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What is credit?!@ 
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First Impressions 

 



 

Credo: CRED o (kreedô o) v. 

trust 
 

Credit : CRED it (kredô it) n.  
value; worth  
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First Impressions 

 



CBA Mission 

  

 To create innovative solutions for asset 

building organizations to help low and 

moderate income families build stronger 

credit and financial access in order to 

grow their businesses and/or personal 

assets. 
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CBA Board 

 CBA has a diverse active board representing: 
 

ï ACCION International 

ï Center for Financial Services Innovation - ShoreBank 

ï Central Vermont Community Action Council/Community 
Capital of Vermont 

ï Church of the Brethren Credit Union 

ï Ethiopian Community Development Corporation EDG 

ï Justine Petersen Housing 

ï New Mexico Assets Consortium 

ï Opportunity Finance Network 

ï RUPRI Center for Rural Entrepreneurship 

ï Virgin Money USA (formerly CircleLending) 
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CBAôs Work 

CBA is implementing its mission through three main activities: 
 

Innovative Products and Services 

 CBA Reporter community lenders report borrower data through our 
unique partnerships with major credit bureaus.  

 

 CBA Access negotiating low cost credit reports for lending, credit 
education, and measuring outcome 

 Business Reporter small business lenders report business/commercial 
information to Experian and Dun & Bradstreet. 

 

Knowledge Sharing, Training and Consulting 

 CBA Toolkit online resource sharing tools, strategies and best practices 
 

 

 CB 5-Step Training and Workshops as webinars and on-site trainings 

 Credit Outcome and Credit Builder Loan Development consulting  
 

Research and Awareness Raising 

 Longitudinal Research with Justine Petersen & Chicago LISC 
 

 

 Credit Outcome Tracking effective objective longitudinal measure 
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Goals 

By the end of this workshop, we hope you will: 
 

Better understand todayôs credit economy 
 

Value credit as a financial asset 
 

Have new strategies to build credit 
 

Connect credit building to your diverse work 

Asset-Based Approach to read a Credit Report 

Access to credit reports and scores 

Ideas for an Opportunity Loan for your target market 

Options to measure outcomes with credit reports 

 
 

Find Credit Builder Toolkit a helpful clearinghouse 
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Part 1 

 
 

 

 

Todayôs Credit 

 

© 2008 Credit Builders Alliance, Inc. Some rights reserved.  



ñEnabling CBAôs clients to report data to us expands the 

credit system to many individuals who have not had the 

benefits of an established credit history in the past. We 

applaud CBA for their pioneering work, and we are 

looking forward to seeing the results of our joint efforts.ò  

Zaydoon H. Munir, Sr Vice President, Experian 

 
CBA Reporter 
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Credit Reporting ï 

the beginning 

Small Business. Small Bureaus. 

 

Å Small retail merchants traded financial info 

about customers to minimize risk 

Å Merchant associations turned into small credit 

bureaus 

Å Only negative credit information reported 
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Credit Industry 

Today 

 Big Business. Big Credit Bureaus. 
 

Á Uniform electronic data furnisher process 

(Metro2 and e-Oscar) 

Á Elimination of intermediaries 

Á Expanded use of credit scoring & Automated 

Underwriting Systems (AUS) for businesses 

nationwide 
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Credit Industry 

Today 

 Fair Credit Reporting Act 

 
Consumer Rights created circa: 

1971  View, dispute and correct records 

1996  Verified response within 30 days from credit bureaus 

2003  Fair and Accurate Credit Transaction Act added 

2004  Free Credit Reports and ñFairly pricedò scores 

2010  Direct dispute with data provider 

2011  Risk-based pricing notice 
 

For more info: www.privacyrights.org 
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Credit Reporting 

Today 

 Fair Credit Reporting Act 
 

ï Credit bureaus responsible for integrity and accuracy of 

data in databases 

ï Consumers have right to see & dispute information and 

receive verified response within 30 days 

ï Data providers need to report fully and consistently and 

verify data upon dispute 

 

éall this in a VOLUNTARY system 
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Credit Industry 

Today 

VOLUNTARY for-profit system 
 

Increased costs of reporting 

   

Data in/Data out Issues 

 

Underrepresented Low-Income 

And Minority Communities 

Collection Agencies  

to the rescue!  
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Catch-22 

 
Good Credit scores provide access for most 

business transactions 
 

BUT 

Individuals, entrepreneurs and communities 

with low or poor traditional credit have 

few opportunities to build good credit 
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Financial System: 

Cut Two Ways 

40% of US population have no score or a low credit score 
 

Å 15 percent of the U.S. population - between 35-50 million people ï 
have no credit files or thin files and are ñunscoreable.ò 

Å 25 percent of the population have poor scores (lower than 650 
FICO) 

 

Low credit scores = ñunderbankedò  
  

40% of US population are using alternative financial services  
(CFSI)  
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Two-Tiered  

Financial System 

Credit Card(PIF) 

 

Credit Card (balance) 

 

PayDay Loan 

 

0% loan 30 days 

 

22% APR 

 

400% APR 
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Part 3 

 
 

 

 

Nonprofits and Financial Capability 

 in Todayôs Changing Credit Economy 
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CBA Theory of 

Change 

 

Financial Education with 

ñJust-in-Time Productò 

 

leads to  

Measurable Outcomes 

Financial Capability 
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Credit Builder 

5-Step© 

Step 1 :  Rethink: Credit = Asset 
  Impart importance of good credit 

 

Step 2 :  Know the Score 
  Pull a credit report ï Financial Resume ï at every client intake  

 

Step 3 :  Get Good Stuff Going 
 Build good credit first before dwelling on bad debt. 

 

Step 4:   Create a Credit Action Plan 
  Integrate credit into income, saving, debt reduction, asset accumulation 

and budget and cash flow goal planning. 
 

Step 5:   Celebrate Success! Credit Outcomes 
  Credit report outcome tracking helps you and your client stay on track! 
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Credit Building 

Strategies 

Step 1 :  Rethink: Credit as an Asset 
ñmany people are creditworthy, but not credit educatedò 

 

 Impart importance of good credit 

 Help your client ñownò their credit report 

   

  
        

       Credit Builder Tool:  Credit Builder 5-Step 
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CBA Theory of 

Change 

ñCredit is a Financial Assetò 
 
 

Good credit rating will save approximately $250,000 in 

interest throughout our working lives 
 
 

A car buyer can save $50/month on a 36-month car loan.  

 

A renter has access to apartment in community with good schools  

  

Consumer has security and utility company deposits.  
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Good Credit = Asset 

 
Yes! helps families build wealth ï a home, a business, education.  

 

Yes! offers access to safe, affordable financial services  

 

Yes! impacts opportunities with growing number of businesses: 

Å landlords/rental housing 

Å insurers 

Å auto lenders 

Å employers 

Å banks -- checking, savings, and investment accounts 

Å utilities and phones 

Å medical providers 
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Potential Savings over 30 years = $92,160 
 

Source: www.myfico.com 

30 year fixed mortgage of $300,000 

Credit 
score  

Monthly Payment  Total Interest  

620 $1,815.00  $353,400.00  

650 $1,711.00  $315,960.00  

700 $1,559.00  $261,240.00  

Better credit 

saves money 
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Good grades but bad 

credit? 

Student Loans 
 

It is difficult to obtain a private student loan with FICO score below 630-650.  
85% to 95% of private student loan borrowers have credit scores of 650 or higher.   
 

Most education lenders calculate interest and fees in 5 tiers based on credit scores 
- each tier with 1% - 2% higher interest.  

 
Borrowers with worst scores pay 5% - 6% more interest.  

Fees are also higher by as much as 9%. 
 

Students with bad credit can pay 20% - 40% higher monthly payments   
-- or DOUBLE the Interest over the lifetime of the loan.  

 
 
 

Source: www.finaid.org 
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Potential Savings over 5 years = $6,288 
Source: www.bankrate.com 

$10,000 auto  loan, 5 year term  

Score  Interest Rate  Monthly Payment  Total Interest  
Paid 

Low  25% $294.00  $7,611.00  

Okay 12% $222.00  $3,347.00  

Excellent  5% $189.00  $1,323.00  

Better credit  

saves money 
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Credit building is 

Asset Building 

ñCredit building may be the most cost-effective and 
efficient asset building tool.ò  

 Robert Boyle, Justine Petersen Housing, St. Louis 

JPôs Premise 

Å The single most important factor in developing and increasing 
long term assets is attaining and maintaining a high credit score.   

Å As advocates and practitioners we have a responsibility: 

ï to recognize how important good credit is in our financial 
culture, and by contrast how debilitating bad credit is 

ï to convey information to our client/customer about how to 
begin to get good credit and how to safeguard or improve her 
credit if hard times hit. 
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CBA Theory of 

Change 

 

Credit Report 

 

--  it is their FINANCIAL RESUME 
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What is Credit 

Building? 

 

X Credit Repair -  help individuals remove information on the credit report they 

know to be true 
 

? Credit Counseling  - created to offer ñdebt management plansò as bankruptcy 

alternative 
 

! Credit Education - general educational information around credit through 

websites, workshops, etc. 
 

! Credit Coaching ï goal-oriented relationship to offer strategies to change 

behavior so clients build and maintain credit and assets 
 

! Credit Building - asset building products and services to help people create or 

improve their credit 
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What is Credit 

Building? 

 

 

 

X Credit Repair    =  fixing history 

 

? Credit Counseling    =  dealing with crisis 

 

!  Credit Building   =  skills for future 
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Client Approaches 

Overview 

Case Management 
Å Coordinate provision of resources and services for clients 
 

Counseling 
Å Focus on a specific event or problem 

Å Deals with symptoms, not cause ï i.e. too much debt, foreclosure 

Å Crisis orientation 

Å Shorter relationships provides help through issue - i.e. traditional credit 

counselor will offer debt management plan 
 

Coaching  
Å Focus on skill building and changing behaviors  

Å Focus on long-term outcomes 

Å Teaching content based on clientôs unique self-defined needs and goals 

Å Ongoing, collaborative process 
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Coaching 

 

Coaching 
 

What is ongoing, collaborative process?  
 

Å Support to practice new behaviors  

Å Help identify resources without managing service delivery  

Å Empower clients to gain greater clarity on what is 

important to them in life  

Å Facilitate building a comprehensive plan that supports 

desired outcomes  

Å Effectively coach throughout the implementation of plan 
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Credit Building 

Strategies 

Step 2 :  Know the Score 
 Know the credit profile of your client base  

 Pull a credit report at every client intake  
 

What is driving the score? Is it whatôs on the report  

 --- or whatôs NOT on the report.  
 

 

       Credit Builder Tools: 

Community Credit Profile Survey 

Consumer Access to Credit Reports 

Nonprofit Access to Credit Reports 

Asset-Based Approach to Reading a Credit Report (in Outcome Handbook) 
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Whatôs in your score 

Å 35% -- payment histories on your credit accounts, with 
recent history weighted a bit more heavily than the 
distant past. 

Å 30% -- amount of debt you have outstanding with all 
creditors. 

Å 15% -- how long youôve been a credit user (a longer 
history is better if you made timely payments). 

Å 10% -- very recent history, based on your efforts to 
obtain loans or credit lines in the past few months. 

Å 10% -- mix of credit you hold, including installment 
loans (like car loans), leases, mortgages, credit cards. 
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 Decades of credit bureau data shows 

that when a borrower is 30 days late 

they are MUCH more likely to 

become 90 days delinquent ï and 

default.  
 

Thatôs why the delinquencies have such  

a negative impact on credit scores! 



What brings credit UP? 

and DOWN? 
1. delinquencies 
2. lack of recent payments  

(no activity in > 24 months may lead to no score)  

3. maxing out available credit 
 (i.e. using >50%  credit limit) 
 

1. on-time payments  
2. in full each month 
3. reported to credit bureaus 
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VantageScore 

What is the new 
VantageScore? 

 
Å Created jointly by the three 

major credit bureaus 

Å Range is 500 to1000  
 (FICO scores ranges from 350 to 850) 

Å Same model for all three 
bureaus -- only score 
difference will be different 
data across bureaus 

Å Scores for thin file and 
bankruptcy populations 

 

Source: www.vantagescore.com 

 

Payment 
history  

32% 

Utilization 

23% 

Balances 

15% 

Depth  
of credit 

13% 

Recent 
credit 

10% 

Available 
credit 

7% 
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Accessing Credit 

Reports and Scores 

Consumer Access to Reports 

 
Å Credit Education Reports (B2C) 

Å Always a soft inquiry report (no impact on score)  

Å 100% match (no other ñJohn Smithò gets his data) 

Å No SSN, no online report - EIN not accepted 

Å Original Creditor Info to connect collections 

Å List of Soft Inquiries 

Å Lists Date of First Delinquency  

Å Steps on how to dispute/correct errors 
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Accessing Credit 

Reports and Scores 

Consumer Access to Reports 
 

www.annualcreditreport.com 
Free consumer report from each of the three bureaus (Federal) 

Å  Scores cost money 

Å  Different scores available 

 VantageScore from TU & Experian 

 FICO from Equifax 

 

www.myfico.com  

May purchase credit reports with FICO scores for TU & Equifax 

 

www.creditkarma.com  
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Accessing Credit 

Reports and Scores 

Business Access (B2B) 

 
Can pull without SSN 

Original Creditor often Masked for Privacy 

No list of Soft Inquiries 

Employer reports mask EOE info; no score 
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Accessing Credit 

Reports and Scores 

Non-profit Access (B2B) 
   

Lenders can pull Hard Inquiry reports for underwriting 

  HUD Housing and Credit Counseling certified can pull soft inquiry  

 

CBA new partnership with TransUnion!  
ALL NONPROFITS can pull SOFT INQUIRY for Financial Education, 

Training and Outcome Tracking 

 

 

Low set-up fees from $100-$375 

No monthly fees or minimums 

Credit Reports from $3.00 - $5.65 with FICO scores 
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Credit Building 

Strategies 

Step 3 : Get the Good Stuff Going 

 Build NEW good credit first before dwelling 

on old bad credit. New on-time payments 

improve your credit quicker. 

 Partner with a financial institution to open a 

Secured Credit Card 

 Create a Credit Builder Loan. Report it 

through CBA.  
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Just add Product!  

Financial Education becomes Financial Capability 
 

 If you emphasize the importance of good credit and 

credit scores in your TA and educationéé 

  

 Helping your client open a credit account that reports 

reinforces the education by turning knowledge into action 

that can build credit.  

  

EACH MONTHLY PAYMENT IS  

A TEACHABLE MOMENT! 

  



JP Credit Builder Loan 

Loan Amount:  $150.00 

Interest Rate:  Flat $30.00 

Term:  12 months 

Monthly Payment:  $15.00  

 

Success:  

Å Ms. Jones filed Chapter 7 Bankruptcy in January 2006.  In September 2006, 
her credit report accurately reported zero balances on all accounts and no 
credit score.  She opened a Credit Builder Loan and made six on-time 
payments.  In February 2007, her credit score is 637. 

 

Å Ms. Clemons had $4,500 in unpaid collections and a $1,500 civil judgment. 
In July 2006, she had no good lines of credit. Her credit score was 457. In 
September 2006, she opened a Credit Builder Loan and a US Bank secured 
credit card. She made six on-time payments to each. In February 2007, she 
still had $6,000 in unpaid collections and civil judgment and her credit score 
is 557 - a 100 point increase.  
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Beyond First Impressions 
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Mr. M 

December  

2006 

Mr. M wants to 

buy a home. He 

comes to Justine 

Petersen. JP pulls 

credit report. 
 

Initial credit 

score = 513. 
 

Advised to open 

new lines of 

credit.  

+2 months 

August 

2007 

Credit score 

was 619  -- 
credit score 

jumped 106 

points!  
 

Sent dispute 

letters to credit 

bureaus.   

 

Started 

business plan 

to open 

Barber Shop  

 

February  

2007 

Mr. M opens JP 

Credit Builder 

Loan and 

secured credit 

card from U.S. 

Bank. 

+ 6 months 

December 

2007 

Credit score 

now = 635. 
 

Inaccurate 

information 

removed from 

report per 

dispute letters. 

+ 4 months 
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Mr. M  

contôd 

May   

2009 

Mr. M is serious 

about buying a house 
 

Credit score = 652 
 

12 bounced checks 

reporting on credit 

report. These are not 

his, client has never 

bounced a check.  

Sent a dispute letter.  

October   

2009 

Client comes in and 

we pull credit.  
 

Credit score = 663 
 

Bounced checks are 

taken off of credit 

report.  

December    

2009 

Mr. Môs wife has 

twins. Family has 

decided to put off 

homeownership till 

things settle down.  
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Opportunity Loan ñIdeal Candidateò 

 
 

 Questions to ask:  Answers  Yes No 

Client has either a no score or a low score.    
X  

Client has either no active trade lines or only one.   
X  

Client has accounts NOT likely to go into judgment or 

garnishment.  

 
X  

Client has  capacity to pay $45/month .   
X  
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Maryland Credit Builder Products 

 

Whatôs Available? 
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Partner with a Maryland Non-Profit  

 
Community Development Financial Institutions 

(CDFIs) 
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Credi-Start Loan 
 

Loan Amount: $500.00 

Interest Rate: 14% 

Loan Type: Unsecured 

Loan Term: 6 monthly payments of $90 

Requirements:  

Å Proof of Income 

Å Employment (or self-employment) income 

Å Bank account.  

Å No credit history 

Graduation: Business loan, mortgage or secured credit card 
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ECDC 

Car Loan 
 

Loan Amount: up to $8,000 

Interest Rate: risk-based up to 15% 

Term: up to 3 years   

Target: people working multiple jobs and/or going to school; LMI and 
refugees moving further away from the city and public transportation 

Criteria: demonstrated need to get to work, get a job or get to school 

 

 Success Story 

 EDG has provided their community: 
ï $10.2 million in business loans to 580 entrepreneurs 

ï $1 million in car loans to 183 income earners 

ï $2.5 million in match to 908 IDA savers 

ï $730k in EITC refunds to 605 families  

ï $45k in credit builder loans to 47 assets builders 
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Borrow & Save Loan Program 

 

Loan Amount: $300 - $1,000  

Interest Rate: 10.99% 

Loan Type: Unsecured 

Loan Term: 12 months 

Requirements: Employed, Baltimore City Resident at or below 80% of 
the AMI ï must be willing to participate in credit counseling and 
financial fitness education 

  

 The recipient of the loan will receive a $5 match per $5 they deposit 
into their savings account on a monthly basis.  

 

    



Microloan 
  

 Loan Amount: $5,000 to $30,000 

 Interest Rate: 6%-10% 

 Term: Up to 6 years 

 Loan Type: Unsecured 

 Requirements: Start-up for-profit business owner with 10 or less 

 employees. Must be a U.S. citizen or legal alien, demonstrate 

 ability to repay loan and have  reasonable credit history and 

 payment records. Individuals and families residing in the 

 following counties: Wicomico, Worcester, Somerset, Dorchester, 

 Talbot,  Queen Anne's, Caroline and Kent CountiesΟon the 

 Eastern Shore of Maryland. 

 



 

 

Partner with a Local Credit Union!  
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Quick Cash Loan 
 

Loan Amount: $500.00 

Interest Rate: 28% 

Loan Type: Unsecured 

Term: 6 months 

Requirements:  

Å Must be a Credit Union member* for at least 90 days prior 

Å Monthly payment may not exceed 20% of net income 

Å Minimum 2 years employment history & be employed with current 
employer for minimum of 180 days. 

 

* If you live, work, worship, or go to school in the City of Baltimore, or are related to 
someone who meets these membership qualifications or are employed or retired from 
Credit Unions sponsor groups or employee groups (list on website) 

 



  

Credit Builder Loan 
 

Loan Amount: $300 - $1,000  

Interest Rate: 3.30% 

Loan Type: Secured by loan proceeds 

 (The loan is deposited into a savings account and accrues interest 
while the recipient pays off the loan; once the loan is paid off, the 
recipient has access to the funds.) 

 

Loan Term: up to 24 months 

Requirements: Must be a member of FedChoice (all federal civilian 
employees, annuitants and their families in the Washington, D.C., 
Baltimore and Philadelphia metropolitan areas, including immediate 
family & household members are eligible) 

 

    



Share Secured Loan 
 

Loan Amount: Borrow against the amount of $ in savings 

Interest Rate: Regular IRA Dividend Rate +3% 

Loan Term: Varies 

Loan Type: Secured 

Requirements: Must be a Destinations Credit Union Member 

 

     Loan funds are deposited into a FedChoice Special Savings 

Account which will earn dividends while you pay off your loan.  

 

 



Secured Credit Card 
 

Credit Limit: Borrow against the amount of $ in savings 

Interest Rate: as low as 8.99%; varies based on credit history 

Type: Secured 

Requirements: Must be member of Navy Federal 

 

    



  

Second Chance MasterCard 
 

Credit Limit: $200 

Interest Rate: 9.5% - 19.5%  

Type: Unsecured 

Requirements: Must be a Destinations Credit Union Member and must 
contact Destinations free credit counseling  

 

 

    



 

 

Partner with a Bank!  
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ς$29 annual fee 

ς22.9% APR 

ς$200-3,000 credit limit 

ςApproval and funding can be done instantly online 

ςPartially-secured deposit based on risk (25%-100%) 

ςCredit Inform 
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Terms 
ω 0% Interest 

ω $75 closing fee 

ω 12-month term 

ω $56.25 monthly payment via ACH 

Sources 
ω $200 line of credit 

ω $400 installment loan 

Uses 
ω $400 check to borrower 

ω $200 secured card deposit 

 

Requirements 
ω Over 18 

ω No adjustable rate mortgage 

ω No active bankruptcy 

ω No child support or tax arrears 

ω No late rent or mortgage 
payments in last 12 months 

ω At least $1,000 in monthly 
income 

ω Bank account 
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!ƴŘ ǘƘŜ ǊŜǎǳƭǘǎ ŀǊŜ ƛƴΧ 

Product Launch: August 2010 

20 loans 0% losses 0% delinquencies 

3 Months Later: 

621 Median Credit 
Score 

88% increased score 

 

Intake: 

540 Median Credit Score 

38% no score 
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Justine Petersen & Citi/ Banamex 
 Secured Credit Card 

Card Terms 

ω$300 Secured Credit Card 

ω2% interest on the savings 
account 

ωInterest rate on purchases: 
20.99% 

ω$35 Annual Fee 
ςTake 4 financial education 

classes and pay on time for 1 
year and the fee is refunded 
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Client Benefits: 
ω Access to safe and affordable 

credit 

ω One-on-one credit building and 
counseling 

ω Financial education courses to 
learn the best credit card 
practices 

Wǳǎǘƛƴ tŜǘŜǊǎŜƴΩǎ LƴǘŜǊŜǎǘΥ 
ω Supports credit building mission 

ω Met needs for low out of pocket 
expenses 

ω Innovative card features 

ω Helps clients develop healthy 
financial habits with tangible 
products 

ω Stepping stone to micro-loans 
and mortgages 

Justine Petersen & Citi/ Banamex 
 Secured Credit Card 
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Melodie 

Goal: To purchase a home 
Jan 2010: Credit Score = 0; had a credit building appointment, 

had $1200 in collection debt 

Jan 2010: Opened JP Credit Building Loan and Banamex Secured 
credit card. Attended financial education classes and opened 
a second chance checking account at a local credit union 

Mar 2010: Credit Score = 674 

May 2010: Client bought a home through the USDA program 

Dec 2010: Credit Score = 689, client aims to start a business and 
is working with the micro department 

Results & Success Stories 
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Part 4 

 
 

 

 

Offer an Opportunity Loan 
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Innovations in  

Opportunity Loans 

Product:   Amount Lender   

CB Loan/CC  $200  Justine Petersen 

CB Saver    $500  LISC, Peoples CU 

CB Micro    $500   NYANA 

Peer Saving  $1,000 Mission Asset Fund 

Payday Alternative $1,000 CPCDC, Innovative 

Appliance Loans   $1,500 Chautauqua 

Micro Consolidation $2,500 Four Bands 

Debt Consolidation $5,000 Isles 

Car Loan   $4,000 Accord, ECDC 
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Opportunity Loan 

 

$100-$1,000 

 
Å Installment loan 

Å 5% origination fee 

Å 18% interest 

Å 15% held as security 

Credit Builder Loan 

 

$150 installment loan 

 
Å $25 application fee 

Å 12 month term 

Å $12.50 monthly payment 

Å Hold entire principal as security 

until paid off  
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Chautauqua Opportunities 

 

 Appliance Loan 
 

Loan Amount: $500 - $1,400  

Loan Type: Secured  

Interest Rate: Prime +3 (around 8%)  

Term: 1-3 years   

Target: very low-income clients 

   

 Success Story: 

 Annie, a single mother, works 3 jobs to provide for her children. She 
had no stove or fridge. She was cooking on a hot plate and storing 
food in a cooler. Her children were at risk of removal from the home 
by the state protective services agency. With an appliance loan from 
CODI, she has been able to get a refrigerator and a stove in her 
home and keep her children.  

© 2010 Credit Builders Alliance, Inc. Some rights reserved.  



 
CPCDC 

Employee Loan Program 
 

 

 

Loan Amount:  $500-$1,500 

Loan Type: Unsecured 

Interest Rate: 16% 

Term: 12-18 months 

Target Market: Tribal employees 
 

 Success story 

 Ms. Anderson received an employee loan in April 2006. She had no credit 
score and a credit report with only old collections. In August 2007 she had 
paid off the loan and her credit score was 667. She received a second 
employee loan. In March 2008 was able to finance a car.  
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Credit Builder Loan  
 

Client Profile: 
More than 50% of 1,000 clients has no credit profile 

Other 50% have credit score average of 600.  

Most low score from default/bad tradelines only.  

Lots of Payday loan debt led to debt consolidation loan 
 

Product Loan Amount: up to $2,500 

Term: 24 months 

Interest Rate: 10.25% -12.25% 
 

Process:  

1) Credit report review 

2) Confirm outstanding debt 

3) Complete Credit when Credit is Due course 

4) Receive loan up t $2,500 to pay off debt 

5) Build credit history and access business loans 
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Cestas Populares 

 
Taking a traditional lending practice up a notch to create greater and long-lasting impact 

 

 Average Loan Amount:      $200-$1200 
Average Loan Payment:    $200 
Term:                                      Minimum 1 year 
Interest Rate:                        0% 
Target Market:                     Immigrant populations with an informal peer lending circle 
Requirements:                     1)  Have or open a bank account 
                                                 2)  Commit to participating in a Cesta for at least one year 
                                                 3)  Credit report and score review at intake 
                                                 4)  Monthly education including credit education 

 

 After four months, the average credit score increased 52 points.  

 Participants decreased their debt balance (installment and revolving) by an average $1208. 

 No new late payments were reported for the Cestas and all other active accounts that appear in 
the membersô credit reports.  







  Allstate MicroLoan 
 

Loan Amount:  $200-$800 
 

Target Market: survivors of domestic violence 
 

 

Interest Rate: 0% 
 

Term: 12 months 

Requirements:  ongoing IDA saver with at least loan 
amount in their IDA trust account 

  

 



Kentucky Domestic 

Violence Assn 

May   

2008 

Enters 

Economic 

Empowerment 

Program 

June   

2008 

Filed for 

Bankruptcy 

 

Credit 

Score  

= 514 
 

Opens IDA 

to pursue 

college 

degree 

April 

2009 

Opens 

$300 

microloan  

July 

2008 

Obtains 

portion of 

marital 

property; 

uses to pay 

off debt not 

included in 

bankruptcy  

September  

2008 

August  

2009 

  

April  

2010 

Credit 

Score  

= 507 

Credit 

Score  

= 656 

Credit Score  

= 665 

 

Secured rental 

housing.  

 

Ms. S has 

saved $884. 

She uses 

$2,000 for 

semester at 

college. 

 



 When you feel like you canôt see the 

light at the end of the tunnel, it helps to 

know that things will be okay.  I had 

nothing when I left my husband, and 

now I feel hopeful about our future. 

 

 

 

 From Kathy Lane-Barber, Sharonôs 

Economic Justice Advocate: 

 When I first started working with 

Sharon, she was so overwhelmed she 

couldnôt make any decisions, but now 

she knows exactly what she wants.  Itôs 

been amazing to watch her grow into 

herself. 
 


