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FHLBank System
$688.7 Million

Awarded

$688.7 Million
Awarded

91,400
Households

Reliable provider of 
funding, liquidity and 
services so members 
can meet the housing, 
business, and economic 
development needs of 
the communities they 
serve
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FHLB Des Moines members and 
their community partners have 
access to 

• Affordable Housing Program (AHP)

• Down Payment Products

− Native American Homeownership 
Initiative (NAHI)

− Home$tart®

• Community Investment Advances 
(CIA)

Amplify Your Community Impact
Anishinabe II
Minneapolis, MN
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Affordable Housing Program

Up to $3 million per project 

• Acquisition, construction, or 
rehabilitation of affordable 
rental or owner-occupied 
housing

• Households with incomes at 
or below 80% of area median

Available annually on a 
competitive basis

• Scoring criteria determine 
which projects are competitive

Apsaalooke Warrior Apartments
Crow Agency, MT
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Down Payment Products
Up to $150,000 per program/per member
• Grants for down payment and closing costs 

• Five-year deed restriction

• Funds release quarterly and available on a 

first-come, first-served basis

• Bank reimburses the member after closing

Home$tart | $14 Million

• $15,000 grant

• First-time homebuyers

• Home purchase follows 
member’s service area

Z

Native American Homeownership Initiative | $1 Million

• $25,000 grant – in district

• Tribal members, Alaska Natives, Native Hawaiians

• Home purchase in FHLB Des Moines district
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Community Investment Advances
Up to $20 million 
available per member

Reduced-rate advances with 
terms of one to 30 years:

• Single- or multi-family 
housing

• Community economic 
development

• Small business lending

• Investment in Low Income 
Housing Tax Credits 

Pine Ridge Lakota Indian Reservation
South Dakota
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Call to Action

• Partner with a FHLB member 
financial institution

• Access equity for affordable 
rental or owner-occupied 
housing and other low-cost 
funding for housing and 
economic development
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Native Outreach Directory

Interactive map of the FHLB 
Des Moines’s 13-state district 
available on our public 
website

• Enables members to quickly 
locate Native partners

• Link to the Member Directory 
allows Native partners to 
quickly locate members



P R O T E C T I N G  R E L A T I O N S H I P  T O  P L A C E  P O S T - D I S A S T E R  

Harnessing the Community Land Trust 
model to bring land back into 
Indigenous hands 

Lahaina Community Land Trust 

May 14, 2025



The Lahaina Community Land 
Trust (CLT) was formed to meet 
community needs immediately 
after 2023 fires

But we’re also trying to stop the 
centuries-long displacement of 
Lahaina’s people — and keep the 
generational ‘ohana of this place 
home, now and forever

Photo credit: State Department of Land and Natural Resources



U N D E R S T A N D I N G  W H E R E  W E  A R E

• Kānaka Maoli (Native Hawaiians) have 

experienced forced displacement from 

ʻāina (land) since before the 1893 

overthrow of the Hawaiian Kingdom by 

American plantation executives

• Native Hawaiians are not a federally 

recognized tribe

• 1920 Hawaiian Homes Commission Act 

established a government-sponsored 

homesteading program

• 29,000 people are on the waitlist



W E  A R E  L O S I N G  O U R  P E O P L E

Source: Analysis of American Community Survey data

• 1 out of every 4 Native Hawaiians born in Hawai‘i now lives on the continent

• There are more Native Hawaiians living on the continent than across the pae ʻāina



We were already struggling, when 
the 2023 fire incinerated half of the 
housing stock in Lahaina, the 
former capitol of the Hawaiian 
Kingdom



• Community land trusts are non-profits that purchase and own land with the purpose of keeping 

it in community control, forever

• The CLT model traces its roots to the U.S. South in the 1960s, as a tool used to protect Black 

families from being driven from land for participating in the Civil Rights Movement

• CLTs own land but sell the structure on it — such as a single-family home — along with entering a 

99-year ground lease with the buyer that is renewable and inheritable

• Home prices = affordable because they do not include the cost of the land

WHY WE KNEW THE CLT MODEL COULD HELP

https://www.landincommon.org/what-is-a-community-land-trust/
https://www.landincommon.org/what-is-a-community-land-trust/


WHY THE CLT MODEL ALIGNS WITH NATIVE HAWAIIAN ʻĀINA STEWARDSHIP 

PRACTICES

• Collective kuleana (responsibility) to 

steward ʻāina for the benefit of 

future generations

• Continuous community consultation 

and collective governance by Lahaina 

for Lahaina

• Focus on cultivating waiwai (wealth) 

for not only individual ‘ohana, but 

the entire community



He aliʻi ka ʻāina, 
he kauwā ke kanaka

The land is a chief, man is its servant 



And it’s 
not just us 



L C L T  N U T S  &  B O L T S

How we’re governed: 

• Overseen by Board of Directors made solely of 

Native Hawaiian community leaders with 

generational connections to Lahaina

• Informed by Advisory Board of trusted 

community members from Lahaina’s diverse 

social fabric

• Operated on a day-to-day basis by staff with 

intimate experience working in housing justice, 

disaster recovery and deep community roots



L C L T  N U T S  &  B O L T S ,  C O N T I N U E D

How we’re funded: Through a mix of philanthropic 

and public dollars, ranging from an innovative 

internal line of credit funded by major foundations to 

$15 million in grant funding through the County of 

Maui’s Affordable Housing, Open Space and Managed 

Retreat funds

Sometimes “land back” = “buy back”: 

This map shows our ʻāina secured so far, which 

includes six parcels zoned for 13 housing units



We do that by: 

• No. 1: Helping families stay through our 

insurance gap program that helps 

homeowners close the gap between 

insurance payouts and rising construction 

costs, allowing residents to rebuild and stay 

in Lahaina

• No. 2 Securing land: Buying land for sale to 

secure community ownership; LCLT will 

hold the land permanently and sell homes 

to Lahaina residents at affordable prices

O U R  G O A L :  C R E A T I N G  A  D U A L  H O U S I N G  M A R K E T



Still in development, our weighted lottery system 

will give preference to: ​

• Lahaina residents displaced by the fire​

• Folks who grew up in Lahaina​

• Native Hawaiian and multi-generational 

kamaʻāina to Lahaina 

For sellers: 

LCLT will partner with sellers on buy-back clauses 

to ensure that families can return to their land 

once a home is built or children/grandchildren 

have first right of refusal

H O W  I T  W O R K S



B U T  W A I T . . .  W H A T  A B O U T  W E A L T H  B U I L D I N G ?

 

What that ​might mean for ​a Lahaina ‘ohana

In 2024: ​

• Family earning $119K​

• Pre-fire rent = $3K ​

• Current rent = $5.5K+​

• 3BR + 2BA LCLT home​

• $450,000 sale price (115% AMI)​

• Market rate mortgage of 6.5%​

• $25,000 cash to close​

• $3,300/month housing cost



1 5  y e a r s  l a t e r ,  t h a t  s a m e  f a m i l y  d e c i d e s  t o  s e l l . . .

In 2039: 

 

Resale price = $551,000​

• Payoff = $308,000​

• Closing = $16,000​

• Cash after sale = $226,000

Benefits realized:​

• Est $630K in savings vs. rent​

• Housing stability​

• Affordable payments

• Proceeds generate wealth for market-rate down payment​

• House is sold as affordable to the next family!​



W h a t  a b o u t  t h i s  n e w ‘ o h a n a ?

The new home buyer earns $150K

To purchase the same 3BR + 2BA land trust 

home: ​

• $551,000 purchase price​

• $25,000 down payment​

• Est. monthly housing cost = $4,000 @ 6.5%​

• Same fixed appreciation terms​

House remains affordable to local community 

members forever!



The narrative of displacement 
because of economics or 
disaster is not one we have to 
accept 

We can use the CLT tool to keep 

our people in place, while also 
investing in culturally rooted 
systems of land governance



“Wherever we go from here, I hope that we're 
going to bring pride to the people that we lost.

“And when my kids grow older ... they're going 
to be proud of what we've done. They can be 
proud to call Lahaina home”

- Kaipo Kekona, LCLT Board Member, 
Chair of Maui's LTRG and Lahaina father of four



Stay in touch: LahainaCommunityLandTrust.org | @lahainacommunitylandtrust

Inspiration & Resources: 

• Grounded Solutions Network can help you stand up a CLT

• Kīpuka Kuleana is an example of a land trust working to return ancestral lands

• Sogorea Te’ Land Trust is also working to return land to Indigenous care

• Molokai Heritage Trust formed to buy back one-third of the island from a wealthy offshore investor

• NDN Collective developed this toolkit called “Lets Get The Land Back” 

Let’s talk more about how to turn this continental 
tool of land ownership into a solution for culturally 
rooted community governance

http://lahainacommunitylandtrust.org/
https://www.instagram.com/lahainacommunitylandtrust/
https://groundedsolutions.org/strengthening-neighborhoods/community-land-trusts/
https://groundedsolutions.org/strengthening-neighborhoods/community-land-trusts/
https://www.kipukakuleana.org/
https://www.kipukakuleana.org/
https://sogoreate-landtrust.org/
https://sogoreate-landtrust.org/
https://www.molokaiheritagetrust.org/
https://www.molokaiheritagetrust.org/
https://ndncollective.org/land-back/
https://ndncollective.org/land-back/
https://ndncollective.sfo3.digitaloceanspaces.com/wp-content/uploads/2024/11/22000716/Lets-Get-the-Land-Back-A-Toolkit-to-Restore-our-Relations-by-PennElys-Droz.pdf


Fahe
Mortgage Lending Network

Oweesta Capital Access Convening 
May 2025

Native CDFI 

Lending Program



Agenda

❖ Introduction

❖ Native Lending Program Overview

❖ Secondary Mortgage Lending

❖ Borrower Qualifications

❖ Lending Partnership and Channels

❖ Down Payment Assistance



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

More than 20 years of experience working in the Native CDFI sector. Founder of Four 
Directions Development Corporation (FDDC) in 2001 and served as its executive director 
until 2022. FDDC created a transformative on-reservation home mortgage product and 
led efforts to implement new legal infrastructure and lending codes in the Maine tribal 
communities, allowing for collateral recourse. FDDC has closed $20+ million in loans so 
Maine tribal members can buy, sell, improve and build equity in their homes.

Relationship Manager



Who is Fahe?

Founded in 1980, Fahe (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. 

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 CDFIs 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. 

We’re on a mission to empower all people with the resources, opportunities, and 

tools needed to build a good life—however they define it. 



Program Goals:

❖ Increase capacity and provide 

equity access to loan capital among 

Native CDFIs

❖ 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

Native Lending 

Program Overview 

Through our Native Lending Program, Fahe 

provides training, 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 organizations who are 

seeking to create greater homeownership in 

their communities. 



Mortgage 

Lending

Loan Products

Conventional Mortgages

❖ Purchase

❖ Refinance

❖ Home Equity

❖ Down Payment Assistance

  

Loan Programs

❖ USDA 502 – Direct & Guarantee

❖ FHA, HUD 184, VA

❖ Freddie Mac & Fannie Mae conventional 
(80/20)

❖ Freddie Mac Home Possible® & 
HeritageOne®

❖ Fannie Mae Home Ready® 

❖ Inspire 100

Fahe’s JustChoice Lending Program offers a 

variety of mortgage loans and personalized, 

mission-driven mortgage lending services 



Secondary Market

Why this lending avenue maybe for you
Understanding the business model



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



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. 
Principal and interest payments on the underlying mortgages are used to pay 
the P&I 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.



Benefits of the Secondary Market

Allows lenders to generate money to create mortgage loans 

▪ Sale of loans on the secondary market allows lenders to transfer portions of 
risk to the investor 

 Typically, there are two types of risk:

 ‒Risk of loss due to borrower default 

 ‒Risk of loss due to interest rate changes 

▪ Sale of loans help lenders manage the risk associated with negative cash flow 

▪ Sale of loans on the secondary market can create additional fee income



Borrower Qualifications

● This maybe a good option for borrowers with higher credit scores, aren’t subjected to 
lower income requirements, etc.

● Lenders do have to meet underwriting guidelines and generally there is an Automated 
Underwriting System used that evaluates the borrower’s full profile.

● Carries less risk for broker lenders. There are protections for qualified mortgage loans.



Borrower Qualifications

● Credit Score: Lenders typically want a minimum in the mid- to high 600s. A higher 

score can increase the borrower’s chances of approval and favorable loan terms.

● Debt-to-income ratio (DTI): Lenders ideally want low debt, 36% or less.

● Assets/Reserves: May or may not be required but can help strengthen the borrower’s 

profile.

● Income: Tax returns, bank statements, pay stubs should be readily available.

● Loan terms: A variety of loan terms are provided across multiple product offerings.



Borrower Qualifications

● A qualified loan requires strong support. 

● If a borrower is weak on one guideline, they will need to be 
stronger in others.

 
● Credit scores between 620 and 670 require strong compensating factors. 

● Does not provide for manual underwriting on Fannie Mae and Freddie Mac products. 
Loans must pass the Automated Underwriting System with an Accept/Approve status.



Lending Partnerships + Channels

Fahe’s JustChoice LendingRetail MLOs

Packaging 

Partners

Broker and 

Broker Lite 

Partners

Correspondent 

Lending Partners

Homeownership Services 
and Counseling

Wholesale Lending Channels

Homeownership Services 
and Licensed MLOs

Access GSE Loans and 
Competitive Pricing



Packaging Partners
Packaging Partner will perform homebuyer education in the form of homeownership readiness counseling, to include: 

       Intake including borrower name, address, basic demographic information, and credit review

       Analysis of the client’s financial situation including a review of income, expenses and assets

       Discussion and review of understanding repayment ability

       Educate borrowers about the homebuyer process

Compensation 
Partner receives a flat fee of $500 for each client that the Partner provides homeownership readiness services. 

If your NCDFI serves Fahe in a Broker capacity, you are not eligible to earn additional compensation for homeownership 

education on any self-originated deal to avoid any conflict of interest as the originating agency. 



Broker Lite



Standard Broker



Broker Revenue Potential 
At earning 1.0%

$2,000/loan

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

At earning 2.0%

$4,000/loan 

At earning 2.5%

$5,000/loan

$24,000/year

ONE LOAN A MONTH

THREE LOANS A MONTH

FIVE LOANS A MONTH

$48,000/year $60,000/year

$72,000/year $144,000/year $180,000/year

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



Freddie Mac HeritageOne

• Conventional financing for federally recognized 
Native American Tribes living in tribal areas

• Down payment as low as 3%

• Purchase or no cash-out refinance

• At least one borrower must be an enrolled member 
of a federally recognized Native American Tribe

• Primary residence only

• Not subject to income limits



DPA - Home Sweet Home

• 9,000 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 1st Mortgage



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 required



Questions?

Susan Hammond

Relationship Manager

shammond@fahe.org

For more information on HeritageOne: 

Kimberley_Carr@freddiemac.com

David_Westfall@freddiemac.com



Special Thanks to Our Sponsors
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