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» 3 percent
First-time homebuyers have many
options to buy with as little as 3
percent down. See Heather Beasley
Doyle's story on this page.
Source: MHP, MassHousing
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A bill before the legislature would

mandate most apartments be
de-leaded by 2024. See James
Sanna’s story on page 9.

Source: Massachusetts legislature

$2,500

v

Boston residents can qualify for
$2,500 in free down payment help.
See Heather Beasley Doyle's story
on this page.

Source: MAHA

$250,000

The one-year profit the sellers of the
fourth home in this week's Gossip
Report made. See page 9.

Source: The Warren Group

$25,000

v

Gateway Cities residents can access
up to $25,000 in low-interest down
payment assistance. See Heather
Beasley Doyle's story on this page.
Source: MassHousing

$7.5 million

The price of the most expensive
home in this week's Gossip Report.
See page 9.

Source: The Warren Group

> 640

First-time homebuyers with credit
scores of 640 and up can qualify for
a MHP ONE mortgage. See Heather
Beasley Doyle's story on this page.
Source: MHP

6,789 square feet

The size of the largest home in this
week's Gossip Report. See page 9.

Source: The Warren Group
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Real Estate & Financial Information Since 1872

Unless otherwise noted, all data is
sourced from The Warren Group's
Mortgage Market Share Module, Loan
Originator Module, Statistics Module
and/or proprietary database. For more
information please visit
www.thewarrengroup.com/business/
datasolutions.
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“A SCARY PROSPECT"”

FIRST-TIME
SIDELINEDIN H

Jeff Talka’s new role is to expand architect S/IL/A/M Collaborative’s work in the science and
technology sectors, but he needs some experienced help. As the newly-appointed leader of
the firm'’s industry practice, Talka plans to expand its roster of experienced architects - g
to pursue more design work in Boston and other metros with growing clusters. y
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Sellers Balk at FHA Appraisal Requirements
Amid Multiple Offers

BY HEATHER BEASLEY DOYLE
BANKER & TRADESMAN STAFF

anisha Salmon works with a lot of
Tfirst—time homebuyers who gener-

ally look for properties in places
like Brockton, Stoughton and Randolph.
About 95 percent of her clients use FHA
loan products to enter the Massachusetts
housing market.

“We wouldn't have any hesitation with
putting in an offer” using an FHA mort-
gage before the pandemic, the South
Easton-based Keller Williams Realtor
and Massachusetts Association of Real-
tors board member said. Today though,
“Thave to really tell my buyers before put-

ting in an offer that ‘Because of the prod-
uct that you're using, your offer may not
be accepted.”

With home prices at an all-time high,
low housing supply, cash offers and
waived contingencies, would-be home-
buyers preapproved for FHA mortgages
have been consistently outcompeted in the
red-hot Massachusetts housing market. As
agents encourage their buyers to perse-
vere, area housing experts fear that home-
ownership, key to wealth-building, will
be increasingly unattainable for low and
moderate-income residents in the com-
monwealth, at least for the short-term.

The current wave of demand for
homes has crashed into a wall of sellers

holding back from the market. Com-
bined with the rapid pace of home sales,
the lack of inventory has sent prices
soaring.

In Massachusetts, the number of con-
dominiums for sale in May was 40.9 per-
cent below the number available in May
2020, according to the Massachusetts As-
sociation of Realtors. For single-family
homes, the decrease was 63.7 percent.
At the same time, median single-family
home prices increased by 20.8 percent
year-over-year, ~while condominium
prices increased by 11.5 percent accord-
ing to The Warren Group, publisher of
Banker & Tradesman.

Continued on Page 10

DISCOUNTS TO DOWNTOWN

No Letup in Demand

for Everett Sites

City Fills Niche in
Multifamily Market

By Steve Adams | Banker & Tradesman Staff
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SECOND WIND

Refi Market Hasn't
Run Its Course

14M Homeowners Missed
2020’s Refi Boom

By Diane McLaughlin | Banker & Tradesman Staff
—
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Are FHA Borrowers Losing
Out in Buying Frenzy?

Continued from Page 1

“This is probably the worst housing market
that we've seen in the 55 years that my organi-
zation has been in existence,” Leslie Reid, CEO
of Madison Park Development Corp., said.
“It’s never been a more challenging market for
first-time low-income buyers to get a hold.”

And with record-low interest rates boosting
Bay Staters’ homebuying power to new highs,
many hopeful homebuyers are turning to FHA
products because of their low down payment re-
quirements and lower credit score requirements.

Before the pandemic, FHA loans made up
an “outsize share of loans to Black and His-
panic/Latinx borrowers,” according to a recent
analysis of Home Mortgage Disclosure Act
data by the UMass Donahue Institute.

FHA loans comprised about 15 percent of
all Massachusetts purchase mortgages in 2019,
19.4 percent of all such loans to low-income
borrowers, 24 percent of loans to moderate-
income borrowers and 18.7 percent of loans
middle-income borrowers, according to that
analysis. Warren Group data shows the num-
ber of FHA purchase loans closed through
May 31, 2021 jumped 40.06 percent over the
same period in 2019.

— Leslie Reid, CEO,
| Madison Park Development Corp.

Jennifer Rose, a residential sale specialist
at Thalia Tringo & Assoc. in Somerville, has
co-led first-time homebuyer classes in Somer-
ville since 2013. Over the past year, her roster
of clients qualifying for FHA mortgages has
doubled, she said.

The Massachusetts Housing Partnership
(MHP) has seen a similar trend, said Direc-
tor of Homeownership Elliot Schmiedl. Twice
as many first-time homebuyers are calling
and emailing than before the pandemic, and
“there’s two to three times more people” in
their first-time homebuyer classes, he said.

‘Stigma’ During Competitive Market

Yet offers made possible by FHA preap-
proval increasingly serve as a red flag to sell-
ers’ agents.

“There is a stigma. There’s definitely a
stigma of FHA buyers — knowing that folks
have lower income or lower credit can make
many sellers kind of weary,” Raheem Hanifa, a
research analyst at the Joint Center for Hous-
ing Studies of Harvard University, said.

That wariness includes concern that FHAs
additional appraisal requirement will uncover
problems to be redressed, unraveling an ac-
cepted offer at a time when many listings yield
multiple, lucrative offers over asking price.

“Sellers are hedging their bets to avoid that,”
Hanifa said.

“All it takes is one bad experience with an
FHA loan,” to create a bias, said Kyle Regan,
senior loan officer at Superior Rate Mortgage,
who works frequently with Salmon.

‘While Rose understands sellers’ concerns,
she hasn't seen offers from buyers with FHA
loan preapproval sour more often than those
with conventional mortgage preapproval. Ac-
cording to Ellie Mae's April 2021 Origination
Insight Report, conventional mortgages took

51 days to get to closing while FHA Loans
took 53 days. She encourages her FHA-funded
clients to persist.

Salmon has seen clients unsuccessfully bid
on up to 15 houses.

“What they have for a down payment is
pretty much their life savings,” she said. “They
feel that they really still can’t break through
this wealth gap”

High Prices Limit Buyers’ Options

In the short-term, first-time homebuyers of
color, in particular, are being edged out of the
market or forced to buy in locations not really
of their choosing, in large part by price.

Buyers using FHA loans tended to concen-
trate in Massachusetts’ lower-priced, working-
class Gateway Cities like Springfield, Brockton
and Lawrence, where the loans can make up
between 1 in 4 and 1 in 2 first-lien mortgages,
the Donahue Institute analysis of HMDA data
found.

A May 17 report by MassINC’s Gateway
Cities Innovation Institute found that between
one-third and one-half of these buyers are
purchasing homes in “distressed” neighbor-
hoods with high rates of poverty, long-term
vacancy for residential housing units and high
residential turnover from year to year.

“I don't think it’s intentional segregation,
but we're seeing it. people are thinking “This is
the only place we can afford to buy;” Denisha
McDonald, a Boston-based Realtor with The
Mandrell Co., said in a panel discussion of the
report’s findings organized by the Massachu-
setts Community and Banking Council.

The meteoric rise in Greater Boston home
prices puts buyers on the low end of the mar-
ket in a bind, MHP’s Schmiedl said. When a
would-be buyer decides to delay home shop-
ping, its “a somewhat scary prospect because
you just don't know if the markets going to
keep going up and up,” he said.

“That person’s missed out on a whole year
of wealth-building opportunity or apprecia-
tion” if it does, he said.

“This definitely does exacerbate long-stand-
ing disparities and inequalities around wealth
and housing that have gone back for genera-
tions,” Hanifa said.

More Education,
More Inventory Needed

Not surprisingly, one suggested remedy is
increasing housing supply.

Eric Shupin, director of Public Policy at the
Citizens’ Housing and Planning Association,
noted that the recent Housing Choice zoning
reform could help create more diverse and af-
fordable housing, particularly in communities
with MBTA stops. But the additional housing
produced must be more affordable for first-
time homebuyers, with a price tag of around
$400,000 or less.

“And then the other side is the actual re-
sources: the loan products, the down payment

B

Homeownership is seen as vital to closing Massachusetts’ racial wealth gap, but a popular tool used by
first-time homebuyers — an FHA mortgage - comes with added strings.

RESOURCES FOR BUYERS

LOW- AND MODERATE-INCOME BUYERS
HAVE A RANGE OF RESOURCES AVAILABLE
T0 HELP THEM BUY HOMES.

FHA LOANS: As little as 3.5 percent down, credit
scores as low as 580 and use up to 6 percent of
the loan can pay closing costs.

MHP ONE MORTGAGE: As little as 3 percent down,
no private mortgage insurance, credit scores as
low as 640 or select nontraditional credit criteria.
Additional benefits available for Boston residents
through ONE+Boston.

MASSHOUSING MORTGAGE: 100 percent financing
available. Credit scores as low as 640 and debt-
to-income ratios of up to 45 percent. Mortgage
insurance provides job-loss protection. MI premiums
discounted or eliminated in certain instances.

MASSHOUSING MI PLUS MORTGAGE INSURANCE:
Covers principal and interest payments for up to 6
moths, up to $2,000 per month, if a borrower loses
their job during the first 10 years of the loan.

MASSHOUSING DOWN PAYMENT ASSISTANCE: Up
t0 $15,000 for buyers making up to 100 percent of
area median income via a 15-year, fixed-rate loan
at 2 percent. Gateway City residents may earn up
t0 135 percent of area median income.

MUNICIPAL DOWN PAYMENT HELP: Many cities,
towns and community organizations run their
own programs. Visit mhp.net/one-mortgage/
homebuyer-resources/get-down-payment-help to
learn more.

MAHA STASH SAVINGS MATCH: First-generation
homebuyers eaming less than area median
income can get up to $2,000 in savings matched,
or up to $2,500 for Boston residents, after
completing a MAHA Homebuying 101 class and
monthly savings club meetings.

assistance that will help that particular house-
hold then buy that home,” Shupin said. “We
need to work on both of those things to in-
crease homeownership opportunities, particu-
larly for low- and moderate-income house-
holds and communities of color.”

Those loan products include MassHousing
loans and down payment assistance programs
and Madison Park Development Corp’s own
down payment assistance program, as well as
MHP’s ONE Mortgage program, which unlike
FHA loans does not require private mortgage
insurance, saving buyers hundreds of dollars
each month. These mortgages products for
lower-income buyers have different require-
ments than FHA loans and, anecdotally, don't
carry the same stigma. Ideally, Shupin said,
more lenders would offer these loans.

Educating real estate agents is crucial, said
Keller Williams™ Salmon. Sellers rely on their
agents to sort through different offers, and
agents unfamiliar with FHA loans don't re-
ally understand them, she said. She also urges
agents to evaluate each buyer, rather than loan
type.

“Talk to the loan officers and learn about
the product, learn about the client;” she said.

And Regan, the Superior Rate loan officer,
thinks those in his role should contact agents
directly.

“That could be a missed opportunity to ed-
ucate,” he said. “That should probably become
an industry standard”

For her part, Madison Park’s Reid suggests
bold policies around fair housing and zoning
can make more homes available for more buyers.

“We really need policies that are remedial.
They need to remedy all of the damage done
by past policies and outcomes that created ob-
stacles,” she said.

Despite the challenges, Reid is optimistic
George Floyd’s murder and the resultant spot-
light on racial inequities is combining with the
current housing crisis in a powerful way.

“I see a moment that catalyzes the changes
that we need and how resources are allocated,
and changes of policy to explicitly address
these challenges,” she said. “So, it’s that thing
of it’s the worst of times, it’s the best of times.”4

Staff writer James Sanna contributed to this report.

Email: hbeasleydoyle@gmail.com

Multifamily Developers Shift Focus to Suburbs

Continued from Page 3

“Everett has a decent chunk of sizable, tired
lots that are still available,” local developer
John Tocco said. “A lot of towns don’t have
those types of opportunities and bringing ad-
ditional transportation to the area, there’s been
alot of new attention on the city of Everett.”

Tocco, who led the permitting of the Encore
casino for Wynn Development, is partner-
ing with Boston-based Volnay Capital on the
Sky Everett tower, which is awaiting final site
plan approval as soon as July. The developers
are working with Colliers on raising debt and
equity for the estimated $210 million proj-
ect, and targeting groundbreaking as soon as
spring 2022, Tocco said.

“The mayor and his team have been very
open and transparent about what they’re hop-
ing to see in the city in terms of growth. They
guide you through the process,” Tocco said.

A potential change of administration this
year could change that equation. DeMaria faces
a challenge from City Councilor Gerly Adrien.

“We need more housing options that resi-
dents can actually afford” Adrien said in a
statement. “As we continue development in the
city, we must prioritize the financial and living
needs of our residents. It is our job as elected
officials to listen to the people and ensure the
developers we approve are going to give back to
the community and help us meet our growing
housing demands.”

Unlike many of the recent developments,
the Sky Everett transaction was not an off-
market transaction. The Tocco-Volnay part-
nership - known as V10 Development - plans
a rooftop restaurant run by Varano Group.
They recently hired The Architectural Team
of Chelsea to update designs for the 366-unit
tower.

The project is targeting renters who are
looking for high-rise living and Boston skyline
views at discounts to new projects in Boston
such as the Alcott in West End, Tocco said.

“I1l be the highest rents in Everett, but a
discount to those buildings,” he said. 4

Email: sadams@thewarrengroup.com



