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lowa’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 lowa 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
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 lowans’ 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 lowans 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 lowa homebuyers.

Age: 25-39

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

SECONDARY AUDIENCE: Experienced lowa 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:

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

This campaign allowed us to directly correlate 89 lowans 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 lowans 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 ROl 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 ROl 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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IOWA FINANCE AUTHORITY

Your Homeownership
Goals Realized

lowa Finance Authority’s mortgage, down payment,
and closing cost assistance programs stand ready to
help make buying a home  reality for first-time and
experienced buyers alike. A new home is a big goal,
and our team looks forward to helping you reach this
milestone.

FIRST NAME

Get Your Free Homebuyer Guide
We break down the homebuying process and share steps you can

LAST NAME
start taking today. Complete the form to receive our guide!

COUNTY

Please Select v
EMAIL*

1 give permission to the lowa Finance Authority to send me emails. You may unsubscribe
atany time.*

GET MY GUIDE

First-Time Homebuyer A New Homebuyer
Just Like You ~ 3 Just Like You

Repeat Homebuyer
Just Like You

Bogd Mo 2 Boud Mo 2

IOWA FINANCE

Home Buying Tips from the
Iowa Finance Authority

Hello, soon-to-be-homeowmer (doesn't that hawve a nice ring to it?)

Congrabulations on taking the first step foward the milestone of
homeownership! We're excited to help you along this joumney. Thank you for
signing up for cur mailing list. More great information about the home buying
process is soon bo come.

More than 55,000 lowans hawve received the keys to their new house thanks to
IFA programs. And with the help of our programs designed for first-time and
experienced buyers alike, we can bring your dream home within reach too.

First-Time Homebuyer Guide

First things first, download your First-Time Homebuyer Guide below. It's full of
important information you showld know before starting your home buying
journey, incheding nformation about IFA programs that can help make
homeownership a reality.

GET THE GUIDE


https://www.iowafinance.com/welcomehome/

2021 Homeownership Campaign

Digital Ads and Social Media Posts

Free Homebuyer
Checklist

Download Now

g

IOWA FI~NANCE LEARN MORE

IOWA FINANCE
AUTHORITY

IOWA FINANCE

AUTHORITY

Get Your First-Time
Homebuyer Guide

AAAAAAARAAAS

IOWA FINANCE
AUTHORITY

Free First-Time
Homebuyer Guide

IOWA FINANCE
AUTHORTY

IOWA FINANCE
AUTHORITY

Buying a house?

Get your free credit score guide

&«

IOWA FINANCE
AUTHORITY

Free
First-Time
Homebuyer

Guide

LEARN MORE
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Education Resource Examples
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Common Homebuying Terms

Befome you stanymrhnmhwirg'p.!m. miake sure you B acpustomed to
COMFaN rms and vocah you wil hear alang the wa-
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unibissed professional. we have twn mortgage ypes homeawner assodiation fees? This
 / hﬁmebwlng t|p5 aeailablemﬁ-st—ﬁm and repeat i5 & monthiy fee that SoMme ONNETS
& CLOSING COSTS to help you on ::::s mamﬁr::;:‘ i:«eu;n:ef:ft ir epecifc residertial properies Py
comnentions
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nma&ufﬂ\elumanmma-dcaniﬂudemwﬁmsandnm. ype- Thisisamuaidbyu-ewmrand
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mmi-ehauliwyuuammmbad\alm ﬂbeimpmamre-snuuesmﬁg WWWWM roperty insurance et A
HOMEBUYING GUIDE st R e
# DOWN PAYMENT & mortgage lender will o through DOWN PAYMENT MYTHS
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P'OOeSS Is °°mp|ex- JOWA FINANCE during the homebuying IOCRES, aspecially for firs:tme buners. and appraisal, your fure Thome
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Education Resource Examples

SET YOUR §
HOMEBUYING

BUDGET

Buying a home comes with a lot of questions, but the
most importart is, *How much can | afford?*

Anawering the quastion of how much you can afferd
starts by finding an affordable menthly payment amount.

Your merthly paymert will depend on mary facters, but
the two most important are the total peice of the home
and the amourt of down payme it you can afford.

Mortgage Calculator

lowa Finanos Authority moommerds using a mortgags

pay leulatorto help establish a budget befor you
start shopping for hornes.

The cakulator will allow you to experiment with difiermnt
home prices and down payment amounts to find a
manthly payment that is affordable foryou.

Try outa
mortgage

payment
calculator
here.

Understanding Your
Monthly Payment

Your monthly mortgage payment is made up of a fow
differrt elements, including the principal ameunt,
Inkerest, tawes and possibly mortgage Insurance,
depending onyour down payment amount.

Homebuyer Checklist
Your 10-Step Guide to

Securing Your Dream Home

BUYING A HOME CAN BE ONE OF .
THE MOST EXCITING EXPERIENCES
OF YOUR LIFETIME-AND ALSO THE
ONE WITH THE MOST QUESTIONS.

We want to gve wou clear, actionable steps to land your dream home. Use this
guide &5 a reference throughout the homebuying process, soyou am amed
with the knowledge and confidence you need.

Just Think: The ability to psint walls your favoriie colors. A backyard whes you can
plant a garden. The freedom to make a home uniquely YOURS...it's all within mach.

O STEP1
GET ORGANIZED AND MAKE & PLAN

Start by deciding when you would ideally like to maove. Think about your
curment lease ierms or living situation. Make sure you have time in your
upcoming schedule to speak with lenders and real estste agents and
wisit open houses. Gather the documents you will need to provide to your
lender, such as tax etumns and pay stubs.

O STEP 2
DETERMINE HOW MUCH YOU CAN AFFORD

Look at your current financial situation and monthly sxpensas. Think about
how much you would want and can afford to spend each month. Don't

Praperty ts i ; i
and are b forget to consider texes and home-owne r's insurance when thinking about.
a monthly mortgage payment, slong with the utility bills that will slso come
m] with owning a home. Try this Mortgage Calculator.
This proteq Eource: MGIE
abls to ma
require
than 20%
O STEP3

Sourca: Nawd

EDUCATE YOURSELF

There are a lot of helpful resounces for homebuyers—take advantage of
them before you get too far into the process. Educate yourself on financial
terms such as income-to-debt ratio, APR. PML, cedit scom, etc. Research
available programs that you may qualify for. We have an easy-to-uss
Eligibility Quick Check so you can quickly see what lowa Finance Autharity
programs you may qualify for to make the homebuying process even
maore affordable.

O STEP 4
CONMECT WITH & LENDER AMD A REAL ESTATE AGENT
Find the right lender and real estate agent by shopping around and asking
questions. You will want to get a feel for their expertize and skills before
deciding wha you would like to go with. Both, a lender and 5 mal astate
agent, are exiremely important during the homebuying process. You can find

GET TO KNOW YOUR
CREDIT SCORE

‘Your cradit scora I8 a snapshot of your
financial history and plays an Important
role In a lendar's declsion to offer you
cradit. A higher credit score will help you
quallty for loans.

P it T

CREDIT
SCORE

Improving Your Score

While your credit scom s Important, s certaindy not
pe=rmanent. Thens am simpis things you can do routinely

1o impses your sooee e time

# CHECK YOUR CREDIT REPORT
FOR ERRORS

# PAY BILLS DN TIME

# REDUCE THE AMDUNT OF
DEET YOU OWE

Behind Your Score

Your credit spoe might sesm mysterious, but the
caloulations ane quies simple. Here 2o the oomponemnts

that malie upyour credit scoe.

FICOD Score

©
—

35% PAYMEMT HISTORY
Whetheryou'e paid past owdit

BOCounts on bme

0% AMOUNTS OWED

The: total amouns of cedit and loans
you'r using compared o your tot
omdit limk, aksc known asyouwr

utilization rate

15% LEMGTH OF CREDIT HISTORY
The length of time: you'ee had oedit

10% NEW CREDIT
How aften you apnly for and ope n new

aooouris

10°% CREDIT milX

The: varety of ce=dit produdts you haee,
Including omdit cands, installment
loans, finance company sccounts,

mortgege loans and s0on

| v afinan e, comywes lcomehome:

I rlﬁiq.N{ E

alist of IFA participating lenders and top real estaie agents on our websiie.

~F, - r
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Eligibility Quick Check

ELIGIBILITY QUICK CHECK

HOME / ELIGIBILITY QUICK CHECK

1. Please tell us your name:
FIRST NAME LAST NAME

ne Last MName

2. Is your income $139,580 or less?

Yes Mo

3. Is the price of your home $381,000 or less?|

Yes Mo

4. Will the home be your primary residence?

Yes Mo

Let's first find out if you're eligible for any of our programs.

PROGRAM FINDER

HOME / ELIGIEILITY STEF 2

Congrats! We may be able to assist
you in purchasing your dream home.

Please tell us a little more about yourself so our team of homeownershi

sxneds Can

ready to best assist you.

1. Have you owned a home in the last three years?
Yes No

2. Are you a veteran?
Yes Mo

Detzils

3. How many adults will live in the home?

1 2 3+

4. What is the value of the home you wish to purc
HOME VALUE

]

5. Please search by the specific address or county
desired home.

Address County

6. Please enter your email.

We need this so we can send you your results. You'll also be subscribed
which contains resources and opportunities to make the most of any pr
unsubscribe at any time. See our Privacy Policy.

EMAIL ADDRESS

i

ema

amail.com

.+ | CONSENT TO SHARING MY EMAIL ADDRESS WITH ONE OF IFA'S LENDING PARY

By unchesiing this bax, you =re apfing out of being contacted by an IFA lending partner.

Household
1-2 People

FHA/VA/RD

Military Home \
No $100,0
Conventional

Fannie Mae HFA

Freddie

County First-Time Home Buyer Area
Polk Yes Non-Targeted
Mortgage Programs
First-Time Home
Required
FirstHome £81.300 $311.000 Yes
Homes For lowans
Conventional £71.380 $381.000 No
Homes For lowans
Gowvernment £139.580 $381.000 No

Down Payment Assistance Programs

5.000%

5.625%.

First-Time Home Max Assitance

Granted

FHA/VA/RD

5.250%

5.250%

5.875%

Conventional

Fannie Mae HFA
Prefermed

Freddie

Required

EirstHome Plus $81.300 $311.000 Yes
FirstHome 2nd Loan $01.300 $311.000 Yes
Homes For lowans Plus

Conventional $71.380 £$381.000 No
Homes For lowans Plus

Government £138.580 £$381.000 Mo
Homes For lowans 2nd Loan

Conventional $71.380 £$381.000 No
Homes For lowans 2nd Loan

Government £138.580 £381.000 No

$2.500

£5.000

$2.500

$2.500

$5.000

$5,000

5.2505%

5.1255%

5.575%

57505

5.500%

B8.000%

5.500%

5.375%

5.125%

5.000%
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Lender Listing on the IFA Website

FIND A LENDER OR REALTOR

HOME / FIND A LENDER OR REALTOR

Your Gateway to Homeownership

In our opinion, each of the lender and realtor pariners listed below should be wearing a cape in their head shot. After all, they are homeownership dream
makers and wisdom wizards. They serve as advocates for lowa homebuyers throughout the home-buying process.

The lenders listed on the IFA Lender Listing are active IFA participating lenders.

That's why we partner with them to offer our mortgage and down payment assistance programs. It's a win-win for homebuyers—granting them access to
programs only offered by IFA—as well as the convenience and unmatched service of working with a lender and realtor in hometowns aoross our great
state. Find your perfect match to make your homeownership dreams come true below!

LENDER & REALTOR

VIEW

Lender & Realtor Portal

All Lenders v

A B CDETFGH 1 J KLMNOPA QRS STUVWXY Z

FIND A LENDER ~ FIND A REALITOR

SEARCH BY LENDER NAME searc ey LOCATION Dustin Arntt
Type a lender name st ddress, City x Frontier Mortgage B email
SEARCH BY INSTITUTION PROXIMITY STATE 5550 Wild Rose Rd, Suite 400 g si;:tg:gii
Type an institution name x 20 Miles vl v West Des Moines, IA 50266
LANGUAGE
English v NMLS: 51498 m
Scott Brekke
s Great Southern Bank B Email
= : 12-202-0707
al Londers v 2001 Singng Hills Biva. 87124907718

Sioux City, IA 51106

njm|

A B CDETFGHI1I J KLMNOPAO QRSTUVWXYZ NMLS: 527497

Bobby Burgett
Lincoln Savings Bank

1375 SW State St.
Ankeny, IA 50023

NMLS: 501467



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

WHOME PRICE $160,000
:SQA:JERPE%CDEOWN PAYMENT S lggggg REQUIRED DOWNPAYMENT 54,800
4 IFA DOWN PAYMENT 2ND LOAN  $4,800

IFA DOWN PAYMENT GRANT - $2,500

i~

ADJUSTED DOWN PAYMENT S0 $175,000 4
ADJUSTED DgWN PAYMENT $2900 ] $5250
RANT  $2,500

. pr ADJUSTED AENT $2,750

- gixomple Owa nANCE *Exomple Scanorio. Amount does not i
*Example Scenario. Amount does not include dloting costs. oy y i i 3 OWA TN ‘Example Scenorio. Amount does nof include closing costs.

IOWA FINANCE - IOWA FINANCE IOWA FINANCE
AUTHORITY ¥ AUTHORITY AUTHORITY



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