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Iowa’s homeownership market is seeing historically low inventory and average days on the market 
paired with rising home prices. Because homes are receiving multiple, (sometimes dozens) of offers 
within hours of hitting the market, potential homebuyers need to be ready to act fast. This rapid-paced 
and highly competitive market make it critical for potential homebuyers to be prepared to move quickly 
and be pre-approved with an Iowa Finance Authority (IFA) Participating Lender.  

IFA set out to create a campaign that was three-fold: 

1. To promote IFA’s down payment and closing cost assistance programs
2. To educate homebuyers about the homebuying process
3. To connect homebuyers with an IFA Participating Lender so they can get pre-approved and be

ready to purchase a home through an IFA mortgage program.

OBJECTIVE 

We knew that in order to reach our objectives of proving the campaign’s return on investment and 
increase loan volume we first needed to position ourselves as a resource for all things homebuying by 
gaining the attention of potential homebuyers, gathering their information and providing homebuyer 
education materials.  

We strategized a concept of “Picture This” to open Iowans’ hearts and minds to the possibility of 
homeownership. We told relatable stories about the desire to own a home, along with real incomes, 
home prices and down payment amounts needed. We then provided resources to educate about the 
homebuying process and introduced IFA programs to show how homeownership could be possible.  

Objective 1: Educate Iowans and generate an additional 100 IFA loans 

Objective 2: Create a lender leads process to connect potential homebuyers with IFA lender partners 

PRIMARY AUDIENCE: We first zeroed-in our primary audience, first-time Iowa homebuyers. 

Age: 25-39 
Single, may be coupled and not married 
Average household income: $54,253 
Average home price: $117,931 

SECONDARY AUDIENCE: Experienced Iowa homebuyers, families and couples looking to buy a home. 
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CAMPAIGN TACTICS: 

We chose to concentrate most of our efforts on digital display and video, social media and Google Ad 
(search and YouTube) platforms. All tactics were deployed June-November 2021.  

• Digital
o We used a variety of highly targeted digital techniques in order to cost-effectively reach

potential new owners and highlight the campaign visuals. Including retargeting and
geographical and behavioral targeting and custom site targeting

• Social Media
o Heavy social media use includes paid Facebook, organic Facebook and Twitter along

with YouTube for tracking our video views.
• Pre-Roll Video

o 3 different videos, :30 second stores with :15 second versions for each
o Used in display/pre-roll, social and OTT as well as on the microsite

• Landing Page
o We created a microsite within our website. This served as the call to action providing a

free homebuyer guide to users who provided us their information. The site also
provided real life scenarios of homebuyers using IFA programs to make homeownership
a reality to reiterate the “picture this” theme.

• Automated Email Campaign
o Created an automated email campaign using HubSpot that served users emails with the

various education resources created by the IFA team with the last email leading them to
the eligibility quick check tool on the IFA website.

This campaign centered around education, our intent was to inform and equip potential homebuyers 
with general knowledge of the homebuying process, make them aware of existing IFA down payment 
and closing cost assistance programs and connect them with IFA lender partners. 

The IFA team created general homebuying education pieces to share with users through an automated 
email campaign including the following:   

• First-time homebuyer guide
• Homebuyer checklist
• Get to know your credit score guide
• Guide to set your homebuying budget
• Understanding down payment and closing cost assistance
• IFA down payment and closing cost assistance guide
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CONNECTING IFA LENDERS WITH POTENTIAL HOMEBUYERS 
The automated email campaign ended by directing users to an existing eligibly quick check tool on the 
IFA website that after a series of questions shows what IFA programs a user may be eligible for. We 
enhanced the existing quick check tool to incorporate a lender leads process so we could connect 
potential, quality leads with our IFA lending partners. If a user opts in, an IFA lending partner in their 
area is sent an email with their email and city along with the programs they may be eligible for.  

RESULTS 
Our homeownership education campaign collected names, emails and locations which allows us to 
correlate the number of loans specifically generated from the campaign. We wait a full year for full 
results but can say that as of April we have 89 conversions of leads to IFA homebuyers. We will far 
exceed our goal and gain 11 more homebuyers directly from this campaign in the last quarter of the 
year.  

Since launching in June 2021: 

• We have had 7,268 users use our eligibility quick check tool.
• We have sent 2,795 leads to IFA lenders

This campaign allowed us to directly correlate 89 Iowans who were provided our education resources 
and eligibility quick check tool to homebuyers who used our programs. To ensure accurate results, we 
wait one year before calculating final results, as we know it’s not realistic to make such a large purchase 
rapidly after hearing about a program. In the upcoming months we anticipate many more Iowans who 
were provided to our education materials and eligibility quick tool to use our programs through the 
lenders we provided their information to.  We also must note that while we count the names that 
directly correlate, we know that there may be users we miss due to use of a full or nickname, different 
email, spelling errors or spouse or partner names.  

CONCLUSION  
The homebuyer education campaign can be replicated and updated easily for a continued content 
marketing campaign. The new initiative is the most successful homeownership marketing initiative in 
IFA’s history, with proven results, a clear ROI and This campaign can and will be easily reproduced by 
developing homebuyer education materials. 

PROJECT SUMMARY 
This marketing initiative went far beyond educating potential homebuyers and raising awareness of the 
homeownership programs – it actually connected preliminarily eligible homebuyers with lenders in their 
area – creating a crystal-clear ROI and proven results for the bottom loan of a growing program loan 
volume.  This ingenious and highly measurable initiative converted leads to IFA homeowners, 
strengthened lender relationships and set a high baseline for even more success!  
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https://www.iowafinance.com/welcomehome/
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Digital Ads and Social Media Posts 
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Lender Listing on the IFA Website 

https://www.iowafinance.com/find-lender-realtor/
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Social Media Videos 

https://youtu.be/7d6bspns6-g
https://youtu.be/wivlk5XwTuo
https://youtu.be/VU1JUjUwblc
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