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MassHousing 
MassHousing’s $1500 Closing Costs Summer Special Campaign 

Communications:  Promotional Materials/Newsletters 
 
 
 
Situational Analysis 
Massachusetts home prices are among the highest in the country. MassHousing has long been 
an innovative leader in providing safe, affordable home mortgage loans for low-, moderate- and 
middle-income homebuyers, and homeowners who have refinanced their properties. Since its 
inception, MassHousing has provided more than $11.2 billion in financing to more than 88,000 
homebuyers and homeowners. 
 
The Agency’s homeownership lending success has been measured through its MassHousing 
mortgage products that allow for up to 97% financing for single-family homes and condominiums, 
combined with responsible underwriting, and a condition that first-time buyers complete a 
homebuyer education course. MassHousing also offers financing for the purchase of two-, three- 
and four-family properties. 
 
MassHousing’s superior mortgage products, responsible underwriting, and the fact that the 
Agency provides high-touch servicing of its own loans, has resulted in foreclosure and 
delinquency rates lower than the comparable, conventional home lending market in 
Massachusetts.    
 
MassHousing is not a direct lender.  Its loans in Massachusetts are originated by staff at more 
than 160 lender partners, such as local and national banks, credit unions, and national mortgage 
lenders. MassHousing purchases and services the loans after closing, and customers make their 
loan payments directly to MassHousing. 
 
Lower-income homebuyers have always been key customers of MassHousing’s mortgage 
products, but lending among this demographic had been declining as the Massachusetts real 
estate market has grown more expensive and exclusive.  
 
The inventory of homes for sale in Massachusetts is at historic lows, driving up already high prices 
and increasing competition for available properties. The greatest barriers to homeownership 
among all Massachusetts homebuyers, particularly lower-income households, are up-front costs 
and long-term affordability. 
 
To complement its suite of affordable mortgage products and to address its customers’ most 
pressing challenges, MassHousing in July 2017 rolled out a trio of benefits for lower income 
buyers: a $1,500 closing cost credit, discounted interest rates and reduced mortgage insurance 
premiums.  
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The discounted rates and mortgage insurance premiums remain in place today, but the $1,500 
closing cost credit was originally offered for a limited time until the end of September 2017. It 
was later extended through the end of the year. 
 
 
Objectives 
MassHousing’s Marketing Department was tasked with the following objectives:  

• Promote awareness of the $1,500 closing cost credit, discounted interest rates and 
reduced mortgage insurance premiums among homebuyers and business partners 

• Drive clicks to the MassHousing website, where homebuyers could learn more about the 
Summer Special offers 

• Increase the number of loans to low-income homebuyers 
 
 
Program Planning and Strategy  
As a public agency, MassHousing’s past marketing campaigns had trended toward the 
conservative, focusing on the emotion and opportunity of homeownership in traditional media.  
 
For the Summer Special campaign, however, the Agency’s Marketing Department broke from the 
norm and devised a campaign that relied heavily on digital media and featured humorous, 
creative messaging.  
 
The items produced included: 

• Web page on masshousing.com 

• Sponsored content article posted via Taboola story (Taboola develops and markets a 
service for online content publishers and advertisers that recommends digital content to 
website users) 

• A pair of videos that were posted to YouTube and Facebook and embedded on 
masshousing.com 

• Social Media Posts on Twitter, Facebook and LinkedIn 

• Closing Cost Coupons posted online for download and printed out for distribution 

• Email blasts to partner lenders via Constant Contact 

• An email template that Business Development officers could use for outreach to local 
realtor associations and other community partners 

• A story in the Agency’s MassHousing Update email newsletter 

• Online and print ads in Bay State Banner, O Journal, Dorchester Reporter and the Metro 

• Print ads in Banker & Tradesman 

• Printed postcard in English and Spanish, distributed at homebuyer education classes, 
homebuyer fairs and other events 

https://www.taboola.com/
http://conta.cc/2fZagu0
https://www.baystatebanner.com/
http://www.heraldnews.com/ojornal
https://www.dotnews.com/
https://www.metro.us/
https://www.bankerandtradesman.com/
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• Through a partnership with the Massachusetts Association of Realtors, the Agency 
produced a direct mailing to members, two blurbs in the Association’s newsletter, and 
promoted a post on the organization’s Facebook page 

 
 
Results Documentation 
The campaign was initially scheduled to run from July 3 to September 30, 2017, and was later 
extended to mid-December.  
 
By all measures, it was a resounding success based on: 

• 36,341 page views on masshousing.com 

• 9,199 clicks to sponsored content article via Taboola 

• 3 Facebook ads: 245,205 reach | 622,359 impressions | 5,013 actions taken 

• Added 299 net followers to Facebook page 

• Facebook Video (promoted): 47,257 views | 19,881 engagements | 291 clicks | 14 shares 

• YouTube Videos: 705 views 

• 24 Twitter posts: 20,343 impressions | 77 clicks 

• LinkedIn Post: 3539 impressions | 21 clicks | 15 social actions 

• 2 email blasts to approximately 5,400 partner lenders: 2,213 opens | 317 clicks 
 
Because of the campaign:  

• MassHousing made 642 mortgage loans to lower income homebuyers for $135.9 million 

• 276 (43%) of those borrowers received closing cost assistance  
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