Evidence.

Statement of Mental/Physical Wellbeing: I am very healthy and per divorce Court order,
must maintain $500,000 life insurance. Renewal early this year required a five year
‘medical record check and related bloodwork and other physical examinations. That
material may be obtained directly from Farmers New World Life or upon request of
myself. ‘

Statement of Experience to Identify Fraud: I worked at Fannie Mae in Washington DC
from 1982 to 1995. 1am a non-licensed Certified Public Accountant Washington DC
1985. I have been in the mortgage industry since 1982 except for one year (1995) when I
moved from Maryland back to Oregon.

Statement of Capacity at Wells Fargo/Wells Fargo Home Mortgage: SAFE Originator

403909. T was consistently among their local top producers until I identified suspected

fraud or other possible illegal or questionable activities. This position is commissioned
and is the lowest level of the Company.

Request for Protection: The Company illegally involved the Eugene Police Department
on July 18. I exonerated the City of Eugene and the Eugene Police and thanked them for
their response. Dispatch tape and Officer Interview tape requested. They have insistently
tried to re-possess the company laptop which I consider evidence and ask that it be held
by FBI with assurance it will be held for investigation. It is a useless remote terminal, no
data can be accessed with it. I claim the July 21 DOL request attached to the J uly 22
(midnight) email report to FBI-Portland. In the morning, I telephone contacted Eugene
FBI and Portland FBI to ask for fast response of SEC and FBI.

1le



®

Reporting to FBI

1. Detailed report, delivered and confirmed. Declined to pursue orally with Agent
pending Company response and possible future company illegal concealment activities.

2. Personal report to FBI the following week complaining about Whistleblowers who do
not use internal processes first. Sent correspondence asking action to alter Whistleblower
law to require internal process prior to filing allegations of financial crimes. I also
complained about attorneys having poor control of information which is why I don’t have
one.

3. Personal report emailed to FBI and SEC day after termination. This created SEC Case
number referred to in record. This report gave an overview of documentation
forthcoming that was researched and reported internally between May 25 and after
termination.

This is to state and swear that all facts contained in Federal filings is materially correct
based upon the data presented and the extreme nature of the Company response. They
appear to have used outside contractors. I assert they have an elaborate “cloaking”
process including the use of investigators to illegally posture me as a threat.

I'ask for forensic examinations as I will present to FBI next week of people and systems
at Wells Fargo et al. I will have a draft Federal criminal filing prepared for presentation.
I'will present evidence upon request and reason.

During their ‘process’, all I done was legal and ethical in the overall context as their
response to legal actions furthered the concealment that will be traceable by Federal
Bureau of Investigation. Consider my position within the Company at all times.

Signed Acknowledging Consequences of Accusations in Absence of Reasonable
Evidence: :

Andrew Glen Clark: (/ﬂ\’\ Q D July 22, 2011
Notary Signature: YL/

Tuly 22, 2011

OFFICIAL SEAL
DENNIS L CLARK
NOTARY PUBLIC-OREGON
; COMMISSION NO. 459028
_MY COMMISSION EXPIRES JUNE 06, 2015




U.S. DEPARTMENT OF LABOR Occupational Safety & Health Administration

1111 Third Avenue, Suite 715
Seattle, Washington 98101 - 3212

Telephone No. 206-553-5930
Fax No. 206-553-6499

..

-

June 27, 2011

Mr. Andrew Clark
3270 Stoney Ridge Road
Eugene, OR 97405

Re: Wells Fargo Home Mortgage/Clark/0-1650-11-033

Dear Mr. Clark:

This is to acknowledge receipt of your complaint of retaliation under the whistleblower
provisions of Section 929A of the Dodd-Frank Wall Street Reform and Consumer Protection Act
(DFA), P.L. 111-203, and Section 806 of the Sarbanes-Oxley Act; 18 USC §1514A (SOX)
which you filed with OSHA on June 19,2011. Please save any evidence bearing on your
complaint, such as notes, minutes, letters, or check stubs, etc., and have them ready when the
investigator named below meets with you. It will be helpful for you to jot down a brief factual
account of what happened and to prepare a list of the names, addresses, and telephone numbers
of the potential witnesses, together with a brief summary of what each witness should know.

The investigator will be contacting you in the near future.

We are also notifying the party named in the complaint about the filing of the complaint and that
we are conducting an investigation into your allegations. We are providing the named party with

a copy of your complaint and a copy of Section 929A of the DFA and Section 806 of the SOX
Act.

Attention is called to your right and the ri ght of any party to be represented by counsel or other
representative in this matter. In the event you choose to have a representative appear on your
behalf, please have your representative complete the Designation of Representative form
enclosed and forward it promptly.

OSHA may, at its discretion, disclose to the parties in this case any information relevant to the
resolution of the case, as evidence submitted by the parties must be tested and the opposing party
provided the opportunity to fully respond. If information provided contains personal, identifiable
information about individuals other than you, such information, where appropriate, will be
redacted before disclosure. We encourage the parties to exchange with each other copies of any
documents or evidence filed with the agency, in order to facilitate the timely resolution of the
complaint. :

Vo s
“\‘.



U.S. DEPARTMENT OF LABOR

Occupational Safety & Health Administration
1111 Third Avenue, Suite 715
Seattle, Washington 98101 - 3212

July 11, 2011

. Mr. Andrew Clark

3270 Soney Ridge Road
Eugene, OR 97405

- Re: Consumer Financial Protection Act of 2010 Complaint Dated June 19, 2011

Dear Mr. Clark:

This 1s to acknowledge receipt of your complaint of retaliation ander the whisileblower
provision of the Consumer Financial Protection Act of 2010, Section 1057 of the Dodd-
Frank Wall Street Reform and Consumer Protection Act 0f2010, 12 U.S.C.A. § 5567 (or,
CFPA), which you filed on June 19, 2011. Please be advised that OSHA'’s jurisdiction to
investigate such complaints does not become effective until the “designated transfer
date,” pursuant to Sectiongé 058 and 1062 of the Dodd-Frank Act, which the Secretary of
the Treasury has set as July'21, 2011. The relevant sections of the statute can be found at
www.whistleblowers.gov.

Should you wish to re-file a written CFPA whistleblower complaint on or aﬂei%%ﬂy 214,
you may send us another letter with this request. However, in order for OSHA to initiate
an investigation, you must provide information that you were retaliated against on or after
July 21, 2011.

In your compiaint letter, you also requested to file it under Section 806 of the Sarbanes-
Oxley Act (“SOX™). Please note that we have docketed that portion of your complaint as
a SOX complaint. The SOX complaint has been assigned to OSHA Investigator, Patricia
Brown who can be reached at 206-553-5930, and your employer has been notified about
it. ' '
i'hank-you for your cooperation.

Sincerely,

MC@ (Qm

Vicky Qoleman
Regional Supervisory Investi gator

Occupational
‘)'SHA Safety and Health
Administration

www.osha.gov




You are expected to cooperate in the investigation of your complaint and failure to do so may
cause your complaint to be dismissed.

Sincerely,

Investigator:

O/ d/ZL Patricia Brown
) - 4 4 U.S. Dept. of Labor — OSHA
g e (/( %/ , 1111 Third Avenue, Suite 715

David L. Mahlum

Seattle, WA 98101-3212

Assistant Regional Administrator
Office of Federal and State Operations Phone No. 206-553-5932, ext. 8084

Enclosures: ¢))
)
(3)
Gy
%)

Fax No. 206-553-6499

Designation of Representative

Section 929A of the DFA and Consumer Protection Act, P.L. 111-203
18 USC §1514A

29 CFR Part 1980

Secretary’s Order 4-2010

2
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I am Andrew Glen Clark, NMLSR 43909, Wells Fargo employee 355531. [ have been
employed at Wells Fargo Home Mortgage (the Company) as a Home Mortgage
Consultant since September 2009.

Complaints:

1. Wells Fargo Home Mortgage is in systematic and deliberate violation of Federal
labor laws involving the payment of wages and overtimes to retail Mortgage
Originators.

2. Wells Fargo Home Mortgage maintains corporate-level pricing policies that
constitute a form of steering under Dodd-Frank and S.A.F.E.

3. Wells Fargo Home Mortgage systematically removes itself from client-level
origination risk by transferring it entirely to its individually licensed originators
and various correspondents. The management structure actively conceals and
does not respond to repeated requests for clarification.

Wages and overtime paid are recaptured from later commissions. It appears this is
justified by classifying Retail Mortgage Originators as “external sales representatives”.
The Company has created an elaborate fagade to conceal the documentable fact that most
of the average Wells Fargo Retail Mortgage Originators spend almost all time on internal
business. Exhibits 1, 4, 6, and 7 document this.

Production statistics will show that the majority of Retail home loans originated are
refinances of existing Wells Fargo mortgages and that in many markets Company
purchase share is very small in relation to our staffing. This is likely because other
lending channels, including possibly Company affiliates have significantly lower rate/fee
on prime loans (Exhibit 2). Sales activities based on relationship marketing in absence of
honestly competitive interest rates implicates the Mortgage Originator at the client level
in steering allegations. This jeopardizes the individual license while insulating the
Company. See Exhibit 3 is a hypothetical scenario to clearly illustrate the issues in
human terms.

This systematic non-payment of wages and overtime for mandated Company activity is
concealed with the mechanism described below. The first involves outright fraud
(Exhibit 4). An analysis of these activities will show there is no material amount of extra
loan production that comes of it. No follow-up whatsoever is performed to ensure the
activities took place or were effective. It appears the only purpose of the mechanism is to

" conceal the fact the Retail Mortgage Originator is actually an internal worker in order to



avoid paying wages and overtime for other work required by and performed for the
Company.

1. Weekly entering of sales visits into a system, sce screenprint. We have all been told
that we must put in “face-to-face” in order for the visit to count. I repeatedly noted
to my manager that I have several Realtors who are very distant and my contact is
via telephone. He told me to put them in as “face-to-face”. All fellow Originators I
have asked say the exact same thing about what they were told to do.

2. Large amounts of institutional sales material and periodic events like “The Spring
Open House Blitz” that gives the appearance the Company is promoting external
sales. No Originator I know uses that material. Iam sure the Company can find
lots of examples of those who do, most don’t. An Originator goes to open houses
all year long if they are actually outside sales representatives.

As shown in Exhibit 2, Wells Fargo Retail interest rate is 1% higher in fee for a loan than
other sources. For example, a $400,000 home loan at Wells Fargo Home Mortgage (the
Company) costs the consumer $4,000 more than best-of-market sources, some of which
appear to be Wells Fargo affiliates of some form with much lower overhead.

Before April 5 implementation of Dodd-Frank compensation limitation this problem did
not necessary exist because brokers/correspondents tended to ‘pocket’ the difference.
After April 5 the combination of HERA-HOEPA and Dodd-Frank caused the rate
differential to be obvious and assured.

On April 15 I became aware of these possible issues and have diligently reported them
internally without response (Exhibit 5). The Company trains the Originator to say the
Company rate is “competitive” and they train us to sell the security of the Brand name via
relationship marketing. This is well documented in Company sales materials.

A referral source, consumer, and myself could consider this possible steering. Asa
SAFE licensed Originator, I have an ethical and therefore legal problem knowingly
providing a significantly higher rate than is available in the marketplace. The Company
removes its responsibility by placing the client-level risk entirely with the licensed
Originator (Exhibit 6).

Exhibit 7 shows how the wage/overtime structure works and how it encourages steering
in violation of the recent legislation.



July 25, 2011
Dear FBI - Eugene Office
Subject: May 31 ‘Flying Saucer’ Report

I apologize for Wastingthe time of the FBI - Eugene Ofﬁcé_ on subject. |

have an attitude problem and it is hard pleasing the boss.

My manager never wanted to discuss May 25 report and documentation. He
told me it was crazy and insane. They kept wanting me to see mental health
professionals including Peggy Burns, MFT in San Francisco as documented.

My manager was very interested in the May 31 report regarding
Whistleblower Terrorism. He wanted to discuss it with me in his office and

made sure to take the 20 copies I gave him. He faxed them right away.

Thank you very much.

Signed,

Andrew Clark
ODL 855382

as previously identified
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Exhibit 1

This is the law that is being violated.
Below it is explained how the company uses fraud to support the exemption
There are two internal emails compelling us to perform this fraudulent activity.

Each week every week we get similar emails to enter this data.

Please also refer to Exhibit 4 which explains the system and method in more detail.



U.S. Department of Labor . ' *
Wage and Hour Division [ ,
U8, Wage dnd Hour Division

(Revised July 2008)

Fact Sheet #17F: Exemption for Outside Sales Employees Under the Fair
Labor Standards Act (FLSA) '

This fact sheet provides general information on the exemption from minimum wage and overtime pay provided
by Section 13(a)(1) of the Fair Labor Standards Act as defined by Regulations, 29 CFR Part 541.

The FLSA requires that most employees in the United States be paid at least the federal minimum wage for all
hours worked and overtime pay at time and one-half the regular rate of pay for all hours worked over 40 hours
in a workweek.

However, Section 13(a)(1) of the FLSA provides an exemption from both minimum wage and overtime pay for
employees employed as bona fide executive, administrative, professional and outside sales employees. Section
13(a)(1) and Section 13(a)(17) also exempt certain computer employees. To qualify for exemption, employees
generally must meet certain tests regarding their job duties and be paid on a salary basis at not less than $455
per week. Job titles do not determine exempt status. In order for an exemption to apply, an employee’s specific
job duties and salary must meet all the requirements of the Department’s regulations.

See other fact sheets in this series for more information on the exemptions for executive, administrative,
professional, and computer employees, and for more information on the salary basis requirement.

Outside Sales Exemption
To qualify for the outside sales employee exemption, all of the following tests must be met:

e The employee’s primary duty must be making sales (as defined in the FLSA), or obtaining orders or
contracts for services or for the use of facilities for which a consideration will be paid by the client or
customer; and

e The employee must be customarily and regularly engaged away from the employer’s place or places of
business.

The salary requirements of the regulation do not apply to the outside sales exemption. An employee who does
not satisfy the requirements of the outside sales exemption may still qualify as an exempt employee under one
of the other exemptions allowed by Section 13(a)(1) of the FLSA and the Part 541 regulations if all the criteria
for the exemption is met.

Primary Duty

“Primary duty” means the principal, main, major or most important duty that the employee performs.
Determination of an employee’s primary duty must be based on all the facts in a particular case, with the major
emphasis on the character of the employee’s job as a whole.

Making Sales

“Sales” includes any sale, exchange, contract to sell, consignment for sales, shipment for sale, or other
disposition. It includes the transfer of title to tangible property, and in certain cases, of tangible and valuable
evidences of intangible property.




Obtaining Orders or Contracts for Services or for the Use of Facilities

Obtaining orders for “the use of facilities” includes the selling of time on radio or television, the solicitation of
advertising for newspapers and other periodicals, and the solicitation of freight for railroads and other
transportation agencies. The word “services” extends the exemption to employees who sell or take orders for a
service, which may be performed for the customer by someone other than the person taking the order.

Customarily and Regularly
The phrase “customarily and regularly” means greater than occasional but less than constant; it includes work
normally done every workweek, but does not include isolated or one-time tasks.

Away from Employer’s Place of Business

An outside sales employee makes sales at the customer’s place of business, or, if selling door-to-door, at the
customer’s home. Outside sales does not include sales made by mail, telephone or the Internet unless such
contact is used merely as an adjunct to personal calls. Any fixed site, whether home or office, used by a
salesperson as a headquarters or for telephonic solicitation of sales is considered one of the employer’s places of
business, even though the employer is not in any formal sense the owner or tenant of the property.

Promotion Work

Promotion work may or may not be exempt outside sales work, depending upon the circumstances under which
it is performed. Promotional work that is actually performed incidental to and in conjunction with an
employee’s own outside sales or solicitations is exempt work. However, promotion work that is incidental to
sales made, or to be made, by someone else is not exempt outside sales work.

Drivers Who Sell

Drivers who deliver products and also sell such products may qualify as exempt outside sales employees only if
the employee has a primary duty of making sales. Several factors should be considered in determining whether
a driver has a primary duty of making sales, including a comparison of the driver’s duties with those of other
employees engaged as drivers and as salespersons, the presence or absence of customary or contractual
arrangements concerning amounts of products to be delivered, whether or not the driver has a selling or
solicitor’s license when required by law, the description of the employee’s occupation in collective bargaining
agreements, and other factors set forth in the regulation.

Where to Obtain Additional Information
For additional information, visit our Wage and Hour Division Website: http://www.wagehour.dol.gov

and/or call our toll-free information and helpline, available 8 a.m. to 5 p.m. in your time zone, 1-866-
4USWAGE (1-866-487-9243).

When the state laws differ from the federal FLSA, an employer must comply with the standard most protective
to employees. Links to your state labor department can be found at www.dol.gov/whd/contacts/state_of.htm.

This publication is for general information and is not to be considered in the same light as official statements of
position contained in the regulations.

U.S. Department of Labor 1-866-4-USWAGE
Frances Perkins Building TTY: 1-866-487-9243
200 Constitution Avenue, NW Contact Us
Washington, DC 20210

a



Page 1 of 1

Clark, Andrew G.

From: Clark, Andrew G.

Sent: Saturday, May 21, 2011 7:10 AM

To: Martin, Alan D.

Cc: Reiser, Elise; Loughlin, Michael J.; Strother, James M.
Subject: Possible Concern about entering sales activity

Attachments: Document3.pdf; Document4.pdf; laborlaw.pdf

Alan, sorry to be a PITA but as you know, | am working to be sure what | am doing is OK. Here are my
concerns about the sales call entry. | am not a lawyer, don't know much of anything. All I know is when |
feel something is not right it usually is not.

1. ltis possible it is part of an organized method to avoid paying minimum wage or overtime pay.

2. No followup is performed to see if any marginal business is derived from the "sales calls"

3. No followup is performed to see if the visits in fact took place. It is possible our area/state purchase
lending statistics might indicate that even if the sales activity is taking place, it is not effective.

4. | was told to enter these as "face-to-face" even though much of my Realtor contact is via telephone.
The entire focus appears to be on entering the calls into the system.

5. Our rate appears to be a quarter higher on prime-space loans so it is possible such sales calls could
be considered by some an attempt to steer based on non-quantitative factors. All this has not been fully
defined under Dodd-Frank and SAFE in my opinion. | have been waiting for guidence on that issue.

6. The vast majority of my job is not outside sales. Almost all of it is internal work. That can be
documented via my email and telephone traffic. It appears that much of retail business is

'internal'.... HARP loans and refinances of existing WF mortgages. It is possible production statistics
would indicate this.

Anyway, | gotta get all this sorted out, thanks from........

Andy Clark

Home Mortgage Consultant
Wells Fargo Home Morigage g Andy Clark
MAC p6279-011 | 5 : ;;l;?‘le Mortgage Cansuitant

100 East Broadway

Eugene, OR 97401
541.434.3976 Tel

541.510.3915 Cell

866.972.5382 Fax

andy clark@wellsfargo.com
hitp://www . wfhm.com/andy-clark

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social
security number, account number, or any other personal or financial information in the content of the email. This may be a promotional
email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home

Mortgage, click here NoEmailRequest@weilsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All

rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

D

5/25/2011



W ék{y sales acﬁviiy Message (Rich xt)‘

| HiGuys

| s per our comersalion, i is extiemely fmpetant that you login yaur seles actrities or the ek today. Please assure you are at minimum of 100% complete.

Thanks so much!

ALANMARTIN

1 Branch Sales Manager

HHISR 12413543

770 | Tol-free (8003.277-4770 | Cell (541) 337-3406 | Fox (B66) 670-1240

llstarse.com

; Unsoored emall servics which ‘ ot qd: for sending confidential o sensitiva infarmation, Flease do not indlde your sorial secusity nimber, account bumber, o any ather persenal of firncial information in the ¢
This may be a prometionial emal. To discontinue receiving promationdl emails from Wells Fargo Bank Nai., induding Wells Farge Home Hortgage, dick here NoEmaiRequestgwelsfarao.con, el Faggo H
sin of wells FargoBark, NA A Tights reservad, Equal Housing Lender, Wals Feroo Home Morigage-2701 Viella Farge ay-Hinreapelis, F 33467-6000
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; Homing all

| Wehaw alot of sork to g o our sales actities. Please be Sure to g in the actiiies 2s-300n as thiey are complate.
Thans al fr your stentian £ this important accountabity.
1 ALAN MARTIX

Branch Salss Marager
HHLSR 1D 413542

s potintended for sending confidertial o Jie umbsr, ccount pumber, ¢ 3ny other personal or fnandialinformation in 4
3l T disconti g promotional smails from Wells Fargo Bank M4, including Wells Fargo Hume Hortgage, dlick hers oEmaiRaduastEwalifaran.com, wells Far
] i1}

fights reserved, Equel Housing Lender, Wells Fargo Home Morigage 2y-Hinneapels, MK 53

This may.bz a promotional &m

of Wells Fargo Bank, .4, &

mbinm Eorimtnnéds Hran Taslor




WELLS FARGO ENVIRONMENT OF PERVASIVE FEAR

Eugene, Oregon is the ideal place to detect a national situation. Think of it as a Petrie Dish. It is very easy to see
what has been duplicated everywhere. Evidence and Witnesses:

FEAR EXAMPLE 1

To understand the fear caused by sending a letter to Mark Oman EVP on April 18 consider:

Doug Grenz, manager two levels above the position I held told this story in front of a large group of employees early
this year (2011). There are many witnesses in this area who would attest as no doubt would Mr. Grenz.

Mr. Grenz used interoffice mail to provide some dog medication to Liz Bryant who is a division manager two levels
above him. She is in the Denver Office but she has an Aspen, Colorado office as well (it seems). Mr. Grenz
reported to the group that he and Liz had been talking about a medical condition shared by their dogs. He gave a
little detail of the exact dog medical condition. Such are the Matters of the Bank.

He told everyone how when the dog medication was received via the interoffice (“mac”) mail, Liz Bryant believed it
could be a THREAT and she was mailed poison of some sort. Keep in mind that there are 10 levels of management
above Ms. Bryant who is 4 levels above me, the bottom.

He told everyone that Security emptied Ms. Bryant’s office while the substance was identified in a laboratory.
Meanwhile, the interoffice package was tracked by security. It had Mr. Grenz’s name on it so it confuses me why
that was so difficult. It confuses me why Ms. Bryant did not just call Mr. Grenz asking why he might have sent some
substance to Ms. Bryant. I understand that happened after the laboratory but again, just relying on Mr. Grenz’s
story.

FEAR EXAMPLE 2

In February or March 2011 1 had difficulty determining who was holding onto a mortgage file that needed to be
submitted to Underwriting. I learned that Nicole Nadler (Phoenix AZ) had it. She was Jonathan Taylor’s assistant.
That is 3 levels above me (between Mr. Grenz and Ms. Bryant).

Ms. Nadler has absolutely no background I am aware of in the details of a mortgage loan. She refused to submit the
file because she FELT that more ‘conditions’ were needed first. 1 explained to her that she did not understand what
she was asking for, I was diplomatic. She became defensive. I continued to push. I went as far as to ask “Do you
have any experience in this? Do you understand what I am telling you”. That is near-verbatim. Ms. Nadler “pulled
rank” in the usual demeaning and insulting way that is used throughout the organization (and Department of Labor)
to bury uncomfortable truth. She was so upset I literally begged forgiveness and she hung up after berating me.

Manager Alan Martin was on vacation at the time. He received Ms. Nadler’s telephone call while waiting at an
airport. He called in panic. He said “don’t tell me you called Nicole...tell me you did not call Nicole”. Again,
almost verbatim. There were emails, I had to even talk to Mr. Grenz about it. Seems that the assistant of Mr.
Grenz’s boss is very fearful to all.

FEAR EXAMPLE 3

Even a matter as mundane as taking away paid parking was a FEAR GAME. Lots of people like to be at the office
location they are in because they built their routines around it. In my case, it was near my house which made biking
easier. In March 2011 paid parking was eliminated (Jonathan Taylor gets more bonus money). 1 asked if the ‘loan
officer’ who was assigned to the Bank Branch across the street had paid parking and he said she did. I politely asked
how that was ‘fair’. Manager Alan Martin immediately became hostile and threatened many times to relocate me to
the Springfield Oregon branch where there is free parking. He did this to another staff member. This was well-
witnessed at the office. A



@

Exhibit 2

This is the first, detailed reporting to Senior Management on April 17. I attempted to
report this to my manager on April 15 via email but was told to “stop whining’ as shown
in his email to me that day. The April 15 email is first followed by the complete letter to
Mark Oman.

Three days after the letter, the email traffic suddenly dropped to almost nothing.

Seven days later my employment was directly threatened so I placed the matter with
Human Resources.

Three weeks after the letter Mark Oman announced his retirement.

I received no response whatsoever not oral or in writing.



From: Martin, Alan D.

Sent: Friday, April 15, 2011 5:55 PM

To: Clark, Andrew G.

Subject: Re: Screwed Beyond Comprehension.........

To be honest, | don't care for this type of whining and email vulgarity to be part of my branch’s
culture.

ALAN MARTIN

Branch Sales Manager

Wells Fargo Home Mortgage
P6279-011

NMLS 1D413543

100 E. Broadway

Eugene, OR 97401

(541) 344-4770 Tel

1-800-277-4770 Toll-free

866-670-1240 eFax

Alan.D.Martin@wellsfargo.com

www.wfhm.com/alan-martin

Please consider the environment before printing this message.

This is an unsecured email service which is not intended for sending confidential or sensitive
information. Please do not include your social security number, account number, or any other
personal or financial information in the content of the email. This may be a promotional email.
To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo
Home Mortgage, click here NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a
division of Wells Fargo Bank, N.A. All rights reserved. Equal Housing Lender. Wells Fargo Home
Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000



Wells Fargo Home Mortgage
MAC P6279-011

100 East Braodway

Eugene 97401

Tel: 5413444770
April 17,2011

Mark Oman
Sr. Executive Vice President Home and Consumer Finance

1 Home Campus, 4™ Floor
Des Moines, IA 50328

Dear Mr. Oman:

] am Retail in a mortgage office separate from a Bank. Wells Fargo policy as [ understand it, my
ethics, and my perceived market needs require me to send this documentation to you.

Retail interest rate/fee appears to be materially higher than other local mortgage sources. The
difference is large and obvious to Realtors. Referrals based on relationship marketing or theoretical
factors such as security or brand name may be a form of ‘steering’ if our rate is significantly higher as
it appears to be. I provided cost estimates from Brand-X lenders and Retail rate/fee data on the same
loan for the same day (April 15). Google provided the same-day rate sheet from a wholesaler
specializing in prime conventional which supports the Brand-X cost sheets.

This causes us to be locally competitive in niche areas such as manufactured homes, small loans, and
programs such as Rural Guaranty or State Bond. These loan types have extremely high dollar-
weighted origination costs. This is worsened if prime loans are cheaper elsewhere and their
significantly lower dollar-weighted transaction cost does not fully offset the niche cost.

WFHM has at least two levels of management above me who spend all of each day interacting among
themselves, attending various teleconferences, and emailing material that is generally already on our
Homepages. These layers seem to go back to olden times before automation and centralization. The
origination systems (AOW/LIS and CORE) and our corporate-level controls and communication -
climinate all relevance of that structure. These layers appear to complicate improvements, baffle
corporate communication, and contribute to downstream expenses. Many of these individuals were and
should be again talented Mortgage Originators. There is so much selling and closing to do, especially
if we have the best rates and fastest service. ' :

] attached email in-box printouts from the three levels above me as documentation. Iincluded sample
messages so you may gauge the nature and extent. Projecting from my limited facts suggests Wells
Fargo pays $200 - 400 million a year for these functions and they have a net-negative effect on
acquiring, controlling, or closing loans at the Retail level.
If more documentation or input is needed, please contact me. Thank you very much.
Sincerely,

()L/ N A~

Andy Clark
Home Mortgage Consultant

Together we'll go far

Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A.



DATE:

41511

9:16 AM

PRICE CODI

7302

Expiration Dates: 15 Days-5/2 30 Days- 5/16 60 Days- 6/14 90 Days- 7/14
Conforming 30 Yr FIX Conforming 30 Yr FIX RELO Conforming 20 YR FIX Conforming 15 YR FIX Conforming 10 Yr FIX
30 YR (2FIX30) 30 YR (1FIX30) RELO 20 YR (2FIX20) 15 YR (2FIX15) 10 YR (2FIX10) CDMP
RATE  60DAY 30DayAd] |RATE  GODAY  30DayAdj |RAIE GODAY. 30DayAd] |RALE B0 DAY 30 Day Ad] |RAIE 60 DAY 30 Day Adj RATE:
4250 95625  +0375 |4.250 96.125 +0.375 3750 94250, +0375 [3.250 95.500 +0250  |3250 98.500 +0.250 5.250
4375  96.750 4.375 97.250 3.875  95.125 3.375 96.250- 3.375 99,250
4500  97.375 4.500 97.875 4.000  95.625 3,500 96.625 3.500 99.625
4625  98.000 4.625 98.500 4125  96.125 3625 97.000 3.625 100.000
4750  99.000 4.750 99.000 4.250  98.125 3.750 98.250 3.750 100.750
4.875  100.000 4875  100.125 4375  99.000° 3.875 99.000 3.875 101.375
5000 100625 5000  100.625 4500  99.375 4.000 98,250 4.000 101.750
5125  101.125 5125  101.125 4625  99.750 4.125 99.625 4.125 102,125
5250  102.000 5250  102.000 4.750  100.750 4.250° 100.750 4.250 102.375
5375  103.000 5375  103.000 4875  101.500 4.375 101.375 4.375 102.875
5500  103.500 5500  103.500 5000 101.875° 4.500 101.625 4,500 103.250
5625  103.875 5625  103.875 5425  102.250 4625 102.000 4.625 103.625
5750  104.625 5750  104.625 5250 102.875° 4.750 102.875 4.750 103.875
5875 105375 5.875  105.500 5375 103.625 4.875 103.500 4.875 104.000
6.000 105.875 6.000  105.875 5500  104.000 5.000 103.750 5.000 104.250
6.125  106.125 6.125  106.125 5625 104.375 5.125 104.000 5.125 104.500
6.250  106.500 6.250  106.375 5750  104.750 5.250 104.500 5.250 104.875
5875  105.375 . 5.375 105.000 5.375 105.250
6.000  105.750 5.500 105.375 5.500 105.500
6.125 106125 5.625 105.625 5625 105.750
CONFORMING GONVENTIONAL Libor Arms ] 1 Year CMT Weekly Avg  0.270
1 Year Libor 0.765 1 Year Treasu 0.239
37 LBOR 51 LIBOR 711 LIBOR_ i _ry“lw
2.25 Margin & 21206 Gap 2.25 Margin & 51215 Cap 2.25 Margin & 5/2/5 Cap 2.25 Margin & 512/5 Cap
Confon'nmg 12“531; Conlormmg IZIEBS { i lﬁnlormmg ‘ZIEB, " Conlormmg iZKL'E! ’
|RATE B0DAY 30DayAd] |RAIE B60DAY  30DayAd] |RAIE 60DAY . 30DayAd] |RAIE 60 DAY 30 Day Adj
1000 - 93875  +0.1425 |1.125 92.500 +0.125 1750 92750  +0.125 |2.375 92.750 +0.125
1125 94.250 1.250 93.000 1875  93.250 2.500 93.250
1250  94.750 1.375 93.500 2000 93750 2,625 93.875
1375 95125 1.500 94.000 2125  94.250 2.750 94.375
1500 85625 1.625 94.500 2260  94.750 2,875 94,875
1625 96000 1.750 95.000 2375 95250 3.000 95.500
1750 96.500 1.875 95.375 2500 85.750 3.125 96.000
1875  96.875 2.000 95.875 2625  96.250 3.250 96.500
2000  97.250 2.125 96.250 2750  96.625 3.375 97.000
2.125  97.500 2.250 96.625 2875  97.125 3.500 97.500
2250  97.875 2.375 97.000 3000 97625 3.625 98.000
2375  98.125 2.500 97.375 3425  98.000 3.750 98.500
2500 98375 2625 97.750 3250  98.500 : 3.875 99.000
2625 08625 2.750 98.125 3375 99,000 | 4.000 99.500
2750  98.875 2.875 98.625 3500  99.375 4.125 100.000
2875  99.125 3.000 99.000 3625  99.875 4.250 100.500
3000 99375 3.125 99.375 3.750  100.375 4,375 100.875
3125 99500 3.250 99.750 3.875 100.750 4.500 101.250
3250  99.625 3375  100.125 4.000  101.000 4.625 101.500
3375  99.750 3500  100.500 4125  101.250
3500  99.875 3.625  100.875 4250 101.375
3625  99.875 3.750  101.250 4.375  101.500
3750  100.000 3875  101.375 4500 101.500
3875  100.000 4000  101.500 4625  101.625
4.000  100.125 4125 101625 4750  101.625
4125  100.125 4.250  101.625 4875  101.750
4250  100.250 4375  101.750
4375 100.250
4.500  100.375




AOW > Quick Rates

Page 1 of 2

Pipeline Tools Profile : Resources Help
Quick Rates
HMC Pipeiine View Templates From

Clark, Andrew Clark, Andrew: i » Critical Information...
Active Pipeline Loans Quick Rates Templates » Eield Desoripticns

Select Select
[e; foan scenario | Oper quick rates scenario (%) 0l | Ssatzte templat

e quick rates scenario Save new —
Loan Details
Family Price Code
_Conv/Conforming 1 /ﬁ c - ’2-—
Loan Type PriceDate . Piice Time (Centra) O q
Conventional H H

Product

20-30 Yr. Fixed Rate

Program 1
Select

Documentation Type

No Preference

Property Details

Rurat Property

P
3 Yes @ No

Occupancy

Owner Occupied

Class
None
Attached?

3 Yes & No

Financial Information
Loan Amount ___

$ 240,000.00

Amortization Term

360 Months

Income Tax Rate
28.000 %

* FloatDown

‘ Yes 2 No
Is the primary wage eamer a forelgn national?

3 Yes & No

‘Temparary Buy Down Type

Regular - None

Bestof Day Pricing  1yyig seenario is reflecting the Best of Day
@ Yes O No  pricing.
is the borrower a Wells Fargo employee?
C Yes @ No
Program 2

Select .
Brokered Out

< Yes ® No

State County

I0R  : | LANE COUNTY, OR
Property Type

Single family

PUD?

2 Yes B No

#of Units

S A CLIV.
80.000 % 80.000 %
Amortization Type
Fully Amortized
Rate Lock Period

Lock Expiration Date

If the borrower pays the loan off early, is there a penalty?

Select

Pricing Components

Escrow Collected? Escrow Waiver Fee Pricing Components

@ Yes O No si0.00 Authorized Price 100.250
Total Orig and Disc Points Collected Total Orig and Disc Pis Collected 0.000
6070 T g Lender Paid Closing Fees 0.000
Lender Paid Closing Fees Non-Delivery (charged to branch) 0.000

: Non-Delivery {collected from borr/seller) 0.000

$.0.00 Promations. (NationaVRegional/CLX) 0.000
Lender Flat Fee (required) Escrow Adjuster (charged to branch) 0.000
$;0.00 Escrow Walver Fee (collected from borriseller) 0.000
Lender Flat Fee (collected) Lender Flat Fee (required) 0.000
$10.00 Lender Flat Fee (collected) 0.000
Non-Defivery/Repricing Alldn Price 100.250

No Repricing Change

Rato Extension

[\ Days

Non-Delivery Fees (Collected from Borr/Seller)

mTcEcn Type T ‘Promotion Value  © -
Add Remove
Threshold Floor Csiling
Rate/Price Table - Select a rate/price 101.000 100.500 101.250
Price __ Messages :

All-In Pri

https://usi.wellsfargo.conﬂportal/site/adw/tools/

CX AMpPLE

oF

IMD) A

JYsTemMm .- -

NO WNSRR |N

WoRLb IS¢

TIT TA)s NARD

7O aey A (MTQ
ON A Lo AN .

Look AT THR T)rY
' Rabio | guITON

Certky —

2

4/17/2011



AOW > Quick Rates : Page 2 of 2

O 4250 4.125 95.875 95.875 Violates Policy
4.375 3.000 $7.000 97'00,0 Violates Policy
4.500 2.375 97.625 97.625 Violates Policy
4.625 1.750 88.250 98.250 Violates Policy

AlHin price is below the HMC discrefion limit. Please adjust AIP or submit for
Applied Adjusters
Category Description Rate Price
L {30635) Conf LTV>75<=80 FICO>=740 0.000 -0.250
Family (29534) Retail CONF & GOVT Purch Special 0.000 0.500
Current Rate Related Detail MTG
Price Code 7302
Price Date and Time (Central) 04/17/2011 11:05AM
Interest Rate 4.875
Authorized Price 100.250
Discount Pts Calculated 0.000
Monthly Payment 1,270.10
Est Expiration Date 041812011

3
https://usi.wellsfargo.com/portal/site/aow/tools/ ' 4/17/2011



Quote Detail - Zillow

Page 1 of 3

4.893% APR
4.875% Rate
30 year fixed
$1,509 /mo

Total Lender Fees

$505

Appraisal Fee

$505

\?&Whﬁl\_%\%%\

VRAXTAGE 3asevtast.
Croyrisg,

Oregon

Andy W. Harris, CRMS
Vantage Mortgage Group, Inc.

(6 Reviews)
(888) 495-1127
Website

) Ask a question
Name

Phone number

¢ Apply now

Your e-mail

Message

§Please contact me about your qUote.

Lender Website

\%:&Q:.’i}.@:&&

ZQ-NDKXNXV

April 17, 2011 09:08AM PDT

$240,000

Down payment :

$60,000

http://www.zillow.com/mortgage/BorrowerQuoteDetail.htm?quote=ZQ-NDKXNXV

:/
4/17/2011



Quote Detail - Zillow

Page 2 of 3

Loan product : 30 year fixed
Interest rate : _ 4.875 %
Assumed rate lock : 30-day

Note due in : 30 years
APR : 4.893 %
Pre-payment penalty : No

&km\&m‘a& TR N\ ER

Principal & interest $1,270
Property taxes (estimated) $198
Homeowners ins. {estimated) $41
Mortgage ins. (estimated) N/A
Total $1,509

TR R

OSSR, AEVASRSE,

True Cost $107,398
Fees $505
Interest $106,893
Mortgage ins. 1$0
Principal paid $45,518
Total $152,916

\;ﬁ&hﬂkﬁ'&&\
\"24%%1%\_%%&*\

§ =3

M

VanTadsk Hoszcaice
Goour Ine,

Cregon

Andy W. Harris, CRMS
Vantage Mortgage Group, Inc.
(6 _Reviews)
(888) 495-1127

http://www.zillow.com/mortgage/BorrowerQuoteDetail htm?quote=ZQ-NDKXNXV

J

4/17/2011.



Quote Detail - Zillow : Page 1 of 3

. 4.78% APR

- 4.75% Rate

; 30 year fixed

¢ $1,518 /mo

Total Lender Fees $844

Loan Discount : 0.19% ($444)

Appraisal Fee $400

- Contact Lender

< ¥
S
MORTERER cﬁmm
Roundpeoint Mortgage

(150 Reviews)
(888) 595-0379

| O Ask a question O Apply now
Name Phone number

i . .

e e e e - i
Your e-mail

Me_ssage v

:fPIease contact me about your quote.

Contact

Rate Details

Quote 1D : ZQ-BPLINWP

Date submitted : April 15, 2011 02:02PM PDT
$240,000

$60,000

‘Loan product : ! 30 year fixed

), | 6

http://www.zillow.com/mortgage/BorrowerQuoteDetail htm?quote=ZQ-BPLINWP 4/15/2011




2S |
http://Www.zillow.com/mortgage/BorfowerQuoteDetail.htm?quote=ZQ-BPLJNWP

Quote Detail - Zillow

Interest rate :

4.75 %

Page 2 of 3

30-day

30 years

4.78 %

;Pre—payment penalty :

No

Monthly Payment (Estim ated by Zillow)

Principal & interest

$1,252

Property taxes (estimated)

$225

Homeowners ins. (estimated)

$41

Mortgage ins. (estimated)

N/A

Total

$1,518

Total Spent

%cwer 10 Years

True Cost

$104,812

Fees

$844

Interest

$103,968

Mortgage ins.

$0

Principal paid

$46,266

Total

$151,078

Contact Lender
Contact Lender

ES
<>
Roundpoint Mortgage
(150 Reviews)
(888) 595-0379

O Ask a question

O Apply now

% 7

4/15/2011



Provident Funding, Ratesheet,

vaidenft Funding Associates, L.P.

The Morigage Price Leader

Page 1 of 3

Page 1 of 3

Wholesale - Wasatch Mortgage Solutions Inc.,UT

Posted Time 04/15/2011 at 7:34:30.a.m.

Check out our aggressive pricing!

25 BPS Special now included in rate sheet.

Conforming Products (All pricing is 12 day best efforts)

Alo010 A1020 A1015 Aloz2s
30 Year 15 Year 20 Year 25 Year

Rate | 12BE Rate | 12BE Rate | 12BE Rate | 12BE

4.250% 0.625% 3.625% -0.375% 4.250% 0.000% 4.250% 0.625%
4.375% -0.375% 3.750% -1.250% 4.375% -1.000% 4.375% -0.375%
4.500% -1.000% 3.875% -1.750% 4.500% -1.625% 4.500% -1.000%
4.625% -1.500% 4.000% -2.250% 4.625% -2.125% 4.625% -1.500%
4.750% -2.375% 4.125% -2.750% 4.750% -3.000% 4.750% -2.375%
4.875% -3.375% 4.250% -3.500% 4.875% -3.750% 4.875% -3.375%
5.000% -3.750% 4.375% -3.750% 5.000% -3.750% 5.000% -3.750%
5.125% -3.750% 4.500% -3.750% 5.125% -3.750% 5.125% -3.750%
5.250% -3.750% 4.625% -3.750% 5.250% -3.750% 5.250% -3.750%
5.375% -3.750% 4.750% -3.750% 5.375% -3.750% 5.375% -3.750%
5.500% -3.750% : 5.500% -3.750% 5.500% -3.750%

At1001 CA1312 A1354 Ai1370

10 Year 3/t LIBOR (2/2/6) | 5/1LIBOR (5/2/5) | 7/1LIBOR (5/2/5)

Rate | 12BE Rate | 12BE Rate | 12BE Rate | 12BE
3.625% -1.375% 2.500% -1.000% 2.500% -0.875% 2.500% 0.250%
3.750% -2.250% 2.625% -1.500% 2.625% -1.375% 2.625% -0.250%
3.875% -2.750% 2.750%  -2.000% 2.750% -1.875% 2.750% -0.750%
4.000% -3.250% 2.875% -2.125% 2.875% -2.000% 2.875% -1.250%
4.125% -3.750% 3.000% -2.250% 3.000% -2.125% 3.000% -1.625%
4.250% -3.750% 3.125% 2.375% 3.125% -2.250% 3.125% -1.750%
4.375% -3.750% 3.250% -2.500% 3.250% -2.375% 3.250% -1.875%
4.500% -3.750% 3.375% -2.625% 3.375%  -2.500% 3.375% -2.125%
4.625% -3.750% 3.500% -2.625% 3.500% -2.625% 3.500% -2.250%
4.750% -3.750% 3.625% -2.625% 3.625% -2.625% 3.625% -2.375%
3.750% -2.625% 3.750% -2.625% 3.750% -2.500%
3.875% - -2.625% 3.875% -2.625% 3.875% -2.625%
4.000% -2.625% 4.000% -2.625% 4.000% -2.625%
4.125% -2.625%
4.250% -2.625%

information is provided for the exclus

‘public is not allowed.

Rates, fees, and guidelines are subject to change without notice. APR figures are not included. This
ive use of Real Estate Professionals only. Distribution to the general

Branch:

Salt Lake

Phone Number: 801-208-9584

UT84020

Address: 65 E Wadsworth Park Dr., Suite 200, Draper,

pfleans.com

https://pfloans.provident.com/secure/rates/Ratesheet HTML,_N. ew.aspx?UserID=512876&...

L

4/15/2011



Provident Funding, Ratesheet,

Page 3 of 3

Provident Funding Associates, L.P.
' The Mortgage Price Leader

Wholesale - Wasatch Mortgage Solutions Inc.,UT
Posted Time 04/15/2011 at 7:34:30 a.m.
25 BPS Special now included in rate sheet.

Check out our aggressive pricing!

Jumbo Fixed (All pricing is 12 day best efforts)

J2030 J2015
30 Year 15 Year
Rate | 12BE Rate | 12BE

5.000% -0.125% 4.125% 0.125%
5.125% -0.750% 4.250% -0.625%
5.250% -1.250% 4.375% -0.750%
5.375% -1.500% 4.500% -1.125%
5.500% -1.750% 4.625% -1.625%
5.625% -1.875% 4.750% -1.875%
5.750% -2.000% 4.875% -2.000%

Jumbo ARM (All pricing is 12 day best efforts)

J2031 J2051 J2071
3/1 LIBOR (2/2/6) | 5/1LIBOR (5/2/5) | 7/1LIBOR (5/2/5)
Rate | 12BE Rate | 12BE Rate | 12BE

-3.250% 0.000% 3.250% 0.000% 3.250% 1.125%
3.375% -0.375% 3.375% -0.375% 3.375% 0.750%
3.500% -0.750% 3.500% -0.750% 3.500% 0.375%
3.625% -1.000% 3.625% -1.000% 3.625% 0.125%
3.750% -1.375% 3.750% -1.375% 3.750% -0.250%
3.875% -1.625% 3.875% -1.625% 3.875% -0.500%
4.000% -1.750% 4.000% -1.875% 4.000% -0.750%
4.125% -1.875% 4.125% -2.000% 4.125% -1.125%
4.250% -2.000% 4.250% -2.000% 4.250% -1.375%

4.375% -2.000% 4.375% -1.500%

Rates, fees, and guidelines are subject to change without notice. APR figures are not included. This
information is provided for the exclusive use of Real Estate Professionals only. Distribution to the general
public is not aliowed.

Branch: Salt Lake Address: 65 E Wadsworth Park Dr., Suite 200, Draper,
Phone Number: 801-208-9584. UT84020

floans.com

(@

https://pfloans.provident.com/ securg/rates/RatesheetHTl\/IL_New.aspx?UscrID=5 12876&...  4/15/2011

Page 3 of 3



1

Provident Funding, Ratesheet,

Provident Funding Associates, L.P.

The Moi'tgags Price Leader
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Page 2 of 3

Wholesale - Wasatch Mortgage Solutions Inc.,UT

Posted Time 04/15/2011 at 7:34:30 a.m.
25 BPS Special now included in rate sheet.

Check out our aggressive pricing!

Super/Conforming Products (All pricing is 12 day best efforts)

A5019 A5029 A5359
Super/Conf 30 Super/Conf 15 Super/Conf 5/1
Rate | 12BE Rate | 12BE Rate | 12BE

4.500% 0.250% 3.750% 0.000% 2.500% -0.875%
4.625% -0.250% 3.875% -0.500% 2.625% -1.375%
4.750% -1.125% 4.000% -1.000% 2.750% -1.875%
4.875% -2.125% 4.125% -1.500% 2.875% -2.000%
5.000% -2.500% 4.250% -2.250% 3.000% -2.125%
5.125% -2.625% 4.375% -2.500% 3.125% -2.250%
5.250% -2.750% 4.500% -2.625% 3.250% -2.375%
5.375% -2.750% 4.625% -2.750% 3.375% -2.500%
5.500% -2.750% 4.750% -2.750% 3.500% -2.625%
3.625% -2.625%
3.750% -2.625%
3.875% -2.625%
4.000% -2.625%

Conforming Interest Only (All pricing is 12 day best efforts)

A1318 A1358 A1373
3/1 LIBOR /O 5/1 LIBOR 1/O 7/1 LIBOR I/O
Rate | 12BE | Rate | 12BE Rate | 12BE

2.500% -0.500% 2.500% -0.375% 2.500% 0.750%
2.625% -1.000% 2.625% -0.875% 2.625% 0.250%
2.750% -1.500% 2.750% -1.375% 2.750% -0.250%
2.875% -1.625% 2.875% -1.500% 2.875% -0.750%
3.000% -1.750% 3.000% -1.625% 3.000% -1.125%
3.125% -1.875% 3.125% -1.750% 3.125% -1.250%
3.250% -2.000% 3.250% -1.875% 3.250% -1.375%
3.375% -2.125% 3.375% -2.000% 3.375% -1.625%
3.500% -2.125% 3.500% -2.125% 3.500% -1.750%
3.625% -2.125% 3.625% -2.125% 3.625% -1.875%
3.750% -2.125% 3.750% -2.125% 3.750% -2.000%
3.875% -2.125% 3.875% -2.125% 3.875% -2.125%
4.000% -2.125% 4.000% -2.125% 4.000% -2.125%
4.125% -2.125%
4.250% -2.125%

Rates, fees, and guidelines are subject to change without notice. APR figures are not included. This
information is provided for the exclusive use of Real Estate Professionals only. Distribution to the general
pubilic is not aliowed.

Branch: Salt Lake Address: 65 E Wadsworth Park Dr., Suite 200, Draper,
Phone Number: 801-208-9584 , UT84020

pfloans.com

https://pfloans .provident.com/secure/rates/RateshcetHTML_New.aspx?UserID=5 12876&...
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DOCUMENTATION OF RATE/FEE DIFFERENTIAL

Pages are handnumbered.

Pages 1 — 3 reflect Retail offerings April 15, 2011 for a $240,000 80% conventional
purchase.

Pages 4 — 7 are Zillow-“certified” quotes from two local lenders.
Pages 8 — 10 is a wholesale rate sheet publically available via Google that supports the

validity of the quotes.

Use the first quote as an example.

Brand — X: 4.875% with $505 of lender fees.

WFHM Retail: 4.875% with $695 flat fee and .75% origination ($1,800) to be at 101.

Difference to Homebuyer/Owner for same loan on April 15: $2,495



DOCUMENTATION OF MANAGEMENT ACTIVITY FOR THREE LEVELS
Alan Martin is Manager
Doug Grenz and Jane McGuire are the same office

Nicole Fuentes appears to represent the next level.

These are screenprints of received messages from the several levels above me. While it
might look on the surface to be productive, all but two or three of these dozens of
messages do nothing but pass-through information on our Homepages. I printed a
couple messages, they are all like that.

As is shown, many of these messages were sent to me two or even three times by the
various levels. Most of these messages are daily/weekly reiterations of the same thing.
For example, each week I get several messages from various levels about the need to
enter sales calls and bank referrals.

There are no messages about ways to find and close more loans. There are no messages
about how to satisfy our Clients. On the other hand, my long experience originating
indicates the only true way to satisfy a Client is, with a sense of urgency and caring, to
properly analyze their needs/limitations and provide the lowest cost home financing as
soon as possible. 7
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Fi4/15/20119:17 AH
Fii4/15/2011 905 A
Wed 4/13/2011 10:53 AM
Vied 4/13/2011 831 AN
Tue /122011 10:11 AH
Tue412/2011 342 AR
Hon 4/11/2011 8:39 A
Fii4/8/2011 8:20 Al
Thu 4/7/2011 1255 PH
Thu 4/7/2011 1252 PH
Thu 4/7/2011 938 AN
Wed 4/6/2011 B:27 A
Tue4/5/2011 852 A1
Hon 432011 LM
Thu 3/31/2011 £09 PH
Wed 3/30/2011 243PH
Wed 3/30/2011 208PH
Wed 3/30/2011 1209801
Wed 3/30/2011 5:21 AW
Tue 3/29/2011 325 PH
Tue 3/29/2011 836 AM
Hon3/28/2011 10:41 AN
Hon 3/28/2041 843 AR
Fi 3/25/2011 11:59 AN
F1i3{25/2011 11:27 AR
Fri3/25/2011 10:05 A
i 3/25/2011 851 AM
Thu 3/24/2011 3:23 P4
Thu 3{24/2011 3:23 P14
Thu 3/24/2011 323 P
Thu 3/24/2011 322714
Thu3/24/2011 10:59 AH
Thu 3{24/2011 1033 A

Thu 3/24/2011 9:29 AH

Bank Re%emils
Reminder - Please enter your Six Sales Activities - thank y'ou!"
RE: **ACTION REQUIRED**: Reporting Suspected Financial Abuse
Pk HHLSR 1D pdate needed f possbe. '

RE: Time Tracker for last week - response needed

Time Tracker for fast week - resphnse needed
Fugene/Springfield **Reg B > 5 days te LDS** (and LDS files pen
Eug’enel'Springﬁe'id *RegB > 5 days toLDS* (and LDS files pen
Locks expiring temotrow. Thank you!

RE: **ACTION REQUIRED**: Reporting Suspected Financial Abusé
Eugene/.‘f;iringﬁeld **Reg B> 5daystoLDs* (énd 105 files peh
Eugene/Springfield #*Reg B> 5 days to LDS** (and L0S s pen
Eugeﬁe!Spﬁhgﬁeld **keg B»5 days{o LDS** (and LDS files pen
Mareh 2011 Comisgions - Izl A

Eugene/Springfield *“ékeg B> 5 days to LDS** (and LDS files pen
RE:Code of Ehics completed ‘

RE**ACTION REQUIRED**; Code of Ethics Training Due 3/31

RE: HTB Referral Opportunity

Fugene/Springfield **Reg B » 5 days to LDS** (and LDS files per
1178 Referral Opportunity

Eugehe]Spﬂngﬁeld e > 5 days to LDS** (and LDS files per
RE: “*ACTION REQUIRED®™: Codle of Ethics Training Due 3/31
EugenelSpﬁngﬁeld **Reg B>5days tolDs** (and 105 fles pet
Inital File Quality Toal - Refreshier Training

Initial File Quality Training

Sales Activities

Eugene/Springfield **Reg B » 5 days to LDS** (and 1D files per
CORE Pricing Update Training ~ Call Option 4 of 4

CORE Update Pricing Training - Call Option 3 of 4

{ORE Update Release Pricing Training - Call Option 2 of 4

CORE Update Release Pricing Training - Call Option 1 of 4

Out of Office: Engenefsbﬁngﬁe!d =i=l"Reg B> 5 days to LDS** (ani
Eugene/Springfield **Reg B > 5 days to LDS** {and LDS files pet
RE: **ACTION REQUIRED**: Code of Ethics Trainwig Due 3/31
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Thu4/7/2011 244 PH
Thud/7/2011 242PH

Hond/4/2011 1130AH

Fri4/1/2011 211 PH
Fri4/1/2011 1107 AW
Frid1/2011 854 A
Thu 3/31/2011 5:09 AH
Wed 3/30/2011 B19 AH
Wed 3/30/2011 8:16 AM
Tue 3/29/2011 B02AH
© Hon3/142011 1034 AW
Fi3/4/2011 1103 A0
Thu3/3/2011 329 PH
Fri2/25/2011 935 AM
RSB EE A
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Fri2/11/20119:25 AM
P2 ST A
Fri2/11/2011 8:30 AR
Ty A0/ 225P
Thu2/10/2011 1024 A1
Wed 2/9/2011 241 PH
Wed 2/9/2011 £:30 PH
Wed 2/9/2011 9:26 Al
Wed 2/9/2011 922 AH
Wed 2/9/2011 9:21 AH
Wed 2/9/2011 910 Al
Wed 2/9/2011 9:09 AH
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Hon 2/7/2011 415 PH
Fi 24201 S:540M

Fri 2/4/2011 1008 AH

Splitting commissions on a deal

39

Re: *##5#1{0 REG B FINES I MARCHS*£#* il

Customer Armontrout - AWESOHE!

Re: CORE deEegéte access

RE: **REMINDER** Record Your Hours Worked in Time Tracker

April Bank Power Meeting - “Undeestanding the Homebuying Process, Hodul
RE: Hortgage to Bank - Harch HTD AWESOHE J0B EVERYOREL!

RE: Thark you! '

RE: Thank you!

Dut of Offce: snrﬁm Super Impt

TB0B - CONGRATOLATIONS!
1MORTGAGE TO BAHK REFERRALS - HARCH 2011
RE: Managing Risk - It Starts with He 2011

Hlorme mi
e

3w me 1 2 v-u, .
Stariauith e 201t

RE:Thad no idea...
RE:Thad no ideg.
Re: Thadng id83....
Qut of Office: Gor
RE: FRIDAY 2/11/2011

Out of Office; Rural brugram and State Housing Bond...question...
RE; FRIDAY 2/11/2011

RE: FRIDAY 2/11/2011

RE: FRIDAY 2/11/2011

RE: FRIDAY 2/11/2011

REFRIDAY2/13/2011

FRIBAY 2/11/2011

Bank Power Heetings - February 2011

Re: Therks, a1 -
RE: Reg Bfines....
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Spliting commissions on a deal
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Fri4/15{2011 9,57 AH
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Fri4/1/2011 1103 A1
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Welcome to tie Region!

REMINDER: Record Vour Hours Worked in Time Tracker
*ACTION REQUIRED™* (ORE 2.11 UPDATE

RiL Spring Open House Blitz: 3rd Weekend Starts Tomorrow
Howto Oﬁginate Condo Loans with Conﬁaence!

Rat Spnng Open House Bltz; Week 2 Results

R4 Sprmg Upen House Blitz Reporhng Reminder

Joe Rogerstl: Attend This Honth's Hational Home Equity Sales Callwf Joe Rugersl- We..

*RA1 Customer Expenence Report- Harch

RY Spring Open House Btz Reporting Reminder
R41 Spring Ogen House Bz Reporting Reminder
REFIHDER: Record Your Hours Worked in Time Tracker

Rt Spring Opel{ House Blitz: 2nd Weekend Starts Tomorrow
Re1 Spring Open House Biitz: Week 1 Results

W West Division Managers and Team Hembers - a reminder about Time Tracker
RiL Spring Open House Bl Reporting Reminder

Welcome to the Regionl

RE: **REMINDER™* Recard Your Hours Worked in Time Tracked

**REMINDER®* Record Your Hours Worked i Time Tracker

Region 41 Spring Open House Blitz Starts Tomorrowd!

#JCTION REQUIRED**: Reporting Suspected Financial Abuse Due 4/29

Keeping HPS Alive!

Region 41 Spring Open House Blitz Starts April 2nd!

U **ACTION REQUIRED*: Code of Ethics Training Due 3/31

Voltage Secure Email - Steps to Success

Equity Direct Weekly Review- 3/25

FW: *ACTION REQUIRED** Time Tracker Training Due 3/25
PRt ™*4CTION REQUIRED™ Tive Tracker Tranng D 3125
Helcome to the Region! '

Home Equity Weekly Review- March 18th

RA1 Customer Experience Report: February

 **CTION REQUIRED®* Time Tracker Traiing Die 3/25
- HMC Funding Report- February

Hational Home Equity Call- Wed March 16th




Clark, Andrew G.

From: Martin, Alan D.
Sent: Friday, April 15, 2011 12:04 PM
To: Doreen, Aaron; Potter, Bradley W.; Doak, David E.; Clark, Andrew G.; Kinari, Angela D.;

Gutierrez, Ricardo; Riggs, Marlene; Torres, Tanya S.; Adair, Kathleen; Eitrem, Maria V.; Lugo
Ann Marie; Overton, Susan N.; White, Terri E.
Subject: Pre-taxed Parking

All,

As has beeh discussed, if you would like to set up pre-taxed parking, you will need to log in to the Wage works website,
(link below) to complete.

www.wageworks.com

Then go to:

Eligible expenses and Program commuter program. You will then see a Parking toggle. On the right side of the page you
will see several links to give information and how to enroll in the pre-taxed parking program.

Please let me know if you have questions and | can help you with it.

ALAN MARTIN

Branch Sales Manager

Wells Fargo Home Mortgage | 100 E Broadway | Eugene, OR 97401
MAC P6279-011
NMLSR ID: 413543

Tel (541) 434-3967 | Cell (541) 337-1106 | Fax (866) 670-1240

Alan.D.Martin@wellsfargo.com

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your
social security number, account number, or any other personal or financial information in the content of the email. This may be a
promotional email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo
Home Mortgage, click here NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank,
N.A. All rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000




Clark, Andrew G.

From: Martin, Alan D.
Sent: Thursday, April 14, 2011 3:42 PM
To: Barsness, Kevin; Clark, Andrew G.; Cobarrubias, Janell; Doak, David E.; Duncan, Gordon W.;

Gutierrez, Ricardo; Holestine, Charles H.; Kinari, Angela D.; Mccall, Mark D.; Means, Lori A.;
Sether, Jenifer; Torres, Tanya S.; Adair, Kathleen; Ashley, Debra L.; Clark, Charline M;
Couron, Jay A.; Doreen, Aaron; Hart, Matthew; Kuhns, Doug; Potter, Bradley W.; Riggs,
Marlene; Weldon, Linda; Willcox, David S.; Williams, Sam S.

Cc: Eitrem, Maria V.; Lugo, Ann Marie; Overton, Susan N.; White, Terri E.
Subject: FW: Region 41 Daily Production Report - 4/14/2011

Attachments: Daily report 4142011.ppt

FYI...

ALAN MARTIN

Branch Sales Manager

Wells Fargo Home Mortgage | 100 E Broadway | Eugene, OR 97401
MAC P6279-011
NMLSR ID: 413543

Tel (541) 434-3967 | Cell (541) 337-1106 | Fax (866) 670-1240

Alan.D.Martin@wellsfargo.com

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your
social security number, account number, or any other personal or financial information in the content of the email. This may be a
promotional email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo

Home Mortgage, click here NoEmailReguest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank,
N.A. All rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

From: Bryson, Lindsey N.
Sent: Thursday, April 14, 2011 3:36 PM. .
To: Koon, Matt; Taylor, Jonathan; Beslow, Nadine L.; Cheever, Peggy; Parrish, Christopher J.; Rodriguez, Nancy; Nolan-Deruyter, Susan

C.; Gregory, Kate R.; Baker, Kelly A.; McAuliffe, Dennis J; Grenz, Doug; Campbell, Paul A.; DeSarle, Dana; Streator, Sandy; Stewart,
Beverley A.; Delgado, Albert; Houser, Doug N; Noakes, Scott A.; Galloway, Gregory; Haldeman, Mark A.; Sloan, Frank J.; Varcak,
Andrew M; Haldeman, Mark A.; Lyons, Kade; Sallee, Michael; Ritter, Ron; Lorenger, Daniel J.; Becker, Jim D; Pentrack, Kim A.; Hill,
Kurt J; Martin, Alan D.; Russell, Rebecca L.; Wall, Keith; Garrett, Donald L.; Criss, Kanisha; Gisvold-smith, Annemarie; Litwin, Vickie;
McGuire, Jane; Richards, Amy K.; Roberts, Carolyn; Criss, Kanisha; Toston, Darius R.; Fuentes, Nicole L.; Lowrance, Deana J1.;
Bowmer, Steven; Spendiove, Jed B.; Stangel, Jennifer L.; Ellingson, Susie; Holley, Chandi M.; Richardson, Angela; Little, Heather
M.; Harrington, Michelle L.; Gallimore, Amy M.; Overton, Susan N.; Lugo, Ann Marie; White, Terri E.; Eitrem, Maria V.; Renner,
Brook; Maslowski, Kathy A.; Vaughan, Kimberly A.; Starkus, Brianne T.; Welborne, Brian C.; Sherrill, Jeffery L.; Roberts, Carolyn;
Young, Eric'M.; Warnock, Alexander J.

Cc: Kruse, Kelly; Carey, Sherry; G=Tempe Region 41
Subject: - Region 41 Daily Production Report - 4/14/2011
Hello,

Below is our real time update. Refer to the detailed list below to see the exact files that are out of turn-time. We are
working those files first and then we’ll work files received on the 12™ . There should be minimal impact to files from the
12' going out of Turn-Time. If we expect any file to be out of turn-time we will immediately contact the HMC and
follow up with an email to the HMC and Branch Manager.

AN i



-Message from Paulo LaGreca-

Currently some turn times are being impacted in specific underwriting authorities. We do feel confident to be back in turns times on these files

over the next few days.

Authority Levels Impacted:

4C - These files are currently running at 72 hour turn times. ETA to be back in 48 turns is Friday, 4/15/11.

Thank you all and Let’s have a fantastic April

Families Reviewed Yesterday: 120

Real-Time Update

Team 43

Purchase Initial - April 11t
Purchase Recon — April 11t
Refi Initial — April 12th

Refi Recon — April 12th

Team 44

Purchase Initial - April 11"
Purchase Recon — April 11t
Refi Initial - April 8t

Refi Recon — April 11th

Team 46

Purchase I[nitial - April 11t
Purchase Recon — April 12th
Refi initial — April 11th

Refi Recon — April 11t

Files Out of Turns:
Team 43:
Purchase Initial:
AG
Purchase Re

Refi initial:

Refi Recon:

Team 46:
Purchase Initial:

37

. (1 family out of turn time)

(2 families out of turn time)

(1 family out of turn time)
{1 family out of turn time)
{1 family out of turn time)
(5 families out of turn time)

(2 families out of turn time)

(1 family out of turn time)
(1 family out of turn time)

Wels Faigo Kdnapped me using
SWAT they Eentbgtnte
i #

*'—h—
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Wels Faigo Kdnapped me using

PHAI
Refi Initial: —
MUR T DARA
Refi Recon: ]

LOE SWAT ﬂn Emyt o %n(e
i #

Daily repo
142011.ppt (

Lindscy Brys
Assistant For

WELLS FARUU nuMiE MUK 1 UAUEL
1150 West Washington Street 2nd Floor| Tempe AZ 85281
MAC X0301-028

Tel 480.518.8385

Fax 877.402.9427

lindsey.n.bryson@wellsfargo.com

Upcoming PTO: 4/18, 4/19, 4/20

i% Please consider the environment before printing this e-mail

This message may contain confidential and/or privileged information. If you are not the addressee or authorized to receive this for
the addressee, you must not use, copy, disclose, or take any action based on this message or any information herein. If you have
received this message in error, please advise the sender immediately by reply e-mail and delete this message. Thank you for your
cooperation.



Clark, Andrew G.

From:
Sent:
To:

Cc:
Subject:

Morning all,

Martin, Alan D. .

Friday, April 15, 2011 10:46 AM

Adair, Kathleen; Ashley, Debra L.; Clark, Charline M; Couron, Jay A.; Doreen, Aaron; Hart,
Matthew; Kuhns, Doug; Potter, Bradley W.; Riggs, Marlene; Weldon, Linda; Wilicox, David S ;
Williams, Sam S.; Barsness, Kevin; Clark, Andrew G.; Cobarrubias, Janell; Doak, David E;
Duncan, Gordon W.; Gutierrez, Ricardo; Holestine, Charles H.; Kinari, Angela D.; Mccall,
Mark D.; Means, Lori A.; Sether, Jenifer; Torres, Tanya S.

Grenz, Doug

Weekly Sales Activities

| know many of you have been out this week hitting the streets and visiting realtors. Please be sure to log these activities

today!

Have a great Friday!!!
ALAN MARTIN

Branch Sales Manager
Wells Fargo Home Mortgage |

MAC P6279-011
NMLSR ID: 413543

100 E Broadway | Eugene, OR 97401

Tel (541) 434-3967- | Cell (541) 337-1106 | Fax (866) 670-1240

Alan.D.Martin@wellsfargo.com

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your
social security number, account number, or any other personal or financial information in the content of the email. This may be a
promotional email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo

Home Mortgage, click here
N.A. All rights reserved. Equal

~3)

NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank,
Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000
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Clark, Andrew G.

From: Martin, Alan D.
Sent: Thursday, April 14, 2011 4:10 PM
To: Adair, Kathieen; Ashley, Debra L.; Clark, Charline M; Couron, Jay A.; Doreen, Aaron; Hart,

Matthew; Kuhns, Doug; Potter, Bradley W.; Riggs, Marlene; Weldon, Linda; Willcox, David S.;
Williams, Sam S.; Barsness, Kevin; Clark, Andrew G.; Cobarrubias, Janell; Doak, David E.;
Duncan, Gordon W.; Gutierrez, Ricardo; Holestine, Charles H.; Kinari, Angela D.; Mccall,
Mark D.; Means, Lori A.; Sether, Jenifer; Torres, Tanya S.

Subject: Splitting commissions on a deal

Al

| need to pass along some information coming out today regarding HMC's splitting commissions on a deal. Now that we
are past April 1st and the new contracts are in force, here is the most recent information regarding this topic:

During the Comp Roll out in Chicago it was discussed that any AdHoc or Misc Adjustment splits that were HMC to HMC could no
longer happen.

I first need to set the stage that there has never been a component in the HMC Compensation Plan that AdHoc/Misc Adjustments
Splits outside of P2R are allowable. As a company we just were not properly managing it. With the new Compensation Changes, we
now need to.

So let’s talk about what is allowable:

- Protected Builder ~ Per Region 41 Builder Policy

- FHA Outside of the HUD Geographical Area

- Renovation

- PMB

-CLX

- Reverse

- HUD 184 — Native American Loans
-- Program Connection

- Corporate Connection

Y

That’s it..... Only the above are considered allowable to not only split commissions, but also for unit/volume credit. I am also attaching
the 2011 P2R chart for you to review.

I know that we have communicated/discussed the stopping of anything that is outside P2R. However I am getting a lot of messages
from BM’s and HMC’s that they have not been made aware of this change. Can you please roll this out in your next meeting and
ensure that everyone is clear on what you can or cannot do.

Some examples of what is not allowable:

- HMC gives a BOND loan to another because they do not like to do them

- HMC gives a bilingual customer to a bilingual HMC due to language barrier

- HMC’s sharing in a “team” environment, yet not on a Team Contract

o 1
yo
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Exhibit 3

This story illustrates the steering’ component. It never happened. The purpose of this is
to put the issues into the terms of the Consumer and the Licensed Mortgage Originator.

It is to “humanize” the issues.
Client-level origination risk is between the Borrower and the Licensed Originator.

As shown in Exhibit 6, the Company policy is to immediately accuse the Licensed
Originator of “Violating Dodd-Frank”.

The requirement to report on timesheets helps “set up” the Licensed Originator. In this
example, suppose the Originator did not think he/she had to report a housewarming party
on the timesheet in question.

The Company would (based on Exhibit 6) pull the time record. They would likely see
the Originator did NOT show this party on the timesheet. Before the matter went
anywhere, the Originator would be terminated.
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Elise, I know you took super-good notes on this topic but wanted you to have it again in writing. This
is the issue of ‘steering’. As you must know, I am not a lazy person so when I tell you I can’t produce
because of this I really mean it.

Absolute Facts:

1. Prior to the April 5 2011 implementation of Dodd-Frank mortgage brokers and correspondents
could earn compensation via yield spread premium. These channels would advertise their very
lowest rates (eg zillow) but whenever possible they would not (in fact) deliver the lowest rate.
For example, a referral from a Realtor would get a rate like WFHM and the
broker/correspondent would earn excess compensation. Before that date, there was not
necessarily a rate difference so I saw no problems.

2. The HERA/HOEPA disclosure rules made it extremely simple to compare home loans. There
is the rate and the lender fees, it is pretty simple.

3. Effective on April 6, 2011 brokers/correspondents had to pass along the lowest rate and the
HERA/HOEPA processes made it such that lenders had to deliver what they disclosed.
Effective that date, I knew for an absolute fact that SOME other lending sources (possibly even
our affiliates) delivered lower rate/fee.

1 have been reading general literature (no legal material) concerning the responsibilities of a Mortgage
Originator and the implications of being personally licensed. The general literature gives the opinion
that the “Dodd-Frank Environment” is still unfolding and fine details will be settled via other
legislation or litigation. Given the above, here is to put in writing the example story I gave you on the
telephone. This is a story designed to clearly show how this can come out. The facts presented could
come out in a thousand different ways...... but here is a scenario...a story.....

Client is a doctor buying a home. He asks his Realtor who is best for home financing. Realtor says
“Andy Clark over at Wells Fargo (note: almost nobody says WFHM) is one of my choices, here are
three business cards including Andy’s. Wells Fargo is the largest and most secure home lender in the
country, they never sell their servicing, and Andy is the best there is.”

Client then says that he definitely will call Andy but he asks the Realtor how Andy’s rates and fees
compare. The Realtor says to call around but might make a comment like “Wells Fargo ends up with a
lot of the loans anyway so it seems it might be better to work with them directly.” Or, the Realtor
might say something like “Andy visits my office weekly and he assures me his rates are extremely
competitive.”

Before April 5, no problem because I knew that the rates/fees were pretty much the same everywhere
and a broker would not offer the lower rate unless they had to. After then.....problem.

As a Mortgage Originator and lifetime Mortgage Professional, I keep up with my marketplace. Iknow
what other lenders are offering, even banks such as Willamette Valley Bank because they advertise
their rates. This knowledge of market is a fundamental part of my job. However, even if I am not
aware, I do not necessarily think that removes my responsibility.



Busy doctor calls me. He tells me how many good things he heard about Wells Fargo and myself but
asks me directly....” Andy, I really want to be sure your rates are the best in the market, I am getting a
$400,000 loan, putting 20% down, have massive income and great credit”.

At this point, I am in a moral, ethical, and legal quandary. Do I honestly tell him the truth that he can
get his loan cheaper at, say, Willamette Valley Bank and pass on the significant commission or do I
simply do the loan? Of course, anyone on commissions with production expectations HAS to do the
loan regardless.

I get the loan done in record time. Client calls the Realtor telling him how right he was about Wells
Fargo and Andy Clark. He invites us both to his housewarming party! Of course, a Realtor and HMC
will always go to a doctor’s housewarming party even if we had to postpone a funeral.

The party is going great. Good wine, managing to slip in a little casual loan talk with other potential
clients, pass out a card or two. After all, the doctor is loudly bragging about the Realtor and Andy
Clark in front of 20 guests in his expensive home.

The doctor’s brother brought his new girlfriend who is a mortgage broker working a net-branch out of
her house with almost no overhead. She is a go-getter, wants to see how her rates compare with Wells
Fargo! Everyone is having fun, laughing, the music plays. Doctor’s brother pushes the issue, they
grab the copies of the closing package from Escrow and girlfriend whips out her computer and
determines that she could have (and had to under the new laws) deliver a rate %% better than WFHM.
She MIGHT also note that the loan would have ended up at WF anyway!

Doctor is not happy. The mood at the party suddenly turns. Doctor calls the Realtor and Andy Clark
over to explain all this. Next thing you know, the doctor is talking loud and his guests sense a problem
and start leaving fast. Any business from that Realtor or his office is no longer there, word spreads in
our relatively small marketplace.

Doctor is very angry. He does his research (which is all so easy after April 5) and takes action against
the Realtor, Wells Fargo, and Andy Clark. Andy Clark would likely be determined to be in violation
of his duties as a Mortgage Originator and must not have followed Wells Fargo Home Mortgage
policies. Realtor is in trouble but it is only one deal and he won’t have the problem again. Andy
Clark no longer has a job or the ability to get another one because he no longer has a license. If the
doctor is mad enough, he could do the research I did (with his brother’s girlfriend’s help) and
jeopardize the future of the entire company on an immediate basis.

Whether the doctor’s allegations (in court in my example) are right or wrong, with such a clear picture
that is shown above, there is little doubt that the matter would ‘go viral” and everyone would be
rushing in for the kill.

I am trying to prevent that possibility.



&

July 26 File Notes: Read it again after I wrote it and thought “crap Andy that looks a lot
like a manifesto of some sort”. Just as with the evidence, if that is what it looks like it is.
That was not the purpose. Purpose was to provide background to understand how the
process was started/finished in 4 months. This helps ensure evidence is fresh as reported
to FBL

CONTINGENCY PLANNING - COLD WAR

Whoever/if ever anyone reads this in your neighborhood you heard “apple pie” or
“baseball”. Literally...in my house the most common words I heard every single day
were “Contingency Planning” but in my home it was done at the level of math symbols,
numbers, and computer programs on 10 boxes of punch cards.

1. Positive identification of extraordinary and asymmetric personal threat (next page)
Upon threat identification initiate total context/pretext level “Contingency Planning®

1. Determine possible magnitude of threat. See attached. I knew it was DEFCON 5
because of the very rapid and formal response (next page).

2. Study Goliath....Wells Fargo: Google allows anyone to do this far better than the CIA
could in 1965. Start with what people are SAYING. After a day of loan production I
used Google to search the forums for terms like “Wells Fargo Crimes” or “employees
who hate wells fargo” or “lawsuits against Wells Fargo”. Childhood knowledge required
that I consider all that to be “Company Pre-Texting Operations” even though most were
not. Contingency planning in the Fog of War requires worst case assumptions.

So...maybe send one very vague email to someone like “Kelly Hansen Wells Fargo™
which is probably a pretexting operation. It either goes nowhere (because it could be an
honest site) or it is rushed to her ‘handlers’. Either way, makes no difference to
Operation. It did not hurt, may have helped.

In particular, study “how Wells Fargo fires employees” and link to “how Wells Fargo
drove me insane”. Study the first few pages of the Google results. Search variations,
follow links. The answer is consistent: once in “Wells Fargo Human Resources” for
absolutely any reason whatsover” you could as well commit suicide or quit/run/hide.
This sounded FUN TO ME so I put it right into WELLS FARGO HUMAN
RESOURCES.

Poor Elise Reiser in Des Moines. She may look back and see that her ‘periods’ were
different for her then. She will look back and see that during her PMS days and her
period, she received from me lots and lots of emails and especially persistent questioning
of policy. Studying her blog, etc. allowed me to figure out roughly when her period was.
From there it is just putting it on a calendar ‘tickler file’ for next month.



I also provided her very detailed explanations of how important breastfeeding is to newly
born infants and how to encourage that in the workplace. I even wrote up a whole page-
long email for her but I knew already she did not read the email except to look for a
‘naught word’. Just like Department of Labor. Catholic women are more prone to such
stimuli altering their hormones. Did this work? Who knows? They do not understand
“Psyc-ops” and I do fully. It does not matter if it worked or not. Every minute you do
something like this and:

Power of Wells Fargo Security. Think Knights of the Templar but really stupid. They
think they are above the power of the Government and they each define God to their
financial wellbeing or personal proclivities. Realize that Corporate Security can work a
lifetime with nothing happening. Everyone knows how EASY it is to fool bored
Corporate Security. Best is RAMMSTEIN ICH WILL (bank robber version comes right
up...play it...imagine that 10 times a day on the company laptop and how security
responds). Now you tube: Rammstein Ich Will English Subtitles. PICK ONE WITH
JUST THE ENGLISH WORDS AND ABSOLUTELY NO VIDEO. CONSIDER THE
IRONY. ITIS TOTAL. Itis absolutely priceless. Such a clear message either way.

Analysis of the logic routines shows they are looking for “brushing or posturing of prior
communications” or “asking for money”, or “being afraid”. I made sure to give them
what they wanted in the subtle way that is sure to excite Corporate Security. Endless
ruses and suggestions that are in business context. Blowback loops, Trojan horse defense
(trust nobody), feedback monitoring, management change analysis, info jamming....all
while producing loans, fighting the Templar for my life.

I went as far as to wear the same shoes each day for three weeks towards the end and then
put them in a plastic bag when I got home. The stench caused be to gag but the effect on
how my manager and his boss (the local reporters) was assured. They made sure to report
with excitement each sign of what they perceived to be insanity.

Why ali the writing? I assume it will always go nowhere so maybe it can be a book. If
not, then at least it was amusing for me. Such is the way a cold war LA child might
think.



Late 1950’s early 1960’s: Defense Silo Tarzana California

Where I grew up, children knew that War was not a falling atomic bomb. In our Alice-in-Wonderland
defense neighborhoods, we understood War would happen several months after the sewer treatment plants
in New York, Washington DC, and Moscow became “non-operational”. Brewster Drive Tarzana
California or Moscow Russia: Children knew if our little-kiddie-poopie did not go bye bye down Mr.
Toilet it was time to Plan for/against War.

At our house on Brewster Drive we literally had an elaborate bomb shelter. It was reinforced concrete,
underground. A steel door went down 8 steps to the ‘aircraft style’ steel door. Once inside the door locked
with thick steel bolts that went deep into the cement on all sides. The bomb shelter is probably still there
unless it was torn out since. Think “Blast from the Past” but it was only designed to get the family through
the first few days after Apocalypse.

Because of the “near-ness” of the actual source material, children there had the absolute most total
understanding of what the ‘Bomb’ would do. An air-raid drill at Wilbur Avenue Elementary resulted in
children releasing their bladders and bowels under their desks. The janitor had to come each time. This
only lasted a few years.

Looking back, it appears some SANE adults saw this and became concerned. It was changed. The air-raids
became less frequent. We were encouraged to not be so afraid. In my case, I went to a childcare group at a
church in Reseda or Van Nuys, cannot remember. It was the first time I saw sun coming through stained
glass. It was the first time I heard “Age of Aquarius”, “Blowing in the Wind”, “If I Had a Hammer”. God
Bless Them. It was the first time in my life I actually “relaxed”. 1 felt good whereas before I felt bad.

It had nothing to do with religion. They did not push that at all. We prayed in school (it was slipped in on
occasion) so I understood religion and the Veneer of Reality. I did not understand “PEACE” in mind, body
and soul until that time. Finally I realized: PEACE is much harder to make than WAR but I was
genetically encoded and world-trained for war planning. Its like riding a bicycle it seems.

Only someone who was there can understand the whole of this. The best way to understand it now is go to
Youtube and watch the 90 minute “Atomic Café”. That is actual newsreels. You tube “Bert the Turtle Civil
Defense Film”. The radio never ended with all the drumbeating and propaganda. ..think endless 9-11

A hide-and-go-seck game in my neighborhood was more elaborate than a CIA mission. We learned
pretext/context control and manipulation before 6 years old. We did this while our fathers made ‘punch
cards’ for the RAND computers and wrote obscure mathematical simulation models written in obscure
languages like “Simcript”. This was very boring stuff to a child so we did the exciting stuff we heard about
and saw on TV. We did not ‘play war‘. We learned how to ‘plan for war and counter all imaginable
threats, even the threats resulting from our own defenses.....FOG OF WAR. COLD WAR. Nobody
understands how trivial 9-11 was to children so in fear they lost control of bowels under desks during LA
air raid drills. 4 miles away in a different neighborhood the kids played normally and joked about air-raid
drills. It all gets down to what the families bring home from the workplace and when everyone in the school
has fathers in the Cold War Fear Game it is exponentially more fearful and controlling.

What I saw my father do: write obscure code and programs for machines that were out of date right away
so they could do it again on the next model. He said a few times with a slight grin something like “it is
necessary to do this now so the computers get better faster and one day maybe we will have them implanted
in our brains at birth”

Remember: you tube Bert the Atomic Turtle, think management everywhere.



Exhibit 4

This is the system used to conceal the violation of Federal labor laws. This ties back to
Exhibit 1.

This is the entry point of the fraudulent data that is used in this regard.

I printed off my last entries into the system. You can see I stopped suddenly on April 135,
right in the middle of an entry due to a sudden realization of possible facts, since then I
have been trying to get answers and have not received any.

There are a few other samples of sales related materials. It does not appear this entire
method generates material amounts of new business. Its sole function appears to be a
mechanism to conceal based on fraud.



Sales Central Portal Realtor Activity Quick Entry Page 1 of 1

salescentralportal

Realtor Activity Quick Entry

ANDREW CLARK
Select activity
‘ - | Face to Face Meeting
Wedlls Fal Kid
SWAT ey Somt > once | Joint Sales Call with Branch Manager
= - Joint Sales Call with Single Source Team Member(s)
Others
: Email
' Phone Call
. Direct Mail
Center Stage Event
Date of Activity: 52412011
Add Activity
Last 10 Activities
Note: These activities will also be added to the Relationship Management Tool
AM ; ;
Assigned : Realtor i Activity Date ; Notes
No Email 05/24/2011 testing to see what system does
Face to
No Face 04/15/2011
Meeting
Face to Funded on [E===3 she is not tlaking to me anymore but she is out of
No Face 04/13/2011 the game anywa
Meeting 9 yway....
Face to Arranged more details of apr 27 panel discussiong, updated on 3
Yes Face 04/13/2011 - !
3 clients...
Meeting
Face to Receipt of client =gl in aow, offer made, accepted fliiping to real
No Face 04/15/2011 P " dosl » accepted Riping
Meeting
Faceto Presented benefits of WF in doddfrank. Talked about client potential
Yes Face 04/14/2011 . P '
Meeti he has another for next week maybe
eeting
Face to Brought info about security of WF now with doddfrank changes
No Face 04/14/2011 9 ’ g
A coming
Meeting
Had a long chat with il are very happy and it is all
Face to because the I3 for the first time in their lives were given the time of
No Face 04/07/2011 day by anyone. They opened WF accounts of course based on my
Meeting referral. This was a $63,000 singlewide for folks on disability who were
never in their lives given a break of any form...until now.
Face to She came by with a plant to show appreciation. Discussed client
No Face 04/08/2011 =33 offer was terminated due to property issues, client will
Meeting continue locking for property.
Face to
No Face 04/08/2011 Referred client already in AOW
Meeting

49
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SO

FW: HMC Sales Activities- % Complete & Individual Report

Clark, Andrew G.

Page 1 of 3

From: Clark, Andrew G.

Sent:  Tuesday, May 24, 2011 1:32 PM

To: Grenz, Doug; Bryant, Liz

Cc: Reiser, Elise

Subject: Sales Calls Entry

Doug, | am telling you, we got probs with this, nobody believes me but they gotta, they just gotta.

See here is the deal with entering sales calls. so far | have received no guidance, no answer other than
"all is well, you don't get paid”

1 will be filing @ report to the FBI about this to be in accordance with my duties as a SAFE Mortgage
Originator and a Wells Fargo employee. | really want to get to the truth, it is super-hard so if anyone can
explain how anything | am saying is not correct in every way, please advise. My timeframe for Federal
and State reporting is early next week based on advice.......................... :

1. Every HMC is told we must enter them face to face. Some HMCs say the system does not count them
uniess entered face-to-face. Many of my Realtors are out of the area and my contact is over telephone. |
was told to enter those as face-to-face. It appears the system and specific instructions understood by afl
is "enter them face to face™. Every HMC at least in this office will say the exact same thing. This is a
systematic demand that employees lie. That is fraud. Remember Arthur Anderson? 60,000 people put
out of work within @ month because of shredding some paper in Texas. This is worse. This is much,
much worse because it affects the worker and is easier for anyone to understand. All this activity is a
Potemkin Village to showcase starving peasants and preserve landed gentry.

2. No followup is performed to see if visits happen or if marginal business is derived from it. Itis my
opinion based on what | hear that most never take place or the HMC enters telephone or personal contact
as face-to-face.

3. The entire focus of the process appears to get data into the system.

4. | understand that despite our large sales force Retail has and had about 10% of the purchase market
in Oregon for some time.

5. Based on the above, it appears the only EFFECTIVE purpose of this process is to provide the
Company data necessary to classify us as outside sales reps which appears to justify the recapture of
wages paid from loans closed. In other words, the company appears to be using this tool and the other
external marketing material and open house biitz to justify this.

6. ifin fact it is based upon fraud as | befieve it obviously is (see point 1) then it represents a company-
wide violation of Federal labor laws in an organzed way based upon fraud or deceit. The govemment has
special processes that are particularly horrible for this. They usually resutt in "perp walks" and jailed
executives who never (never, never, never, never) saw it coming.

Don't you see | am trying to prevent this? You guys, ever watch Schindler's list??? Remember the scene
where the young woman is in a work crew building barracks and rushes to the guard and explains that the
barracks are being built wrong and will fall down. She was immediately shot and the guard immediately
ordered the bamracks built as she specified. Ok, Ok, bad example maybe but iliustative and speaks to my
ethnicity.

| just cannot comprehend that nobody but me seems to get this. | could of course be wrong but | do not
think | am and | believe it can so easily be documented through production statistics, activity audits, and
HMC testimony. And | want to be paid for my work. Elise tells me that is against policy but it is not, it
appears upper levels are routinely bonused and rewarded.

Thanks from........

Andy Clark

Home Mortgage Consuitant

Wells Fargo Home Mortgage

MAC p6279-011

100 East Broadway

Eugene, OR 97401

541.434.3976 Tel

541.510.3915 Cell

866.972.5382 Fax

andy.clark@wellsfargo.com

http:/iww.wihm.com/andy-clark
K'to Aqd My Info 1o Your Gon

Andy Clark
-Home Murtgage Consuftant
Wells Fargo Home Martgage

This is an unsecured email service which is not intended for sending confidential or sensitive information, Please do not include your social
security number, account number, or any other personal or financial information in the content of the email. This may be a promotional
email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home

Mortgage, click here NoEmaitRequest@welisfargo.com. Wells Fargo Home Martgage is a division of Wells Fargo Bank, N.A. All

rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Welis Fargo Way-Minneapolis, MN 55467-8000

From: Grenz, Doug

Sent: Monday, May 23, 2011 11:13 AM

To: Martin, Alan D.; Adair, Kathleen; Ashley, Debra L.; Ayoma, David O.; Clark, Charline M; Couron, Jay
A.; Doreen, Aaron; Hart, Matthew; Kuhns, Doug; Potter, Bradley W.; Riggs, Marlene; Weldon, Linda;
Willcox, David S.; Williams, Sam S.; Barsness, Kevin; Clark, Andrew G.; Cobarrubias, Janell; Doak, David
E.; Duncan, Gordon W.; Gutierrez, Ricardo; Kinari, Angela D.; Mccall, Mark D.; Means, Lori A.; Sether,
Jenifer; Torres, Tanya S.

Cc: McGuire, Jane

Subject: Re: HMC Sales Activities- % Complete & Individual Report

5/24/2011



FW: HMC Sales Activities- % Complete & Individual Report Page 2 of 3

In my visits around the State, 'm hearing so many success stories surrounding Sales Call Activity.
Any to share?

Thanks so much for your efforts!

DG

DOUGLAS GRENZ

Area Sales Manager
NMLSR {D 418679

Wells Fargo Home Mortgage | 99 E Broadway | Eugene, OR 97401
MAC P6203-011
Tel {541) 465-5952 | Cell 541-915-9143 | Fax 866-685-2616

doug.grenz@wellsfargo.com

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social security number, account number, or any
other personal or financial information in the content of the email. This may be a promotional email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including
Wells Fargo Home Mortgage, click here NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All rights reserved. Equal Housing Lender.
Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

From: Martin, Alan D.

Sent: Monday, May 23, 2011 01:10 PM
To: Adair, Kathleen; Ashley, Debra L.; Ayoma, David O.; Clark, Charline M; Couron, Jay A.; Doreen, Aaron; Hart, Matthew; Kuhns, Doug; Potter, Bradley W.; Riggs, Marlene; Weldon,
Linda; Willcox, David S.; Williams, Sam S.; Barsness, Kevin; Clark, Andrew G.; Cobarrubias, Janell; Doak, David E.; Duncan, Gordon W.; Gutierrez, Ricardo; Kinari, Angela D.; Mccall, Mark
D.; Means, Loxi A.; Sether, Jenifer; Torres, Tanya S.

Cc: Grenz, Doug; McGuire, Jane

Subject: FW: HMC Sales Activities- % Complete & Individual Report

Good morning all,

Just a quick note to thank you all so much for your effort in making sure your sales activities were logged in! | very much appreciate it. These activilies will no guestion help to bring you
more purchase business.

Have a great week!
ALAN MARTIN

8ranch Sales Manager
NMLSR ID 413543

Wells Fargo Home Mortgage | 100 E Broadway Ave | Eugene, OR 97401
MAC P6279-011

Tel (541) 344-4770 | Toli-free (800) 277-4770 | Cell (541) 337-1106 | Fax (866) 670-1240

Alan.D.Martin@wellsfargo.com

This is an unsecured email service which is not i for sending ¢ or itive information. Please do not include your social security number, account number, or any other personal or financial
information in the content of the email. This may be a promotional email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo

Home Mortgage, click here NoEmailRequest@wellsfargo.com. welis Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All rights reserved. Equal Housing Lender. Wells Fargo Home
Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

Fram: Fuentes, Nicole L.

Sent: Monday, May 23, 2011 10:21 AM

To: Campbell, Paul A.; DeSarle, Dana; Grenz, Doug; McAuliffe, Dennis J; Smith, Martin J; Streator, Sandy; Galloway, Gregory; Houser, Doug N; Koon, Matt; Martin, Alan D.; Sallee, Michael; Garrett, Donald L.; Griffin, Jackie R.; Russell, Rebecca
L.; Spendlove, Jed B.; Stewart, Beverley A.; Gosswiller, Christine C.; Howerton, Heather L.; McDowell, Heidi R.; Poremba, Michael; Wall, Keith; Wamock, Alexander J.; Botieff, Dave; Hakleman, Mark A.; Lyons, Kade; Noakes, Scott A,; Pentrack, Kim
A.; Sloan, Frank J.; Varcak, Andrew M; Becker, Jim D; Hill, Kurt J; Lorenger, Daniel J.; Sherill, Jeffery L.; Almero, Brian F; Ardito, Jeff J.; Cameron, Wayne M.; Delgado, Albert; Duncan, Gordon W.; Gurczynski, Mary K.; Hemandez, Steven; Hill,
Jufie A; Leighton, Andrew; Lobasco, Joe; Montero, Chien; Obradovich Jr, John R.; Paynter, Deanna K.; Pralno, Stephen J; Roth, Cindy J; Schaaf, Jason; Toston, Darius R.; Towery, Jennifer; Vilarino, Trevor; Wiebe, Kay

Cc:  Beslow, Nadine L.; Deutsch, Daniel; Fuentes, Nicole L.; Garza, Alex; Tz aylor, Jonathan; Criss, Kanisha Y.; Gisvokd-smith, Annemarie; Litwin, Vickie; McGuire, Jane; Richards, Amy K

Subject: HMC Sales Activities- % Complete & Individual Report
Importance: High

Picture (Device Independent Bitmap)

HMC Sales Activities Report- Week of May 14t-20t"

Please see attached our HMC Sales Activities Report.
As done previously, | will be sending this report each Monday including the following criteria:

o Recognizing Managers that have met the minimum requirement of 100% activity completion based on the # of direct reports.
o Recognizing Managers that are under the 100% criteria.

ISV N alatihi
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FW: HMC Sales Activities- % Complete & Individual Report:

Please remember that activities must be entered by EOD on Friday in order to count.
The complete report is located via the attached link to our Region 41 SharePoint site.

R41 Weekly Branch Completion 5/14-5/20 HMC Sales Activities 5/14-5/20

Page 3 of 3

Picture (Device Independent Bitmap)

Nicole Rosas Fuentes

Administrative Assistant to Jonathan Taylor
Region 41 Oregon/Nevada/SW Washington

Wells Fargo Home Mortgage | 3300 W Sahara Avenue Suite 401 | Las Vegas, NV 89102
MAC S4753-041
Tel (702) 765-3312 | Fax (866) 585-8793

Nicole.L Fuentes@wellsfarao.com
Region 41 SharePoint Website

This is an unsecured email service which is not ir for sending confidential or sensitive information. Please do not include your social security number, account number, or any other
personal or financial information in the content of the email. This may be a promotional email. To discontinue receiving promotional emails from Wells Fargo Bank N.A.,
including Wells Fargo Home Mortgage, click here NoEmailRequest@wellsfargo.com. Welis Fargo Home Mortgage is a division of Weils Fargo Bank, N.A. All rights reserved. Equal Housing

Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

5/24/2011
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Page 1 of 2

3 MyTools (click for full list)

+ Lead Router (LRTS)

« Recruiting

+ Relationship Management Tool
» Tracking Quick Links

= Compliance & Info. Security

View the latest information security
communications and access SDD.

3 Myleads/ MyReferrals

Source new business and maintain your
current customers with tools such as Lead
Router, List Router, and FASTMail.

3 Policies & Support

Information on Expense Reimbursement
Policies and Procedures, portal applications
and corporate procedures.

2 Training & Development
Access all your sales training tools.

3 News & Updates

23 May 2011 - Our Commitment to Purchase Business

Prefer to Refer — Leverage the Renovation Program Partnership — Go on a Joint Sales
Call this week! Team up with your renovation specialist to provide renovation-financing
options and generate more pusiness today!

23 May 2011 - Second Quarter 2011 Town Hall
If you weren't able to attend, you can watch a replay. The replay will be available for a
limited time. Watch the Replay

User Name: attendee

Password: TownHall5-2011

Click this link to take a quick survey: Second Quarter 2011 Town Hall Feedback Survey.

20 May 2011 - HMC Checklist
Click here to view week of May 16-20.

20 May 2011 - Stay informed on Financial Reform
Stay informed on Financial Reform using The Financial Reform fact sheet.

19 May 2011 - June Training
June Training 1-2pm CT Conference Number 1-888-549-3557; PC 34780873#

List Router — Thursday, June 2nd — List Router Presentation
FASTMail — Tuesday, June 7th — FASTMail Presentation
MyBoB — Thursday, June gth — MyBob Presentation

Lead Router — Tuesday, June 21st — Lead Router Presentation

NOTE: The Lead Router and FASTMail classes are applicable to JV HMCs. The List Router

and MyBoB classes are not applicable to J V HMCs.

13 May 2011 - The CORE 2.11 Release

The CORE 2.11 Release, scheduled for a May 20, 2011 weekend deploy, will move to a
June 3, 2011 weekend deploy.

25 Apr 2011 - Purchase Business Marketing Materials

e Educate referral partners on the penefits of The Relocation Mortgage Program with

1 _Coimn A lmanit AN

» Portal Proxy Users
. SalesCentral Profile
« Order Business Cards

3 Reports

View ad-hoc reports and quickly
access reports available within other
SalesCentral Portal applications.

[Gurrent Events T

| > Refi Tools (Includes HARP info)
| > Three-Step Refinance SYSTEM®

; > JV Spring Blitz: May 2-July 1

> Bank Period 2 Support

' > Leads & Referrals Dashboard 5/16
> Retail ChangeCentral ;
| > Take A Look Archive !
! > Get Rates i
| > Ready-Set-Sell Library

H

Sales Cail Reporting
| eaderboard over last 7 days
Realtor Activity Dashboard
Top 3 Regions in JSC %

36 - JAMES MORTON 173.54%
35 . ARLENE ALLERT 127.28%
13 - KEVIN CHITTENDEN 121.26%

Top 3 Regions in HMC Activity %

49 - LAURA OWENS 106.91%
1 - JONATHAN TAYLOR 104.88%
6 - JAMES MORTON 102.37%

WFHM to Bank Referral Reporting
Leaderboard month to date

Top 3 Regions Referred as % of Apps

41 - JONATHAN TAYLOR 84.68%
01 - CHARLES GERDING 81.28%
49 - L AURA OWENS 73.04%

= Status Notifications

3 Leads
» Needs Dispositioning (0)
Click here to learn how to
disposition leads and why itis so
important.

3 Realtor Relationships

» Contacts last week (0)
- Contacts this week (0)

Realtor Activity Quick Entry
3 Bank Relationships
Bank” BMM™ PM~*
Bank Activity Quick Entry

5/24/2011
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the new Easy Order fast flyers — 100210-Relocation HMC Trade Flyer or 106299-
Foreign Employees Relocation HMC Trade Flyer

Ready-Set-Sell! Library of resources to help capture more business!

Closing Guarantee flyers - Consumer (#104132); Trade (#103829); JV Trade
(#103830); PMB Trade (#104104)

Mortgage Product Guide (#104846) - clearly explains available financing options
for consumers.

Home Financing Process Checklist (#104847) - outiines every step of the
homebuying process for consumers.

Marketing Resource Guide

25 Apr 2011 - Purchase Business Marketing Materials - Additional Resources Material

Managing Mortgage Payment Challenges (#104736) - explains options to
consumers who may be facing payment challenges.

Home Preservation: How You Can Make a Difference (for team members dealing
with customers and referral sources who have questions about mortgage payment
challenges)

Home Preservation: Banker Quick Reference Guide (internal use only)
Resources for Borrowers Who Need Help (internal use)

Wells Fargo Home Assistance Web Site (external site for consumer use)

Wells Fargo Today - Available as of Q4 2010.

O Reputation Fact Sheet

5

This page was created and is maintained by
Sales Systems Operations and Support.
877-807-0800

https://salescentral. wellsfargo.com/menu.asn 54NN
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TAKE A LOOK: Upping the Ante on the Pricing Specials :
i ) FronT o F MR S
Date Posted: Thursday, April 7, 2011 AN
Audience(s): Centralized Retail Sales, JV HMCs, JV Managers, Retail Leadership Team, Retail Sales All, Sdles Field Support B CTTe- TN
A OMTAL LABOT=M

With so much going on in the mortgage industry these days, it's easy to get distracted from our purpose and : FR S , = 7
vision to help our customers succeed financially and to help our clients grow their business. R

The current purchase specials are about fulfilling these goals.
And, we have heard from many of you that the specials are doing just that.

So now we are going to up the ante a bit and give you a few more reasons to jump out and capture an even
larger part of the market.

TAKE A LOOK at a great opportunity for ALL of you and another opportunity that may become available in
your market during the next few months.

1.

Let's hear a big cheer for our partners at Home Equity for stepping up to the plate for the big purchase season =
again. As recently announced, there is a RATE reduction of .25% on all PURCHASE Simo Seconds. Note: this  joe Rogers, EVP, Sales and
is in addition to any other specials going for Home Equity AND other WFHM specials that work in combination  Service Systems Office

with the Simo concept. It is available for both lines and loans. While the floor rate on lines will not be reduced

during the special, the margin will be reduced. That reduced margin is key because when rates start to rise, (|

suspect that will happen someday) these lines will maintain the discount for the life of the line.

Given the upward move in fixed rates and ARMs, now may be a great time for consumers to carefully consider the best option — and Simo is
a great option for many customers. We anticipate this special to run through the second quarter, but it is subject to change at any time.

2,
Some of you may remember the live Town Hall from the Sales Conference and one of our PMB managers, Charlie Nilsen (Boston, Mass.)
asked about a purchase special for our Nonconforming products.

My answer was a swift and direct, “NO.” But since then, we have been working to secure additional opportunities in this space. We believe 2 <
we have some limited opportunities to introduce some market specific and limited time opportunities to support this high-end purchase
market.

These opportunities will not be long-term specials. At the most, we anticipate them to run through the end of the quarter. Also, the
opportunities may be available in a geographic market one week and NOT available the next. We may offer a special on a specific ARM
product or fixed product, and not on others. We may improve our purchase price by just a bit on occasion, not at all the next week and then a
great deal the following week. The idea is to be opportunistic and use the special pricing to not just win a loan — but more importantly — to
deepen our relationships with our REALTORS® and builder partners.

We will focus mainly on states with more Nonconforming opportunity that may be a bit under-indexed in Nonconforming share. That is not a
hard and fast rule, but that is what will be considered as we review our strategies.

Regional and Division managers will be notified of the specific specials and should cascade the information if their HMCs are
located in impacted states. Impacted HMCs will be able to see the price improvements on the Branch Retail Rate Sheets and
Pricing page at a new link called Retail Nonconforming Purchase Promotion, the Sales Central Portal (check the Get Rates
link), Quick Rates and the Preferred Product Options (PPO) tool.

While we anticipate running the specials for at least a week and perhaps two — but we reserve the right to withdraw it at any
time. The idea is to notify you early in the week and provide two full weekends to take advantage of the promotional period.

P

| am sure some of this sounds a bit odd — but trust that we have reviewepa number of angles to try to provide you with some help ... and at

the same time, ensure an adequate return on investment overall. K,\‘ Y\e L e S5 O Lo 7—,{

So, for those who do not receive a pricing benefit, remember there are lots of other specials and opportunities that the high-end does not
participate in either.

.. 1t 1T~ 1 . 1 1~ " ~ Nt ATNCEAD — cmMmAINNA
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salescentralportal

'tz Campaigns

L Current Blitz Campaigns

Upcoming Blitz Campaigns T

Past Blitz Campaigns :}
Spring Blitz (4/2/2011) ~ (5/1/2011)
2010 Fall JV Blitz (1 0/3/2010) ~ (12/3/2010)
2010 Fall Open House Blitz (9/11/2010) ~ (10/17/2010)
2010 Spring JV Blitz (4/12/2010) ~ (6/18/2010)
2010 Spring Open House Blitz {4/10/2010) ~ (5/16/2010)
2009 Fall Open House Blitz (9/1212009) ~ (10/11/2009)
2009 Spring Open House Blitz (4/4/2009) ~ (6/7/2009)
Southeast Division Reverse Blitz {217/2009) ~ (7/1/2009)
2008 Fall Open House Blitz (9/6/2008) ~ (10/5/2008)
2008 Spring Open House Blitz (4/5/2008) ~ (5/4/2008)
2007 Fall Open House Blitz (8/18/2007) ~ (9/30/2007)
Spring Open House Blitz (4/14/2007) ~ (5/13/2007)
September Open House Blitz (8/9/20086) ~ (10/1/2006)
The Challenge Open House Blitz (4/1/120086) ~ (5/7/2006)
September Open House Blitz {8/17/2008) ~ (10/30/2005)
April Open House Blitz (412/12008) ~ (5/1/2005)

News And Updates j

This page was created and is maintained by Sales Systems Operations and Suppurt.]
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R RIS

[ Welcome J IiPick of the Pros Welcome
r How to Catch the Action J

[ Rutes 7 Pick of the Pros® 2010

[ Faq B
r - J it's game time! The popular Pick of the Pros® promotion is back for its 20th year. The
Weekly Branch Prizes action Kicks-off with the first game on September 12, 2010 and runs through
December 12, 2010—offering 14 weeks of "do not miss" business-building
f Weekly Game Results J opportunities. The Pick of the Pros promotion is a great way to meet with real estate
|78ubmit Weekly Winner J agents, builder representatives, licensed CPAs and Certified Financial Planners, face-
to-face for 14 straight weeks!

If you've played Pick of the Pros in previous years, you know the enthusiasm clients
have for this promotion, which builds momentum with each Sunday's national match-
up of football teams. Clients have the opportunity to earn weekly prizes while you
enjoy added client visibility in a highly competitive market.

Each week of the 14-week promotion, your clients are invited to submit game cards
with their picks to win the weekend’s football games. The client that picks the most
winning teams earns the branch’s weekly prize, along with an entry in the Pick of the
Pros mid-promotion and end-of-the-promotion sweepstakes.

Critical Reminders

Adherence to the policies and procedures below is essential to ensuring a
compliant promotion.

e Use of provided weekly prizes is required and use of any alternatives (Wells
Ware, gift cards, etc.) is not allowed. Use of alternative prizes is a violation of
the Wells Fargo Marketing & Advertising Compliance Policy and could result in
a fine to the branch AU.

e Only one weekly winner will be accepted per AU for each set of ordered Pick
of the Pros weekly prizes.

e The weekly winner should be the person who picked the most correct games
each week. In the event of a tie, a random drawing should be held to select the
winner.

Thank you for your diligence in ensuring that Pick of the Pros remains a
compliant sales promotion!

l Home Mortgage Consultant Role J

Al HMCs, including builder specialists, renovation specialists, reverse specialists, joint
ventures, and private mortgage bankers, are eligible to catch the action with Pick of
the Pros by promoting this winning opportunity.
e Game cards should be hand-delivered each week to solidify business
relationships by either:
o Delivering cards at the beginning of each week and retrieving them by
Friday
OR
o Delivering game cards any day during the week and waiting while
clients make their selections, taking the completed cards then and
there.

While you want to focus on a targeted group of clients, any interested parties, as listed
above, must be allowed to play, provided they are 18 or older at the time of entry.

httns://salescentral.wellsfargo.com/pickofthepros/index.aspx 5/24/2011
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[ Prizes that Will Make the Fans Go Wild H

First Prize drawings will be conducted on or about October 8, 2010, November 5,
2010 and January 3, 2011. The Grand Prize drawing will also be conducted onor
about January 3, 2011. There will be one (1) national Grand Prize winner and fifteen

Grand Prize:

One national Pick of the Pros Grand Prize winner will be randomly drawn to receive

a $25,000 donation made in their name to a housing related charitable organization in
their community. In the event a housing related charity is not available in the winner's
community, an acceptable alternative charity will be selected.

First Prize:

Fifteen (15) winners—three per national Division—will be randomly drawn to receive
the First Prize of $2,500 donations made in their name to a housing related charitable
organization in their community. In the event a housing related charity is not available
in the winner’s community, an acceptable alternative charity will be selected. One
winner per Division will be drawn after weeks 4, 8 and 14 of the promotion.

I Important information j
Who can play?

1. Employees of real estate companies

2. Employees of home building companies

3. Licensed Certified Public Accountants (CPAs)
4. Certified Financial Planners

How Pick of the Pros Works

1. Each week of the 14-week promotion, HMCs deliver Pick of the Pros game
cards to participating players prior to that weekend's Sunday football games.
Players pick the teams they think will win that weekend's games, mark their
game cards and return the card to their HMC by the Friday of that week.

On the Monday after the Sunday games, alf winning football teams will be

posted here on the Sales Centrai portal on the Weekly Game Results page.

Coordinators at each branch will review and score their players' game cards

based on the number of winning teams selected.

The player from each branch who selects the most winning teams in a given

week is that branch's winner for that week. (In the event of a tie, a random

drawing will be conducted.)

6. Weekly branch winners are rewarded with a weekly branch prize from the
prize pack.

7. Coordinators at each branch enter their weekly winner's contact information
here on the Sales Central Portal on the Submit Weekly Winners page so that
the winner is eligible for the Grand Prize and First Prize drawings at the end of
the promotion. Note: each branch should have a total of 14 weekly branch
winners, one for each week of the promotion. All entries must be submitted by
December 20, 2010.

a M 0N

e |

Questions or Comments? Please contact us at pickofthepros@biworidwide.com

i

s |
2

b |

For Internal Use On}
ormation that is not publi wledge and should only be used for internal carporate purposes.
f Wells Fargo 's Gode of Ethics and may be in viclation of federal and state law.

Property of Wells Fargo Home Mortgage this site contains
Disclosure of this information to anyene ou

https://salescentral.wellsfargo.com/pickofthepros/index.aspx 5/24/2011



Exhibit 5 "

This is to document that management has been aware of these issues and has done
absolutely nothing in the month-plus I have spent full time reporting this situation.

I have gone as far as to place in writing allegations of Racketeering to their Senior
Executives, including the Chairman. You would think that after sending such material an
employee might get a response of some form but I did not.

I filed a formal ethics complaint on May 18, I have heard nothing.

Please notice the volume of my writing and their lack of meaningful response of any
form.

This is part of the Company mechanism to prevent issues from ever seeing the light of
day. No matter what issues are report and how, the same result appears to come of
it....nothing and no response.
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Clark, Andrew G.

From: Clark, Andrew G.

Sent:  Monday, May 23, 2011 12:11 PM

To: Stumpf, John

Cc: Reiser, Elise

Subject: FW: URGENT: Need External Reporting Guidance

Please see below. | have been trying for a month to get some basic answers to big questions, this is just
part of it. My employment is being threatened for attempting to work this out internally, Elise has
complete detail.

Thank you for your help.

Andy Clark

Home Mortgage Consultant
Wells Fargo Home Mortgage
MAC p6279-011

100 East Broadway

Eugene, OR 97401
541.434.3976 Tel
541.510.3915 Cell
866.972.5382 Fax
andy.clark@wellsfargo.com
hitp://www.wfhm.com/andy-clark

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social
security number, account number, or any other personal or financial information in the content of the email. This may be a promotional
email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home

Mortgage, click here NoEmailReguest@welisfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All

rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

From: Clark, Andrew G.

Sent: Sunday, May 22, 2011 9:36 AM

To: Strother, James M.

Cc: Reiser, Elise; Abel, Gail T

Subject: URGENT: Need External Reporting Guidance

| continue to research my responsibility in these matters reported to management over the last month. It
appears | might have to report my concerns to appropriate State and Federal Agencies to be in
compliance with the law and to ensure all my options are preserved. | considered myself a whisleblower
but it seems | have to actually be one in order to be afforded whisleblower status and not be considered a
criminal participant. | have been reporting these issues to various levels and through various channels for
over a month and received absolutely no response whatsoever and my employment was threatened.

The organized method to avoid paying minimum wages and overtime seems so criminal and evil in
intent that | believe | must report. | was not sure enough about the steering which is why | documented
and requested guidance and received none for over a month. It appears both activities are related and
the timesheet activity might be another part of it. My queries and requests for guidence over the past
month-plus are well documented internally.

The organized violation of federal labor laws appears cut-and-dry. It appears the Organization coerces
the HMC to enter possibly bogus and/or ineffective sales visits as carefully described in my Saturday May
20 email to Alan Martin et al. The sole purpose of this activity appears to be to provide the

@
5/24/2011
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Clark, Andrew G.

From: Clark, Andrew G.

Sent: Thursday, May 19, 2011 4:15 PM

To: Loughlin, Michael J.; Strother, James M.
Subject: RICO: Its not what is...it is what can be alleged

Attachments: message_zdm.html; Document2.pdf

| have been trying for a month to get answers on possibly serious concerns. | have an excellent
production record but stopped production a month ago because of this. | have been actively
waiting/seeking guidence thru all possible channels.

Thanks from........

Andy Clark

Home Mortgage Consultant paseichleniid
Wells Fargo Home Mortgage i . Andy Clark
MAC p6279-011 Home Mortgage Cansultant |
100 East Broadway Is Fargo Home Mortgage
Eugene, OR 97401 .

541.434.3976 Tel
541.510.3915 Cell
866.972.5382 Fax
andy.clark@wellsfargo.com

http://www.wfhm.com/andy-clark

dartire
plicationProcess ¢

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social
security number, account number, or any other personal or financial information in the content of the email. This may be a promotional
email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home

Mortgage, click here NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All

rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

@

5/24/2011
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Clark, Andrew G.

From: Clark, Andrew G.

Sent:  Friday, May 20, 2011 3:05 PM

To: Reiser, Elise

Subject: materials needed in advance of our meeting...

A few things that would help me on this. [f you can't provide most/all of the below | see no point in
meeting.

Most important: | need updates on the compensation part.

1. need current interpretation under Dodd-Frank/SAFE. Needs to have contact information.

2. need to know if | have potential liability/responsibility under SAFE with this.

3. need to know legal opinion as to future responsibility or possible responsibility via litigation, need
contact data

4. a specific indemnification from steering along with a guaranty of legal and finacial support and
protection of my SAFE ID in case | am accused of steering.

5. assurance that our meeting does not conflict with the ethics violations | named you in ("conspiracy to
conceal" portion).

6. specific statement saying it is OK to knowingly charge a particular client a percent higher in fee for the
same rate as possible affiliate sources.

Please advise. Thanks from........

Andy Clark

Home Mortgage Consultant
Wells Fargo Home Mortgage
MAC p6279-011

100 East Broadway

Eugene, OR 97401
541.434.3976 Tel
541.510.3915 Cell
866.972.5382 Fax
andy.clark@wellsfargo.com
http://www.wfhm.com/andy-clark

Andy Clark
Home Mortgage Consultant
Wells Fargo Home Mortgage

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social
security number, account number, or any other personai or financial information in the content of the email. This may be a promotional
email. To discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home

Mortgage, click here NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All

rights reserved. Equal Housing Lender. Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000
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It could be RICO

Systematic and Organized Possible Violation of Dodd-Frank legislation:

1.

Our interest rate appears to be .25% higher (or 1 point in fee) than best-of-market
for primes-space home loans. For example, a 20% down loan for $400,000 costs
$4,000 more at the same interest rate than other sources. It appears the best-of-
market (such as Provident Funding) was or is some form of affiliate that offers
significantly lower rates on prime loans due to low overhead.

We are required to perform Relationship Marketing as very well documented in
our marketing materials. We are taught to sell Brand. After Dodd Frank that
practice appears questionable.

. Prior to April 5 Dodd Frank Mortgage Compensation implementation, the

difference was an illusion because the brokers/correspondents tended to ‘take’ the
difference as additional compensation. After April 5 they cannot any more so
they pass along the lower rate. The difference is real, easy to identify, and places
Retail in (at least) a competitive disadvantage.

The Dodd Frank legislation appears to place more responsibility on the mortgage
lender to ensure a client is getting the best rate/fee package.

We appear to be the most extensive mortgage operation in the United States by far
so our risk and exposure is unique. Most people might think we have the best
rate, after all most of the loans “end up” at Wells Fargo anyway and Wells Fargo
gets paid to service or sub-service.

I am individually licensed under SAFE, actual responsibility/culpability does not
have appeared to have been established/litigated in conjunction with Dodd Frank.
As a lifelong Mortgage Professional, I must keep up with rate offerings because 1
know many clients are ‘shopping me’ and I have to find selling points. As of
April 5 I became positively aware that lower rates were available elsewhere,
possibly even through affiliate sources. Even if not aware, my responsibility to be
aware could possibly be determined via litigation.

Possible Violation of Various State/Federal Employment Laws:

1.

HMC’s are 100% commissioned. The records show we have a minimal wage but
it is recaptured from future commissions. We can (and often do) immense
amounts of unpaid work. Just as one small example, we are required to submit a
loan application under the Fair and Responsible Lending Practices even if we do
not believe there is any chance of approval. Getting a loan into underwriting on
such a file can easily take three full days of HMC work if we have to piece
together employment, bad credit, etc. full knowing we won’t get paid. We can do
that all day long and get terminated for non-production. Some might even go as
far as to allege slavery.



On April 1, we were required to prepare timesheets to help ensure Wells Fargo is
not in violation of various laws. Overtime appears to require authorization. We
cannot control overtime. If clients or referral sources call off-hours, we must
spend whatever time is needed. If the loan does not close, we are not paid for the
work we did. If the appraiser or underwriter decides a condition is needed, we
must get it regardless of time or effort in order to get paid for work done already.
All others (manager, processors, underwriters, etc) get paid when loans are
declined but not the HMC who did almost all the actual work and has to answer to
the clients, Realtors, sellers, etc. on every loan on a daily basis.

We are required to engage in relationship marketing but in the absence of the best
interest rate/fee we cannot expect to actually acquire a loan. And, if we are fully
aware the home loan can be closed for .25% in rate with the same fee set it is
possible the HMC could be construed to be in violation of Dodd Frank and/or
SAFE anti-steering provisions.

Possibly very significant numbers of loans did not get “paid out” to HMC’s last
year due to GFE refund or ‘pricing over 101.5. These rules did not appear to
apply to our affiliates and correspondents. This problem has been corrected going
forward but the possible size of the situation last year would likely be used as
supporting evidence. Wells Fargo closes the loan, everyone got paid but the
HMC who did all the work, had to deal with the client endlessly.

The effect of the rate differential is to move prime-space loans into low-overhead
shops, often net-branches operated out of a person’s home. It is possible this
could be construed to be an organized, systematic way to avoid accountability for
acquired servicing and to possibly avoid state/federal labor laws in the process.

Possible Conspiracy to Cover-up

o

. Pricing issue first reported April 15 to local manager via email. Email response

was ‘stop whining’.

Sent letter on April 17 to Mark Oman detailing and documenting concerns, heard
nothing.

Was formally (via email) called to a ‘plan review meeting’ on April 22. My
employment was directly and repeatedly threatened. Documented situation, heard
nothing.

Repeatedly sent emails stating this was an ethical issue and is preventing me from
originating. I got no response.

Placed matter into Human resources approximately May 7. They atomized the
issues and did not respond to me. They promised response timeframes and
missed them.

Filed Ethics Hotline report May 18 regarding issues.

The management structure uses fear and obfuscation to prevent these issues from
being raised and responded to on a timely basis.



Clark, Andrew G.

From: Clark, Andrew G.

Sent: Wednesday, May 18, 2011 5:17 PM
To: Reiser, Elise

Subject: RE: Update

| reported the matter to the Ethics Hotline (Report number 115221551). | listed your name, Mark Oman, and Atan Martin
as involved parties. | was reading up on policy, seems | had to do the ethics hotline report and that and | am supposed to
report to a government agency but | will wait until next week for that.

My concerns are all related to each other. | presented other issues to you, for example the issue of BoB fraud. | also
would like to see how that is going. | understand Doug called you about this and has not yet provided production numbers
on that so it could be investigated. Did you get the numbers you need? Thanks from.....

Andy Clark

Home Mortgage Consultant
Wells Fargo Home Mortgage
MAC p6279-011

100 East Broadway

Eugene, OR 97401
541.434.3976 Tel
541.510.3915 Cell
866.972.5382 Fax
andy.clark@wellsfargo.com
http://www.wfhm.com/andy-clark

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social security
number, account number, or any other personal or financial information in the content of the email. This may be a promotional email. To
discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home Mortgage, click here
NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All rights reserved. Equal Housing Lender.
Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

From: Reiser, Elise

Sent: Wednesday, May 18, 2011 4:08 PM
To: Clark, Andrew G.

Subject: RE: Update

Hi Andy:

THANKS for your quick response. I can only advise you on internal processes. I am working with you to
address your concerns.

Let me know if you want to discuss and we can schedule time for tomorrow or Friday.
THANKS, Andy.

Elise Reiser

Employee Relations Manager

Wells Fargo Home & Consumer Finance and Card Service Consumer Lending Groups
Phone: 515.213.4523

Fax: 515.213.4333

MAC: X2401-02A

elise.reiser@wellsfargo.com



Please consider the environment before printing this e-mail.

This e-mail message is being sent solely for use by the intended recipient(s) and may contain confidential and/or restricted
information. Any unauthorized review, use, disclosure or distribution is prohibited. If you are not the intended recipient,
please contact the sender by phone or reply by e-mail, delete the original message and destroy all copies. Thank you.

From: Clark, Andrew G.

Sent: Wednesday, May 18, 2011 6:06 PM
To: Reiser, Elise

Subject: RE: Update

Thanks, they are not 'allegations'. They are concerns and for a month | have been asking for direction.
| feel my concerns...all of them... are being minimized at this point by systematic delay.

I believe at this point | am compelled to write it up nice and succinct and get it to the very top legal people. If that does not
work | believe | must report this possible situation to the various government agencies.

Please advise if either of those steps will be a problem. Thanks from....

Andy Clark

Home Mortgage Consultant
Wells Fargo Home Mortgage
MAC p6279-011

100 East Broadway

Eugene, OR 97401
541.434.3976 Tel
541.510.3915 Cell
866.972.5382 Fax
andy.clark@wellsfargo.com
http://www.wfhm.com/andy-clark

This is an unsecured email service which is not intended for sending confidential or sensitive information. Please do not include your social security
number, account number, or any other personal or financial information in the content of the email. This may be a promotional email. To
discontinue receiving promotional emails from Wells Fargo Bank N.A., including Wells Fargo Home Mortgage, click here
NoEmailRequest@wellsfargo.com. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. All rights reserved. Equal Housing Lender.
Wells Fargo Home Mortgage-2701 Wells Fargo Way-Minneapolis, MN 55467-8000

From: Reiser, Elise

Sent: Wednesday, May 18, 2011 3:58 PM
To: Clark, Andrew G.

Subject: Update

Hi Andy:

THANKS for your voicemail. 1 hope all is well.

| wanted to provide you an update. As you know, | am having a subject matter expert review your allegations around
steering. From a scheduling perspective that person is on business travel. | am now hoping to have additional information
for you by Tuesday of next week.

If you'd like to discuss, please schedule a time with me. THANKS!

Elise Reiser

Employee Relations Manager

Wells Fargo Home & Consumer Finance and Card Service Consumer Lending Groups
Phone: 515.213.4523

Fax: 515.213.4333

)



MAC: X2401-02A
elise.reiser@wellsfargo.com
Please consider the environment before printing this e-mail.

This e-mail message is being sent solely for use by the intended recipient(s) and may contain confidential and/or restricted
information. Any unauthorized review, use, disclosure or distribution is prohibited. If you are not the intended recipient,
please contact the sender by phone or reply by e-mail, delete the original message and destroy all copies. Thank you.



@D,

Andy Clark
Sequence of Events

Written May 4, 2011

I consider material provided to Mr. Oman’s office to be potentially sensitive material. I
cannot specifically describe it or provide it at this point.

April 15 around 4:45-5:45: discussed a problem via email regarding a pricing difference,
included Alan in on it. This was a friendly conversation among a small handful of my
coworkers. The messages were very positive, my coworkers laughed with me all via the
company email. It was business talk that directly affects us.

April 15 5:55 pm. My manager very directly and strongly dismisses my concern. The
tone and nature of the email coupled with the possible problem caused me to be
concerned that this topic was not a good one to be bringing up.

April 15 6:00 to about 10pm. Performed internet research using Google and variations
of certain phrases. 1 determined that for about two weeks there were posts on various
web forums that caused me great concern. It concerned me at the Company level (I don’t
to work for a company that could collapse suddenly) and it concerned me as it relates to
my possible obligations under all the new legislation. My first duty was to report it
correctly, I believe I did that on April 17 after being rebuffed with similar information to
my manager on April 15.

April 17, provided Mr. Oman’s office with documentation of the issue. One of the issues
was obviously and plainly corrected within a day or so. It was so remarkable that others
noticed it. There were other signs the information had value. The information was
provided to that level because of the possible severity of the problem.

Note: Ihad great fear and personal conflict due to the reaction of my manager coupled
with the apparent possible nature of the problem.

April 18-22 Worked on my loans, continued my job in fear the best I could. On April 19
it was somewhat obvious that one of the internal issues was quickly corrected. Because
of the possible size of the other issue, my believe based on perceived clear evidence my
letter had value, my personal implications in the larger problem, and the complete silence
caused me to think that maybe the larger problem was being ignored. I was happy to see
a Plan Review Meeting pop up on my calendar for April 25 from 4-5 PM. Please note
that everyone in my office is aware I schedule my work to be out of the office by then. I
went through the weekend happy that perhaps I would be told to relax, management is
listening. Instead, the meeting was very threatening as documented.
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