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TopicsTopics

Update on current homebuyer & lendingUpdate on current homebuyer & lending
market conditions & risksmarket conditions & risks

Adjusting your program design &Adjusting your program design &
underwritingunderwriting

Foreclosure prevention/interventionForeclosure prevention/intervention
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DHCR RFPDHCR RFP

Subprime foreclosure prevention servicesSubprime foreclosure prevention services
$20 M, open window starting 6/18$20 M, open window starting 6/18
www.nysdhcr.gov/ocd/progs/foreclosure/fwww.nysdhcr.gov/ocd/progs/foreclosure/f

oreclosure.htmoreclosure.htm



Homebuyer & LendingHomebuyer & Lending
Market UpdateMarket Update
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Keep In Mind That…Keep In Mind That…

All housing markets are localAll housing markets are local
National trends: may or may not applyNational trends: may or may not apply
Upstate markets didn’t rise as much, andUpstate markets didn’t rise as much, and

unlikely to fall as much as national trendsunlikely to fall as much as national trends
But:But:
Markets are cyclical & may lag national trendsMarkets are cyclical & may lag national trends
Collateral impacts (lending markets, economicCollateral impacts (lending markets, economic

impacts) likely everywhereimpacts) likely everywhere
Ask yourself: what’s applicable now, &Ask yourself: what’s applicable now, &

what you need to watch forwhat you need to watch for
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The Market RollercoasterThe Market Rollercoaster

Historic runHistoric run--up in prices in last decadeup in prices in last decade
But the market has turned:But the market has turned:

Nationally, the price peak was June 2007Nationally, the price peak was June 2007
Down 12% since then (Case/ShillerDown 12% since then (Case/Shiller –– 16%)16%)

Hard/soft landing? MBA 2008 projections:Hard/soft landing? MBA 2008 projections:
Existing sales down 14% to 4.86MExisting sales down 14% to 4.86M
New home starts down 32% to .525MNew home starts down 32% to .525M
Prices down 7%Prices down 7%
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Why The RunWhy The Run--up Occurredup Occurred

Factors:Factors:
Push into homeownership (up 5% 1994Push into homeownership (up 5% 1994--04)04)
Slightly faster HH growth than expectedSlightly faster HH growth than expected
Labor & materials up; national/international factorsLabor & materials up; national/international factors

Trad. supply/demand factors don’t explainTrad. supply/demand factors don’t explain
Supply is adequate: 2 M new units v. 1.4 M HH/yrSupply is adequate: 2 M new units v. 1.4 M HH/yr
4+ M excess single family units4+ M excess single family units
Demand: home prices were up, but not rentsDemand: home prices were up, but not rents

The runThe run--up was more about “investment”up was more about “investment”
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Home Values Out of WhackHome Values Out of Whack
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Traditional Supply/Demand? No!Traditional Supply/Demand? No!

Joint Economic Committee,
US Congress
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Aberration…or New Paradigm?Aberration…or New Paradigm?

Housing becoming a fungible asset…notHousing becoming a fungible asset…not
just a homejust a home
Consumers: primary investment assetConsumers: primary investment asset

Maximized financing: terms that don’t retire debtMaximized financing: terms that don’t retire debt
Preferred debt for consumer expendituresPreferred debt for consumer expenditures

Investors: another category to trade in andInvestors: another category to trade in and
out of, depending on market trends,out of, depending on market trends,
producing wider market swingsproducing wider market swings

Future: housing prices will fluctuate moreFuture: housing prices will fluctuate more
with investment dynamicwith investment dynamic
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Housing As PortfolioHousing As Portfolio

Flip that house: the fungible assetFlip that house: the fungible asset
38% US s/f homes are not primary residences38% US s/f homes are not primary residences
40% 2005 s/f sales were not for primary40% 2005 s/f sales were not for primary

residences (28% investment; 12% vacation)residences (28% investment; 12% vacation)
1.6 units/HH in US1.6 units/HH in US

The shadow marketThe shadow market
Many single family homes rentedMany single family homes rented
May be why rents didn’t kept paceMay be why rents didn’t kept pace
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Housing As ATMHousing As ATM

Tapping our equity:Tapping our equity:
$21T in housing wealth; $10T since 2000$21T in housing wealth; $10T since 2000
But negative savings rate (hsg wealthBut negative savings rate (hsg wealth
↑↑consumption)consumption)

Coupled with aggressive lending products:Coupled with aggressive lending products:
both conventional & subprimeboth conventional & subprime
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Aggressive Lending/BorrowingAggressive Lending/Borrowing

Interest only: 19.3% of loans in 2006 (JCHS)



1414June 2008June 2008

Loan TypesLoan Types

Source: NAR Estimate
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We Borrowed Our EquityWe Borrowed Our Equity
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And Spent ItAnd Spent It

Realtors Nat Ctr for RE Research
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And We Now Owe So MuchAnd We Now Owe So Much

42% increase in mortgage debt since 2001
Real home equity down 6.5% in 2007 in $9.6T
Average baby boomer equity down 26% 2004-09
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The Market Has TurnedThe Market Has Turned

Reduced sales volumeReduced sales volume
Rising inventoryRising inventory
Homebuilders slowed & slowing moreHomebuilders slowed & slowing more
Investors pulled outInvestors pulled out
Lenders tightened, eligible buyer pool shrankLenders tightened, eligible buyer pool shrank
Foreclosures adding to supplyForeclosures adding to supply

Prices dropping in markets that rosePrices dropping in markets that rose
Some lagging markets stable/rising slightlySome lagging markets stable/rising slightly

Market softness exacerbates foreclosuresMarket softness exacerbates foreclosures
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Sales Still Trending DownSales Still Trending Down
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Starts Still DownStarts Still Down
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Prices Are DownPrices Are Down

262 of 330 metro markets showed decline in 1st Quarter 2008
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But Varies by RegionBut Varies by Region
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By StateBy State
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…And In Most Metro Areas…And In Most Metro Areas

National City & Global Insight
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Prices Down in Subprime NghdsPrices Down in Subprime Nghds

Yellow – Conforming Loans Only (OFHEO)
Orange – All Loans including subprime and jumbo loans (Case-Shiller)
Red – Subprime Loans (NAR estimate based on subprime weight)
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Why the Downturn?Why the Downturn?

“Builders over“Builders over--built, lenders overbuilt, lenders over--lent, &lent, &
borrowers overborrowers over--borrowed” (JCHS)borrowed” (JCHS)

Investors have pulled outInvestors have pulled out
Excess supply relative to true demandExcess supply relative to true demand
Subprime/prime lending excesses curbedSubprime/prime lending excesses curbed
Marginal owners couldn’t afford adjustmentsMarginal owners couldn’t afford adjustments

Shrinking home equity curtailed borrowingShrinking home equity curtailed borrowing
& refinancing& refinancing

15.8% (17.7 M) paying > 50% of income15.8% (17.7 M) paying > 50% of income
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InvestorInvestor--Driven Bubble EndedDriven Bubble Ended

Total Housing Transactions, New and Existing
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Subprime Lending PeakedSubprime Lending Peaked

$ billion

Source: U.S. Treasury Department, WSJ Market Data Group, Inside Mortgage Finance

Subprime loans down from 20% in 2005 to 3% 4th Qtr 2007 (JCHS)

Source: U.S. Treasury Department, WSJ Market Data Group, Inside Mortgage Finance

Subprime loans down from 20% in 2005 to 3% 4th Qtr 2007 (JCHS)
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Lending Market ChangesLending Market Changes

Trends:Trends:
Subprime products disappearingSubprime products disappearing
Jumbo loans expensive & limitedJumbo loans expensive & limited
Secondary loan buyers more conservativeSecondary loan buyers more conservative

underwriting & appraisalsunderwriting & appraisals
Dropping ARM usageDropping ARM usage
But exotic products still thereBut exotic products still there

Impacts:Impacts:
Harder to get mortgages & more expensiveHarder to get mortgages & more expensive
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Bubble Bursting or Slow Landing?Bubble Bursting or Slow Landing?

 Bubble defined as 15% price dropBubble defined as 15% price drop
Some markets already have (FL, SoCA, NV, AZ)Some markets already have (FL, SoCA, NV, AZ)
Nationwide: approaching 10%Nationwide: approaching 10%
291 metro markets dropped in 4291 metro markets dropped in 4thth Qtr 2007Qtr 2007

And it’s not over yet:And it’s not over yet:
22M buyers 200522M buyers 2005--07; 8.8 M owners upside down (Moody’s07; 8.8 M owners upside down (Moody’s

economy.com)economy.com)
3 M owners delinquent (5.82% of all mortgages)3 M owners delinquent (5.82% of all mortgages)
2.5 M ARMs to adjust in 20082.5 M ARMs to adjust in 2008

 Predictions:Predictions:
Excess inventory into 2009: 10%+ additional price drop likelyExcess inventory into 2009: 10%+ additional price drop likely
Prices not increasing until 2011Prices not increasing until 2011 –– 2012 or later2012 or later
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OverOver--Valued Housing MarketsValued Housing Markets

National
City &
Global
Insight, 4th

Qtr 2007
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4 Million excess homes need to be filled4 Million excess homes need to be filled

Source: JBREC Regional Market Monitor, February 2008

Excess Housing (Excess Vacancy + Excess Homeownership) Created
based on Reversion to Historical Trend Lines
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ARM Adjustments Not Over YetARM Adjustments Not Over Yet

It takes an average 18 mos for foreclosure to occur after adjustment.
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But Adjustments NarrowingBut Adjustments Narrowing

NAR Estimate
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Who’s Affected? Everyone!Who’s Affected? Everyone!

Recent buyers: can’t pay, can’t refi, can’t sellRecent buyers: can’t pay, can’t refi, can’t sell
OverOver--leveraged & “upside down”leveraged & “upside down”
ARM & high LTV mortgagors most vulnerableARM & high LTV mortgagors most vulnerable

New buyers: creating wealth or hostages?New buyers: creating wealth or hostages?
Buying into declining values; upside down for yrs.Buying into declining values; upside down for yrs.

Renters: “shadow market” shift raising rentsRenters: “shadow market” shift raising rents
JCHS: 2007 renters up 1M (4x); production down1/3; 20%JCHS: 2007 renters up 1M (4x); production down1/3; 20%

of foreclosures investor 1of foreclosures investor 1--4 family4 family

Rest of us: dropping values, tax revenues downRest of us: dropping values, tax revenues down
& muni costs up, job losses& muni costs up, job losses

0.9% value drop: foreclosed home w/in 1/80.9% value drop: foreclosed home w/in 1/8thth milemile
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Silver Lining: Affordability GainsSilver Lining: Affordability Gains

Source: NARSource: NAR
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But Not Enough For 1But Not Enough For 1stst TimersTimers



4040June 2008June 2008

SummarySummary –– Where Are We?Where Are We?

Markets slowing/droppingMarkets slowing/dropping
Local effects vary; can’t call the “bottom”Local effects vary; can’t call the “bottom”

Lending products narrowed, stricterLending products narrowed, stricter
But still some risky productsBut still some risky products

Silver lining: improving affordabilitySilver lining: improving affordability
But still out of reach for firstBut still out of reach for first--timerstimers

But Millions of owners overBut Millions of owners over--leveragedleveraged
ARMs still adjusting; owners trappedARMs still adjusting; owners trapped
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We’ve Got to Watch…We’ve Got to Watch…

Watch local trendsWatch local trends
Inventories, listing times, listing/sales price ratiosInventories, listing times, listing/sales price ratios

Watch lending market changes/liquidityWatch lending market changes/liquidity
Watch national economic impactWatch national economic impact
Watch media impact on consumerWatch media impact on consumer

psychologypsychology
Watch our homebuyer programs forWatch our homebuyer programs for

necessary changesnecessary changes –– next topicnext topic



Adjusting You HOMEbuyerAdjusting You HOMEbuyer
Program Design &Program Design &

UnderwritingUnderwriting
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Why Change?Why Change?

Your design is probably out of dateYour design is probably out of date
Does the design still work in today’s market?Does the design still work in today’s market?
And will it work tomorrow? (the new paradigm)And will it work tomorrow? (the new paradigm)

Market change raises risk of public subsidyMarket change raises risk of public subsidy
loss (“repayment” risk)loss (“repayment” risk)

Need to ensure sustainability & minimizeNeed to ensure sustainability & minimize
default riskdefault risk
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Examine Your Program StandardsExamine Your Program Standards

1.1. Counseling requirementsCounseling requirements
2.2. DownpaymentDownpayment
3.3. Standards for 1Standards for 1stst mortgagesmortgages
4.4. InterInter--creditor agreementscreditor agreements
5.5. SustainabilitySustainability
6.6. Structuring the subsidyStructuring the subsidy
7.7. Resubordination policyResubordination policy
8.8. Legal documentsLegal documents
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Source:A Little Knowledge Is a Good Thing: Empirical Evidence of the Effectiveness
ofPre-Purchase Homeownership Counseling, Freddie Mac,2001.
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Awareness of mortgage typeAwareness of mortgage type

A
Q According to a 2007 Gfk Roper survey, what %According to a 2007 Gfk Roper survey, what %

of owners don’t know what type of mortgageof owners don’t know what type of mortgage
they have?they have?
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A
Q According to 2005 NAR survey, whatAccording to 2005 NAR survey, what

percentage of the firstpercentage of the first--time buyers boughttime buyers bought
with no money down?with no money down?

25% of all buyers financed 100 percent of
the purchase price

*This Survey covered people who boughthomes from August2004 – July2005.

Downpayment?Downpayment?

1) 72%
2) 56%
3) 42%
4) 27%

4
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Downpayment & Default RiskDownpayment & Default Risk

Loan Performance 3/06
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Sensible 1Sensible 1stst Mortgage StandardsMortgage Standards

Limit to fixed rate if possibleLimit to fixed rate if possible
If ARMs necessary, only hybrids of 5+ yrsIf ARMs necessary, only hybrids of 5+ yrs

Lower PITI (frontLower PITI (front--end ratio) and/or backend ratio) and/or back--
end ratioend ratio

Maybe a minimum PITIMaybe a minimum PITI
Housing + transportation index (Ctr Nghd Techn)Housing + transportation index (Ctr Nghd Techn)

Limit LTV/TLTVLimit LTV/TLTV
Increase buyer cash & postIncrease buyer cash & post--closing cashclosing cash

standardsstandards
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InterInter--Creditor TermsCreditor Terms

SubordinationSubordination
Ability to enforce of compliance termsAbility to enforce of compliance terms
Foreclosure /deed in lieu of:Foreclosure /deed in lieu of:

Restrictions extinguished; but fundsRestrictions extinguished; but funds
repayablerepayable

Notice of default?Notice of default?
Seek forbearance & rights to intervene,Seek forbearance & rights to intervene,

acquire, provide assigneeacquire, provide assignee
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Sustainability Risk & ImprovementsSustainability Risk & Improvements

Can homebuyers can sustain ownershipCan homebuyers can sustain ownership
over compliance period/loan term?over compliance period/loan term?

Ability to manage mortgage/financial obligationsAbility to manage mortgage/financial obligations
Energy efficiency: control utility costsEnergy efficiency: control utility costs
Ability to maintain: quality/useful life of structure,Ability to maintain: quality/useful life of structure,

systems & finishessystems & finishes
Market viability: ability to sell & recover fundsMarket viability: ability to sell & recover funds
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Restructuring the SubsidyRestructuring the Subsidy

Possible Actions:Possible Actions:
Due on sale or involuntary transferDue on sale or involuntary transfer
Extended subsidy loan term & repaymentExtended subsidy loan term & repayment
Resubordination policy limiting equity takeoutsResubordination policy limiting equity takeouts
Examine/limit TLTVExamine/limit TLTV
Homebuyer cash requirements & savings programsHomebuyer cash requirements & savings programs
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Resale v. RecaptureResale v. Recapture

Resale: full repayment in the event ofResale: full repayment in the event of
default/foreclosure where affordability lostdefault/foreclosure where affordability lost

Recapture: only repay out of netRecapture: only repay out of net
proceeds recoveredproceeds recovered

What’s your exposure to repayment?What’s your exposure to repayment?
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Resubordination PolicyResubordination Policy

Resubordination: what to do with publicResubordination: what to do with public
subsidy when owners take new mortgagesubsidy when owners take new mortgage

Refi to better termsRefi to better terms
Equity takeout: econ/medical emergencies,Equity takeout: econ/medical emergencies,

education, home improvements, other debt?education, home improvements, other debt?

Prepayment policy: can they pay back thePrepayment policy: can they pay back the
funds & get out of restrictions?funds & get out of restrictions?

More on this later…More on this later…
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Legal DocumentsLegal Documents

Resale: deed covenantResale: deed covenant
Recapture: note & mortgage/deed of trustRecapture: note & mortgage/deed of trust
Key clauses for foreclosure:Key clauses for foreclosure:

Notice of delinquencyNotice of delinquency
Rights to interveneRights to intervene
Consent to contact lenders in event of defaultConsent to contact lenders in event of default
Due on involuntary saleDue on involuntary sale
Right of first refusalRight of first refusal

FNMA/MassHousing documentsFNMA/MassHousing documents
Aff. restrictions survive (even if ineligible buyer)Aff. restrictions survive (even if ineligible buyer)
www.masshousing.com/deedriderwww.masshousing.com/deedrider



Delinquency & ForeclosureDelinquency & Foreclosure
TrendsTrends
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National Foreclosure Data (3/08)National Foreclosure Data (3/08)
 2.47% of mortgages in foreclosure2.47% of mortgages in foreclosure

 v. 1.28% a year agov. 1.28% a year ago
Subprime ARMs: 39% foreclosures (6% loans)Subprime ARMs: 39% foreclosures (6% loans)
CA, FL, AZ, NV: 62% prime; 49% subprimeCA, FL, AZ, NV: 62% prime; 49% subprime
 20 states: rate dropped20 states: rate dropped

 .99% entered foreclosure in quarter.99% entered foreclosure in quarter
 v. .58% a year agov. .58% a year ago
 516,000 foreclosures started516,000 foreclosures started

 Plus, 6.35% 30+ days delinquentPlus, 6.35% 30+ days delinquent
 v. 4.84% a year agov. 4.84% a year ago
Doesn’t include those in foreclosureDoesn’t include those in foreclosure

Source: MBA
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Foreclosure Filings in 2007Foreclosure Filings in 2007

Foreclosures.com
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Foreclosure Filings ContinuingForeclosure Filings Continuing

Foreclosures.com
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REO Stock GrowingREO Stock Growing

Foreclosures.com



6161June 2008June 2008

0.0

3.0

6.0

9.0

12.0

15.0

Q1-
19

98
Q3-

19
98

Q1-
19

99
Q3-

19
99

Q1-
20

00
Q3-

20
00

Q1-
20

01
Q3-

20
01

Q1-
20

02
Q3-

20
02

Q1-
20

03
Q3-

20
03

Q1-
20

04
Q3-

20
04

Q1-
20

05
Q3-

20
05

Q1-
20

06
Q3-

20
06

Q1-
20

07

Prime Subprime

Souring Loan PerformanceSouring Loan PerformanceSouring Loan PerformanceSouring Loan Performance

Job losses push up
delinquency

Housing boom
permits
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Data: MBA Sources: MBA/NAR
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Foreclosures By Loan TypeForeclosures By Loan Type

Source: NAR Estimate
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Foreclosure Rates by Loan TypeForeclosure Rates by Loan Type

Joint Economic Committee
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Delinquency Rates by Loan TypeDelinquency Rates by Loan Type

Joint Economic Committee
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Subprime Delinquency RisingSubprime Delinquency Rising

Joint Economic Committee
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And Prime Loans as WellAnd Prime Loans as Well
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Subprime Delinquency/ForeclosureSubprime Delinquency/Foreclosure

Loan Performance,
Market Pulse, as of
9/30/07
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Prime Delinquencies/ForeclosuresPrime Delinquencies/Foreclosures

Loan Performance,
Market Pulse, as of
9/30/07
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Foreclosure RiskForeclosure Risk



PostPost--Purchase &Purchase &
Foreclosure InterventionForeclosure Intervention
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Why Worry?Why Worry?

Potential loss of affordable unit & fundsPotential loss of affordable unit & funds
HOME funds repayment in the event ofHOME funds repayment in the event of

foreclosureforeclosure
Each foreclosure is estimated to have aEach foreclosure is estimated to have a

.9% impact on neighboring housing prices.9% impact on neighboring housing prices
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Things to ConsiderThings to Consider

Loan servicing/monitoringLoan servicing/monitoring
PostPost--purchase counselingpurchase counseling
Resubordination policyResubordination policy
Foreclosure prevention/interventionForeclosure prevention/intervention
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Loan ServicingLoan Servicing

Are you monitoring loans? Even if notAre you monitoring loans? Even if not
amortizationamortization

Are you monitoring 1Are you monitoring 1stst mortgages?mortgages?
Do you have notification rights?Do you have notification rights?

Are you monitoring notices of default?Are you monitoring notices of default?
How about…How about…

Tax delinquencies?Tax delinquencies?
Water bills?Water bills?
Insurance cancellations?Insurance cancellations?
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PostPost--Purchase CounselingPurchase Counseling

A relationship…not just an eventA relationship…not just an event
Require it? Pay for it?Require it? Pay for it?
HOME $ not eligibleHOME $ not eligible

Cover:Cover:
Things they forget/didn’t hear preThings they forget/didn’t hear pre--purchasepurchase
Managing/maintaining your homeManaging/maintaining your home
Avoiding predatory lendingAvoiding predatory lending
Responsible refinancing & resubordinationResponsible refinancing & resubordination
Where to turn if you get into troubleWhere to turn if you get into trouble
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Why They Didn’t Contact LendersWhy They Didn’t Contact Lenders

Don't need to/ No reason to
Can take care of situation without

involving them
There’s nothing they can do

Don’t have money to pay it now

Never had difficulty paying
mortgage

Embarrassed

Didn’t know who to call

Scared

Don’t know/Refuse

20

8

7

6

5

20%0% 40%

12

5

6

17

Source: Telephone survey in
8/05 by Roper for Freddie
Mac. Respondents were
considered to be in default if
they were more than one
month late on their mortgage
payment.

Delinquent owners: 25% claimed not contacted by
lender; 31% never contacted lender; 11% claimed no
problem
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% Aware
(Aided)

% Likely
to Use Knowledge Gap

Talking to a housing
counseling agency 38

34

18

17

13

7

-6

-17

-18

3

Aforbearance agreement

Adding missed payments to
the existing loan balance
Changing the interest rate on
the mortgage loan
Extending number of years
you have to repay

Adeed-in-lieu of foreclosure

Arepayment plan

Making an adjustable-rate
mortgage into a fixed-rate
Paying mortgage company
lump sum you are behind
An assumption of the
mortgage Low awareness;

Low interest

High
awareness;
Moderate
interest

Moderate
awareness;
Moderate/high
interest

Low awareness;
High interest

74

70

72

75

66

67

68

26

23

64

36

36

54

58

53

60

74

43

41

61

Source: Telephone survey conducted in 2005 by Roper Public Affairs and Media for Freddie Mac

Awareness of OptionsAwareness of Options



7777June 2008June 2008

Resubordination PolicyResubordination Policy

Resubordination: willResubordination: will
you allow:you allow:
Refi with no takeoutRefi with no takeout

(better terms)?(better terms)?
Equity takeout for:Equity takeout for:

Home improvements?Home improvements?
Economic emergencyEconomic emergency

(e.g., job loss)(e.g., job loss)
Medical emergencies?Medical emergencies?
Education?Education?
Other debt?Other debt?
Foreclosure prevention?Foreclosure prevention?

 Prepayment policyPrepayment policy
Will you prohibit?Will you prohibit?
Will you require preWill you require pre--

prepaymentprepayment
counseling?counseling?

Do you requireDo you require fullfull
repayment ifrepayment if
noncompliancenoncompliance
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Prevention v. InterventionPrevention v. Intervention

 PreventionPrevention
Helping existing ownerHelping existing owner

avoid foreclosureavoid foreclosure
Counselor involvementCounselor involvement
Restructure public loanRestructure public loan

terms?terms?
Other subsidies;Other subsidies;

resubordinate HOME?resubordinate HOME?
Additional HOME fundsAdditional HOME funds

not eligiblenot eligible

 InterventionIntervention
Getting control ofGetting control of

property or new buyerproperty or new buyer
Repurchase rightsRepurchase rights
Repurchase fundsRepurchase funds
Entity toEntity to

repurchase/conveyrepurchase/convey
Active buyer poolActive buyer pool
Additional HOME fundsAdditional HOME funds

eligible (see next slide)eligible (see next slide)
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HOME Foreclosure InterventionHOME Foreclosure Intervention

11/22/04 rule11/22/04 rule
Recapture/repayment capped: net proceedsRecapture/repayment capped: net proceeds
Additional investment:Additional investment:

To acquire/repair/resell properties; not for preventionTo acquire/repair/resell properties; not for prevention
Add project $: subject to max subsidy limits (cum)Add project $: subject to max subsidy limits (cum)
Admin funds may be borrowed (not subject to cap)Admin funds may be borrowed (not subject to cap)

4/4/7 rule4/4/7 rule
Can use Admin $ to preserve affordable unitsCan use Admin $ to preserve affordable units

But not assist existing ownerBut not assist existing owner

Home $ to buy foreclosures/assist new buyerHome $ to buy foreclosures/assist new buyer
Amendment to existing project, not new oneAmendment to existing project, not new one



Wrap UpWrap Up
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Questions to Take AwayQuestions to Take Away

1.1. Is homeownership under a new paradigm?Is homeownership under a new paradigm?
2.2. Do you recognize & track what is happening toDo you recognize & track what is happening to

your housing & mortgage markets & buyers?your housing & mortgage markets & buyers?
3.3. Do you need to change your counseling &Do you need to change your counseling &

training requirements to better prepare buyers?training requirements to better prepare buyers?
4.4. Do you need to change underwriting and loanDo you need to change underwriting and loan

terms to better protect the public investment?terms to better protect the public investment?
5.5. Do you need to implement a postDo you need to implement a post--purchasepurchase

support relationship & intervention strategy?support relationship & intervention strategy?
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Wrap UpWrap Up

EvaluationEvaluation
Ideas for future trainingIdeas for future training
Remember DHCR RFPRemember DHCR RFP
Questions/comments:Questions/comments:
MLFranke@aol.comMLFranke@aol.com

Let’s be careful out there!


