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SOCIAL CHECKUP
Does your social media 
content set you apart?

Diversity is critical to the future success of the mortgage 
industry, and now more than ever becoming an open resource 
for financial literacy is pivotal as we move forward to the next 
phase of our industry.



If we can change the way people 
feel about homeownership and 

show them that with the proper 
preparation they can succeed, 
then we can turn the statistics 

around across the nation.

Tony Thompson 
President & CEO

Cultural Outreach

Making up 37% of homebuyers and over 50% of 
new mortgages (National Association of Realtors).
This handout highlights some key findings from our 
2021 NextGen Homebuyer report.

Defined as buyers from ages 22-37, including Millennials and 
Generation Z of mixed ethnical backgrounds. Cultural Outreach 
surveyed 1,000 NextGen homebuyers to understand their 
mindsets and experiences related to homeownership, particularly 
during the current climate of change and volatility. All of those 
surveyed had purchased a home in the past three years or were 
planning to purchase a home soon.

DIVERSITY IS CRITICAL

What is a NextGen Homebuyer?

NextGen is the largest 
growing demographic 
of homebuyers! 

THIS MONTH’S DOWNLOAD
NextGen Homebuyer Mindset

In an initiative that seeks to connect NextGen homebuyers through 
meaningful and impactful content that will help them better understand 

the benefits of homeownership in their communities.

Together, AmeriSave Mortgage and Cultural Outreach intend to make a 
meaningful impact on the path towards homeownership.

AmeriSave has partnered 
with Cultural Outreach!

Who is 
Cultural 
Outreach?

Cultural Outreach connects companies with 
underserved markets and Millennials through 
cause-driven marketing & community-building 
services that drive business results. Cultural 
Outreach arms providers with critical tools to 
drive homeownership growth in all channels.

To learn more, visit 
http://www.CulturalOutreach.com

Michael Brenning, President 
AmeriSave Wholesale Mortgage Solutions

Beyond doing the right thing, which is why AmeriSave is at the table engaged, we see 
a tremendous business opportunity in developing strategies that our multi-channel 
platform can bring to market. The idea being that doing the right thing is good 
business is not just an altruistic statement, there is a very large untapped marketplace 
awaiting lenders that develop the right strategy. And through our partnership with 
Cultural Outreach, we intend to be the lender that figures it out at a nationwide, 
commercial-level scale!



content that connects

Remember, you are the trusted 
advisor for your community in 
the homebuying process. Share 
information and content that is 
educational and provides solutions 
to buyers’ questions and challenges. 
When creating content for social 
media, look to conversations with 
your colleagues and customers 
for inspiration. The number one 
hurdle first-time homebuyers 
face is a lack of confidence in the 
process (Cultural Outreach NextGen 
Homebuyer Report). How can you 
help break down that process and 
share information and resources 
that empower your consumers? 
Consider the following themes 
when creating content.

create visual, shareable content

Content that’s easily digestible or 
shareable will be more memorable 
and practical. Shareable content 
also has a better chance of being 
shared by others in your network, 
expanding your potential audience.

transparent process

• Explain the home buying process 
simply & digestible 

• Make information accessible 
• Appeal to your demographic
• Create a safe, engaging 

environment to connect

include a call to action (cta)
Consider messaging like, “Let’s make a 
plan for your path to homeownership!”

incorporate video!
93% of businesses reported gaining 
a new customer as a direct result 
of a video posted on social media 

(Animoto). 

• Post Facebook and Instagram 
Stories daily

• Post short, authentic, relevant 
videos several times a week

• Host a FB Live event (ex: Q&A, 
interview with a colleague, 
homebuying tips)

More importantly, get out in your 
community & have fun!

Know your strengths and what sets you 
apart as a housing professional. Pull from 
your experience with colleagues and 
customers to build an arsenal of tools and 
resources that you can share with your 
community. When you think of yourself as 
a member of the community first, and a 
marketer second, building your social media 
brand and presence is easier than you think.

SOCIAL CHECK-UP

social!
SOCIAL MEDIA IS...







POST THE FEATURED CONTENT ON YOUR SOCIAL MEDIA PAGES

CATCH THE NEXT EDITION COMING IN JULY

Amerisave & Cultural Outreach are 
passionate about bringing you quality, 
mission-driven resources & look forward 
to many more years of collaboration. 

Together, we can ignite change!

Sincerely, 

The Cultural Outreach Team

Are your social media channels reaching today’s home buyers?
Reach us at info@culturaloutreach.com to share your experience!

http://www.culturaloutreach.com/
http://www.culturaloutreach.com/
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