Get the Facts on Homeownership 

Workshop Presentation Tips

Background

Overview

The purpose of the Freddie Mac Get the Facts on Homeownership presentation is to positively change misconceptions that families have about buying and keeping their home in America.  The workshop is a great way for attendees to move beyond their misconceptions and understand the truth about homeownership in an interactive, friendly, and open [image: image1.png]B
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environment.   Participants are encouraged to share their experiences and ask questions as workshop facilitators help them separate homeownership myth from fact. The goal is that by the end of the workshop, participants will have the confidence and information they need to take the next step toward buying a home, as well as keeping their home if they face foreclosure.

Get the Facts on Homeownership Compared to Traditional Homebuyer Education
Get the Facts on Homeownership is designed to augment and enhance the homebuying services that you currently provide. It can be presented as a stand-alone presentation or as a lead-in activity to other Freddie Mac instructor-led workshops.  The presentation materials will work particularly well as companion pieces to the CreditSmart® curriculum. The chart below clarifies some of the differences between the Get the Facts on Homeownership presentation and other traditional homebuyer education.  

	Component
	Get the Facts on Homeownership Presentation
	Traditional Homebuyer Education

	Primary Focus 
	Decreasing misperceptions that are barriers to considering and/or preserving homeownership.
	Educating individuals and families about homeownership.

	Teaching Approach 
	Increasing empowerment.
	Giving information, explaining concepts, and coaching.

	Central Curriculum
	Decreasing perception of barriers.
	Credit education and assistance in 
the homebuying process.

	Participant Status
	Interested, but not necessarily committed to homebuying, or needing assistance to save their home but hesitant to start the process.
	Often initially committed to homebuying.

	Location of Course Within the Consumer’s Learning Process
	Before commitment to homebuyer education. Seeking willingness to be screened or to enter homebuyer education.
	After screening or self-selection for homebuyer information readiness. 
The course often is the majority of the preparation for homebuying.

	Interim Goal 
	Decreasing the number of people who believe homeownership myths.
	Increasing the pool of strong, well-qualified, and informed homebuyers.


The Rewards Are Many

The Get the Facts on Homeownership presentation complements your existing homebuyer education programs because it can help you:

· Help borrowers take the next step toward successful, sustainable homeownership.

· Increase your visibility in the community as a leader and a source of reliable information.

· Augment and enhance the range of services you provide to potential homebuyers.

Planning Your Workshop

As a provider of homebuyer education and counseling, you play a vital role in helping homebuyers and homeowners achieve success in your community. You will be marketing, planning, holding, and leading the Get the Facts on Homeownership presentation. There’s a lot to do, but with solid organization and a well- thought-out plan you can do it. This tip sheet will walk you through the process and make it easier for you to execute a Get the Facts on Homeownership presentation.

First, develop a plan. It doesn’t need to be elaborate, but you need to make sure you outline all the steps necessary for a successful workshop. Your plan should cover the key steps to holding a successful workshop, including information to help you do the following:

Define Your Goals

You’ll need to clearly identify your goals and make sure that everyone on your team agrees with and understands them. The primary goal is to get potential homeowners to attend your workshops, and then dispel the myths they have about buying or keeping a home. But you may also have secondary goals that you want to consider. Do you want to increase the attendance in your ongoing classes? Do you want media coverage to raise your organization’s visibility in the community? How will you solidify or strengthen a relationship with other groups in your community? You’ll need to take all this into account as you begin the planning process.  Whatever your goals are, you’ll be more successful in meeting them if you clearly identify them and determine how you will measure your success upfront.

Find the Right Location

You’ll need to find a place to hold your workshops. Remember that convenience is key. Your meeting site should be easy for people to get to, with easy access by public transportation. Consider using your public library or local community center. Whatever location you choose, be sure to visit it before you make your final decision. Then you’ll need to choose the dates and times that will work best for you and your attendees.

Determine Roles and Responsibilities

You’ll need to clearly define the roles and responsibilities on your project team. For instance, who will lead the session? Who will be responsible for marketing the workshop? How will you work with other organizations?  By identifying the tasks and assigning responsibilities, you’ll avoid confusion or duplication of work. Remember to put someone on point for taking phone calls and signing up attendees.  All these details are important and will help ensure that things run smoothly.

Make sure you and other sponsoring organizations both establish a system for communicating ongoing information. Be clear and consistent about your expectations, deadlines, and deliverables. By working closely together, you can add value, understand each other’s measures of success, and have an open and collaborative partnership.

Promoting Your Workshop

To ensure success with your workshop, you will want to create a strong marketing campaign that reaches your target audience. You know your community members well, so you’re already in the best position to decide where, when, and how to promote your workshops to the people who really need your help. 

Freddie Mac has developed customizable marketing tools that you can use to attract people to your Get the Facts on Homeownership workshops. These materials can be used in conjunction with your promotion of CreditSmart events  Each of these promotional tools has an area that can be customized with your name, logo, and workshop information. You can access the workshop presentations and promotional tools at FreddieMac.com/creditsmart/get_the_facts.html.

Conducting Your Workshop

Workshop Format

· Get The Fact on Homeownership should have a lead facilitator.

· Each session should have no more than 25 participants in order to maximize input and participation.

· The room must be arranged in a format that allows all participants and facilitators to see each other 
eye-to-eye, with no one sitting behind or in front of another.

· The setup also may require a computer with PowerPoint and an LCD projector.

Workshop Presentation

· Get the Facts on Homeownership includes two separate PowerPoint presentations addressing topics related to homeownership and foreclosure.  An introduction is also included.

· Each PowerPoint presentation can be presented on a standalone basis or as a complete presentation, depending upon the needs of the participants.  The introduction should be presented with each presentation.

· Speaker notes are included with the homeownership and foreclosure presentations. These notes provide more in-depth information about many of the key points in each presentation.  You may need to augment the speaker notes with additional information depending upon your level of expertise and the knowledge level of your audience. 

Preparation Pointers

· Engage participants and facilitate interaction.

· Give them a sense of control.  Reinforce participation.

· Reveal the truth behind the myths.

· Use humor.

· Engage as many people as possible.

· Create opportunities for participation.

· Keep them involved.

Encourage Participants to Take the Next Step

Now that they know the truth about homeownership, encourage workshop participants to take the next step. Invite participants to contact you for further information or one-on-one counseling, and be sure to have information and sign-up forms for upcoming CreditSmart or other homebuyer education classes.

Recommended next steps for consumers could include:

· Meet individually with a housing counselor.

· Attend a CreditSmart workshop or homebuyer education class.

· Meet with a mortgage lender or real estate professional.

If an existing homeowner who is facing foreclosure is in attendance at the workshop, you’ll need to make sure that he contacts his lender or HUD-approved housing counselor as soon as possible.  

Track Participation
It’s important to track workshop participation and to capture contact information for follow-up. Make sure that you pass a roster around the room at the end of the workshop so that all participants can add their names, e-mail address, and phone number. The roster should also include a space for participants to include their next step after the workshop.

After the Workshop

Once your event is over, it’s time to debrief. What worked well and what didn’t?  It’s always good to take notes and discuss issues right away, while the workshop is fresh in your memory. Determine if you achieved your goals. What would you do differently next time? Each workshop will be a learning experience for you, as well as for your attendees.

More Information
You can leverage the CreditSmart workshop tips to conduct your Get the Facts on Homeownership workshop.  The CreditSmart rules of engagement should be followed for Get the Facts on Homeownership. For more information on conducting your Get the Facts on Homeownership workshop, visit FreddieMac.com/creditsmart/guide/conduct_workshops.html.
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