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Let’s face it…you can offer great programs and products for homebuyers but be completely ‘undone’ by 
negative perceptions in the marketplace. Especially when those negative perceptions come from the 
realtor community. Whether a realtor intends it or not, a realtor is not going to be able to effectively 
promote our programs and products if they don’t understand the ins and outs of our work. This 
represents a significant barrier to potential HFA customers. A barrier we have worked to remove.  
 
As the majority of our mortgages originate via lender partners, we typically never come face-to-face 
with our homebuyers or the real estate professionals they utilize. This resulted in a disconnect between 
us and the realtor community, which in turn, was negatively impacting our ability to share information 
on our programs with homebuyers.  
 
Tapping into a Trusted Resource 
First-time homebuyers are known to ‘put the cart before the horse.’ Many will find a house they want 
prior to even knowing how much they can afford for a home purchase. In their pursuit of a specific 
home or neighborhood, they will often begin working with a real estate professional prior to meeting 
with a mortgage lender. As a result, realtors are often the first-line of information and education for 
first-time homebuyers, becoming a trusted resource.  
 
Buyers tell them their hopes, dreams and wants for a new home. They may spend days, weeks, or even 
months working with a realtor driving around neighborhoods, attending open houses and visiting 
properties. And when it’s time to pick a lender, first-time homebuyers will often ask their realtor for 
advice.  And if a real estate professional tells a buyer not to use a specific program, they will likely listen.   
 
This fact is further illustrated by many of the homebuying “how-to’s” which note that consumers should 
work with their real estate agent to identify the home and mortgage professional that’s right for them.  
A quick review of online resources finds numerous homebuying guides that direct buyers to real estate 
professionals for advice and guidance.   
 
An Educated Realtor = An Educated Consumer 
In RIHousing’s strategic planning efforts, one of the identified challenges to providing mortgage 
financing to prospective customers was the lack of strong relationships with the realtor community and 
misperceptions in the marketplace. With a small team originating loans via our Loan Center, our 
Mortgage Originators lacked the bandwidth and capacity to properly educate the thousands of realtors 
licensed in our state [for a small state, we have over 4360 licensed realtors!]  
 
In the past, RIHousing offered workshops and presentations to realtor offices, but these efforts never 
really took off and realtors seemed uninterested. We felt strongly that the realtor community was an 
important pathway to prospective homebuyers and that improved relationships and an educated 
realtor community would empower buyers. 
 
Dispelling Myths 
There were a number of myths about RIHousing among the realtor community: slowness of approvals, 
delays in closings, unnecessary bureaucratic hurdles, etc. Despite our best efforts to overcome these 
myths, we frequently heard of realtors directing their clients to pursue financing elsewhere. With the 
prominence of social media, negative perceptions and misinformation were reaching a much larger 
percent of the population than ever before.  
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Partnering for Success 
We began a comprehensive review of touchpoints with the realtor community and identified the RI 
Association of Realtors (RIAR) as an organization that could connect us to the realtor community and 
partner with us on an educational and outreach effort. The challenge was finding a way to get realtors 
to want to attend our classes and ensuring they viewed these classes as important to their work.  Early 
discussions identified several reasons realtors had not been participating in our trainings: the time real 
estate professionals have for our classes in light of the considerable educational programs they must 
participate in each year and misperceptions in the realtor community that turned them off from 
attending.  
 
We developed a set of goals: 

1. Create a class tailored to the realtor community to educate realtors on our programs and 
products; dispelling myths and misperceptions 

2. Utilize real estate professionals as the “message bearer” for our programs; educated realtors 
would share accurate information on programs and products with buyers 

3. Empower buyers through knowledge---informed consumers are informed buyers 
4. Develop a course realtors would want to take and could see the benefit of 
5. Strengthen relationships with realtors to overcome negative perceptions and past experiences 

 
Providing the Incentive 
We recognized offering a class that provides Continuing Education (CE) credits to realtors would be the 
most effective approach to meeting our goals. Providing six (6) hours of CE credits is valuable to the 
realtor community. And partnering with a trusted source – RIAR – meant realtors would view us as an 
important resource for helping them help their customers.  
 
To maintain their real estate licenses in the state(s) in which they operate, agents and brokers need to 
participate in defined amounts of continuing education (CE) each year. These requirements are set forth 
in state laws and are administered by state real estate commissions. In Rhode Island, brokers must 
renew their license every two (2) years; of the 24 total credits required for renewal, six (6) credits must 
be from the CORE courses, with the remaining 18 to be selected from other CE courses. 
    
Working closely with RIAR, RIHousing staff developed a comprehensive agenda, background materials, 
bios for participating staff, and sample presentation materials for submission to the RI Department of 
Business Regulations (DBR). The proposed course would go far beyond our first-time homebuyer 
products and also include programs for homeowners and an opportunity for realtors to participate in 
our traditional Homebuyer Education (HBE) class for homebuyers. Participation in our HBE class provides 
real estate professionals direct insight into the questions we receive from homebuyers, as well as a 
networking opportunity to meet prospective clients. 
 
To ensure our CE class met the needs of the realtor community, we held a Brown Bag Luncheon one 
month prior to the class. Held in November 2018, 67 real estate professionals registered for the Brown 
Bag. The session provided realtors with the opportunity to ask questions and share concerns about 
working with us.  We were able to take this information and use it to further develop the curriculum for 
the CE class, which launched in December 2018. 
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Results 
To date, we’ve held two CE classes (December 2018 and April 2019) and plan to hold them on a 
quarterly basis. While we recognize that a handful of other HFAs also offer CE credits to realtors, we feel 
strongly that our program is unique for the following reasons: 

1. Is part of a comprehensive realtor outreach and education effort to tap into the realtor 
community to reach buyers 

2. Brings the Homebuyer Education experience directly to the realtors, also providing a direct 
networking link for them to prospective homebuyers 

3. Features much more than first-time homebuying programs: we cover LeadSafe Homes, 
Community Lending, Home Repair, etc. 

4. Provides an opportunity for realtors to meet and connect with both senior level 
Homeownership staff and middle-management; attendees now have important connections and 
access to our staff to answer questions as they arise 

5. Brown Bag Lunch provides open discussion between realtors and our origination and processing 
staff, proving direct insight into our programs, the decision-making and review processes 

6. Via outreach from RIAR, classes reach all realtor Boards and realtors, from new to tenured real 
estate professionals 

7. Deepened and strengthened our relationship with realtors and RIAR  
8. Ahead of the spring homebuying season, it arms realtors with information to assist their buyers, 

helping them utilize our products  
9. Both sessions have been sold out for attendance. 
10. Received high marks and all positive feedback on the course from participating attendees (in 

fact, both classes have bene sold out!) 
 
Added Bonuses 
With RIAR as our partner, we do not need to spend any money on marketing and outreach as they 
provide this service. Our CE course is part of the REXpedition real estate Learning & Certification 
program.  Additionally, classes are held at RIAR’s offices, which provide presentation space with close 
access to major transportation routes and free parking.   
 
What’s Next 
Based on the positive feedback and interest in our pilot program, we are reviewing and planning the 
following: 

• Developing formal recognition process for realtors who have completed the CE class. Recognize 
them as Trusted Partners, providing marketing support and a level of credibility to consumers 

• Creation of 203(k) Continuing Education class:  
o August 2019 Brown Bag Lunch-and-Learn with realtors to gather insight into their 

questions and concerns about 203(k) lending to help shape the class 
o Submission of 203(k) class proposal and materials to DBR in October 2019 

• Creation of real estate professionals page on our soon-to-be-launched website. 
 



Reaching Homebuyers 
through the Realtor Community

Invest. Build. Believe.

RI REALTORS® is pleased to announce another offering 
of the sold out course, #515 RI Housing: What it Takes.    

You will gain valuable insight into the homebuyers’ experience by participating in RIHousing’s 
First-time Homebuyer Education class. This course offers 6 CORE CE and includes a networking 
opportunity with first-time homebuyers. 

Get a comprehensive review of RIHousing and programs and hear from RIHousing’s experienced 
program specialists, underwriters, and members of their senior team as they review and discuss 
everything REALTORS® need to know to successfully tap into the homebuyer and community lending 
programs offered by the agency.  You will also gain valuable knowledge of the homebuyer experience 
and how to consult with buyers regarding credit scores, income, sales prices, market trends, 
community lending programs and more.   

COURSE FEE: RI REALTORS Member $60, Non-Member $75

(#515)

RI Housing: What it Takes  (6 CEHs)

Wed. April 24, 2019  1:00pm – 7:30pm

RIAR Member $60
Non-Member $75

RI REALTORS® Professional Development Center
www.rirealtors.org   |   professionaldevelopment@riliving.com   |  401-432-6903

Location: RI REALTORS® 100 Bignall St. Warwick, RI. 
Led by: Peter Pagonis, RIHousing Director of Homeownership and Brenda Hayden, RIHousing Assistant 
Director of Homeownership as well as  additional guest speakers from RI Housing.

Part of the REX education program

“This unique collaboration 'pulls back the curtain' and provides 
participants with the opportunity to understand the mechanics 

of RIHousing like never before. Deeper relationships with 
RIHousing sta� members – processors, underwriters, 

lead/inspection experts – provides participants with a better 
understanding of all the products and services that RIHousing 

o�ers, which they can then share with their clients.

An added bonus is the participation in an actual Homebuyer 
Education class, which bene�ts our new licensees while 

providing a networking opportunity with unattached buyers.”

ANN ENOS
Director of Professional Development

Rhode Island Association of REALTORS®
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