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Rural LISC Financial Opportunity Center
Internal Launch with CMCA Board
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Agenda

 LISC, Rural LISC Overview
* LISC’s Financial Opportunity Center (FOC) Model

* Why CMCA believes in the model
* Questions/Thoughts from the Board
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LISC

Our Model

LISC is an investor, capacity
builder, convener and innovator.
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Pool Public and
Private Dollars

We raise funds from
philanthropies, corporations
and financial firms, federal,
state and local governments
and through the capital
markets.

We also generate income
from consulting, and lending
services.
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Work With
Local Partners

Through a network of local
offices and community-
based partners across the
country, we provide grants,
loans, equity and technical
assistance.

We also lead advocacy
efforts on local, regional
and national policy.

Support People
and Places

By investing in housing,
businesses, jobs, schools,
public spaces, safety, youth,
health centers, grocery
stores and more, we
catalyze opportunities in
communities nationwide.




Rural
LISC

We are the connector
and cross pollinator for
our partners, linking
them to national
opportunities, to each
other and aggregating
resources they, might
nhot otherwise access

without our network. 2 ) -. $ 5.5 hil.

AFFORDABLE HOMES SMALL BUSINESSES INVESTED IN RURALS
DEVELOPED ASSISTED COMMUNITIES
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Rural LISC supports the work of 88 rural nonprofit community-based organizations serving residents in more than
2,200 counties across 45 states. In the areas, we help residents identify priorities and opportunities - and
deliver the most appropriate support to meet local needs

lisc.org/rural
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Financial
Opportunity
Center (FOC)
Model




Jobs are not always enough to balance a
household budget...

Expense exceeds Income
Household scenario adapted from Aspen Institute report

* Net income (NI) is negative for
* Workforce services alone - not enough to tip the scale
* Most workforce programs don’t ask about expense
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FOC Priority:
Balance Budget

FOC Model: 3 Core Services
Based on Annie E. Casey Foundation’s

Center for Working Families model
Household expenses

' Low-cost checking
oan

Alternative pay day |

1. Employment Counseling Services
2. Financial Counseling Services
3. Income Support Counseling Services

Income exceeds Expense

Household scenario adapted from Aspen Institute report
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Financial Opportunity Center (FOC) Model

Financial Opportunity Centers pair individuals with Financial and Employment Coaches to co-create
financial freedom plans. Coaches support individuals with tools and resources that allow them to
navigate the complexities of increasing income, decreasing expenses, building credit, and acquiring

assets.
FOCs equip clients with
the tools, motivation, and
Employment Services Financial Coachin Income Supports ’ ’
ploy g PP know-how to make sound
Career coaching Establish budget & balance sheet Connection to public and financial decisions that:
Job readiness & job placement Visioning & goal-settin private benefits (SNAP, .
oo P ece & childcare subsidies, housing * Increase Earnings
Job retention & job advancement Credit report & FICO score review and energy assistance, EITC) a Build Credit
Education & training Access to financial products

* Reduce Expenses
* Boost Assets
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Bundling All Three Services is Key

This one-on-one integrated coaching approach provides the tools, motivation and know-how to make sound financial decisions
that increase earnings, build credit, reduce expenses and boost assets.

LISC partners have found that FOC clients are 50% more likely to land a well-paying job than people receiving employment

services alone and long-term job retention (holding a job for a year or more) nearly doubles when financial coaching reinforces the
work of employment counseling.

FrL CLIEMTS ARE MOPRE LIKELY TCx:®

oJojol&

78%
74% o

All participants

. - . Top time quartile,
B ey year e = b o Ay el Sl v = 56% all three services
*In comparison fo clients receiving only employment services at public workforce centers.
33%
This chart shows FOC clients
who spent the most time with
all three services had the
highest job placement and
retention rates.
Placement Rate 180-day Retention Rate
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Rural Financial Opportunity Center Outcomes

January - December 2020

631

Rural community members have received financial and
employment coaching this year

Individuals who have received integrated financial, employment. and income supports coaching and have baseline and subsequent
assegaments recorded have achieved the following outcomes:

59% increased their monthly - with an average M $ 1,203

net income increase of
66% ;n;trizsrte: their overall = m::ar;;;? rage e $ 7’ 170
63% ImIYTC s WNINS® 61 points
52% of clients looking for a job, 4  With an average A $ 13, 79

have been placed hourly wage of
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Rural Financial Opportunity Center Outcomes

January - December 2020

Together, we invested more than ...leading to locally leveraged funds of more than ...for a total FOC investment of more than

$1M s $750,000 = $1.7M

We also began cross-training our FOC Coaches to address additional barriers...

14 FOC coaches were cross trained 8 FOC coaches were cross trained
as digital navigator coaches as disaster case managers

11
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Elements of Successful FOCs

Integrated
Service Delivery

Commitment to

JN “ L Seamless Client
Ot?t?:?mgés Flow
successfulsy

Financial
Long-term Clien O p po rtu n Ity $enior Staff Buy

RelationD Ce n te rS In/
ﬁ Coaching
Communi’/ Appro;/
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Goals
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Goals

LISC’s Family Financial Tracker
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Stories from the Rural FOC Network

I the late fall of 2019, whan NeighborWorks Umpgua began leoking at the framework of intagrated and
customer focused services offered by being a Financial Opportunity Center, we knew immediately it was
something that would benefit our community, When communities acroga our nation wera impacted by the
pandemic, we knew that we needed to do it 2ooner rather than later. Becoming a FOC has allowed us to have a
whole new approach to helping our customers. from day one our staff ware asking "how" and "why not" instead
of saying "we can't" or "we naver." It is so exciting to ses our staff be excited about going the extra mile to
provide customer service! - Michelle Martin, Director, Community & Economic Development, MeighborWorks
Umpgua. Roseburg, OR

10 G
Heegsng | Finanio | Commminity

In the beginning, we thought we were starting a Financial Qpporiunity Center but what really happened is that we
became a Financial Opportunity Center. Once we really embraced the concept it transformed how we do
business and opened up cpportunity to expand our services and parinerships. Ancther big bonus iz we can now
tell our story in a way that is backed up by data, Instead of saying we helped 100 families, wa can say that of our
active Financial Opportunity Center families 74% have Improved credit scores, 75% have increased their net
worth, 61% have increased income and 68% have steady retention in new jobs. - Lindy Turner, Executive
Director, Rutledga, TN

14
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Why the FOC Model

A national, research based, data-driven model with proven results
A network of like-minded rural community organizations integrating services

15 years of resources and national partnerships and tools (Accenture, TWIN
Accounts, CLIFF Benefits Tool, etc.

Training and technical assistance
* 1:1 Support
* Annual FOC Conference
« Ongoing webinars

Funding and/or support in fundraising

http://www.foc-network.org/ “
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Central Missouri Community Action Financial Opportunity Model (FOC) Client Flow

Client Flow

All indteiduats menvs throogh this paocess fom poink af retermal and infial assgssmant 1o dviduakzed thancial coaching H:da'r'ahlnp;mmm
sandras ana mada ol aach slap in the procass b assick mambars in achiedng thel goals

FOC Assessment

Al indviduals ane assessed dor FOC neadiness [imenesied in 101 coaching around fnancial and emplayment goals, wiling o comnlt kon Ao (ak
least GmolTyr}, wiling t share financal 2rd employmant IMomalica. ready te lake a desp dve inta financlzd and employment sluallon. geals. and
plarning.

o Hindiwidosks gre ool imacky Tor g FIC commimen) vyl conmess) mdividuals b comemmily 2ecsioes thal can mesl thei mmmedisls nest.

= Hindielduats are ready, move o FUC Orlentazion

6/10!‘101!

FOC Orlentation

Faviaw tha inabe, asesawrent, and coaching gooces s whh indiiduals; This nckedes the Tollowineg kay poinls
= The pracees charic with galharing currant budge! nfarmadan, puling a credl reper . 2od understanding 1he details of thalr tneclzl and
eemplo vk situsdon.
a  Thiz iz meant o be a kegt=m commilmentrelstonshe, focusing on moreasng net income, cedi scoce, and oversl nel worth throogh
fnancial planning, emofoyment goals. and income supports.
B i indivickiad i= commabad, mavs &6 FOC lnmka

FOC Intake

« Member complates 0 intake tarm Indudieg Firanclal Wel-being Assessment and eslablsning both finarcial and emplkyment goals. Complete
M= Irtakia checkict & coraant

+ Srhadyls mesizer for FOC Cosching meszion with Francisl Ooperfunty Coach.

FOC Coaching

v Reviey FOC Cliand profie usg the FOC Coach Guide [indwles consed Anandal sl sseployensod aisssione. corsn] mcoms 2upporaipolilis e,

chanl goaky, Rnancial bealih arsasemant acsia, and moim)

v Giether dalail o bodgel fnaed®ly ncomea and sepssans), halsscs shipsl [aecasta and Fabiitans worih), pollyesies condil sapait, gal goals and aclcn

an.

- ﬁd’cﬂn apprapitabe procucls snd sardoes (see dght)

v Fallew-up on pgnees with retarmed products and senicas, wanm hand-afts

+ Schysdule regalar check ins ol kzasl onos cwery month

« Up«date finandal heath asscssment score and credit sconeiteport overy & menths, Updale budget, balance sheel. acton plan. and
efucalmEmployresed lalus s nesded,
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Member Quicomes

Long-erm goals for FOC members:

o
v

v

Increased rel inoome

Increazed rel woerll

Erpplioymesl goals achisved

(i plecerment, moreased wamges,
jab acencemeant ko reftention
=i

Firanctal goal schieved
(deregsed dald, hrressed
savgs, ki ferm financal
slabily
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Thoughts from the Board

 What questions do you have?
 What would you like to make sure we consider?
* Is there anything you are particularly excited about?
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Thank you for your time!
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