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The ROAD to Housing Act Is Now Law.
Your Members Are the Reason It Exists.

What the 21st Century ROAD to Housing Act means for credit union lending, compliance, and 
the members you serve

September 30, 2026
Presented by MemberClose in partnership with Link Title
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Presenter Notes
Presentation Notes
WELCOME (2 min).

OPEN WITH THE MIDNIGHT MOMENT: "At midnight on July 11, while most of us were asleep, the most significant housing law in a generation quietly took effect - no signing ceremony, no cameras. It passed the House 358 to 32 and the Senate 85 to 5. Tim Scott and Elizabeth Warren co-sponsored it. When those two agree on anything, something real is happening."

THE HOOK: "And here's why WE'RE the ones talking about it: the borrowers this law was written for - modest loan sizes, manufactured homes, rural markets, first-generation buyers - are exactly the members credit unions already serve. Today isn't about a new market. It's about the market you already own getting a federal tailwind."

INTRODUCE: yourself, MemberClose, and Link Title as MemberClose's national title partner. One sentence each - credentials, not commercials.

HOUSEKEEPING: Session is recorded; deck + a 90-day action checklist arrive by email; drop questions in the Q&A panel anytime - we pause after each part.

ENGAGEMENT: "Before we start - type your credit union's name and city into the chat. I want to see who's on the road with us today." (Read 3-4 aloud as they come in - instant community.)



T O D A Y ’ S  R O A D M A P

Our roadmap for today

1 The big picture   Why Congress acted — and why credit unions are the natural first movers

2 Lending provisions   Small-dollar mortgages, manufactured housing, appraisal modernization

3 Relief for credit unions   Board modernization, de novo support, mentor-protégé program

4 Market & member impact   Institutional investor limits and homeowner support programs

5 What happens when   Implementation timeline, your 90-day action plan, and Q&A
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Presenter Notes
Presentation Notes
AGENDA. Walk the roadmap fast - the visual does the work. Pacing cue for a ~30-minute run: Parts 1 and 4 carry the weight; keep the big picture tight and Parts 2-3 brisk.

FRAME THE METHOD: "Every provision today gets the same treatment: what the rule was BEFORE, what CHANGED on July 11, what it means for YOUR OPERATION, and what it means for YOUR MEMBERS. And at the end of each part, one slide: the takeaway, and where your partners fit - including, honestly, where we don't."

That honesty line matters - it tells the audience this is education, not a pitch, and buys credibility for the partner slides later.

Remind: deck + one-page checklist arrive by email, so listen rather than transcribe.



T H E  B I G  P I C T U R E

Why Congress finally acted on housing

$440,600
Median U.S. existing-home price (June 2026)

+49.2%
Increase in median price since June 2020

45%
Share of low-cost owner-occupied homes 

financed with a mortgage — vs. 86% of homes 
over $100K

The cheapest homes in America are the hardest to finance.
A $75K mortgage costs nearly as much to originate as a $750K one — so the industry walked away, and cash investors took the affordable 
segment. Congress designed this law to reverse that. Credit unions are positioned to lead the reversal.
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Presenter Notes
Presentation Notes
WHY NOW (3 min). Set the economic backdrop with the three numbers:
- $440,600 median existing home, up 49.2% in six years (NAR data). Wages did not keep pace; first-time buyer age is at record highs.
- The third number is the one to slow down on: research (Urban Institute) shows only about 45% of low-cost owner-occupied homes carry a mortgage, versus 86% of homes above $100K. "Think about that - the homes your members can actually AFFORD are the ones they can't FINANCE."

TELL THE PARADOX AS A STORY: "A $75,000 mortgage takes the same underwriting, the same compliance, the same title work, the same servicing setup as a $750,000 one - but the revenue is a tenth. Under the QM fee cap, charging enough to break even pushes the loan out of qualified-mortgage status. So most of the industry simply stopped. And when families can't get a small mortgage, who buys those houses? Cash investors."

BRIDGE: "Congress noticed. And the fix they designed leans on exactly one kind of lender that never fully left this market. Next slide."



T H E  B I G  P I C T U R E

Credit unions never left this market

14.0%
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Small mortgages as a share of each lender type’s originations

Highest of any lender type — HMDA data via Urban Institute

142.3 million members
4,455 credit unions serve nearly half of America — trust and reach no 
other lender type matches

#1 in small-mortgage propensity
Credit unions write small mortgages at the highest rate of any lender type
— 14% of all CU originations

Portfolio lenders by design
Small-dollar loans are ~3x more likely to be held in portfolio — exactly 
how CUs already lend

When Congress needed lenders who’d actually use these provisions, it wrote the law around institutions like yours.
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Presenter Notes
Presentation Notes
CU CREDENTIAL SLIDE (3 min). This is the "you belong at the front of this line" moment - deliver it with pride, it unifies the room.

THE CHART: "Look at the propensity numbers. Fourteen percent of everything credit unions originate is a small mortgage - the highest share of ANY lender type in the country. Banks are at ten-and-a-half. The big nonbanks dominate on raw volume, but per loan written, nobody leans into small mortgages like credit unions do. You never left this market - you just haven't had the economics on your side. That's what changed on July 11."

THE ROWS: 142 million members and 4,455 institutions - reach plus trust. And the portfolio point matters strategically: small-dollar loans are roughly three times more likely to be held in portfolio than the market average, because the secondary market barely buys them. "Who lends from portfolio as a way of life? You do. The structural weakness of this asset class is literally your operating model."

AUDIENCE MOMENT: "Look around this webinar - between the CUs in the chat right now, we're probably touching hundreds of thousands of members this law was written for."

TRANSITION: "So let's stop talking about 'segments' and meet three actual members."



T H E  B I G  P I C T U R E

Meet the members this law was written for

Maya, 34

Schoolteacher, mom of two — first-time buyer

Found a $92K starter home. Her payment would 
run below her $1,300 rent — but no lender in town 
would write a loan that small.

AFTER THE ACT:   Small-dollar pilot + fee-cap relief 
make her loan worth writing.

Earl & Donna, 61

Manufactured home on land they own

Paying a chattel loan priced several points above 
mortgage rates — even though they own the land 
and qualify for better.

AFTER THE ACT:   De-titling to real property + a CU 
refi could save them hundreds a month.

The Thompsons

Inherited the family home

Four heirs, no probate, no clear title. They can’t 
borrow against it, insure it properly, or sell it.

AFTER THE ACT:   Heirs-property provisions + title 
curative work open a path back to full ownership.
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Presenter Notes
Presentation Notes
PERSONAS (3 min). These three come back all session - introduce them like people, not bullet points. Composite personas, but every CU lender in the room has met all three.

MAYA: "Maya teaches third grade. She found a $92,000 starter home where the payment - even with taxes and insurance - runs under her $1,300 rent. She has the credit. She has the down payment. What she can't find is a lender willing to write a loan that small. Maya isn't a credit risk; she's a spreadsheet casualty."

EARL & DONNA: "Earl and Donna own their land free and clear. But their manufactured home is titled like a pickup truck - as personal property - so they're stuck in a chattel loan priced several points above mortgage rates. Here's the number that should bother everyone: 65% of manufactured-home borrowers who OWN their land still ended up in chattel loans. Not because they had to - because nobody walked them through the alternative."

THE THOMPSONS: "Grandma's house passed to four heirs without probate. Nobody holds clear title, so nobody can borrow, properly insure, or sell. The house is worth $180K and functionally worth nothing."

AUDIENCE MOMENT: "Type in the chat - which of these three walks into YOUR branch most often?" (Watch responses; reference the winner throughout.)

PROMISE: "By the end of the hour you'll know exactly which provision helps each of them - and what your CU has to do to be ready."



T H E  B I G  P I C T U R E

The 21st Century ROAD to Housing Act, at a glance

Became law July 11, 2026

Passed the House 358–32 and the Senate 85–5 — rare, overwhelming 
bipartisan margins

One package, 60+ bills

Combines provisions from more than 60 pieces of House and Senate 
legislation into a single act

First in a generation

The first comprehensive bipartisan housing package to reach the president’s 
desk in decades

Credit unions written in

Contains multiple credit-union-specific provisions championed by America’s 
Credit Unions and the Leagues
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Presenter Notes
Presentation Notes
WHAT IS IT (2 min). Mechanics, briskly:
- Formally the "21st Century Renewing Opportunity in the American Dream (ROAD) to Housing Act," H.R. 6644. Everyone says ROAD to Housing Act.
- Merged the Senate's ROAD bill (Scott-Warren) with the House's 21st Century Housing Act. Final passage: Senate June 22 (85-5), House June 23 (358-32); became law at midnight July 11 after the 10-day presidential window lapsed - no signature, no veto.
- STORY BEAT: "No signing ceremony. This one became law on autopilot - which is fitting, because most of the industry still hasn't noticed it. That's your first-mover window."

ANTICIPATE: "Is this the same as the 2025 ROAD Act I read about?" - Same lineage; the Senate bill was folded into this larger final package, so older summaries are partially outdated. Today reflects the FINAL enacted law.



T H E  B I G  P I C T U R E

What’s inside: seven things to know

Housing counseling & financial literacy reform Building more homes — zoning, pre-approved 
designs, streamlined review

Manufactured & modular housing modernization

Small-dollar mortgage access Program reform, home repairs & veterans housing Community banking & credit union relief

Limits on institutional investors in single-family 
homes

Highlighted pillars carry the most direct credit union impact — that’s where we’ll go deep.
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Presenter Notes
Presentation Notes
MAP OF THE LAW (2 min). "You don't need to memorize sixty sections. Here's the map." Fifteen seconds per pillar.

Point to the three navy pillars - manufactured housing, small-dollar mortgages, credit union relief - as today's deep dives.

One-liners for the rest: counseling reform consolidates HUD programs (better-prepared borrowers referred to you); the supply pillar is builder/locality-facing (pre-approved designs, environmental relief for small projects, zoning incentives); program reform includes a whole-home repairs pilot and veterans provisions; and the investor pillar reshapes the market your members bid in - we'll cover it because Maya competes against those cash offers.

PERSONA CALLBACK: "Maya lives in pillar four. Earl and Donna live in pillar three. The Thompsons live in pillar five. Let's go get them some good news."

TRANSITION: "Part one - the lending provisions. This is where the dollars are."



T H E  R O A D  S O  F A R

P A R T  1  O F  4

Lending Provisions

Small-dollar mortgages  •  Manufactured housing  •  Appraisal modernization
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Presenter Notes
Presentation Notes
TRANSITION (30 sec). "Part one is the heart of the law for lenders: three provisions, each changing the economics of a loan type your members are already asking for."

Note the road tracker at the bottom of divider slides - one milestone lights up per part. Small thing, keeps the room oriented.

Remind the frame: before / what changed / your CU / your members - and a takeaway slide closes the part.



P A R T  1  ·  L E N D I N G  P R O V I S I O N S

Small-dollar mortgages: viable at last

Before the Act

•  Loans under $100K carried nearly the same fixed cost as large loans — most 
lenders exited
•  QM points-and-fees cap made small loans unprofitable to originate compliantly
•  LO compensation rules effectively penalized officers for writing small loans

What the law changes

•  Four-year FHA pilot to expand access to mortgages under $100K (Sec. 105)
•  CFPB may adjust the QM points-and-fees cap for loans under $100K
•  LO compensation rules may be revised so officers aren’t penalized on small 
balances

Impact on your credit union

•  Small-dollar lending becomes economically designable — model product 
economics now
•  Watch CFPB rulemaking: the fee-cap adjustment is the launch trigger
•  Every closing cost matters at this loan size — audit your settlement stack for 
cost-proportional options

Impact on your members

•  Maya’s math finally works: a ~$90K loan runs roughly $600/mo P&I — below 
rent in most CCUA markets
•  A mortgage instead of the cash-buyer wall: today barely 1 in 4 homes under 
~$70K sells with financing
•  Keeps starter homes with families — not flippers — and starts members building 
equity years earlier

L I V E  P O L L    Do you write mortgages under $100K?
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Presenter Notes
Presentation Notes
SMALL-DOLLAR MORTGAGES (6 min). Biggest long-run member impact in the law.

OPEN WITH THE POLL: launch it, give 20 seconds, read the split aloud. "That mix is exactly why Congress acted - most of you WANT to write these loans and the math won't let you."

PERSONA CALLBACK - MAYA: retell her math. $92K home, payment under her $1,300 rent, solid credit - and no loan available. "Multiply Maya by every teacher, nurse, and line worker in your field of membership."

BEFORE: same origination cost as a jumbo, a tenth of the revenue; QM fee cap turns break-even pricing into a compliance violation; LO comp tied to loan size means your best officer loses money writing it. Result nationally: barely a quarter of the lowest-priced homes sell with a mortgage at all - the rest go to cash, usually investors.

WHAT CHANGED: three levers - Sec. 105 FHA four-year pilot; CFPB authority to adjust the QM fee cap under $100K; LO comp reform authority.

CAVEAT PROACTIVELY: "None of this flips a switch tomorrow - the pilot must stand up and CFPB must act. The law removed the structural blockers; the winners will have a product modeled and a cost structure ready the day rules land." Note the CU-impact bullet on settlement costs: at a $90K loan, a bloated closing stack can be the difference between a viable product and a dead one - foreshadows the Part 1 takeaway slide.

ANTICIPATED QUESTIONS: "When can we launch profitably?" - when CFPB relief lands; model now. "Non-FHA too?" - pilot is FHA; QM and comp changes reach the broader market.



P A R T  1  ·  L E N D I N G  P R O V I S I O N S

Manufactured housing: the rules just modernized

Before the Act

•  Federal definition required a permanent steel chassis — a 1970s rule for homes 
that rarely move
•  The chassis added cost and constrained design innovation

•  FHA Title I loan limits lagged real manufactured home prices
•  Aging MH communities lacked funding for infrastructure

What the law changes

•  Chassis requirement removed from the federal definition (Sec. 301)
•  HUD becomes sole authority on MH energy standards — no standard effective 
until HUD adopts it
•  Title I loan limits increased and modernized (Sec. 303)
•  PRICE Act grants to preserve and stabilize MH communities (Sec. 304)

$5,000–$10,000
Estimated cost reduction per home from removing the chassis 
requirement alone — real money at entry-level price points.

Why it matters:  Manufactured housing is 13% of the housing stock in small-town and rural 
America — and the largest source of unsubsidized affordable housing in the country. Lower 
production cost + better financing + community stabilization = a bigger, healthier lending market 
that big banks have historically ignored.
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Presenter Notes
Presentation Notes
MANUFACTURED HOUSING A - WHAT CHANGED (4 min).

STORY OPEN: "Since 1976, federal law said a manufactured home only counts as one if it sits on a permanent steel chassis - the frame that lets a truck tow it. Research shows almost none of these homes EVER move after installation. Families have been paying five to ten thousand dollars for steel they'll never use."

WHAT CHANGED: Sec. 301 removes the chassis requirement; Sec. 303 raises FHA Title I limits that lagged actual prices; Sec. 304 (PRICE Act) funds community stabilization grants - which matters enormously for collateral quality; and HUD now solely controls energy standards, ending the jurisdictional fight that froze the industry.

THE 13% STAT: "In small-town and rural America - which describes a lot of CCUA territory - manufactured housing is thirteen percent of the entire housing stock. This is not a niche. It's your members' housing."

ANTICIPATE: "Are chassis-less homes available now?" - Not yet; HUD must update the construction code, likely 12-24 months. Financing and grant provisions move sooner.

TRANSITION: "Bigger and cheaper market - good. Now the slide that determines whether you make money in it. Earl and Donna, this one's yours."



P A R T  1  ·  L E N D I N G  P R O V I S I O N S

Manufactured housing: the credit union opportunity

A large, underserved lending channel
Fewer than 30% of MH loan applications are approved nationally, vs. 70%+ for site-built homes — and the top 5 lenders control 75% of chattel lending. Local, trusted lenders can 
win here.

Titling determines everything
Chattel (personal property) vs. real property drives rate, term, foreclosure process, and secondary-market eligibility. 65% of borrowers who own their land still took chattel loans
— priced 50–500 bps higher. De-titling converts a unit to real property; rules vary by state.

Collateral quality is improving
PRICE Act community grants and modernized standards strengthen the long-term value of MH collateral.

For Earl & Donna: real money, every month
De-titling + a real-property CU refi at mortgage rates instead of chattel pricing can save hundreds monthly — and adds standard consumer protections they don’t have today.
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Presenter Notes
Presentation Notes
MANUFACTURED HOUSING B - THE OPPORTUNITY (5 min). Spend the most time on row two.

ROW 1 - THE GAP: "Under thirty percent of manufactured home loan applications get approved, versus over seventy for site-built. And five lenders control three-quarters of chattel lending. That approval gap isn't all credit risk - a lot of it is nobody local competing for these members. Being local and trusted is YOUR moat."

ROW 2 - TITLING, THE MONEY SLIDE: "Same physical home, two legal identities. Titled as chattel - personal property, like a truck - it gets a shorter, higher-rate loan, repossession instead of foreclosure, and no secondary market. Titled as real property, it gets a conventional-style mortgage. The spread runs 50 to 500 basis points. And here's the stat that should light up your lending team: 65% of borrowers who OWN their land still ended up in chattel loans. That's Earl and Donna. They didn't choose worse - nobody offered them better. The fix is de-titling - surrendering the personal-property title and converting to real property - and it is state-specific in all 50 states: different documents, different offices, different sequence. Get it wrong and your lien may not attach to what you think." (Partner context, keep soft: this is daily work for Link Title across its national footprint, including de-titling programs for major lenders - happy to walk any state's process offline. The Part 1 takeaway slide formalizes this.)

ROW 3: community grants attack the historic MH risk - deteriorating parks and lot-rent shocks.

ROW 4 - EARL & DONNA PAYOFF: do the math out loud: on a $120K balance, 300 bps is roughly $200-$300 a month. "That's not a marketing story. That's a member's car payment back in their pocket - and a loyal household for life."

ANTICIPATE: "Is MH lending risky?" - "The risk was never the home. It was titling and community stability. Both just got structurally better - if your process is right."



P A R T  1  ·  L E N D I N G  P R O V I S I O N S

Appraisal modernization — with one compliance to-do

Before the Act

•  Appraiser shortages drove delays and high fees, worst in rural markets
•  Narrow trainee pathways kept new appraisers out of the pipeline

•  No uniform requirement for borrowers to challenge a questionable value

What the law changes

•  Credentialed trainees can take on more work; grants fund appraiser workforce 
development
•  FHA appraisal requirements modernized to cut cost and delay

•  Sec. 704: lenders must maintain procedures for consumer-initiated 
reconsiderations of value (ROV) / second appraisals

Impact on your credit union

•  ACTION ITEM: adopt written ROV policies and procedures — expect examiner 
attention
•  Train front-line and lending staff on the ROV request path
•  Over time: faster turn times and lower appraisal cost in thin markets

Impact on your members

•  A formal path to challenge a low or biased appraisal — protection for family 
wealth, not just this loan
•  Fewer closing delays in the rural markets where appraisers are scarcest
•  A low appraisal no longer quietly kills a deal — members get a documented 
second look
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Presenter Notes
Presentation Notes
APPRAISAL MODERNIZATION (4 min). Frame: "Mostly good news - plus your ONE near-term compliance to-do from this entire law."

BEFORE: the appraiser workforce is aging and shrinking; rural members wait weeks and pay premiums. And when a member believed their value came in wrong - or reflected bias - there was no uniform, required process for a second look.

WHAT CHANGED: workforce provisions fix supply over time (trainee credentialing, development grants). The immediate item is Sec. 704: lenders must maintain procedures for consumer-initiated reconsiderations of value.

BE DIRECT: "If you don't have a written ROV policy, put it on this quarter's compliance calendar. The 2024 interagency ROV guidance is your template - this statute hardens that expectation into law. Examiners will ask. It's a low-cost, high-visibility win - be able to say yes."

MEMBER FRAME: an appraisal isn't paperwork; it prices a family's largest asset. A biased or careless low value costs equity for a generation - the ROV right protects wealth, not just a transaction.

ANTICIPATE: "Does an ROV mean we pay for a second appraisal?" - The mandate is the PROCEDURE; your policy defines when a second appraisal is warranted and who pays, consistent with investor/agency rules. "Effective date?" - Build now rather than parse deadlines.

TRANSITION: "That closes the three lending provisions. Here's the part-one takeaway - and, as promised, where your partners fit."



P A R T  1  ·  T A K E A W A Y

Part 1 takeaway: the frontier moved to small balances

T H E  T A K E A W A Y  F O R  Y O U R  C R E D I T  U N I O N

Small-dollar and manufactured-home lending just became designable businesses. At these loan sizes, cost-
proportional settlement and correct titling decide who wins — model the products now, so you launch the day 
the rules land.

Where Link Title can help

✓ Title options scaled to the loan — from full ALTA policies to attorney-opinion 
(AOL Pro) and GSE waiver-eligible paths that keep small-balance closings 
economical
✓ Manufactured home titling & de-titling execution nationwide — real-property 
conversion done right, state by state
✓ Centralized, SLA-driven closing operations built for thin-margin loan programs

Where MemberClose can help

✓ Home equity & mortgage settlement platform — one ordering point for the 
services a small-balance program needs
✓ [MemberClose: insert valuation / AVM offering + ROV support tools for the Sec. 
704 requirement]

✓ [MemberClose: insert flood, recording, and doc-prep services relevant to small-
dollar programs]
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Presentation Notes
PART 1 TAKEAWAY (90 sec). Read the takeaway band verbatim - it's the sentence you want quoted back.

PARTNER FRAMING - keep it service-posture, not sales: "We promised to tell you where we fit and where we don't. On part one, we genuinely fit. At a $90K loan, every hundred dollars of closing cost is a basis-point problem - so title options that scale down with the loan, and manufactured-home titling done correctly state by state, are the difference between a program that pencils and one that doesn't. That's the work Link Title does every day. And MemberClose's platform is how hundreds of credit unions already order these services in one place."

PLACEHOLDERS TO RESOLVE BEFORE THE WEBINAR: the two bracketed MemberClose lines - confirm with MemberClose which valuation/AVM, ROV-support, flood, recording, and doc-prep offerings they want named, in their words. Delete brackets once confirmed.

CLOSE THE PART: "Questions on lending provisions? Drop them in the panel - we'll grab two now." Take two quick ones, then move to Part 2.



T H E  R O A D  S O  F A R

P A R T  2  O F  4

Relief for Credit Unions

Board modernization  •  De novo support  •  Mentor-protégé partnerships
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Presenter Notes
Presentation Notes
TRANSITION (30 sec). "Part two is the section written specifically for the institutions on this call. Decades of advocacy - America's Credit Unions, the Leagues, and member CUs like yours - landed these provisions. Here's what you actually got."



P A R T  2  ·  C R E D I T  U N I O N  R E L I E F

Board meetings: from 12 a year to 6
L I V E  P O L L    How many board meetings last year?

12 required board meetings per year —
every month, since the Federal Credit 
Union Act era

B E F O R E

6 minimum meetings per year under the 
Credit Union Board Modernization Act 
— your board decides the right cadence

N O W

Impact on your credit union

•  Board time shifts from monthly routine to strategy
•  Easier volunteer director recruitment and retention
•  Bylaws and state law still control — update them first

Impact on your members

•  Governance focused on member value, not meeting minimums
•  Stronger, more diverse volunteer boards over time
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Presenter Notes
Presentation Notes
CUBMA (4 min). Launch the poll first - the answers make the slide land. "Almost everyone says twelve. That's not a coincidence; it's been federal law since the Federal Credit Union Act era."

THE CHANGE: "The Credit Union Board Modernization Act - which passed the House repeatedly as a standalone before landing in this package - cuts the federal minimum to six. A cadence designed in the 1930s finally meets the 2020s."

THE SEQUENCE - walk it slowly, it's the compliance trap: (1) federal floor is now 6; (2) but your BYLAWS almost certainly still say monthly, and bylaws govern until amended; (3) state charters: check your state act - this changes federal law and states vary; (4) watch for NCUA guidance and updated model bylaws before you act.

GOVERNANCE ADVICE: "Fewer meetings isn't less governance - it's a chance to REDESIGN governance. CUs moving to 8 or 10 are pairing it with deeper strategy sessions and committee work. Don't delete meetings; redesign the calendar."

ANTICIPATE: "Can we go to 6 right now?" - Not until bylaws are amended and, for state charters, state law allows. "Will NCUA push back?" - The flexibility is statutory; expect updated model bylaws. Expectations for engaged oversight don't change.



P A R T  2  ·  C R E D I T  U N I O N  R E L I E F

Growing the movement: de novo support & partnerships

Easier to start a credit union

•  Regulators directed to streamline de novo applications and cut duplicative 
information requests (Sec. 909)
•  Two-year phase-in for new institutions to meet federal capital requirements (Sec. 
910)
•  Capital-raising restrictions under review, incl. for non-accredited investors

•  NCUA directed to study support for de novo and rural credit unions

Mentor-protégé program

•  Pairs institutions over $50B with small, rural, and minority depository institutions
•  Structured knowledge transfer: technology, compliance, capital markets access
•  A formal channel for small CUs to punch above their weight

Why this matters even if you’re not a de novo

•  A healthier formation pipeline strengthens the whole movement — more charters means more advocacy weight and more shared infrastructure
•  Small and rural CUs gain a formal mentorship channel to large-institution expertise

•  Community credit unions may be approached as local partners as new charters form — an opportunity, not a threat
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Presenter Notes
Presentation Notes
DE NOVO & MENTOR-PROTEGE (3 min). Keep brisk - momentum slide between CUBMA and the investor ban.

CONTEXT: "New charters have slowed to a trickle - the application burden and day-one capital demands made formation nearly impossible, and the number of community financial institutions shrinks every year. Congress noticed."

LEFT: Sec. 909 orders regulators - NCUA included - to streamline applications and stop asking for the same information twice. Sec. 910 gives brand-new institutions a two-year runway into full capital requirements. NCUA must also study what else would help de novo and rural CUs.

RIGHT: mentor-protege formally pairs $50B+ institutions with small, rural, and minority depositories for technology, compliance, and capital-markets knowledge transfer.

BOTTOM - make it relevant to everyone: a growing movement benefits established CUs (advocacy weight, shared infrastructure), and small CUs on this call should watch implementation - this could mean access to resources you couldn't build alone.



P A R T  2  ·  T A K E A W A Y

Part 2 takeaway: redesign governance, don’t just relax it

T H E  T A K E A W A Y  F O R  Y O U R  C R E D I T  U N I O N

The relief is real — but it’s sequenced. Bylaws and state law come before cadence changes, and the best boards 
will treat fewer required meetings as a mandate to govern more strategically, not less often.

Where Link Title can help

Honest answer: no natural title-company fit here.

Governance, charters, and board mechanics aren’t title work — and we won’t 
pretend otherwise. This part belongs to your league, your counsel, and the program 
partners below.

Where MemberClose can help

✓ [MemberClose: insert board / staff education offerings — e.g., lending program 
training or webinar series for directors]

✓ [MemberClose: insert program-support or league-partnership resources relevant 
to CCUA members]

✓ CCUA & America’s Credit Unions: model bylaw updates, advocacy alerts, and 
comment-letter coordination as NCUA implements
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Presenter Notes
Presentation Notes
PART 2 TAKEAWAY (60 sec). Read the band, then lean into the honesty - this is the credibility slide of the whole webinar:

"We told you we'd be straight about where we fit. Governance isn't title work. There is no title-company angle on board meetings, and anyone who invents one is selling you something. This part belongs to your league, your counsel, and the resources on the right."

That candor is deliberate - it makes the audience trust the parts where we DID claim a fit (Parts 1 and 3).

PLACEHOLDERS TO RESOLVE: the two bracketed MemberClose lines - ask MemberClose what director education, training, or program-support content they want named here (they may have webinar series, lending-program training, or league partnership resources). Keep the CCUA/America's Credit Unions line - crediting the hosts' own ecosystem plays well in the room.

Then: "Part three - the market your members are buying in."



T H E  R O A D  S O  F A R

P A R T  3  O F  4

Market & Member Impact

Institutional investor limits  •  Homeowner support programs
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Presenter Notes
Presentation Notes
TRANSITION (30 sec). "Part three zooms out from your operations to the market your members buy in - who they bid against, and what support exists once they own. Maya and the Thompsons both live in this part."



P A R T  3  ·  M A R K E T  &  M E M B E R  I M P A C T

Institutional investors: out of the starter-home market

Before the Act

•  Large investors bought heavily in the entry-level segment — often all-cash, 
waiving contingencies
•  First-time buyers routinely lost bidding wars to institutional cash
•  No federal limits on corporate single-family acquisition

What the law changes

•  Investors owning 350+ single-family homes are prohibited from purchasing 
additional ones (Sec. 1001)
•  Treasury directed to craft consumer-protection rules for investor purchases of 
single-family homes
•  Build-to-rent carve-outs preserved to protect new supply

Impact on your credit union

•  More purchase-loan opportunity in the entry-level segment your members shop 
in
•  Fast, certain pre-approvals become a real competitive weapon as cash 
competition thins
•  Know who’s on the other side of the deal — entity and beneficial-ownership 
diligence matters more in the enforcement era

Impact on your members

•  Maya stops losing to all-cash offers — her CU pre-approval finally competes on 
close-to-even ground
•  Starter-home inventory stays with families instead of rental portfolios
•  Coming Treasury rules add protections for members buying from or renting 
through investors
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Presenter Notes
Presentation Notes
INVESTOR RESTRICTIONS (4 min). The provision your members saw on the news - meet it head-on.

PERSONA CALLBACK - MAYA: "Remember who Maya was losing to? Not another family - an institution with a cash offer, no contingencies, buying at scale in exactly her price band."

WHAT CHANGED: Sec. 1001 bars investors owning 350+ single-family homes in aggregate from buying more. Treasury writes consumer-protection rules for investor transactions. Note the balance: build-to-rent keeps carve-outs so the law doesn't choke new rental supply.

MANAGE EXPECTATIONS - be the credible educator: "Two honest caveats. Definitions and enforcement come through rulemaking - how 'aggregate ownership' gets counted across funds and subsidiaries determines the bite. And nothing transforms your local market overnight; this shifts dynamics at the margin. But the margin is exactly where bidding wars are won and lost."

THE CU ANGLE: "When cash thins out, financing QUALITY decides. A pre-approval that's fast, certain, and local becomes a genuine weapon for your members." Also flag the diligence bullet: in an enforcement era, knowing the true parties behind an LLC buyer or seller stops being optional - foreshadows the Part 3 takeaway.

ANTICIPATE: "Does this hit our members who own a few rentals?" - "No. A member with four rentals is nowhere near 350 homes. This targets mega-investors only."



P A R T  3  ·  M A R K E T  &  M E M B E R  I M P A C T

Four more provisions your members will feel

Whole-Home Repairs pilot (Sec. 202)
Grant pilot for major repairs not covered by other programs — for low-income owners of single-family, inherited, and manufactured homes, plus small landlords
providing affordable units.

Heirs property solutions (Sec. 804)
Federal report on helping owners of inherited family homes — the Thompsons’ situation — who can’t access credit, relief, or disaster aid without clear title.

Housing counseling reform (Sec. 101)
HUD counseling and financial literacy programs consolidated and modernized — stronger referral partners for your lending team.

Veterans housing improvements
A dedicated title improving housing programs and oversight for veteran homeowners and homebuyers.
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Presenter Notes
Presentation Notes
HOMEOWNER SUPPORT (3-4 min). Frame as "member conversation" provisions - things your front line should recognize when members mention them.

REPAIRS PILOT: for members in older or inherited homes facing a roof or HVAC failure they can't finance, a grant pathway may exist once the pilot stands up. Your lending team should treat it as a COMPLEMENT to home equity products, not a competitor - often a member needs both.

HEIRS PROPERTY - THE THOMPSONS, spend 90 seconds: "This is a quiet crisis. When a home passes through generations without probate, ownership fragments among heirs and nobody holds clear title. The family can't borrow, can't insure properly, can't sell. The law starts modestly - a federal report - but it puts the issue on the national agenda. If your CU serves communities where heirs property is common, the member-education opportunity exists TODAY: encourage estate planning and title clearing before there's a crisis. Every year a family waits, another heir generation makes the title math worse." (Partner context: curative and heirs-property title clearing is core Link Title work - the Part 3 takeaway formalizes it.)

COUNSELING: modernized HUD programs = better-prepared borrowers referred to you.

VETERANS: flag the dedicated title; offer detail after the session for CUs with heavy veteran membership.

TRANSITION: "Part three takeaway - then the timeline that determines your whole plan."



P A R T  3  ·  T A K E A W A Y

Part 3 takeaway: clean title becomes the differentiator

T H E  T A K E A W A Y  F O R  Y O U R  C R E D I T  U N I O N

As cash competition thins, deals are won on financing certainty and clean, defensible title — knowing who’s 
really behind the transaction, and clearing the titles that keep member families locked out of their own equity.

Where Link Title can help

✓ TrueOwner — beneficial-ownership & entity screening: know who’s really 
behind an LLC buyer or seller, and flag collusion patterns, in the investor-rule 
enforcement era
✓ Curative & heirs-property title clearing — the path that puts families like the 
Thompsons back in control of their own asset
✓ Closing-table fraud defense — seller impersonation and wire fraud controls on 
every transaction

Where MemberClose can help

✓ Home equity settlement platform — the financing complement to repair grants: 
equity products ordered, processed, and closed in one place
✓ [MemberClose: insert member-facing education / counseling-referral resources 
for the front line]

✓ [MemberClose: insert any veteran-lending or specialty program support offered 
to CCUA members]
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Presenter Notes
Presentation Notes
PART 3 TAKEAWAY (90 sec). Read the band, then map the fit honestly:

"Part three is where title work stops being a checkbox and becomes strategy. Three places we live: First, in an enforcement era, somebody has to answer 'who is actually behind this LLC?' - that's what TrueOwner does: beneficial ownership and collusion screening on the parties in a deal. Second, the Thompsons: heirs-property families don't need a report from Washington, they need curative title work - that's bread and butter for us. Third, the unglamorous one: seller impersonation and wire fraud are the fastest-growing crimes in real estate, and closing-table controls protect your members' life savings on every deal."

MEMBERCLOSE ANCHOR: their home equity settlement platform is the natural financing complement to the repairs pilot - a member fixing a roof often pairs a grant with an equity loan.

PLACEHOLDERS TO RESOLVE: two bracketed lines - confirm MemberClose's member-education resources and any veteran/specialty program support they want named.

Take one or two questions, then: "Last part - the honest timeline."



T H E  R O A D  S O  F A R

P A R T  4  O F  4

What Happens When

Implementation timeline  •  Your 90-day action plan  •  Questions to expect
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Presenter Notes
Presentation Notes
TRANSITION (30 sec). "A law this size doesn't take effect all at once. Some of it is live today, most arrives through rulemaking, several pieces are multi-year pilots. Here's the honest timeline - and what to do about it in the next 90 days."



P A R T  4  ·  W H A T  H A P P E N S  W H E N

The honest implementation timeline

Effective now

Law in force as of July 11, 2026

•  Statutory board-meeting minimum reduced to 6
(bylaws still govern)
•  Manufactured home definition updated in 
statute
•  Investor purchase prohibition on the books
•  Agency mandates and deadlines begin running

Next 6–18 months

The rulemaking wave

•  HUD: construction code & energy standards for 
chassis-less homes; Title I limit updates
•  CFPB: QM points-and-fees and LO compensation 
adjustments
•  Treasury: investor definitions, enforcement & 
consumer rules
•  NCUA: model bylaw updates and guidance

Pilots & studies

Multi-year programs

•  FHA small-dollar mortgage pilot (4 years)
•  Whole-Home Repairs grant pilot
•  PRICE Act MH community grants
•  NCUA de novo study · heirs property report
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Presenter Notes
Presentation Notes
TIMELINE (4 min). The credibility anchor of the webinar - precise and honest.

COLUMN 1: "The law is in force. But 'in force' isn't 'operational.' The board change is real statutory law - your bylaws still govern until amended. The investor ban is on the books - enforcement mechanics come from Treasury."

COLUMN 2: "The next 6-18 months is where the action is. HUD rewrites the construction code before a chassis-less home can exist. CFPB acts before small-dollar economics change. Treasury defines how investor ownership gets counted. And every one of those rulemakings has a PUBLIC COMMENT PERIOD - which means your credit union, CCUA, and America's Credit Unions get a voice in the final rules. Assign someone to watch these dockets."

COLUMN 3: "Pilots and studies are the long game - the FHA small-dollar pilot alone runs four years and will generate the data that shapes permanent programs."

THE KEY LINE - deliver slowly: "The gap between law-signed and rules-final is not waiting time. It is preparation time. That's the whole premise of the next slide."



P A R T  4  ·  W H A T  H A P P E N S  W H E N

Your 90-day action plan

1 Brief your board
Present the law’s CU provisions; start the bylaw conversation on meeting 
cadence

2 Stand up ROV procedures
Written reconsideration-of-value policy + staff training — your nearest 
compliance item

3 Model small-dollar economics
Design the product — including a cost-proportional settlement stack —
so you can launch the day CFPB relief lands

4 Assess manufactured housing readiness
Lending policy, collateral standards, and state-by-state titling / de-titling 
process

5 Map the member opportunity
Find your Mayas, your Earls & Donnas, your Thompsons — then plan the 
outreach

6 Assign a rulemaking watcher
One owner tracking HUD, CFPB, Treasury & NCUA dockets — and filing 
comments
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Presenter Notes
Presentation Notes
ACTION PLAN (4 min). "Everything until now was education. This slide is homework." Walk all six briskly, then prioritize:

IF THEY ONLY DO THREE: #2 (ROV procedures - the one near-term compliance requirement), #1 (board briefing - governance owns the bylaw question), #6 (rulemaking watcher - comment windows are short and this is where CUs shape the final rules).

ON #3: "Modeling small-dollar economics costs a spreadsheet and a meeting. Launching six months behind a competitor costs the market. And model the WHOLE cost stack - at $90K, your settlement costs are a design variable, not a pass-through."

ON #4: titling/de-titling readiness is the step most CUs skip - and the one that creates collateral risk if skipped.

ON #5 - persona payoff: "Your core system already knows who your Mayas and your Earls are - renters with strong payment history, members with chattel loans on your books or on their credit reports. The outreach list writes itself."

Remind: the emailed follow-up includes this as a one-pager for their next management meeting.



P A R T  4  ·  W H A T  H A P P E N S  W H E N

Questions you’ll get asked — answered in advance

Do we have to change anything today?

Very little is mandatory on day one. ROV procedures are the nearest compliance 
item; most provisions are opportunities pending rulemaking.

Can our board really meet just six times a year?

The federal minimum is now 6 — but your bylaws and state law govern until 
amended. Sequence: NCUA guidance → bylaws → cadence.

When can we profitably offer small-dollar mortgages?

When CFPB fee-cap relief lands and the FHA pilot opens. Model the product now; 
launch timing follows the rules.

Is manufactured home lending safe for us?

The risk was never the home — it’s titling and community stability. Both improved 
under this law, if your titling process is right.
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Presenter Notes
Presentation Notes
PROACTIVE FAQ (3 min). "Before the floor opens, the four questions we hear most - because your board, your examiners, and your members will ask you the same ones."

Deliver each conversationally and add:
Q1: the trap is assuming everything is either mandatory-now or ignorable - it's neither; it's a preparation window.
Q2: sequence discipline - a board that skips bylaw amendment and just stops meeting monthly has a compliance problem, not a modernization win.
Q3: FHA-approved CUs should watch pilot eligibility criteria when published.
Q4: the sentence worth repeating: "Chattel versus real property is the whole ballgame in manufactured home lending."

Then the Part 4 takeaway, the five things to remember, and open Q&A.



P A R T  4  ·  T A K E A W A Y

Part 4 takeaway: the window is now

T H E  T A K E A W A Y  F O R  Y O U R  C R E D I T  U N I O N

The rulemaking window is preparation time, not waiting time. The credit unions that model products, fix 
procedures, and file comments over the next 6–18 months will own these markets when the rules land.

Where Link Title can help

✓ A national regulatory footprint watching state titling & recording changes as 
federal rules cascade down — we flag what changes in your states
✓ Program playbooks ready to deploy: small-balance settlement stacks and MH 
titling workflows, built before you need them
✓ A standing partner for the comment-window questions: what a proposed rule 
actually means at the closing table

Where MemberClose can help

✓ One platform relationship instead of a vendor scramble — add services as each 
program launches
✓ [MemberClose: insert implementation / onboarding support for CUs standing up 
new loan programs]

✓ [MemberClose: insert regulatory-update communications or client advisory 
resources]

MemberClose  |  Link Title 26

Presenter Notes
Presentation Notes
PART 4 TAKEAWAY (60 sec). Read the band - it's the thesis of the whole hour.

PARTNER FRAME, light touch: "Our role in the window is simple: watch the rules so you don't have to, and have the playbooks built before you need them. When CFPB moves on small-dollar or HUD moves on manufactured housing, the CUs who win will be the ones whose settlement and titling processes were designed in advance - that's the work we'd love to do with you during the quiet months."

PLACEHOLDERS TO RESOLVE: two bracketed MemberClose lines - implementation/onboarding support and any regulatory-update communications they publish.

Then: "Five things to remember, and we'll open it up."



I F  Y O U  R E M E M B E R  F I V E  T H I N G S

The ROAD ahead

1 This law was built for the borrowers credit unions already serve — and CUs write small mortgages at the highest rate of any lender type.

2 Small-dollar mortgages and manufactured housing are your two new lending frontiers — model them now, settlement stack included.

3 ROV procedures are your nearest compliance to-do — put them on this quarter’s calendar.

4 Board flexibility is real, but bylaws and state law come first — sequence it properly.

5 The rulemaking window is preparation time — the credit unions that prepare during it will own the opportunity.
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Presenter Notes
Presentation Notes
TAKEAWAYS (2 min). Deliver slowly - this is the slide people screenshot.

CLOSE THE PERSONA LOOP: "And remember why it matters: Maya gets a mortgage instead of a rejection. Earl and Donna get their car payment back every month. The Thompsons get their family's asset back. Congress built the road. Your members are already standing on it, waiting for someone to drive."

CLOSING LINE: "In every market this association serves, the lender best positioned to be first is a credit union - because you were serving these borrowers before it was legislation."

Move to Q&A.



Questions & discussion
Thank you, CCUA members — let’s talk about what this means for your credit union.

MemberClose   Home equity & mortgage settlement solutions for credit unions
Bryce Jackson · bjackson@ccua.org · 401-480-4139

Link Title National title & settlement — licensed in 36 states · titling, de-titling, curative & fraud 
defense
Auvese Pasha · [email] · [phone]

Attendees will receive this deck, the 90-day action checklist, and a provision-by-provision reference guide by email.
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Presenter Notes
Presentation Notes
Q&A + CLOSE (remaining time). Facilitate from the panel. Likely live questions beyond the FAQ slide:
- "How does this interact with title insurance requirements / AOLs?" - Educational and neutral: the Act doesn't change title insurance requirements; separate GSE-level programs govern title alternatives like waivers and attorney opinions. Offer a dedicated session if there's interest - it's a natural follow-up webinar.
- "What should state-chartered CUs do about the board provision?" - Check your state act and league guidance; parity provisions vary by state.
- "Where do we track the rulemakings?" - Regulations.gov dockets for HUD/CFPB/Treasury, NCUA's proposed-rules page, plus CCUA and America's Credit Unions alerts. Links in the follow-up email.
- "Can you help us look at our manufactured housing / small-dollar process?" - "Absolutely - reach either of us and we'll set up a working session." (This is the conversion moment; keep it easy and generous.)

CLOSE: Thank CCUA and attendees. Confirm the follow-up email (deck + checklist + reference guide). End ON TIME - respecting the hour is part of the brand.
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