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CDA 3rd Quarter Meeting – September 20, 2022

Housing Allies Meeting



Agenda

I. Welcome & Updates
II. Recommended Governance Structure
III. Review of 2022 Objectives & Key Results (OKRs) & 

Recommended 4th Quarter OKRs
IV. Next Steps/Action Items 

a. CDA Quarterly Allies – November 15, 2022



advancing racial 
equity by providing a 
quality affordable 
home for every 
Milwaukeean



https://www.housingplan.org/_files/ugd/7eff96_b0b4eab26043444ebee08ed34e4e0560.pdf
https://www.datayoucanuse.org/mke-indicators-2021/


https://www.jsonline.com/story/news/local/milwaukee/2022/09/16/how-grant-helps-people-color-find-affordable-homes-milwaukee/10370093002/
https://twitter.com/MayorOfMKE/status/1570865836470181890?cxt=HHwWhIDRyfmJ68wrAAAA


WORTH Grant Expected Allocated Expenditures

Beginning of Grant Period

Strategy June 2022 March 2023 March 2024 March 2025 Total

Grow Downpayment Assistance - Grant $        250,000 $        875,000 $        875,000 $      2,000,000 

Grow Homebuyer Counseling $        300,000 $        350,000 $        350,000 $      1,000,000 

New Home Construction (Existing Nonprofit) $        250,000 $        250,000 $         500,000 

Tier I Acquisition $    1,000,000 $      1,000,000 

Tier II Acquisition $        775,000 $        225,000 $      1,000,000 

Tier III Acquisition (Expanding Developers) $        750,000 $         750,000 

Expanding Innovation Capacity $        100,000 $        100,000 $        150,000 $        150,000 $         500,000 

Convening Support/Engagement/Comms $        250,000 $        250,000 $        250,000 $         750,000 

Total $    1,875,000 $    1,875,000 $    1,875,000 $    1,875,000 $      7,500,000 



RFP Reminder

www.housingplan.org/rfp

http://www.housingplan.org/rfp


www.housingplan.org/allies
 

o Neighborhood 
Plans

o Meeting 
Presentations

o Infographics
o Research

http://www.housingplan.org/allies


Feedback from Last Meeting

How can we get more banks, 
insurance companies and impact 
investors involved

Housing Investors Council

Question/Feedback Outcome/Plan

New Governance Structure
How can we better collaborate 
with RON and other allies

Advocacy & Collaboration Coordinator
Resident Council

How can further center residents 
in our planning

Reallocate Tier III Acquisition Funds to 
Expanding Developer support

How can support emerging 
developers and increase overall 
construction capacity
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@socialtrendspot 
www.socialimpactarchitects.com

Nonprofit Lifecycle

Idea Start-up Growth Maturity Decline Crisis

Impact
Informal – Need 
established, best 
practices integrated &
pilot launched

Pilot successful –
Lessons integrated into 
design / Measurement 
starts

Established in
marketplace – Strong 
results, partner-of-
choice & consistent 
delivery

Consistent results 
through robust 
evaluation / Focused 
on continuous 
improvement, scale &
system-building

Need exists, but
nonprofit isn’t 
partner-of-choice /
Market duplication 
from other 
nonprofits

Demand near 
zero / Intense 
competition for
resources & energy

Governance Not yet developed
Formal governance 
starts – Most likely 
homogeneous group

Board expansion –
More diversity with
more focus on planning 
& oversight

Board is more policy- &
strategy-focused /
Delegates 
management to
Executive Director

Board members 
hard to recruit, 
retain & engage /
Low focus of
strategic issues

Board not fulfilling 
fiduciary 
responsibilities

Culture & 
Operations

Entrepreneurial 
Founder using 
volunteer resources for
guidance / Culture is
defined by Founder

Flat organization –
Decisions are likely 
made by Founder /
Volunteers needed for
hands-on support /
Culture is action-
oriented

Founder has hired or
becomes Executive 
Director and is key
decision-maker with 
Board guidance /
Increased division of
labor & accountability 
as staff is hired / Culture 
is results-oriented /
Volunteers are used as
resources

Leadership is often 
second or third 
generation from 
Founder / Clear division 
of labor &
accountability among 
staff / Culture is well-
defined and serves as
a competitive 
advantage /
Volunteers are seen as
ambassadors

Increasing turnover 
of staff &
volunteers /
Decreased ability 
to attract top
talent / Decreased 
transparency

Inability to fill key
roles / High 
contention &
division among 
staff / Mistrust of
leadership

Revenue Most are in-kind
Limited financial 
resources – Lives hand-
to-mouth

More diverse financial 
resources with 
established 
relationships with 
funders, but still 
unpredictable

High degree of
financial diversity with 
established 
relationships with 
multiple funders /
Endowment exists /
Higher degree of
financial predictability

Funders are not
renewing contracts 
and not contacting 
organization / Low
cash reserves /
Decreasing donor 
retention & loyalty

Cash reserves 
insufficient to cover 
operating
expenses / Long-
time donors
tapped out

Brand Not utilized
First official marketing 
materials – Primary 
method of marketing is
word-of-mouth

Build-out of marketing
& communication 
needs, including public 
& media relations

Sophisticated 
marketing &
communications plan 
using multiple 
channels / Everyone 
equipped to tell story

Decreased public 
interest / Issue area 
not discussed in the
media

Unable to attract 
media or public 
attention /
Messaging does 
not resonate with 
public

Turnaround
If Decline

© 2019 Social Impact Architects

2020     2021        2022            2023
 

http://www.socialimpactarchitects.com/


CDA
Governance

Operational 
Funders
Council

Neighbor-
hood 

Groups

Resident 
Council

Implement- 
ors

Advocacy 
Groups

Housing 
Investors 
Council

DRAFT FOR 
DISCUSSION 
PURPOSES



Poll Question
1. What advice, direction, or questions do 

you have regarding CDA’s future 
governance structure?
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Data

Engage

Vision

GARE Racial Equity 
Policy Process

Detailed 
Plans

Monitor & 
Communicate

Continuous 
Improvement

Imple-
ment

Account-
ability

Update

Strategy

SEE IT

GET 
READY

DO IT

1. Set Racial Equity Vision

2. Collect & Analyze Data
3. Engage Allies 
4. Develop Equitable 

Strategy

5. Implement Changes
6. Monitor & Communicate 

Progress for Accountability
7. Update & Continuously 

Improve



Collective Objectives
Grow homebuyer counseling & down 
payment assistance (DPA)

Acquisition Fund to combat predatory 
acquisition 

Vacant Lots to 1st Generation Homes 

Alternative lending based on rental 
history

Preserve Expiring Subsidized Rental 
Units

2022
2023



What is an OKR?
• Objectives & Key Results are 

challenging goals with measurable 
results that are set quarterly.

• Quarterly OKRs will be directed by allies 
at quarterly meetings

• Allies willing to lend more time and 
expertise are invited to Implementation 
Teams



What you can expect:
• Quarterly Reporting on OKRs and 

Recommended future OKRs

• Polling questions after each OKR: what 
advice, direction or questions do you 
have on next steps?

• Allies willing to lend more time and 
expertise are invited to Implementation 
Teams, Separate Meetings, Emails, 
Resident Meetings, etc.  



COLLECTIVE AFFORDABLE HOUSING PLAN: 2022 Q3 UPDATE

Grow DPA Acquisition Fund Entry Level Homes Alternative Lending

Long Term Goal Grow Down Payment 
Assistance (DPA) & 
Homebuyer Counseling by 
10% each year for 5 years

Acquire 200 single family 
homes and duplexes every 
year that would otherwise 
be investor owned and sell 
to homeowners

Construct 100 entry level 
homes on vacant lots every 
year

Create a local lending pool 
that lends to first time 
homebuyers based on rental 
history

Q3 OKR
Update

 Launch Implementation 
Team

 Finalize Strategy Plans
 Raise Additional $1 

million

 Launch Implementation 
Team

 Raise total of $11 million 
for Tiers I & II ($3 million 
requested, $5 million 
requested)

Technical Assistance Plan 
for Tier III developers

 Launch Implementation 
Team

 Identify Developer for 
Phase I (RFP in progress)

Complete Phase I Land 
Acquisition

 Raise $5 million for Phase 
II

 Launch Project Team
 Preliminary Business 

Plan (Project Charter 
Drafted)

Recommended 
Q4 OKR

 Efficiencies & alignment 
with Take Root 
Milwaukee

 Collective Program Level 
Data Plan

 Relaunch HACM 
Homeownership

 Raise Final $3-$7 Million
    Technical Assistance Plan     
        for Expanding   
        Developers 

 Complete Phase I Land 
Acquisition

 Complete New Markets 
Study

 Raise $225K for Model 
Homes

 Data Collection
 Engage Allies



GROW DPA & HOMEBUYER COUNSELING

SUBSCRIBE FOR UPDATES & SEE THE PLAN AT WWW.HOUSINGPLAN.ORG

Grow DPA

Long Term Goal Grow Down Payment Assistance (DPA) & 
Homebuyer Counseling by 10% each 
year for 5 years

Q2 Objective & Key 
Result (OKR)

 Launch Implementation Team
 Finalize Strategy Plans
 Raise Additional $1 million

Recommended 
Q3 OKR

 Efficiencies and Alignment with Take 
Root Milwaukee

 Collective Program Level Data Plan
 Relaunch HACM Homeownership

http://plan/
http://www.housingplan.org/


Poll Question
1. What advice, direction, or questions do 

you have regarding next steps on Down 
Payment Assistance & Homebuyer 
Counseling?



40% OF MILWAUKEE’S ENTRY LEVEL HOME INVENTORY HAS BEEN PURCHASED BY INVESTORS

THERE ARE OVER 17,000 BLACK & LATINO 
FAMILIES IN MILWAUKEE ASPIRING TO BUY A 
$125,000 HOME, BUT ONLY ABOUT 1,500 
ARE AVAILABLE EACH YEAR, AND OVER 40% 
HAVE BEEN PURCHASED BY INVESTORS
Source: Number of families analyzed by CDA and includes multiplying White homeownership rate to the number of Black and Latino families making 
$25,000 - $50,000/year (see 2019 ACS census tables B19001L and B19001B), less estimated existing homeowners (See 2000 Table HCT035).  
Property numbers analyzed by CDA and includes information from the City of Milwaukee Assessors office.



Emerging 
Developers with a 
strategy to grow

Organizations with 
strategy for 
Technical Assistance

Organizations with 
grant and loan funds 
for Developers

Collective Impact Needed

Technical assistance, 
combined with grant and 
loan funds to help emerging 
developers expand into new 
construction and major 
rehab

Racial Equity 
Demand for 
$100,000/unit
homes 



ACTS HOMEOWNERSHIP ACQUISITION FUND

SUBSCRIBE FOR UPDATES & SEE THE PLAN AT WWW.HOUSINGPLAN.ORG

Acquisition Fund

Long Term Goal Acquire 200 single family homes and 
duplexes every year that would 
otherwise be investor owned and sell 
to homeowners

Q3 Objective & Key 
Result (OKR)

 Launch Implementation Team
 Raise total of $11 million for Tiers 

I & II ($3 million requested, $5 
million requested)

Technical Assistance Plan for Tier 
III developers

Recommended 
Q4 OKR

 Raise Final $3-$7 Million
    Technical Assistance Plan     
        for Expanding   
        Developers 

http://plan/
http://www.housingplan.org/


Poll Question
1. What advice, direction, or questions do 

you have regarding next steps on 
Acquisition Funds and other funding and 
Technical Assistance for Expanding 
Developers?



1ST GENERATION MODEL HOMES

WHAT IS ENGINEERED FRAMING?

Engineered framing 
uses the advanced 
technology to cut 
framing pieces in a 
controlled environment 
and maximizes 95% of 
the materials used, 
the remaining is 
shredded and used for 
agricultural purposes 
for zero-waste.



1ST GENERATION MODEL HOMES

WHAT IS ENGINEERED FRAMING?

Pieces are 
assembled into 
major framing 
components and 
shipped to the 
building site to be 
attached.  On site 
assembly can be 
done in 2 days any 
time of year.



1ST GENERATION MODEL HOMES

WHAT IS ENGINEERED FRAMING?

The framing has 
predrilled holes for 
plumbing, electric, 
HVAC, and solar.  
The design has been 
reviewed by 
structural engineers 
and meets or 
exceeds all local 
building codes.  



1ST GENERATION MODEL HOMES

LUSH 1000

The LUSH 1000 model 
home has 2 bedrooms 
on the first floor, with 
the ability to add two 
more bedrooms in a 
finished basement with 
egress. Future 
remodels are easy 
because none of the 
interior walls are load 
bearing. 



1ST GENERATION MODEL HOMES

LUSH 1000



1ST GENERATION MODEL HOMES

MODEL HOME CONSTRUCTION BUDGET

USES
Land & Permits $2,000
LUSH Parts $36,935
Rough Lumber $3,000
Labor $11,000
Doors $5,130
Windows $4,350
Trim $6,735
Insulation $6,500
Cement $28,230
Electrical $10,213
Flooring $3,200
Plumbing $12,351
Drywall $8,000
HVAC $8,350
Siding $15,840
Roofing $9,902
Cabinets/Tops $10,000
Dumpster $500
Paint $2,000
Landscaping $1,500
Excavation $5,000
Porch $10,000
Subtotal ($200/Sf)* $200,736 
Contractor Overhead $18,873
Contractor Profit $18,873
Total $238,484

Sources
Purchase Mortgage from Homeowner $100,000
Down Payment Assistance $10,000
Lead Sponsor $75,000
CDA Contribution $15,000
In-Kind (LUSH) $38,484
Total $238,484 



FIRST GENERATION HOMES

SUBSCRIBE FOR UPDATES & SEE THE PLAN AT WWW.HOUSINGPLAN.ORG

1ST GENERATION HOMES HAVE NEVER BEEN 
BUILT AT SCALE IN MILWAUKEE FOR BLACK & 
LATINO FAMILIES, IT’S TIME TO CHANGE THAT.  

1st Generation Homes

Long Term Goal Construct 100 entry level homes on 
vacant lots every year

Q3 Objective & Key 
Result (OKR)

 Launch Implementation Team
 Identify Developer for Phase I 

(RFP in progress)
Complete Phase I Land Acquisition
 Raise $5 million for Phase II

Recommended 
Q4 OKR

 Complete Phase I Land 
Acquisition

 Complete New Markets Study
 Raise $225K for Model Homes

http://plan/
http://www.housingplan.org/


Poll Question
1. What advice, direction, or questions do 

you have regarding next steps on 1st 
Generation Homes?



ALTERNATIVE LENDING

SUBSCRIBE FOR UPDATES & SEE THE PLAN AT WWW.HOUSINGPLAN.ORG

Alternative Lending

Long Term Goal Create a local lending pool that lends 
to first time homebuyers based on 
rental history

Q3 Objective & Key 
Result (OKR)

 Launch Project Team
 Preliminary Business Plan 

(Project Charter Drafted)

Recommended 
Q4 OKR

 Data Collection
 Engage Allies

http://plan/
http://www.housingplan.org/


Poll Question
1. What advice, direction, or questions do 

you have regarding next steps on 
Alternative Lending?



Poll Question
1. Do you support the Q4 recommended 

OKRs?
2. The FORMAT of today’s meeting was 

engaging
3. The CONTENT of today’s meeting was 

informative
4. How likely are you to recommend that 

other housing allies attend these quarterly 
meetings?

5. Additional Comments
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