




















IDAs and Banks: A Solid “Match”

Table 2 (Updated Community Affairs Officer contact information can be found at http://www.fdic.gov/consumers/community/offices.html.
Bankers who are interested in additional information on IDAs are encouraged to send an email inquiry to the Community Affairs Office for

their state.
FDIC Community Affairs Officers

Community Affairs Officer

Division of Supervision

Area of Responsibility and Consumer Protection

Phone: (678) 916-2249 (direct)

Thomas E. Stokes Atlanta Regional Office Alabama
10 Tenth Street, N.E. Florida
Suite 800 Georgia
Atlanta, GA 30309 North Carolina

South Carolina

Phone: (800) 209-7459 (toll-free)

Phone: (800) 765-3342 (toll-free) Virginia
West Virginia
Timothy W. DeLessio Boston Area Office Connecticut
15 Braintree Hill Office Park Maine
Braintree, MA 02184 Massachusetts
Phone: (781) 794-5632 (direct) New Hampshire
Phone: (866) 728-9953 (toll-free) Rhode Island
Vermont
Michael Frias Chicago Regional Office lllinois
500 West Monroe Street Indiana
Suite 3300 Kentucky
Chicago, IL 60661 Michigan
Phone: (312) 382-6903 (direct) Ohio
Phone: (800) 944-5343 (toll-free) Wisconsin
Eloy A. Villafranca Dallas Regional Office Colorado
1910 Pacific Avenue New Mexico
20th Floor Oklahoma
Dallas, TX 75201 Texas
Phone: (972) 761-8010 (direct)
Phone: (800) 568-9161 (toll-free)
Elizabeth Kelderhouse Kansas City Regional Office lowa
2345 Grand Boulevard Kansas
Suite 1200 Minnesota
Kansas City, MO 64108 Missouri
Phone: (816) 234-8151 (direct) Nebraska

North Dakota
South Dakota

Clinton Vaughn Memphis Area Office Arkansas
5100 Poplar Avenue Louisiana
Suite 1900 Mississippi
Memphis, TN 38137 Tennessee
Phone: (901) 818-5706 (direct)

Phone: (800) 210-6354 (toll-free)

Valerie J. Williams New York Regional Office Delaware
20 Exchange Place District of Columbia
4th Floor Maryland
New York, NY 10005 New Jersey
Phone: (917) 320-2621 (direct) New York
Phone: (800) 334-9593 (toll-free) Pennsylvania

Puerto Rico
Virgin Islands

Linda D. Ortega San Francisco Regional Office Alaska
25 Jesse Street at Ecker Square Arizona
Suite 902 California
San Francisco, CA 94105 Guam
Phone: (415) 808-8115 (direct) Hawaii
Phone: (800) 756-3558 (toll-free) Idaho

Montana
Nevada
Oregon

Utah
Washington
Wyoming
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The following organizations are additional sources of
information for banks that may want to participate in
an IDA program.”’

e CEFED is a nonprofit organization established in
1979 as the Corporation for Enterprise Develop-
ment (http://www.cfed.org). CFED strives to ensure
that every person can participate in, contribute to,
and benefit from the economy by bringing together
community practice, public policy, and private
markets. The CFED Web site includes IDA program
statistics, model legal and operational documents,
the results of scholarly research, and minutes of
meetings and conferences in the IDA arena.

e The Center for Social Development (CSD) is affili-
ated with the George Warren Brown School of
Social Work at the Washington University in
St. Louis, Missouri (http://gwbweb.wustl.edu/csd).
CSD is a leading academic center of theory and
research on asset-building strategies for low-income,
low-asset populations. The CSD Web site includes
the complete ADD report.

e The Doorways to Dreams (D2D) Fund works to
expand access to financial services, especially asset-
building opportunities, for low-income families by
creating, testing, and implementing innovative finan-
cial products and services (http://www.d2dfund.org).
An online IDA software package, along with exten-
sive information and product templates for refund
splitting, are available on the D2D Web site.

IDAs: Indeed a “Good” Match

A sound business case exists for banks to develop
strategies to attract low- and moderate-income

7 The FDIC does not endorse any specific Web site or program
related to IDAs.

customers, as these individuals are generating signifi-
cant revenues for nonbank financial companies. IDAs
are a straightforward, low-risk way to appeal to such
customers. Although IDAs are unlikely to be profitable
in the short term, expanding relationships with these
customers may generate profitability over the longer
term. In addition, other benefits accrue to banks partic-
ipating in IDA programs, such as positive consideration
during CRA examinations and goodwill in the commu-
nity. If some of the barriers can be overcome, then IDA
programs may become more widespread, providing
additional opportunities for low-income individuals to
join the financial mainstream and for banks to reach
out to new customers.

Author: Rae-Ann Miller, Special Advisor to the Director,
Division of Insurance and Research,
rmiller@fdic.gov
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sburhouse@fdic.gov
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IDAs and Banks: A Solid “Match”

Many successful IDA programs operate across the coun-
try. The FDIC has participated in a number of programs,
often facilitating communications between sponsoring
organizations and financial institutions and providing
financial literacy and other technical assistance. One
example is The Family Conservancy (TFC) in Kansas
City, Missouri. TFC is the oldest and largest nonprofit
social service agency in the Greater Kansas City area.
More than 120,000 people are served annually by TFC
programs that focus on asset building, counseling, early
childhood education, and family support. TFC is the
largest administrator of IDAs in the Kansas City metro
area, offering more than 900 accounts with $1 million in
committed funding.

TFC recruits IDA participants from community organi-
zations such as El Centro, an organization offering finan-
cial counseling and other services to Latino immigrants;
Rose Brooks Center, a shelter for homeless women; and
the Kansas Department of Social and Rehabilitation
Services. The maximum income for participation is 200
percent of the federal poverty level, or about $40,000 for
a family of four.

Participants may use account proceeds only for home
purchase, entrepreneurship, or post-secondary education.
Participants’ deposits are matched two for one, and there
is a one-year prohibition on withdrawing matched funds.
TEC applies for grants and receives funding for the match
from a variety of sources, including the U.S. Department
of Health and Human Services, state agencies, philan-
thropic foundations such as the Ewing Marion Kauffman
Foundation, and public corporations, including banks.

The FDIC’s Money Smart curriculum is used for TFC’s
financial literacy training requirement. The Money Smart
curriculum consists of ten modules and is available in
English, Spanish, Chinese, Korean, Vietnamese, and
Russian. TEC IDA participants must complete all ten
modules to keep their matched funds. Money Smart
classes are taught at TFC headquarters, as well as at the
Rose Brooks Center and El Centro.

U.S. Bank, N.A., and UMB Bank, N.A., administer the

reserve and participant accounts. These banks have

Local Success Story — The Family Conservancy IDA Program

provided some direct funding to the IDA program as well
as operational support. These banks also relaxed policies
governing the number of years during which potential
IDA account holders must show a clean check-writing
record.

The FDIC also worked with TFC to spin off ten IDA
slots to the rural community of Emporia, Kansas, in an
attempt to bring financial education and asset-building
assistance to immigrants and other local individuals,
particularly in the meatpacking industry. Emporia
Community Housing Organization (ECHO), a commu-
nity-based organization that provides low-income hous-
ing to Emporia residents, sponsors the accounts, and
Emporia State Bank hosts the accounts.

The TFC IDA program has produced very favorable
results for individual participants and the banks. As of
December 31, 2006,

e 1,183 individuals had opened IDAs;

® $2,722,250 in total potential participant savings,
including matched funds, were deposited;

e 371 individuals had successfully exited the IDA

program;

e 170 IDA participants purchased a home, and about 50
percent of these participants received mortgages from
partner banks;

e 175 IDA participants used funds for post-secondary
education;

e 73 IDA participants started or expanded a small business;
e 38 IDA participants used funds for home repairs;

e 27 IDA participants transferred savings to an individ-
ual retirement account;

e 7,400 hours of FDIC Money Smanrt financial education
were completed; and

e 895 individuals graduated from the Money Smart
curriculum.
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