YAMPA VALLEY HOUSING AUTHORITY
REAL ESTATE MEETING MINUTES
JULY 18, 2025
10:00AM

Team members present included: Michael Ann LaMotte, Kathi Meyer, Alyssa Cartmill, Araceli Googins, Elliot Lawrence,
John Fancher and Sarah Newman. Minutes are prepared via Al with formatting edits for ADA compliance by Sarah
Newman.

Key Topics Discussed:

1. MARKET & HOUSING DEMAND STUDY REVIEW

e Background: The team reviewed findings from a recently released market and housing demand study to reassess

organizational goals and strategies.
o Key Findings & Team Reactions:

o Demand Validation: Strong confirmation that homeownership demand exists at feasible price points for the

community

e AMI Gap Analysis: Data revealed significant workforce housing gaps, with actual wage data showing dramatic

market changes over the past five years

e Pricing vs. AMI Misalighment: Study confirmed that using Area Median Income (AMI) as an affordability metric is

problematic for mountain communities due to income sources being largely non-local

e Catch-up Demand Strategy: Need to distinguish between cost-burdened residents and inventory-burdened

residents who aren't technically cost-burdened but lack suitable housing options for their life stage
e Strategic Implications:
o Confirmed validity of serving 120-140% AMI households in Cottonwoods project

o ldentified opportunity for YVHA to lead innovation in affordable housing pricing strategies beyond

traditional AMI

o Recognized need for housing types that serve the mobility to create market liquidity
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e Areas for Further Exploration:

o Housing type preferences beyond pricing (generational shifts toward smaller, low-maintenance options)

o Policy vs. development solutions for addressing identified needs

2. MARKETING & OUTREACH STRATEGY

o Boathouse Partnership via The Agency:

o Secured access to downtown Boathouse facility through August-September

o Planned schedule includes:

o Weekly office hours (Wednesdays, 11am-2pm)
o Saturday farmer's market presence (9am-noon)
o Evening events for working professionals

o Employer Outreach:

o School District: Tentative presentation during August in-service week (pending faculty interest survey)

o Colorado Mountain College: Lunch presentation during pre-semester in-service

o Real Estate Community Engagement:

o Proposed presentations to real estate offices during weekly sales meetings

o Acknowledgment that no buyer's broker compensation will be provided

o Strategy to send advance notice through MLS/broker communications

o Recognized as relationship-building for future projects (Brown Ranch)

e Public Outreach:

o Chamber Minute communications

o Social media promotion
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o Consideration of newspaper advertising and radio spots

o General open house events under discussion

3. PRESENTATION STRATEGY & TRAINING

e Presentation Development:

o Agreement to develop standardized talking points and materials

o Scheduled dry run for August 8th meeting with board members as mock audience

o Emphasis on shifting from process-focused to marketing/selling mindset

o Plans for physical materials including updated lookbooks, mood boards, and finish samples

e Agency Training:

o ldentified need to formalize training schedule with real estate agency partner

o Agreement to proactively define training topics rather than leaving to agency discretion

4. APPLICANT MANAGEMENT & PRICING

e Current Statistics:

o Over 150 people in system

o 135 eligible prospects

o Average incomes aligning well with 110-120% AMI targets

o 24% heard about project through word-of-mouth

o Strong two-bedroom demand matching available inventory

o 12% of eligible applicants currently own real estate

e Special Circumstances: Asset-Rich, Income-Limited Applicants:

o Semi-retired homeowners wanting to downsize
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o Guidelines require active listing within 180 days of lottery entry

o Discussion of maximum contract holding periods (suggested average days-on-market formula)

o Family-Assisted Purchases:

o Complex scenario of low-income workers with family financial backing

o Debate over fairness of placing cash-assisted buyers

o Consideration of alternative categorization strategies

o Recognition of potential legal implications

5. APPLICATION PROCESS ENHANCEMENTS

e Digital Improvements:

o Application testing in progress

o Digital signatures: $1.50 per application

o Payment processing: 2.9% + $0.30 per transaction ~$1.75

o Total additional costs estimated at ~$500 for current applicant pool

o Timeline: Application rollout targeted for end of July

o Key Agreements & Decisions

o Meeting Rescheduled: August 15th meeting moved to August 8th (9:00-10:30am) for presentation dry run

o Marketing Expansion: Approved broader outreach including real estate offices, general public events, and

enhanced advertising

o Digital Application Features: Approved $1.50 digital signature and payment processing fees

o Training Formalization: Committed to defining structured training program with agency partner

o Asset Documentation: Will develop standardized documentation requirements for asset-based

qualification cases
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6. FOLLOW-UP ACTIONS

o Immediate (by August 8th):

o Develop presentation materials and talking points for dry run

o Finalize training topic list for agency discussion

o Update calendar communications for board reference

o Complete application testing and implement digital features

e Short-term:

o Consult with Paoli Group on home sale contingency best practices

o Coordinate with Lee for real estate broker outreach strategy

o Develop standardized documentation for special qualification cases

o Schedule formal agency training sessions

e Ongoing:

o Monitor application metrics and adjust marketing campaigns based on applicant needs assessment

o Continue employer outreach and schedule additional presentations

o Refine policies for family-assisted and asset-based purchases

e Strategic Priorities Moving Forward

o Market Education: Position YVHA as innovative leader in mountain community affordable housing

o Comprehensive Outreach: Ensure maximum community awareness through diverse channels

o Process Optimization: Streamline application and qualification procedures

o Relationship Building: Establish positive connections with real estate community for future projects

o Data-Driven Decisions: Use applicant analytics to refine marketing and development strategies
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