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Disclaimer

Certain information contained in this presentation may constitute forward-looking statements, within the meaning of the federal securities laws. 
Forward-looking statements involve significant risks and uncertainties, which are difficult to predict, and are not guarantees of future performance. Such 
statements can generally be identified by words such as “anticipates,” “expects,” “intends,” “may,” “will,” “should,” “could,” “believes,” “estimates,” “project,” 
“plan,” “continue,” and similar expressions. Forward-looking statements are based on certain assumptions, discuss future expectations, describe future plans 
and strategies, contain financial and operating projections or state other forward-looking information.  Our ability to predict results or the actual effect of 
future events, actions, plans or strategies is inherently uncertain. Although we believe that the expectations reflected in such forward-looking statements are 
based on reasonable assumptions, our actual results and performance  could differ materially from those set forth in, or implied by, the forward-looking 
statements. Factors that could materially and adversely affect our business, financial condition, liquidity, results of operations and prospects, as well as our 
ability to make distributions to our shareholders, include, but are not limited to: expectations regarding the timing of generating revenues; changes in our 
business and growth strategies; volatility in the real estate industry, interest rates and spreads, the debt or equity markets, the economy generally or the rental 
home market specifically; events or circumstances that undermine confidence in the financial markets or otherwise have a broad impact on financial markets; 
declines in the value of homes, and macroeconomic shifts in demand for, and competition in the supply of, rental homes; the availability of attractive 
investment opportunities in homes that satisfy our investment objective and business and growth strategies; the impact of changes to the supply of, to lease or 
re-lease our homes to qualified residents on attractive terms or at all; our resident’s ability to purchase a house, the failure of residents to pay rent when due or 
otherwise perform their lease obligations; our ability to manage our portfolio of homes; the concentration of credit risks to which we are exposed; the 
availability, terms and deployment of short-term and long-term capital; the adequacy of our cash reserves and working capital; our ability to retain qualified 
personnel; unanticipated increases in financing and other costs; our expected leverage; the ability of our investors to fund capital commitments; changes in 
governmental regulations, tax laws and rates and similar matters; limitations imposed on our business and our ability to satisfy complex rules in order for us to 
qualify as a REIT for U.S. federal income tax purposes; and estimates relating to our ability to make distributions to our shareholders in the future. You should 
not place undue reliance on any forward-looking statement and should consider all of the uncertainties and risks described above.  These forward-looking 
statements speak only as of the date of this presentation.  We expressly disclaim any obligation or undertaking to update or supplement any forward-looking 
statement contained in this presentation.  
This presentation is not, and should not be construed as, an offer to sell or a solicitation of an offer to buy any securities of or to make any investments in, 
Home Partners of America, Inc. in any jurisdiction.  This presentation does not create any binding obligation on Home Partners of America, Inc., which may be 
created only through our entry into a definitive agreement.  We do not make any representation or warranty, either express or implied, as to the accuracy, 
completeness or reliability of the information contained in this presentation, except as set forth in a definitive agreement to which we are a party.  This 
presentation and the information contained herein are strictly confidential and may not be shared with any third party.
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Summary – Home Partners Core Lease Purchase Program

Home Partners of America (HPA) introduced the Lease with a Right to Purchase Program in 2012

1. Apply for approval
Prospective residents are approved based on 
analysis of income, credit history and a 
criminal background check

2. Find a qualified home
Approved applicants are allowed to pick a 
property listed for sale on the MLS, meeting 
residents income limitations

3. HPA buys the qualified home, household 
leases the home 
Prospective residents are required to sign a 
one-year Lease for the home and a Right to 
Purchase Agreement, no down payment needed

4. Household has right to purchase the home 
HPA buys the home. Residents lease it (up to 
5-years) and have the right to buy it (price 
increases annually)

SOLD

ESTABLISHED RELATIONSHIP WITH 80,000+ REALTORS

TOTAL SHAREHOLDER EQUITY CAPITAL ABOVE $1.3B

MAJOR SHAREHOLDERS – BLACKROCK, TRS, and KKR

49,000+ PEOPLE AND 33,000+ PETS IN 14,000+ HOMES

INVESTED TOTAL OF APPROX. $4 BILLION

1,000+ HOMES SOLD BACK TO RESIDENTS ~ 5% per year
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Proactively Engaging the Real Estate Industry

Real Estate Agents Registered with HPA

Real Estate Agent Testimonials

“It’s been great, and they’ve been a pleasure to work with. The biggest 
positive is how easy it is – it’s such an easy transaction on the back end 

once you’ve found the house. That’s what I love about it.” ~K.B.

“If you’re in a position where your credit score won’t qualify you for a 
mortgage, or if you don’t have a down payment, or if you’re just not sure 
where you want to live, this is the program for you. They’re a cash buyer 

and can close quickly. It’s a great program, and I would strongly 
recommend it to anybody.” ~G.W.

Home Partners has formed partnerships with large and 
reputable US real estate brokerage firms:
§ Realogy/NRT

‒ Owns Coldwell Banker, Century 21, ERA and Better Homes 
and Gardens

‒ Staffed call center with more than 40 people dedicated to 
assisting Home Partners’ residents

‒ Lease with a Right to Purchase program presented on select 
Coldwell Banker, Better Homes and Gardens and Century21 
websites

§ Berkshire Hathaway HomeServices (“BHHS”) working on pilot 
program for select websites

HPA technology is integrated into websites and proprietary tools 
used by real estate agents to transact efficiently



QUALIFICATIONCRITERIA

PROSPECTIVERESIDENT
We evaluate household rent-to-income and debt-to-income ratios, rental and
housing history, employment history, criminal history, FICO® scores, and other
elements of anapplication:

Pets AreWelcome***

PROPERTY
Approved households work with you to find a home they want us to buy.  Home 
must meet the followingrequirements:
• Singlefamilyhome or fee-simpletownhome
• Locatedin anapprovedcommunity
• Listpricebetween$100,000and$400,000
• Minimumof two above-gradebedroomsona lot of two acresor less
• Other exclusions apply

• Annual household income of $45,000+
• Stableemployment
• No recenthistoryof evictionandnopendingbankruptcy
• Acceptable criminalhistory
• Applicationfee ($75total perhousehold)

HomePartners.com 5



PROPERTYSEARCH
Once a household has been approved, they can shop for homes with a trained agent that are listed for 
sale on the local MLS.

HomePartners.com 6



PROPERTYSEARCH

• Click on a listing to view the propertydetails.

• The detail profile provides the resident with “live” rent pricing for each lease year through year 5 (3 
years in Texas).

• The rent pricing escalates at 3.75% per year.

• It also provides an estimate their purchase right pricing through the same five year period.
• The purchase right is 3.5% to 5% over Home Partner’s total acquisition costs compounded

annually.

HomePartners.com 7



Rent Pricing:

Confidential 8

• Yield based pricing initiatives, understanding 
of market rent

Market Selection:
• Focused metropolitan rankings
• Sub market selection

• Affordability and rate change  
sensitivity, new construction impact,  
and population migration and density

Portfolio Management:
• Ongoing budgeting and monitoring
• Dispositions of current portfolio

Cost management
• Cost to Maintain -> Costs are relatively fixed 

across price point.
• Vendor management

Consumer Underwriting
• Identify consumer/home pairs that generate  

positive outcomes.
• Credit Underwriting

Maintain and support data feeds to sourceall  
initiatives:

• MLS data feeds and other primary sources

Data Analytics



HPA
Generated  

Rental  
Rates

Confidential 9

Convert “For Sale” Inventory to Live Rental
Dedicated Data Science Team to price approximately 100,000 homes on our website



We leverage a proprietary data library to power market selection initiatives
§ Our library includes 200 mm data points, 25 mm property observations including property  

taxes, 4 mm rental observations, and 100 mm mortgage and income data points.

§ Over-weight metropolitan area investment focus:
§ Power rank metropolitan areas depending on home price appreciation and target 

yields
§ Micro market selection:

- Communities where the housing is affordable

- Markets where we believe homes will generate attractive operating margins
- Machine learning algorithm that estimates market rents and property cash flow
- Retention and purchase data to estimate expected value

§ Homes and price points that generate attractive results

Confidential 1
0

Market Selection Process
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Cost to Maintain by Home Age

• Older homes have higher average CTM but appear to 
flatten out at 30-35 years

• Annualized average CTM shows material differences by 
market; in particular, regions that experience more 
weather events have higher average CTM
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Home Partners is launching a Lease Purchase program designed to serve households whose income is 
≤80% AMI*. Choice Lease Purchase will provide qualified households access to quality affordable housing 
located in opportunity communities by utilizing socially motivated capital and leveraging Home Partners’ 
existing platform and partner relationships.  

Ø Why Create a LMI Lease Purchase Program
ü By developing a model that utilizes Social Impact Investment Funding with lower return expectations, 

Home Partners is able to create a lease purchase product specifically for LMI* households:
ü Levels the playing field for LMI households competing against cash buyers in a tight inventory 

market
ü Allows Home Partners to decrease the rents to below market levels
ü Reduces the purchase right by 60% over Home Partners’ core program
ü Leverages Home Partners best in class data analytics to select high-potential micro-markets 

(neighborhoods) and behalf of LMI households

Ø Scalable Lease-Purchase Solution 
ü Choice Lease is a scalable national private capital solution that will provide mobility and access to 

quality homes affordable to households ≤80%* AMI.

12

Choice Lease:  Introduction

* Choice Lease maximum household income is currently set at $63,000, which 
approximates 80% AMI for a family of four in many markets, e.g., Charlotte is $63,750
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As house prices continue to climb, incomes remain relatively flat, low cost housing inventory remains 
constrained, and new construction remains in the $300K+ area, the affordability crisis is heightened for 
households of color and young millennials who face significant barriers to homeownership..  

National Homeownership Rate*:  64.1%
Rate Among Non-Hispanic White Alone:  73.1%
Rate Among Black Americans: 40.6% 
Rate Among Hispanic (any race): 46.6%
Rate Among Young Millennials (< 35): 36.4%    

Primary Barriers to Homeownership**:

13

Choice Lease:  Affordability Crisis Among LMI Households

* U.S. Census Bureau, Quarterly Residential Vacancies and Homeownership, Second Quarter 2019

** Urban Institute, Barriers to Accessing Homeownership: Down Payment, Credit, and Affordability
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Choice Lease:  Lease Purchase Removes Barriers to Building Wealth

* Harvard Joint Center for Housing Studies, Survey for Consumer Finances

In a recent article in 
the Journal of Economic 
Perspectives, we show 
that homeownership 
remains highly beneficial 
for most families, offering 
both financial gains and a 
way to build wealth.

Urban Institute

Home Partners Choice Lease removes barriers to wealth creation for LMI 
households:

Ø Strong markets with historic positive house price appreciation

Ø Shared Equity: Households capture 100% of all appreciation above a 2% 
annual rate with no downside risk in case of market downturn prior to 
exercising their purchase right

Ø Household underwriting standards align with QM ability to repay 
requirements to maximize likelihood that household will be able to 
exercise their Purchase Right

Ø Higher credit score requirements and required mortgage-readiness counseling better position 
residents to exercise their purchase-right  

Table demonstrates importance of housing equity for wealth building for households of color:

https://www.urban.org/research/publication/homeownership-and-american-dream
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Concessionary Capital Creates Consumer Pricing Benefits 

*

CHOICE LEASE
HOME PARTNERS 
LEASE PURCHASE 

PROGRAM

TRADITIONAL 
LEASE

SELECTION OF HOMES TO RENT EXISTING FOR-SALE 
MLS LISTINGS

EXISTING FOR-SALE 
MLS LISTINGS AVAILABLE RENTALS

LEASE TERM UP TO 5 YEARS UP TO FIVE YEARS 1 YEAR

RENTAL AMOUNT AVG ~5% BELOW 
MARKET MARKET MARKET

ANNUAL RENT INCREASE 2% 3.75% UNKNOWN

PURCHASE RIGHT INCREASE 2% 3.5 TO 5% NO

HOUSEHOLD INCOME $45,000 to $63,000 $45,000 – NO MAX VARIES

RTI / DTI RATIOS 35 / 45 35 / 45 VARIES

MINIMUM FICO 620 550 / 575 (FL, IL) VARIES

REQUIRED HOME BUYER 
EDUCATION & COUNSELING YES AVAILABLE NOT 

REQUIRED N/A

ACCESS TO TAILORED MORTGAGE 
FINANCING OPTIONS YES YES N/A
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Concessionary Capital Benefits are Passed to Consumers

*

100% of the concessionary pricing benefit is passed to the consumer in the form of lower rents and 
reduced purchase right:

Choice Lease 1 Yr. Pricing: $1,260 Core Program 1 Yr. Pricing: $1,470
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Concessionary Capital Accelerates LMI Household’s Equity

*

Assumptions   
Original Basis 170,000        
Assumed Annual HPA 6.00%
Purchase Right Core 5.00%
Purchase Right Chuice Lease 2.00%

Purchase Right Year

Projected 
House 
Value

Core 
Program 
Purchase 

Right

Core 
Postive 
Equity

 Choice 
Lease 

Purchase 
Right 

Choice 
Lease 

Positive 
Equity

Choice 
Lease 

Benefit
Year 1 180,200   178,500 1,700       173,400 6,800    5,100    
Year 2 189,210   187,425 1,785       176,868 12,342  10,557 
Year 3 198,671   196,796 1,874       180,405 18,265  16,391 
Year 4 208,604   206,636 1,968       184,013 24,591  22,623 
Year 5 219,034   216,968 2,066       187,694 31,340  29,274 

Reduced Purchase Right:  The lower Purchase Right price escalator of 2% per annum in 
the Choice Lease program should improve the equity position of our Choice Lease 
residents. 

Choice Lease households have an accelerated equity position because of reduced purchase right.
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Maximizing the Percentage of Purchase Right Households  

Choice Lease has taken a number of aggressive steps to optimize the percentage of households who will 
exercise their Purchase Right 
1) Minimum 620 FICO:  Analysis of Home Partners core program suggests the households with a starting 

FICO of >620 are more likely to exercise their Purchase Right.  
2) Lower Purchase Right Escalator: Analysis of Home Partners core program suggests that households 

with >620 FICO and greater implied equity are more likely to exercise their Purchase Right.  Lowering 
the Purchase Right escalator to 2% from 5% should translate into more household equity (see slide 
13).

3) Resident Success Initiatives: Because of its potential scale, Choice Lease can provide a unique 
opportunity to measure the impact of various initiatives designed to support Choice Lease households 
on both the percentage Purchase Right executions and other operational metrics. 

18

Resident Success Initiatives Optimizing Returns

Ø Budget and Mortgage Readiness Counseling

Ø Downpayment Assistance

Ø Access to Flexible Mortgages

Ø Rent Reporting to Credit Bureaus

Ø Future: Affordable Credit Cards, Loans and 
Insurance

ü On-time rent payments

ü More households exercising their RTP:
• Higher retention rate
• Fewer high cost turns
• Less transition vacancy
• Fewer mark to market rent changes 

ü Reduced evictions

ü Higher loyalty and engagement between residents 
& HPA



Not for Distribution

Choice Lease:  Financial Education & Counseling
Building a Culture of Financial Wellness
• Choice Lease has a mission to support and nurture a Home Partners culture of long-term Financial 

Wellness for Choice Lease residents.

• Choice Lease is a starting point for long-term financial wellness.  Choice Lease will provide a series 
of wrap-around support services and educational material on mortgage-readiness, budgeting, 
college & retirement savings and lots of fun home stuff (recipes, gardening tips, money saving 
ideas).

• Choice Lease will provide access to best in class financial wellness education & counseling 
opportunities. In addition to the NWA affiliates, Home Partners also has an agreement with 
GreenPath Financial Wellness to provide financial education and counseling services. 

• Funding from the Ivory Award and a match from Bill & Carla Young will provide discounted access 
to the GreenPath education and counseling services and academic scholarships.

19
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Recorded Webinar Campaign:  Is a 
30-minute webinar that provides 
Home Partners existing residents to 
learn more about the Purchase Right 
process, financial wellness services 
and special mortgage products.   

Calling Campaign: Home Partners 
through our call center, Cartus, 
conducts a series of calling campaigns 
to create awareness among our 
residents about their Right to 
Purchase, GreenPath, our lending 
partners and our new Education 
Assistance Award.  

Resident Success Initiatives: Current Initiatives

Social Media Development:  We have launched a new “Resident Resources” Facebook page The FB page 
hosts the recorded webinar, great financial literacy content and other resources relevant to our residents 
(i.e. spring cleaning ideas/resources, recipes, etc.)

Monthly Newsletters: Resident, Agent, Staff
• The three monthly newsletters include information about the Resident Resources page and links 

to other resources

2
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