
Introduction & Overview



The Community Loan 
Center of America 
combats predatory payday 
and auto title lending 
while providing a 
sustainable and scalable 
social enterprise.



Many American workers live 

paycheck to paycheck

47% of Americans surveyed said they do not 
have $400 available for an emergency
-Source: 2013 Report published by the Federal Reserve Board



2,018
Payday and Auto Title Lenders

$2 Billion
Fees charged Texans in 2019

42,878
Cars repossessed in Texas in 2019

Texas

$ 5.2 Billion
The industry of payday and 

auto-title lending in our state

in 2019
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Graphic from ACE Cash Express 

Training Guide



Predatory Financial Practices: 

Affects the workplace 

83% of human resources professionals 

reported that financial stress is having a 

negative impact on employee work 

performance in their organization. 

-Source: Society for Human Resource Management, SHRM Research 

Spotlight: Financial Education Initiatives in the Workplace, 2012



Employees want more 

financial security

Four in 10 employees reported that they want 
help in achieving financial security. -Source: MetLife,10th 

Annual Study of Employee Benefits Trends: Seeing Opportunity in Shifting Tides, 2012



The Solution:  Community Loan Center

• Alternative:  Market-Based Approach

– Fairly priced, reasonable terms, direct competitor

• Sustainable and Scalable

• Employer Based

– Only available to employees of enrolled employers

• Improved Efficiencies

• Nonprofit Driven



Community Loan Center Terms

• $1,000 Loan Maximum
– Or up to half of borrower’s monthly gross pay 

– One Year Loan term

• 18% Interest (21.83% APR) 

• $20 origination fee 

• Relaxed underwriting 

• No collateral

• No Prepayment Penalties

• Repayments $23.38/week to $94/month



Community Loan Center Comparison



Who We Are



What We Do and Who Does What?

• Rio Grande Valley CLC  (Franchisor)
– Owns and Maintains Software and Intellectual Property

– Contracted to Fund and Service All Loans on Behalf of Local Lenders

• Texas Community Capital/CLC America  (Sub Franchisor)
– Sublicense Software and IP to Local CLC Lenders

– Provides Training and Creates Intellectual Property, including 
Marketing Materials, Co-Branding, and Program Guidelines

• Local CLC Lenders  (Franchisee- CLC West Central Indiana)
– Recruit Employers to Participate in Program

– Raise Loan Capital to Originate the Loans

– Become a Licensed Lender via State Regulatory Agency (e.g. Texas 
OCCC)

• Employer (Customer)
– Markets to employees and Verifies Employment for Local Lender



Texas Community Capital

• Provide Contracting Services for CLC Program

• Training/Capacity Building

– 10 one-hour Training Sessions for new staff

– Biweekly group calls with all lenders

• Web Services if Needed

• Access to Branded Promotional Material



CLC Network Relationships



System Structure

• Proprietary Online Software (KENN System)

– Online Application (open 24 hours)

– Employer Portal (verify employment, payment)

– Local Lender Administrative Portal

– Administrative Portal

• loan servicing, fund transfer, payments

• All loan funding and servicing handled by the Rio 
Grande Valley Multibank CDFI

• Jobs and Processes Automated for Efficiency









Benefits To Employers

• Attractive and innovative employee benefit

• No direct cost to the employer

• Reduces employee financial stress

• Increases workplace morale

• Fully automated loan processing system

• Loan program is simple to administer

• Free financial counseling to borrowers



CLC Program Success

• Over 71,000 loans to date across 7 states

• Over $60 million loaned to borrowers across the 
network

• Active at over 185 employers covering over 125,000 
employees

• 3 of the 11 largest cities in the US now offer the CLC 
program to their employees

• 4% Loan Loss Network Wide

• Saved borrowers over $50 million compared to Texas 
Payday Loans
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Program Goals and Impacts

• Short Term: Expand this successful program that 
has a real impact in workers lives.
– 10 Additional CLC Lenders in next 24 months

– 30,000 loans in next 24 months

• Long Term:  Build a sustainable social enterprise 
for nonprofits that is scalable both locally and 
nationally.

• If we only serve 7,000 clients and save each $500 
network wide, we give $3.5 million back to 
borrowers.



Program Evaluation

The CLC Program will be evaluated initially on the 
following criteria:
• Total loans originated
• Total capital lent to borrowers 
• Total loan originated per location and employer
• Rate of Delinquencies
• Rate of Defaults
• Number of CLCs operating
• Estimates on savings per borrower and community.
• Texas Appleseed hired for more in-depth survey and 
analysis

– Demographics, Impact of Program on Financial Health 



• 96% view CLC program as an employer benefit

• 40% learned of the program through a coworker

• Over 94% thought loan process was easy

• 79% used the borrower portal to access account

• Use of Funds: Paying bill (47%), special occasion 
(28%)

• 100% of borrowers would recommend to a friend

• 98% would borrower again if needed.

CLC Borrower Survey Findings



• CLC borrowers look like payday loan borrowers, yet 
rate themselves 11 points higher than payday loan 
borrowers

• Increasing savings and decreasing debt have largest 
impact on financial well being

– 41% of CLC borrowers increased savings (55 FWBS)

– 66% of CLC borrowers reduced debt

• 49% “somewhat” (53)  17% “a lot” (58)

– 78% used CLC more than once.  Additional loan usage 
coincides with greater financial well being.

• 44% Increased Credit Score 

CLC Research Results – CFPB Financial Wellness



Nationwide Expansion



Bringing the CLC to Your City/Region

• Complete Application & Commit to Being Local Lender
– Local Lender to be State Licensed

• Goal to raise $150,000 in Loan Capital
– Administrative Support for 1 FTE

• Recruit Employers (public and private)
– 1,000 Employee Initial Goal 
– Main funding will come from Banks, Foundations, Public 

Sources, and other institutional investors.

• Local Partnerships to recruit employers
• Provide Financial Counseling/Coaching when 

requested
• Report borrower credit history to at least one credit 

bureau



What Does It Really Take?

• On the Ground Solutions

– Type of Organization 

– Staffing

– Fundraising

– Marketing

– Educating and Training Employers

– Collections

– Program Customization

– Providing Support for Other CLCs



CLC Revenue

• 18% interest on $1,000 loan ($96.41/loan)

• $9.50 of the $20/loan orig. fee

• $10.50/loan of the $20 loan origination fee 
– Paid by borrower to RGVCLC for software, etc.

• Servicing Fee .45%/mo. of Loan Balance
– For 12 month $1,000 loan, total fee is $30

• Annual Franchise Fee $2,500

• Any State Licensing Fees

CLC Fees



What Are We Asking

• Consider participating/apply to join the program

• Become a licensed regulated lender by your state

• $2,500 CLC annual licensing Fee

• Dedicate a staff person to recruiting and training 
businesses 

• Proof of insurance

• Work with CLCA/TCC to raise lending capital

• Work with your borrowers if loans become 
delinquent



Frequently Asked Questions

• Financial Counseling

• CDFI Data

• Reporting to Credit Bureaus

• Break Even Analysis/Profitability

• Targeting Employers

• Raising Loan Capital / CRA

• Adequate Staffing

• Customer Service

• Training / Networking



Contact

Matt Hull

CLC of America

matt@tacdc.org

512.916.0508

Howard Porter

Howard@tccapital.org

mailto:matt@tacdc.org

