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Homebuyer Education in a COVID World

Doing anything for the first time can be daunting. Don’t let buying your first home overwhelm you.
This is an important message we want potential first-time homebuyers to understand.

Getting this message across and positioning this HFA as the first-time homebuyer specialist required a
concerted effort that brought together staff from our Homeownership, Loan Servicing and
Communications teams to develop an innovative and compelling “life of loan” Homebuyer Education
program that works in our current social distancing world and beyond.

COVID-19 brought about numerous challenges and changes. One of the first challenges this HFA felt was
how to deliver its homebuyer education program, a requirement for all buyers utilizing a RIHousing-
funded mortgage, in the midst of a pandemic. We felt it was crucial to not disrupt the homebuying
market or leave potential buyers without the resources they need to become successful homeowners.

While it would not have been difficult to take our existing Homebuyer Education class and offer it via
Zoom or some other meeting/event platform, we felt the timing was right to completely revamp our
program and create something we had long sought: a life-of-loan educational initiative that doesn’t
just prep a buyer to purchase a home, but sets buyers up for success throughout the life of their
mortgage.

They say necessity is the mother of invention. In this case, that adage proved true: our immediate need
was a platform to offer our classes during the pandemic, but we ended up developing a one-of-its kind
virtual educational initiative that has helped us to:
e Engage with our customers/potential customers in a meaningful and impactful way
e Support and strengthen our outreach and marketing efforts to homebuyers
e Tap into the significant knowledge and expertise of our Loan Servicing staff to identify and
develop resources and instruction for homebuyers and homeowners
e Expand our educational offerings to include a deeper dive into financial literacy: both in the
virtual Homebuyer Education class and in new On-Demand, online financial literacy
programming
e Connect homebuyer education participants to rich and engaging financial education offerings
e Deepen partner relationships with Participating Lenders and real estate agents

SUCCESS TO DATE

Since launching the program in October, we have had over 1,100 potential homebuyers participate in
the virtual classes. While we started off slow as we tested the waters, we now have a few hundred class
participants for each class!

We've received positive reviews and comments from participants and our lender and realtor partners
are excited to be working with customers who have a better understanding of the homebuying process.
The effort has allowed us to greatly expand our outreach and direct marketing efforts to potential
homebuyers and to do so in a cost-efficient and time-effective way. We spend less time on identifying
and scheduling locations for in-person classes, printing out and packaging materials and follow-ups with
certificates of completion and more. Our new course is content rich and engaging and our new event
platform allows us to automate the majority of work—allowing us more time to develop further content
and less time on administrative tasks.

HIGHLIGHTS
Event Platform BigMarker: Cost effective: annual fee; customer support (online training
videos, community resources for assistance/questions)

www.RIHousing.com
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Features include:

Mobile Friendly: participants can take the class from anywhere with an
internet connection and using any device

Handouts: as PDFs

Pop-ups: any special offers, important announcements

Polling: gives us understanding of what people know and allows us to do
some myth busting; also a fun way to engage the audience further
Recording: can record classes and offer as “on-demand” if needed; system
can send out a unique link of the recording if attendees have technical
issues

Measure engagement: pop-ups are automatically generated at random
intervals and attendees must click to show they are still engaged

Data & Analytics: analytics show when attendees enter the class, when
they leave, level of engagement and more

Interfaces with Survey Monkey and HubSpot for seamless integration
Online No need for printed materials: means we can be more nimble and
responsive: updating materials more often; reflect market conditions and
program offerings than when we had to print and package up handouts
Removes Barriers People feel less “embarrassed” and more open to asking questions than in
the in-person classes. This allows us to better understand what first-time
homebuyers really know about the process and has allowed us to refine
our course materials and presentation.

Convenience Presenters: Staff do not need to drive across the state to present the
classes as they can present from the comfort of their own homes.

Attendees: attendees do not have to leave home (eliminates childcare
issues, transportation barriers, and more).

Rich and Compelling In-person locations did not always allow for the use of a screen and
Content projector; in many instances we relied solely on handouts, which resulted
in a less engaging class. The virtual class allows us to create rich and
compelling course content: with videos, pop-ups, offers and more. Videos
allow us to highlight our homeownership programs, as well as other
services and programs of interest to future homeowners, such as our
LeadSafe Homes program

Surveys Follow-up emails include a customer service survey asking participants
about their experience with the virtual class; gauge how we are doing;
especially as virtual classes are brand new, we want to determine if timing,
platform, subject matter and more is relevant and helpful to participants

Automated process Platform provides confirmation emails, follow up emails, integrates with
our HubSpot platform and Survey Monkey for outreach and follow-up
Marketing/Outreach While the class is presented by experienced underwriters, the inclusion of

a loan originator means we also present it from a sales perspective. Allows
us to market our loan origination staff: gets them in front of thousands of
people per year: shows their knowledge and personality. Scheduled emails
further promote our team as a valuable and trusted resource to buyers

www.RIHousing.com
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Expands Reach In-person classes were limited due to location/room size and capacity.
Many in-person classes had 50 participants per class. Our virtual classes
can host up to 500 participants.

Change Perceptions Position RIHousing as not only the first-time homebuying experts, but as
open and accessible; personable and helpful. Fun and lively nature of the
virtual classes gives us a personality vs being seen as bureaucratic.
Partner Relationship Inclusion of videos from our top loan officers: gets them in front of
hundreds of course participants and provides added value to our
relationships with them.

OUTCOMES & IMPACT
Our new virtual classes have helped us meet both Homeownership and Agency goals. Significant
outcomes include:

e Shifting from in-person classes 3-4 times/month to monthly:

o Greater return on our investment as staff only need to be available once per month

Virtual classes as a training tool:

o Courses are presented by Homeownership staff who can work with Communications to
use the recordings as a training tool to identify areas for improvement.

o Serves as a training tool for additional staff who we want to become presenters.

Courses have provided deeper insight into consumer needs and knowledge:

o Event platform provides an archive of all the questions posed during the classes, which
has given us significant and meaningful insight into the thoughts of first-time buyers.

o We have taken many of the questions/topics and incorporated them into updated
presentations, course materials, website updates, social media posts and more.

Lead generation:

o Having our Loan Origination staff participate in the classes allows them to establish
relationships with potential customers; follow-up emails promote our Loan origination
team, allowing us to present them as a trusted resource

o Loan Origination are not able to meet face-to-face or attend community events due to
COVID restrictions and these virtual classes put them in front of hundreds of people for
each class.

Connection and integration with our new post-closing Homeowner financial literacy education:

o On-demand financial literacy courses expand on what is taught in the virtual homebuyer
ed classes and do a deeper dive into budgeting, credit reports, financial planning, etc.

The success of our virtual class has made this HFA completely re-think how we provide important
education to customers. In the 7 months since we launched the virtual classes, we have constantly
made improvements to the course and how it is presented. As the course is completely online, this
allows us to make changes and integrate important updates and information quickly.

At the beginning of 2021, we launched our online and On-Demand Financial Education program for
RIHousing mortgage customers. We soon recognized that homebuyers can greatly benefit from having
this information prior to purchasing a home. We've recently opened up our On-Demand Financial
Education to all Homebuyer Education participants. As it helps prepare buyers and also keeps
homeowners on-track with their financial responsibilities and planning, we now offer comprehensive,
“life-of-loan” educational programming.

www.RIHousing.com
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Outreach

Promote on our website and via social media platforms.

Facebook

Jh RIHousing
LI 29 December 2020 - @

Register today for our next virtual Homebuyer Education Class on January 12, 2021 at 6:00
pm. Homebuyer Education is an important first step on your Path to Homeownership.Our
classes are open to all first-time homebuyers interested in learning how to become successful
homeowners. Register here: https://hubs.ly/HOCysFBO

r’mlsmg

REGISTER TODAY!

Virtual Homebuyer Education Class

“Get Educated!” from the comfort of your home!

RIHousing Website

HOMEBUYER EDUCATION

Virtual Homebuyer Education Class
Schedule

of buying and keeping a home.

homebuying experts.

closing on a RIHousing loan.

NEW: Virtual Homebuyer Education classes
“Get Educated!” from the comfort of your home! RIHousing has launched our virtual
Homebuyer Education Classes to help prospective homebuyers understand the process

The virtual option replaces our in-person class and information is presented “live” by our

Customers who are first-time homebuyers are required to participate in this class prior to

Class lists and registration links make it easy for interested homebuyers to register:

Homebuyer Education Class Schedule

Please check back for future updates.

Upcoming Webinar Upcoming Webinar Upcoming Webinar

Virtual Homebuyer
Education Class - 6/8/2021

Virtual Homebuyer
Education Class - 7/13/2021

Tue, Jul 13 - 6:00 PM EDT

Virtual Homebuyer
Education Class - 5/4/2021

Tue, May 4 - 6:00 PM EDT Tue, Jun 8 - 6:00 PM EDT

More — More —

Reserve Your Spot

First Name*
Last Name*

Your Email*

We use BigMarker as our webinar platform. By
clicking Register, you acknowledge that the
information you provide wil be transferred to
RiaMarker processina in accordance with

You're Registered!
Virtual Homebuyer Education
Class - 5/4/2021

Tue, May 4 - 6:00 PM EDT
Check your email

Aregistration confirmation has been sent to

Please add webinar.host@bigmarker.com to
your contacts to ensure you get a reminder
email too.

You're Registered! View Webinar

More Webinars —

We use BigMarker as our webinar platform. By
clicking Register, you acknowledge that the
information you provide will be transferred to
BigMarker processing in accordance with

www.RIHousing.com
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If desired, recorded classes can be offered as On-Demand trainings:

Viriusl Heamabaryar Eoesoicsn Cioan Sorhus Homobarpoer Ediesbann Claax - Warbas | Hearrazhs ryar Bl stz Cleee
LR i F] TR0 125D

VIRTUAL “LIVE" CLASSES:

While waiting for class to begin, participants wait in our
virtual “Waiting Room,” where we can feature videos on our
BEEN DOING IT Homebuying programs and more. We also use the class
break to promote and feature videos and engaging content.
We are rolling out lender partner videos soon, which will be
shown during the break, helping us promote our lender
partners as a trusted resource and strengthening our
relationships with them.

Attendees are brought into the homes of our

Homeownership team: allowing us to make a ,’F\stmg
personal connection with participants and T
develop a rapport.
= : == == = | <<Presenter
Waloo Hannah{YaamBigMar.:: : [T —— . ‘ - Vi ew Homebuyer Education
WWWWW Attendee
View>>

www.RIHousing.com
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Virtual Event Platform

Virtual Homebuyer Education Class - 5/4/2021 << UtIIIZIng the Virtual event platform
QI o o 4, 2021500 PMEDT s - 746730154 means we greatly reduce staff time as all
Swetnc | comywennar | poceceweonsr || ot - communication is automated and we can
clone each event as we add new dates to
the classes. Additionally, we can customize
558 320 Hal 2 all external facing aspects, ensuring our
brand is maintained and consistent for all
epinarSewe components.

ing Page
ha template, then add content and branding

Webinar Stats

nust provide the following data:

Sell Tickets Off 48
Add Tickets
Waiting Room On = b4 Live Attendee Experience
Attendees can enter the waiting room up to 15 minutes early i 5
frenconstS g mem e i Customize the look and foel of how attendees view the webinar (webcast made only)
Live Webinar Settings Audience Engagement @
Live Experience -3
P E;;m ) A
Show Attendee List Enable Q&A L ]
Enable Chat Panel Show 0&A Upvote
Public Chat Q&A: Auto-publish
Polls [ ] Who can delete chats and Q&A | Presenter and Admin ~

Customizations a"ow us to Choose Handouts ®  Reopenclaimed Q8A after | Neve %
how we want to engage with e

participants, how we want to field i
and respond to questions and more. >> -
Auto Minimize Chat Enable Emoji in Chat
Always lock cameras to bottom row Camera window initial size when sharing Minimum  «

Show Q&A panel for presenters L

Show Full Screen lcon in Stream Show Volume lcon in Stream
Chat Rooms Off

hat Rooms

Pre-load Content

les & videos » Polls » Handouts »

Wehinal Automation Off @

www.RIHousing.com
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Virtual Event Platform

Webinar Capacity

binar is almost at maximum
pgrade to webinars events with
e

<< Rich with data and analytics, the
platform we utilize allows us to
see how registrants are hearing
about the Homebuyer Education

‘oL
o E

classes, the total number

389 registered pacity: 500 .
e PR registered for each class, as well
—— as the percent of registrants that
]
imitaton Oponfe 001005 attend the classes.
Invitation Click Rate 0/0(0.0%)
0/0 (0.0%) SION UP RATE SHOW UP RATE
21/797 (2.6%)
389
Registered Attendees 0 /389(0.0%)
Guest A o}
Automation Timeline Chat
Total Attendees Q
Webinar Automation
: ; _ 1 Automated Workflow
Registration Webinar Recording Download Report:  XLS PDF  Transcript
Webinar Page Traffic & Registration Automation Off

Ta

Webinar Room Opens for Attendees
PAGE VIEWS REGISTERED
!
2 g  Webinarstarime

Start Webinar

w
irst step in the homebuying process is looking for a ..

|

‘e
Send Poll: Lenders require a 20% down payment

|

Se
s cheaper to rent than own

|

o]

E Send Poll: Your credit score needs to ba perfect

We are able to fully automate the live classes, SR ———
scheduling when the classes start, when polls " Bl i iy shore 2
are launched, when they end, and the exit URL o
(which directs attendees to the ‘Buyers’section e
of our website at the completion of each class). >>

www.RIHousing.com
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Participants receive instruction on how to submit
q ueStionS and a re given information On Ou r Ask questions throughout the class with the Q&A tab on your Are you still paying attention?

. right. (“Chat” button at lower right corner for mobile) Pop ups will show throughout the class to gauge
engagement monitor. A )

that you're here.

Welcome to RIHousing’s Virtual Homebuyer Education!

As homebuyers utilizing a RIHousing-funded -
mortgage are required to complete our —
Homebuyer Education course, we want to ensure 1
they attend and are engaged throughout the o -k
class.

Expanded Course Content:
Mortgage Process

While our Homebuyer Education classes

Pre-Approval Letter Offer Accepted! Application Process t ra d iti O n a I |y offe red i n fo r m at i o n o n
budgeting and credit, we have greatly
ensures Program Guidaines  Underwntes o e expanded the information for our virtual

are satisfied

class.

‘Clear to Close’ issued Establish Closing Date Closing Day

Many virtual class participants were asking
questions about how to find a realtor or
loan officer, which helped us realize that
we had assumed more homebuyers had
this level of understanding. Additionally,
numerous participants had very basic
questions about credit, credit reports and
budgeting. This insight resulted in us
expanding class materials to include
a deeper dive into credit scores and
reporting, budgeting, managing debt and
@} @ - ” how to build your homebuying team.

Strategies: Ladder Method

Creating your Team

Buying a home works best when you have a great team!

100% Financing

Important Things to Remember!

$250,000 $5,000
Purchase Price Seller Concession
Ask
Createa , Ques:\'ons‘
@ SUBMITTING OFFER + LOAN PROCESS © arcosing Budget Reserves! !
$1,000 $240,000
’Eauznest Money Deposit St First Mortgage 100% Do Not Change

when submitting

Jobs During

FINANCED

VERIFIED IN THE

BANK AT TIME $10,000 THROUGH Mortgage Process

$600 OF APPLICATION Second Mortgage RIHOUSING

Home Inspection ’

(Paid to Home Inspector) $6,700 Don't open new (Sustainability)

credit during loan
process

Closing Cost + Prepaids
$500

Appraisal +$5,000 Seller Concession
(sidtoLender) +$1,000 Refund of Earnest Money Deposit
$700 Funds you are required to bring to closing

www.RIHousing.com

/-h




RIHousing
Ip Homeownership: Empowering New Buyers
OUSI ng Homebuyer Education in a COVID World
Handouts:

Attendees can view, download and save all course handouts.

Homebuyer_Education_Booklet_2020.pdf
) ) ) e housing
Allow registrants to download the handout on webinar landing page. rihousing e i
B Auto-share with attendees when the webinar begins RiHousing Loan Center smporEntihingstoRememberl
The Road Home [pyisssscaiuion Financing Your First Home: Homebuyer Education Program

NoLarge Cash Deposits

Create s Budget

Make sure you can aford your monthly
Mortgage Payment (Sustainabilty)

Added by RIHousing Communications | Id: 8¢52f512cb3e | Mon Feb 1 at 3:31 PM EST | Edit

Shred credit card offers received ater closing

Dorvtopen new credit duringoan proces

ﬂ Secondary_Financing_-_10kDPA.pdf
Allow registrants to download the handout on webinar landing page.

D0 Not Change jobs During Mortgage Process

required documents:
pay stubs,tax return, bank statements.

W Auto-share with attendees when the webinar begins

Added by RIHousing Communications | Id: 132f79¢322e9 | Mon Feb 1 at 3:31 PM EST | Edit

Riousing.con | G

ﬂ Road_Home_RIHousing_Loan_Center_Mortgage_Process_2020.pdf
Allow registrants to download the handout on webinar landing page.
W Auto-share with attendees when the webinar begins

Welcome Home! |

Added by RIHousing Communications | Id: ce7b830061d1 | Mon Feb 1 at 3:31 PM EST | Edit

ﬂ Important_Things_to_Remember_2020.pdf
Allow registrants to download the handout on webinar landing page.
W Auto-share with attendees when the webinar begins

Added by RIHousing Communications | Id: 505f1a71af7a | Mon Feb 1 at 3:31 PM EST | Edit

Polling:

Polling provides us with insight into what attendees know and don’t know. The polls keep
attendees engaged and provide us with consumer insight.

Poll Results

DOWNLOAD

The first step in the homebuying process is looking for a house.

A) True ] 9 (6%)

B) False 143 (94%)

Lenders require a 20% down payment. 3. 1It's cheaper to rent than own
A) True - 43 (29%)

B) False 107 (71%) ® True

False
It's cheaper to rent than own.

A) True = 23 (15%)

B) False 128 (85%)

Your credit score needs to be perfect.

A) True ] 9 (6%)
B) False 141 (94%)

Fall and winter are bad times to buy a home.

A) True = 13 (9%)
B) False 126 (91%)

www.RIHousing.com
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Questions received from class participants are
archived as a resource for our team to get deeper
insight into what first-time homebuyers need. Staff
are able to review these questions and use them to
create other resources and information for potential
buyers: website updates, social media posts, future
homebuyer education topics, and more. In the 7
classes we've held, we are receiving an average of
75-200 questions and comments from participants
per class! Needless to say, our in-person classes had
many less questions from participants, who may
have felt hesitant to ask questions in front of others.

Outreach/Marketing

Homeownership: Empowering New Buyers
Homebuyer Education in a COVID World

Q&A ez v

New

Answered Published  Archive

Wy credt score B 100 oy 1o 2 elizibée for your crograms. What cen | do to ge2 my scone
higher?
H mry moome s arsund 43500 s1gel Ko | gusity fos tus crogram?

Hovw long does & lles for negalnme temes 1o o= remove from you credi repor

How many tmes. will My crede: Score be Doked Mio Qurnp e homebwytg process? and does
that hurt my crecr?
S In g&f 8 ban with R Bouaing 40 | ssad # §20 acer or 707

v 0 ¥oU gt ine mgznss rencoed

H I hene 8 dspuee i3 progress. somelime on e repord fhat s nod mine. well Tat affect oe

Do you apply 1or @ specific ban, o wil the mortgage snderariss 1l you after your applizabion
mbcut which kans wou quakty far?

Lan we chose bo ged erer & FHA or Coovenionai ban® Somy & I'm askng foo sary.

H you had to miss work for a sterl period of bme due fo Covd could thal eHect your kan
Gensraly, 1= & harder io gl aporovedif you sre osl fempimeed?

Are thers ncome imis for anwal o Tese assstance programs*

far ihe TOLPA - t says no nileres], 5o atier the 20 years penod, the balkeon” does thal ncude
mieresi or s kst the 10k barrowed?

All of our forward-facing Homebuyer Education materials are consistently branded and offer
up our Homeownership Team as a trusted resource for buyers.

A series of confirmation, reminder and follow-up emails are all automated within the online

event platform:

« Confirmation email
Homebuyer
Education

« Email 24 hours prior to the class

« Email 2 hour prior to the class:
great last-minute reminder for
people’s busy schedules

Thank you for registering for RIHousing’s virtual Homebuyer Education

Virtual Homebuyer Education Class - 5/4/2021

Tuesday, May 4, 2021 - 06:00:00 PM - Eastern Time (US & Canada)

ADD TO CALENDAR

Post event emails:

- Even people who register but
do not attend the class receive
a follow up email; another point
of contact for us and a potential
customer

You're taking the first step to buying a

Our Homebuyer Education class is pre
and outs of buying a home. You'lllearn|
mortgage products, the Steps to Home|
successful homeowner!

Here are a few things you should kn|

« RIHousing customers who are fir
Education class prior to closing.

« Participants will receive a Certifics
class.

« The class is approximately 2 1/2
order to receive their Certificate of

Thanks for attending!

Congrats for Completing Homebuyer Education: Now What?
Thank you for attending RIHousing’s virtual Homebuyer Education class! You've taking the first step to buying a
home and we look forward to working with you to invest in your future and achieve the dream of homeownership!
You've taken the class, what's next?

Please take a few minutes to complete a brief Participant Questionnai

re in order to receive your Certificate of
Completion. Once completed, you'll receive a Certificate of Completion via email. You will need to share with
your chosen lender (RIHousing Loan Center or one of our 30+ Participating Lenders).

Now that you know the ins and outs of buying your first home, it's time to get you pre-approved. Getting pre-
approved makes you a more attractive buyer and gives you greater negotiation power. You can get pre-approved
today with the RIHousing Loan Center or one of our Participating Lenders.

Be sure to have the following

available for the process:

1. Last 2 Paystubs.

2. Recent Bank Statements

3. Last two years' W-2 forms

It's also a great time to check your financial status. Start by understanding and reviewing your full credit
report by requesting a free report at it om. Check for di ies or incorrect inf and
verify that all of the accounts listed on the report are yours. AS a reminder, RHousing’s minimum credit score is
620. Looking for ways to improve your credit score? Visit Experian.com for helpful some tips.

We know we covered a lot of information on the class, so we've included some QuickLinks to important
information and Homebuyer Resources to keep you on track.

When you're ready to make that next step, we're here to help!

www.RIHousing.com
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A series of Follow-up emails ensure RIHousing stays top-of-mind for consumers as they move
throughout their homebuying journey. Certificates of Completion are automatically generated
once participants respond to our online questionnaire. The personalized email, which
congratulates them on completing the class, includes their Certificate of Completion to share
with their mortgage lender. Only those participants who are actively engaged throughout
the entire class receive a Certificate.

'FEJsmg

housing

Homebuyer
Education

S Invest. Build. Believe.
Thanks for completing our Homebuyer Education class! We hope you found the Homebuyel’ Education

course to be informative and engaging and that you feel confident to take the next

step toward purchasing your first home! Certificate Of Com p|eti0n

First Name Last Name

Below is the Certificate of Completion you will need to share with your chosen
lender (the RIHousing Loan Center or one of our 30+ Participating Lenders). Has SUCCeSSfU”y Completed our First—Time Homebuyer

Save this email and print out the Certificate to share with your lender.

Education class:

If you are not already working with a participating lender, feel free to reach out to X o :
Robert Rocchio, Mortgage Originator, RIHousing Loan Center, to start the pre- Flnanc'“g Your FlrSt Home

approval process.

Robert Rocchio ; =
401-450-1304

trocchio@rihousing.com Housing Counselor’s Signature Date Date

Thanks again for allowing us to help you with your first step toward homeownership!
This certificate satisfies the RIHousing homebuyer education requirement; the complet]

Be sure to visit our website for information on homebuying products and services.

may not satisfy the h b jon requil for other lenders or agencies p) Take our survey to receive your

payment and/or closing cost assistance. Homebuyer Education Certificate
---The RIHousing Homeownership Team of Completion!

Take the survey

'Hajsmg

Homebuyer
Education

Are you ready?
You've taken the first step with Homebuyer

Education, are you ready for the next?

Buying a home is a big decision. That's why RIHousing offers our Homebuyer

& Contact enrollment trigger V4 Education class, as well as other resources and information on our website for first-

time homebuyers. We're happy you decided to get educated about the homebuying
process and become an informed homebuyer. We want you to know that when you
Are you already working with a lender? are ready, we are here with you every step of the way.

isany of No

If you haven't done so, consider getting pre-approved for a loan. Reach out today.

and | can help you take that next step.

7

-
I've included some helpful links below to programs and resources that will help you
X 1. Delay fora setamountof time  Actions ~ along your path to homeownership
29 days If you're ready to become a homeowner, let's discuss.
143 contacts in this action

Best,

Gabriela Godoy
Mortgage Originator | Fala Portugués / Hablo Espaiiol
401-450-1303

ggodoy@rihousing.com

2. Send email Actions ~

RIH Loan Officers HBE followup email - Auto-
mated '
6.7% click rate

www.RIHousing.com
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24/7 On-Demand Financial Literacy
Education

Homebuyer Education participants are also offered

'I:Rlsmg

Homebuyer
Education

Thank you for participating in our virtual Homebuyer Education class!
We hope you found the class to be informative and useful as you consider and plan

the opportunity to participate in free, online Financial

Literacy courses.

We are excited to share with you a brand new opportunity for homebuyers:

Class attendees receive a follow-up email inviting them Online

to access our On-Demand Financial Education

1 1 1 B
Welcome to the Financial
Education Center!

Welcome! Thank you for visiting RiHousing’s online financial education. If you're
here, it's because we've identified you've fallen behind on one or more mortgage
payments and we want to provide some tools to get you back on track.

We know that owning a home is typically the largest financial investment one
makes, and during difficutt times homeowners may struggle to make their
payments. This can have serious consequences and sometimes lead to
homeowners losing their homes.

RiHousing has invested in online financial literacy to assist borrowers who have
fallen behind on their mortgage payments. These resources are available to help
you make the best possible decisions today and in the future to ensure you are
able to stay in your home.

Select a Playlist

Financial Basics

Financial Impact of Banking E
and Credit Cards

i Banking

Financial Basics

INPROGRESS (6)  COMPLETED (0)

Creating a Budget
Smin

Learn strategies, ips, and tools 1o stick to your budget and achieve your financi

Healthy Financial Habits

@ Learn more about how you can develop healhy financial habits needed forfinancialwel smin Stat
being

Debt Management
L & ORI 0t o 6t kS I8 e, Lo e 5 e Y B POl
e

Smin Start >

= Credit Scores and Reports ) ——

Financial

Education

So many of our class participants ask questions about how to create a household
budget, save for homeownership, and manage and pay off debt. So, we are pleased
to be able to offer you additional resources that can help you manage your finances
now and plan for the future.

RIHousing's free online Financial Education provides short, easy to digest
information on topics to help you get your finances in order and plan for
homeownership.

Get started today:

Healthy Financial Habits Credit Scores and Reports

Creating a Budget Building Emergency Savings

You can access the online portal 24/7 and move through the different topics at your
own pace. You will need to register (provide your email address and create a

password) to access the educational offerings.

Our online Financial Education is typically offered only to RIHousing mortgage

But we ize that homebuyers can greatly benefit from having this
information prior to purchasing a home. So, we are opening this up to our
Homebuyer Education participants and we hope you will consider taking advantage

of these additional offerings.

RiHousing is committed to helping you make the best choices now and in the

future!

What's breaking my budget?

Those small amounts you spend day-to-day can break your budget.

Use the calculator to see how small amounts can add up during @ month and in a year. Calculators are for educational purposes only.

For each, select how many times a week you spend money on the following. (Week = 7
Days)

w Coffee

= $415

Tolis
& s

gy Fstiood

$6.75

ATM fees

n $3.00

How do credit scores impact lives?

Take a look at the example below to see how different credit scores may impact the overall price of buying a used car.

In this example, each person is buying a $6,000 used car with a $500 down payment and the loan term is five years.

Lucy Tony Joe

Lucy

Lucy has an excellent credit score, 5o she was able to get the lowest available interest rate on a 5-year loan

Amount of down payment

$500

www.RIHousing.com
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