Innovative Changes

We help people achieve long-term financial health

m Community Development m Staff of 5 & 2 AmeriCorps VISTA
Financial Institution (CDFI) members

m 501.c.3 m 7 member board of directors

m Licensed by State of Oregon m 17 volunteer coaches



Presenter
Presentation Notes
We have a diverse board of directors, our staff are bi-lingual in English and Spanish, and our most of our financial coaches are clients we have trained to be coaches to other clients and community members.

Our board includes members of the African American community, the Latino community, a recent immigrant, and members of the GBTL community. The leadership includes single working moms and people who experienced childhood poverty.



What We Do

- Actionable Financial Education
-Small dollar loans as alternatives to payday loans
-Credit building loans as a gateway to asset building
*Matched savings for post secondary education
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Presentation Notes
Our products are multiple rungs on the ladder, moving them up on their journey to household financial stability, and the education is the glue that keeps the rungs firmly in place.

With CASH Oregon, we promoting our services to the tax payers at the moment they are getting their tax return, that actionable relevant moment when they are most likely to save their refund, get banked, opt in to a class, sign up for a coach or plan on building their credit. 


Who we serve

- People who lack adequate access to responsible financial
products and services

-Low or no credit scores
*Derogatory or no banking history
-Low income, 88% live below 200% of the poverty line



Presenter
Presentation Notes
ECONOMIC JUSTICE AND EQUITY: People banks won’t serve, so they had to resort to payday lenders, rent to own shops and check cashing services.  Its expensive to be poor. We provide trustworthy information, responsible, affordable financial products and services, and referrals to responsible financial institutions. 



In FY 13 we served over 1,200
people
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Partner, Multco Library, 20 seminars, videos


Our Clients

57% are from communities of color
70% are women
Amongst our women clients:
*60% are from communities of color
*45% are female heads of household

*37% are survivors of domestic violence

L

m= Woman of color, head of
household, family of 3, income
below 50% median.

m Poor credit, use payday loans,
check cashers, money orders,
under banked.
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Women, especially women of color, suffer the most from the income gap and the wealth gap.  They experience wage suppression, and they have been the most disenfranchised by the mainstream financial services industry, yet, they are often a family’s ultimate social safety net, which means they are society’s ultimate social safety net so we prioritize women, and women of color, as our most important clients. 

Looking at just Multnomah County, in conjunction with the Coalition of Communities of Color, CFED reported that while 21.4% of white people in Multnomah County are asset poor, for communities of color the figure is 41.5%, and for the Black community it is 52.3%.  Amongst single parents, 47.9% are asset poor.



Workshop Impacts

Behavior Change and Self efficacy

[ know immediate steps I can take to improve my
credit score

I will use bank services that are affordable,
convenient and help me save

I have identified ways to save money

[ will plan my spending so as to not run out of
money

I will refer family and friends to the classes
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Your perception that you can change your situation, take control, this measures participants who agreed or strongly agreed with these statements.
The credit workshop results are particularly remarkable when you think about the opaqueness of the credit scoring system, credit is fraught with mis information and mis conceptions. 


Coaching impact

After six months of working with us:

-84% of clients report that they have taken
steps to achieve a long-term goal.

+79% say that they are experiencing positive
impacts from reducing their stress around
money.
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Staff and volunteers.
Individual goal setting.  
Chronic stress and health. 


Opportunity Loan Impact

3 ] .
Borrowers' attitudes Borrowers' behaviors

» Baseline

m Baseline m Midpoint 63 2% - Midpoint 70.8%

Are you able to avoid unnecessary fees to
Do you feel in control of your finances manage your finances
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Housing, avoiding eviction, high costs debt, payday loans and bank payday loans, and medical costs. 
Self efficacy, in control, action on avoiding fees


700

600

500

400 -

300

200

100

NN

Credit building impact:

changes in credit scores over 12 months
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Credit bulding is asset building


Individual Development Accounts

A 3 to 1 match on savings to fund post secondary education. Savers can
save up to $3,000 to receive a match of $9,000.

Of our 70 savers, 71% are women, 10% are single parents.
35% represent minority groups, primarily Latino and African American.
16 savers are under 24 years old, half of whom are Latino.
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Youth at risk
My brothers keeper initiative
Our saver retention rate is 88.5%.



Tax Time Outreach

150 Responses
»43 are saving part of their refund
» 53 want to work on their credit
» 44 want a financial coach or to attend our workshops
»31 want to enroll in the matched savings program
» 50 want help with FASFA or Health Insurance enrollment information
> 17 people enrolled in a prepaid debit card
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High number saving, national sweepstakes
Pre paid debit card represents someone who was unbanked
Financial empowerment center


Innovative Changes

We help people achieve long-term financial health

Rachell Hall
Women’s Peer Support Group Facilitator
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