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Disclaimer

Opinions, estimates, forecasts, and other views contained in this document are those of Freddie Mac's
economists and other researchers, do not necessarily represent the views of Freddie Mac or its management,
and are for informational purposes only. Information and content should not be construed as indicating Freddie
Mac's business prospects or expected results. Although the authors attempt to provide reliable and useful
information, they do not guarantee that the information or other content in this document is accurate, current or
suitable for any particular purpose. Freddie Mac complies with all applicable federal, State and local laws,
ordinances, regulations, orders and regulator guidance, including without limitation and as amended, the Equal
Credit Opportunity Act, the Fair Housing Act, and the Federal Housing Enterprises Financial Safety and
Soundness Act of 1992 (“Applicable Laws™). Users agree to comply with all Applicable Laws, consistent with
Freddie Mac Single Family Seller/Service Guide, § 1301.2, incorporated here by reference. The information
and content shall not be used in any manner to discriminate in any way on any prohibited basis. The content
shall not be used for any impermissible or unlawful purpose, such as discrimination in any way on a prohibited
basis and shall only be used in full compliance with Applicable Laws.

©2023 by Freddie Mac.
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Kimberley Carr, M.B.A.
Single-Family, Affordable Lending Manager
Mission & Community Engagement

Kimberley manages housing relationships on behalf of Freddie Mac, to facilitate sustainable lending
opportunities and access to credit for low-to-moderate income buyers and underserved markets, as well as
educating industry professionals on affordable lending. Prior to joining Freddie Mac in 2009, Kimberley
worked at Bank of America and Litton Loan Servicing, a Goldman Sachs company. Kimberley holds a
Bachelor’'s from the University of Texas at Austin and an M.B.A., from the University of Phoenix.
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Making Home Possible for 53 Years

Leading the Future of Home

Freddie Mac Mission:
To promote liquidity, stability, and affordability in
housing — nationwide, in all economic conditions

ALLFORHOME

Leadership based on expertise, outreach, and

Resources, enabling the housing ecosystem to
support homeownership through 4 pillars:

* Chartered by Congress in 1970

 Operates in the Secondary Mortgage Market | | Mortgage Business
Insights Education :
Products Solutions

« 3 Main Business Lines: L, P
— Single-Family (1- to 4-unit for-sale properties) h B 1] | %
— Multifamily (5+-unit for-rent properties) = . .

— Capital Markets

FreddieMac ALLFORHOME 5

Single-Family



https://sf.freddiemac.com/working-with-us/affordable-lending/all-for-home
https://www.freddiemac.com/

Freddie Mac’s Eguitable Housing Plan

Our Equitable Housing Finance Plan brings our best thinking forward to advance ' ) F?ddM
equitable and sustainable housing. Our plan has a multi-year strategy to create
opportunities for minority communities to secure homeownership or achieve

renting goals in 5 core areas:

Increase Opportunities for Renters

@ Address the Homeownership Gap

*

T Finance the Creation & Preservation of Affordable Housing
'

<) Eliminate Disparities Among Members
C“&ﬁ of Black & Latino Communities

Address Systemic Underinvestment in
Formerly Redlined Areas

Fr?ddie Mac

Single-Family

Black Wealt
Toolkit

Loan Collateral Advisor®
Feedback Message Updates:

Subjective Language Potential Objective Approach

“Within walking distance of” Cite Actual Distance

“Within an easy drive” Cite Actual Distance

Provide mean market data on

‘Desirable” neighborhood : :
selling prices/days

ALLFORHOME &


https://sf.freddiemac.com/working-with-us/equitable-housing
https://www.freddiemac.com/about/pdf/2023-Freddie-Mac-Equitable-Housing-Finance-Plan.pdf?_gl=1*1xbqs77*_gcl_aw*R0NMLjE2ODMwNjkxODguRUFJYUlRb2JDaE1JOU1lY3AtSFhfZ0lWc1lsYkNoMEc4Z21BRUFBWUFTQUFFZ0lVQ1BEX0J3RQ..*_gcl_dc*R0NMLjE2ODI5NjQxMjguRUFJYUlRb2JDaE1Jc3NlYjlkblVfZ0lWNGNmakJ4M3Bnd1g3RUFBWUFTQUFFZ0w3X2ZEX0J3RQ..*_gcl_au*ODMwOTQ4MTkxLjE2ODU0Nzg2NjM.*_ga*MTgyNzcyODkxNy4xNjY0OTczODA1*_ga_W1VD6NP75S*MTY4NjY4Mzc4OS4zNzIuMS4xNjg2NjgzODA1LjAuMC4w
https://sf.freddiemac.com/working-with-us/affordable-lending/black-wealth-toolkit
https://sf.freddiemac.com/articles/news/loan-collateral-advisor-starting-june-29-new-messages-alert-users-certain
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Mortgage rates slide downward,
Housing Confidence remains the same

Primary Mortgage Market Survey® Housing Confidence

30-Yr ERM Confidence in the Housing Market

6.69%

(% Extremely or Somewhat Confident)

15-Yr FRM

6.1%

Confidence =ewAverage

*U.S. Weekly averages as of June 15, 2023

ngdie Mac Source: https://www.freddiemac.com/pmms AL L FO R H o ME 8
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https://www.freddiemac.com/research/consumer-research/20230621-housing-sentiment-2Q23
https://www.freddiemac.com/pmms
https://www.freddiemac.com/pmms
https://www.freddiemac.com/research/consumer-research/20230621-housing-sentiment-2Q23

Rising home prices-help build
equity for existing-homeowners

Year over Year Growth as of December 2022
United States: 4.1%

Value of Housing Stock

$24.1T
(4/06)

Home Equity
$29.5 Trillion

2 10% > ~ $12.3 Trillion

7% to 9%

4% to 6%

<4% 0
1990 1992 1994 1996 1998 2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022

Single-family Mortgage Debt Outstanding

. Note:Value of U.S. housing stock includes homes with and without underlying mortgages. U.S. home equity is the difference between the
HI value of the U.S. housing stock and the amount of U.S. single-family mortgage debt outstanding.

f 4%

NOTE: The Freddie Mac House Price Index for the U.S. is a value-weighted average of the state indexes where the value weights are based on Freddie Mac’s single-family credit guarantee portfolio. Other indices of home prices may have different results, as they are determined
using different pools of mortgage loans and calculated under different conventions. Freddie Mac House Price Index is a seasonally adjusted monthly series.Percent changes were rounded to nearest whole percentage point.

FreddieMac ALLFORHOME o

. , Source: Federal Reserve Board’s Financial Accounts of the United States
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Home Sales & Starts

decline on rising rates

Home Sales (Existing + New) Housing Starts (millions)
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AT
Fl’eddle MaC Source: Freddie Mac & Mortgage Bankers Association ALL FO R HOM E 10
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The velocity of home sales remain high,
pushing and-keeping prices up

06 Sold Within 3 Days % Sold Above Listing Price

20% 60%

50%

15%

40%

10% 30%

20%
5%

10%

0%

0%

Flgddie MaC Source: Freddie Mac ALL FOR HOME 11
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Inventory remains historically low,

but slowly increasing

National Housing Under-Supply. Our; Outieoek

General economy, rates, inflation -While the labor market
u For-Rent Inventory (Millions) Is gradually moderating, consumers will continue to spend,
= For-Sale Inventory (Millions) and the economy will continue to expand, although at a
reduced pace.

1.

[&)]

1.

o

0.

Home Sales- we expect existing home sales to remain low
o |||I|| II |||| through the rest of 2023. However, new home sales are
T I ‘ ‘““ll“ | ‘ ) expected to pick up through the rest of the year.

Home Prices- We expect tight inventory will push sales

[&)]

-0.5

o - -1.9 volume down, and we expect it to keep home prices up.
e Mortgage Originations- Due to lower home sales,
purchase origination volumes are expected to remain
20 muted this year, while high mortgage rates keep refinance
2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022 activity |0W.

X
F'gddie Mac Source: Freddie Mac calculations using US Census Bureau data. Negative values reflect undersupply. ALL FOR HOM E 12

. . The under/oversupply of vacant housing was estimated based on the average vacancy rate from 2000 Q1 to 2020 Q2.
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Employment & Income

Unemployment Hourly Wage
0)
Rate (3.4%) Growth (=5%Y0QY)

16%

14%
5.0

12%

10% 40

8% 3.0

6%
2.0

4%

2% H

0% 0.0

2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023F

Flgddie MaC Sources in Notes ALL FOR HOME 14
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Defining “Mortgage Ready”

“Mortgage Ready”
(all of the following)

= Credit Score = 661

DTI <25

No foreclosures in 84 months

No bankruptcies in 84 months

No severe delinquencies in 12 mos.

“Near Mortgage Ready”
(all of the following)

= Credit Score = 600 and < 661
DTl <25 _ “Not Currently Mortgage Ready”
No foreclosures in 84 months (any of the following)

No bankruptcies in 84 months

No severe delinquencies in 12 mos

= Credit Score < 600

DTI > 25

Foreclosures in 84 months
Bankruptcies in 84 months
Severe delinquencies in 12 mos

Fredsdlle II\!IaIC Note: Mortgage readiness — Based on research criteria not actual underwriting. ALL FOR HOM E
ingle-Family



Who is “Mortgage Ready”?

(45 & under)

Overall'Population Gen Z \.(oung.er ©lder Millennials Gen X
Millennials

NOT Mortgage Ready 32.9(M) 31% 51 31% 9.9 33% 13.3 30% 4.6 28%
NEAR Mortgage Ready 12.2 11% 2.4 15% 3.7 12% 4.6 10% 1.5 9%
MORTGAGE-READY 39.2 37% 8.6 52% 12.2 41% 13.8 31% 4.5 28%
Mortgage OWNER 22.7 21% 3 2% 3.9 13% 12.7 29% 5.8 35%
_ Overall Population Nonvcrftp;anlc Black Americans Latino/Hispanic AAPI
NOT Mortgage Ready 32.9(M) 31% 15.2 26% 53% 36% 13%
NEAR Mortgage Ready 12.2 11% 6.1 10% 1.9 13% £ 14% A 8%
MORTGAGE-READY 39.2 37% 22.1 37% 3.4 23% 8.2 35% 4.8 59%
Mortgage OWNER 22.7 21% 16.0 27% 1.6 11% 3.3 14% 1.6 20%

J
Flgddie MaC Source: Freddie Mac calculations using anonymized credit bureau data with individuals aged 45 and younger for Feb 2022. ALL FOR HOM E 16

See additional source note in Notes section
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Millennial homebuyer rate is below

older generations, but.increasing

Millennial Homeownership Rate Homeownership Rate when aged 26-41

51%

Millennial

Gen X
37 %
36% 36% 36%

Baby Boomer

2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

A .
Fl’eddle MaC Source: : U.S. Census-Current Population Survey (CPS) 2020 ALL FOR HOME 17
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Millennials-Saturate Purchase Market

Purchase Mortgages IssueditoMillennial Buyers

6 1n 10 First-time Home Buyers are Millennials

Acquired by Freddie Mac

13205 14.7%

2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020

67%
. 649 65% 66% 64%
590 017 60%
56%
51%

40%

28%
25%

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

FreddieMac

Source: Freddie Mac

ALLFORHOME 18
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Down payment Is the top homeownership

barrier for renters ages 25-45

2020 FTHB Millennial

6 7% of renters (ages 25-45) perceive down payment Down Payment % Distribution

as the biggest barrier to homeownership

15%

Familiarity with: 220
= Down payment assistance programs  3(0% :
= Different type of mortgage products 339 @

" 0-5% =6-10% =11-20% = 20+%

70/ 2021 Median Down Payment
O First-Time Home Buyers

42 Believe they are required to put a 20%
O down payment on a home, or were unsure

”~
Fl’eddle MaC American Housing Survey (AHS) 2019, Freddie Mac, National Association of Realtors ALL FOR HOM E 19
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Time Needed to Save Down Payments
for “Mortgage Ready”

"Time to Save" (year) Monthly Net Median House
Race / Ethnicity 20% down 5% down 3% down Income Price (SFH)
Non-hispanic Whites 18.8 4.7 2.8 $4,141 $344,423
Black Americans 20.4 5.1 3.1 $3,503 $310,579
Hispanic 27.8 7.0 4.2 $3,528 S428,744
Asian 27.0 6.8 4.1 $4,233 $537,329

"Time to Save" (year) Monthly Net Median House
Race / Ethnicity 20% down 5% down 3% down Income Price (SFH)
80% AMI and less 27.1 6.8 4.1 $3,373 $395,947
80-100% AMI 14.2 3.5 2.1 $5,389 $341,600
100-120% AMI 11.1 2.8 1.7 $6,249 $308,565
above 120% AMI 7.9 2.0 1.2 $9,954 $348,861

”\
Freddie MaC Sources in Notes

Single-Family



Total Population Share of
Student Loan Debt

100.0%
90.0%
80.0%
70.0%
60.0%
50.0%
40.0%
30.0%

20.0%

10.0%

®m 1 or More Loans 0.0%

m No Loans

Total Population Share of Student Loan Debt

89.5% 87.9%
79.5%
76.1%
16.5% 14.8%

8.7%
6.5% 1.5% 5.7% ’

4.0% ’ 3.4%

L™ L] ] -

GenZ Younger Millennials Older Millennials Gen X

® No Student Loans m Upto S10K  m Over $10K

96.6%

1.4% 1.9%
e N

Senior

Source: Freddie Mac calculations using anonymized credit bureau data for Jan 2021. As of 2021, Gen Z is age of 18-23 years , Millennials are 23-40 years old. Older millennials are 31-40 years old. Younger millennials are 24-31 years
old. Gen X is 41-59 years old Senior is 59+ years old. Note that we only focus on people under 45 years old.

PNC D.C. Roadsriow



Population & Ages

Population and Age United States

Population Estimate 324,698K 11,655K
20 to 24 years 6.8% 6.6%
2510 34 years 13.9% /% Roughly 8,741,000
35 to 44 years 12.6% 11.9% Millennials
Shareof  45t054years 13.0% 13.0%
Population 25to 39 6.7% 7.1%
e 0 39 years - .
Group 60 to 64 years 6.2% 6.7%
65 to 74 years 9.1% 9.6%
75 to Bd years 4.6% 4.9%
85 years and over 1.9% 2.2%

FreddieMac ALLFORHOME 22
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Who is “Mortgage Ready”?
(45 & under)

Overall'Population Gen Z voungsr ©lder Millennials Gen X
Millennials

NOT Mortgage Ready 32.9(M) 31% 31% 33% 13.3 30% 28%
NEAR Mortgage Ready 12.2 11% 2.4 15% 3.7 12% 4.6 10% 1.5 9%
MORTGAGE-READY 39.2 37% 8.6 52% 12.2 41% 13.8 31% 4.5 28%
Mortgage OWNER 22.7 21% 3 2% 3.9 13% 12.7 29% 5.8 35%
_ Overall Population Nonvcrftp;anlc Black Americans Latino/Hispanic AAPI
NOT Mortgage Ready 32.9(M) 31% 15.2 26% 53% 36% 13%
NEAR Mortgage Ready 12.2 11% 6.1 10% 1.9 13% £ 14% A 8%
MORTGAGE-READY 39.2 37% 22.1 37% 3.4 8.2 35% 4.8 59%
Mortgage OWNER 22.7 21% 16.0 27% 1.6 ] 5.5 14% 1.6 20%

J
Flgddie MaC Source: Freddie Mac calculations using anonymized credit bureau data with individuals aged 45 and younger for Feb 2022. ALL FOR HOM E 2z

See additional source note in Notes section
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Raclal Homeownership Gap

Increases with Income

Factors Explaining White-Black 45%
Gap in Transition Rate
(Percent Contribution)
Racial homeownership gap remains
significant for Middle-Income Americans
11% 9% 11%
- 6% 3%
19.1% for Black Americans 2% °
18.8% for Latino Americans
17.9% for AAPI Americans
*Middle Income > 80% AMI and <140% AMI -21%
Individual Household Income growth  Education  Credit profiles Severe Mortgage Geography
demographics composition derogatory Inquiry

Differences in credit attributes contribute the most in
explaining the racial gap in transition rates.

Flgddie MaC Source: American Community Survey, 2019 ALL FOR HOME 24

Si : https://sf.freddiemac.com/articles/insights/better-understanding-of-credit-can-help-close-racial-homeownership-gaps
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Homeownership Variations

- 5 80%
% 4.0 FOR%
35 . 605%
3.0 - 56% £
IN 2021
. 408 )
2.0
4 O
1.5
05 109
- l - OF LATINO ABULTS
Chinese Asian Indian Filipino Vietnamese Korean Japanese Mative - AG E D 4 5 A N D U N D E R
Hawaiian
. Population Homeownership Rate W E R E M O RTG AG E R E A DY
AANHPI encompasses a wide range of ethnicities, nationalities and identities AMONG NON-MORTGAGE HOLDERS
from Asian Pacific countries of origin including Asian Americans, Native
Hawaiians & Pacific Islanders SOURCE: FREDDIE MAC

Varying rate of homeownership rate within AANHPI groups

Source: IPUMS ACS 2015-2019 5-year estimates. Only the top 7 AAPI sub-groups based on Census population are plotted.

‘o T
Fredd|e MaC Source: Freddie Mac calculations using anonymized credit bureau data with individuals aged 45 and younger. ALL FOR HOM E 25

Single-Family Source: NAHREP 2020 State of Hispanic Homeownership Report — National Association of Home Builders



Time to Save.-for “Mortgage Ready”

"Time to Save" (year) Monthly Net Median House
Race / Ethnicity 20% down 5% down 3% down Income Price (SFH)
Non-hispanic Whites 18.8 4.7 2.8 $4,141 $344,423
Black Americans 20.4 5.1 GO $3,503 $310,579
Hispanic 27.8 7.0 4.2 $3,528 S428,744
Asian 27.0 6.8 4.1 $4,233 $537,329

"Time to Save" (year) Monthly Net Median House
Race / Ethnicity 20% down 5% down 3% down Income Price (SFH)
80% AMI and less 27.1 6.8 $3,373 $395,947
80-100% AMI 14.2 3.5 2.1 $5,389 $341,600
100-120% AMI 11.1 2.8 1.7 $6,249 $308,565
above 120% AMI 7.9 2.0 1.2 $9,954 $348,861

”~
FreddieMac Sources in Notes
Single-Family




What are the debt levels for the

“Mortgage Ready™?

Percentage of "Mortgage Ready" Population with
Positive Unpaid Balance by Race/Ethnicity
= 32.0%
Non-Hispanic White 4.0% 23.8%
' | 65.6%
30.7%
Black American 27.4%
| 61.9%
31.4%
Hispanic 4.6%
: L 66.1%
19.1%
AAPI
| 65.5%
0.0% 10.0% 20.0% 30.0% 40.0% 50.0% 60.0% 70.0%
M Auto (Loan orlLease) M Student Loan  H Other Installments 2 Revolving Trades

AT
FreddieMac
Single-Family

for Feb 2022. Median values are used when debt exists. Revolving trades are as minimum payments.

Source: Freddie Mac calculations using anonymized credit bureau data with “mortgage ready” individuals aged 45 and younger

2 (.4% of “Mortgage Ready”
Black Americans (23%) carry
student loan debt

The share “Mortgage Ready”
individuals with auto loan debt
exceeds the share of “Mortgage
Ready” with student loans

ALLFORHOME 27



What are the debt amounts and

payments for the “Mortgage Ready’?

Unpaid Balance by Race/Ethnicity Detailed Monthly Payments by Race/Ethnicity
$10,753 I
N . 20,001
Non-hispanic Whites $5,088 520, Non-hispanic Whites 5163 $240
B 1,251 BN s62
$23,107 F $393
Black Americans $3.356 Student Black Americans $152 ches
B 51,344 Loans RN se4
$12,534 I :::
Hispanic Americans $3,286 515,473 Hispanic Americans 5125 $210
I $1,391
$11,936
$20,056
’ AAPI
AAPI . ' $5,935 5276
5974
S0 55,000 $10,000 515,000 $20,000 $25,000 S0 S50 $100 150 200 $250 S300 $350 S400  $450  S500
m Auto (Loan orLease)  mStudentLoan  m Other Installments  m Revolving Trades mAuto (Loanor Lease) W Student Loan Other Installments ~ m Revolving Trades

X
F'@ddie Mac Source: Freddie Mac calculations using anonymized credit bureau data with “mortgage ready” individuals aged 45 and younger ALL FOR HOM E 28

for Feb 2022. Median values are used when debt exists. Revolving trades are as minimum payments.
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Average Ohio Credit Score

Cincinnati MSA stats &

Average Credit Score

740

730

720

710

700

690

680

670

660

708

us.

705

Ohio

954K

Total number of
housing units

7.5%

Vacancy rate

2.2M

Total population

68%

Home owner-
ship rate

”~
FreddieMac
Single-Family

Source: U.S. Census

$95K

Average income

$228K

Average hous-
ing value

2.2M

Total population

25

Average travel
time to work
(mins)

12%

Percent Black or
African
American

2.8%

Percent Asian

3.9%

Percent
Hispanic (of any
race)

80%

Percent White

ALLFORHOME 29




“Not Currently Mortgage Ready”

Thin Files as an*Opportunity

. . . . 0/
Credit Concerns Percent  Count NonWHrll?tp;anlc HLS;?r?C')C/ AmBelf}(c::l;ns AANHPI gga{(j)y”r\:\c:v(e:l’:;\rif\né:‘iclj\ftofﬁg:%veith
Severe Delinquency: NO delinquencies.
Bankruptcy, Foreclosure, 12% 3,893,065 13% 10% 12% 10%
Delinquency 120-180 Roughly 14% of “Not Currently
D90/D60 in last 12 mos.  54% 17,699,440 53% 51% 60% 41% Mortgage Ready” in any
DTI>25 6% 2.006.591 2% 20 3% 11% generation have thin credit files.
Clean Thin CreditFile = 550, g 173031 239% 29% 2204 33% =R
(2 or fewer) 0 Q:
No or Low Credit Score 3% 1,127,727 4% 4% 3% 5%
100% 100% 100% 100% This is an Opportunity!

Total 100% 32,899,854

15.2M 8.5M 7.7M 1.0M v" Teach credit use as a tool
v" Bank statements
v" Credit risk alternatives

Delinquencies: 12% have a bankruptcy, foreclosure, or recent severe delinquency
and another 54% have a 60- or 90- day delinquency

”~ .
Fredd e Mac ‘ Source: Freddie Mac calculations using anonymized credit bureau data for Feb 2022. ALL FO R HOM E 30
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by Freddie Mac®

Consumer_Focused Resources on: e —— 5

* Renting

 Homebuying & Mortgage Process
« Sustaining Homeownership

» Car-buying

» Understanding Credit

« Multilingual Resources & More

[ Explore the resources: myhome.freddiemac.com ]

FreddieMac ALLFORHOME 32
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https://myhome.freddiemac.com/
https://myhome.freddiemac.com/

CreditSmart® Multilingual offers resources in Korean, Chinese
and Vietnamese through downloaded consumer guides.

CreditSmart Homebuyer U for homeownership education
available in Spanish.

*Coming in 2023: Spanish translation of the CreditSmart Essentials curriculum.

oo

0

CreditSmart®
Essentials

CreditS'mart®
Homebuyer U

CreditSmart®
Military

alo

CreditSh”lart®
Coach

CreditSmart®
Multilingual

Fr?ddie Mac

~ o
FreddieMac
W make home posible

Curso en espafiol

CreditSmart® Homebuyer U

Already have an account?

User Name

Password

CreditSmart
Asian guides

Click below to download CreditSmart r
different languages.

CreditSmart Asian - Chinese Consumet
CreditSmart Asian - Vietnamese Consu
CreditSmart Asian - Korean Consumer!

CreditSmart Asian - English Consumer

Beneficios de ser propietario de una vivienda

AUTOPLAY
I 0087119 m—— )}

Sin embarzo, hay muchas razones para
< se incluyen:

05 con mas detallelas

ventajasy los desaffos de alquilar en

|
:

ALLFORHOME 33
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https://creditsmart.freddiemac.com/
https://creditsmart.freddiemac.com/paths/multilingual/
https://creditsmart.freddiemac.com/paths/homebuyer-u/

AN N N N SR

Access to Credit with Sustainability

Low down payment — allowable LTVs to 97% and TLTVs to 105% with Affordable 80% AMI
Second® secondary financing. Requirement

Flexible sources of funds for down payment and closing costs including gifts, grants,
sweat equity or an approved public agency or nonprofit secondary financing program.

Cancellable private mortgage insurance (PMI) after reaching 20% equity.
No minimum borrower contribution from personal funds (1-unit only).
Allows for non-traditional credit.

Not limited to first-time homebuyers.

Supports manufactured housing and condos

Improved sustainability with homebuyer education that helps borrowers prepare for the
responsibilities of homeownership.

.
Freddl? Maf.: https://sf.freddiemac.com/working-with-us/affordable-lending/guide-to-home-possible-mortgage ALL FOR HOME 34
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https://sf.freddiemac.com/working-with-us/origination-underwriting/mortgage-products/home-possible

A Solution for Various Buyer Scenarios

Home Possible®

A newlywed couple is short on savings but received enough 97% LTV & 3% down payment
wedding-gift funds to complete their mortgage down payment. Closing cost from gifts

and other sources
A young family is moving to a larger home but won’t sell their _
current house until after closing on the new one. —  Ownership of another property

A freelance web designer is ready to buy a home of his own Additional non-occupying
but still needs his parents as co-borrowers. borrowers on 1-unit properties

A renter with two long-term roommates wants to make the Use of rental proceeds
jump to homeownership and will bring her boarders with her. as qualifying income

X
Freddie MaC https://sf.freddiemac.com/working-with-us/affordable-lending/guide-to-home-possible-mortgage AL L FO R H O M E 35
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https://sf.freddiemac.com/working-with-us/origination-underwriting/mortgage-products/home-possible

[ 1551 Park Run Dr, Mc Lean, VA X | Q

Area Median Income and Property Eligibility Tool

1551 Park Run Dr, Mc Lean, VA, 22102, USA

See if this property qualifies for Down Payment Assistance

County: Fairfax
FIPS Code: 51052480204
‘ 50% Area Median Income: 575,200

w 80% Area Median Income: 5120,320

Down Payment Resource
website allows you to check for
available down payment assistance

/

100% Area Median Income: $150,400
120% Area Median Income: $130,480
140% Area Median Income: £210,560
High Meeds Rural Tract: Mo

Rural tract: No

High Cost Area: Yes [

Zoom to

Provides income limits based
on property location

Provides gualifying tract
information based on
property location

”~
Fredd|e MaC https://sf.freddiemac.com/working-with-us/affordable-lending/home-possible-eligibility-map
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https://sf.freddiemac.com/working-with-us/affordable-lending/home-possible-eligibility-map
https://sf.freddiemac.com/working-with-us/affordable-lending/home-possible-eligibility-map
https://sf.freddiemac.com/working-with-us/affordable-lending/home-possible-eligibility-map
https://downpaymentresource.com/

® Benefits

SOIULERNOT;
[DEW
ey Ent:
ChicllENYES]

3% minimum
down payment

”~
FreddieMac
Single-Family

No AMI
Restriction

NG geographic or
[nNCOMEe restrictions

Homeownership
Preparedness

Educational
requirements for.
responsible
homeownership

Not Every

First Home

Looks The
Same

Single-family.
homes,
townhouses,
condos
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Real Estate Agents & their websites
are the most frequently used sources

to learn about Homebuying

Real estate websites are a common educational sources for both renters and homeowners. However, renters also
rely heavily on family while homeowners rely on realtors as an additional source of knowledge.

70% Tools Used when Learning about Homeownership
62% 61%
60% 55% 54% 54%
50% 46%
40% 36% 34%
30%
20%’ 220/0
20% 15% 15%
—_— 1
Community Based Family Government Real Estate Realtor Social Media Website Materials
Organizations Agencies Websites From Mortgage-
related Service
m Rent mOwn Providers

Q: Which of the following educational sources / tools do you have experience using when learning about the homeownership and home
purchasing process? Please select all that apply.

ngdie MaC 2021 Freddie Mac Consumer Study ALL FOR HOME
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Preferred Media.Channels

Q: Which of the following social media platformsdo you use on a regularbasis? Please select all that apply.
90%
80%

70%

60%

50%

40%

30%

20%

10% I I
1 00 & _ail

Facebook Instagram Linkedin Snapchat Tiktok Tumblr Twitter YouT ube

m Baby Boomer mGen X Millennial mGen Z

Flgddie MaC 2021 Freddie Mac Consumer Study ALL FOR HOME 40
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Real Estate Professional

Resource Center

* Industry Insights

@

« Enhanced Business Growth Strategies
and Tools

=

 Resources to Share with Clients

@;}}' « Connections to Expand Professional
Networks

« Latest News, Market Insights and Updates

[ Take atour: sf.freddiemac.com/realestatepros ]
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sf.freddiemac.com/realestatepros

How well didwyou do?

1. Does Freddie Mac originate loans?

2. What is the AMI limit difference between
Home Possible & HomeOne?

3. Most frequented sources for homebuying
Information from our survey?

4. Name at least one resource you can direct
clients to use in order to learn more about
financial and homebuying education?

FreddieMac ALLFORHOME 22
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New & Upcoming Resources

Freddie Mac Housing Solutions — ADUs and other products and property types
Duty to Serve: Plan to make financing of manufactured housing and rural housing easier for LMI families
Freddie Mac First Time Homebuyer Affordability Map

HeritageOnesM 4

Black Wealth Kit EY: S
State of Asia America - Presented by RE/MAX, LLC & Freddie Mac Blackiaslth "‘-‘\} |
eBook — Hispanic Borrowers: A Driving Force in the Housing Market Toolkit @

Millennial Playbook
Gen Z: An Optimistic Borrower of the Future
Customizable Marketing Material

STATEOF &
ASIA AMERICA

THE OFFICIAL PUBLICATION OF THE ASIAN REAL ESTATE ASSOCIATION OF AMERICA

CreditSmart®: Suite of financial and homeownership educational resources
Freddie Mac MyHome: Your guide to home - Wherever you are in your housing journey
Borrower Help Centers

FreddieMac ALLFORHOME 44
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https://sf.freddiemac.com/working-with-us/affordable-lending/housing-solutions
https://sf.freddiemac.com/working-with-us/affordable-lending/duty-to-serve/overview
https://public.tableau.com/app/profile/single.family.client.and.community.engagement/viz/FreddieMacFirstTimeHomebuyerAffordabilityMap/DISCLAIMER
https://sf.freddiemac.com/working-with-us/origination-underwriting/mortgage-products/heritageonesm-mortgage
https://sf.freddiemac.com/working-with-us/affordable-lending/black-wealth-toolkit
https://sf.freddiemac.com/docs/pdf/report/state-of-asia-america_2022-report.pdf
https://sf.freddiemac.com/news-insights/ebook-hispanic-borrowers-a-driving-force-in-the-housing-market
https://sf.freddiemac.com/resources/deconstructing-a-generation-millennials
https://sf.freddiemac.com/docs/pdf/other/gen-z-ebook.pdf
https://sf.freddiemac.com/working-with-us/affordable-lending/reaching-borrowers
https://sf.freddiemac.com/working-with-us/creditsmart/overview
https://myhome.freddiemac.com/
https://sf.freddiemac.com/articles/news/borrower-help-center
https://sf.freddiemac.com/working-with-us/affordable-lending/black-wealth-toolkit
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