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CDFls serve as a “matchmaker” between borrowers and lenders, finding the most
C suitable mortgage products to meet the specific needs of our community members.

Key Advantages

e |Lower capital requirements since you are not funding the loan

directly
e Access to a broader range of loan products
e Reduced risk exposure since loans are not held in the portfolio
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CDFls serve as a “matchmaker” between borrowers and lenders, finding the most
C suitable mortgage products to meet the specific needs of our community members.

Key Advantages

Challenges

Limited control over underwriting decisions
Dependency on partner lenders

Relationship management with multiple lenders
Mortgage loans do not count toward CDFI/Native CDFI
certifications
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CDFls serve as a “matchmaker” between borrowers and lenders, finding the most
C suitable mortgage products to meet the specific needs of our community members.

Key Advantages

Challenges

Best Practices

Carefully select lending partners who understand Native communities
(Chickasaw Community Bank, 15t Tribal Lending, FAHE)

Develop clear processes for application submission and tracking
Maintain strong communication channels with both borrowers and lenders
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Correspondent Lending C

CDFlIs originate and fund loans with the intention of selling them to lenders and
P investors.

D Key Advantages

e Greater control over underwriting decisions

B

e Potential for higher revenue through loan sales
e Ability to serve more borrowers



Correspondent Lending C

CDFlIs originate and fund loans with the intention of selling them to lenders and
P investors.

Key Advantages

Challenges

e More upfront capital

e More sophisticated operations and compliance systems,
including additional personnel for underwriting, closing, etc.
Market risk until loans are sold




Correspondent Lending C

CDFlIs originate and fund loans with the intention of selling them to lenders and
P investors.

Key Advantages

Challenges

Best Practices

e Building solid relationships with investors
e Maintain robust quality control processes, checks, and balances
e Effective pipeline management, including post-closing




Portfolio Lending

The most effective and customizable mortgage lending options are loans that are held in your portfolio.
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The most effective and customizable mortgage lending options are loans that are held in your portfolio.

D

Key Advantages

e Complete control over loan terms and underwriting
e Ability to create truly customized solutions
e Long-term relationship building with borrowers
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The most effective and customizable mortgage lending options are loans that are held in your portfolio.

D

B Key Advantages

C Challenges

e Requires the most upfront capital
e You retain all of the credit risk
e Need to maintain strong servicing capabilities



Portfolio Lending P

D The most effective and customizable mortgage lending options are loans that are held in your portfolio.

B Key Advantages

Challenges

Best Practices

e Developing clear underwriting guidelines
¢ |mplementing strong risk management protocols
e Building adequate loan loss reserves




Down Payment Assistance

With the rising cost of housing, down payment assistance is becoming
crucial for borrowers seeking a mortgage loan.




Down Payment Assistance »)

With the rising cost of housing, down payment assistance is becoming
B crucial for borrowers seeking a mortgage loan.

C Loans

e Deferred payment loans
P

e Forgivable loans
e Principal and Interest Loans



Down Payment Assistance »)

With the rising cost of housing, down payment assistance is becoming
B crucial for borrowers seeking a mortgage loan.

Loans

Grants

e |ndividual Development Accounts
e Matched Savings
e Direct Grants




Down Payment Assistance »)

With the rising cost of housing, down payment assistance is becoming
B crucial for borrowers seeking a mortgage loan.

Loans

Grants

Key Funding Sources

e Existing revolving loan funds
e TDHEs and other Tribal Organizations | State Housing Finance Agencies
e Federal Home Loan Banks | Philanthropic Partners
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Case Studies for Mortgage Lending

Aiku‘e Kalima Shaun Guthrie James Davis
Lending Director HYFC Manager Director of Mortgage Operations
Hawai‘i Community Lending Haa Yakaawu Financial JustChoice Lending — A Division

Corporation of Fahe
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Aloha kakou!




Hawalr’l
Community
Lending

501c3 Nonprofit organization

U.S Treasury certified native community development financial
institution

Subsidiary of nonprofit, Hawaiian Community Assets

Provide grants, loans and technical assistance to help local and Native
Hawaiian families in Hawaii build, buy, and save homes from
foreclosure

40 full-time staff statewide + 5 Board of Directors



Our Mission

Our Vision

To build the capacity of low- and moderate-income communities to
achieve and sustain economic self-sufficiency with a particular focus
on Native Hawaiians.

All Native Hawaiians will own a home and reconnect to ‘aina for
spirituality, food security, economic self-sufficiency, and healing of
generational trauma from the systematic separation of our people
from our ancestral lands.



HAWAI'
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Loan Programs Offered

M — »

We fund homebuyers, homebuilders, and homeowners
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GRANTS AND LOANS ORIGINATED GRANTS AND LOANS DISBURSED ‘OHANA IN HOMES

4,485 $160+ MILLION 4,572

A
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Mortgage Broker Arm - Challenges

1.Deciding to be NMLS Licensed
2.Developing a Quality Control Process
3.Selecting the right Brokers



National Mortgage Licensing System (NMLS)

Y Mortgage Brokers generally require a mortgage loan originator license

fl Complete pre-licensing training, pass exam, and register with NMLS

A Non-Profits may not be required to be licensed, but must register with
NMLS



Quality Control Process

2s  Policies and Procedures regarding loan origination process
$ Compliance with all Investor, Federal and State Laws

ﬁt Monitor and update NMLS registration



Broker Selection Process

Y Engage and Interview potential broker lending partners

M Identify the mortgage needs of your community

4 Include your loan origination team in the selection process



Native Hawaiian Access to Capital -
Challenges

Limited financing options on Hawaiian
homestead

* Loan Products

 Banks/Financial Institutions

* Experienced mortgage loan originators



HAWAI'|
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e Pre-Construction

Portfolio e Construction

e Renovation — Rehab/Home
Repair

Loan

Products RSy Yie: Mortgage
* Investor Direct Mortgage




Deferred Payment Loan (DPL) -
Challenges

1. Only available in Maui and Hawai‘i
County

2. Funding is limited

3. High Demand



HAWAI'|
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e Maui County
e 10 Awards

DPL ®$1,900,000.00

Impacts e Hawai‘i County
e 5 Awards

®$700,000.00




HAWAI'
H L COMMUNITY
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Contact
Information
Aiku‘é Kalima
Hawai‘i Community Lending

Ph: 808-865-2913
aikue(@hawaiicommunitylending.com

www.HawaiiCommunityLending.com



HYFC Loan Portfolio Strategy: Advancing

Sovereignty Through Sustainable Lending

Shaun Guthrie
Haa Yakaawu Financial Corporation
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FC Mission and Values

opportunities for Southeast Alaska communities and to Tlingit and Haida
tribal citizens wherever they reside

Vision

We envision thriving, self-sufficient tribal citizens and communities in
Southeast Alaska.

Values

HYFC is grounded in our Tlingit and Haida values:

Committed: We are committed to investing in individuals, families, and
communities.

Innovative: We bring creativity to our collaborations and partnerships.
People-oriented: We customize our products and services to meet the needs of
our people and their communities.

Trustworthy: We respect and treat our people with professionalism and
integrity in all that we do. HYFC will fulfill its mission through educational
training and technical assistance classes, providing quality loan products, and
building strong character relationships with its clientele and overall community.

Ty TH
HAA YAKAAWU Regional Housing Authority

FINANCIAL CORPORATION




HYFC SERVICES

rent types of loan programs and services to best fit the applicant

Volunteer Income Tax
Assistance

« Travel to 16 Alaskan Communities
» Prepared 900 tax returns

« Offer Virtual and In Person tax
assistance

+ Saved taxpayers $360,000 in tax
preparation expenses

Yo
HAA YAKAAWU

FINANCIAL CORPORATION
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awu Financial Corporation
2021 HYFC had 30 loans for $1,468,921 in our portfolio

MORTGAGE ACQUISITION $2,953,533 $4,721,957 $5,052,133 $8,757,675
NEW CONSTRUCTION $648,435 $3,355,180 $3,304,445 $5,169,401
RENOVATION $199,520 $431,726 $551,797 $772,132

DOWN PAYMENT

ASSISTANCE $132,042 $121,535 $86,030 $56,089
SMALL DOLLAR CREDIT
BUILDER $0 $10,000 $55,501 $137,700
TOTAL PORTFOLIO $3.933.530 8,640,398 9.049.960 $14.892.997

2 S
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FINANCIAL CORPORATION




ortfolio Strategy Overview
loans — Risks, Rewards, and Recommendations

Mission Drive Lending

Retention of Client Relationships
Local Economic Impact
Flexibility in Loan Structuring
Portfolio Performance Control

nctor for our Tribal communities. Without access to fair and
nble housing, our communities will die
%Aa&
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ortfolio Strategy Overview
loans — Risks, Rewards, and Recommendations

- Continued -

| Revenue Generation and Sustainability
B o= | nnovation and Pilot of new loan

Bl B orograms

~uture Secondary Market Readiness
Community Based Risk Tolerance

e T T i S ST
5 o e

st an investment in people — it’s an act of sovereignty and
survival.”
2y
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gative Impacts from Portfolio Lending

Liquidity Constraints
Regional Concentration Risk
Capacity Strain

Product Imbalance

= Compliance Burden

Interest Rate Exposure

helter — it’s the foundation for opportunity, stability, and
dignity.”
2. S
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: Strengths and Challenges

Strength: Mission
alignment, sustainability,

w  client trust

| = Challenge: Need for

capacity, liquidity, product

mix

2y
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Strategic Recommendations

= Build staff capacity and servicing
systems

= Develop a balanced product mix
= Explore selective secondary
market sales

= Establish capital reserve and
endowment

Conduct regular portfolio reviews
Pursue flexible funding sources

Ty §/T H\é'
HAA YAKAAWU

FINANCIAL CORPORATION Regional Housing Authority




THEORY OF CHANGE -
SUCCESS STARTS WITH ME

In 2019 we challenged ourselves to create a

homeownership program for low-income tribal
citizens.

£

This was the result of a community survey
completed in 2019. In this survey each community
demonstrated a desire for new homeownership and
THRHA's focus went from affordable housing to
affordable homeownership

In 2020, Tlingit Haida Regional Housing Authority
(THRHA) and Haa Yakaawu Financial Corporation
(HYFC) challenged itself to demonstrate and share
personal financial success with its community

members.
2 In 2020, HYFC created the Success Starts With Me
program.
> T
HAA YAKAAWU &gional- Housing Authority
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THEORY OF CHANGE -
SUCCESS STARTS WITH ME

Changing Lives Through Asset Building

No down payment or closing costs paid by the
homebuyer

Flexible approval requirements —able to
approve even if no credit score

Homeowners may provide sweat equity to
lower the price of the home

Price of home and purchase is cost of
construction expenses or appraised value

2y
Ty YTHY
HAA YAKAAWU &gional- Housing Aluthority

FINANCIAL CORPORATION




THANK YOU

Haa YaKaawu Financial Corporation
www.hyfclending.com
sguthrie@thrha.org

907-780-3105
HA@WU YTH?

R gional- Housing Authority


http://www.hyfclending.com/
mailto:sguthrie@thrha.org

fahe <

BUILDIMG THRIVING APPALACHIAM COMMUNITIES

Director of Mortgage Operations

James Davis
- Director of Mortgage Operations for JustChoice Lending.
NMLS# 2302189

With over 10 years of experience in the financial sector,
including 4 years specializing in Secondary Market loan
production, | bring a strong track record of operational
leadership and strategic oversight. Currently responsible for the
day-to-day operations at JCL, | manage a monthly loan
portfolio exceeding $9 million, ensuring efficiency, compliance,
and performance in a dynamic lending environment.



Who is Fahe?

Founded in 1980, Fohe (Federation of Appalachian Enterprises) is a non-profit CDFI that provides support
to a 50+ member association of non-profit housing development and lending organizations serving

predominantly rural communities.
We're on a mission to empower all people with the resources, opportunities, and tools needed to x_.ﬁ
|

build a good life—however they define it. L-ﬁl f q h e
JustChoice Lending (JCL)

JustChoice Lending was formed in 2007 as the retail mortgage arm of Fahe.
We currently offer a variety of mortgage products in 20 states and as well as
a Third Party Origination Network to other CDFI's and Non-profit
organizations. Our rates compete with national lenders, but our main
emphasis is matching clients with mortgage products that help them
become successful homeowners that strengthen their communities.

Z:X\

ustChoice Lending

We exist to bring you home.



Native Lending
Program Overview

Through our Native Lending Program, Fahe
provides fraining, expertise, and support to
Native CDFIs in accessing the secondary
mortgage market.

We are actively developing TPO/broker network
collaborations with Native CDFIs and partnering
with Native organizafions who are seeking to
create greater homeownership in their

communities.

Susan Hommond - Relationship Manager for the
Native Lending Program at Fahe in their
JustChoice Residential Lending division.

Program Goals:

% Increase capacity and provide
equity access to loan capital
among Native CDFls

K/
%

Increase homeownership for
Native Americans

% Address the severe housing
needs faced by Native families

and communities

Participants in the Native Lending Program
have access to Fahe’s full scope of services.



Loan Products

Conventional Mortgages

Mor'l'gage Purchase

Refinance

Lending Home Equity

Down Payment Assistance

Loan Programs

Fahe's JustChoice Lending Program & USDA 502 — Direct & Guarantee
offers a variety of mortgage loans and & FHA. HUD 184. VA

persondalized, mission-driven mortgage & Eannie & Freddie Conventional

. . >
lending services. (80/20)

% Fannie Home Ready

¢ Freddie Home Possible & HeritageOne

** Inspire 100

BUILDING THRIVING APPALACHIAN COMMUNITIES




Secondary Market

A marketplace where lenders and investors buy and sell existing mortgage loans that are securitized,
such as mortgage-backed securities.

Mortgage-Backed Securities (MBS) - Investment securities representing an undivided interest in a
pool of loans secured by mortgages or trust deeds. Principle and interest payments on the
underlying mortgages are used to pay the P&l on the securities to the investors.

Secondary Mortgage Market = Liquidity

It makes lending in the residential mortgage markets possible by giving mortgage lenders a place to
sell their loans. This process helps to provide liquidity to the lenders, allowing for further lending.

fahe>

BUILDING THRIVING APPALACHIAN COMMUNITIES



Secondary Market

1. What is the Secondary Market?
Benefits of the Secondary Market
Access to capital, liquidity, broader product offerings

2. Borrower Qualifications
Credit Score, DTI, LTV, Assets/Reserves

3. Advantages of Third Party Origination
Brokering Network
Lending Channels at Fahe

fahe<>

BUILDING THRIVING APPALACHIAN COMMUNITIES



Lending Partnerships + Channels

[ Fahe's JustChoice Lending ]

Broker and Correspondent
Lending

Partners

Packaging

Pariners Broker Lite

Partners




Broker Lite

BROKER LITE

MLO QC/Re N

24&hr turn time es & ] Returned?

1) 1003 Signed

Review application and docs " Yes
2) Borrowers Authorization Create missing item list Email/ l
3) Rate Lock Request Confirm program gualification Board

4) FNMA 3.2 File
5) Checklist Items for income and assets
6) Credit Card order form

Prepare initial disclosures RS e
Processor

Send disclosures to client {Round Robin)
and/or Broker = Role Assigned in

Byte w/ Notice

Up to Up to
72 Hrs 72 Hrs
Initial Processing

Verifications =Welcome Email to Borrower

Returned =Stack file
Inome/Asset missing *3rd y verification
—
Items Received ey - Appraisal order AMC

=Send Stip-list/Missing items to
Borrower
= QC file for program
=Insurance quote ordered

Underwrite File

nd Review

Ar 12 Second Review
sproval?

Yes Yes

Conditional Loan

Approval

Schedule cd
* Order Title th all partie
e i 2 = Issue Closing

sinsurance Order > =Title 2 e g CD Returned Signed
- Member/Broker “USDA PRt CAgenis Disclosure

=Borrowers

- Fahe Sales MLO

Finai Ltoan Docs
Wire Funds to generated
Closing Agent docs sent to Closing
Agent

- Fahe Operations Processing

-Fahe Operations Underwriting



Standard Broker

BROKER Standard

Lock rate w/

: Send
Fahe - Collect Application Deposit Com?:itihﬁ?? File eProcess the file Completed Full

Complete 1003 « Complete 1003/1008 =Order Title eUpdate 1003/1008 File to Fahe
& Borrowers = Issue Initial Disclosures Order Insura as needed e-mail or upload

equest to Fahe

Pre Qualify Borrower:
Income/Asset/Credit

Product / Program
selection

ce

Authorization

Underwrite File
peond R < »Additional
DG & 3 , Second Review o m_
Loan Approva Stipulations and

documents

Yes Yes Clear Conditions

Conditional Loan Return Conditions up to 48 Hrs

Approval

Send to USDA Confirm Title and
(if applicable) Insuran

SOA mmittment - -
HSUA Coromitme Send Fahe Closing

Schedutle Closing

Request

Closed Loan

\
24 Hrs

Member/Broker i
- Wire Sent to Foalkoon Bocs CD Returned Issue Closing Clear to Close

Closing Agent genere?ted Signed Disclosure Issued
sent to closing agent

- Fahe Operations



Broker Revenue Potential

At earning 1.0% At earning 2.0% At earning 2.5%

$2,000/loan $4,000/loan $5,000/loan
ONE LOAN A MONTH

$24,000/year 348,000/year $60,000/year
THREE LOANS A MONTH

$72,000/year 9144,000/year $180,000/year
FIVE LOANS A MONTH

$120,000/year $240,000/year $300,000/year

Revenue based on closed loan with a loan amount of $200,000 on a per loan basis.

fahe<>
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DPA - Home Sweet Home

$2.,000 Second Mortgage Loan

0% Fixed Interest Rate Deferred Mortgage

Due at 35 years

CLTV up to 105%

Primary Residence Only

Homebuyer Education Required

Must be paired with JustChoice Lending 15t Mortgage

fahe<

BUILDIMG THREIVING APPALACHIAM COMMUNITIES



DPA - Project Reinvest

$10,500 Second Mortgage Loan

0% Interest Rate, Payment Deferred

Primary Residence Only

Used for down payment, and/or closing costs

Household must be at or below 100% Area Median Income
Homebuyer Education Reqguired

fahe<

BUILDIMG THEIVING APPALACHIAM COMMUNITIES



Questions?

James Davis

Director of Mortgage Operations

Jdavis@justchoicelending.com

fq h e J
BUILDIMG THRIVING APPALACHIAM COMMUMITIES
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