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How to Use This 
Promotional Toolkit

Wealth building has important principles for financial resilience and freedom. 
Income, savings, investments, assets and estate planning support consumers’ needs, lifestyle  
and goals. The sooner consumers plant the seeds for their assets to grow, the more financial  
security they can build. According to the Federal Reserve Board’s Survey of Consumer Finances,  
a home represents about 75% of all the wealth accumulated by the lowest-income households.  
For households in the middle of income distribution, housing wealth represents between 50% and  
65% of total assets.  

According to the U.S Census Bureau’s 2022 Residential Vacancies and Homeownership data, 
homeownership rates for White Americans is 75%, compared to 49% for Hispanic Americans and  
45% for Black Americans. Through equitable housing, Freddie Mac is committed to helping 
communities of color achieve the dream of homeownership. This toolkit provides a variety of 
educational and direct-to-consumer materials so that you can offer what’s best for your community.  
For communities of color, these resources strive to help build generational wealth through 
homeownership and other sources of financial enablement.
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https://sf.freddiemac.com/working-with-us/equitable-housing


Materials for Partners

Training Series

“A Seat at the Closing Table” is a training series to help loan officers close 
more loans for minority borrowers, hosted by former originator and financial 
coach Dr. Lynn Richardson.

Educational modules and job aids give guidance on communicating with 
potential homebuyers in preparation for closing. The materials included 
provide insight on how to prepare homebuyers for the process and the 
necessary documents needed at the time of closing. 

•	 Modules

–	 Module 1: It Takes a Village to Close a Home

–	 Module 2: Origination Systems to Serve the Underserved

•	 Job aids

–	 Building Strategic Partnerships

–	 Ten Step Origination Checklist

Affordable Solutions Spotlight

This resource provides tools and offerings to help overcome housing 
affordability challenges, down payment barriers and eligibility roadblocks f 
or your borrowers.   

Affordable Solutions Spotlight 

Area Median Income and Property Eligibility Tool 

This map-based tool helps you determine whether a loan may be eligible for 
a credit fee cap. A job aid provides additional helpful hints and resources. 

•	 Map-based tool

•	 Job aid
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https://sf.freddiemac.com/working-with-us/equitable-housing/loan-officer-training-series
https://sf.freddiemac.com/working-with-us/equitable-housing/loan-officer-training-series/module-1
https://sf.freddiemac.com/working-with-us/equitable-housing/loan-officer-training-series/module-2
https://sf.freddiemac.com/docs/pdf/marketing-materials/build-your-business-through-partnerships.pdf
https://sf.freddiemac.com/docs/pdf/fact-sheet/ten-step-origination-checklist.pdf
https://sf.freddiemac.com/resources/affordable-solutions-spotlight-a-digital-guide-to-affordable-insights-mortgage-products-technology-capabilities
https://sf.freddiemac.com/working-with-us/affordable-lending/area-median-income-and-property-eligibility-tool
https://sf.freddiemac.com/docs/pdf/fact-sheet/how-to-identify-ami-percent.pdf


Case Study Video: How One Homebuyer Achieved  
His Goal of Homeownership

This case study shows how 22-year-old Nicholas Whiteside bought a home 
with the help of educational resources on finances and homebuying, the 
support of housing counselors, and available mortgage programs. 

Case study

Train-the-Trainer Webinar

The Train-the-Trainer Webinar gives step-by-step instructions on how to 
approach and work with your potential homebuyers.

Train-the-Trainer Webinar

Wealth Building Deck 

The Wealth Building Deck is a guide for renters, homeowners and 
potential homebuyers with an emphasis on the journey to building 
generational wealth through not only homeownership, but also financial 
savings, investments and other sources of income-generating assets. 
Help your customers learn how to accumulate, preserve and protect 
wealth to transfer assets. 

Recommended Use: This is a beneficial resource to educate a group 
or gathering about wealth building, obtaining homeownership and 
building generational wealth in their homes and communities. The 
customizable presentation deck allows you to present an individual 
module or a series of modules. We encourage you to co-present with  
an estate planning professional or financial guide. 

Wealth Building Deck
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NICHOLAS WHITESIDE
HOMEOWNER, 22 YEARS OLD

Materials for Partners
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https://sf.freddiemac.com/docs/pdf/marketing-materials/nicholas-whiteside-homeownership-story_promotion.pdf
https://www.youtube.com/watch?v=vovGEceJkG8
https://freddiemac.widen.net/s/7ffl9xmz8k/consumer-wealth-building-event---final


Communication Materials and Templates 

Materials and templates include the following:

•	 Promotional Flyers and Informational One-Pagers 
	 These flyers can be used to raise consumers’ awareness of resources 

about their wealth journey as renters, first-time homebuyers and existing 
homeowners. 

	 Recommended Use: These flyers can serve as takeaways at community 
gatherings, events and programs. You can also share these flyers  
during one-on-one conversations as a reminder to follow up and for 
consumers to continue learning about the resources and tools available  
for building wealth. 

•	 Email Templates 
	 Emails are an effective approach for direct follow-up with consumers 

with whom you’ve already established a relationship from previous 
conversations about their wealth journey as a renter, homebuyer or existing 
homeowner. These templates are designed to include your organization’s 
branding and personal signature. 

	 Recommended Use: Email communications can be a step within your 
organization’s follow-up process to connect with consumers and build  
a rapport. 

•	 Social Media Messaging 
	 Social media can be an efficient way to reach a large group of Black 

homebuyers and homeowners. These messages drive your intended 
audience to Freddie Mac websites for information. 

Materials for Consumers
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1. 	My Home by Freddie Mac® is a guide for renters, homebuyers and 
homeowners with education, tools and resources to help throughout their 
home journey. Each of the materials below directs your clients to the My 
Home website. 

•	 My Home flyer

•	 My Home social media messaging and images

•	 My Home email template

2. Freddie Mac CreditSmart® is a free suite of online courses designed to 
empower consumers with skills and knowledge to assist them through 
every stage of their financial capability and homeownership journey. 

•	 CreditSmart Essentials flyer

•	 CreditSmart Essentials social media messaging and images

•	 CreditSmart Homebuyer U flyer

•	 CreditSmart Homebuyer U social media messaging and images

•	 CreditSmart email template

3. Refinancing materials provide options for consumers to learn more about 
how refinancing may help them build sustainable wealth. These materials 
speak directly about the benefits of refinancing. 

•	 Refinancing fact sheet

•	 Refinancing FAQ

•	 Refinancing social media messaging and images

•	 Refinancing email template

Materials for Consumers
Renter Resource 
Organizations
Renter Resource Organizations are nonprofit organizations that 
can assist you if you are struggling to make rent payments or find 
affordable housing, or if you are facing other housing challenges.

HUD-certified housing counselors at Renter Resource Organizations 
can provide free assistance with budget and credit counseling, debt 
management programs and educational resources and tools.

If you are looking for rental housing
Renter Resource Organizations can help you find your next home by:

•  Assisting with your search for new apartments or locating 
alternative housing.

•  Providing financial planning and education to help you prepare for 
your next move.

If you need help staying in your rental 
home

Renter Resource Organizations can help you secure and maintain safe, 
reliable housing by:

• Providing access or referrals to tenant support services, including 
legal or financial aid and rental counseling. These services can 
help renters experiencing challenging life events or housing 
stability issues.

• Connecting you with services and resources to prevent evictions 
and help keep your home in good repair.

• Educating you on your rights and responsibilities as a renter 
and offering support and mediation in case of landlord-tenant 
disputes.

Call 800-404-3097 to connect with a Renter Resource Organization today. For more information, visit myhome.freddiemac.com/rros.

Considering a 
Refinance?
Four Things Homeowners Should Know and Do

You may be wondering whether it’s the right time to refinance your mortgage loan. 

If misconceptions and the perceived complexities about the refinance process have made it 
difficult for you to make a timely and informed decision, consider these four tips from Freddie Mac 
refinance experts to help you get started.

My Home Flyer

CreditSmart Essentials Flyer

Refinancing Fact Sheet
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http://sf.freddiemac.com/docs/zip/wealth-building-myhome.zip
http://sf.freddiemac.com/docs/zip/wealth-building-myhome.zip
http://sf.freddiemac.com/docs/zip/wealth-building-myhome.zip
http://sf.freddiemac.com/docs/zip/wealth-building-creditsmart.zip
http://sf.freddiemac.com/docs/zip/wealth-building-creditsmart.zip
http://sf.freddiemac.com/docs/zip/wealth-building-creditsmart.zip
http://sf.freddiemac.com/docs/zip/wealth-building-creditsmart.zip
http://sf.freddiemac.com/docs/zip/wealth-building-creditsmart.zip
http://sf.freddiemac.com/docs/zip/wealth-building-refi.zip
http://sf.freddiemac.com/docs/zip/wealth-building-refi.zip
http://sf.freddiemac.com/docs/zip/wealth-building-refi.zip
http://sf.freddiemac.com/docs/zip/wealth-building-refi.zip
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Resources
Listed below are other resources to assist with additional questions 
throughout the journey of building wealth. 

Partner Resources

•	 Freddie Mac Single-Family Borrower Help Centers (BHCs)

•	 Single-Family Equitable Housing 

Consumer Resources

•	 Freddie Mac My Home Calculators

•	 Borrower Help Centers Flyer

•	 Renter Resource Organizations Flyer

Research Materials
The information and data found within these studies can be used to support 
conversations with your clients about the journey to homeownership, financial 
stability and building generational wealth. 

Better Understanding of Credit Can Help Close Racial Homeownership Gaps

Perceptions of Recent Mortgage Borrowers by Race/Ethnicity: Insights from 
the National Survey of Mortgage Originations 

Racial & Ethnic Valuation Gaps in Home Purchase Appraisals – A Modeling 
Approach 

How Can Refinancing Amid Low Rates Support More Equitable Housing?

Many Black and Hispanic Homeowners Don’t Refinance. Here’s Why 

Almost 50% of Black and Hispanic Borrowers Could Save $1,200 Annually  
by Refinancing

For inquiries, email HousingOutreach@FreddieMac.com 

https://sf.freddiemac.com/articles/news/borrower-help-center
https://sf.freddiemac.com/working-with-us/equitable-housing
https://myhome.freddiemac.com/resources/calculators
https://sf.freddiemac.com/docs/pdf/borrower-help-center.pdf
http://sf.freddiemac.com/docs/pdf/renter-resource-organizations.pdf
https://sf.freddiemac.com/articles/insights/better-understanding-of-credit-can-help-close-racial-homeownership-gaps
https://sf.freddiemac.com/content/_assets/resources/pdf/fact-sheet/perceptions-on-mortgage-experiences-from-nsmo.pdf
https://sf.freddiemac.com/content/_assets/resources/pdf/fact-sheet/perceptions-on-mortgage-experiences-from-nsmo.pdf
https://www.freddiemac.com/research/insight/20220510-racial-ethnic-valuation-gaps-home-purchase-appraisals-modeling-approach
https://www.freddiemac.com/research/insight/20220510-racial-ethnic-valuation-gaps-home-purchase-appraisals-modeling-approach
https://sf.freddiemac.com/articles/insights/how-can-refinancing-amid-low-rates-support-more-equitable-housing
https://sf.freddiemac.com/articles/insights/many-black-and-hispanic-homeowners-dont-refinance
https://www.freddiemac.com/research/insight/20210512-black-hispanic-borrowers-save-refinancing
https://www.freddiemac.com/research/insight/20210512-black-hispanic-borrowers-save-refinancing
mailto:HousingOutreach%40FreddieMac.com?subject=


Terms of Use
Effective March 8, 2023

Agreement to Terms of Use

These Terms of Use (“Terms”) govern the use of Freddie Mac’s Building Blocks to Wealth Toolkit (the “Toolkit”) and your 
use of the Toolkit for any workshop, seminar, or similar presentation of the Building Blocks to Wealth program in whole or 
in part (“Presentation”). By accessing or using the Toolkit, you hereby acknowledge that you are 18 years of age or older 
and have read these Terms and agree to be legally bound by them and all terms that are or may hereafter be incorporated 
into them by reference. If you do not expressly agree to all of the Terms, you are not authorized to access or use the Toolkit 
or to offer or make Presentations. Any new features or tools that may be added to the Toolkit will be subject to these 
Terms, as they may be updated by Freddie Mac from time to time. As the owner of the Toolkit, Freddie Mac maintains the 
exclusive rights to revise, update, replace, discontinue, or otherwise change the contents, any related materials, and your 
authorization to conduct Presentations using the Toolkit. Your continued access or use of the Toolkit following Freddie 
Mac’s posting of any changes constitutes acceptance of those changes. Any rights not expressly granted herein are hereby 
reserved to Freddie Mac.

Terms and Conditions

1.	 Certain Definitions. As used in these terms: (a) “Freddie Mac” means the Federal Home Loan Mortgage Corporation; 
and (b) “you” and “your” refers to the person or entity that utilizes the Toolkit.

2.	 You may use the Toolkit to prepare and distribute related Presentation materials to workshop participants, including 
slides from the Toolkit, subject to the conditions described in these Terms.

3.	 With the exception of the designated speaker slide, the contents of the Toolkit and its related materials may not be 
changed, altered, or revised in any way or integrated into any other materials (for example, print, online, or otherwise), 
without the prior written consent of Freddie Mac’s Brand Management at brand_standards@freddiemac.com. Any 
copies made must be exact replicas of the originals, and must include all logos, trademarks, and copyright notices 
affixed by Freddie Mac.

4.	 Press releases, public statements, etc. Press releases, public statements, and other media outreach related to the 
Toolkit and any Presentation that includes Toolkit materials must be reviewed and approved in advance by Freddie 
Mac. Please contact HousingOutreach@FreddieMac.com for more information.

5.	 No Endorsement. The Toolkit is provided for your use in preparing and conducting Presentations, but Freddie Mac 
does not directly or indirectly endorse or recommend any product(s) or service(s) that you provide, and in your use of 
the Toolkit you will not state or imply that Freddie Mac endorses or recommends your products or services.

6.	 Term and Termination. The term of these Terms begins the earliest of when you access or use the Toolkit, or otherwise 
agree to these Terms and will continue in effect until terminated by Freddie Mac or you. You may terminate the Terms 
by notifying Freddie Mac in writing at HousingOutreach@FreddieMac.com. Freddie Mac may terminate these Terms 
and your right to use the Toolkit as described herein upon notice to you. Upon termination, your right to use the Toolkit 
will end and you will promptly cease your use and distribution of the Toolkit, destroy any physical copies in your control 
or possession, and delete all electronic copies from your devices.

7.	 Intellectual Property Rights. You understand and agree that all of the trademarks, copyright, trade name, service 
marks, and other logos, and any brand features and/or product and service names are trademarks of Freddie Mac or 
third parties and as such, are and shall remain the property of Freddie Mac or such third parties. Except for utilizing the 
Toolkit as part of a Presentation as contemplated in these Terms, you agree not to display and/or use in any manner 
such logos or marks without obtaining Freddie Mac’s prior written consent.

8.	 Warranty Disclaimers. The Toolkit is provided on an “as is” and “as available” basis, and all uses of the Toolkit are 
at your sole risk. Freddie Mac, and any subsidiaries, affiliates, officers, employees, agents, partners and licensors, 
make no, and specifically disclaim all, representations or warranties with respect to any information contained or 
referenced the Toolkit. All warranties of any kind (both express and implied) concerning the Toolkit are hereby 
expressly disclaimed, including any warranties of title, merchantability, accuracy, non-infringement, and/or fitness for 
a particular purpose. Freddie Mac, and any subsidiaries, affiliates, officers, employees, agents, partners and licensors 

make no warranties that: (i) the Toolkit will meet your requirements; (ii) results which may be obtained from the use of 
the Toolkit will be accurate or reliable; and (iii) the quality of any products, services, any information or other material 
that may be obtained by you or anyone else through, or resulting from your use of, the Toolkit will meet your or their 
needs or expectations.

9.	 Limitation of Liability. To the extent permitted by applicable law, Freddie Mac’s entire liability to you or to any other 
individual or entity for direct damages arising out of or relating to these Terms or the Toolkit (regardless of the form 
of action giving rise to such liability, whether in contract, tort or otherwise and even if such party has been advised 
of the possibility of such damages) will be limited to and will not exceed ten United States Dollars ($10). EXCEPT 
FOR DAMAGES ARISING FROM GROSS NEGLIGENCE OR WILLFUL MISCONDUCT, FREDDIE MAC WILL HAVE NO 
LIABILITY TO YOU OR TO ANY THIRD PARTIES FOR ANY INDIRECT, INCIDENTAL, SPECIAL OR CONSEQUENTIAL 
DAMAGES ARISING OUT OF OR IN CONNECTION WITH THESE TERMS OR THE TOOLKIT. Any information or 
material downloaded or otherwise obtained by way of the Toolkit shall be accessed at your sole risk and discretion, 
and as such you shall be solely responsible for, and hereby waive any and all claims and causes of action with respect 
to any damages to your computer, mobile device, and/or internet access, or for any loss or corruption of data that 
could result from the download of any such information or material. Certain information linked from the Toolkit may 
be owned by third parties and subject to third party terms. You should thoroughly review and understand such terms 
before agreeing to use such information, and you remain solely responsible for complying with such terms. 

10.	 Third Party Beneficiaries, Conflicts, Waiver, Severability. These Terms control the relationship between you and 
Freddie Mac with respect to the Toolkit and Presentations. They do not create any third party beneficiary rights. If there 
is a conflict or inconsistency between the terms in this document and the additional terms associated with third party 
products or services, then the additional terms will control solely for that conflict or inconsistency. Freddie Mac’s failure 
to exercise or enforce any right or provision of these Terms will not constitute a waiver of such right or provision. If any 
provision of these Terms is illegal or unenforceable under law, the remainder of the provision(s) will be amended to 
achieve as closely as possible the effect of the original term and all other provisions of this Agreement will continue in 
full force and effect.

11.	 Governing Law. These terms are governed by and construed in accordance with the laws of New York, excluding 
provisions concerning choice-of-law that would result in the law of a state other than New York being applied. Any 
claims, actions or proceedings arising out of or related to these Terms or the Toolkit will be brought in the United States 
District Court for the Eastern District of Virginia, Alexandria Division. The parties hereby irrevocably submit to the personal 
jurisdiction of such court regarding any such action and consent to the dismissal of any such action that is brought in any 
other forum.
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