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Connecting to Audio 

 Having trouble dialing in? 

 Just listen on your computer! 

 Connect your speakers or a headset to your 

computer. 

 Having technical difficulties?  Contact 

tmurphy@cfed.org   

 



Housekeeping 

 This webinar is being recorded. 

 A transcript and link to the recording will be 

available a week or two after the webinar. 

 The webinar will last for 1 hour. 

 Having technical difficulties?  Contact 

tmurphy@cfed.org  

 



Housekeeping 
 All webinar attendees 

are muted to ensure 

sound quality. 

 

 Use the question box in 

your webinar Control 

Panel to ask questions at 

any time. 

 



Not an AFI grantee yet? 

 Assets for Independence (AFI), which is administered through 
the Office of Community Services (OCS) at the U.S. 
Department of Health and Human Services, provides federal 
funding to community-based nonprofits and government 
agencies for Individual Development Accounts (IDAs). 

 To learn more about applying, visit www.idaresources.org 

 Upcoming Orientation Session:   

 Prospective Grantee Webinar 1: Planning an AFI Project 

 Tuesday, January 29, 2:00 – 2:45 PM EST 

 Register at www.idaresources.org 

 

http://www.idaresources.org/
http://www.idaresources.org/Event?id=00U7000000Emr88EAB


Your Guest Speakers 

 Mary McIlvaine 

    Coordinator, Racine IDA Programs,                   
Racine Neighborhood Watch, Inc.                     
(RNW) 

     

    RNW is a 501(c)(3) working with City of Racine residents 
to achieve safe, friendly, attractive neighborhoods by 
focusing on crime prevention and quality of life concerns. 
RNW is the subgrantee of the City of Racine IDA for first-
time homebuyers. 



Your Guest Speakers 
 Kimberly Roy 

Program Manager, Mile High United Way 

 

 

 

Mile High United Way (MHUW) coordinates the metro 
Denver’s Adult IDA program.  Since 1999, MHUW has 
leveraged partnerships with local government, non-profit and 
corporate organizations to provide asset counseling, financial 
education, and matching dollars for nearly sixteen hundred 
accountholders.  

 

 

 

 

 

 

 

 



Your Guest Speakers 

   Tatiana Siegenthaler 

       Financial Services Manager, EARN 

 

 

EARN breaks the cycle of poverty and creates new 

cycles of prosperity by helping low-wage families save  

and invest in assets that will secure their futures and 

the futures of their children.  

 



Your Moderator 

 Jimmy Crowell 

    AFI Resource Center 

 

The AFI Resource Center provides training and 

technical assistance to AFI grantees, their project 

partners, and other organizations that are providing 

asset building services across the nation. 

 



Objectives of the Session 
 Explore effective recruitment strategies to improve 

your program outcomes and your program 

completion rate 

 Learn from three AFI grantees from the field on their 

experiences identifying “asset-ready” savers 

 Review the new AFI Tool for Success “Tips for 

Recruiting AFI IDA Participants Who Are Ready to 

Save” 

 

 

 

http://idaresources.org/servlet/servlet.FileDownload?file=01570000001rAgj
http://idaresources.org/servlet/servlet.FileDownload?file=01570000001rAgj
http://idaresources.org/servlet/servlet.FileDownload?file=01570000001rAgj


AFI Tool for Success 

 

 

 

 



Recruit from within your organization 

IDA 

Program 

  •When people join programs or services: 



Recruit from within your organization 
•While participating •After completion of a program 



Think from the perspective of your 

target population 
•Narrow your outreach regional 

effort 

•Portray savers that are well 

known in their community 



Think from the perspective of your 

target population 

 
•Use language that resonates with 

your target population 

 

 

 

 

 

S.A.F.E.  
(Saving Account For Education) 

•Leverage technology to enroll new 

participants 



Develop a referral network with other 

organizations 
    PRIMARY referral network: those directly engaged and 

invested in your IDA program, for example a partner 

board which meets regularly, composed of: 

  Grantee staff 

  Subgrantee staff 

  Financial institution partners 

  Training partners 

  Referral partners 



Develop a referral network with other 

organizations, and even participants! 

Communicate with people who 
come into contact with your 
program and can help you spread 
the word 

 Lenders 

 Realtors 

 Title companies 

 Home inspectors 

 Potential applicant list 

 

    WORK ALL CONTACTS REPEATEDLY 

 Send updated materials to waitlist and 
referral network 

 Use periodic media releases  

 Have info at community events  

 IDAs can be confusing. Explain, 
explain, explain! 

 Good communication will get 
participants talking about your IDA 
program to their friends 



Use tools to assess the readiness of 

potential participants 

Finding Successful Clients 

 Screening Clients 

 Are they eligible? 

 Can they save monthly? 

 Are they interested in one of the savings goals? 

 Are they appropriate for that savings goal? 

 Saver Ready vs. Purchase Ready clients 

 Change made September 2009 

 



 Initial Asset Counseling - Education Savers 
 “Paying for College” www.educationcents.org 

 Meet with Education Advisor to complete an education plan 

 Educational Advisor is Screening for: 
 Is the applicant planning to attend school within the next 6 

months – 1 year? 

 Is the applicant already enrolled in a school, or has decided 
upon the school and already looked into how to apply? 

 Is the school a post-secondary/approved vocational 
institution? 

 Does the applicant have a financial plan to pay for school? 

 Does the educational plans match the stated career goals? 

 Does the applicant have outstanding school debt? 
 

Use tools to assess the readiness of 

potential participants 

http://www.educationcents.org/


 Initial Asset Counseling – Homeownership Savers 

 Meet with a HUD Counselor and complete an Initial 
Homeownership Assessment 

 Homeownership Counselor is Screening for: 

 Is the applicant capable of purchasing within the next 6 
months – 2 years? 

 Does the applicant have sufficient income to purchase a 
suitable home?  If not, can this improve in the next 2 years? 

 Does the applicant have sufficient credit scores to qualify 
for a mortgage? If not, can this improve in the next 2 years? 

 

 

Use tools to assess the readiness of 

potential participants 



 Initial Asset Counseling – Business Savers 
 Attend an initial business exploration class (new business 

owners) 

 Complete an Initial Business Proposal (all business 
applicants) 

 Business Counselor is Screening for: 
 Does the applicant already have a business up and running 

or a solid idea of a business they plan to start within the 
next 6 months – 1 year? 

 Is the business idea appropriate for the IDA program? 

 Does the applicant have sufficient funds to start the 
proposed business 

 Can the applicant earn money from the proposed business? 

Use tools to assess the readiness of 

potential participants 



Initial Asset Counseling Results 

Use tools to assess the readiness of 

potential participants 

Home-

ownership 

IDAs 

Business 

IDAs 

Education 

IDAs 

All IDAs 

Prior to 

Initial 

Asset 

Counseling 

34% purchased 

a home 

69% made a 

business 

purchase 

73% paid for 

education 

53% of 

accounts 

closed with 

purchase 

After Initial 

Asset 

Counseling 

66% purchased 

a home 

76% made a 

business 

purchase  

85% paid for 

education 

77% of 

accounts 

closed with 

purchase 



Evaluate your outreach strategy 

often 

      Lots of people can start. But 

who will finish? 

 Stiffer application criteria to draw 

engaged savers 

 Individual financial and 

employment circumstances MUST 

be considered 

 Time left in IDA grant 

 Asset-ready when done saving? 

“How did you hear about us?” 
 

 Gather this info at application and 
track it in a database or 
spreadsheet 

 Evaluate what works and use it 

 Promotion can be inexpensive 

 Partnerships can be informal yet 
effective 

 

 



Questions? 



Contact Information 

 

 

 

 

 

  

 

 

For general questions about the AFI program,  

visit www.idaresources.org. 
 

• Jimmy Crowell 

     AFI Resource Center 

     jimmy.crowell@idaresources.org  

 

  

• Mary McIlvaine 

     Racine Neighborhood Watch, Inc. 

     mary.mcilvaine@cityofracine.org 

 

 

   

 

 

 

  

 

 

 

• Kimberly Roy 

     Mile High United Way 

     kimberly.roy@unitedwaydenver.org 

 

 

• Tatiana Siegenthaler 

     EARN 

     tatiana@earn.org 

 

 

 

        

 

 

 

 

  

 

 

http://www.idaresources.org/


Thank you! 

Assets for Independence Resource Center  

 AFI Resource Center:  
 1-866-778-6037  

 info@idaresources.org   

 www.idaresources.org  

 AFI Program Website: 

 www.acf.hhs.gov/assetbuilding 

 




