NATIONAL ASSOCIATION OF REALTORS®
and the ______ Association of REALTORS®

Employer-Assisted Housing (EAH) Class
Continuing Education (CE) Course Outline

Overview

The Employer-Assisted Housing (EAH) class is part of an outreach and education effort to increase homeownership opportunities for workforce families by encouraging employers to offer housing benefits to their employees.  This effort is conducted in partnership with the National Association of REALTORS® (NAR), the __________ Association of REALTORS(, employers, employees, lenders, and non-profit housing organizations.  The EAH Class is designed for an audience of real estate professionals, including real estate brokers and owners, as well as lenders and non-profit organizations who wants to be on the real estate professional’s team.

This four-hour continuing education class is designed to help real estate professionals understand the benefits of employer-assisted housing and how EAH can be used help increase affordability and promote homeownership opportunities for working families in their communities. 

Objectives
After attending this course, participants will be able to:

· Describe and discuss workforce housing issues and employer-assisted housing (EAH);

· Describe and discuss the benefits of implementing an EAH program and the key types of EAH benefits employers can offer;

· Conduct research to find information on their communities and existing, local programs

· Create a team including, but not limited to, counselors, lenders, and other providers; and

· Identify and meet with employers to discuss the initiation and implementation 
of an EAH benefit, including workshops, counseling, and/or financial assistance.

Timeline

4 hours 

Course Outline 

1.
Welcome and Introductions (5 minutes)

2.
Course Objectives (3 minutes)

After attending this course, participants will be able to: 

A. Describe and discuss workforce housing issues and employer-assisted housing (EAH);

B. Describe and discuss the benefits of implementing an EAH program and the key types of EAH benefits employers can offer;

C. Conduct research to find information about your community and existing, local programs;

D. Create a team including, but not limited to, counselors, lenders, and providers; and

E. Identify and meet with employers to discuss the initiation and implementation 
of an EAH benefit, including workshops, counseling, and/or financial assistance

3.
Class Overview (2 minutes)

• Module 1: Workforce Housing Overview 

• Module 2: EAH as a Workforce Housing Solution 

• Module 3: Types of EAH Benefits 

• Module 4: Action Plan

Module 1: Workforce Housing Overview (20 minutes total for module)

4.
Module 1: Learning Outcomes (2 minutes)


At the conclusion of this module, you should be able to describe and discuss: 

• the definition of workforce housing; 

• workforce housing challenges, trends, and barriers to homeownership; and 

• workforce housing solutions.

5.
What is workforce housing? (2 minutes)

• Housing near employment centers or accessible transit 

• Affordable


• 60 to 120 percent of the area median income 



• 30-40% of income for housing

6.
Workforce housing trends (3 minutes)

• Housing prices

• Foreclosures and job losses 

• Stagnating incomes

• Foreclosures and job losses 

• Stagnating incomes 

• Job growth in lower-wage occupations 

• Regulatory barriers and land use policies 

• New development in suburban and exurban areas

7.
Workforce housing challenges (3 minutes)

• Affordability - The Center for Housing Policy estimates that an income of $61,732 is required to purchase the $190,000 median-priced home in the U.S.



• Many professions pay less than this: 



• Elementary school teachers ($49,781) 



• Police officers ($48,696) 



• Nurses ($38,941)



• Retail workers ($21,916)

•Geographic



•Resort areas



•Public service employees

•Desirable neighborhood choices

•Safe neighborhood choices

•Workplace productivity decrease

•Sprawl increase

8.
Homeownership barriers add to challenges (facilitated exercise, 5 minutes)

What do you think are barriers to homeownership?

• Credit scores

• Mortgage qualification 

• Lack of funds for down-payment and settlement costs 

• Lack of knowledge 

• Lack of confidence 

• Fears/myths (foreclosure fear)

9.
Workforce housing solutions (5 minutes)

• Allows critical community workers and emergency responders to live in the communities they serve 

• Allows workers to live close to their jobs 

• Allows workers to live in neighborhoods of their choosing 

• Addresses the affordability issue 

• Allows workers to live and work in the same community



• Decreased sprawl and traffic 



• Shorter commutes 



• Improved quality of life 



• More community involvement

• Federal & State Government financing programs 



• State housing finance programs 



• Mortgage revenue bonds 



• Tax credit

• Local financial assistance programs 

• Local Regulatory changes



• Zoning changes & inclusionary zoning 



• Building code changes 



• Streamlined permitting & fee waivers

• Long-term affordable housing programs



• Land trusts 



• Shared equity 



• Deed-restricted housing

• Land acquisition and reuse 



• Brownfield redevelopment 



• Land banking 



• Rehab and resale of abandoned and foreclosed properties

• Employer-Assisted Housing

Module 2: EAH as a Workforce Housing Solution (30 minutes total for module)

10.
Module 2: EAH as a Workforce Housing Solution (2 minutes)

At the conclusion of this module, you should be able to: 

• define employer-assisted housing, 

• discuss the different types of employer-assisted housing benefits, and 

• summarize the value of EAH to:


• the employer 


• the employee 


• the community 


• real estate professionals
11.
What is EAH? (2 minutes)

Employer-Assisted Housing (EAH): 

• benefits offered by employers to help their employees meet their housing needs 

• can help employees move beyond the most common hurdles to homeownership, and purchase (or rent) a home in the community where they work. 

12.    EAH Video (5 minutes)

This five-minute video shows how real estate professionals and lenders are working together to reach out to employers to help them offer housing benefits to their employees.  The video helps attendees understand employer-assisted housing and how it can overcome obstacles to homeownership.

13.
Typical employer benefits (2 minutes) 

• Healthcare
• Life insurance 

• Retirement/401K plans 

• Tuition reimbursement/education 

• Daycare 

• Wellness programs/health club memberships 

• Employer-Assisted Housing – Why not?

14.
Employers who may offer EAH (3 minutes)

• Experiencing labor shortages 

• Experiencing high turnover 

• Needs to relocate employees

• Needs employees close by (hospitals?) 

• Trendsetters & socially responsible employers 

• Place-based employers 

• Located in a resort community 

• Located in a community with high housing costs 

• Located in deteriorating neighborhoods or ones receiving NSP funding

15.
EAH benefits to the employer (5 minutes)

• Retain existing employees & reduce turnover 

• Recruit new employees 

• Increase productivity

• Improve staff morale 

• Enhance employee’s work-life balance 

• Decrease absenteeism

• Decrease absenteeism 

• Reduce stress in employees concerned about losing their home 

• Build staff loyalty to the employer 

• Produce a positive return on investment

• Build organization value and reputation 

• Generate positive publicity for the employer 

• Create goodwill in the community 

• Contribute to the stability and revitalization of the nearby neighborhoods

16.
EAH benefits supported (2 minutes)

According to the 7th Annual MetLife Study of Employee Benefits Trends: 

• 50% of employers rank retaining employees as a top objective; 

• 40% of employers rank increasing productivity as a top objective; 

• 25% of employers rank attracting employees as a top objective; 

• 69% of employees say other benefits are an important contributing factor to loyalty.

17.
EAH benefits to employees (3 minutes)

• Overcome homeownership barriers

• Improve knowledge of the homebuying process & homeownership concerns

• Secure financial assistance

• Enhance quality of life

• Reduce commutes

• Increase family time

• Reduce stress

• Wealth-building and equity appreciation through homeownership

18.
EAH benefits to the community (3 minutes)

• Attracts and keeps a local workforce with an investment in the community

• Ensures that critical workers and emergency responders are living nearby

• Reduces traffic and air pollution 

• Assists with community economic goals 

• Stabilizes & revitalizes the community 

• Increases population 

• Increases the tax base

19.
EAH benefits to real estate professionals (& Team) (3 minutes)

• Credibility
• Expand client base 

• Generate a source of referrals 

• Increase name recognition 

• Create a positive community image

• Create a positive community image

• Refine a successful, long-term strategy 

Module 3: Types of EAH Benefits (60 minutes total for module)

21.
Module 3: Types of EAH Benefits (2 minutes)

At the conclusion of this Module, you should be able to describe and discuss: 

• the types of EAH benefits, 

• how EAH benefits can help overcome the barriers to homeownership,

• the benefits of homebuyer and homeownership education and counseling, 

• the types of financial assistance employers can provide, and 

• the implications of EAH programs for employers.

22.
Key types of EAH benefits (1 minute)

• Homebuyer & homeownership education

• Homebuyer Workshops

• Foreclosure Assistance Workshops 

• One-on-one counseling 

• Financial assistance

23.
Homebuyer workshop (5 minutes)

Key subjects that can be addressed:

• Selecting real estate professionals 

• Determining how much you can afford 

• Improving your credit position 

• Obtaining mortgage financing 

• Budgeting 

• Saving for a down payment/closing costs 

• Homeownership responsibilities 

• The homebuying process

• Conducted by real estate professionals and/or a lender/non-profit 

• Low-or no-cost to employer 

• Workshop Location

• “Lunch and Learn” sessions at workplace 

• After work sessions 

• Night or weekend sessions 

• Off-site

• Promote via workshop flyer 

• Use customizable PowerPoint 

• National Industry Standards for Homeownership Education & Counseling

24.
NAR HouseLogic Website (1 minute)


Present an overview of NAR’s website for home owners.

25.
Foreclosure assistance workshop (3 minutes)

Key subjects that can be addressed:

• Helps homeowners avoid foreclosure 

• Federal foreclosure assistance programs 

• Working with your lender

• How to find a foreclosure counselor 

• Non-profit resources

• Assistance programs

• Counseling 

• Ineffective programs and scams

26.
NAR Foreclosure Assistance Programs (2 minutes)

• Foreclosure Prevention and Response

• Real Estate professionals are often called first 

• The FPR initiative aids REALTORS® and their clients 

• Educates REALTORS® with customized training 

• Work with homeowners to avoid foreclosures 

• Engage in communities to minimize impact of foreclosures 

• Contact your state or local association

• Short Sales and Foreclosure Certification Resources: 

•  www.Foreclosure-Response.org

27.
One-on-one counseling (4 minutes)

· A review of an employee’s individual situation
· Consultation on private issues

· credit problems

· financial matters

· Advice and recommendations specific to the employee’s situation

· Counseling services are provided by a non-profit organization

· Helps borrowers avoid foreclosure

· The counseling sessions are typically conducted at the non-profit’s office or at the home of the employee

· The workplace is another potential location

· The employer can assist by

· allowing the employee time off to attend  counseling sessions

· providing a private location on site for the sessions

· providing information to allow the employees to contact the counselors

· assisting with any fees

29.
Non-profit counseling fees (1 minute)

•  The non-profit may charge a fee for education and counseling services

•  per participant fee

•  flat annual fee

•  The non-profit may have a government or private grant to provide education and counseling services

•  No per participant fees

•  The EAH staffer refers participants for the non-profit’s programs

30.
Workshops and counseling as the first step(s) (2 minutes)

Educational workshops and one-on-one counseling programs can be a good first-step EAH benefit:

• Inexpensive to implement 

• Can demonstrate immediate benefit to the employer through increased productivity and loyalty 

• Can generate immediate positive publicity for the employer

31.
Financial assistance (3 minutes)

•  Helps employees overcome a financial barrier

•  Used for

• Downpayment assistance

• Closing costs

•  Types of financial assistance

•  Loans

•  Grants

•  Matched savings

•  Structure to encourage retention

•  Requires resources to administer and manage

•  Employer reluctance

•  Information on other financial assistance at workshops

32.
Loans (4 minutes)

•  The employer provides a loan to the employee to assist with downpayment and closing costs

• Repayment

•  The loan is repaid to the employer with regularly scheduled payments

•  Deferred

•  Payment on the loan is deferred until the property is sold, or a specified period of time passes, or if the employee changes jobs

•  Forgivable

•  A stipulated percentage of the balance is forgiven by the employer each year the employee lives in the home

•  Eligibility Requirements - Optional

•  Location of home

•  Duration of employment

•  Income level

33.
Grants (1 minute)

•  The employer provides a grant to the employee to assist with the downpayment and closing costs.

•  Grants are similar to loans, except they do not require repayment.

34.
Matched savings (1 minute)

•  The employer establishes a plan in which an employee’s savings are matched.

•  The matched savings can only be used for the purchase of a home.

35.
Implications for employers (2 minutes)

•  EAH financial assistance benefits can be complex for an employer to set up and administer. 

•  The employer may partner with a nonprofit or for-profit organization to administer the programs. 

•  Administration of applicant procedures and plan

• Templates in step-by-step guide

36.
Tax implications for employers and employees (2 minutes)

•  Forgivable loans and grants are considered compensation by the IRS 

• taxed as income to the employee 

• deductible as business expenses for the employer

•  State tax credits

•  Illinois 

•  State income tax exemptions

•  Mississippi 

• Federal legislation

• Housing America’s Workforce Act

37.
REACH Illinois – Tax Credit Example (2 minutes)

An example of how tax credits reduce the employer’s costs

38.
Steps to structure an EAH benefit (4 minutes)

•  Conduct needs assessment 

• Employee goals: EAH benefit can address goals 

• Employee housing needs survey

•  Conduct cost/benefit analysis

• Employee housing needs survey 

•  Conduct cost/benefit analysis

• Based on lower turnover costs 

•  Identify EAH benefits to implement 

•  Implement EAH 

•  Evaluate EAH program

39.
State and local financial assistance (2 minutes)

•  Combine to leverage EAH benefit 

•  State and local programs

• Philadelphia “Home Buy Now”

• Long Island Housing Partnership 

•  Federal program

• $8,000 tax credit 

40.
The Long Island Housing Partnership (2 minutes)

An example of combining state funds with employer funds in an EAH program.

41.
Other types of EAH benefits (2 minutes)

•  Shared equity 

•  Mortgage payment assistance 

•  Rental assistance (CVS example) 

•  Land donation 

•  Employer-constructed housing 

•  Loans for housing construction 

•  Contributions to a community housing fund

42.
EAH at a small employer (3 minutes)

Organization: 

•  Brownstein Hyatt Farber Shreck, LLP 

•  Law office in Santa Barbara, California 

•  82 employees

Situation overview: 

•  Santa Barbara is a very expensive housing market 

•  Difficult for the employer to attract and retain workers 

•  Significant turnover costs when employees leave

Outcomes: 

•  45 employees participated in the program 

•  24 employees purchased homes

•  The firm has become an advocate for EAH in southern California •  Program sets Brownstein Hyatt apart as an “employer of choice” when recruiting employees

43.
EAH at a government employer (3 minutes)

Organization:

•  Chicago Public Schools 

•  44,400 employees

Situation overview: 

•  Need to recruit top talent to school system and to retain new teachers 

•  Provide resources to support City of Chicago residency requirement

Outcomes: 

•  1,300 employees have received counseling 

•  900 employees purchased homes 

•  Chicago Public Schools also received a $500,000 financial benefit through the sale of Illinois employer tax credits

44.
EAH at a place-based employer (3 minutes)

Organization:

•  Johns Hopkins University and Hospital 

•  45,000 employees

Situation overview: 

•  Encourage employees to live near work 

•  Strengthen the community in the neighborhoods surrounding the university

John Hopkins’ EAH benefit: 

•  Homebuyer education 

•  Counseling

•  Grants 

• Between $2,500 and $17,000, depending on neighborhood 

• Grant repayment is required if the employee leaves Johns Hopkins during the first 5 years of ownership

Partners: 

•  Private foundation provided grant to Johns Hopkins for use with EAH benefit 

•  Baltimore provides $1,000 towards the employee grant for purchases in designated neighborhoods 

•  Nonprofit housing partner works with homebuyers and provides counseling

Outcomes:

•  400 employees purchased homes 

•  Increased neighborhood vibrancy

45.
Match EAH benefit to overcome homeownership barriers (facilitated exercise, 5 minutes)

•  Homebuyer education 

• Lack of knowledge 

•  Fears/myths

•  One-on-one counseling 

• Lack of confidence 

• Credit scores 

• Mortgage qualification

•  Financial assistance 

• Lack of funds for downpayment and/or settlement costs

46.
Question and Answers (5 minutes) AND BREAK
Module 4: The Action Plan (115 minutes total for the module)

47.
Module 4: The Action Plan (2 minutes)

At the conclusion of this module, you should be able to describe and discuss: 

•  how to conduct research in your community, 

•  the importance of creating an EAH team,

•  how to identify and contact employers, and

•  how to meet with an employer. 

48.
Four steps in the action plan (1 minute)

•  Conducting research about your community 

•  Forming a team 

•  Identifying and contacting employers 

•  Meeting with the employers

The Action Plan, Step 1: Do Your Research 

49.  Local market knowledge (facilitated exercise, 4 minutes)

Facilitated exercise to make students aware of the data needed to create and implement an employer-assisted housing benefit.

· Homebuyer education and counseling services

· Housing costs

· Income levels

· Existing financial assistance programs

· Neighborhood Stabilization Programs

· Existing EAH programs

· EAH legislation

50.
Housing Market and Census Research (4 minutes)

•  Census Community Profiles provide data on the characteristics of the community: 


•  Demographic characteristics 


•  Social characteristics


•  Economic characteristics


•  Housing characteristics 

•  The American Community Survey provides current census data about the demographics, economics and housing in selected communities

•  The Paycheck to Paycheck database provides data about: 


•  Housing ownership costs 


•  Rental costs 


•  Wages in selected occupations

•  The Bureau of Labor Statistics provides data about hourly and annual wages for various professions in communities nationwide.


•  National Association of REALTORS® research 


•  Housing statistics/data


•  Economists’ outlook page 


•  Market forecasts 


•  Surveys 


•  Local market reports


•  Real estate insights

51.
Federal, state, and local financial assistance (2 minutes)

•  Local Initiatives • Governor’s office and state agencies 

• Mayor and city agencies 

• Local foundations and non-profits 

• Local developers

•  Employer EAH Programs 

• Economic development agencies 

• Chambers of commerce 

• Local newspaper and business journals 

• Society for Human Resource Management (SHRM)

52.
EAH Legislation (2 minutes)

· State Legislation & Tax Credits

· State REALTOR® associations’ government affairs departments

· State websites

· Metropolitan Planning Council

· Federal Legislation

· NAR

· National Housing Conference


The Action Plan, Step2: Form a Team

53.
Benefits of the team approach (3 minutes)

•  Adds credibility when meeting with employer 

•  Real estate professionals as part of a team with a non-profit may be seen as offering a valuable benefit 

•  Provides expertise in all area of the homebuying and homeownership process

•  Access to Federal, state, and local financial assistance programs 

•  A source of introductions to employers

54.
Team member expertise (3 minutes)

•  Lending and finance expertise 

•  Financial assistance resources information 

•  Home-ownership education and workshop assistance 

•  Foreclosure prevention assistance 

•  Counseling services 

•  EAH benefit plan administration 

•  Neighborhood Stabilization Plans & programs knowledge

55.
Benefits to team members (3 minutes)

•  Positive publicity and visibility in the community 

•  Source of clients & referrals 

•  Source of customers for lenders and other team participants 

•  A win-win for all team participants

56.
Role of the real estate professional (3 minutes)

•  Leader of the team

•  Facilitates the Action Plan 

•  Identifies and recruits team members 

•  Identifies and contacts employers 

•  Schedules and conducts employee meetings 

•  Organizes and/or conducts education programs 

•  Is the contact point for the employer

57.
Role of the Non-Profit (3 minutes)

•  One-on-one counseling, credit counseling 

•  Homeownership & homebuyer education 

•  Financial literacy information 

•  Financial assistance sources 

•  Program administration and reporting 

•  Participates in employer meetings & workshops

58.
Non-Profit housing organizations (3 minutes) 

•  HUD approved non-profits 

•  NeighborWorks® (www.nw.org) 

•  HomeFree-USA (www.homefreeusa.org) 

•  Neighborhood Assistance Corporation of America (www.naca.org)

•  National Foundation for Credit Counseling (www.debtadvice.org) 


• Other counseling organizations

59.
Role of the lender (3 minutes)

•  Knows low-cost financing alternatives 

•  Identifies mortgage financing that works with EAH assistance 

•  Recognizes mortgage underwriting requirements 

•  Participates in homebuyer workshops

•  Participates in homebuyer workshops 

•  Participates in employer meetings 

•  Provides special offers (Md. Real Estate Team example) 

•  Lender can take EAH class (NEFAR example)

60.
Other partners and roles (3 minutes)

•  Title company & appraisers 

•  Home inspector 

•  Home maintenance and repair companies


• Home Depot, Lowes, local merchants 

•  Local REALTOR® Associations 

•  Examples: MD Real Estate Team & ECAR

61.
Work with your local REALTOR® association (3 minutes)

· Create local workforce housing programs 

· Ira Gribin Grant

· Maintain a list of employers that have been contacted about EAH 

· Northeast Florida Association of REALTORS® 

· Maryland Association of REALTORS®

· Initiate EAH programs 

· Fort Smith Board of REALTORS® 

· Sussex County Association of REALTORS® 

· Northeast Florida Association REALTORS® 

· Ask local association to hold a follow-up class

· Financial assistance programs databases

The Action Plan, Step 3:  Identify & contact employers

62.
Identify local employers (3 minutes)

· Employers who may benefit from an EAH plan (module 2)

· Employers with whom your team members have relationships

· Employers with whom you have existing relationships

· Faith-based organizations

· Local economic development agency

· Local chamber of commerce

63.  How to find & contact an employer (3 minutes)

· Network

· Rotary Club, business & trade groups, etc. 

· Referrals

· Team

· Clients 

· Send a letter 

· Follow up phone call

64.
Whom to contact (3 minutes)

Owner/Management Staff 

•  Sees the big picture 

•  Responsible for the bottom line of the business 

•  Likely to see the benefits of an EAH benefit 

•  The decision-maker 

Human Resources Staff 

•  Responsible for employee recruitment and retention 

•  Will likely be responsible for program administration 

•  Often not the decision-maker

The Action Plan, Step 4: Meet with Employers

65.
Preparing for the employer meeting (3 minutes)

· Understand the key types of EAH benefits

· Research the employer

· their industry

· the primary business, culture & objectives

· the number of employees & the wage levels

· Research the local market 

· Research local financial programs and initiatives

· Review the employer talking points and script

· Print out materials for the employer

66.
Employer meeting outline (3 minutes)

•  Introduce yourself and your team

• Emphasize the team and the role of each of each team member 

•  Confirm the purpose of the meeting 

•  Introduce EAH and the benefits to the employer 

•  Discuss the three key types of EAH an employer can offer

• how they relate to employer’s goals

• logistics of each 

•  Discuss local market, initiatives, and financial programs 

•  Discuss EAH statistics, and provide EAH employer examples 

•  Review Step by Step Guide

 •  Discuss what’s next and how to get started

This is where you sell EAH to the employer!

67.
Homebuyer Education overview (3 minutes)

•  Review homebuyer & homeownership education 

•  Discuss how the workshops can help their employees 

•  Describe the team members’ roles in conducting the workshops 

•  Discuss the employer’s role and support 

•  Discuss the logistics 

•  Show the employer the flyer & PowerPoint 

68.
One-on-one counseling overview (3 minutes)

•  Describe one-on-one counseling 

•  Discuss the nonprofit partner’s role in conducting the counseling 

•  Discuss location of sessions

 •  Discuss the employer’s role

69.
Financial assistance overview (3 minutes)

· Review the types of financial assistance benefits with the employer

· Discuss local sources of local financial assistance that could be combined with the employer’s contribution

· Discuss financial assistance implications and program costs

· Describe the role of a partner in administering a financial assistance benefit

· Review “Implications and Implementation Steps”

· Cost benefit analysis

· Administrative documents and forms

· Refer employers to the Step-by-Step Guide to Implementing an EAH Benefit, available on REALTOR.org

70.
Areas of resistance (2 minutes)

· The word “benefit” may have a negative connotation to the employer. If so, refer to EAH as a “work-life program,” or “educational program,” or “incentive.”

· The employer may be unwilling (or unable) to offer financial assistance. If so, focus on homebuyer education and one-on-one counseling. 

· Approach use of a financial assistance benefit cautiously

71.
Employer concerns (interactive class exercise – 20 minutes)

Objection: “We have high turnover but can’t afford to offer an EAH benefit.”

Responses: 


• Quantify turnover costs and conduct a cost/benefit analysis 


• Target EAH to jobs with high turnover 


• Begin by allocating a limited number of dollars 


• Begin by offering homebuyer education and counseling

Objection: “We don’t have any funds in our budget for an EAH Program.”

Responses: 


• Offer homebuyer education and counseling; 


• Allow the sessions to be conducted on-site; 


• Allow the employee time off to attend the sessions; 


• Provide a day off to attend a closing.

Objection:

“We don’t have staff available to administer an EAH benefit plan.”

Responses:


•  Homebuyer workshops require very little staff time


•  The nonprofit partner or another organization can administer the plan


•  Can offer simple programs, such as a one-time grant

Objection: “We can’t afford to offer the benefit to everyone, and we don’t offer any benefits unless they are available to everyone.”

Responses:

Responses: 


• Only a small percentage of employees will use EAH at a given time 

• Other benefits (child care, education reimbursement, or spousal health benefits) are used by only some employees 

• Benefits of employment aren’t about giving everybody the same things; they’re about giving each employee the right things

Objection: “We can only afford to offer a little, and this will not be enough to make a difference for the employee.”

Responses:


•  Can offer no-cost homebuyer education

•  Real estate professionals and team can help identify government-supported benefits and vendor discounts


•  Even small amounts can help

•  Offering an EAH benefit sends a message to employees that you care about their work-life balance

72.
Last steps before you leave the employer meetings (2 minutes)

•  Distribute the Want to Build Your Business brochure and business card

•  Refer employers to the EAH resources on REALTOR.org 

•  Ask employers if they have any questions 

•  Ask if you can follow up 

•  Thank employers for their time

73.
The employer meeting: tools and resources (2 minutes)

Tool Review:

•  Employer talking points (Resources) 

•  Employer meeting script (Resources) 

•  Group meeting PowerPoint (NAR)

•  Homebuyer workshop PowerPoint (REALTOR.org) 

•  Workshop flyer (REALTOR.org) 

•  Want to Build Your Business brochure (NAR) 

•  EAH employer examples (Resources)

•  Step-by-step guide to implementing an EAH benefit (REALTOR.org)

74.
Class summary (3 minutes)

During our class, we have: 

•  described the workforce housing challenges facing employers; 

•  identified the barriers to homeownership; 

•  defined employer-assisted housing (EAH); 

•  described the financial and nonfinancial types of EAH;

 • identified the benefits of EAH for the employer, employee, community and real estate professional;

• discussed how to research your market; 

• described the importance of a team and how to form a team; 

• identified how to find and contact employers; and a team; 

• identified how to find and contact employers; and 

• discussed strategies for meeting with employers and addressing employer concerns.

75.
Question and Answers (5 minutes)

76.
What’s next? (2 minutes)


• Individuals
• Develop and implement an action plan 

• Program sponsor

• Organize a follow-up class 

• Team implementation of the action plan 

• Practice exercises, role plays, tips and techniques

• Manage and track real estate professionals who have contacted employers 
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