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No Place
Like Home

Latinos are investing in real estate,
lifting the economy

BY MATT ALDERTON

onoma County, Calif,, is best known for wine.

But when Adriana Buenrostro moved there from

Los Angeles six years ago, she wasn’t interested

in growing grapes. Instead, what she most

wanted to cultivate was a stable future for her

family. “I wanted to start building wealth for my
children,” says Buenrostro, 35, a single mother of two sons,
ages 6 and 7. “And in my book, the best investment out there
is real estate.”

Buenrostro found work as a property manager and
eventually obtained her real estate license. In October 2016,
she began selling real estate part time while she continued
managing properties. For more than a year she lived off the
salary from her first job and saved the commissions from
her second. Then, in spring 2018, she had enough money
for a down payment on her first home in Santa Rosa, Calif.
Although the house needed work, it’s more than twice
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the size of her previous
apartment — big enough to
accommodate her mother,
a first-generation Mexican
immigrant who has moved
in to help with child care.

Buenrostro is one of
millions of Latinos whose
American dream includes
homeownership, according
to the National Association
of Hispanic Real Estate
Professionals (NAHREP). In
2017, it reported that 7.5
million Hispanics owned
homes in the United States,
which equates to 46.2
percent of the Hispanic
population. Although that’s
down from 49.7 percent in
2007 — before the subprime
mortgage crisis — it’s
increased from a post-crisis
low of 45.4 percent in 2014.
In fact, Hispanics are the
only demographic whose
rate of homeownership has
increased each of the last
three years, according to the
study.

Clearly, Latinos hunger

for homes of their own. If
they can sate their appetite,
the entire country stands to
gain.

NAHREP co-founder and
CEO Gary Acosta attributes
the surge in Latino home-
ownership to a perfect
storm of demographic,
economic and cultural fac-
tors. According to NAHREP
research data, demographi-
cally, he says, Latinos are
a young population: Their
median age is 28, which is
10 years younger than the
general population. “Nearly
30 percent of Hispanics
are millennials, who are
just now moving into what
I would consider prime
homebuying years,” Acosta
says.

Economically, Latinos
have been buoyed by rising
incomes and education. In
2016, for instance, median
Hispanic household income
increased 4.3 percent to
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$47,675, while the number
in poverty declined to 19.4
percent or 11.1 million.

“The college graduation
rate for Hispanics in this
country is up almost 15
percent in the last 15 years,
which is a big change,”
says Ralph DiBugnara, vice
president of retail sales at
New Jersey-based mortgage
lender Residential Home
Funding. “Second- and
third-generation homebuy-
ers, especially, are more
educated. With that, you're
seeing more established
credit and improved income,
which means more Hispan-
ics in general are qualifying
for loans.”

Additionally, there are
cultural drivers. “Hispanics
by nature have a very strong
affinity towards home-
ownership,” Acosta says.
“Family is very essential to
Hispanic culture, and the
home provides the perfect
setting for a thriving family
environment.”

Jasmin Elizarraras is
typical of many Latino
homebuyers. The 28-year-
old pediatric nurse recently
purchased her first home.

“I grew up in California and
lived in an apartment for
basically all of my child-
hood,” says Elizarraras. Her
parents immigrated from
Mexico and had always
dreamed of owning a home.
“Because the cost of living
in California is so high, their
dream was unattainable
until we moved to Memphis.
That was in 2005, and my
parents bought their first
home in 2006. That influ-
enced me. I decided not to
rent and instead put money
into something that's mine.”

Although real estate is

attractive to Latino buyers,
it doesn't always come easy.
One challenge is financing,
according to NAHREP, which
reports that 56 percent of
surveyed Latinos believe it
would be difficult for them
to qualify for a mortgage. In
many cases they're correct,
according to Rick Sharga,

business credit. That makes
it tough to qualify for a
conventional loan.”

A related issue is educa-
tion. “The Hispanic com-
munity doesn’t understand
the system,” says real estate
attorney Teresa Bernhardt,
board chair of Mi Techo, a
Memphis-based nonprofit
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not nearly as
complicated as it is here.”

Another hurdle is the lack

of affordable housing. “The
biggest challenge right now
is the fact that there’s very

limited inventory in many
of the key markets where
Hispanics tend to live in
large populations,” Acosta
says.

Some lenders are com-
mitted to helping Hispanics
overcome these obstacles.
For example, Carrington
offers federally insured
FHA loans that require
lower down payments and
have less rigorous lending
standards, as well as pro-
prietary loan products with
underwriting guidelines
that prioritize income and
savings over credit. They're
also hiring more Latino staff.
“We are reaching out to the
Latino community with loan
products that are suited to
their specific needs, and
with loan officers, real
estate agents and real estate
brokers who are part of the
culture itself,” Sharga says.
“It’s a lot easier for first-
time buyers when they're
dealing with somebody who
understands where they
come from and what they
need.”
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