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Partnerships Between NeighborWorks® Organizations and Real Estate Agents

Introduction

Expanding home-ownership opportunities for people from all economic backgrounds has
been, and continues to be, an important objective for many NeighborWorks® organizations.
To accomplish this goal, most NeighborWorks® organizations need help from companies and
professionals in the housing industry — primarily lenders and Realtors®. The key roles of
NeighborWorks® organizations in the process are informing buyers about home-purchase
opportunities and flexible financing options, helping lower-income families address barriers
to homeownership and helping families to preserve their investment after they purchase a
home by teaching them home maintenance and money-management skills.

One of the most important ways to support first-time homebuyers is to link them with the
resources they need to search for and select a home in good condition that meets their needs.
Their connection to reliable and knowledgeable real estate agents who can guide them
through the home selection process is crucial to their long-term success as a homeowner.

Partnership Advantages

There are many advantages for Realtors® who work in partnership with NeighborWorks®
organizations. NeighborWorks® organizations can help Realtors® extend their reach and
reputation into underserved neighborhoods or communities. NeighborWorks® organizations
can connect Realtors® with potential buyers who have been overlooked by conventional
lenders. NeighborWorks® organizations can support Realtors’® ability to make a sale with
affordable financing and down-payment assistance and can provide homebuyer education for
their first-time buyers.

There are also partnership advantages for NeighborWorks® organizations. Realtors® can help
NeighborWorks® organizations increase their loan customer base by linking their buyers with
the organizations’ loan services and education programs. Realtors® can help
NeighborWorks® organizations market their programs to other members of the real estate
community. In addition, NeighborWorks® organizations that are able to connect their first-
time buyers with knowledgeable real estate agents provide a greater service to those
homebuyers. Working in partnership with Realtors helps NeighborWorks® organizations to
offer comprehensive homebuyer services, increase home ownership and revitalize
neighborhoods.

Below are case study examples of partnerships between NeighborWorks® organizations and
real estate agents. The case studies highlight information-sharing activities, such as Realtors®
serving on NeighborWorks® organization boards and committees, and NeighborWorks®
organizations attending Realtor® sales meetings and offering orientations for Realtors®. Joint
marketing strategies are highlighted, such as neighborhood-wide open houses, Web site
collaborations, and yard signs for Realtor® properties that publicize NeighborWorks®
organizations’ financing options. There are also financial incentive strategies such as sales
commissions for Realtors® and down-payment loans or grants for Realtors’® customers who
purchase homes in NeighborWorks® organization service areas. Each case study includes a
program description and lessons learned. Contact information for agencies and Realtors® is
listed in the appendix.
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PARTNERSHIP EXAMPLES
Partnership 1: Partnering — Not Competing — To Increase Home Ownership

Lafayette Neighborhood Housing Services, in Lafayette, Indiana, has developed a strong
relationship with its local Board of Realtors®, which it sees as a key strategy to increasing
home-ownership opportunities for low- and moderate-income buyers. LNHS relies heavily
on area real estate agents to market its home-ownership program and newly developed
houses. Local agents also assist in teaching the LNHS homebuyer-education classes and
serve on LNHS committees.

LNHS staff members attend the sales meetings at local real estate agencies several times per
year to keep agents up to date on special financing options. Ongoing contact and communica-
tion with Realtors® is vital, since they are inundated daily with information on lending
options. LNHS also devised a one-hour orientation session for Realtors® who want to work
with their customers, which is presented as part of an annual luncheon. Realtors® who attend
the orientation are placed on a referral list that is given to LNHS customers who are ready to
buy and are looking for a Realtor® to help them find a home. LNHS also participates in the
routine trainings offered to new agents, informing them of the mortgage financing options
available in the community.

In addition, LNHS pays a 3.5 percent commission to any agent who finds a buyer for LNHS
home purchase/rehabilitation projects. These houses are not listed with a broker, but may be
shown by any broker and are listed in the multiple listing service.

Lessons Learned. To create a strong partnership, NeighborWorks® organizations and the
local Board of Realtors® must work together as allies rather than competitors. Ongoing
outreach tactics must be incorporated into the organization’s marketing plan, and Realtors®
must be compensated for connecting their customers to a NeighborWorks® organization’s
home rehabilitation projects. Involving reputable real estate agents on the organization’s
board or committees is also a good strategy for building partnerships.
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Partnership 2: Partnering with Realtors® to Increase Sales in Target
Neighborhoods

Neighborhood Housing Services of Baltimore, Maryland, vigorously reaches out to local
real estate agents in order to help them conduct business more successfully in their target
neighborhoods. NHSB regards Realtors® as secondary customers and as significant
participants in their mission of revitalizing neighborhoods.

NHSB draws on the expertise of area Realtors® by inviting them to participate on their board
and committees at the corporate and neighborhood level. (NHSB has four neighborhood
program offices in order to provide services and outreach tailored to each area.) NHSB staff
make sure that Realtors® understand their lending options through face-to-face visits and
direct mailings. NHSB helps Realtors® to market their homes for sale by posting their listings
and neighborhood maps in NHSB offices. NHSB refers their customers to partner agents
when they are ready to buy a home.

NHSB has also organized neighborhood-wide, multibroker open houses in their target
neighborhoods. Staff prepare “listing packets” for agents who are trying to sell homes in
NHSB neighborhoods, which include information about neighborhood covenants, special
financing, and promotional materials on schools. The event gives potential buyers an
opportunity to meet local real estate agents and view the homes for sale in the neighborhood.

Lessons Learned. By working in partnership, many area real estate agents are getting more
customers to look at, and buy, their urban neighborhood listings. In addition, NHSB service
areas are experiencing higher home-ownership rates and greater stability. Working together
to plan and market neighborhood events has helped Realtors® to connect with potential
buyers and has helped NHSB build relationships with more local real estate agents.
Realtors’® success and ability to sell homes in NeighborWorks® organizations’ target
neighborhoods is an important component of neighborhood revitalization.
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Partnership 3: Working with Realtors® to Market Neighborhoods

Salisbury Neighborhood Housing Services, in Salisbury, Maryland, partners with the real
estate community in a variety of ways in order to increase home ownership in its target
neighborhoods. SNHS helps agents to connect with new buyers and provides bilingual
support for Spanish-speaking customers. SNHS helps Realtors® to market their listings in
SNHS neighborhoods by providing them with yard signs that announce the availability of
special financing through SNHS. The signs direct the buyer to call the real estate agent for
more information. SNHS also provides Realtors® with agency brochures, which they can
distribute at their properties.

SNHS staff regularly attend sales meetings at various real estate agencies to make sure
Realtors® have the most up-to-date information on agency products and services. This
provides SNHS with an opportunity to introduce new loan products and gather feedback
from agents on the best ways to serve them and the clients they are working with.

SNHS has also developed interactive components on its Web site — providing links to
Realtors’® homes for sale in SNHS neighborhoods. Any person searching the SNHS Web site
can click on a listing and be linked to the official multiple listing for the property, which
includes a picture, details on the house and Realtor® contact information.

Lessons Learned. Realtors® are strong and vital partners in revitalizing neighborhoods.
They provide a high level of customer service, which creates a positive experience for first-
time homebuyers. In addition, NeighborWorks® organizations and Realtors® working together
to promote neighborhoods doubles the marketing opportunities for each. Consistent and
ongoing communication is vital to a strong partnership.

May 2004 Page 4




Partnerships Between NeighborWorks® Organizations and Real Estate Agents

Partnership 4: Involving Realtors® in Sales in Target Neighborhoods

Neighborhood Housing Services of Great Falls, Montana, recognized early in its develop-
ment that partnering with Realtors®was the best method of promoting real estate activity in
its service area. Many real estate agents in Great Falls had negative perceptions of NHSGF
target neighborhoods, which made it difficult to establish partnerships. NHSGF therefore
began contracting with agents to sell its house rehabilitation projects, and included a three
percent commission to the agent. In the short term, this strategy resulted in an increased sales
price (to compensate for the commission), but NHSGF determined that in the long run, its
target neighborhoods would be better served if Realtors® were comfortable and motivated to
sell homes there.

The special financing available at NHSGF, which makes home purchase more affordable and
attractive to many buyers, also serves as an incentive for Realtors® to get involved in NHSGF
neighborhoods. This special financing is marketed to Realtors® through newsletters, broker
meetings and Realtor® association luncheon speeches.

In an additional effort to strengthen relations with Realtors®, NHSGF invited a number of
well-respected agents to serve on its board and committees, including the loan committee.
This has enabled NHSGF to obtain valuable input regarding its programs and services from
the brokers’ perspective and has provided the participating Realtors® with information on
affordable financing options.

Realtors® also participate in NHSGF’s annual fund drive; typically about four percent of
NHSGF’s annual contributions come from the real estate community. Each time a home is
sold using an NHSGF loan product, the listing and selling agents are sent a letter from
NHSGF, thanking them for their efforts in strengthening the neighborhood. The letter also
contains a request for a donation and a donation envelope.

Lessons Learned. The most successful method for NHSGF to strengthen relationships with
Realtors® was to involve them in the sale of its properties. The benefit of having more agents
working and succeeding in NHSGF neighborhoods has greatly offset the costs of the
commission. In addition, real estate agents feel good about helping NHSGF fulfill the
mission of helping lower-income buyers and can see the important role that they play in
revitalizing neighborhoods.
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Partnership 5: Joint Marketing Helps the Underserved

Neighborhood Housing Services of Waco, Texas, has implemented several strategies to
enhance partnerships with the real estate community. Realtors® are a strong referral source
for NeighborWorks® organizations, and NHS of Waco wants local agents to think of them
first when working with lower-income buyers. To connect with Realtors®, NHS holds an
annual luncheon for area agents and agencies, which includes a presentation on NHS of
Waco programs and services. The goal of the program is to dispel any sense of competition
between Realtors® and NHS, as well as inform Realtors® of the NHS programs that can help
them sell more homes.

NHS of Waco created a Realtor® Referral Form to assure Realtors® that they will be paid a
commission if they find a buyer for one of NHS’s new or rehabilitated home projects. The
Realtor® Referral Form includes the agent’s name, phone, fax and address as well as the
buyer’s information. Any Realtor® who sends a buyer to NHS of Waco with this referral
form is guaranteed a three percent commission if the buyer purchases an NHS house. (A
copy of the letter is included in Appendix A.)

NHS also distributes yard signs and riders that fit into the yard signs, which state that
assistance for down payments and closing costs is available through NHS of Waco. Realtors
place the signs or riders in the lawns of their homes for sale, so potential buyers know that
there are affordable financing options available for that property. Yard signs are an
affordable way to build connections with Realtors®, and also offer an additional marketing
strategy for both the Realtor® and NHS.

®

Lessons Learned. NeighborWorks® organizations need to make an effort to connect with
real estate agents and agencies. Realtors® typically have early contact with first-time buyers
and it’s important that they are familiar with the homebuyer programs available for lower-
income buyers and those not eligible for conventional financing. Realtors® need to know that
the services and lending options at NeighborWorks® organizations will support and enhance
their business. It is also important to offer a commission to Realtors® who help to sell the
organization’s new and rehabilitated homes. Commissions are the leading source of income
for Realtors® and must be recognized as such. Offering a standardized process, such as a
Realtor® Referral Form, helps agents to feel more comfortable “sharing” their clients because
it ensures that they will receive their commission if the buyer chooses to purchase an NHS
home.

Contact between NeighborWorks® organizations and the local real estate community needs
to be ongoing. Luncheons should be scheduled as an annual event so Realtors® will
anticipate it every year. Signs should be made available year round and information-sharing
strategies need to be ongoing. Inviting Realtors® to participate in educational programs is
another great way to enhance partnerships. Their participation helps the organization, is
beneficial to the class participants and connects agents with new, potential customers.
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Partnership 6: Funding Down-Payment Assistance with Contributions from
Association of Realtors®

Homewise, Inc., located in Santa Fe, New Mexico, began its relationship with the Santa Fe
Association of Realtors® (SFAR) in 2003 with a goal to provide better services to first-time
homebuyers and address the affordable housing crisis in Santa Fe. SFAR was aware of the
local shortage of affordable housing and decided to help by contributing $100,000 to
Homewise’s down-payment assistance program. The funds will be distributed over the
course of two years: $50,000 in 2003 and $50,000 in 2004. The down-payment assistance for
2003 was used within three months of the contribution date and helped 10 families to buy
homes. Homewise plans to use the second half of the contribution to help an additional 10
households in 2004.

Qualified households can receive up to $5,000 in the form of a zero-percent, deferred loan
from Homewise, which is due upon sale or transfer of the property. Borrower’s income can
not exceed 80 percent of area median income and the buyer needs to keep the home as their
primary residence. The down-payment assistance can be packaged with other Homewise
lending products to make the entire mortgage affordable if the borrower is eligible for these
programs.

This partnership has greatly enhanced the local real estate community’s knowledge of the
programs and services available at Homewise, which has been a great benefit to the
organization as well as to Realtors®and their customers. The Santa Fe Association of
Realtors® is mainly responsible for marketing the program to its members, though Homewise
has helped by printing up pamphlets and distributing them to local real estate agencies.

Lessons Learned. It is important for NeighborWorks® organizations to understand that
many Realtors® and real estate agencies want to help alleviate the affordability issues facing
their local housing markets. Be creative when forming partnerships and outline the overall
benefits of working together. NeighborWorks® organizations and Realtors can provide a
great deal of support to each others’ businesses and together have an immense impact on a
community.

The donation to Homewise from the Santa Fe Association of Realtors® was the largest of its

kind in this country. The donation has strengthened the relationship between Homewise and

the local real estate community and clearly demonstrates SFAR’s commitment to serving the
housing needs of the less wealthy of Santa Fe.
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Partnership 7: Promoting City Living Through Realtor® Ambassadors

The HomeOwnership Center® of Greater Cincinnati, Ohio, has partnered with the city of
Cincinnati and the Cincinnati Area Board of Realtors® to create the Cincinnati Real Estate
Ambassador Program. Through this program, 52 Realtors® are chosen by the mayor (with
input from a selection committee) to be “ambassadors” for the city and promote city living.
Realtors® who are interested in the position apply to the mayor and are selected based on the
number of homes they have listed and sold in the city, as well as their overall motivation for
applying. The ambassador position is considered a distinguished one and provides Realtors®
with a wealth of information on city programs, services and opportunities as well as prestige
and free publicity. The program began in 1997.

The 52 real estate ambassadors serve a two-year term, during which they receive specific
training on Cincinnati issues. Trainings include neighborhood tours, school tours, updates on
new developments, tax-abatement programs, and so on. The trainings are sponsored by the
Board of Realtors®, the city of Cincinnati and the HomeOwnership Center, and take place
about every two months. A variety of presenters (including staff of the HomeOwnership
Center) provide information on city issues and local programming. Ambassadors can also
request program topics based on their individual needs and interests. Each ambassador is
expected to share the information they learn with other Realtors® and become a “point
person” for city news.

In 2002 and 2003, the Real Estate Ambassador Program, with help from the HomeOwnership
Center, the city of Cincinnati and the Board of Realtors®, held fundraisers to create a down-
payment grant program for first-time homebuyers in the city of Cincinnati. Three fundraising
events raised $64,000 to fund the program, which offers down-payment grants of $1,000 to
any first-time buyer who purchases a home within the city limits. To be eligible for the
down-payment grant, the buyer must complete the homebuyer training at the HomeOwner-
ship Center and hire a Realtor® from the local Board of Realtors®. The HomeOwnership
Center administers the program and is responsible for holding the funds, determining
eligibility and making the grants.

Twenty-four grants were made in 2003, and more grants were made available in January
2004. The program has increased the number of referrals from Realtors® to the HomeOwner-
ship Center, and has also provided Realtors® with a tool to help them sell more homes in the
city.

Lessons Learned. Financial incentives are an effective way to strengthen ties between
NeighborWorks® organizations and the real estate community. These incentives create a
positive opportunity for the buyer, the Realtor® and the NeighborWorks® organization, plus
contribute to the overall revitalization of the community by supporting and increasing home
ownership. NeighborWorks® organizations must incorporate ongoing communication
strategies so that Realtors® stay well informed of the options available to first-time home-
buyers. Gathering support from prominent partners such as city officials and the Board of
Realtors® will enhance partnerships between NeighborWorks® organizations and individual
real estate agents.
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Partnership 8: Maintaining Connections with Realtors® in Small Towns

Neighborhood Housing Services of Richland County, Wisconsin, works with local real
estate agents and agencies to serve its small, rural community in a number of ways. As an
ongoing communication strategy, NHS collects e-mail addresses from area real estate offices
and agents and about every other month sends out an update on its programs and services.

NHS has also implemented a local competition in which Realtors® win recognition for refer-
ring customers to their homebuyer-education classes. At every class, NHS asks participants
who referred them and keeps track of the results. Then, every three months, NHS honors the
Realtor® who gave the most referrals and presents him or her with a certificate, the
Partnership Recognition Award. NHS also sends an electronic message to all of the
Realtors® on its e-mail list with the winner’s name and number of referrals. Winning is an
honor for Realtors® and offers them free publicity.

NHS staff members make face-to-face contact with real estate agents as often as possible.
Staff members stop at real estate offices to view their listings and talk to Realtors® about
home sales. This helps NHS to stay informed of the Realtors’® business activity while
providing NHS with an opportunity to discuss its programs as well.

Lessons Learned. Strategies for strengthening partnerships with the real estate community
vary from small towns to large cities. In rural areas, word of mouth works, and having face-
to-face contact is the best method for building a relationship. In any community, Neighbor-
Works® organizations must realize that building partnerships with Realtors® will be difficult
if their purchase process is cumbersome or considered a hindrance. The lending process
should be kept simple and straightforward. NeighborWorks® organizations need to
demonstrate to Realtors® how their programs can help them sell more homes.

Realtors® enjoy the acclaim they receive from NHS’s referral competition. Most local real
estate agencies and agents are well aware of NHS services and are happy to direct buyers to
NHS for purchase assistance. The challenge for NHS is to find fun and interesting ways to
maintain its connections and communicate new or revised programs or services. E-mail
listservs are a great forum for ongoing communication.
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Partnership 9: Strengthening Partnerships with Annual Realtor® Breakfast

Neighborhood Housing Services of Phoenix, Arizona, holds an annual Realtor® Breakfast
to strengthen and maintain partnerships with local real estate agents and inform members of
the real estate community of the products and services available through its organization.
During the breakfast, NHSP provides a brief overview of its goals, services and
accomplishments then demonstrates how Realtors® can utilize NHSP services to support
their own business. In addition, a keynote speaker presents on a topic of interest to real estate
professionals. Every year, one agent is selected as Realtor of the Year for his or her effort in
helping low- and moderate-income families achieve home ownership.

The Annual Realtor® Breakfast takes place every year during National NeighborWorks®
Week. Seven events have been held since the program began in 1997, each with 50 to 100
people in attendance. Bank One is the sole sponsor for the program; it covers the dining
expenses and holds the event at its dining facility. NHSP covers all other program costs,
including mailings, marketing and program materials.

Lessons Learned. Holding an annual event for Realtors® greatly strengthens partnerships
between NeighborWorks® organizations and the real estate community, and also provides an
opportunity for Realtors® to learn about or be reminded of the organization’s programs and
services. NeighborWorks® organizations should invite the agents who work with low- and
moderate-income buyers and who sell homes within their target areas. Formal invitations
should be followed up with a phone call to encourage attendance. It is also important to
provide incentives, such as a meal and door prizes. Presentations need to be interesting and
should clearly demonstrate to Realtors® how the NeighborWorks® organization’s services
can help their homebuyers.

By helping Realtors® to better understand the affordable-home purchase programs and
services available, both Realtors and NeighborWorks® organizations can improve and
increase their businesses, while strengthening neighborhoods and helping lower-income
buyers achieve the dream of home ownership.
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APPENDIX A: SAMPLE REALTOR® REFERRAL LETTER

P
NS

L

HomeOwnership Center

PUTTING FAMILIES IN HOMES

July 3, 2002

Dear Realtor,

Neighborhood Housing Services (NHS) of Waco’s HomeOwnership Center is here to
assist low- to moderate-income families obtain the dream of owning a home of their own.
In order to accomplish this, we assist families with creditthomebuyer counseling,
homebuyer/financial education, down payment or other lending assistance and/or
constructing a new or rehabilitated home for them to purchase.

We want you to be a partner with us as we strive to accomplish this very worthwhile effort
of assisting these families that are many times overlooked as having the ability to own a
home of their own. We work with families with income ranges up to 200% of median
income. Many of these families also have credit issues that need to be addressed, and
we will work with them to repair their credit flaws.

Enclosed is a Client Referral Form that we would like for you to use when referring
your customer to us. Most of our referred clients purchase existing homes. However, we
do build and sell several homes each year. If your customer should decide to purchase
one of our homes, the form will ensure that we will pay a commission to your broker.
This form spells out to you the conditions in which we will pay a 3% commission to your
broker.

We thank you for your past referrals to our organization, and we look forward to many
years of business working together to provide homeownership opportunities to low- and
moderate-income families in the greater Waco area.

Sincerely,

Roy Nash

Executive Director

Enclosure — Client Referral Form

Al AN\
NeighborWorks' Neighborhood Housing Services of Waco, Inc.

CHARTERED memBER 922 Franklin Ave m PO Box 610 ®» Waco, TX 76703 m 254.752.1647 » Fax 254.752.6472 = www.hocwaco.org

Referral letter courtesy of Neighborhood Housing Services of Waco, Inc.
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APPENDIX B: NEIGHBORWORKS® ORGANIZATION AND
REALTOR CONTACT INFORMATION

Lafayette Neighborhood Housing Services
Patricia Stephenson, Executive Director
P.O. Box 252

Lafayette, IN 47902

Phone: (765) 423-1284

Fax: (765) 742-2874

E-mail: psteph@nhslaf.org

Web site: www.nhslaf.org

Neighborhood Housing Services of Baltimore

Susan Tifft, Director of Resource Development
244 North Patterson Park Avenue

Baltimore, MD 21231

Phone: (410) 327-1200

Fax: (410) 675-1855

E-mail: stifft@nhsbaltimore.com

Web site: www.nhsbaltimore.com

Salisbury Neighborhood Housing Services
Cheryl Meadows, Executive Director

513 Camden Avenue

Salisbury, MD 21801

Phone: (410) 543-4626

Fax: (410) 543-9204

E-mail: cherlym@salisburynhs.org

Web site: www.salisburynhs.org

Neighborhood Housing Services of
Great Falls

Sheila Rice, Executive Director

509 First Avenue South

Great Falls, MT 59401

Phone: (406) 761-5861

Fax: (406) 761-5852

E-mail: srice@nhsgf.org

Realtor Contact:

Lu Ann Parker, Realtor
Re/Max

Phone: (765) 428-1507
E-mail: laparker@hsonline.net

Realtor Contacts:

Dennis M. Doyle, Realtor and Member of
NHS Board of Directors

Coldwell Banker Residential Brokerage

1340-A Smith Avenue

Baltimore, MD 21209

Phone: (410) 235-4100 x5961

Fax: (410) 243-2230

Scarlett Loewe, Realtor and Member of
Neighborhood Advisory Board

Long & Foster

16 Greenmeadow Drive, Suite 300

Timonium, MD 21093

Phone: (410) 453-0500

E-mail: scarlett.loewe@longandfoster.com

Realtor Contact:

Nancy Althaus, Realtor

Long & Foster

1315 Mt. Hermon Road

Salisbury, MD 21804

Phone: (410) 546-3211

E-mail: nancy.althaus@longandfoster.com

Realtor Contacts:

Patty Taurman, Realtor and Member of
NHSGF Board of Directors (Great Falls)

Phone: (406) 761-4081

E-mail: patty@dahlquistrealtors.com

Ashton Welch, MT Realtors Association
(Montana)

Phone: (406) 443-4032

E-mail: awelch@montanarealtors.org
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Neighborhood Housing Services of Waco
Roy Nash, Executive Director

922 Franklin Avenue

Waco, TX 76701

Phone: (254) 752-1647

Fax: (254) 752-2147

E-mail: roynash@hocwaco.org

Web site: www.hocwaco.org

Homewise, Inc.

Mike Loftin, Executive Director
1570 Pacheco Street, Suite A-1

Santa Fe, NM 87505

Phone: (505) 983-6214

Fax: (505) 983-4655

E-mail: mloftin@homewise.org

The HomeOwnership Center® of
Greater Cincinnati

Patricia Rohrer, Marketing Manager

2820 Vernon Place

Cincinnati, OH 45219

Phone: (513) 961-2800 ext. 20

Fax: (513) 961-8222

E-mail: prohrer@hometoday.cc

Web site: www.hometoday.cc

Realtor® Contact:

Chris Gutierrez, CCIM

Texas Commercial & Industrial Real
Estate, Inc.

1620 West Loop 340

Waco, TX 76711

Phone: (254) 662-9800

E-mail: cgutierrez@ccim.com

Realtor® Contact:

Denise Keron, Executive Director, SFAR
Phone: (505) 982-8385

E-mail: denise@sfar.com

Realtor® Contact:

Annette Chmiel

Cincinnati Area Board of Realtors
Phone: (513) 761-8800 x111
E-mail: achmiel@cabr.org

Neighborhood Housing Services of Richland County

Lori A. Brinkley, NHS Home Ownership Specialist

213 South Center Avenue
Richland Center, W1 53581
Phone: (608) 647-4949
Fax: (608) 647-8792
E-mail: lori.b@nhsrcwi.org

Neighborhood Housing Services of Phoenix
HomeOwnership Center Manager

320 East McDowell Road, Suite 120

Phoenix, AZ 85004

Phone: (602) 258-1659

Fax: (602) 258-1666

E-mail: bslater@nhsphoenix.org
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AMERICA

NeighborWorks® America
1325 G Street NW, Suite 800
Washington, DC 20005
(202) 220-2300

WWW.NW.0rg
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