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Mission Statement -

Highmark Holdings and Enfield Management are
committed to providing safe, high quality, affordable
housing and giving our residents the tools necessary
to help improve the quality of their lives.



Robbie King - bio

• Co-founded Highmark Holdings in 2007
• Owns 1,892 apartments (11 properties) in TN
• 5 years ago, 2 employees

• Co-founded Enfield Management in 2013
• Manages Highmark’s portfolio and additional 500+ affordable apartment units
• 75 employees today, including Alexis Lewis, our Resident Programs Coordinator



What does our Affordable Housing look like?



Before -



After -







MORE is Needed Than Just Housing



Making a Difference through Resident Programs -



CommunityGardens



Back to School Bash



Financial Wellness Classes – Thank You REGIONS!



Girl Scouts



Holiday Parties



Why?

• It’s the RIGHT thing to do
• Empowers individuals
• Strengthens communities
• Reduces turnover

• Resident
• Employee



Resident Programs Coordinator

• To improve the lives of residents while minimizing 
liability to Enfield Management, as well as minimizing 
the time burden of on-site staff

• Build relationships with community, educational, faith 
and business organizations with established programs

• Resident surveys for community-specific programming
• Key strategy: build relationships with organizations like 

Regions Bank that can provide programs at multiple 
properties

• Start small, be successful, then grow



Resident Events & Activities 
Back to School Event  An event that celebrates the beginning of school where students 

receive backpacks and school supplies. 
Holiday Party An event where youth celebrate the holidays and receive a toy. 

Thanksgiving Basket 
Giveaway 

An event where families that have the most need receive a food 
basket to help with their holiday meal.  

Special Events Events that build a sense of community like Halloween & El Dia De Las 
Muertes activities, Easter Egg Hunts, Movie Nights, Titans Watch 
Parties, Community Resource Fairs, etc.. 

Fitness Boot Camp Group activity that promotes wellness and fitness 
Book Club  An activity that fosters community and lifelong learning  

 



Barnabas Vision
A community program that focuses on strengthening families and building character in 
youth of all ages.

Big Brothers Big Sisters
A youth mentoring program that has agreed to provide Big Sisters  and Big Brothers (adult 
mentors) for girls and boys 

Book'em:  
A youth literacy program that has agreed to provide books for youth at the properties in 

Davidson County. 

Bradley County Health Dept. A healthy living program that promotes smoking cessation and making healthy choices.
City Road Chapel UMC
Shadetree Program A youth enrichment program that focuses on character building.

Family & Children’s Services A youth suicide prevention program called Project Aware

Foresight Nutrition & Fitness Training A personal fitness and nutrition program 

Girl Scouts A group scouting/ mentoring program for girls (k-12th grades ).
Goodwill Career Solutions An organization that provides job readiness programs. 
Metro Health Department A portable WIC Clinic and other healthy living programs 
Neighborhood Watch A community awareness program that teaches personal and community safety

New Season Church Programs
Character building programs that focuses on building strong families. Programs include youth 
activities, Senior Bingo Night and summer day camps. 

NICE Health A healthy living program that targets the immigrant community. 

NICE Youth Program
An English literacy program that targets New American families and works to prepare youth 
for school.

North Boulevard Church of Christ A ministry that hosts community events for families.

Phenomenal Program A group mentoring program that builds girls’ self-esteem and promotes a positive self-image

Read to Succeed A literacy program that targets young children and strives to increase their reading level.

Regions Bank
A financial literacy program that teaches basic financial concepts like; budgeting, 
understanding & building credit, savings and retirement.

Student Life An organization that partners college students with youth as a part of a summer day camp.

Summer Food Program A program that provides healthy meals and snacks to kids under the age of 18.

TN Commission on Aging
An initiative that focuses on the needs of seniors and the aging that has agreed to provide 
monthly programs for properties with a senior population. 

TSU Cooperative Education A nutrition program that targets low-income families 

UT Agriculture Extension
A family and consumer sciences program that provides a diverse array of programs including; 
nutrition, cooking, healthy home, personal finance, parenting and more. 

VASH (Veterans Affairs Supportive 
Housing) A program that provides socialization support and recovery programs for veterans. 

Tennessee Foreign Language Institute An educational program that teaches English to New American families. 

YM 360 An organization that partners college students with youth to implement a summer day camp. 
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REGIONS Financial Wellness Program
Next Step:  ELEVATE



REGIONS NEXT STEP

Most Common Financial Concerns:
Saving Money    •    Personal Credit Health    •    Identity Theft 

Budgeting    •    Student Loans    •    Mortgage Issues  

Presenter
Presentation Notes
Regions Next Step DisclaimerSay: I hope you will contribute to our discussion during the next 30 minutes. I will be asking for your input throughout and we will have time for all of your questions before we wrap up. This seminar is one of a series that Regions offers to the public for free. Let’s get started.Is there anything specific you want to cover today on (insert topic) or ask another question to kill a few seconds.<click to next slide>



This information is general in nature and is not intended to be legal, tax, or financial advice. Although Regions believes this information to be accurate, it cannot ensure that it 
will remain up to date. Statements or opinions of individuals referenced herein are their own—not Regions'. Consult an appropriate professional concerning your specific 
situation and irs.gov for current tax rules.

© 2018 Regions Bank.

Regions Next Step Seminars
Start getting the most out of your money. During each financial wellness seminar, a 
knowledgeable Regions Banker will provide tips and action-based advice to get you on the road 
to financial success.

Financial Education Curriculum:
• Wise Use of Credit
• Protect Yourself From Identity Theft
• The Importance of Saving
• Managing Your Money
• Saving for Retirement
• Building Your Financial Know-How
• Your Road to Home Ownership
• Your Credit Report
• Banking Basics for Students
• Protect Your Small Business From Fraud
• Energize Yourself Financially
• Financial Tips for Your Small Business
• 10 Ways To Simplify Your Life Using Banking Technology
• Tips and Tools for Helping Seniors Avoid Financial Exploitation
• Maximize Your Personal Wealth
• Counterfeit Money Awareness and Cash Handling Tips

Presenter
Presentation Notes
Agenda Say: Being here today shows that you care about your financial health and you are taking an important step toward your financial future by learning about managing your money. Today we will focus on these big questions:What are the steps for setting financial goals?How can you track your daily spending habits? How can you prepare a personal saving and spending plan to estimate your monthly income and expenses?Are there tools to help you manage your cash flow? Are there ways to increase your income and decrease your spending? <click to next slide>



MEETING YOUR FINANCIAL GOALS

Make an appointment with a Regions banker:
• Call the Regions Green Line at 1-800-REGIONS
• Go to regions.com and click “Make an Appointment”
• Visit any Regions branch

Visit the Next Step Financial Learning Center for free, 
online interactive videos: Regions.com/learn

Use our online resources including articles, 
videos, and calculators: Regions.com/nextstep

1

LEARN MORE ABOUT

2

3

Presenter
Presentation Notes
More About RegionsSay: How can Regions help you meet your financial goals? Here are three ways that many people find very helpful in extending what you’ve learned in today’s session.As I mentioned at the beginning of the presentation, I am not a banker.* If you have questions about Regions products and services you can make an appointment with a nearby Regions banker through these convenient ways:Call the Regions Green Line at 1-800-REGIONSGo to regions.com and click “Make an Appointment” <If you have internet access and have allowed enough time, click on the active link and point out the Make an Appointment option.>Visit any Regions branchOr, access Regions.com/learn for more financial wellness topics we know our customers are interested in knowing more about. <If you have internet access and have allowed enough time, click on the active link and point out some of the topics available.>Also, Regions.com/nextstep is a great resource for tips and calculators plus details about the products and services we offer that can help you meet your financial goals. <If you have internet access and have allowed enough time, click on the active link and point out some of the resources that are available.>Thank you for participating in this session of Regions Next Step. This slide should remain on the screen until the last person leaves the session.

https://www.regions.com/
https://www.regions.com/learn
https://www.regions.com/nextstep


40 mins
© 2018 Regions Bank.

YOUR ROAD 
TO HOME OWNERSHIP

Dianne Spencer
Financial Wellness Relationship Manager
615.906.7562/dianne.spencer@regions.com

Presenter
Presentation Notes
Welcome!Say: Welcome and thanks for choosing to spend your valuable time learning about your road to home ownership with me. My name is [your first and last name]. I am a [position with Regions] from Regions Bank.(If you are not a banker, use the following script:My name is [your first and last name]. I am a [position/job] from [company].This will help to set expectations as to the depth of product knowledge you may or may not have.)[Share a brief anecdote about yourself that indicates your excitement about the session and sets you up as a knowledgeable advisor regarding financial issues such as credit.]<click to next slide>TIP: Remember, get to know this material in advance so that you can seamlessly deliver it without reading verbatim!
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Transportation Ties to Housing Affordability

“For every dollar a working family saves on housing costs, it spends 77 cents 
more on transportation” (B. Lipman, 2006)

Housing and Transportation costs are often inversely linked

Spatial mismatch between where people live and work in metro areas

Transportation costs and commute times influence residential decisions









Spatial Mismatch 
Longer Commutes More Transportation Costs

2015 50.6% commute to Memphis

2005: 42% commute to Memphis

Presenter
Presentation Notes
2005: 42% commute to Memphis



Transportation cost is the 2nd largest 
expense of a Household’s budget



Drive Till Qualify  Longer Commutes

Housing and Transportation Cost Burden by Commute

Presenter
Presentation Notes
Benefits of moving out maxes out at 12 to 15 miles from job centersMoving away from employment centers brings housing cost savings but leads to added transportation costsPicture source:  Belway Burden by the Urban Land Institute, 2009.



Housing Combined Housing/Transportation

Typical Moderate Income Household

Presenter
Presentation Notes
These figures are for a regionally typical moderate income (80% of AMI or below) household earning $38,000 with 2.68 members and 1.16 commuters.Housing Costs are 33 percent of income for a typical…Combined Housing/Transporation is 59 percent of income for a typical…



Costs as a Percent of Income

Source: Housing and Transportation Cost Index
Center for Neighborhood Technology

Presenter
Presentation Notes
“The Regional Typical Household assumes a household earning the median income for the region, with the average household size for the region, and the average number of commuters per household for the region.” CNT Definition



Costs as a Percent of Income

Source: Housing and Transportation Cost Index
Center for Neighborhood Technology

Presenter
Presentation Notes
“The Regional Typical Household assumes a household earning the median income for the region, with the average household size for the region, and the average number of commuters per household for the region.” CNT Definition



Transportation Cost Profiles

Presenter
Presentation Notes
Selected Transportation Characteristics of a Typical Regionally Moderate LMI Households “The Regional Typical Household assumes a household earning the median income for the region, with the average household size for the region, and the average number of commuters per household for the region.” CNT Definition



Commute Times



Implications of Viewing 
Affordability more Broadly for Low and 
Moderate Income Households

Highlights a mismatch between where these households live and where well-
paying jobs are located

The number of communities currently affordable drops substantially

These households are becoming less likely to afford residing in areas with well 
paying employment opportunities

Presenter
Presentation Notes
Middle income households will be considered cost burdened



Strategies to lower combined Housing and 
Transportation Costs
Encourage Transit Oriented Development
◦ Plaza Saltillo in Austin, TX

Collaborative efforts to dedicate funds for the creation and preservation of housing 
near transit
◦ Denver Regional TOD Fund, $20m committed, 1000 units affected

Expand Frequency and Scope of Public Transit
◦ Denver FasTracks and Bus Rapid Transit  expansion catalyzed TOD projects along North 

metro Line
◦ Kansas City Area Transportation Authority introduced BRT in 2005. Ridership rose by 

more 50% and cut commute times

Presenter
Presentation Notes
Encourage Transit Oriented Development:  A holistic solution that bridges the gap between home and work and reduces the combined housing and transportation costs.Dedicate funds for the creation and preservation of housing near transit: This strategy recognizes the failure of the private market to supply a desirable number of affordable housing opportunities near transit. It takes a proactive approach to make investments that would probably never materialize in the private market.Expand Frequency and Scope of Public Transit:  The role of public transit in reducing transportation expenses is well established. Expanding scope and frequency means more people will be served thus increasing the aggregate benefit.



Strategies to lower combined Housing and 
Transportation Costs
Expand Transit to Link LMI households to centers of employment
◦ Chattanooga Area Regional Transportation Authority (CARTA) used US DOT Job 

Access and Reverse Commute (JARC) Funds to expand BUS service and frequency 
linking low income households to employment centers 

Bridging First/Last Mile Issues
◦ Dallas Area Rapid Transit partnered with Uber to move riders from their homes to 

transit stations

Location Efficient Mortgages
◦ Fannie Mae’s Smart Commute Mortgages

Presenter
Presentation Notes
Expand Transit to Link LMI households to centers of employment: I chose this because it’s a solution that recognizes the spatial mismatch between home and work and proposes a solution that shrinks the space. Bridging First/Last Mile Issue: I chose this because, as you had rightly identified, transit solutions are not flexible enough to address some of the small but critical gaps in transit investments. Having good last mile solution expands the scope of transit solution thus availing residents with options that would not previously have been considered an option.Location Efficient Mortgages: Recognizes the value of incorporating transit into the underwriting process. Stretches LTV and DTI and perhaps allow households to afford a more conveniently located place even if its relatively more than they should afford.



Final Thoughts

Transportation should be an seen as a critical component in assessing housing 
affordability

Strategies aimed at lowering the combined cost of housing and transportation 
may have unintended consequences
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• Very high percentage of income spent on 
electricity and gas in Memphis

• According the American Council for an 
Energy-Efficient Economy 2016 “Lifting 
the Energy Burden Study”, Memphis has 
the highest energy burden in the nation.



• The Division of Housing & Community Development (HCD) administers the Weatherization 
Assistance Program (WAP) for Shelby County. 

PURPOSE

• WAP works to promote energy efficient homes for low-income households through the installation 
of energy conservation measures. 

 To increase the energy efficiency of homes, mobile homes, and apartments occupied by low-
income persons, focusing on the elderly, those with disabilities, and families with children.

 To reduce the energy burden of low-income residents in Shelby County. Nationally, an average 
household spends 3.5% of its annual income on energy costs.  In Shelby County, half of the low-
income households spend more than 13.2% of their annual income on utilities.   

 To improve public health by increasing indoor air quality through home improvements and 
reducing pollution generated from excess energy consumption. 



• Weatherization examples include installing insulation, reducing air-infiltration (draftiness), 
performing heating and cooling tune-ups and modifications. When health and safety is a 
concern, the weatherization program will replace or install equipment to resolve the issue.   This 
is not a home repair program to repair structural issues such as  roofs, flooring, siding, etc.  

• The WAP Program is open to income eligible applicants county-wide, on a first come first serve 
basis.  

• Priority is determined by household income, age of applicants, and the presence of seniors, 
children, and disabled household members. 



Landlord Requirements 

• Rent freeze for 3 years for Multi-Family from time of weatherization completion, 1 year 
for Single Family

• Agree that lessee will not be evicted without legal cause for a period of one year from 
the date of the completion of weatherization work. 

• No undue or excessive enhancement shall occur to the value of the property

• There is no known plan for government acquisition or clearance of the property within 
12 months of its weatherization under the WAP

• Permission is granted to sub-grantee to:
Survey and inspection of building
Installation of weatherization materials 
Supervision of installation
On-site inspection of work

• If agreement is not adhered to by the owner, the cost of weatherization shall 
be reimbursed by the owner to the sub-grantee.  



• A building that has multiple living units under a single roof is considered a multi-
family building, regardless if renter or owner occupied.

• A single unit within a multi-family building cannot be weatherized as the entire 
building must be considered when providing weatherization services. 

• Landlord and tenant must submit an application.  

• Multi-family buildings must be determined to meet minimum eligibility standards
- 4 or less must have a minimum of 50% of all units occupied by an eligible 
household

-5 or more units must have a minimum of 66% of all units occupied by an 
eligible household. 



Attic Hatch Insulated 

Duct Sealing 



Air Sealing By Passes

Floor Insulation



Kitchen Range Hood 







THDA Homeownership 
Counseling 
KENDRA LOVE

HUD HOUSING COUNSELOR: WEST TN  

THDA 



Background
Worked in the Homebuyer Education Department nonprofit in Memphis, TN 
(West TN region)

Top 10 of THDA producers in urban and rural   

Over 400 families annually for face to face Homebuyer Education Classes 

E-Home America Clients



Homebuyer Education 
and Affordability



Homebuyer Education 101
 Program began in early 90’s

 Required for Great Choice Plus, recommended for all borrowers

 50+ counseling agencies across the state of Tennessee; 120+ 
counselors

 All partners NeighborWorks Center for Homeownership 
Education and Counseling (NCHEC) Certified

 HBEI Program Guide



Why is Homebuyer  Education Important?
Studies have shown that homebuyers whom take the 
class are less likely in comparison to those who do not 
to default or go into foreclosure

Knowledge is power

 The more you know the better you do



What is Taught?
Realizing the American Dream
Are you Ready to Buy A Home
Managing Your Money
Understanding Credit
Obtaining a Mortgage Loan
Shopping for a Home
Protecting Your Investment



Pre-
Purchase 
Class
Options 

 Face to Face Education Classes
• Minimum of 6 hours

2 or more Families
• Four hours plus 1 hour counseling 

session, 
1 household

• Costs varies by organization,  but no 
more than $99

 Online Education
• eHome America - $99
• One hour counseling session required 



Post Purchase Class Options
Required for Hardest Hit Funds DPA-HHF 
Can be completed in-person or online
 If Pre Purchase is completed in person, in-person Post Purchase with the same agency 

OR online is required.

 Required prior to Closing
Costs no more than $50 in-person Class
eHome America Online $50
All approved HBE agencies are not HHF-DPA participants
 Please visit www.thda.org for current program providers

http://www.thda.org/


How Do I Get Started?
Visit THDA.org
Attend a Homebuyer 
Education course
Contact an approved 
lender
Find an approved 
REALTOR®

http://www.thda.org/


Questions?



Kendra Love 
Homebuyer Education Coordinator: 

West TN
901-356-2251

klove@thda.org

mailto:klove@thda.org




Creative Funding for 
Successful Strategies 
RALPH M. PERREY

EXECUTIVE DIRECTOR, THDA 



Creative Funding for 
Successful Strategies 
MARY L.  HERNANDEZ

AFFORDABLE HOUSING PROGRAM MANAGER

FEDERAL HOME LOAN BANK OF CINCINNATI 





























Presenter
Presentation Notes
Each Member institution is limited in the percent of the AHP funds available that it may be awarded in any particular AHP offering, though no Member is limited in the number of AHP applications it may submit.  In order to spread the available subsidy across our district and our Membership, no Member may receive more than $4 million in AHP subsidy for 2015. You really need only keep this number in mind if you intend to support four AHP applications or more.
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