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Executive Summary 

The New York State Coalition for Excellence in Homeownership Education (CXHE) was 
created in 2007 to ensure that comprehensive and quality financial literacy, pre- and post-
purchase homeownership education and counseling services are available to all New 
Yorkers.  
 
This document presents a “planning blueprint” for CXHE as it embarks on its strategic 
planning efforts for the next few years.  The document includes the results of an online 
survey of 96 CXHE members and stakeholders; an analysis of the size of the potential market 
for first-time homebuyers in New York state; results from key informant interviews; 
research on existing homeownership collaboratives in other states; and concludes with key 
recommendations for CXHE as it formalizes its role of improving the quality and availability 
of homeownership education and counseling services across New York State. 

This blueprint paper highlights these key findings: 

 Homeownership education and counseling offer many benefits to consumers, 
including improving their financial health, building their money management skills, 
helping them become savvier consumers, and reducing their loan delinquencies.  
Communicating these benefits clearly to potential customers may be one way to help 
drive market uptake. 

 The estimated 200 housing counseling agencies in the state appear to provide broad 
coverage for homeownership education and counseling services, with services 
available in all counties. However, there may be differences in quality standards 
among agencies. 

 Many counseling agencies in the state struggle to support homeownership counseling 
services with funding from a variety of sources, primarily public sources. Funds from 
the National Mortgage Settlement and the National Foreclosure Mitigation Counseling 
Program (NFMC) have provided significant support for foreclosure intervention 
counseling services over the past few years. Beyond this support, other funding for 
counseling services is typically unstable, sporadic and rarely covers the full cost of 
providing these services.  

 Many agencies are located in areas of the state that are still struggling to recover from 
the many lingering impacts of the foreclosure crisis and recent natural disasters.  
Other areas in the state are experiencing a marked recovery in their housing markets 
and increased demand for homeownership counseling services. 

 Recent estimates are that only 10 percent of an estimated 37,000+ first-time 
homebuyers in New York State in 2012 received homeownership counseling services 
before buying a home. Further, our market research also estimates that over 195,000 
potential buyers in likely demographic segments are able to purchase homes over the 
next few years. This research suggests that counseling agencies in the state could 
greatly expand their services to first-time buyers over the next few years through 
better coordination, increased marketing and improved service delivery methods. 
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 There appears to be broad support for formalizing the role of CXHE as a statewide 
organization to support homeownership-related services in New York State. The key 
activities proposed for CXHE include the following:  coordinating a statewide 
marketing effort to promote counseling services; providing training, continuing 
education and certification for counselors; expanding coverage across the state; 
hosting statewide and regional conferences and events; highlighting best practices in 
the industry; and promoting more sustainable funding through improved business 
practices. 

 
  



Blueprint to Success: A Strategic Planning Document for CXHE 

 

5 

Background about CXHE  

Adapted from CXHE’s website: http://nyscxhe.org 

Established in 2007, CXHE is a statewide coalition on 150 nonprofit housing agencies that 
are dedicated to professionalizing homeownership services and counseling in New York 
State. CXHE’s members offer comprehensive housing counseling services including pre-
purchase counseling, financial education, post-purchase assistance and/or foreclosure 
prevention services.   

In addition, the coalition is a strong advocate for policies, programs and resources that 
promote the availability of high-quality financial and homeownership education services 
across the state. CXHE’s activities include: 

 Promoting the national housing counseling standards and encouraging its member 
agencies to adopt the standards; 

 Providing member agencies with certification training opportunities, best practices 
and peer-to-peer networking; 

 Advocating on a statewide and national basis on behalf of consumers considering 
homeownership and those homeowners facing default or foreclosure; 

 Partnering with civil legal service programs and other partners to promote fair 
lending practices and procedures; and  

 Promoting the availability of counseling across the state and advocating for increased 
funding for homeownership counseling services. 

 

CXHE Accomplishments to Date 

 Worked with the New York State Banking Department to implement the NYS 

Foreclosure Prevention, Tenant Protection and Property Maintenance Act of 2009; 

 Assisted NYS Homes and Community Renewal in the design and implementation of 

the New York State Foreclosure Prevention Program of 2008 and 2009; 

 Assisted the New York State Attorney General in the design of the New York State 

Home Ownership Protection Program of 2012; 

 Produced a white paper detailing the results of a survey of 170 housing counseling 

agencies in the state; 

 Sponsors an annual statewide conference to highlight key issues and provide 

networking opportunities for counselors; 

 Regularly provides NCHEC-approved continuing education credits to counselors; 

 Hosts regular chapter meetings which offer opportunities for support, training and 

sharing best practices among members; and 

 Maintains a listserv with the Center for NYC Neighborhoods to counseling agencies. 



Blueprint to Success: A Strategic Planning Document for CXHE 

 

6 

The Benefits of Counseling 

Housing counseling adds significant value to the homebuying process and to successful 
homeownership. Here are a few of the benefits of housing counseling: 

 Homebuyers make better, more successful home purchase decisions when they have 
knowledge of the process and the quality of the home they are buying. 

 Homebuyers are financially better prepared for ownership due to awareness of and 
budgeting for all costs of ownership, strengthened credit scores which result in better, 
lower cost mortgage options, and solid saving strategies for home improvements 
which preserve their most important asset – their home. 

 Lenders and real estate professionals save time and money working with well-
educated homebuyers. 

 Homeowners gain access to information about home repair and energy efficiency 
programs. 

 Homeowners having trouble paying their mortgages receive help in keeping their 
home and negotiating their best possible outcomes. 

 Neighborhoods and communities benefit from better prepared first time buyers – 
studies show that pre-purchase counseling and education significantly reduce 
delinquency and default rates. 

 

Research on the Efficacy of Counseling 

 

Research  Key Findings 

Reduced loan delinquencies 
Avila, Nguyen & Zorn, 2013 

First-time buyers who received 
homeownership education and counseling 
(HEC) had a 29% reduction in 
delinquency rates  

Increased  mortgage  
sustainability 
Neil Mayer, Urban Institute, 2011 

Counseled borrowers are 67% more likely 
to remain current on their mortgages 

Improved financial health and 
increased knowledge 
Staten, Elliehausen and Lundquist, 
2002  

Borrowers who received HEC had 
significant increases in their credit 
scores and/or had improved overall 
credit health  

More efficient transactions 
Hartarska, Gonzalez-Vega and 
Dobos, 2002  

Borrowers are better able to measure 
“ability to pay” and select better loan 
products.  
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Examples of Statewide Homeownership Collaboratives 

Note: This section is excerpted from previous research on collaboratives to document their 

experiences and current trends.  

Several states, including Minnesota, Montana, Iowa, Indiana, Tennessee and others, have 
successful collaboratives that provide support services to nonprofit counseling agencies 
across those states. These efforts have greatly improved the quality of counseling, have 
produced broad statewide coverage and assisted with the coordination of counseling 
services.  
 
Here are examples of several successful statewide collaboratives involving nonprofit 
organizations across the nation.  

 NeighborWorks Montana – Sixteen partners comprised of Resource Conservation 
and Development agencies, CAP agencies, tribal agencies and housing counseling 
organizations. This statewide collaborative model decreased operational costs 
through centralized loan processing and marketing handled by the main office in 
Great Falls.  Partners gained access to capital, technical assistance, training and a 
technology platform through NeighborWorks America.  Other funders liked the model 
because it allowed for their investments to serve the entire state. Ultimately, more 
people were reached, resulting in an increase in families counseled and homeowners 
created.  

 Indiana Association for Community Economic Development (IACED) – A 
statewide trade association for community development associations in Indiana.  Its 
extensive membership includes both nonprofits and affiliate members (other 
stakeholders).  IACED works on a wide variety of community development issues, but 
takes a strong role in setting statewide standards for homeownership education and 
counseling (including providing training and certification of counselors and 
organizations).  It also runs a fundraising event for its members (such as a 5K run-
walk event that raises funds for its members). 

 Minnesota Home Ownership Center (MNHOC) – A statewide intermediary in 
Minnesota that is focused on homeownership and foreclosure prevention work.  It 
provides funding, training and technical assistance to its 50 members.  Its website is a 
statewide outreach tool for consumers offering information and maps to link them 
directly to local service providers. Minnesota Housing (the state’s housing finance 
agency) and numerous foundations in the state use MNHOC as the conduit for their 
resources. 

 Iowa Home Ownership Education Project (IHOEP) – A statewide intermediary in 

Iowa that supports a network of 28 housing counseling agencies across the state. 

IHOEP provides training and certification opportunities for counselors, provides small 

technology grants to member organizations and hosts two networking conferences 

annually. Though IHOEP has 12 supporting partners (such as FHLB), it has 

experienced budget cuts recently and operates with only 2 FTE staff.   
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Trends in Collaborative Homeownership Service Delivery 
Especially in times of financial distress with cutbacks in governmental and corporate 

funding, it makes sense to look for the strengths derived from strategic coalitions and 

collaborations among nonprofit organizations in a state.  Statewide collaborative 

organizations can be useful in order to aggregate production results and achieve greater 

impact; attract new resources and new partners; affect policy and key decision-makers; and 

tap into economies of scale. 

There are currently dozens of homeownership service delivery collaboratives across the 

country, which vary in terms of geographic scope, organizational structure, funding models, 

collaborative features and homeownership services offered.  

In general, collaboratives are set up to coordinate homeownership service delivery in a 
region or an entire state. The most common structure for collaboratives is a membership 
association, where a separate entity that provides little or no direct services to clients 
(usually a stand-alone nonprofit organization) acts as the “lead” agency to support members 
in the collaborative that provide direct services to clients in various ways. Another common 
structure for collaboratives is a “hub-and-spoke” approach. In this structure, one of the 
service providers in the collaborative is elevated to a “hub,” or lead, role to coordinate and 
support the other members in the collaborative, while continuing to provide some direct 
services to clients. The other members in this structure are the “spokes” that deliver a set of 
standardized services to clients. 

The majority of collaboratives offer a comprehensive set of pre- and post-purchase 
homeownership services through their members, but a few specialize in either pre- or post-
purchase services. There is a wide range of supportive services, or collaborative features, 
that lead agencies provide to or on behalf of collaborative members, with the most common 
being some combination of the following: 

 Centralized data collection and reporting 

 Centralized fundraising and distribution of pass-through funds 

 Coordination of standardized service delivery to clients 

 Centralized outreach and marketing 

 Training and certification 

 Promotion of quality-assurance standards 

 Technical assistance and capacity building 

 Advocacy 

 Centralized client intake 

 Centralized lending services (often for down payment assistance programs) 
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In most cases, the major funding source for collaboratives is through a state government 
agency. Government funding normally accounts for one-third to over one-half of the overall 
funding for these collaboratives. Other significant funding sources vary by market. For 
example, one-third of the overall funding for the collaborative in Minnesota comes from 
foundations, due to the prevalence of social service support in that state. In Montana, one-
quarter of the collaborative’s overall funding is from earned revenue through fees-for-
services and interest income.  

Benefits of a Collaborative Approach 

Key informants from other homeownership collaboratives cite a number of benefits from 
participating in these coalitions. The key advantages are: 

 Larger impact. By working together and focusing on a common goal, member 
organizations collectively assist more households through service delivery 
efficiencies. Production results and outcomes can be aggregated to tell a more 
powerful story for marketing and fundraising purposes. 

 Increased visibility and recognition. Typically, statewide collaboratives have more 
resources to promote their services, as well as the fact that greater results often tell a 
better story. 

 More financial resources. Fundraising is easier due to larger outcomes often attracting 
more significant and stable funding resources. Funders generally feel that 
collaboratives help to streamline the grant-making process. A formal collaborative 
provides funders with a vehicle to provide resources to one entity that subsequently 
can be distributed to other agencies. 

 Greater capacity. There are a number of ways organizational capabilities are increased. 
One is through the availability of more financial resources. Another is by assessing 
and integrating programs, which leads to service delivery efficiencies and a broader 
array of available services. Finally, collaboratives can expand geographic and/or 
demographic reach. 

 Improved quality assurance for service delivery. Collaboratives create an opportunity for 
members to set and agree to standardized service delivery. Typically, there are more 
opportunities for group training and continuing education. The networking within 
and collective experience of collaboratives also increases the overall knowledge base 
of member organizations, thus sharpening the quality of the services they are 
providing. Positive peer pressure helps to develop and implement best practices. 

 Increased social and political capital. Collaboratives provide for a powerful and 
collective voice to affect social and political change. There is strength in numbers by 
working together to create viable solutions to common problems. 
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Drawbacks of a Collaborative Approach 

Along with the benefits of collaboration come several drawbacks, such as: 

 Time consuming. This is particularly true during the formative stages of a collaborative. 
It is challenging to manage differences of opinions and build consensus. Also, it is 
difficult to balance and share programmatic responsibilities.    A significant amount of 
time will be needed to align member organizations. 

 Loss of control. By agreeing to be part of a collaborative, an organization is agreeing to 
operate within the structure of a larger group. Thus, organizations may lose some of 
their autonomy and ability to control all of the details related to service delivery. 

 More work. At a minimum, collaboratives require more work through meetings and 
regular communications to plan and coordinate activities. Depending on the features 
of the collaboratives, more work also may be required for data collection or program 
refinement to meet quality-assurance standards. 

Lessons Learned about Statewide Homeownership Collaboratives 

Key informants illustrated some key lessons learned about forming and operating as a 
collaborative, which are: 

 Common goal. It is important to articulate a common goal among collaborating 
agencies at the beginning of the coalition-building process. That common goal will 
serve as motivation for participating agencies and drive the vision of the 
collaborative. From there, the mechanics of how the collaborative will operate can be 
guided by the collective vision. 

 Regular communication. To support the ongoing operations of collaborative service 
delivery, ongoing, effective communication is critical. It builds trust, encourages active 
participation, reduces confusion and helps to drive the collaborative’s agenda. Regular 
meetings, telephone and email communication between member organizations 
should be supported and encouraged. 

 Core governing leadership. Ideally, the coalition should establish a core governing body, 
such as a representative board of directors or advisory committee. It is important to 
identify strong leaders, who can set aside his or her own interests, for this board or 
committee. 

 Partnership agreements or memorandums of understanding between members. It is critical 
to have a clear delineation of roles and responsibilities and firm participation 
commitments from all participating organizations. It is also important that the 
benefits of participation are clearly articulated to member organizations. Member 
organizations must be aware of what it means to participate in a collaborative in 
terms of benefits and responsibilities. A formal agreement that outlines all of these 
details with members is a good practice. 
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 Strong partners. Strong government and industry partners are critical to obtain broad 
insights into issues as well as attract stable funding. Moreover, leaders from these 
agencies can use their influence and existing relationships to bring organizations 
together and leverage other support. 

 Ongoing and stable funding for collaborative and member services. Stable funding from 
national intermediaries, foundations and financial institutions needs to be secured by 
demonstrating the benefits of collaboration to them. Opportunities for earned 
revenue also should also be considered to support the sustainability of the 
collaborative and its member agencies. 
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Interview Themes and Highlights 

 
Key Goals and Roles: 
 

 Provide tools and resources for counselors; share good program models; use peer-to-
peer training to increase skills and effectiveness; be a clearinghouse for information. 

 Expand and clarify coalition goals to make the case for the value CXHE brings to 
counselors, funders, and business partners.  
o “Be a voice in NYS to raise professionalism.” 
 

 Work with members and partners to define a viable business model for counseling in 
NYS. 
o “Counseling agencies need to become more entrepreneurial.” 
 

 Advocate for strengthening regulatory requirements for counseling.   
o “CXHE should help strengthen the industry itself.” 

 
Organizational Structure and Capacity: 
 

 Strong agreement on the need to establish 501(c)3 status to formalize structure, gain 
recognition and credibility to apply for and manage funds directly.  Strive to build a 
more professional image. 

 Strengthen the ability of regional chapters to engage local partners, raise money for 
counseling, and expand volunteer base. 

 Need staff with expertise in dealing with legislation and government, grant writing 
and administration, public relations.  Could start with staff on contract, rather than 
employee. 

 Look at strong coalition and association models in other regions, such as NYC, 
Philadelphia, San Diego and Delaware. 

Resources and Relationships: 
 

 Be proactive about seeking opportunities and strengthening partnerships.   
o “CXHE should be the poster child for counseling in New York State.” 
 

 Broaden and make better use of the Advisory Council; bring Council together twice a 
year. 
o “Broaden representation to engage other stakeholders.” 
 

 Generate resources through grants, business partnerships and membership fees. 
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Potential Partners and Funding Sources: 
 
 Federal Home Loan Bank of New York is interested in partnering with CXHE. 

 FHA and SONYMA 

o “FHA has the worst delinquency and foreclosure rates in the country; advocate to 

make counseling a requirement and cover costs or build the cost into FHA 

mortgages.” 

o “SONYMA’s current online training (provided by Genworth Mortgage Insurance) is 

ineffective.  Advocate for using local counselors.” 
 

 NeighborWorks America  

o Deborah Boatright:  “I want to continue to support CXHE, but my resources are 

limited and competitive.  To be a priority for my funds, CXHE needs to bring some of 

the larger statewide partners to us; be an influencer in this space; it’s a reciprocal 

relationship.” 

 Statewide or regional banks, Freddie Mac and Fannie Mae 

 Municipalities with progressive administrations; tie in with plans to encourage 

homeownership and attract people to live in cities 

 Consumer Financial Protection Bureau 

 Office of Housing Counseling, HUD 

 

List of Interviewees: 
 

 Eileen Anderson, Management Consultant, NeighborWorks America 

 Deborah Boatright, Director, Northeast Region, NeighborWorks America 

 Michelle DiBenedetto, Director of Public Outreach and Special Programs, Long Island 

Housing Partnership 

 Al DiSalvo, former CRA Officer, M&T Bank 

 Hala Farid, Senior VP, Citi Community Development 

 Sarah Gerecke, Deputy Assistant Secretary, Office of Housing Counseling, U.S. 

Department of Housing and Urban Development 

 Kathy Germain, Vice President of Housing Services, Rural Ulster Preservation 

Company 

 Susan Jouard, Management Consultant, NeighborWorks America 

 George Leocata, Senior VP, Single Family Programs, SONYMA 

 Rebecca Sinclair, Senior Community Developer, NYS Homes and Community Renewal 
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Stakeholder Survey Results 

A web-based survey was distributed in August 2013 to obtain feedback from CXHE members 

and stakeholders about the future of the organization and other related issues.    A total of 96 

responses were received to this survey.  The following is a summary of the responses from 

this survey. 

 
Chart 1: Respondent Self-Descriptions 

 
 

Roughly 50 percent of respondents described themselves as CXHE members or nonprofit 

housing counselors. Another 21 percent described themselves as other staff at nonprofit 

counseling agencies. The balance of respondents identified themselves as legal service 

providers (17%); lender or realtor partners (6%); and government partners (2%).   

 
 
  

51% 

49% 

21% 

17% 

6% 

2% 
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Chart 2: Familiarity with CXHE 

 
 
An overwhelming majority of respondents were familiar with CXHE. A total of 91 percent of 

respondents were either “Very Familiar” or “Somewhat Familiar” with CXHE already.  The 

balance of respondents had slight familiarity with CXHE, with two percent noting that other 

staff members in their organizations were familiar with CXHE.  

35% 

7% 

56% 

2% 

Very  

Familiar 

Somewhat 

Familiar 
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Chart 3: Participation in Past CXHE Activities or Events 

 
 
Over half of the respondents had actively participated in CXHE-sponsored events in the past 

year with 63 percent active in regional CXHE events and 54 percent attending the CXHE 

annual conference.  Another 53 percent has viewed emails from CXHE’s listserv and 43 

percent used CXHE materials.  

 

One note of concern is that only 15 percent of respondents regularly use CXHE’s website. 

This finding about CXHE’s website usage seems extraordinarily low and should be addressed 

in the future.  

63% 

54% 53% 

43% 

15% 
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Chart 4: Current Trends in Respondents’ Housing Counseling Programs 

 
 

Viewed another way, here is a table that clusters those areas where respondents noted 
trends were increasing or staying steady: 
 
Counseling Type Responses of Workload 

“Staying Steady” or 
“Increasing” 

Responses of Workload 
“Declining” 

Foreclosure/Default 76% 11% 

Pre-Purchase/Homeownership 65% 9% 

Financial Education 57% 4% 

Post-Purchase (non-default) 50% 7% 

Energy Conservation 33% 4% 

 
Clearly, foreclosure intervention counseling is still a heavy workload for the vast majority, 

though it is declining for 11 percent of respondents. It is also important to recognize that 

pre-purchase homeownership counseling is increasing (as noted by 41 percent of 

respondents) for the first time in almost five years. Other types of counseling are also in the 

mix but not nearly as prevalent as foreclosure and homeownership counseling. The 

responses also suggest that conditions are highly variable across the different markets of the 

state. 

  

44% 

32% 41% 25% 

11% 

39% 

24% 

32% 

22% 

11% 
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Chart 5: Greatest Challenges in Education and Counseling Programs 

 
 
This question asked respondents to rank the greatest challenges they were facing in their 

counseling programs.  The lowest numbers represent the highest-ranked challenges.  The 

two highest ranked challenges were related to foreclosure counseling activities (“Servicers 

are unresponsive” and “Foreclosure cases are difficult to resolve”).  

 

The third-ranked challenge noted that “Counselors were overwhelmed with reporting 

duties” which most likely represents the increasingly burdensome and repetitive reporting 

workloads required by various funding sources for foreclosure-related activities.  

 

Concerns about declining funding, which are typically some of the highest ranked challenges 

in similar surveys, were ranked fourth and fifth.  Challenges in local housing markets were 

noted as sixth.   

 

Staff turn-over was not listed as high concern – probably reflecting that employees chose to 

remain in stable jobs during the recession of the past few years.  Somewhat surprisingly, 

access to technology for more efficient service delivery was noted as the lowest-ranked 

challenge.  

3.13 3.2
9 

Note: Lowest numbers represent highest rankings 

3.9
1 

3.9
4 

5.9
4 

4.6
5 

4.4
4 

6.7
1 
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Chart 6: Highest Priorities for CXHE’s Work in Next Few Years 

 
 
When asked to rank their highest priorities for CXHE’s work over the next few years, the 

highest responses were “Advocating at the state and federal levels for counseling policies and 

programs (79%), “Providing regional training and certification for counselors” (69%), and 

“Marketing the value and availability of counseling services” (61%).  Clearly, advocating, 

training and marketing are the most highly valued roles for CXHE. 

 

The highest moderate priorities were: “Providing a platform for useful information to 

consumers on housing counseling services” (51%); “Finding and testing new business 

models to support counseling services” (49%); “Providing quality control over counseling in 

NYS” (49%); and “Providing regular communications and networking opportunities for 

counselors” (45%).  

 

Interestingly, the business model and quality control issues also had the most “low priority” 

responses (receiving 16% and 13% respectively in that category) reflecting an ambivalence 

about CXHE playing a role in these functions. 
  

69% 

38% 49% 

27% 

44% 

79% 

35% 

51% 

61% 

45% 

49% 

34% 

18% 

51% 
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Market Analysis for Homebuyer Programs  

The Market Analysis for Homebuyer Programs uses data to estimate the number of current renters 

who could become homebuyers within a specific income bracket.  It then estimates the number of 

current homes on the market within an affordable range for each income bracket.  This analysis is 

conducted for regions within New York State.  Every county in New York State is broken down into 

one of ten regions for this analysis.  The ten regions are used by the Empire State Development 

Corporation for economic development purposes and consist of the Capital District, Central New 

York, the Finger Lakes, Long Island, Mid-Hudson, the Mohawk Valley, the North Country, New York 

City, the Southern Tier, and Western New York.  See the Appendix A for a detailed breakdown of this 

analysis by region and Appendix B for a complete list of counties by region. 

Data for this analysis is collected from the 2011 American Community Survey five-year estimates by 

county and is consolidated by region.  The area median income used is the HUD 2011 New York State 

median income.  Additionally, the table below shows the key assumptions that are used in this 

analysis to produce the potential number of renters that could qualify for a mortgage and the number 

of homes available in their price range. 

Review of Key Assumptions 

"Potential First-Time Homebuyers" have: 

Householder Age: Under 65 

A Non-Housing Debt-to-Income Ratio: <9% 

Liquid Savings in Hand: At least $1,000 

House Price-to-Income Multiplier: 3.18 

Interest Rate: 5.00% 

Term: 30 

Front-End Ratio: 0.29 

Property Taxes and Insurance: 3.0% of home value 
 

We further assume that one-tenth of the owner-occupied housing stock will come on the market in a 

given year, reflecting an average 10-year tenure for homeowners in a given home.  

For each region, we also report data on the actual number of home sales (obtained from Boxwood 

Means company via PolicyMap) and home purchase mortgage originations (obtained from Home 

Mortgage Disclosure Act data via PolicyMap). 

Note that, especially in more economically depressed regions of New York State, there are homes 

with very low values that technically fall within the price range of very low-income households.  

However, these homes might require substantial and costly repair work.  Moreover, very low income 

households must devote large percentages of their budget to meet other basic needs such as food and 

transportation, such that they are not truly able to take on the costs of ownership.  While for the sake 

of completeness, we do report potential numbers of homebuyers for households with income below 

$20,000 a year, we urge caution before attempting to serve this market. 

A final caveat – there are important differences in local real estate markets within the regions 

studied.  A low-income household may have a decent chance of finding a home it can afford 

somewhere in the North Country region, for example, but the opportunities would be much more 

limited in Lake Placid (Essex County). 
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Statewide Summary of Homebuyer Analyses 

Statewide, we estimate that there are almost one million renters who could qualify to buy a home, 

counting renter households at all income tiers with the desired age, savings, and debt characteristics.  

However, many of these are located in New York City, where a combination of high prices and a 

renter-oriented lifestyle may mean that many fewer renters actually want to buy and could succeed.  

For other regions, households earning less than $20,000 a year may simply not be able to sustain 

homeownership, and high-income households earning over $75,000 could have bought a home very 

easily if they had wanted to.  When we confine our estimate to income segments that we judge more 

likely to buy, we produce a statewide estimate of just over 195,000 potential first-time homebuyers, 

79,000 of whom are in New York City.  The home sales volume that would be generated if all of these 

potential buyers actually did buy a home is estimated at $41.8 billion.  Note that this is a “stock” (not 

an annual flow) of potential buyers; organizations would likely only attract some fraction of the total 

pool of potential buyers to their programs in any given year. 

Region 
Total 

Potential 
Buyers 

Buyers in 
Likely 

Segments 

Total Potential 
Volume 

(millions) 

Volume in 
Likely 

Segments 

Likely 
Segments 

Income 
Range 

Capital District 35,676 15,031 $6,327 $2,620 $35-75k 

Central NY 21,501 13,548 $3,308 $1,921 $20-75k 

Finger Lakes Region 31,308 19,942 $4,739 $2,807 $20-75k 

Long Island 57,084 8,860 $13,166 $2,465 $75-100k 

Mid-Hudson 79,174 11,104 $16,734 $3,090 $75-100k 

Mohawk Valley 12,256 8,021 $1,707 $1,105 $20-75k 

New York City 621,112 78,942 $136,405 $21,966 $75-100k 

North Country 11,967 7,979 $1,783 $1,129 $20-75k 

Southern Tier 18,170 7,239 $2,733 $1,243 $35-75k 

Western NY 38,984 24,386 $5,701 $3,415 $20-75k 

Total 927,232 195,052 $192,603.00 $41,761 
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Potential for 195,000 First-Time Buyers and $42 billion in Sales Statewide 

 

Statewide, there were 171,021 home sales (across all sales price tiers) in 2012.  Mortgage lending 

data is not yet available for 2012, but there were 86,092 purchase mortgages originated in 2011.  

These figures may help organizations to estimate the market share that their programs have attained 

in these years. 

Region Home Sales 2012 
Purchase 

Mortgages 2011 

Capital District 14,707 6,755 

Central NY 10,464 5,062 

Finger Lakes Region 17,733 8,425 

Long Island 40,354 14,487 

Mid-Hudson 19,790 11,367 

Mohawk Valley 4,830 2,136 

New York City 33,386 24,780 

North Country 5,600 1,613 

Southern Tier 9,982 3,235 

Western NY 14,175 8,232 

Total New York State 171,021 86,092 
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A Summary of Housing Characteristics of Different Regions of State 

Region Housing Characteristics Affecting  Affordable 

Homeownership 

New York City Little for-sale stock and very expensive. More 

potential first-time homebuyers than potential 

homes available on the market in all income 

groups aside from the highest earners. 

Mid-Hudson, Capital District 

and Long Island 

Strong markets with expensive for-sale stock. 

More potential first-time homebuyers than 

potential homes available on the market in all 

income groups aside from the highest earners. 

Western NY, Finger Lakes, 

Southern Tier, Central NY, 

North Country and Mohawk 

Valley 

Soft markets with excess of homes available to 

potential first-time homebuyers earning incomes 

less than $30,000/year. Market values in these 

regions are much less than what higher-income 

tiers could afford. 
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Estimated Number of First-Time Homebuyers Receiving Prepurchase Counseling 

 
We attempted to calculate the universe of first-time homebuyers in New York State in 2012 
and compare it to the annual prepurchase counseling production of nonprofit counseling 
agencies in the state. In this way, we can calculate what share of first-time homebuyers in the 
state is currently receiving counseling and the opportunities for potential growth of the 
market ahead for CXHE members. 
  
First-Time Home Buyers Receiving Prepurchase Counseling in 2012 
  

Number of closed home sales (both new and existing homes) in US 
in 2012 (Sources: NAR and US Census Bureau): 

5,500,000 

Number of closed home sales (new and existing homes) in NYS in 
2012 (NYSAR): 

93,582 

Number of first-time homebuyers as percentage of total sales over 
the past decade (NAR): 

40% 

Estimated number of first-time homebuyers in US in 2012 (NAR): 2,200,000 

Estimated number of first-time homebuyers in NYS in 2012 (NAR 
and NYSAR): 

37,433 

Estimated number of HEC clients in US in 2012 (HUD): 202,576 

Estimated percentage of first-time homebuyers who received HEC 
from counseling agencies in US in 2012 (calculated): 

9.2% 

Estimated number of first-time homebuyers who received HEC in 
from counseling agencies in NYS in 2012 (calculated): 

3,447 

  

If these estimates are correct, less than 10% of first-time homebuyers are currently receiving 
counseling before buying a home in New York State and the nation. 
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Coverage of Homeownership Counseling Services in New York State 

We also wanted to identify which portions of the state had counseling coverage and where 
there may be gaps in that coverage.  In 2007, we conducted a survey of counseling agencies 
in New York State. Over 170 agencies responded, a number we think represents the vast 
majority of active housing counseling agencies in the state.  The agencies were asked to 
identify their service areas for counseling.  The map below graphically illustrates the 
coverage at that time. As the map displays, large portions of the state’s most populous 
regions have adequate coverage.  However, it also shows that significant portions of the most 
rural areas of the state had no coverage, and presumably those gaps still persist.  
 
Any statewide effort should ensure that there is universal access to counseling services 
across the entire state. This could probably be done most effectively by providing online or 
telephone services in these regions. 
 
Map Detailing the Availability of Homeownership Counseling Services in New York State 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Source: 2007 Survey of HUD Counseling Agencies in New York State 
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Key Planning Issues and Recommendations     

Corporate Structure 

While there are several options for the proposed structure of CXHE, the best option appears 
to be as a 501(c)3 nonprofit organization.  This structure would allow for charitable 
contributions from foundations and corporate partners as well as donations from private 
individuals.  In addition, this structure would allow CXHE to apply for state and federal 
government grants, most notably, to HUD as a potential statewide intermediary for its 
Housing Counseling funds (though some changes are necessary in the regulations in order 
for CXHE to be designated as an intermediary). 

In order to pursue this option, CXHE would need to draft and approve certificate of 
incorporation papers and bylaws (currently in process). Then, these documents would need 
to be submitted to several state agencies and the IRS for approval.  

Recommendation: Pursue 501(c)3 status for CXHE.  
 

Staffing and Overhead 

One of the most significant costs for any organization, and particularly for a start-up 
organization, is for staffing. Salaries and benefits can be more than 75 percent of a small 
organization’s budget. Despite this cost, it’s not wise to scrimp on salaries for staff for CXHE. 
The challenges in the next few years will be great and strong leadership is needed.  

In our experience, hiring the right leader is the most critical step in determining the success 
of an organization – particularly a start-up organization. A full search should be conducted to 
find the best candidate for CXHE.  We would suggest an initial staffing model of one full-time 
director with part-time administrative support.  The latter could be hired on a contract basis. 

Among other skills and qualities, the director should have demonstrated leadership 
experience in running a nonprofit, be familiar with the key players in the New York State, be 
comfortable in a fast-changing environment, be highly energetic and committed to CXHE’s 
mission, have strong communications skills -- especially in using technology, and very 
entrepreneurial. 

In light of the expected challenges in raising funds to support the CXHE during the 
development phase, we would recommend keeping staffing and overhead costs low. One 
strategy may be renting space at an existing CXHE member organization’s offices. In that 
way, CXHE could use the infrastructure of the existing organization without investing heavily 
in office space, equipment, and other office services.   

Recommendation: For the pre-development phase of work (for the next 6+ months), perhaps 
contract services can be hired to develop a marketing plan, do resource and partnership 
development work, and business planning. 

After that and assuming resources are committed, initial staffing should be 1.25 – 1.5 FTEs, 
consisting of an energetic and skilled full-time director with part-time administrative 
support. To keep costs down, the staff could work in space rented from an existing CXHE 
member and utilize their office infrastructure during the start-up period. The combination of 
proximity to state government policymakers and reasonable rents suggest that the Capital 
Region might be the optimal location for CXHE offices. 
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Budget and Resources 

Here are some budget projections for CXHE for its first three years of full operation. 

 
Year 1 Year 2 Year 3   Assumptions/Explanations 

      Income 
        NeighborWorks America 50,000 50,000 50,000 

 
Support for conference, training and TA 

   NYS Government Support 50,000 50,000 20,000 
 

Support for conference, training and TA 

   Membership Fees 10,000 15,000 20,000 
 

Membership fees from nonprofits and others 

   Conference Income 7,500 10,000 15,000 
 

Income from annual conference 

   Fee for Service Income 40,000 50,000 75,000 
 

Fees - possibly generated from new business model 

   Other Contributions/Grants 75,000 100,000 130,000   Grants from foundations and business partners 

      Total Income: 232,500 275,000 310,000 
  

      Expenses 

        Staffing Costs: 
        Staff Salaries 110,000 125,000 145,000 

 
1.25 FTE in first year growing to 1.75 by 2016 

   Staff Benefits & Taxes 27,500 31,250 36,250 
 

25% of staff salaries 

   Sub-Total Staffing Costs 137,500 156,250 181,250 
  

         Office-Related Expenses: 
        Office Supplies and  Expenses 6,000 6,300 6,615 

 
$500 per month 

   Office Equipment 3,000 3,150 3,308 
 

Shared office equipment: $250/month  

   Office Rental 6,000 6,300 6,615 
 

Shared office - rented from another agency 

   Insurance 2,500 2,625 2,756 
  

   Website Dev & Maintenance 5,000 5,250 5,513 
 

Strong website to promote brand to consumers. 
Costs could be significantly higher here 

   Business Travel 5,000 5,250 5,513 
 

For board and staff members 

   Telephone 1,500 1,575 1,654 
     Postage and Shipping 1,000 1,050 1,103 
     Sub-Total Office Costs 30,000 31,500 33,075 
  

         Contract Services: 
        Webinar Subscription 1,200 1,260 1,323 

     Audit 2,500 2,625 2,750 
     Conference Expenses 35,000 36,750 38,588 
     Other Contract Services 5,000 5,250 5,500 
     Sub-Total Contract Services 43,700 45,885 48,179 
  

         Other Costs: 
        Staff Training Costs 2,500 2,625 2,700 

     Grants to Regional Branches 7,000 14,000 21,000 
 

Grants to CXHE branches for regional meetings 

   Marketing and Outreach 10,000 15,000 20,000 
 

Covers only planning work. Implementing branding 
and outreach campaign would be significantly more. 

   Sub-Total Other Costs: 19,500 31,625 43,700     

      Total Expenses: 230,700 265,260 306,204 
   

These projections assume that significant resources can be raised from government and 
foundation grants, corporate sponsorships, income from CXHE membership fees and the 
CXHE conference, and ideally, a fee for service from a potential new business model with 
CXHE partners (for example, splitting a fee from consumers for the use of an online 
homeownership education program).  
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The key expenses beyond staffing are website development, annual conference costs, grants 
to CXHE branches for regional meetings and a robust (but cost-effective) statewide branding 
and marketing campaign (possibly co-sponsored with other partners). 

Recommendation: Assume an initial budget of approximately $250,000 for Year 1 and 
increasing from there.  Significant new resources will need to be tapped for CXHE to be 
successful. These resources will require that several new and significant relationships with 
foundation or corporate partners, the latter perhaps in business-to-business relationships. 

 

Key Strategies 

CXHE stakeholder survey responses and interviews with key informants highlight several 
key activities that CXHE should consider as priorities: 

 Marketing the value and availability of counseling services 

 Finding and testing new business models to support counseling service 

 Providing a platform for consumers on housing counseling services 

 Providing regular communications and networking opportunities for counselors 

 Providing regional training and certification for counselors  

 Advocating at the state and federal levels for counseling policies and programs 

 Providing quality control over counseling 
 

Recommendation: Focus on a few key strategies where CXHE can provide clear and 
immediate value to consumers, members and partners.  One key area is in marketing where 
CXHE could develop a robust website that would provide useful resources for consumers 
interested in buying a home and pass them through to local agencies for follow-up.  A highly 
visible and highly trafficked website could potentially draw partners who could support 
CXHE and well as drive more business to local agencies.  

For example, the use of a web-based homeownership education tool could provide relatively 
low-cost and convenient support to prospective homebuyers as well as generate revenues 
for both local agencies and CXHE. Since 90 percent of homebuyers use the Internet as their 
first step in the process, having a strong web presence for CXHE and being at or near the top 
of any homeownership-related web searches will be important. 

Creating a comprehensive and powerful marketing and branding campaign promoting the 
value of counseling to consumers (and secondarily promoting the value to lenders and 
Realtors) is critical. 

As part of this marketing and branding effort, the organization may need to change its name 
to be more attractive and accessible to homebuying customers. 

In addition, CXHE should continue to organize an annual statewide conference, host regional 
or statewide trainings for counselors, and provide forums for regional networking with 
peers.   
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Next Steps and Timeline 

The key next steps in the development of a more formal CXHE include the following: 

 

Key Task 

 

Milestone Date 

 

Key Players 

Planning meeting with 

Steering Committee – set up 

work teams for six months 

September 22, 2013 
CXHE Steering Committee 

and invited guests 

Summary of plans shared 

with stakeholders at CXHE 

Conference 

September 23, 2013 
CXHE stakeholders at annual 

conference 

Incorporation papers and 

bylaws completed, approved 

and submitted to NYS/IRS. 

Election of Board. 

November - December 2013 
CXHE Board and Legal 

Counsel 

Ongoing planning and 

discussions by work teams 

with contract assistance 

October  2013 – March 2014 CXHE work teams 

CXHE Planning Retreat Spring 2014 
CXHE Board and Advisory 

Committee 

Continue organizational 

development efforts – set 

goals, obtain funding 

commitments and approve 

budget 

Spring-Summer 2014 
CXHE Board and Advisory 

Committee 

Formal roll-out of CXHE’s 

strategic plan at annual 

conference 

September 2014 
CXHE stakeholders at annual 

conference 

 

Note: these steps and milestones to be refined at planning meeting on September 22, 2013.  
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Appendix A: Market Analysis by Region 

Capital District 

The Capital District is comprised of Albany County, Columbia County, Green County, Rensselaer 

County, Saratoga County, Schenectady County, Warren County, and Washington County.  This region 

includes the major cities of Albany and Troy.   

  
    

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 
first-time 

homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available 

on the 
Market 

0% to 14% < $10,000 1,147 $0 to $31,800 10,738 1,074 

14% to 28% $10,000 to $19,999 3,037 $31,800 to $63,600 8,604 860 

28% to 50% $19,999 to $34,999 6,545 $63,600 to $111,300 33,846 3,385 

50% to 71% $34,999 to $49,999 5,775 $111,300 to $159,000 48,551 4,855 

71% to 107% $49,999 to $74,999 9,256 $159,000 to $238,500 86,495 8,650 

107% to 142% $74,999 to $99,999 4,564 $238,500 to $318,000 48,007 4,801 

142% or more $99,999 and above 5,351 $318,000 and above 53,958 5,396 
 

Within the Capital District, a total of 35,676 renter households under age 65 are estimated to have 

savings and credit characteristics that could qualify them to buy a home.    An estimated 5,775 of 

these households fall between incomes of $35,000 to $50,000 – or 50 and 71 percent of the state 

median income of $70,400.  While the stock of potential homebuyers exceeds the annual expected 

flow of homes on the market in the corresponding price range, there is a decent opportunity to serve 

this low-income clientele. 

It is also estimated that if all potential first-time buyers did purchase a home, the potential home sales 

volume in the Capital region is $6.3 billion.   

Income Range (% 
of Area Median) 

Renter 
Households 
Qualified for 

Mortgage 

Target Home Price 
Range 

Point Estimate of 
House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 1,147 $0 to $31,800  $15,900  $18.2  

14% to 28% 3,037 $31,800 to $63,600  $47,700  $144.8  

28% to 50% 6,545 $63,600 to $111,300  $87,450  $572.4  

50% to 71% 5,775 $111,300 to $159,000  $135,150  $780.5  

71% to 107% 9,256 $159,000 to $238,500  $198,750  $1,839.7  

107% to 142% 4,564 $238,500 to $318,000  $278,250  $1,270.1  

142% or more 5,351 $318,000 and above  $318,000  $1,701.7  

Total 35,676     $6,327.5  

 

In 2012 the actual number of home sales in the Capital region was 14,707, up from 13,050 in 2011 

(Boxwood Means data via PolicyMap).  In 2011, only 6,755 home purchase loans were made in the 
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region, comprising 52% of all home sales, just slightly higher than the statewide average of 50% 

(HMDA Data via PolicyMap).  

Central New York 

The Central New York region is comprised of Cayuga County, Cortland County, Madison County, 

Onondaga County, and Oswego County.  Syracuse falls within the center of the region and is the 

largest city in the area.   

      

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 
first-time 

homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 1,268 $0 to $31,800 9,324 932 

14% to 28% $10,000 to $19,999 2,526 $31,800 to $63,600 19,329 1,933 

28% to 50% $19,999 to $34,999 4,813 $63,600 to $111,300 70,016 7,002 

50% to 71% $34,999 to $49,999 3,706 $111,300 to $159,000 47,349 4,735 

71% to 107% $49,999 to $74,999 5,029 $159,000 to $238,500 37,771 3,777 

107% to 142% $74,999 to $99,999 1,940 $238,500 to $318,000 13,149 1,315 

142% or more $99,999 and above 2,221 $318,000 and above 12,524 1,252 
 

In Central New York, an estimated 20,946 renter households under age 65 have savings and credit 

characteristics that could qualify them to buy a home.  Central New York is an even more promising 

region than the Capital District to serve low-income homebuyers, with the potential annual flow of 

homes on the market exceeding the stock of renters in the $20,000-$50,000 income range. 

Central New York does face a huge challenge of vacant housing units.  Of the 38,736 units that are 

currently vacant, only 9% are on the market to purchase and an alarming 70% of the vacant units are 

either not for sale or for rent indicating a serious challenge of property abandonment. 

The estimated potential home sales volume within Central New York if each potential homebuyer 

purchased a home is about $3.3 billion.   

 
    

Income Range (% 
of Area Median) 

Renter 
Households 
Qualified for 

Mortgage 

Target Home Price 
Range 

Point Estimate of 
House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 1,268 $0 to $31,800 $15,900 $20.2 

14% to 28% 2,526 $31,800 to $63,600 $47,700 $120.5 

28% to 50% 4,813 $63,600 to $111,300 $87,450 $420.9 

50% to 71% 3,706 $111,300 to $159,000 $135,150 $500.8 

71% to 107% 5,029 $159,000 to $238,500 $198,750 $999.4 

107% to 142% 1,940 $238,500 to $318,000 $278,250 $539.9 

142% or more 2,221 $318,000 and above $318,000 $706.2 

Total 21,501 
  

$3,307.8 
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In 2012, the actual number of home sales in the Central New York region was 10,464, up from 9,387 

in 2011.  In 2011, a total of 5,062 home purchase loans were made comprising about 54% of all home 

sales in 2011. 

Finger Lakes Region 

The Finger Lakes region is made up of Genesee County, Livingston County, Monroe County, Ontario 

County, Orleans County, Seneca County, Wayne County, Wyoming County and Yates County.  The 

major city within the region is Rochester, New York.   

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 

First-Time 
Homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 1,879 $0 to $31,800 13,668 1,367 

14% to 28% $10,000 to $19,999 3,694 $31,800 to $63,600 26,298 2,630 

28% to 50% $19,999 to $34,999 7,284 $63,600 to $111,300 99,834 9,983 

50% to 71% $34,999 to $49,999 5,438 $111,300 to $159,000 85,222 8,522 

71% to 107% $49,999 to $74,999 7,220 $159,000 to $238,500 62,811 6,281 

107% to 142% $74,999 to $99,999 2,903 $238,500 to $318,000 21,791 2,179 

142% or more $99,999 and above 2,890 $318,000 and above 22,173 2,217 
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Overall, the Finger Lakes region has an estimated 31,308 renter households under age 65 with 

savings and credit characteristics that could qualify them to buy a home.  Similar to Central New York, 

the $20,000 to $50,000 income bracket appears to have good chances to find a home they can afford. 

The Finger Lakes region is also challenged by vacant housing units similar to the Capital Region and 

Central New York.  There are over 51,000 vacant housing units and only 10% are currently for sale 

while 66% are neither for rent nor for sale. 

The estimated potential home sales volume within the Finger Lakes region if each potential 

homebuyer purchased a home is approximately $4.7 billion.   

Income Range (% 
of Area Median)  

Renter 
Households 
Qualified for 

Mortgage 
Target Home Price 

Range 
Point Estimate of 

House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 1,879 $0 to $31,800  $15,900  $29.9  

14% to 28% 3,694 $31,800 to $63,600  $47,700  $176.2  

28% to 50% 7,284 $63,600 to $111,300  $87,450  $637.0  

50% to 71% 5,438 $111,300 to $159,000  $135,150  $735.0  

71% to 107% 7,220 $159,000 to $238,500  $198,750  $1,435.0  

107% to 142% 2,903 $238,500 to $318,000  $278,250  $807.7  

142% or more 2,890 $318,000 and above  $318,000  $918.9  

Total 31,308     $4,739.7  

 

In 2012, there were 17,733 home sales within the region, up from 16,250 in 2011.  In 2011 the total 

number of home purchase loans in the region was 8,425 making up 52% of all home sales in 2011. 

Long Island 

Long Island consists of Nassau and Suffolk Counties.  

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 
first-time 

homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 782 $0 to $31,800 3,763 376 

14% to 28% $10,000 to $19,999 1,919 $31,800 to $63,600 7,480 748 

28% to 50% $19,999 to $34,999 5,150 $63,600 to $111,300 7,406 741 

50% to 71% $34,999 to $49,999 6,241 $111,300 to $159,000 9,732 973 

71% to 107% $49,999 to $74,999 13,010 $159,000 to $238,500 33,534 3,353 

107% to 142% $74,999 to $99,999 8,860 $238,500 to $318,000 80,567 8,057 

142% or more $99,999 and above 21,122 $318,000 and above 621,534 62,153 

 

Within Long Island, it is estimated that around 57,000 current renters under age 65 could qualify to 

become first-time homebuyers.  Unlike the regions described earlier in this report, however, only 
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renters in higher income ranges – of at least $50,000 a year if not in the $75,000 to $100,000 range – 

are likely to find homes on the market that they can afford. 

Overall within Long Island, the estimated potential home sale volume within the region is $13.1 

billion, if all of the potential first-time homebuyers could buy a home. 

Income Range (% 
of Area Median) 

Renter 
Households 
Qualified for 

Mortgage 

Target Home Price 
Range 

Point Estimate of 
House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 782 $0 to $31,800  $15,900  $12.4  

14% to 28% 1,919 $31,800 to $63,600  $47,700  $91.5  

28% to 50% 5,150 $63,600 to $111,300  $87,450  $450.3  

50% to 71% 6,241 $111,300 to $159,000  $135,150  $843.5  

71% to 107% 13,010 $159,000 to $238,500  $198,750  $2,585.7  

107% to 142% 8,860 $238,500 to $318,000  $278,250  $2,465.2  

142% or more 21,122 $318,000 and above  $318,000  $6,716.9  

Total 57,084     $13,165.6  
  

In 2012, Long Island had 40,354 home sales, up from 36,534 in 2011.  In 2011, 14,887 home purchase 

loans were made, comprising only 42% of the total homes sales in the region in 2011.   

Mid-Hudson 

The Mid-Hudson region consists of Dutchess County, Orange County, Putnam County, Rockland 

County, Sullivan County, Ulster County, and Westchester County.   

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 

First-Time 
Homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 1,622 $0 to $31,800 7,847 785 

14% to 28% $10,000 to $19,999 4,258 $31,800 to $63,600 7,550 755 

28% to 50% $19,999 to $34,999 10,310 $63,600 to $111,300 15,478 1,548 

50% to 71% $34,999 to $49,999 9,987 $111,300 to $159,000 22,731 2,273 

71% to 107% $49,999 to $74,999 18,089 $159,000 to $238,500 68,121 6,812 

107% to 142% $74,999 to $99,999 11,104 $238,500 to $318,000 79,618 7,962 

142% or more $99,999 and above 23,804 $318,000 and above 343,436 34,344 
 

Across all income ranges, the Mid-Hudson region has an estimated 79,174 renter households under 

age 65 with savings and credit characteristics that could qualify them to buy a home.  The Mid-

Hudson region has a very similar pattern of potential homebuyers and potential homes available on 

the market to Long Island – renters with incomes under $50,000 will have relatively few homes 

available that they can afford, while those with incomes over $75,000 will have greater choices. 

Within the Mid-Hudson region, the potential first-time homebuyer sales volume is estimated at $16.7 

billion, across all income tiers.  
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Income Range (% 
of Area Median)  

Renter 
Households 
Qualified for 

Mortgage 

Target  
Home Price  

Range 
Point Estimate of 

House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 1,622 $0 to $31,800  $15,900  $25.8  

14% to 28% 4,258 $31,800 to $63,600  $47,700  $203.1  

28% to 50% 10,310 $63,600 to $111,300  $87,450  $901.7  

50% to 71% 9,987 $111,300 to $159,000  $135,150  $1,349.7  

71% to 107% 18,089 $159,000 to $238,500  $198,750  $3,595.1  

107% to 142% 11,104 $238,500 to $318,000  $278,250  $3,089.7  

142% or more 23,804 $318,000 and above  $318,000  $7,569.8  

Total 79,174     $16,734.8  
 

In 2012, the actual number of home sales was 19,790, down from 25,035 in 2011.  In 2011, the 

number of home purchase loans within the region was 11,367, about 45% of the total number of 

home sales in 2011. 

Mohawk Valley 

The Mohawk Valley region consists of Fulton County, Herkimer County, Montgomery County, Oneida 

County, Otsego County, and Schoharie County. The cities of Rome and Utica fall within this region.   

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 

First-Time 
Homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 733 $0 to $31,800 8,155 816 

14% to 28% $10,000 to $19,999 1,802 $31,800 to $63,600 19,163 1,916 

28% to 50% $19,999 to $34,999 2,992 $63,600 to $111,300 45,310 4,531 

50% to 71% $34,999 to $49,999 2,468 $111,300 to $159,000 26,909 2,691 

71% to 107% $49,999 to $74,999 2,561 $159,000 to $238,500 22,331 2,233 

107% to 142% $74,999 to $99,999 890 $238,500 to $318,000 7,754 775 

142% or more $99,999 and above 809 $318,000 and above 9,218 922 

 

Within the Mohawk Valley there are an estimated 12,256 renter households under age 65 who could 

qualify to buy a home.   As in other soft-market regions, lower-income renters appear to have good 

opportunities to find stock they could afford. 

Were all potential first-time homebuyers to purchase, an estimated $1.7 billion in home sales volume 

would be generated. 

Income Range (% 
of Area Median)  

Renter 
Households 
Qualified for 

Mortgage 
Target Home Price 

Range 
Point Estimate of 

House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 733 $0 to $31,800  $15,900  $11.7  
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14% to 28% 1,802 $31,800 to $63,600  $47,700  $86.0  

28% to 50% 2,992 $63,600 to $111,300  $87,450  $261.6  

50% to 71% 2,468 $111,300 to $159,000  $135,150  $333.6  

71% to 107% 2,561 $159,000 to $238,500  $198,750  $508.9  

107% to 142% 890 $238,500 to $318,000  $278,250  $247.7  

142% or more 809 $318,000 and above  $318,000  $257.4  

Total 12,256     $1,706.9  

 

In 2012, the actual number of home sales was 4,830 within the Mohawk Valley, which is fairly 

consistent with the number of home sales in 2011 at 4,425.  The total number of home purchase loans 

made in 2011 within the region is 2,136, about 48% of the total number of home sales in 2011. 

New York City 

This region consists of the five boroughs of New York City. 

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 
first-time 

homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 19,924 $0 to $31,800 16,560 1,656 

14% to 28% $10,000 to $19,999 31,574 $31,800 to $63,600 14,267 1,427 

28% to 50% $19,999 to $34,999 69,652 $63,600 to $111,300 20,902 2,090 

50% to 71% $34,999 to $49,999 68,116 $111,300 to $159,000 22,883 2,288 

71% to 107% $49,999 to $74,999 124,983 $159,000 to $238,500 59,670 5,967 

107% to 142% $74,999 to $99,999 78,942 $238,500 to $318,000 71,529 7,153 

142% or more $99,999 and above 227,921 $318,000 and above 787,700 78,770 

 

There is a very large pool of renters – 621,112 in all – who technically could qualify for a mortgage in 

New York City.  However, renters in income tiers below $75,000 would appear to have little chance of 

finding stock they can afford, and indeed there is limited for-sale stock available even to higher 

income tiers.  Moreover, in New York City, it is well known that many higher-income households 

choose to rent for lifestyle reasons.  The actual first-time homebuyer market is thus likely to be much 

smaller than our methodology estimates. 

Were all potential first-time buyers to purchase a home, it would generate an estimated $136.4 billion 

in home sales activity, but again, this is likely a significantly exaggerated figure. 

 

Income Range (% 
of Area Median)  

Renter 
Households 
Qualified for 

Mortgage 
Target Home Price 

Range 
Point Estimate of 

House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 19,924 $0 to $31,800  $15,900  $316.8  

14% to 28% 31,574 $31,800 to $63,600  $47,700  $1,506.1  
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28% to 50% 69,652 $63,600 to $111,300  $87,450  $6,091.1  

50% to 71% 68,116 $111,300 to $159,000  $135,150  $9,205.9  

71% to 107% 124,983 $159,000 to $238,500  $198,750  $24,840.4  

107% to 142% 78,942 $238,500 to $318,000  $278,250  $21,965.6  

142% or more 227,921 $318,000 and above  $318,000  $72,478.8  

Total 621,112     $136,404.6  

 

In 2012, the actual number of home sales 33,386, up from 32,604 in 2011.  In 2011 there was 24,780 

purchase loans made within New York City comprises 76% of all home sales in 2011.  

North Country 

The North Country region includes Clinton County, Essex County, Franklin County, Hamilton County, 

Jefferson County, Lewis County and St. Lawrence County. 

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 

First-Time 
Homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 600 $0 to $31,800 7,590 759 

14% to 28% $10,000 to $19,999 1,453 $31,800 to $63,600 17,030 1,703 

28% to 50% $19,999 to $34,999 2,845 $63,600 to $111,300 33,263 3,326 

50% to 71% $34,999 to $49,999 2,200 $111,300 to $159,000 20,541 2,054 

71% to 107% $49,999 to $74,999 2,934 $159,000 to $238,500 17,648 1,765 

107% to 142% $74,999 to $99,999 1,021 $238,500 to $318,000 6,868 687 

142% or more $99,999 and above 913 $318,000 and above 10,152 1,015 

 

There are a total of 11,967 estimated potential first-time homebuyers within the North County 

region.  Roughly 8,000 of them earn between $19,999 and $74,999.  Overall, there are 11,309 

potential homes available on the market and 7,145 would be affordable to those earning $19,999 and 

$74,999.  In general, within the North Country region there is an excess supply of homes priced below 

$111,300 and an excess demand of potential homebuyers earning between $49,999 and $74,999. 

The North Country region has 53,839 vacant housing units making roughly 24% of the housing stock 

vacant.  Of the vacant units 4% are currently for-sale and 5% are currently for rent leaving 90% of the 

vacant housing units not for sale or for rent.   

Income Range (% 
of Area Median)  

Renter 
Households 
Qualified for 

Mortgage 
Target Home Price 

Range 
Point Estimate of 

House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 600 $0 to $31,800  $15,900  $9.5  

14% to 28% 1,453 $31,800 to $63,600  $47,700  $69.3  

28% to 50% 2,845 $63,600 to $111,300  $87,450  $248.8  

50% to 71% 2,200 $111,300 to $159,000  $135,150  $297.3  
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71% to 107% 2,934 $159,000 to $238,500  $198,750  $583.1  

107% to 142% 1,021 $238,500 to $318,000  $278,250  $284.0  

142% or more 913 $318,000 and above  $318,000  $290.4  

Total 11,967     $1,782.5  

 

The total estimated potential home sales volume if all potential first-time buyers purchased a home is 

$1.8 billion. 

Income Range (% 
of Area Median)  

Renter 
Households 
Qualified for 

Mortgage 
Target Home Price 

Range 
Point Estimate of 

House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 600 $0 to $31,800  $15,900  $9.5  

14% to 28% 1,453 $31,800 to $63,600  $47,700  $69.3  

28% to 50% 2,845 $63,600 to $111,300  $87,450  $248.8  

50% to 71% 2,200 $111,300 to $159,000  $135,150  $297.3  

71% to 107% 2,934 $159,000 to $238,500  $198,750  $583.1  

107% to 142% 1,021 $238,500 to $318,000  $278,250  $284.0  

142% or more 913 $318,000 and above  $318,000  $290.4  

Total 11,967     $1,782.5  

 

In 2012, there were 5,600 home sales, up from 5,032 home sales in 2011.  In 2011, there were 1,613 

home purchase loans made in the North County comprising only 32% of all home sales in 2011. 
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Southern Tier 

The Southern Tier region includes Broome County, Chemung County, Chenango County, Delaware 

County, Schuyler County, Steuben County, Tioga County, and Tompkins County.  Major cities within 

the region include Binghamton and Elmira. 

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 
first-time 

homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 1,154 $0 to $31,800 12,445 1,245 

14% to 28% $10,000 to $19,999 2,327 $31,800 to $63,600 24,996 2,500 

28% to 50% $19,999 to $34,999 4,116 $63,600 to $111,300 60,508 6,051 

50% to 71% $34,999 to $49,999 3,077 $111,300 to $159,000 33,007 3,301 

71% to 107% $49,999 to $74,999 4,162 $159,000 to $238,500 28,139 2,814 

107% to 142% $74,999 to $99,999 1,511 $238,500 to $318,000 10,739 1,074 

142% or more $99,999 and above 1,824 $318,000 and above 11,252 1,125 
 

Within the Southern Tier there are an estimated 18,170 potential first-time homebuyers.  The 

affordability profile is in between that of the Capital Region and other soft-market regions, with 

expected annual supply outstripping the stock of potential buyers at the $35,000 to $50,000 income 

tier. 

Total estimated home sales volume if all potential first-time buyers were to purchase a home would 

be $2.7 billion. 

Income Range (% 
of Area Median) 

Renter 
Households 
Qualified for 

Mortgage 

Target Home Price 
Range 

Point Estimate of 
House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 1,154 $0 to $31,800  $15,900  $18.3  

14% to 28% 2,327 $31,800 to $63,600  $47,700  $111.0  

28% to 50% 4,116 $63,600 to $111,300  $87,450  $359.9  

50% to 71% 3,077 $111,300 to $159,000  $135,150  $415.9  

71% to 107% 4,162 $159,000 to $238,500  $198,750  $827.3  

107% to 142% 1,511 $238,500 to $318,000  $278,250  $420.3  

142% or more 1,824 $318,000 and above  $318,000  $579.9  

Total 18,170     $2,732.7  
 

The Southern Tier is also challenged by vacancy where overall 14% of the housing stock is vacant, but 

11% of those vacant units are for rent and 7% are for sale.  Around 81% of the vacant units are 

neither for sale nor for rent. 

In 2012, the Southern Tier had a total of 9,982 home sales which is slightly up from 9,149 in 2011.  In 

2011 there were 3,235 home purchase loans made, making up only 35% of the overall home sales in 

2011.   
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Western New York 

Western New York includes Allegany County, Cattaraugus County, Chautauqua County, Erie County 

and Niagara County.  The City of Buffalo is a major city within the region. 

Income 
Range (% of 

Median 
Income) 

Income Range ($) 
Potential 

First-Time 
Homebuyers 

Target Home Price 
Range 

Existing 
Owner-

Occupied 
Units in 

Price 
Range 

Potential 
Number of 

Homes 
Available on 
the Market 

0% to 14% < $10,000 2,772 $0 to $31,800 23,801 2,380 

14% to 28% $10,000 to $19,999 5,141 $31,800 to $63,600 53,504 5,350 

28% to 50% $19,999 to $34,999 9,020 $63,600 to $111,300 122,746 12,275 

50% to 71% $34,999 to $49,999 6,725 $111,300 to $159,000 81,414 8,141 

71% to 107% $49,999 to $74,999 8,641 $159,000 to $238,500 62,412 6,241 

107% to 142% $74,999 to $99,999 3,235 $238,500 to $318,000 22,885 2,288 

142% or more $99,999 and above 3,450 $318,000 and above 21,686 2,169 

 

It’s estimated that there are around 38,984 potential first-time homebuyers within the region.  

Similar to other soft market regions, low-income renter households appear to have ample 

opportunity to find a home within their price range.   

Were all potential first-time buyers to purchase a home, the total home sales volume is estimated at 

$5.7 billion. 

Income Range (% 
of Area Median) 

Renter 
Households 
Qualified for 

Mortgage 

Target Home Price 
Range 

Point Estimate of 
House Price 

Potential Home 
Sales Volume 

(millions $) 

0% to 14% 2,772 $0 to $31,800  $15,900  $44.1  

14% to 28% 5,141 $31,800 to $63,600  $47,700  $245.2  

28% to 50% 9,020 $63,600 to $111,300  $87,450  $788.8  

50% to 71% 6,725 $111,300 to $159,000  $135,150  $908.9  

71% to 107% 8,641 $159,000 to $238,500  $198,750  $1,717.4  

107% to 142% 3,235 $238,500 to $318,000  $278,250  $900.0  

142% or more 3,450 $318,000 and above  $318,000  $1,097.2  

Total 38,984     $5,701.6  

 

Western New York has a housing vacancy rate of 12 percent.  Eighteen percent of its vacant housing 

stock is up for rent and 8% of the vacant units are for sale.    

In Western New York the number of home sales in 2012 was 14,175, sharply down from 22,742 in 

2011.  In 2011, 8,232 home purchase loans were made within the region, comprising only 36% of the 

total number of home sales in that year. 
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Appendix B: Breakdown of Regions by County 

Region Counties 

Capital Region  Albany 
 Columbia 
 Greene 
 Rensselaer 

 Saratoga 
 Schenectady 
 Warren 
 Washington 

Central New York  Cayuga 
 Cortland 
 Madison 

 Onondaga 
 Oswego 

Finger Lakes  Genesee 
 Livingston 
 Monroe 
 Ontario 
 Orleans 

 Seneca 
 Wayne 
 Wyoming 
 Yates 

Long Island  Suffolk  Nassau 

Mid-Hudson  Dutchess 
 Orange 
 Putnam 
 Rockland 

 Sullivan 
 Ulster 
 Westchester 

Mohawk Valley  Fulton 
 Herkimer 
 Montgomery 

 Oneida 
 Otsego 
 Schoharie 

New York City  Bronx 
 Kings 
 New York 

 Queens 
 Richmond 

North Country  Clinton 
 Essex 
 Franklin 
 Hamilton 

 Jefferson 
 Lewis 
 St. Lawrence 

Southern Tier   Broome 
 Chemung 
 Chenango 
 Delaware 

 Schuyler 
 Steuben 
 Tioga 
 Tompkins 

Western New York  Allegany 
 Cattaraugus 
 Chautauqua 

 Erie 
 Niagara 

 


