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I. EXECUTIVE SUMMARY
OVERVIEW
Detroit’s housing stock consists primarily and distinctively of single family homes, with a larger
proportion of this housing type than any other major city in the nation. Clearly, Detroit’s single family
housing market must recover if its neighborhoods are to recover. Early revitalization efforts are
focused on constructing new multi-family housing and the revitalization of commercial corridors
because of their high visibility. However, Detroit’s revitalization efforts must also tackle the challenge
of single-family housing, beyond addressing vacant and abandoned properties.
During the economic recession, Detroit’s home buying ecosystem experienced extreme stress,
reflected in the fall in home prices, loss of population, and decline in new investment. Detroit’s home
buying ecosystem has yet to recover its full potential due to unique challenges of single-family housing:
in fact, 73 percent of Detroit’s housing units are one-unit detached or attached (compared with 60
percent in Pittsburgh, 53 percent in Cleveland, and 47 percent in Milwaukee).1 Outside of Downtown
and Midtown, the sales prices of single-family homes remain at less than half of pre-recession levels.2
Simultaneously, the number of purchase mortgages in Detroit has declined to roughly 5 percent
compared to early 20003. Mayor Duggan has said that the “single biggest problem to restoring blight is
that we can't get mortgages.”4
As a result of efforts to increase home buying and mortgages, new resources are available. Down
payment programs are offered by several sources.5 Many banks provide special loan products for
borrowers with credit scores below the level required for conventional mortgages. Five banks offer the
Detroit Home Mortgage, designed to address two other hurdles – financing move-in ready homes
when the sales price is higher than prices of comparable but distressed properties, and financing
property acquisition (or refinancing existing mortgages) with additional funds for renovation costs.
Given the new resources in the Detroit market, this paper focuses on two questions:


What else can be done to restore the home buying ecosystem in Detroit? What can be done
to align the resources and organizational effort to restore the home buying ecosystem?

THE HISTORY OF THE WORKING GROUP
This paper is the result of a year’s work with Detroit stakeholders and national experts. In November
2015, the Kresge Foundation and Community Reinvestment Fund, USA (CRF) co-hosted a symposium of
over 50 experts on home buying challenges in Detroit. Bankers, realtors and homebuyer counseling
agencies presented their work and the challenges they face. From this, a Working Group of
representative stakeholders formed and continues to meet regularly, developing strategies and
progressing them toward implementation. The Working Group divided into sub-groups, and through

1

2014 American Community Survey; U.S. Census Bureau. In Detroit, 65 percent of housing units are one-unit
detached, and 8 percent are one-unit attached.
2
See Urban Institute Report.
3
Zillow analysis of Federal Financial Institutions Examination Council (FFIEC), Home Mortgage Disclosure Act
(HMDA) data, 2009-2013, including supplemental inclusion for recently published 2014 data.
4
Crain’s Detroit, September 2014 (http://www.crainsdetroit.com/article/20140918/NEWS/140919680/we-cantget-mortgages-duggan-asks-expats-to-help-solve-detroit)
5
Wells Fargo, Flagstar, First Merit, Talmer/Chemical, Liberty, Fifth Third.
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2016 developed concept papers with strategies to repair the home buying ecosystem. The Working
Group offers its strategies as a companion to support the local efforts underway within the City of
Detroit, and the support and analysis of other groups including the Urban Institute. As practitioners
based in Detroit and drawing on discussions with national experts, the Working Group presents this
paper as a blueprint for refinement, fundraising and implementation. Indeed, the majority of these
strategies are actively underway in various forms, and several additional strategies have “gone live” in
2016.

CONTEXT AND NEED
Significant macroeconomic forces constrain Detroit’s single-family housing market. Decades of
disinvestment resulted in a massive number of vacant homes, many that need substantial
rehabilitation before they can be occupied. High crime rates and a poorly performing public education
system discouraged some
Number of Single-Family Home Purchase Mortgages in Detroit
potential buyers. Low
wages, unemployment, and
poor credit histories prevent
others from qualifying for a
home mortgage.
In addition to Detroit’s
problems with the
dilapidated state of its
housing, potential
homeowners face the
daunting challenge of
qualifying for appropriate
financing. According to
recent data,6 borrowers in
Detroit requesting
SOURCE: THE URBAN INSTITUTE
mortgages are twice as likely
to be denied due to a
collateral shortfall as they are for bad credit. This is due to the high loan-to-value ratios caused by
homes with low appraised values and high rehabilitation costs.
Overall, home mortgages to buy homes have been agonizingly hard to come by in Detroit. Based on
data from the Urban Institute, from 2001 to 2004, an average of 6,934 home purchase mortgages per
year were made in Detroit.7 Ten years later, from 2011 to 2014, lenders provided an average of 309
home purchase mortgages annually, less than 5 percent of the prior annual volume. Those mortgages
occur in five well-known neighborhoods. In 2014, 88 percent of the homes purchased in Detroit were
acquired for cash and only 12 percent were mortgaged.8 As a result, the Detroit housing market is
currently dominated by those who with substantial cash reserves, denying a large segment of the
population homeownership opportunities, further depressing prices and exacerbating Detroit’s

6

Zillow analysis of Federal Financial Institutions Examination Council (FFIEC), Home Mortgage Disclosure Act
(HMDA) data, 2009-2013, including supplemental inclusion for recently published 2014 data.
7
See Urban Institute Report.
8
Zillow analysis of Detroit Housing Market, prepared in March 2015.
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housing challenges. This was one of the primary needs that led to the creation of the Detroit Home
Mortgage effort and its launch in early 2016.
This overall situation leads
to a cycle of disinvestment:
without access to
mortgages, many residents
cannot purchase a
refurbished home or buy
and renovate a home, and
therefore property values
remain low; and so long as
property values remain
low, access to mortgages is
limited.
The challenges in the
Detroit are different from
most cities, which have a
generally well-functioning
homebuyer ecosystem
except for a few neighborhoods or for lower-income homebuyers. In Detroit, the script is flipped: the
citywide ecosystem is weakened, with only certain aspects of it functioning and only a few
neighborhoods stabilized.

PROPOSED STRATEGIES
The strategies draw inspiration from models operating in other cities, adapted to local Detroit
marketplace, and are summarized as follows.
Strategy 1: Establish an information source for professionals (1a) and website for homebuyers (1b).
This strategy would develop and maintain an online source of neighborhood information and resources
for homebuyers. Professionals would use this information to provide relevant and timely referrals to
homebuyers. This information could be distributed by regular email updates. For homebuyers, a
website is more appropriate, modelled on www.LiveBaltimore.com to include neighborhood maps and
amenities, information on available financing products and incentives, and referrals to Detroit real
estate and home buying experts.



-

CRF is the designated partner to support the information source for professionals (1A) with
possible funding from a major foundation.
For Strategy 1b, the Downtown Detroit Partnership (DDP) and the City of Detroit are
collaborating to launch a website in 2017, with seed funding secured for the initiative.

Strategy 2: Create a “concierge/homebuyer advisor” call center for homebuyers in Detroit. The
concierge will assess homebuyers’ readiness and connect them to the appropriate people/resources
and will support the homebuyer throughout the process. The concierge can serve as potential
homebuyers’ first point of contact, providing coaching and referrals so that individuals are able to
take full advantage of the resources available for purchasing a home in Detroit and complete the
steps necessary to becoming a homebuyer.
 The Homeownership Preservation Foundation (HPF), which administers the national foreclosure
prevention hotline, would be available to be Detroit’s implementation partner. HPF submitted a
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technical and financial proposal to the Working Group, and is planning to begin fundraising in
partnership with Detroit stakeholders.
-

Strategy 3: Convert the clients who are “near-ready” into “mortgage-ready” with a network of
homebuyer counselors. Clients who are mortgage-ready with a lender’s pre-approval letter will be
referred to self-directed resources and to real estate professionals. All other clients will be directed
to a housing counseling agency for an initial intake session. If a client can become mortgage-ready
in less than 12 months, they are considered near-ready, and the agency will counsel the client and
help them begin the home buying process. Clients who need more than 12 months to become
mortgage-ready will be referred to other resources (for example, the Centers for Working Families
programs) for more in-depth financial counseling.
 Implementation has proceeded on several fronts. In November, the local homebuyer
counseling agencies convened to discuss closer collaboration. However, cross-agency
integration would require new funding and planning.
 Additional technical support can be provided by NeighborWorks America if funding is available.
 Additional coordination and metrics can be embedded in the Concierge/Homebuyer Advisor
service with HPF, along with additional support for families.

-

Strategy 4: Market target neighborhoods to reinforce community pride and signal confidence to
residents and homebuyers. These activities need to be led by strong community-based
organizations and resident leaders to be successful and sustainable. This strategy will enhance the
online information source described in Strategy 1, and can align with neighborhoods that have
strong CDCs, as well as those targeted by the City’s plans for “20-minute” neighborhoods.
 NeighborWorks America would be available to provide technical consulting support if funding is
available. Southwest Solutions is the major Detroit affiliate of NeighborWorks and has
organized trainings on this topic.
Strategy 5: Finance developers and CDCs to acquire, renovate and sell move-in ready homes.
Many homebuyers prefer to purchase a home in move-in ready condition over a home that requires
renovation. Few move-in ready homes are available for sale in Detroit – roughly 20 percent of all
listings. Where capacity exists, for-profit developers and non-profit CDCs can deliver rehabbed
homes to the market at modest scale. Strategy 5a envisions providing credit enhancement to
lenders that offer financing to any qualified developers. Strategy 5b would assist CDCs with
financing, working capital and technical assistance. Social investments would protect against
“market risk” from low sales prices.
 The Strategy 5a subgroup has developed program terms that are under discussion and
refinement with lenders and a major foundation as a companion to the Detroit Home Mortgage
effort, and are targeting a Q1 2017 launch.
 The Strategy 5b subgroup has developed implementation plans with CDCs and has funding in
discussion with a major foundation, and are targeting a Q1 2017 launch.
 IFF would be available to be the technical assistance provider to CDCs to help develop
additional CDC capacity, and will be progressed separately.

-

Strategy 6: Provide specialized support to the realtor community. Many real estate agents need
more education to engage in the Detroit housing market. This strategy could include a realtor
specialization certification in “selling Detroit” and could also include a financial incentive. Agents
must master the specialized mortgage products and financial incentives and understand the
neighborhood amenities and the new investments on the way. By empowering real estate agents
with education, marketing materials and data, they can sell homes in Detroit more effectively.
22 December 2016
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-

The Detroit Association of Realtors is hosting a speakers’ bureau program focused on Detroit,
and an education platform through its partnership with Wayne County Community College.
Further development of additional realtor strategies is required.

Strategy 7: Establish a Detroit Housing Compact to problem-solve and organize housing
strategies. This strategy envisions the creation of a stakeholder forum to provide coordinated
networking and problem-solving for the city’s single-family market and progress these strategies. A
Detroit Housing Compact of lenders, realtors, developers, contractors and community groups
should continue to advise on how to strengthen the housing market. Detroit leaders should
establish the infrastructure to support single-family housing programs to promote the supply and
demand of single-family housing for living in Detroit. The Working Group agrees with the Urban
Institute recommendation to establish a Detroit Housing Compact (DHC), and which is largely
incorporated in to this strategy.
 CRF continues to assist with the coordination and organization of this effort in partnership
with the City of Detroit and other stakeholders, and awaits funding support to develop
more completely.

CURRENT CONDITIONS AN D NEXT STEPS
With the recent economic renaissance in Downtown and Midtown, homebuyer confidence is gradually
improving. Lenders, realtors, developers and contractors who left the city from 2006-2015 during the
recession are now taking a second look. Positive indications include:
-

Move-in ready homes are under contract quickly, typically in under 10 days on the market,
although there are very few move-in ready homes generally available for sale.

-

Several banks have hired more Detroit-focused loan officers who are familiar with lending in
Detroit and understand the role of down payment assistance and innovative loan products.

-

The City is working to create concentrated nodes of development that attract more private
investment. The Fitzgerald neighborhood is the first of six communities where a master developer
will be selected to renovate a large number of single-family homes.

-

Engagement of the realtor community to refocus on Detroit is underway, especially thorough
targeted outreach by the Detroit Home Mortgage lenders and program leaders directly, and
through various programs, including recent events of than 200 real estate professionals.

-

The development of thousands of multi-family units is underway.

-

The redevelopment of commercial corridors, including those adjoining the “20-minute
neighborhoods,” is planned.

-

Programs to bolster business investment are also underway, including the Motor City Match
quarterly business competition, and Invest Detroit’s $30 million Neighborhood Strategic Fund to fill
the financing gap for commercial real estate projects.

-

Engagement of community developers to focus on Detroit is underway, especially thorough
targeted outreach by the Detroit Home Mortgage lenders and program leaders directly and through
various programs including recent events of than 50 developers.

The next steps are to build support for these strategies from stakeholders and funders in 2017.
-

Finalize implementation plans for each strategy, including needed resources.
Consider the possibility of combining or blending strategies to achieve cost-efficiencies. Potential
implementation partners have been identified.

-

Continue to collaborate as strategies evolve to ensure the home buying ecosystem is addressed.
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II. HOME BUYING CHALLENGES IN DETROIT ECOSYSTEM
The lenders, realtors and home buying counseling agencies at the November 2015 symposium
provided a rich description of economic conditions through the eyes of homebuyers. Throughout 2016,
the Working Group reviewed these challenges as they wrote strategies:
-

Properties and Renovation

-

Neighborhoods and Market

-

Homeowner Engagement

-

Access to Capital

-

Counseling and Education

-

Overall Program and Government

Detroit’s home buying ecosystem must be
supported with a range of interventions to
overcome its current weaknesses:






Potential buyers lack information
about the neighborhoods beyond
the few well-known communities. Homebuyers need user-friendly information on
neighborhood amenities with photos, maps and videos, combined with listings of for-sale
homes and the relevant loan products and down payment assistance programs.
Many would-be buyers get frustrated with finding a lender, realtor and credit counselor. Buyers
need help solving problems with the higher levels of taxes and insurance required for
homeowners within the city.
Some applicants could become credit-qualified with a few pointers to clean up their credit.
Realtors could “sell Detroit” more effectively if they were educated on neighborhood
revitalization, down payment assistance, and specialized loan products.

The Detroit home buying ecosystem is weak on the supply side, too:



The number of move-in ready homes is insufficient for the demand from interested buyers.
Detroit’s emerging neighborhoods must promote their positive attributes.

Finally, Detroit lacks a forum for the home buying sectors to collaborate. Restoring the ecosystem
requires concerted information-sharing across sectors and from the CEO-level to front-line sales staff.

A. PROPERTIES AND RENOVATION
-

Condition of available properties. Due to the age of Detroit’s housing stock – the majority was
constructed pre-1960 – most homes require renovation. Housing further deteriorated due to the
lack of home improvement loans. An analysis of houses for sale in the City’s neighborhoods
indicates that 80-90 percent of homes require at least moderate renovation. Many properties that
were foreclosed on for unpaid taxes are in poor condition.

-

Lack of inventory. Pre-approved buyers coming through programs have difficulty finding
properties they want to buy.

-

Rehab process is overwhelming. Most people do not want to rehab a home. First-time
homebuyers do not understand the rehab process.
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-

Scarcity of contractors. Many contractors are busy in the suburbs, and they do not yet see a
lucrative market in Detroit. Some programs require a contractor’s estimate to start the process.

B. NEIGHBORHOODS AND MARKET
-

Neighborhood-by-neighborhood issues. Not every neighborhood is the same. Marketing must
reach people that want to live in each neighborhood.

-

Educate buyers and realtors about the strengths of its neighborhoods. Most buyers are not
knowledgeable about neighborhoods. Many realtors do not know the city well enough to point
potential buyers to areas that offer the quality of life they are looking for. It is difficult to talk
about where people want to live because many buyers do not know themselves.

-

Need more engagement with the realtor community. There is not a large audience of realtors to
refer potential buyers to in Detroit. Low home prices mean low commissions for realtors.

-

Family economics. Many people have lost jobs and homes to foreclosure. They cannot sustain
the lifestyle they once had. The number of homeowners in Detroit that are underwater on their
mortgages is an enormous challenge.

-

The demographics in Detroit have changed. Potential homebuyers include young people who
moved into rentals downtown several years ago are now are ready to buy. Empty nesters and outof-staters who moved from high-priced real estate cities are showing up as potential buyers.

-

The cost to live in Detroit is a significant issue. Housing costs are significantly lower than the
regional average, but the taxes are significantly higher. In one person’s experience, homeowner’s
insurance quotes ranged from $3,300 to $18,000. The high costs can derail a buyer who doesn’t
know how to navigate the system.

C. HOMEOWNER ENGAGEMENT
-

Home buying can be too daunting for the average homebuyer to navigate. Finding a
neighborhood, a realtor, a home, a lender, a contractor (if necessary) while meeting credit criteria.
There is a real need for increased and coordinated communication.

-

Challenge with educating potential buyers and program participants. Homebuyers need to be
educated before they bid on auction homes. Many do not realize the work and cost to adequately
renovate a home, or they assume they will get a grant to do the work. The demand is there but
buyer education is lacking.

-

Family characteristics. A certain type of family will buy into the renaissance of Detroit – a family
who wants to be here, who understands the way it is now but buys a home for what Detroit can
become.

D. CAPITAL
-

The majority of available homes are priced less than $50,000. Many banks shy away from small
loans because the fixed costs of mortgage lending make small loans unprofitable.

-

Supporting sustainable market prices. The Detroit Home Mortgage and Detroit Land Bank
Authority programs aim to “nudge” home prices up to include the cost to renovate the home. It is
important to understand that there is not a functioning housing market in Detroit.
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-

Availability of programs for existing homeowners. A program that allowed existing homeowners
to cover the cost of repairs through refinancing could solve some of Detroit’s market issues.

-

There are no programs for middle-class buyers. Detroit is losing a lot of lower- to middle-class
people who want to live in the city but are looking at only dollars and cents.

E. COUNSELING / EDUCATION
-

Mortgage-ready / near-ready / those needing basic financial empowerment. There is an
estimated 25:1 average ratio of attendance in homebuyer counseling to an actual home purchase
in Detroit. Many people show interest in buying a house but find out they are not ready. A recent
snapshot for the Wells Fargo program showed that over 60 percent of the applicants qualified on
credit score, so credit is not the only issue. Total debt-to-income can be a disqualifier.

-

More than homebuyer education. Many families require more than home buying education.

-

Homeownership benefits vary. We make certain assumptions about the benefits of home
ownership. Benefits do not accrue evenly throughout the economy.

-

Technical assistance and technology support. Community organizations need technical assistance
as well as technology support.

F. OVERALL PROGRAM / GOVERNMENT.
-

Program startup can take time. Startup programs take more time, especially in staffing and
capacity to meet the eventual demand.

-

Systemic solutions and neighborhood planning. We need to develop systemic solutions to the
problems – to strengthen all parts of the ecosystem.

-

Increase coordination. Agencies, counselors, and lenders should improve their coordination to
make it easier for homebuyers to purchase.

-

Public schools. Many families with children will not move into the city because of the Detroit
public school system. Some clients can afford private schools and are willing to make the sacrifice.
This is a large issue that must be addressed before we can fully solve Detroit’s housing issues.
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III. STRATEGY SUMMARIES
DEVELOPMENT OF THESE STRATEGIES THROUGH THE WORKING GROUP
This paper is the result of a year’s discussions, meetings and exchanges with Detroit stakeholders and
national experts. In November 2015, the Kresge Foundation and the Community Reinvestment Fund,
USA (CRF) co-hosted a symposium of more than 50 experts from banks, foundations, developers,
realtors, housing counseling agencies and community development corporations (CDCs) for an all-day
discussion of home buying challenges in Detroit. Zillow presented data on the city’s housing market9.
Bankers, realtors and homebuyer counseling agencies presented their work and the challenges they
face. The consolidated notes are in Section II on “Homebuying Challenges in the Detroit Ecosystem.”
A Homebuyer Working Group of 18 representatives continued to meet regularly for the next 12
months. In the spring of 2016, six sub-groups wrote concept papers that refined strategies to repair
the Detroit home buying ecosystem. As a resource for the sub-groups, CRF organized conference calls
with national experts such as Housing Partnership Network, NeighborWorks America, Housing
Preservation Foundation, the Center for New York City Neighborhoods, the Cleveland Housing
Network, the Indianapolis NHS, the Virtual Counseling Network, the Housing Opportunities
Collaborative in Southern California, the housing counseling office at the US Department of Housing
and Urban Development, the Minnesota Homeownership Center, agencies in Cleveland and Santa Fe
that supply realtors on a salaried basis, the Michigan State Housing Development Authority, the
National Association of Realtors, the National Mortgage Association, and Live Baltimore.
In June 2016, the subgroups presented their concept papers back to the Homebuyer Working Group,
and in-depth discussion provided for additional insights, comments and suggested refinements. With
CRF’s staff support, each group continued to explore the best-known national models. The central
question was how to adapt national models to Detroit local conditions. Additional development of
these was undertaken at the 2016 CGI America focused working group meetings, with representation
from industry leaders across the nation, and related follow-on efforts. Following in July 2016, the
Detroit branch of the Federal Reserve invited the Working Group to present its strategies to a meeting
of over 60 Detroit stakeholders. The attendees offered suggestions to sharpen the thinking.
Through the summer and fall of 2016, members of the Working Group discussed partnerships to
implement the strategies – among themselves and with national organizations. Participants developed
implementation plans to support these strategies, and many have undertaken funding efforts with
major foundations and other sources.
The Detroit Home Mortgage office organized a large public meeting of more than 200 realtors in
September 2016 that demonstrated strong interest in selling Detroit single-family homes. A written
survey showed that 80 percent expected stronger sales in the coming 12 months, and in their opinion,
a significant obstacle is the lack of move-in ready homes. Further, in December 2016, DHM convened
50 developer-renovators of single-family housing to hear presentations from the City’s Department of
Planning and the Department of Housing. The City discussed its target investment areas and the
importance of clustering new housing in Detroit’s stable neighborhoods.

9

November 2015: Generating Demand for Home Finance in Detroit, Mortgage Lending in Detroit: Insights from
HMDA & Zillow. Presentation by Senior Economist, Aaron Terrazas,
http://www.zillow.com/research/presentations/#other-presentations
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In the fall of 2016, the Urban Institute invited several Working Group participants to review a
preliminary analysis of Detroit’s macroeconomic housing conditions – supply, demand, and the
available credit products. The Urban Institute paper provides an excellent framework for
understanding the dynamics of the local housing market.
The Working Group offers its strategies as a companion to support the local efforts underway within
the City of Detroit, and the support and analysis of a number of groups including the Urban Institute.
Based on the members’ Detroit experience and its discussions with practitioners from national
organizations, the Working Group presents this paper as a blueprint for refinement, fundraising and
implementation. Indeed, the majority of these strategies are actively underway in various forms.
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STRATEGY 1A: INFORMATION SOURCE FOR PROFESSIONALS
SUMMARY
Strategy 1 aims to provide essential information to professionals (1A) and to homebuyers (1B) to
remove the friction that impedes the purchase market from working smoothly. Strategy 1A would
maintain a real-time database of information on home purchasing in Detroit for industry professionals.
Professionals would use the information to make relevant and timely referrals for homebuyers.
The industry professionals need information on available properties and on neighborhoods, as well as
information on financial products and incentives, realtors, and homebuyer education and counseling
services. The service would include relevant data from realtors, lenders, housing counseling agencies,
community development organizations including CDCs, the Detroit Land Bank Authority (DLBA), the
City of Detroit, the state housing finance agency (MSHDA), etc.
The service would further work with stakeholders and conduct periodic analysis and “gap assessment,”
comparing supply of move-in ready inventory and demand by qualified homebuyers.
The method for publication may include monthly report updates, potential document collaboration
site, etc.




Collect and publish information.
Maintain usefulness for professionals, and for funders.
Increase usefulness with Strategy 1B (augmented for public use) and Strategy 2 (concierge).

The Strategy 1A/1B subgroups included Community Reinvestment Fund, USA, LIVE Detroit, Talmer
Bank, Liberty Bank, Dwellings Unlimited and National Faith Homebuyers, with input from Loveland
Technology and Live Baltimore.

WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?





Information-gathering.
Platform established.
Data published for professional use.
Supply / demand metrics “framework” and ongoing monitoring to assist funders in supporting
the right efforts at the right time.

POTENTIAL IMPLEMENTATION PARTNERS
Potential implementation partners include Community Reinvestment Fund, USA, (CRF) a national
CDFI, with offices in Detroit. CRF has led the collaborative in exploring these various issues with a
working group of Detroit’s housing lenders, realtors and counseling agencies.
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STRATEGY 1B: INFORMATION SOURCE FOR HOMEBUYERS
SUMMARY
Many potential buyers discover that purchasing a home in Detroit is challenging despite low home
prices. Many new programs and products have been launched, however, buyers find a confusing
plethora of incentives with different eligibility requirements.
Homebuyers and emerging neighborhoods throughout the city would benefit from a user-friendly
place to share information. Similar to the best-in-class example of the nonprofit Live Baltimore
(www.livebaltimore.com), an expansion of the current LIVE Detroit initiative could provide a website
and services to a diverse cross-section of customers. LIVE Detroit would host a landing page for each
community to populate with maps, videos, photos, favorite amenities and testimonials. For interested
homebuyers (and renters), the site would refer to realtors and lenders. The webpage would include
easy-to-use information on mortgage products and employer financial incentives. Finally, the webpage
would allow the City to feature its neighborhood revitalization plans.
This strategy would build on the same information as in Strategy 1A. The website would include
neighborhood maps and amenities, information on financial products and incentives, and referrals to
other experts. The types of resources listed could expand significantly.
The Strategy 1A/1B subgroups included Community Reinvestment Fund, USA, LIVE Detroit, Talmer
Bank, Liberty Bank, Dwellings Unlimited and National Faith Homebuyers, with input from Loveland
Technology and Live Baltimore.

PROPOSED SOLUTION
Develop and maintain a real time, online repository of information related to home purchasing in
Detroit. This strategy would enable homebuyers to use this expanded repository as a self-navigated
tool. Prospective homebuyers need information on available properties and on neighborhoods, as well
as information on financial products and incentives, realtors, and HBE and credit counseling services.
Key items include supporting the homebuyer decision making process by providing: list of available real
estate, matching prospective buyers with brokers and assistance programs, and communicating
neighborhood assets and amenities.









Serves as a one-stop shop for home buying resources.
Celebrates the positive attributes of all of Detroit’s neighborhoods.
Ties together the threads of existing information, making it easier for homebuyers to navigate.
Provides a Detroit-specific central database for information on homebuying.
Offers first-hand knowledge about the city.
Maintains a valuable database of active and interested residents and how to reach them.
Administers and promotes employer-based housing incentives.
Organizes and promotes tours, open houses, and information sessions to market the message.

The following information was proposed by Loveland Technologies:


List Available Real Estate
Programmer, such as Loveland Technology or Data Driven Detroit, will build a web-based
interface for listing available residential real estate in Detroit. The site will become a one-stop
shop for anyone looking to buy or rent a home in the city. Properties will be visualized on an
interactive map, and can be filtered by neighborhood, price, size, and more.
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Match Prospective Buyers with Brokers and Assistance Programs
The dashboard interface will make connecting with a broker as easy as clicking a button. The
dashboard will include an easy and obvious path to learn more about finding a broker,
homebuyer counseling agency,
credit counseling agency, and
other external homeownership
resources in Detroit. The
interface will also include an
easy-to-use sorting function for
different mortgage products
and down payment assistance
incentives.



Communicate Neighborhood
Assets and Amenities
The dashboard will provide a
basic description of each
neighborhood as well as an
option to explore local assets
like schools, businesses, and parks. The dashboard will include DIY neighborhood tours, video
clips, and contact information for resident “know-it-alls”. In the future, additional information
about each neighborhood can be easily added to the dashboard. This information might include
walkability scores, bus stops and routes, bike lanes, renovation permits, and/or local school
district boundaries. Once the dashboard backend is established by LOVELAND, the possibilities
for expansion are endless.

WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?




Collect and publish the information on a selected platform
Test the accessibility, relevance, and usefulness for potential homebuyers
Ensure consistency for referral to professionals

POTENTIAL IMPLEMENTATION PARTNERS
A collaborative approach between LIVE Detroit (an affiliate of Downtown Detroit Partnership) and
LOVELAND Technologies and/or Data Driven Detroit is being progressed.
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STRATEGY 2: CONCIERGE / HOMEBUYER ADVISOR
SUMMARY
This strategy envisions a concierge call center for home-buyers in Detroit. Potential buyers would be
assigned to a concierge who would assess the individual’s home-buying readiness and would connect
the individual to the appropriate
people/resources. The concierge would follow
the potential home-buyer through the process
and provide coaching and encouragement along
the way to ensure that buyers take advantage of
the resources available and complete the steps to
becoming a homeowner. The portal would
connect them to resources such as realtors,
neighborhoods, rehab resources, DPA/incentives,
home-buyer education, and credit counseling.
The current process of communicating lacks
synergy and a process for proper follow-through
to ensure success. Creating a streamlined and
transparent process will keep homebuyers, and
their support team in the loop in every step of the way.
The Strategy 2 subgroup included NeighborWorks America, Dwellings Unlimited, Flagstar Bank,
Community Reinvestment Fund, USA, and Southwest Solutions with significant input from the
Homeownership Preservation Foundation.

SUPPORTING THE HOMEB UYER PROCESS
The Concierge / Homebuyer Advisor service supports prospective homebuyers wherever they are in
the home buying process, from the time they first consider purchasing or renting, through the process
of working with realtors, lenders, home
counseling agencies, and contractors, until they
move into a purchased home. The Concierge is
an “open system” that refers clients to the
experts they need for each step in buying and/or
renovating a home.
A concierge-advisor service would launch with a
staff of homebuyer coaches who intake
customers, assess their needs, and refer them to
a list of qualified experts. The concierge advisors
are knowledgeable about financial products and
incentives, and where customers can find homes
for sale. The concierge advisors enter clients into
a database for regular follow-up and coaching in
the buying process. The Concierge would also develop technology solutions that allow customers to
create their own homebuyer profile account, immediately directing them to the resources they need.
The concierge contact center function will assess homebuyer readiness and connect consumers to the
appropriate people and resources in Detroit communities, summarized as follows:
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Triage, refer, coach, monitor, follow-up.
Support demand for home buying in Detroit.
Create a one-stop advisor for anyone interested in buying a home in Detroit.
Tie together existing information to make it easier for homebuyers to navigate.
Monitor the pipeline of individuals in the system.
Assesses homebuyers’ readiness and connects to the appropriate people and resources.
Follow homebuyer through the process and provides coaching and referrals so individuals can
take full advantage of other resources and complete steps necessary to become a homebuyer.

POTENTIAL IMPLEMENTATION PARTNERS
The Homeownership Preservation Foundation (HPF) is an independent non-profit organization
dedicated to guiding consumers onto the path of sustainable homeownership and improving their
financial health, and has included a draft proposed approach for the Concierge function, including
leveraging the experienced platform and teams of the organization.
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STRATEGY 3: HOUSING AND FINANCIAL COUNSELING COLLABORATIVE
SUMMARY
This strategy envisions increasing the collective capacity of the homebuyer preparation system to allow
1,000 new home owners to purchase homes. What level of homebuyer counseling agency capacity is
necessary to achieve this is uncertain because many customers who receive mortgage preparation
services in Detroit will move to the suburbs for home purchase. It is anticipated that minimally 8,000
customers will have to be in the pipeline through the concierge intake system over a three-year period
to achieve this goal.
This strategy description was developed in close consultation with NeighborWorks America. The goal is
to create a pipeline of qualified homebuyers who are tracked through the concierge service described
in Strategy 2. Clients who are ‘’mortgage-ready’’ and have a pre-approval letter from a lender would
be referred to self-directed resources such as the LIVE Detroit website described in Strategy 1B and
with support from the concierge as described in Strategy 2.
All other clients would be directed to a homebuyer counseling agency for an initial intake session.
Homebuyer counseling agencies would determine if a client can become mortgage-ready in 12 months
or less (“near-ready”). Homebuyer counseling agencies would counsel near-ready clients so they
become mortgage-ready and can begin the home buying process. Clients who need more than 12
months of counseling in topics such as basic financial skills and family budgeting are referred to
resources (such as Centers for Working Families). Many of these long-term clients may be counseled to
look at an affordable rental housing option.
The Strategy 3 subgroup included NeighborWorks America, Southwest Solutions, Wayne County Action
Agency, and USNAP-BAC with input from the Homeownership Preservation Foundation.

PROCESS OVERVIEW
This process begins with an initial intake of all customers/clients and completing an assessment of their
buyer readiness. The clients will be categorized by the Concierge before meeting with a homebuyer
counseling agency. The Concierge will advise customers on available options.
1. Mortgage-Ready: These customers either have a mortgage commitment letter or can qualify in
three months or less because they have a strong credit score, assets, low debt and a
documentable income stream. Customers who already have a mortgage commitment letter,
but need homebuyer education to complete their housing transaction, will be given the option
to receive web-based education through a provider. Even web-based education requires a 1:1
concluding session for the customer to receive a homebuyer education certificate (per MSHDA
guidelines).
All other customers will be directed to a homebuyer counseling agency for an initial intake session. The
homebuyer counseling agency will confirm this category placement based on the face-to-face meeting
or by phone.
2. Near-Mortgage-Ready: Customers the concierge believes can be mortgage-ready in 12 months.
3. Long-Term Candidates: Customers who will need more than 12 months of counseling in topics
such as Financial Literacy and Family Budgeting. These customers are referred to an agreedupon list of agencies with the capacity to work with these customers.
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All customers are tracked via the Concierge service with quarterly check-ins. Outside funding must be
sought to allow reimbursement to homebuyer counseling agencies for all levels of customer
interaction. Financial compensation for the homebuyer counseling agency work, at every level of
customer touch, must be provided as outlined separately.

WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?







Develop a functioning Concierge telephonic model that is the single point of entry for potential
Detroit homeowners. The Concierge speaks with all customers and assigns them to a
homebuyer counseling agency and gives them a customer ID to track progress as outlined
above.
Work with all customers in categories one and two above – and select homebuyer counseling
agencies and other service providers for category three. Document progress using the
Concierge tracking intake tool on at least a quarterly basis.
Ensure there is a network of social service agencies for those customers needing support
beyond 12 months to become mortgage-ready.
Ensure that homebuyer counseling agencies are evaluated and given agency work plans to
increase their –homebuyer education capacity in order to become part of the homebuyer
counseling agency collaborative.
Increase capacity of the homebuyer counseling agency network to perform homebuyer
education services up to 8,000 people to attain 1,000 new homebuyers.

POTENTIAL IMPLEMENTATION PARTNERS
NeighborWorks America is a national membership organization that supports local affiliates who
create opportunities for people to live in affordable homes, improve their lives and strengthen their
communities.
Additionally, The Homeownership Preservation Foundation (HPF) would welcome a proposal that
details an approach to further extend the support and service delivery by the counseling agencies, and
creates a database on those consumers who are referred to counseling agencies to become mortgage
ready (refer to Strategy 3). HPF believes the combination of the concierge functions (refer to Strategy
2) and the counseling functions (refer to Strategy 3) will provide a stronger process. The information
collected at the contact center could seamlessly flow into HPF’s Client Management System (CMS)
platform and would be easily available to counselors. Data then collected from a counseling session
flows into HPF’s warehouse where more comprehensive and consistent data and reporting can be
conducted. In addition, counselors would have access to the customer portal, which is a secure
location for customers to find materials on their session. HPF’s customer portal also houses its
personal financial management tool called BluePrint, free for customer use.
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STRATEGY 4: NEIGHBORHOOD MARKETING
SUMMARY
Generating demand for homeownership in target neighborhoods in Detroit requires an intentional
strategy that creates and reinforces community pride; signals confidence to existing and prospective
residents and homebuyers; and promotes a positive neighborhood identity. Neighborhood marketing
and image-building strategies also need to be supported by investments and activities that enhance
the qualities that make a neighborhood a good place to call home. To be successful and sustainable,
these activities need to be led by strong community-based organizations and resident leaders. This
strategy envisions a dual approach that builds neighborhood capacity and promotes a positive
neighborhood image through the creation of neighborhood marketing campaigns. The goals of this
strategy are to:







Strengthen community development capacity across the city of Detroit, with a concentration on
neighborhood associations and community-based organizations in select target neighborhoods.
Support target neighborhoods to cultivate neighborhood image and identity through
neighborhood branding and marketing campaigns.
Provide neighborhood organizations and residents with tools to create and implement
neighborhood marketing campaigns aimed at bolstering neighborhood strengths, increasing
pride and confidence, and attracting and retaining residents, businesses and investment.
Understanding/exploring what marketing techniques could help “fringe neighborhoods”
Commit to the 12-18 months necessary to fully develop and implement marketing campaigns,
with a three-year goal to include a yet to be determined number of target neighborhoods and
launching ensuing campaigns

The Strategy 4 subgroup included NeighborWorks America, Southwest Solutions, USNAP-BAC, National
Faith Homebuyers and Grandmont-Rosedale CDC.

WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?
Building Neighborhood Capacity









Select target organizations, associations and neighborhoods.
Conduct an assessment of organizations and neighborhoods to identify assets and key resident
leadership and capacity needs.
Conduct market analyses to understand critical trends and opportunities.
Identify or attract local training to meet capacity gaps. Possible areas of focus include
community revitalization, home rehabilitation and resident engagement.
Focus on resident leadership development. Develop resident training programs that focus on
building leadership and neighborhood management skills.
Provide action planning grants to advance key neighborhood priorities/community stabilization
activities identified by emerging leaders.
Provide ongoing coaching and facilitate peer-to-peer mentoring among neighborhood
organizations.
Neighborhood organizations attend regional and/or national training and seek out peer learning
opportunities around the country to learn new approaches.

Neighborhood Branding and Marketing


Establish marketing teams comprised of residents and neighborhood stakeholders.
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Assess the neighborhood’s current image.
Define goals for the marketing effort.
Decide how to measure progress and evaluate results.
Prioritize target markets.
Create a brand statement and core messages.
Develop a work plan and begin implementing strategies to reposition the neighborhood’s
image.
Implement early action strategies to build internal pride among neighborhood residents and
stakeholders
Develop external marketing tools including a neighborhood logo and tagline and collateral
materials.
Develop an evaluation framework, evaluate progress and adjust strategies.

POTENTIAL IMPLEMENTATION PARTNERS
NeighborWorks America is a national membership organization that supports local affiliates who
create opportunities for people to live in affordable homes, improve their lives and strengthen their
communities. There would be an opportunity for technical assistance to be provided, either directly or
through their local affiliates, in order to support this effort.
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STRATEGY 5A: FINANCING DEVELOPERS OF MOVE-IN READY HOMES
SUMMARY
Many homebuyers prefer to purchase a home in move-in condition over a home that requires
renovation. There are signs that demand exists for move-in ready quality homes in Detroit: listings for
such homes receive a contract within a few days, and realtor surveys suggest that they expect
significant increase in home sales in the coming 12 months.
This strategy aims to produce that housing by financing developers – either for-profit or non-profit –
with the experience and financial strength to acquire, renovate and sell single-family homes.
CRF convened banks and for-profit developers who confirmed the lack of warehouse lines of credit to
develop for-sale housing in Detroit. Currently, lenders in Detroit require a high level of developer
equity, an intense degree of oversight confirmed by appraisals, and a paper-intensive construction
draw process. The result is uneconomical for both the lender and the borrower. Instead, these
developers resort to high-cost financing from private investors (e.g. at rates of 9 to 13+ percent
interest) for the construction period until being refinanced into conventional financing. This expensive
capital becomes a factor in whether to sell or rent. Many developers choose to rent their renovated
properties until such time as values increase to recover their investment, rather than selling.
A product with a lower price and an acceptable level of oversight could induce more renovation to
increase the availability of move-in-ready of single-family homes for sale to homeowners. To the
extent needed in order to support an appraisal gap, the use of the DHM as a takeout means of
financing would also be available. Additional geographic targeting (e.g. alignment with the City’s
priority planning neighborhoods and adjacent, alignment with DHM, etc.) may be incentivized or
required through the use of targeted foundation guaranty support.
This program may be adapted, or an alternative established, to support lower-volume developers (e.g.
trade professionals that may only undertake one to two properties per year, oftentimes as part of a
“defensive” acquisition strategy in their own neighborhood vs. being their livelihood).
Due to the importance of creating more move-in ready inventory to help rejuvenate single-family home
sales in targeted neighborhoods, this is strategy is being furthered simultaneously with Strategy 5b,
which provides financial backstop support for CDCs for their acquisition/rehab efforts.
The Strategy 5A subgroup included Talmer Bank, Independent Bank, and Liberty Bank with input from
Kresge Foundation, Level One Bank, Community Reinvestment Fund, USA and developers.

PROGRAM CONCEPT
The working draft of the program concept is outlined as follows.





The lender shall be responsible for selecting developers as borrowers that meet their credit
standards, and shall bear the risk of loss arising from borrower’s financial condition. The
borrower shall be responsible for repayment of the line in full.
Notwithstanding recourse to the borrower, the lender shall be afforded a loss protection for the
“market risk” as described further, but will be responsible for “construction risk” arising from
the renovation and property security issues during the construction process.
The loss protection shall cover “market risk” after the home is completed and listed for sale, to
be provided through foundation support.
The loss protection shall be limited to a certain percentage of the outstanding balance.
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Proceeds from the line of credit will be used for costs of acquisition and renovation, with the
understanding that the borrower’s goal is to sell the renovated properties to owner-occupants.
It is anticipated that borrowers will sell the properties at appraised value, or in some instances
where the appraised value does not accurately reflect the value of the property, that borrowers
will sell the properties at above appraised value and with the homebuyers utilizing programs
such as the Detroit Home Mortgage to cover the gap.
Prior to borrowing on the line for a given property, the borrower will present to the lender an
acceptable pro forma of costs and revenues for the house.
Collateral will include: first lien on all real property purchased, borrower equity, and personal
guarantees at the lender’s discretion.

WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?





Develop product offering and program for launch by end of Q1 2017.
Rollout to test the accessibility, relevance, and usefulness for potential developers.
Adapt the product and program as necessary.
Target higher-capacity developers to support the creation of a reasonable number of move-inready of single-family homes for sale to homeowners.

POTENTIAL IMPLEMENTATION PARTNERS
Efforts are underway among interested financial institutions, foundations, and select developers to
develop and refine a product and program to support this. This includes both those financial
institutions participating in the Detroit Home Mortgage program, as well as other local financial
institutions.
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STRATEGY 5B: FINANCIAL BACKSTOP SUPPORT FOR CDC ACQUISITION / REHAB
SUMMARY
Support for five high-performing non-profit community development organizations (CDCs) to engage in
acquisition-rehab activities would be a realistic and efficient strategy for boosting the inventory of
move-in ready homes in neighborhoods of growing demand. This proposal outlines the type and
amount of financial support that would enable CDCs and mission-aligned developers to renovate and
sell at least 15 homes per funding allocation, with a performance incentive to stretch subsidy into the
most houses possible. It is designed to focus mostly on “tipping point” areas of the city, and where a
gap remains between the total costs of purchase, renovation and resale of single family homes and the
current market value due to low market values as well as the poor condition of many vacant houses,
but where this targeted intervention would intend to largely normalize property values.
In summary, three forms of financial support are envisioned:




Subsidy pool: to cover potential losses on a bundle of renovated homes when the sale price is
less than its development cost. The CDC would manage this pool in order to produce the
greatest number of finished homes at the lowest total subsidy cost.
Operating support: to cover start-up costs in ramping up the capacity to renovate homes. The
support could be reduced depending on the subsidy pool.
Construction funding: to cover project costs, CDCs must borrow to pay project costs prior to
sale. With a loan guarantee and interest rate-buy-down, the subsidy pool can be reduced
modestly.

The Strategy 5B subgroup included Grandmont Rosedale, Southwest Solutions, USNAP-BAC, National
Faith Homebuyers, Develop Detroit, and Central Detroit Christian.

WHY IS SUPPORT NEEDED?
Under current market conditions in Detroit, developers find it difficult to sell homes at a price that
covers the full development cost. The high number of homes requiring renovation in most
neighborhoods limits the possibility of property values increasing significantly. Renovating homes oneby-one inevitably leaves many other homes in poor condition on the same or adjoining blocks. From a
developer’s perspective, renovating homes individually makes it difficult to achieve cost efficiencies
and to engage quality contractors who prefer a reliable pipeline of work.
In August 2016, Mayor Mike Duggan announced a new neighborhood revitalization strategy that aims
to address these challenges in seven targeted areas of the City of Detroit. Following the example of the
Fitzgerald RFP, the city will select a one-quarter square mile project area called a “Priority Planning
Neighborhood” (PPN) in at least six more neighborhoods. PPNs will be selected based, in part, on the
availability of a significant quantity of publicly owned houses and lots that can be sold as a bundle to a
developer. In each PPN, the city intends to identify a developer to participate in a holistic
redevelopment that includes the rehabilitation of existing vacant housing. The Fitzgerald RFP offered
approximately 200 vacant houses to developers that could be renovated for rent or for sale.
Community development corporations (CDCs) would like to participate in the PPN RFPs, and they can
bring tremendous value to the rehabilitation component of a redevelopment strategy. Their
knowledge of local real estate sub-markets, housing conditions and contractor relationships increase
the probability of success. However, many of Detroit’s CDCs require some financial support to partner
with larger, and financially stronger organizations.
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Due to the importance of creating more move-in ready inventory to help rejuvenate single-family home
sales in targeted neighborhoods, this strategy is being furthered simultaneously with Strategy 5a which
provides a line of credit for developers and CDCs for their acquisition/rehab efforts.
Detroit’s network of high capacity CDCs has been greatly diminished since the 2008 financial crisis and
Great Recession. Support is needed for those remaining CDCs, and new CDC capacity may need to be
developed in other strategically selected neighborhoods.
The City’s neighborhood RFP strategy identifies communities where there is potential for market
recovery, as well as the vehicles that could most effectively deliver newly renovated units to market in
the context of an overall stabilization and revitalization effort. In areas where there are highfunctioning CDCs or community based organizations, these organizations should play a central role in
neighborhood improvement activities, including housing market stabilization and marketing. Individual
CDCs may engage directly in real estate development or may choose to partner with other entities to
increase available housing inventory. CDCs should also engage community residents and stakeholders
in the revitalization process.
In most areas of the city, a gap remains between the total costs of purchase, renovation and resale of
single family homes and the current market value. This is due to low market values as well as the poor
condition of many vacant houses.
Total resources needed depends on understanding buyer demand, the pace of production and
absorption, the current condition of the available housing stock, the perceptions of the target
neighborhoods and the sources of funds used. Private philanthropic funds can generally be used more
efficiently and flexibly than public sources of funding.
For instance, the privately funded partnership between Southwest Solutions and Talmer Bank in the
Marygrove neighborhood, which does not contemplate any hard household income restrictions, is
working successfully with per unit subsidies of about $25,000. While the publicly supported
partnership between Southwest Solutions, the AFL-CIO and the City of Detroit projects required
subsidies of up to $39,000 of CDBG funds per unit.
Theoretically, subsidies are required only for a limited time until neighborhood sales produce an
increase in value that covers the cost of development. The Talmer-Southwest Marygrove partnership,
has seen values rise from about $45,000 per unit to over $75,000 in 16 months.
As neighborhood housing prices rise toward more normalized values, the realization of DHM as a
financing option becomes even more realistic. DHM expects a buyer to accept financing in an
‘‘underwater’’ circumstance. Since value, affordability, and the intrinsic qualities of desired location
are very personal, the choice to enter into an over-leveraged transaction is not unreasonable in a
severely depressed housing market when balanced against all measures, both financial and personal.
An ideal neighborhood centric acquisition rehab program will utilize a combination of resources which
include homebuyer subsidy, CDC backstop or support and creative home financing options to
accelerate the rehab and resale of inventory.
Access to inexpensive housing stock for renovation would also reduce development costs and keep the
end product more affordable. Ideally, the housing stock would be in reasonable condition to reduce
rehab costs, as inexpensive acquisition does not always result in lower total development costs. Banks
and GSEs could be asked to provide donated or significantly discounted properties to CDCs in targeted
areas. The Detroit Land Bank Authority (DLBA) could be asked to donate property to designated CDCs
in targeted areas. The City of Detroit should utilize its right of first refusal to acquire select properties
in tax foreclosure prior to the annual tax auction. Likewise, Wayne County could exercise its “reverter”
rights to recapture tax sale properties where tax sale purchasers have failed to comply with sale

22 December 2016

Page 23

STRATEGIES TO REBUILD DETROIT’S HOMEBUYER ECOSYSTEM

conditions. Wayne County should also reinstate the ‘Project Saved’ program which prioritizes nonprofit acquisitions ahead of the tax auction process.
Sustainability is ensured by providing CDCs a combination of core operating support as well as
opportunities to earn developer’s fees through real estate development activities. Organizational
stability is important to maintaining capacity and retaining skilled staff. A key consideration is that
adequate core support reduces development costs by reducing or eliminating the need for a
developers’ fee as part of the development budget.

WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?





Develop product offering and program for launch by end of Q1 2017
Rollout to test the accessibility, relevance, and usefulness for CDCs and developers
Adapt the product and program as necessary
Target [5] higher-capacity CDCs/developers to support the creation of [150 – 450] move-inready single-family homes for sale to homeowners over three years

POTENTIAL IMPLEMENTATION PARTNERS
Efforts are underway between representative CDCs and foundations, currently engaged in the DHM
program, to develop and refine a product offering and program to support this.
Based on the final form of the program and administration required, this may be provided by the
foundations directly, or through an intermediary such as IFF or CRF if needed.
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STRATEGY 6: ADDITIONAL SUPPORT FOR THE REALTOR COMMUNITY
SUMMARY
The Detroit real estate market has experienced three major transitions in the last five years. It
emerged from a foreclosure market to a short sale market, and then into a distressed property market.
At each turn, realtors had to become educated in various specializations such as Broker Price Opinion
Resource (BPOR), Short Sale & Foreclosure Resource (SFR) and Distressed Property Experts. Today, the
Detroit Home Mortgage is emerging as the “game changer” for the housing market; for its benefit to be
maximized, realtors must be able to thoroughly understand the DHM’s features and explain them to
the public.
This strategy proposes providing Detroit’s realtor community with additional support for generating
Detroit sales that is aligned with their incentives, including a new specialization certification that
designates the realtor as educated in the benefits and intricacies of home buying within the city of
Detroit, and in various specialty financing products such as the Detroit Home Mortgage. This
certification would provide realtors with more than training and a marketing distinction. Certified
realtors would also be included in marketing efforts, get marketing material, and get access to data for
their respective geographic areas of focus. This strategy may also include additional support to align
compensation structures with the goal of generating more Detroit home sales (e.g. referrals from
suburban realtors on families moving in to the City).
What resources would be needed?



A website with each part of the city listed and select trained realtors marketed.
Website portal where prospective buyers can create an account, search homes, communicate
with those select realtors and other resources. (See Strategy 1B)

The Strategy 6 subgroup included Detroit Association of Realtors, Dwellings Unlimited, and City Living
Detroit, with input from the National Association of Realtors.

ADDITIONAL EDUCATION AND PROGRAMMING
The Detroit Association of Realtors (DAR) has developed a program designed to assist newly licensed
Realtors® or a seasoned broker in becoming advocates of the local Detroit real estate market. This
program is designed to be a grassroots approach of high-level connects with local government leaders,
community activists and business affiliates. Additionally, DAR’s Speakers Bureau will maintain and
release Detroit’s real estate latest trends, demographics, developments and other pertinent land sales
data by district. DAR’s district speakers are led by captains of the specific areas. Speakers and district
captains shall speak fluently on real estate in their concentrated areas at local community
engagements, multi-media and print media. The Speakers Bureau is open to DAR members in good
standing who have no pending or active violations. First, the member will join the committee and
attend several meeting and training before going on a speaking engagement. Secondly, the member
will shadow lead speakers (“district captains”) on three or more presentations and speak in front of
peers at the committee meeting before becoming a lead presenter at a public engagement. District
captains are responsible for assigning and covering all speaking engagements at all community
meetings and events in their district.
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WHAT ARE THE MA JOR MILESTONES OVER A THREE-YEAR PERIOD?





Developing a training that certifies deep familiarity with the benefits and intricacies of Detroit
home buying, and the various specialty financing products such as the Detroit Home Mortgage
Recruiting and training a pilot group of realtors serving each Detroit City Council district
Launching a website targeting prospective homebuyers that can generate leads and useful data
for the trained realtors
Generating additional marketing materials to support the educated and credentialed realtors

Further development of these strategies is warranted. One suggested strategy is to group the agents
so that every neighborhood is represented by expert realtors. Those realtors will become committed to
and will market that community. By empowering those select realtors with education, marketing
material and data specific to their respective areas, they will take an aggressive approach to
specializing in DHM.

POTENTIAL IMPLEMENTATION PARTNERS
Efforts are underway with the Detroit Association of Realtors and Greater Metropolitan Association of
Realtors. Additionally, significant efforts have been undertaken by CRF and the Detroit Home
Mortgage local program office on realtor engagement.
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STRATEGY 7: ESTABLISH A DETROIT HOUSING COMPACT
SUMMARY
Detroit leaders should consider creating a Detroit Housing Compact to monitor and problem-solve
around the supply of single-family housing and support efforts around increasing demand for living in
Detroit as the marketplace and programs continue to evolve.
Establish the infrastructure to support the single-family housing programs. This includes creating a
stakeholder forum that monitors the city’s single-family homeownership market. In the short term, a
Detroit housing task force that includes lenders, realtors, developers, contractors and community
groups should continue to be convened to recommend single-family housing strategies such as those in
this document. Secondly, Detroit leaders should consider establishing the ongoing infrastructure to
support these and other single-family housing programs to continue to monitor and support efforts
around the supply of single-family housing, and supporting efforts around increasing demand for living
in Detroit as the marketplace and programs continue to evolve.
Detroit does not have a citywide coalition or institution squarely focused on repairing its
homeownership system. No organizational roundtable exists to discuss and address the availability of
affordable, single-family housing, although many Detroit organizations are tackling specific issues
related to this dynamic.
Detroit’s housing stock is overwhelmingly and distinctively single-family. Approximately 73 percent
of all housing units in the City of Detroit are single-unit (compare with 53 percent in Cleveland, 47
percent in Milwaukee, and 60 percent in Pittsburgh).10 The national and regional housing crisis
severely weakened Detroit’s homeownership industry – lenders, developers, realtors and communitybased housing organizations. By 2016, most suburban housing markets have recovered. However,
while Detroit has emerged from bankruptcy with strong public and private-sector leadership, most city
neighborhoods face low homeownership rates, low property values, and anemic numbers of home
mortgages.
The Strategy 7 subgroup included all members of the Working Group, and Community Reinvestment
Fund, USA informed by the model of the Urban Land Institute and other local programs.

SINGLE-FAMILY HOUSING TASKFORCE
Although the working group produced well developed strategies to increase demand in Detroit’s singlefamily real estate, a more in-depth study of the strategies and the resources required is necessary to
ensure their success. This task force would study and recommend strategies to increase single-family
home ownership in Detroit. In order to complete an in-depth feasibility study and implementation
plan, a collaborative effort would be required working with qualified consultants and Detroit housing
and economic development experts to complete research, analysis and publish the findings.
By analogy, this task force would draw inspiration from Detroit’s Blight Task Force and the Detroit
Future City planning group. As currently envisioned, the proposed task force would:


Review the various reports that have analyzed and recommended remedies to the declining
rate of homeownership in Detroit’s neighborhoods.

10

2014 American Community Survey; U.S. Census Bureau. Of Detroit’s single-unit homes, the majority (65.7%) are
detached.
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Learn from the City of Detroit’s “20-minute” revitalization strategy that is seeking development
partners for targeted neighborhoods.
Identify strategies that could increase homeownership within a five-year period.
Explore which organizations and funders could implement these strategies.

This task force would be hosted by a well-resourced organization. Thereafter, the task force would
monitor and periodically report on the state of Detroit’s homeownership market. Community
Reinvestment Fund, USA (CRF) has been asked to continue to lead that study and implementation
planning. CRF staff, with the help of external resources, will produce a report describing strategies,
actions, resources required, costs, a timeline, an implementation plan and expected outcomes to
increase demand generation in Detroit.

ONGOING SUPPORT
Detroit leaders should consider establishing the ongoing infrastructure to support single-family housing
programs.
This could be similar to a “Building Industry Association” that offers programs, education, and
networking for the real estate industry. An example can be found in the DC Building Industry
Association. The organization would represent owners, developers, general contractors, architects and
engineers, lenders, attorneys, brokers, title companies, utility companies, community development
organizations and other industry members representing all facets of single-family real estate
development. Detroit’s housing market would benefit from reliable and frequent information
exchange among these constituents.
Other examples of cross-sector collaboration include the Minnesota Homeownership Center (around
homebuyer counseling) and the Center for New York City Neighborhoods (around foreclosure
prevention).
CRF staff, with the help of external resources, will produce a report describing strategies, actions,
resources required, costs, a timeline, an implementation plan and expected outcomes to increase
demand generation in Detroit.
CRF’s collaborative team, including its Detroit specialists and housing strategy experts, will lend their
expertise to the effort.

POTENTIAL IMPLEMENTATION PARTNERS
Potential implementation partners include Community Reinvestment Fund, USA (CRF) a national CDFI,
with support locally in Detroit. CRF has led the collaborative in exploring these issues with a working
group of Detroit’s housing lenders, realtors and counseling agencies.
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IV. IMPLEMENTATION FRAMEWORK
KEY IMPLEMENTATION CONSIDERATIONS
There are key considerations for roadmap to implement the strategies.
-

Time to launch strategies / time until full effectiveness
Strategies have different timelines for launch, and different timelines until fully effective and
demonstrate impact. Example: neighborhood marketing efforts may have 3-6 months in startup
phase, and another 3-6 months until impact takes hold.

-

Assumes availability of funding
Roadmap assumes reasonable availability of funding for strawman strategies.

-

Coordination and interdependencies
Strategies have different interdependencies and points of coordination. Example: interplay
between supply of move-in-ready properties and homebuyer demand, etc.

-

Assumes available implementing partners
Strategies may call on different organizational partners, local and national.

-

Need to run in parallel
As many strategies have longer lead times, there are benefits to focusing on current phase and
next phase(s) at same time.

In considering these, the “ready, fire, aim, fire” approach is utilized – launching programs with the
intent to positively impact the areas of the market and home buying ecosystem that require
intervention, and reacting accordingly to the evolving needs.
Lastly, careful consideration and utilization of the supply/demand metrics “framework” and ongoing
monitoring in place (see Strategy 1A and Strategy 7) is required to assist funders, implementing
partners, and stakeholders in supporting the right efforts at the right time.

STEP 1 – BASELINE, LEVERAGE E XISTING AND LAUNCH F IRST ROUND
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•

Establish baseline and internal coordination amongst providers in the home buying ecosystem
•

Quantify the top priorities of prospective homebuyers by conducting interviews with
prospective and recent buyers in Detroit (schools, transportation, safety, commerce,
recreation, neighborhood association, etc.)

•

Identify those (initial) neighborhoods that match up to the preferences of prospective
buyers (assumption there are few neighborhoods initially desirable by prospective
homebuyers), and expand for next set of neighborhoods.

•

Establish baselines and plans for each of the additional strategy areas, including
inventory of move-in-ready or near-ready homes, realtor support, counseling and
coaching, etc.

•

Combine to establish internal repository of available programs, products,
neighborhoods, “paths” (e.g. move in ready, acquisition rehab, etc.) and baseline
customer experience

•

Outline operating paths among providers to bring prospective homebuyers through the
home buying ecosystem.

•

Focus initial external launch on leveraging both existing move-in ready home inventory (and
short-term) and ready (and short-term ready) homebuyers.

•

Establish necessary new/updated infrastructure for initial launch including consumer portal,
intake Concierge, etc.

•

In parallel, begin to establish medium-term and long-term strategies for each of the additional
strategy areas, including inventory of move-in-ready or near-ready homes, realtor support,
counseling and coaching, etc.

•

Coordinate and adapt based on feedback

STEP 2 – DEPLOY FIRST ROUND A ND LAUNCH SECOND ROU ND
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•

Continue internal coordination among providers in the home buying ecosystem

•

Focus full external launch on expansion, including new inventory and homebuyers while
continuing to leverage existing inventory and ready homebuyers.

•

Expand necessary new/updated infrastructure from initial launch including consumer portal,
intake Concierge, etc.

•

In parallel, continue to focus on medium-term and long-term strategies for each of the
additional strategy areas, including inventory of move-in-ready or near-ready homes, realtor
support, counseling and coaching, etc.

•

Coordinate and adapt based on feedback.

•

Refine and repeat as programs continue to expand and areas of home buying ecosystem are
successfully normalized.
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READINESS AND GOING FORWARD
Based on readiness of implementing partners, and prioritizing the identified needs and lead times, the
following strategies have been identified as candidates for launching with this first step:
-

Strategy 7: Establish Detroit Housing Compact
To establish the infrastructure for continued coordination and collaboration, and assist
implementation partners with the development of their plans and funding.

-

Strategy 1A and 1B: Information Source for Professionals and Homebuyers
To establish a homebuyer-friendly portal to showcase targeted neighborhood development
efforts, new move-in ready homes becoming available, support for property renovation, and
specialty financing programs to support homeownership.

-

Strategy 2: Concierge / Homebuyer Advisor
To establish a homebuyer-friendly support system that provides support as prospective
homebuyers consider buying a home, find the experts they need, and successfully buy a home.

-

Strategy 4: Neighborhood Marketing (Initial Launch)
To align the city-identified targeted neighborhoods, and neighborhoods with strong local capacity,
marketing efforts should begin in early 2017.

-

Strategy 5: Develop Move-In Ready Homes
To increase the currently scarce supply of move-in ready homes to rejuvenate single-family home
sales in targeted neighborhoods. This strategy has some lag-time, so a push in early 2017 will
provide additional housing stock later in 2017 and throughout 2018.

The following strategies have been identified as candidates for additional development as the other
strategies launch during first step:
-

Strategy 3: Housing and Financial Counseling (Refocus)
To develop the next round of homeowners, and support the broader and longer-term economic
growth goals of the city, investment in homebuyer counseling should be further explored in 2017.

-

Strategy 4: Neighborhood Marketing (Expansion)
Expansion of the neighborhood marketing efforts in alignment with city-identified targeted
neighborhoods.

-

Strategy 5: Develop Move-In Ready Homes (Redirection)
Redirect targeting to those neighborhoods that need additional support.

-

Strategy 6: Support Realtor Community (Expansion)
Additional work in developing strategies is warranted for 2017.

The working teams with support from Community Reinvestment Fund, USA intend to undertake the
work to complete the business plans for each of the strategies, and complete the overall
implementation plan and approach in early 2017. Additional detail, including an example
implementation plan, are included in the appendix of this working paper.
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APPENDIX – SUMMARY TABLE
ADVANTAGES

1A. INFORMATION 
SOURCE FOR
PROFESSIONALS 

Assembles data on move-in ready 
homes & renovations.
Assembles data on financial

incentives.

Manual effort to collect and keep
current information.
Best if connected to the other
strategies

Community
Reinvestment
Fund, USA (CRF)

On-line tool to find neighborhood 
amenities as well as realtors,
lenders and counseling agencies.
Accelerates the change in market
perceptions about Detroit.

Organization in transition / looking
for Exec Director.

LIVE Detroit,
Downtown
Development
Partnership, City
of Detroit

Helps people through home buying

process by coaching and
connecting them to experts.
Creates a system for highperforming realtors, lenders and
counselors to reach customers.

Up-front process to establish
relationships

Homeownership
Preservation
Foundation (HPF)

Reaches customers who are “near-
ready” for mortgages.
Creates a pay-for-performance
system for counseling agencies.

Will require integration with the
small amount of funding that
homebuyer counseling agencies
receive from MSHDA.

NEIGHBORHOOD 
MARKETING
PROGRAM


Builds a sense of community well-
being and brand identity for
residents and newcomers.
Connects to LIVE Detroit website.

Short-term benefits are less
significant.

Local Agencies,
NeighborWorks
America,
Homeownership
Preservation
Foundation (HPF)
NeighborWorks
America

5A. FINANCING

DEVELOPERS OF
MOVE-IN READY
HOMES

Enables developers to obtain

financing to renovate houses at
scale (for-rent or for-sale).

Longer lead time to select and put
financing in place for developers.
For-sale homes may require gap
subsidy to cover “market risk”

Community
Reinvestment
Fund, USA (CRF)

5B. DEVELOP MOVE-IN
READY HOMES 
(CDC /
DEVELOPERS)

Activates CDC developers.

Financial “backstop” support for
CDC acquisition / rehab

Longer lead time in selecting and
putting financing in place. For-sale
homes may require gap subsidy to
cover cost. Small number of CDCs
currently have capacity to execute.

Community
Reinvestment
Fund, USA (CRF),
or IFF

Explored through DHM efforts.
Need an implementing partner for
more robust solution.

Detroit Association
of Realtors,
Greater Metro
Area Realtors

1B. INFORMATION
SOURCE FOR
HOMEBUYERS





2.

CONCIERGE /
HOMEBUYER
ADVISOR





3.

HOUSING

COUNSELING
COLLABORATIVE 

CHALLENGES

POTENTIAL
PARTNERS

STRATEGY


4.




6A. REALTOR

EDUCATION,
CERTIFICATION & 
SUBSIDY

7. SINGLE-FAMILY 
GOVERNANCE AND
COUNCIL
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Strengthens key segment of

industry.
Potential to revive realtor interest
in Detroit market.

Regular convening of lenders,

developers, realtors, counseling
agencies to monitor evolving
residential market.

Community
Reinvestment
Fund, USA (CRF),
City of Detroit
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