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C.A.R. Program Description

The purpose of the C.A.R. (Cars at Affordable Rates) Program in Lee County is to address rural families’ needs for reliable transportation in three ways: 

1) Provide these families access to loans to buy a car in an environment when they are otherwise unlikely to be able to secure such a loan. 

2) Provide monetary support for ongoing maintenance and repairs as well as to develop a network for this maintenance and repairs.  This is designed to help families deal with unexpected and costly repairs as well as to train them in the habit of basic car maintenance. 

3) Provide educational components that will prepare these participants for the financial basics of car ownership.

As defined by the steering committee, the primary goal of this program is to promote personal responsibility and self-sufficiency.  The secondary goals are to provide affordable automobiles and to have more individuals beginning or maintaining employment.

A. Overview of Services

Families will be provided an interest-free car loan through a local bank.  The project uses The Community Self-Sufficiency funds as the source of these loans, but a local bank will take the participant through the loan process and will essentially play the role the bank does with any standard loan.  In this process, the bank will maintain a lien on the vehicle. 

When approved for a loan, each family will also receive a one-year membership to AAA as well as a certificate for a free oil change.  If participants make regular payments on their loans (for periods of three consecutive months), they will be provided three additional free oil changes.  These tools are intended to assist the recipients in developing good basic maintenance habits.  In addition, the project will establish a maintenance fund to assist participants who encounter unexpected or costly repair expenses. 

B. Eligibility Requirements  

The following are the basic standards that establish an individual’s initial eligibility for this program.  The individual must:

· be Lee County resident, and

· be a PROMISE JOBS recipient, and

· provide proof of insurability, and

· provide proof of a valid Iowa’s driver’s license

· not have access to reliable transportation.

The eligibility requirement of not having access to reliable transportation is subjective.  In general, individuals will be considered as meeting this criteria if they self-classify as such and can discuss the ways in which they experience transportation issues.  Generally, we define not having access to reliable transportation if the person:

· does not have a car; 

· has a car which is constantly in need of costly (and even unaffordable) repairs; 

· has to rely on friends or family for rides; 

· has to walk in all weather; or 

· has to rely on other means of transportation that do not allow the person to maintain or advance in the employment experiences.  

As this criteria is subjective, the pilot coordinator will have the discretion to make the final determination in regard to a person’s access to reliable transportation.  

C. Program Process

Participant Responsibilities

The participant must fulfill the following responsibilities:

1) Complete the budgeting/insurance education component. 

2) Complete the basic car maintenance education component.

3) Provide proof of employment of 20 hours or more OR provide a written promise of employment of 20 hours or more.

4) Provide proof of insurance.  (This will come later in the process as noted below.)

Car Search  

Participants will be responsible for finding the vehicle they want to purchase.  In effort to assure a certain level of quality, the cost of the car must range from a minimum of $2,000 to a maximum of $3,000.  The vehicle selected by the participant must pass the program inspection conducted by participating garages. The participant will be required to purchase a car appropriate for family (i.e., not sports cars) and will not be allowed to purchase cars from another individual living in their household.  

Loan

Once the car passes inspection and the four participant responsibilities have been met, the participant will be referred to the bank for the loan.   The participants’ eligibility for this loan is established by their completion of the above activities (and the bank will not have to take them through any approval process).  However, the participant will work through various paperwork and establish the pay back periods, etc. with the banker.  Participants will be eligible to receive loans up to $3,500; a maximum of $3,000 will be loaned for the cost of the vehicle and the additional amount of up to $500 will be included in the loan to cover the first insurance payment, license, title, and fees.  In addition, the bank will require the participant to open a small savings account in their bank.

The bank will carry the lien on the vehicle to assure it is not resold and that repossession can be pursued if default occurs.  As a part of this process, the participant will have to provide proof of insurance to the bank and the pilot coordinator.

With all these steps completed, the participant will receive the check for their vehicle purchase (issued to dealership or seller), the initial oil change voucher and be enrolled for a one-year membership to AAA.  The participant is then responsible for the monthly payments to the bank.

If default should occur, the bank will notify the pilot coordinator.  The pilot coordinator will have the opportunity to contact the participant to determine if any assistance can be provided in resolving this issue.  If the participant continues to default for a period of six months, the bank (as the lien holder) will pursue repossession and resale.  The bank will be paid a fee for this service; the bank will pay the resulting income from this sale to the fiscal agent (and this funding will be considered as part of the funding available for loans).

Note:  The steering committee recognizes that requiring the educational components discussed above could cause some delay in families being able to access a vehicle, but feels this is necessary to assure that families are committed to and fully understand the responsibility of these loans.  There is great disadvantage to the long-term success of this program if commitment is not established and defaults occur.

Ongoing Maintenance Fund

Loan recipients will be able to access the maintenance fund to receive a 50% match on repair expenses they encounter over the period of the loan; there is a $500 limit on this assistance.   Participants will be able to access this fund for the life of their car loan, regardless of their welfare status as the time the repair expense is incurred (as long as they are not currently on the Limited Benefit Plan).  Note, access to this fund will be based on the submission of regular monthly payments.  However, as this repair assistance could keep the individual in employment or in a position to continue repayment on the loan, the pilot coordinator will have the discretion to determine if the participant is making a good-faith effort to make the monthly loan payments.  At this time, this repair fund is only available to those receiving a loan through this program.

As a part of this program, certain garages have agreed to provide repairs at a reasonable cost.  Participants using this fund will be required to go to one of these participating garages to have the car repaired.  Prior to being able to access these funds, the participant will need to provide the pilot coordinator price quotes from two of the participating garages.  The participant will have the repairs done at the garage providing the lowest quote.  The pilot coordinator will  have the flexibility to waive this requirement if the nature of an individual’s repair needs are such that (or other circumstances dictate) they are unable to reasonably access two quotes.  If the cost of the repair exceeds the quote, the participant will be responsible for the additional cost.

In addition, the participant must provide proof of valid title of ownership to receive payments from this maintenance fund.  Payments under this component of the program will be made directly to the garage.

Commonly asked questions.

Why loans versus leases or a donation program?

We believe that a loan program:

· would tie in more of the “responsibility” stressed by the stakeholders;

· has less of the liability issues associated with leasing or donation;

· is more feasible to approach efficiently because the program would not have to receive or buy actual vehicles; and

· would likely allow us to serve more individuals in the immediate future.

Why did you decide to use CSSG funds as source of the loans versus setting up a collateral or guarantee system?

The initial decision was to provide collateral on the loans.  However, after discussions with the Iowa Department of Revenue and Finance and the Treasurer’s Office, we determined that state programs could not use funding in this manner.  We decided that the next best option would be to use the CSSG funds as the source of the loans.  Though the group discussed the option of buying down the interest rate on loans provided by the bank, the feedback we had received indicated that the banks would not carry these high-risk loans, especially as approved by participation in the C.A.R. Program.

Why are these the components that made it into the C.A.R. Program?  

These three components provide a means to get an individual a car.  With this approach, they must display personal responsibility to receive the services, but also have personal responsibility for keeping the vehicle.  In addition, it provides assistance for families to deal with maintenance problems and routine upkeep, which often are the sources of transportation problems once a car can be purchased.  Lastly, it provides individuals some information that attempts to equip them to be prepared for car ownership – maintenance and budgetary aspects.

Did you talk to anyone else who had run programs like these?  

The coordinator gathered information through phone calls and literature from other programs.  In addition, individuals from similar programs in Ohio and Minnesota visited with the steering committee about the programs they operate – design, challenges, suggestions, etc.  The summary of this meeting is included.

Why was $3,000 selected as the cap on the loan amount?  

The committee had initially decided to make the cap around $6,000 to assure quality vehicles were purchased.  However, after meeting with program staff from other states, the limit was placed at $3,000.  These individuals told us experience taught them that this was about the limit the families could afford.  They also believe cars with a reasonable level of quality could be purchased at this price.  However, it was stressed that an initial inspection of these cars would go a long way in helping to address quality issues.  Finally, the pilot coordinator discussed this level with dealerships who did express that this was reasonable and had cars on their lot within this price range.

What took the most amount of time in getting fully operational? 

The struggle to find a bank has been our major obstacle in the C.A.R. Program.   As yet, we have been unable to find a bank willing to carry our loans for our participants.   The banks in the Lee County area seem to believe there is little benefit to the bank for doing the loans for this program.

How did you get the bank to participate?  

We have yet to get a firm commitment from an area bank.  There was no Steering Committee meeting held on Monday, November 13, 2000 because Pilot Grove Savings Bank has not come to a decision about joining in the C.A.R. Program.  Richard Holtkamp (our contact at Pilot Grove Savings Bank) is trying to schedule a meeting with the board of directors to come to a decision.   Richard still seems positive towards our program.  Karla Strange (the local project coordinator) has offered to speak to the board of directors in behalf of the C.A.R. Program.   At this time she does not want to push Pilot Grove for an answer but time seems to be passing.   Karla is looking into option B (having the car dealership manage the loans) as an alternative option for the C.A.R. Program at this time.  

Key Decisions and Basis for Decisions:

January, 2000

In a meeting including staff from Iowa State University Extension, PROMISE JOBS, DHS. Southeast Iowa Community Action, Regional Transit Authority, Lee County Work Experience, Board of Supervisors, and Transportation Advisory Committee the overall idea of this project was presented.  The group was presented with background and research findings and was asked to develop the framework of a transportation program to assist families in Lee County.
Decisions:

1) This group determined that this program would have the following general components: 

· Would involve own/lease/loan/trade-in and would tie more responsibility in with the leases and loans (helps recipients move into self-sufficiency).  In addition, it would offer assistance in the form of classes and with maintenance. 

· The program would involve employers. 
· The program would identify a repair fund and good repairers. 
2) The group decided the individuals that were invited to make up the steering committee.
March, 2000

This was the first in a series of monthly steering committee meetings.  The following are the groups that comprised this group: SE Iowa Community Action, Ministerial Association, Adecco (employment agency), DHS, Lee County Work Experience Project, Inhance Corporation, JTPA-PROMISE JOBS, and ISU Extension.  The role of the steering committee was to make the logistical decisions to carry out the plan outlined by the larger group.

Decisions:

1) Pursue the loan program versus a car donation program because it potentially ties in more of the “responsibility” stressed in the stakeholder meeting, is considered more feasible to approach efficiently, and would likely allow us to serve more individuals in the immediate future. 

2) Design for providing the loans.  The committee decided to recruit local banks to provide the loans (versus using the grant dollars as a revolving fund or utilizing car dealerships) because banks:

· are the experts in providing loans;

· have the resources to serve more people whereas using the grant amount for the basis of the loans would limit the number who could be served; and

· could provide loans at a level that would allow for the purchase of reliable vehicles.  

The grant money will be used as backing for these loans or as a mechanism for buying a lower interest rate or extending the payback period.  

3) The following were defined as the eligibility requirements for the program.  The individual must be:

· an adult PROMISE JOBS participant;

· a Lee County resident;

· currently employed at least 20 hours per week for pay or have the promise of 20 hours per week for pay. (Note:  The recipient must provide written documentation from the employer verifying promise of employment.);

· have no current means of reliable transportation for employment; and

· have or obtain a valid driver’s license and proof of insurability. 
4) It is suggested that the educational component be provided through the PROMISE JOBS Life Skills training program as all PROMISE JOBS recipients could benefit from this type of training and it would utilize a system that is already in existence in order to reduce confusion for recipients.  

April, 2000

Decisions:

1) Based on discussions with the bank representative at the meeting, it was essentially decided the grant funds would be used to fully collateralize the loan in efforts to assure a low interest rate could be extended to the loan recipient (also, it was believed the bank would require this commitment). 

2) The importance of purchasing reliable vehicles up-front was discussed.  The Community College classes can provide a 28-point inspection prior to the purchase of the vehicle to identify any major issues with the vehicle.  Rich pointed out that this examination does not include looking into the engine, but feels their experience allows them to identify issues with the vehicle.  The charge for this will be $8.  During the summer, the classes that do this are not in session and Rich indicated he might be willing to provide this service during the summer.  

In addition, the committee also decided that individuals should be told up-front that their potential car will be inspected by a third party to determine if it is “road-worthy”.  They will also be told the car could potentially be vetoed by this inspection.  In addition, the car must be a certain year or newer and must not have more than a certain number of miles.  These were not defined.

3) Rich Noon stressed that the costs associated with repairs and maintenance are often much more extensive than the initial purchase costs and this should be considered. The committee just briefly touched upon this component during the meeting, but did resolve that a certain amount of funding would be requested for the maintenance and repair system.

4) Julie Wellman, PROMISE JOBS life skills program instructor, will extend the life skills component for 4 weeks to provide a short-term curriculum on insurance and budgeting for potential loan recipients.  This will be provided on a one-on-one basis for four weeks and will utilize the resources available to her to work with these individuals.  Individuals will be required to complete this educational component before being approved for the loan as it believe to be essential to assure the individuals were committed.  In addition, it was discussed that the potential recipient could be going through the car shopping and insurance process during this same period of time.

5) The program would offer information about insurance through the education component.  In addition, the pilot coordinator could make some contacts to determine if there are certain insurance agencies in town who would be more willing to work with these families.  This would develop an informal referral network for potential loan recipients. Then, the families would be responsible for arranging their own insurance. 

6) In addition to the eligibility requirements previously defined, the following are the other criteria which participants will have to address:  

· A third party will inspect the car to determine if it is “road-worthy” prior to the loan approval.  The car could potentially be vetoed by this inspection.

· Cars must be X year or newer to be considered for purchase through the loan program.  (The year 1994 was the date suggested, but no decision was made.) 

· Cars purchased through the loan program must not have more than X number of miles.

· The class offered through the life skills component must be completed prior to final loan approval.
· Cars must require a loan of $X or less.  (It was suggested that potential recipients of the loans not be informed of the maximum amount of loans available as this could lead individuals all to pursue cars at the maximum cost.  However, it was argued that it might be best if all individuals did purchase cars at these costs; that it would be unfair and inefficient for individuals to be shopping for cars which are out of the price range; and individuals will likely not do this as they will be having to be weigh their own personal monthly investment in the car.)

7) Miscellaneous.  There was a suggestion that a cheat sheet be developed that would detail for potential recipients the monthly car payment at various total purchase prices.

The committee determined that information about this program would be provide to potential clients during PROMISE JOBS orientation and the necessary program contact information would be provided for those interested.  For those current PROMISE JOBS recipients who have already gone through orientation, a letter will be sent out to inform them of this program and the associated requirements.  It was mentioned that this could create an onslaught of individuals we will be unable to serve, but it was suggested that this would not be the case based on the basic requirements.  

The committee also discussed issues surrounding providing loans to individuals and the need to address their driving skills.  It was suggested that we require them to complete a defensive driving course.  Many others expressed that these classes were not locally available and that proof of a valid driver’s license was an appropriate requirement for this program.  The committee did think it could be beneficial to provide recipients with the basic driving manuals available from the Dept. of Transportation.

There was concern about if the individual were to lose their license while paying off the loan.  It was determined that the program does not have responsibility for assuring everyone maintains their license and should not establish itself as an entity that monitors the status of those having received loans.  Rather, those individuals are responsible for paying off their loan – regardless if the car is sitting in the front yard because their license is lost or if it is being driven.  Also, if we verify they have a driver’s license up-front, they are personally and legally responsible - like any driver - to only continue driving as long as they have that license.

There was concern expressed about the liability associated with an individual getting into an accident while we have collateralized their loan.  We agree that the committee simply a co-signs the loan; the individual’s name is on the loan and the vehicle, and the bank has the lien on the car.  Therefore, the program would not liable for their accidents.

Paul informed the committee that he checked with the local high school about potential for their participation and found they do not have an automotive curriculum.

Actions to be taken for next meeting:

*The next meeting is scheduled for May 15th from 10:00 to 12:00 at Inhance Corporation.

· Karla –

· Contact local dealerships to get feedback regarding reasonable purchase price for used vehicle as well as to determine what they may be willing to offer to the program.

· Contact local insurance agents to identify those that express a willingness and flexibility to work with these families.

· Coordinate with Mr. Logan of State Central Bank.

· Develop a list of criteria as well as eligibility requirements participants must meet to receive the loan.  

· Rich – Identify the costs associated with having a continuing education class. 

May 8th, 2000

Panel Meeting Summary 

Panel Members:

Lisa Carter – Drive to Work Program - Ohio

Randy Mertz – Auto Purchase and Repair Loan Program - Minnesota

Attendees:

Sheri Lewis

SE Iowa Community Action
Stephanie Hoschek
Adecco (employment agency)

Jeri Welch

Lee County Work Experience Project

Paul Clampitt

JTPA-PROMISE JOBS

Mickie Holvoet
PROMISE JOBS 

Sue Frice

Dept. of Human Services 

Julie Wellman 
ISU Extension

Jen Beck 

Dept. of Human Services

Karla Strange

Pilot Coordinator

Presentation on Ohio’s Drive to Work Program:

Lisa Carter was the presenter and she is the manager of the Appalachian Development Federal Credit Union in Ohio.

The following is the process for the client’s flow through the program:

· The client is referred from DHS.  The client (with the assistance of the worker) completes the referral form that identifies things such as possession of a driver’s license, insurability, and previous moving violations and includes a release of information form.

· The client is then required to open a savings or share account at the credit union with a balance of at least $5.

· Then, the client begins through the loan application process.  Before the application is completed and the bank determines whether or not the client is eligible, the client must attend a car ownership class that covers issues related to finding a reliable, used vehicle.

· After this class, the client begins to search for a car.  Once a car is found, there is an inspection process.  The Drive to Work program has a relationship with local garages who do these inspections to assure the client is making a positive investment.  If the car does not pass inspection, the client must look for another vehicle.  The mechanics are paid $25 for each inspection.

· Next, the client begins checking into attaining car insurance.  If the car costs $2,000 or more, the program requires full coverage be purchased; if the car costs less than $2,000, the program allows for liability coverage only.

· Once the potential car is approved and insurance is arranged, the loan application is then reviewed.  The loan amount generally includes the amount of the car, one-quarter of the first insurance payment, and $150 “cushion.”  The cushion is a means to help provide clients a way to deal with things such as unexpected repairs as this helps them deal with these types of issues and continue to see the loan program as a positive experience.  

· Assuming the loan is approved, the Drive to Work program provides recipients with a year’s worth of oil vouchers as well as a AAA membership.  The oil vouchers are submitted to local garages when they complete the client’s oil change.  The vouchers are sent to the Drive to Work program for payment.  And, on these vouchers, the garages will report on the well being of the car to help keep program staff informed.

· After the first six months of the loan period, the participant is required to complete a second class.  In this class, the clients provide feedback about their experiences, how things are going, and their jobs.  In addition, they are given information about the possibility of applying for an Individual Development Account (IDA).  This is considered important in helping the client continue to build assets just beyond their car.

· The following are approaches or activities done through the educational program:

· The clients do their own monthly spending budget that they then discuss and review with Lisa.  Lisa notes the importance of being honest and including all the little things in such a budget.

· The clients are provided an article that describes a strategy for success – this encourages the clients to be honest and to pay themselves first.

· The clients are given a coloring page and colors.  This leads to discussion about coloring “outside the lines” and not always staying inside the lines where you are comfortable.

· There is discussion about the many credit card applications that are received in the mail.  Lisa points out the specifics that are often included in small print on this information, particularly the high interest rates.

· There is discussion about the rent-to-own options and the high interest paid on such merchandise.

· In addition, there is an emergency repair fund which clients can utilize one-time to receive up to 50% of the cost of the repair.

There have been zero delinquencies with this program.  Lisa attributes this to the time that is spent with the clients and the education that goes into the program.

Presentation on Minnesota’s Auto Purchase and Repairs Loan Program: 

Randy Mertz is the Transportation Coordinator for the Minnesota Auto Purchase and Repairs Loan Program that functions through the Heartland Community Action Agency.

The McKnight Foundation in Minnesota has provided grants for implementing the “Working Together” programs.  There are three programs resulting from these grants, one of which is this transportation program.  The following organizations are involved in this program: DHS, workforce center, private sector (banks, dealers), economic development, and community action.

The goal of this program is to provide clients dependable transportation, which is a major barrier to employment.  As such, they developed a process and a foundation for addressing this issue.  The program staff wanted to involve all local community banks; as such, there held a banker meeting with 25 local bankers.  The purpose of this meeting was to get direct feedback from the banker’s about their perspective on this program.  After this, a contract was developed to include the banks in this program (there are currently 28 banks participating).

The following is the process for the client’s flow through the program:

· The client is referred from the employment center.  As a part of the referral process, the client and the employment center worker develop a budget sheet.
· The client is referred to one of the 4 Heartland Community Action Agency offices.  In this initial meeting, the client completes a release of information form, a generic credit application, and the appropriate information needed for the client database and the budget is reviewed.
· Then, all applications are sent to Randy (Transportation Coordinator).  Randy helps complete the pre-screening application.  With this process, Randy goes into depth about clients credit history and works with the clients to determine if they should attend credit counseling, set-up a manageable repayment plan with the credit card companies, etc.  At times, the clients have no credit history and Randy will help them consider other options for establishing this credit history, such as attaining payment records from the telephone company, utilities company, or cable company.
· Then, Randy and the client will review the budget to determine if the client has enough money to pay for a car loan.  This was stressed as being an important step to assure the clients are not getting into situations which they are unable to handle.
· The cars purchased through this program can range from $1,000 to $3,000.  The participating banks have all agreed to write the loans with a 10% interest rate to be amortized over 2 or 3 years, depending on the amount of the loan.  The repair loans can also be amortized over time (generally 18 months).
· A portion of the grant dollars for this project are used as a collateral guarantee; the bank gets a 25% guarantee on purchase loans and 50% guarantee on repair loans.  If there is a default on the loan, the bank is paid the guaranteed rate or the remaining loss on the loan, whichever is less.
· This program has been running since October 1998 and has provided 63 loans.  They have experienced only 3 defaults.
Question and Answer Segment 

(Answers are not verbatim – rather, they are a summary of the answers)

Q. For Lisa, who pays for the $25 inspection prior to purchase?

A.
The program received a grant from DHS to pay for this, the AAA membership, and the oil vouchers.  Lisa expressed that she believes the oil vouchers are very beneficial as they allow her to keep an eye on the car and to know if it is being maintained.

Q. What is the average price of the cars for which loans are provided?

A.
(OH) The average price is $3,000.  We will go up to $7,000 for those who can afford more if they have a higher paying job.

Q.
Must the client purchase the car from a certain dealership or can they purchase it from an individual seller?

A.
(OH) They can buy the car from anywhere, including an individual.  If they do purchase from an individual, they must supply information on that individual and the car is still inspected in the same manner as the other cars.

A. 
(MN) They are allowed to select their own cars.  However, part of the pre-screening is that the car must meet certain blue book value regulations.  A purchase agreement is developed to identify the purchaser, seller, all costs associated, etc.  Also, certified mechanic performs a four-page inspection to identify any issues with the car.  The client can pay the cost of this inspection or there are other assistance options for this.  Also, the client has to secure an insurance quote and the budget is developed with that amount.  For the insurance, the client can receive one-time assistance for up to $200 for their first insurance payment; if the money is not used up-front, it can be accessed later.

Q. Approximately what percentage of the car loan applicants received loans?

A. (OH)  The program staff does not like to deny anybody.  If the client is not in a position for approval, Lisa tries to repair their credit history before moving into the loan process – Lisa works to try and establish credit.  If the client is simply not able to get a loan, they are referred to the Reuse Program.  This program is run by a local church organization and provides donated cars to families who are unable to secure a loan.  These cars are donated by citizens who are provided a tax break.  As a note, any repossessions from the credit union are sent to this program.

A.
(MN) The bankers have agreed to look at and be lenient on the credit reports for these families.  If the bank initially denies the loan because of credit history, Randy will work with the client to do what it takes to try and resolve the credit issues.  As a part of facilitating this process, Randy provides the banker with a 30 page document for the credit reporting issues, etc. which allows the banker to just look at and quickly review this report to determine approval.  The greatest barriers for approval from the bankers are the existence of a recent car repossession as well as owed child support payments.

Q.
For Lisa, how long is the first class?

A.
The first class is about 2 ½ hours.   It includes viewing a videotape that illustrates the mission of the credit union, doing a budget, and reviewing brochures on how to look for a reliable car.  The second class is about 1-½ hours and covers any problems the loan recipients are experiencing.  The average attendance at the class is about 5 clients.  The format is very informal to help these families not to feel intimidated (as they often are).

Q.
What things would you change if you were to start again?

A.
(OH) Not suggest changes, think the program has been successful with the clients and parameters involved.

A. (MN)  The program staff has tried to keep the program consistent.  There are ideas for changes that could be made at a later date.  At this point, the loans have not been through the entire pay-off process and a lot will likely be learned as these start to come to a close. 

Q. What is the turnaround time from the loan application to the loan approval and award?

A. (OH)  There are generally 7 to 10 business days from the referral to the loan.  The clients are immediately scheduled for the first class when the referral is received.

A. (MN)  Tends to be more like three to four weeks.

Q. What budget do you operate on?

A. (MN)  The program budget is approximately $75,000; $30,000 is for the guarantee fund and $45,000 is for administration.  As the loans get paid off, they revolve back into the program fund.  In this program, Heartland is the fiscal agent and the guarantee fund is held in an escrow account.

(In this discussion, Randy also began to address the issues around late payments.)  If there is a late payment, the bank contacts Randy.  Randy then contacts the DHS worker to get any feedback they can offer about what this client is currently experiencing.  In addition, he may contact the client directly through letters, phone calls or even personal visits to try and determine and resolve the issues behind the late payment.  Randy noted that in 3 out of the 4 situations in which he has visited the client in person, they were able to get their payments back on track.  In these cases, a late payment plan is developed to cover the missed payments.  Once six months has elapsed, the bank tends to move forward with the repossession.  In this case, the bank is responsible for the repossession of the car and would receive their guarantee or the amount of the net loss (whichever is less).  At this point, Lisa noted that 9 times out of 10, the car is in a junkyard and the bank will not recover the car.

Q. For Randy, is there any way in which you help or can account for the 3 to 4 week waiting period for those who are needing to start a job or to be at work?

A.
We have developed an alternative emergency transportation fund that can be used to pay for bus passes, volunteer driver’s mileage, or whatever type of arrangements can be made to help this client maintain or get the job.

Q.
What are the age of the cars?

A.
(MN) The cars range from 10 to 12 years old. 

A. (OH)  We provide step loans.  So, if the client has been on a loan for a year, they can trade-off the first car and trade that for a newer car.  The do this financing through the credit union and it is a reward to them.  $6,000 cars are not encouraged as this puts the client in a tough position and can defeat the purpose of the program.

Q.  
Do you help the clients find the cars or do they do that on their own?

A.
(MN) We give guidelines of what the client can afford and car basics and they shop for the car.  This is the key to making the client feel ownership in the program and it is exciting and fun for them.  Randy noted that there is not a guarantee that these cars will last, but this will allow the client to set-up a relationship with the bank and start resolving their issues around bad credit.  This is one of the goals of the program.

Q.  If the client has a loan already, and then they have a repair come up, what then?

A.
(MN) If it is minor, DHS can help.  If it is a higher cost repair, the bank will set-up another loan.  The banks have seen the importance of keeping the payments low – they have been flexible.

Q.  What if the car fails after a year into the loan, what then?

A.
(MN) Depends on what the bank is willing to do with the loan.  This is one of the risks of taking out a loan – for anyone.  We will try to work with the client to resolve things.

A. (OH)  If the client has made every effort to ensure the quality of the car, the credit union will forgive the interest on the loan; the client will be able to get a new vehicle and combine the old and new loans.

Q. Who is eligible to receive the cars, do they have to be working?

A. (MN) All the referrals are job seekers; this includes those that are signed up with an employment specialist and some will not have a job yet.

A. (OH)  Those who have a medical reason can also receive a loan through this program.  For example, a loan can be provided to a mom with a disabled child who needs to get to the doctor.

Q. We have been considering the price limits to put on loans and have talked about the $4,000 to $6,000 price range.  Why do you feel that $3,000 is this average or why have you set this limit … have you found this to be the maximum clients are able to afford?

A. (OH)  That is the average amount of car they can afford.  9 times out of 10, there is very little warranty on these cars.  But, this is why we have established the AAA membership, for things like the emergency towing or flat tires.

A. (MN)  Bankers do not want to go below $1,000; $3,000 tends to be the manageable level in clients’ budgets.  $3,000 is the maximum loan amount allowable under this program.  If a client has a lump sum up-front (e.g., tax refund), they may be able to purchase a higher value car.  Most of the cars are over 100,000 miles.  The key is the mechanical inspection to find these issues in advance; a certified mechanic can spot these things.  Cadillacs, SUVs, or Lincolns are not typically approved and more standard, family vehicles are encouraged.

Q. How does the public view these programs?

A. (OH)  We are in a rural area and receive a lot of support from the community making deposits in the credit union.  They want to put money here where it can be used positively.  We have a relationship with all those involved in the program; AAA allows us to pay a lower fee for the yearly membership.  Part of the positive perception associated with this program is due to the fact that client’s must display personal responsibility.

Q. What makes it worth it to the businesses involved?

A. (OH) Car dealers weren’t getting rid of the $3,000 cars, so this program brought them needed business.  

A. (MN)  Once the dealers found out there was a market for this price range, they became interested in the program.  It is important to find the key people in the community to bounce ideas off them and see what connections they can offer.  In addition, the publicity and the press are positive recognition for the banks.


A. (OH)  Banks are required to have CRA credits.  In other words, they are required to earn these credits which result from community involvement.

Final suggestions and other comments:

(OH) 
Start small, take baby steps, and grow from there.

(MN)  
Agree, but spreading out to more banks helps spread out the business or the risk as well.

(MN)  Having the loan paperwork done in advance for the bank is very important as well as the follow-up work that is done with the clients. 

(MN) 
Has developed three alternative funding accounts to fill in some of the gaps identified in the program.  The following are the three funds and their purpose:  

· emergency transportation – to get the client to work until the loan is finalized

· inspection assistance – to help the client pay for the initial inspection cost

· insurance fund – one-time $200 payment to help clients pay for insurance

(MN)
There are currently plans in the works to provide clients a place to go for repairs, possibly even free repairs.

(MN)  The bank gets notified when the insurance is not up-to-date and then Randy is notified.  As such, there can be follow-up with the clients to see if they can get them back on track with these payments.  

May 15, 2000  

3rd Lee County Steering Committee Meeting Summary

Attendees:

Jen Beck

DHS

Karla Strange

Transportation Coordinator-DHS

Clara Deck

Lee Co. Work Experience

Mickie Holvoet
PROMISE JOBS

Sharon Regur

DHS

Stacie Gorden

DHS

Paul Clampitt

JTPA-PROMISE JOBS

Julie Wellman

ISU Extension


Angelic Wilson
Lee Co. Work Experience

Catrice Winston
Lee Co. Work Experience

Lorce Dobbs

Lee Co. Work Experience

Steve Starr

Inhance Corporation

J. Welch

Lee Co. Work Experience

Stephanie Hoschek
Adecco (employment agency)

Rev. Alex Blair
Lee Co. Ministerial Alliance

Angela Hoaglin
Lee Co. Work Experience

Decisions and Related Discussion:

1) Tentative target date for program is mid-July.

2) Since the prior meeting, Jen Beck learned that the CSSG funds cannot be used for collateral.  This is a violation of the law and simply will not be an option.  However, Jen proposed an alternative option that she hoped most closely reflected the initial plans of the committee.  Very generally, the grant funds will be used as the source of the loans. Since the committee was planning to fully collateralize the loans, this plan will not affect the total amount of funding needed or number of clients that can be served.  The committee felt this plan was a good alternative and agreed it should be pursued.  

Following are the specifics of the new loan program and how it works: 

a) There will be a formal written funding agreement between the bank and IWD.

b) CSSG dollars will be used as the source of the loans.  The bank will be a third-party manager of the loan process and will coordinate and complete the necessary loan process.

c) An administrative fee will be paid to the bank for providing these services, which will cover the costs of the loan coupon books and administrative costs.  This will have to be agreed upon by the bank, DHS, IWD.

d) Loans provided will be interest free.

e) On a weekly basis (can be made more or less frequently as needed), the local IWD office will issue a warrant to the bank to cover the amount of loans which have been approved in the preceding week.  

f) The account in the bank would be a revolving fund.  The loan payment made to the bank would return to the total funds available for participants to receive.

g) If the loan is not repaid as deemed appropriate, the bank will begin the repossession process.  The bank would maintain the lien on the car and would use their standard procedures for repossessing and reselling the vehicles if default occurs.  The bank would pay back the amount for which they are able to resell the vehicle.  The bank would be paid a flat fee for each car that is repossessed and resold. 

h) As part of the agreement the bank will maintain reporting on these grant funds. 

i) The interest earned on the grant money in the bank will be paid to the Treasurer’s office on a quarterly basis.

j) The payback period for these loans will be determined by the steering committee.

k) On a monthly basis, the bank and the pilot coordinator will evaluate the funds available in the revolving fund.  

3) Five Work Experience participants attended our Rural Transportation Steering Committee Meeting.  The steering committee asked the participants who were present what they see as a reasonable amount that they could pay on a monthly basis.  The participants stated that anywhere from $75.00 to $150.00 a month was reasonable for car expenses.

4) As a result of what was learned from the May 8th panel meeting (as highlighted in the Panel Meeting Summary), the group decided that the maximum loan amount would be $3,500, to include tax, title, license and first 6 months insurance.  The maximum amount of the vehicle itself was decided to be no more than $3,000.  The minimum amount of the vehicle itself was decided to be no less than $2,000 in effort to assure a certain level of quality.  

Along with this discussion, the group determined that families will need to purchase family size and family appropriate vehicles through this program – i.e., no sports cars.

5) It was decided that Karla would check into having the inspections done locally instead of having the participants travel to Burlington.  SCC offered to do inspections for $8.00.  Karla will ask the local garages about doing the inspection for $8.00.  It was decided that the participants would be responsible for paying this fee. 

6) This group discussed the type of Repair & Maintenance Program that would be adequate for this program.  It was decided that to set up a repair fund that participants could access to help pay 50% of repair expenses they encounter; the participant will be responsible for the remainder of each repair expense.  This fund can be accessed for one or more repair expenses, with $500 being the maximum amount that can be accessed over the life of the loan.  The group discussed that a loan recipient may move off PROMISE JOBS during the life of their loan.  The question was then raised – will we be able to make payments to help these individuals with their repairs if they have left PROMISE JOBS.  The committee stressed that they felt this would be very important as we would be making this commitment to the clients up-front and should follow through.  Jen Beck will check into the rules around this approach.  

It was decided that ASE certified mechanics must do these repairs.  Karla is going to discuss with local garages in Fort Madison and Keokuk about working with our participants.  

Karla talked to various dealers about the option of extended warranties on these used cars.  The group decided that this was not the best option as the price of such warranties is very high and these warranties are difficult to secure.

7) This group discussed providing vouchers for free oil changes.  It was decided that the participant would get their first oil change voucher with the award of the loan.  If the participant makes 3 consistent loan payments (on time) they would get their second voucher.  If the participant continues to make consistent loan payments, the participant will keep receiving oil change vouchers throughout the first year of their loan.  If maintenance has not been done, then a reminder would be sent out to the participant to let them know that maintenance is required to keep the vehicle in good condition.  Cost is approximately $100.00 for the year for the oil changes.

8) Length and detail of the educational classes was discussed and the group decided that the participants be pre-certified for the program.  That is, each participant will have to show proof of insurability; show proof of valid driver’s license; attend budgeting classes one day a week for four weeks; and attend the maintenance class with Rich from SCC.  Once a participant completes all steps then they become eligible for a loan.  

The group discussed the possibility of having Rich doing the maintenance classes locally.  The group thought the High School might be a good place to hold these classes.  Also, the group discussed the possibility of having the High School groups provide daycare if necessary.  Micky Holvoet and Sharon Regur are checking into this avenue.   

9) In the budgeting class, Julie Wellman will help the participants fill out their credit history check.  By the end of the four-week budgeting class, each participant should know their credit history.  However, this program will not deny any participant due to bad credit.   She also discussed covering insurance plans and rates as well as budgeting (including the use of a calendar to track expenses).  Julie will provide Karla with information regarding the status of each individual in the budgeting classes.

10) This group decided that this program will be responsible for covering the cost of AAA membership for the one year, this will only cover the participant who participating in Promise Jobs.  Cost for the AAA membership will run approximately 60.00 (59.99) plus tax.  Karla will be talking again to with AAA to see what each participant needs to complete.  

Actions to be taken for the next meeting:

· The next meeting is scheduled for June 19th from 10:00 to 12:00 at Inhance Corporation.

· Karla will take steps to check with the local garages to see if they are willing to participate in our program, by helping with our inspections for $8.00 fee and willing to do our oil changes and repairs.

· Karla will make contact with Rich Noon from SCC to see if he is willing to teach his class in Keokuk or Ft. Madison either at local schools or garages.

· Karla will check with AAA to see about applications and price for our participants.

· Karla will talk to the local bank regarding the revised loan option.

June 19, 2000

Lee County Steering Committee Meeting Summary

Attendees:

Jen Beck

DHS

Karla Strange

DHS

Sherri Lewis

Community Action

Jeri Welch

Lee County Work Experience Program

Julie Wellman

ISU Extension

Sharon Regur

DHS

Stacie
Gorden

DHS

Rev. Alex Blair
Lee County Ministerial Association

Mickie Holvoet
Promise Jobs

Paul Clampitt

Promise Jobs

Decisions and Related Discussion:

Project Presentation

Jen Beck did a presentation of our project in Washington DC, during the month of June.  Jen discussed with our committee about her presentation.

Garage Participation

Discussion of the garages that have committed to be involved and garages that may be willing to participate in our program.  Winners Circle, City Tire and Battery, and Andy’s are willing to work with program.   This includes completing inspections, providing reasonably priced repairs, and accepting oil change vouchers.  Both Winners Circle, and City Tire and Battery have confirmed; Andy’s not confirmed.   Billups, Shottenkirk and River City Motors were suggested as three more garages that may be willing to participate in our program.  The group expressed that $25 was a reasonable rate for the inspection cost; the participants are responsible for this cost.

Maintenance

Ed from City Tire and Battery has agreed to teach our Maintenance class in Keokuk.  It has been agreed upon that the class will be offered two times a month (every 30 days).  The class session will be 1 to 2 hour class.  The instructor will be responsible for the criteria of the class.  It will be the responsibility of the participant to attend the class.   It has been suggested that Tom Scott, who is the mechanic instructor at Ft. Madison be asked if he would be interested in instructing the class in Ft. Madison.  The group also suggested the possibility of working with Continuing Education at the college.

The fee for the Maintenance class was discussed, considering $25.00 per class up to $50.00.  The following were mentioned as the general topics that could be covered in this class:

· Vocabulary

· Stressing routine maintenance

· What to do when calling a mechanic

· How to sense problems

· Importance of checking fluids, oil levels, etc.

· What various lights mean

· The importance of calling and asking for help

Sheri Lewis suggested community action has a mechanic who may also be able to serve in this capacity.  It was suggested we explore the options above and return to community action if needed.

Participants

Currently, our program is looking at serving between 15 and 18 participants that qualify.

Survey

The group discussed developing a survey that would be distributed to PROMISE JOBS participants at orientations as a tool to begin determining (and filtering out) those that do and do not qualify.  The survey would first go to the PROMISE JOBS worker then to the Transportation Coordinator.  The Transportation Coordinator would send program information out to those individuals who qualify.  The following are the points or questions the group suggested we put in the survey: 

· Do you have reliable transportation?

· Are you insurable?

· Do you have a driver’s license?

· release of information (with an expiration date)

· I certify that all of the above is true.

Repairs

As a result of questions in the previous meeting, Jen confirmed that we can specify in the participant agreement that we will provide repair assistance for up to the 3 year life of the loan (total repair amount $500).  This way, we can provide this assistance for families even after they leave PROMISE JOBS.

The group also discussed the option of being able to serve clients who began the steps of this program, but moved off FIP in the process.  The group expressed that we should be able to provide the services to those who move off during the process due to earnings, but not if they have moved off FIP for other reasons.  Jen will confirm that this is acceptable under the guidelines of the grant.

ChildCare

The group decided that childcare expenses for this program cannot be reimbursed through PROMISE JOBS, because this is not a component of Promise Jobs.  Karla and Jen expressed concern in taking on the responsibility of organizing childcare for each of these classes.  Therefore, the group decided the participant will be responsible in finding daycare while attending the classes.

Bank

Karla gave the information to the group that State Central Bank would be unable to help us with our funds unless we could find a way to run our money through the bank.   Arch stated that the money needed to be used as collateral purposes, that the bank’s cost would be to great to run the fund without an interest.  It was suggested for Karla to ask Arch about setting up checking and saving accounts, and running our money in and out of those accounts.  Karla stated that she would check with Arch to see if this could be done.  

Loan

Amount was decided upon.

· Car- $3000.00

· Repair- $500.00

· Triple A- $59.95

· Insurance

Next Steering Committee Meeting-set for July 17, 2000 at 10 a.m.

Our Group Needs to Decide upon a Name for our Program.

July 17, 2000

Steering Committee Meeting

Attendees:

Jen Beck

DHS

Karla Strange

DHS, C.A.R. Program Coordinator

Jeri Welch

LCHD-Work Experience Project

Julie Wellman

ISU-Extension

Stephanie Hoschek
ADECCO

Sharon Regur

DHS

Mickie Holvert
Promise Jobs

Sue Frice

DHS

Stacie Gorden

DHS

Rev. Alex Blair
Lee County Ministerial Association

Name of Program:
C.A.R. Program (Car loan at Affordable Rates)

Jen gave information on working with Iowa State; they are to be getting feedback from interviews with participants and steering committee.

Jen talked about her presentation in Arizona.

Feedback:

Our struggles in finding a Bank to carry our program.

Karla and Jen both discussed the issues of not being able to use local credit unions.  Jen and Karla discussed about our second option if a bank does not work.  Buying down the loan if possible, paying the first month of payment.  Flow charts for client and Karla.

· Community Action unable to carry lien.

· Send out letter before Repossession of car.

· Insurance, program to pay up to 6 months of insurance.

· Must have promise of work within 60 days.

· Program trying to serve 18 participants.

· Participant is to notify Pilot Coordinator when moving.

· Name of client and relative.

Suggestions given:

Riverbend Credit Union in Burlington.

Banks:  Pilot Grove, Donnelson, Dan Steffensmier


 Farmers & Savings Bank, Denmark & Weaver, Pat Griswald


 Fort Madison Bank & Trust, Ft. Madison, George Eichecker

Garages:  Billups


    Shottenkirk


    City Tire & Battery


     River City Motors- Doug Peterson

AAA- for our participants; need to ask about giving our program a deal.

Next meeting set for August 22, 2000 for 10:00 am.

August 22nd, 2000

Lee County Steering Committee Meeting Summary

Attendees:

Jen Beck

DHS

Karla Strange

Transportation Coordinator-DHS

Mickie Holvoet
PROMISE JOBS

Sharon Regur

DHS

Julie Wellman

ISU Extension

Jeri Welch

Lee Co. Work Experience

Stephanie Hoschek
Adecco (employment agency)

Rev. Alex Blair
Lee Co. Ministerial Alliance

Sue Frice

DHS

Decisions and Related Discussion:

1) Karla provided an update on what had been heard from each of the banks:

· Pilot Grove has seen the details of the program and has given very positive feedback about participating.  The bank does want participants to set-up a savings account in the bank.  The committee felt this was very acceptable and would even help in building credit.  We are awaiting final feedback from the Pilot Grove board.

· Karla has left messages with George of Keokuk Savings and Loan but has not talked to him personally.  Mickie expressed that he may have retired, but the committee felt he must still be active if messages were being taken.  Karla will continue to follow-up with George.

· Sharon asked if we had touched base with Pat Griswold at Denmark.  Karla will contact Pat in the next week.

2) Jen updated the group on option B being explored by Karla.  

· Since the last meeting, Community Action has stated that it does not have enough information to feel it can carry the lien on the vehicles.  As such, this does not seem to be a very feasible option.  

· Since learning this, Jen, Karla and Sue had a meeting to discuss an alternative option.  This option is being explored in case things do not work out as planned with Pilot Grove.  As explained by Jen, this would involve working with the special financing divisions at local dealerships.  As Sheri informed Jen, these divisions are dedicated to providing loans to individuals with credit issues.  So, we would see if they would work with our program and carry the loans for these families.  Then, we would use our funding to buy down the interest rate, make the down payment, and help with up-front insurance costs.  In the end, this type of program would “feel” the same to the participants because they would have manageable monthly payments.  In addition, individuals would still need to complete all the same requirements of the C.A.R. Program, particularly the classes.  We would want the dealership to be able to approve everyone who completed the steps of our program and were referred to them.

· Karla did talk to Shottenkirk about this option and they do not currently have a bank that would automatically approve anyone from our program, they are required to have a certain monthly income amount.  However, they would continue to look for a bank that might work with them on this.  In addition, they provided Karla a couple banks that may be willing to carry these high-risk loans.  

· Karla contacted one, First Federal, and they had concerns about who would be responsible if the loan falls through.  She is continuing to contact other banks about this option.

3) Jen and Karla discussed some final forms with the committee (flowcharts and letters of agreement with businesses).  

· Jen distributed copies of the program “flowcharts” for review.  There were a few minor suggestions and Jen will incorporate these changes.  At this time, Jen pointed out that, as originally planned, we were requiring individuals to provide Karla proof of insurability within a short period of time in order to continue forward with the program.  And, we were allowing them to get their driver’s license at the same time they were completing the classes.  Karla learned that individuals will not be able to get proof of insurability without having a driver’s license.  As such, this current plan would not be feasible.  So, Jen suggested the option that participants would be given 30 days from when they signed the agreement to supply both of these (license and insurability) to Karla.  If they met this time frame, they could move forward with the classes.  If not, they would have to leave the program.  They would be encouraged to come and reapply when they had both of these items.  The had discussions regarding if we should just immediately qualify these two issues and inform individuals without either of these to return when they had both a driver’s license and proof of insurability.  It was pointed out that the application was being used to identify many things that may disqualify someone and we would need to cover all these things – not just insurance and license – to determine if they are eligible.  It was considered that each individual completes the application and if someone did not have a driver’s license or insurability, they should be told to reapply when they had these items.  But, it was then stressed that Karla would have to re-qualify and repeat the application process with each of these individuals and we had originally planned to allow them time to provide proof of insurability.  So, it was resolved that we would complete the full application with each individual and give all otherwise eligible applicants 30 days to return with these two items.  This would allow Karla to complete one application for each person, would give Karla the opportunity provide the participant some information about what is involved in getting a driver’s license and insurability, and would keep them in a time frame for completion.  Jen distributed revised copies of the client agreement that reflected the necessary changes to account for this adjustment.  Also, the committee suggested Karla put together a one-page “cheat sheet” which would help participants understand what will be involved in getting a driver’s license and proof of insurability as many may not have had experience with either of these before.

· There was discussion of completing a table that identified monthly payments associated with each purchase price and Jeri suggested she would prepare this and send it to Karla. 

· Karla expressed that she would e-mail copies of the agreements for review.  

4) Karla updated committee on the status with some of the garages and instructors.  

· Shottenkirk will teach the maintenance class, but could only do so from 12 – 12:30 each weekday.  

· Billups is willing to work with our program; will do the free third-party inspections, accept oil change vouchers, and bill for the repair expenses.  Karla will see if they are willing to teach the maintenance class.

· Karla informed the group that we will be using Billups, Shottenkirk, and City Tire and Battery for working in this program.  She has had conversations with Andy’s, but expressed that they may not be as willing or accepting of the program as the others.  As such, the efforts will be focused with the other businesses.  In addition, Jen mentioned that this will allow us to provide ample business to each of those that are willing to work with us and will not stretch our referrals for business to thin.

· Karla also mentioned that when talking with insurance agents regarding proof of insurability she was informed that if someone did not have a driver’s license, they should have no driving record and should be able to get a very reasonable rate.  In addition, she suggested that the insurance agent was very helpful and she would refer people there – Auto Home Owners.  Someone also mentioned H. Wayne Nelson as an insurance agent that could be used as a good referral.  In talking about insurance, it was questioned whether or not we are going to require full coverage.  The committee felt that we would leave individuals to make these decisions, but it was stated that the bank will likely require full coverage, so this is not an issue.

· Karla had contacted Triple A regarding a discount of the memberships for our program.  The one who Karla needs to speak to was on vacation; Karla will follow-up later.

5) Jen had suggested it might be helpful if the group could further define the major goals or our program.  This was done at the very first meeting, but we had included a very long list of goals and defining these a little further may be helpful from an evaluation perspective.  So, the group determined that the primary goal of the program is to increase and promote personal responsibility and self-sufficiency.  The secondary goals are to provide affordable cars and have more people beginning or maintaining employment.  The group easily identified these goals and was in full agreement. 

6) This is the final regular steering committee meeting.  The committee agreed that the major decisions had been made and we are currently just awaiting an okay from Pilot Grove or another bank that is willing to work with either of our options.  Jen and Karla will keep the committee posted via e-mail or mail.  If the current plans should not work, a steering committee meeting will be called.

Actions to be taken for the next meeting:

· A quarterly meeting was scheduled for Monday, November 13th.  The specifics of this meeting will be clarified at a later date.

· Karla will maintain contact with Pilot Grove to gain final feedback. 

· Karla will continue to contact other banks to explore the other option.

ATTACHMENT:  Full Steering Committee Meeting Summaries

January 10, 2000

Lee County Stakeholder Meeting Summary

Attendees:

Rona Dresser 

Iowa State University Extension

Cindy Fletcher

Iowa State University Extension (Evaluator)

Ethel Marshall

PROMISE JOBS Supervisor

Denise Burkett
Income Maintenance Supervisor

Sheri Lewis

Southeast Iowa Community Action

Bob Arbige

Regional Transit Authority

Mickie Holvoet
PROMISE JOBS Worker

Jeri Welch

Lee County Work Experience/Health Dept.

Matt Mohrfeld

Board of Supervisors

Merlin Hellman
Transportation Advisory Committee
Bob Dodds

Iowa State University Extension

Sharon Regur

Income Maintenance Worker

Jen Beck

Rural Grant Project Coordinator

Gayle Olson

Iowa State University Extension (Facilitator)
*FIP participants were invited to the meeting, but did not attend.

Overall Presentation:  

The first part of this meeting was spent summarizing the overall project, informing the group of basic guides associated with this pilot, and providing some research information about various pilot programs in existence. 

Brainstorming:  

The group was then tasked with brainstorming about the various directions and plans they would like to see involved with this Lee County program.  The following are the general suggestions and ideas mentioned during the brainstorming session: 

· If the individual receives a car, the individual must go through X hours of car maintenance (partner with community college)

· Fair, health-maintenance system for these cars

· Booklet, resources numbers so individuals will know who to go to with car problems

· Forgive license and tax fees

· Not necessarily look for cars in need of major repairs, utilize other groups (govt.) who have well-maintained cars

· Provide package deals (with oil changes, car repairs, etc.)

· Recipient does community service for getting XYZ

· Involve employers

· Research other programs ups and downs, learn from their experience

· Get employers to be involved (if you come to work everyday, you get $20 toward buying a car)

· Approach schools/tech schools to help repair and fix cars

· Representatives from car dealerships to help us start developing leasing program

· Work with dealers and auctions to get cars (help control the quality of cars receiving)

· Arrangements with dealers and help financially back the loans and maintain the vehicles

· Own/Lease/Loan/Trade-in – tie more responsibility in with the leases and loans (helps recipients move into self-sufficiency) – classes, maintenance

· Get banks involved to help participants in non-traditional ways 

· Be networked with any other entity trying to address these barriers

· Contact car rental programs to see what they offer (Hertz sends cars all over the US)

· Need to get those individuals with cars some access to the repairs (repair fund availability)

· Reward – You get the car if you fulfill the program requirements

· Identify companies with transportation programs in place

· Utilize those cars where the mechanic’s customer doesn’t want to pay the cost for the repairs

· Offer cards with discounts for repairs, tires, etc.

· Use wrecker services as a source for cars

· Help with bloated estimates for car repair – provide a source for fair estimating for repairs

· Find and arrange volunteers for doing repairs

· Have a resource person for emergency help so costs could be controlled/reduced

Decision:  

At the end of the meeting, each attendee was asked to vote on the aspects or ideas they would most like to see incorporated into the Lee County pilot.  The following were the three primary areas/ideas receiving votes: 

· Own/Lease/Loan/Trade-in – tie more responsibility in with the leases and loans (helps recipients move into self-sufficiency) – classes, maintenance.  (8 votes)  (Note:  This option is fairly vague as well as comprehensive.  In the meeting, the group was questioned about which aspect of car ownership was being recommended with this vote – donation or loans.  The group suggested this could be clarified by the decision making group.)

· Involve employers. (7 votes)

· Identify a repair fund, good repairers, initiatives.  (5 votes)
Identification of Decision Making Group:

The group discussed the “steering committee” which would be formed to direct this project and provided suggestions of who to include in this group.  The following is the list of names provided by the stakeholder meeting attendees:

· Directors of Chamber of Commerce – Greg Andrews, Marty Dean, Paul Walker (The group agreed these individuals should be utilized as resources and not asked to regularly participate on the committee.)

· IM/PJ staff (covering North and South Lee) 

· George Iaker – First Community Bank

· Adecco – Temp Agencies

· Community Action

· Hotel/Motel Industry

· Jean Hoffmeister

· Hospital in South Lee

· Southeastern Community College – Jim Bowles

· Extension

· Lee County Work Experience – Jeri Welch

· Lee County Health Dept. – Deb Green

· Ministerial Association

· FIP participants

March 9, 2000

1st Lee County Steering Committee Meeting Summary

Attendees:

Sheri Lewis

SE Iowa Community Action
Dale Thomas

Keokuk Chapter of Ministerial Association 

Stephanie Hoschek
Adecco (employment agency)

Sharon Regur

Dept. of Human Services

Jeri Welch 

Lee County Work Experience Project

Steve Starr 

Inhance Corporation 

Paul Clampitt
J
JTPA-PROMISE JOBS

Mickie Holvoet  
PROMISE JOBS 

Sue Frice  

Dept. of Human Services 

Julie Wellman 
ISU Extension

Jen Beck 

Dept. of Human Services

Gayle Olson

Facilitator – ISU Extension

*PROMISE JOBS participants were invited to the meeting, but did not attend.  In addition, a representative from the community college was invited to participate, but declined due to other commitments.

Decisions and Related Discussion:

1. Goals of the program.  The first step in the meeting was to identify the goal for our transportation pilot program.  It was determined that a pre-existing understanding of our goals would help define the services and logistics for the program.  

The following were the goals defined by the committee:

· Recipients can hold a steady job – no attendance issues.

· PJ participants have opportunity to acquire reliable vehicles.

· Increase the number of PJ participants who have jobs.

· Increase recipients’ ability to be self-sufficient (move off public assistance).

· Transportation does not continue to be listed as an ongoing barrier for PJ participants on their self-sufficiency plan.

· Experience enthusiastic support and participation from community partners.

· Program serves as an incentive for people to get a driver’s license.

· Increase the number of kept doctor visits, dental appointments, etc.

· Recipients learn to and do maintain (upkeep) their transportation.

· Serve X number of people in the next year. (Number not yet defined.)

· Improve recipients’ self-esteem.

· Recipients play an active role in whole process – show responsibility.

· Community is willing to take on the responsibility of the program in the long run.

· People have access to transportation for jobs, school – whatever is written in their self-sufficiency plan.

2. Loan or donation program?   The steering committee was tasked with further defining the car ownership component decided on by the stakeholder group.  The planning group suggested to the committee that we pursue the loan program versus a car donation program because:

· it potentially ties in more of the “responsibility” stressed in the stakeholder meeting;

· is considered more feasible to approach efficiently; and 

· would likely allow us to serve more individuals in the immediate future.

The committee readily concurred this was a good approach and determined we would pursue the loan program design.

3. Design for providing the loans.  The committee decided to recruit local banks to provide the loans (versus using the grant dollars as a revolving fund or utilizing car dealerships).  It was determined that this would be the best approach because:

1) banks are the experts in providing loans; 

2) banks have the resources to serve more people whereas using the grant amount for the basis of the loans would limit the number who could be served; and 

3) along these same lines, it is believed that the program should provide adequate loans to allow for the purchase of more reliable cars in the beginning which again would be limited with a program using grant funds as the source for the loans. 

The grant money will be used as backing for these loans or as a mechanism for buying a lower interest rate or extending the payback period.  

Highlighted below are some of the points of interest from this discussion: 

· It was expressed that the loan program must charge interest on these loans so banks have an interest in working with the program.

· Some stressed that a program that provides higher value cars up-front would be more valuable to recipients in the long run.  This will require slightly higher loan amounts, which points toward utilizing a bank for this process as the grant dollars would limit the potential to provide adequate loans to numerous people.

4. Eligibility for services.  The group defined who would be eligible to receive the services of this program.  These guidelines apply to receiving all aspects of the program (loans, maintenance, and education).  (Note:  The group considered developing different criteria for the various aspects of the program, but concluded it would simply be too confusing.)  

The following are the eligibility requirements, the recipient must be:

· an adult PROMISE JOBS participant,

· a Lee County resident,

· currently employed at least 20 hours per week for pay or have the promise of 20 hours per week for pay, (note:  The recipient must provide written documentation from the employer verifying promise of employment.)

· have no current means of reliable transportation for employment, and

· have or obtain a valid driver’s license and proof of insurability.  (Note:  This was discussed as something the program may be able to help individuals with.)

*  The group noted that some of these requirements will require judgement by the coordinator and/or the bank, e.g. what is considered “reliable transportation”.  In addition, if participation begins to exceed the level of service that can be provided by this program, the group will determine how to prioritize potential recipients, primarily in regard to prioritizing levels of what is considered “reliable transportation”.  Also, it was noted that future discussions would lead to the development of other criteria which recipients would have to meet (i.e., the recipient must complete XYZ).

5. Educational components.  The group discussed the educational component that would be tied to this program.  It was suggested that some components of this education could be provided through the PROMISE JOBS Life Skills training program as all PROMISE JOBS recipients could benefit from this type of training.  In addition, this would utilize a system that is already in existence and would reduce confusion for recipients.  When completing the relevant classes, the recipients would receive written documentation verifying their completion.

Though it was not extensively discussed, the group did suggest that the following would be covered through the educational component:  budgeting, what to look for when purchasing a car, how to do maintenance, and how to obtain and maintain insurance.  It was determined that experts from the area would be asked to provide some of the educational components.  For example, the specifics discussed were asking mechanics to speak about purchasing a reliable car and maintenance and local insurance agents to cover how to obtain and maintain insurance.

Remaining questions on topics raised at this meeting:

· Will the grant funds be used as backing and/or as a mechanism for buying a lower interest rate or extending the payback period?

· How will the educational component and the providing of the loan fit together?  As suggested in the meeting, we would not require program recipients to have to take too many steps prior to receiving the loan as this could prevent them from starting the job they have been promised or to lose the job they currently have. 

Actions to be taken for next meeting:

*The next meeting is scheduled for April 17th from 10:00 to 12:00 at Inhance Corporation.

· Sue – Continue efforts to have pilot coordinator hired.

· Mickie and Paul – Will work to gain the participation of some PROMISE JOBS participants.  (Jeri noted that if someone notified her before the meeting she would be able to bring a work experience participant to the meeting.)

· Steve – Contact State Central bank regarding the theoretical feasibility of providing this type of service as well as to invite the bank to participate in the project and on the steering committee.  (Note:  The committee expressed the State Central bank covered much of the area and felt they should start by contacting and requesting the participation of this bank.  It was not believed that multiple banks needed to be contacted at this point.)

· Mickie – Contact a few local insurance agents in the area about working with recipients of this program in regard to providing insurance as well as some education in this area.

· Julie – Talk to Gail at Extension about providing various types of training through the life skills classes (budget, insurance).

· Paul – Contact local high schools about how students may be able to be involved.

· Jen – Send out agenda and reminder information.

April 17, 2000

2nd Lee County Steering Committee Meeting Summary

Attendees:

Sheri Lewis
SE Iowa Community Action
Rev. Alex Blair
Keokuk Chapter of Ministerial Association 

Stephanie Hoschek
Adecco (employment agency)

Sharon Regur
Dept. of Human Services

Jeri Welch 
Lee County Work Experience Project

Steve Starr 
Inhance Corporation 

Paul Clampitt
JTPA-PROMISE JOBS

Mickie Holvoet  
PROMISE JOBS 

Sue Frice  
Dept. of Human Services 

Julie Wellman 
ISU Extension

Jen Beck 
Dept. of Human Services

Rich Noon
Automotive Instructor – Southeastern Community College

Archie Logan
Executive Vice President – State Central Bank

Gayle Olson
Facilitator – ISU Extension

Ellen Marks
Macro International (observer)

Helene Jennings
Macro International (observer)


Decisions and Related Discussion:

1.  Relationship with State Central Bank.  Archie Logan from State Central Bank attended the meeting and communicated State Central’s commitment to working with the program and provided various options for their role in the program. 

The bulleted information below represents some of the major points of discussion in regard to the loan process.  In the end, Mr. Logan said he would summarize our options discussed in the meeting and would send this to Jen Beck.  The committee will then finalize which options to pursue.

· The grant money could be used as collateral for the loans.

· Mr. Logan suggested the grant money could be put into an interest-bearing CD as collateral for the loans.  It was suggested that the state may not be able to earn interest on this grant funding.  In that case, since the bank would not be paying interest on the CD, the interest rate on the individual loans to the families could be lowered.  

· There was discussion about the amount of collateral that would be have to provided for each loan – to cover the total loan or a certain percentage.  Initial discussions were about providing 50% of the total loan amount in collateral.  Through the discussion, Mr. Logan suggested that the interest rate would be much lower for the recipients if the loan was fully collateralized (the amount of the collateral equals the total amount of the loan).  As we talked, Mr. Logan also suggested that he did not believe banks would be willing to take on the risk of these loans without the full collateral. 

· There was discussion about extending the payback period for the loan.  Mr. Logan suggested that this could be arranged, but stated that this often leaves individuals with payments on the car after the time of its functioning value.

· Mr. Logan confirmed that we could use the grant dollars to buy down the interest rate on the loans.  He suggested that this would mean the dollars will be expended outright in the beginning.  Mr. Logan estimated that a $500 payment on a $4500 loan would allow us to lower the interest rate by 33%.  After discussion, Mr. Logan expressed that if we fully collateralized the loan, the interest rate could be 2% over the CD rate (which is already considered very low).

· A lien would be taken on the car so it could be repossessed if payments were not made.

· Mr. Logan’s initial discussion suggested that “we” have the lien on the vehicle so we could get the car back and resell it if the payments were not made.  This raised the question of who is “we”.  Mr. Logan then suggested that the bank could have the lien on the vehicle as in other situations and that the bank would work with us in disposing of the car (for example, they would sign the title over to the committee for resale).

· There was discussion about the CD being a revolving fund.  Once a loan was paid off, the dollars being allocated for collateral on that loan would be available for another loan.  Mr. Logan did tell the committee that the total amount collateralized for a loan would be tied up until the entire loan was paid off.  

· There was discussion about the grant money being used to pay a portion of the monthly payment each month. 

In the end of the discussion, the committee was basically in consensus that the grant funds would be used to fully collateralize the loan so we could get the low interest rate and it was believed the bank would require this commitment.  The CD’s would not be interest bearing that would allow us to further lower the interest rate for the recipient.  The committee resolved to make a final decision based upon Mr. Logan’s formal feedback.

2.
Amount of the loan.  The committee discussed the maximum amount of the loans that would be awarded in this program.  Members stressed the importance of providing loans that allow individuals to purchase reliable vehicles that will last for a longer period of time and require fewer repairs.  The suggested dollar amounts ranged from $4,000 to $6,000.  The DHS staff confirmed that if individuals were to own cars of this value, it would not affect their asset eligibility requirements for public assistance.  There was discussion about weighing the maximum amount of the loans that would be provided with the total grant dollars available for collateral and the number of participants that could be served.  

It was suggested that we talk to local dealerships to get their recommendations regarding a reasonable price for purchasing a reliable used vehicle.  In addition, Rich Noon, automotive instructor from Southeastern Community College, suggested the car dealers may be willing to work with the program and provide some service to assist in providing these cars, possibly even provide cars at a lower price.  The pilot coordinator will contact the local garages to gain feedback on these issues.  The specific dealerships mentioned were Shottenkirk, Jim Baier, and Deery Brothers. 
3.
Identifying Road-Worthy cars.  Rich Noon stressed the importance of purchasing reliable vehicles up-front.  The Community College classes can provide a 28-point inspection prior to the purchase of the vehicle to identify any major issues with the vehicle.  Rich pointed out that this examination does not include looking into the engine, but feels their experience allows them to identify issues with the vehicle.  The charge for this will be $8.  The appointments to have these inspections done will have to be set-up through Rich.  During the summer, the classes that do this are not in session and Rich indicated he might be willing to provide this service during the summer.  

In addition, the committee also decided that individuals should be told up-front that their potential car will be inspected by a third party to determine if it is “road-worthy” and it could potentially be vetoed by this inspection.  In addition, the car must be a certain year or newer and must not have more than a certain number of miles.  These were not defined.

4.  
Repair and Maintenance System.  It was stressed by Rich Noon that the costs associated with repairs and maintenance are often much more extensive than the initial purchase costs and this should be considered. The committee just briefly touched upon this component during the meeting, but did resolve that a certain amount of funding would be requested for the maintenance and repair system.

Below are some of the points raised during this discussion:

· The program should steer people towards those garages that have a reputation of being trustworthy.  It was suggested that we could not tell people where to have their cars repaired, but others argued that if we are providing a service (certainly if we are paying) we can recommend a place of repair.  

· There needs to be some form of check and advise situation that would be instituted before the repairs were made.  There was discussion of having multiple garages (even including SCC) check and advise.  

· There were ideas thrown out about paying for the repairs, paying for a portion of the repairs, providing an informal loan for the repairs. The major question posed and pending is, “what is the role of the program in this … are we providing payment or partial help with payments or just developing a reliable referral system for repairs?” 

· Develop a well-car clinic for individuals to come in and receive basic maintenance on their vehicles.  (The committee had concerns about this approach and being able to handle the flow of clients in a day.)
· Rich suggested the college classes could provide these services, but the repairs would have to fit in with the curriculum being done at that time (or at least had already been covered in the past).  He estimated that the costs associated with these repairs would be $10/hour or less plus 10% over the cost of the parts.
· Rich suggested that the Consumer Reports Buying Guide is a good resource in considering cars for purchase.
· Will the bank provide loans for the individuals to get cars repaired?  If so, would there have to be collateral on these loans?
5.  
Education.  Julie Wellman reported on the education opportunity available through the PROMISE JOBS life skills program.  Julie informed us that she could extend the life skills component for 4 weeks to provide a short-term curriculum on insurance and budgeting for potential loan recipients.  She will provide this on a one-on-one basis for four weeks and will utilize the resources available to her to work with these individuals.  She specifically discussed informing individuals about their insurance options and associated costs and that they would be required to complete a month’s worth of budgeting.  Julie provided handouts and those are attached.

The committee decided that individuals would be required to complete this educational component before being approved for the loan.  There was some concern expressed about putting off those who need it more immediately, but the committee felt this was essential to assure the individuals were committed.  In addition, it was discussed that the potential recipient could be going through the car shopping and insurance process during this same period of time.

In addition, there was discussion about offering a continuing education class through the college on basic car maintenance.  Rich Noon was going to check into the costs associated with this.

6.  
Insurance – Program’s Role.  There was discussion about the program’s role in assuring individuals have insurance.  The committee agreed that the program would offer information about insurance through the education component.  In addition, the pilot coordinator could make some contacts to determine if there are certain insurance agencies in town who would be more willing to work with these families.  This would develop an informal referral network for potential loan recipients. Then, the individual would be responsible for arranging his own insurance.  It was suggested that the private, smaller agencies might have more flexibility to work with these families.  

7.  
Criteria.  It was stressed that a set of criteria should be developed to provide potential recipients up-front to identify the steps they must take as well as the basic eligibility requirements they must meet to receive the loan.  The basic eligibility requirements were already determined and are as follows, the recipient must be:

· an adult PROMISE JOBS participant,

· a Lee County resident,

· currently employed at least 20 hours per week for pay or have the written promise of 20 hours per week for pay, 

· have no current means of reliable transportation for employment, and

· have or obtain a valid driver’s license and proof of insurability. 

As detailed in each sections above, the following are the other criteria which participants need to be aware of:  

· Cars will be inspected by a third party to determine if they are “road-worthy” prior to the loan approval and it could potentially be vetoed by this inspection.

· Cars must be X year or newer to be considered for purchase through the loan program.  (The year 1994 was the date suggested, but no decision was made.) 

· Cars purchased through the loan program must not have more than X number of miles.

· The class offered through the life skills component must be completed prior to final loan approval.
· Cars must require a loan of $X or less.  (It was suggested that potential recipients of the loans not be informed of the maximum amount of loans available as this could lead individuals all to pursue cars at the maximum cost.  However, it was argued that it might be best if all individuals did purchase cars at these costs.  It would be unfair and inefficient for individuals to be shopping for cars that are out of the price range, and individuals will likely not do this as they will be having to be weigh their own personal monthly investment in the car.)

8. 
Miscellaneous.  There was a suggestion that a cheat sheet be developed that would detail for potential recipients the monthly car payment at various total purchase prices.

The committee determined that information about this program would be provide to potential clients during PROMISE JOBS orientation and the necessary program contact information would be provided for those interested.  For those current PROMISE JOBS recipients who have already gone through orientation, a letter will be sent out to inform them of this program and the associated requirements.  It was mentioned that this could create an onslaught of individuals we will be unable to serve, but it was suggested that this would not be the case based on the basic requirements.  

The committee also discussed issues surrounding providing loans to individuals and the need to address their driving skills.  It was suggested that we require them to complete a defensive driving course.  Many others expressed that these classes were not locally available and that proof of a valid driver’s license was an appropriate requirement for this program.  The committee did think it could be beneficial to provide recipients with the basic driving manuals available from the Dept. of Transportation.

There was concern about if the individual were to lose their license while paying off the loan.  It was determined that the program does not have responsibility for assuring everyone maintains their license and should not establish itself as an entity that monitors the status of those having received loans.  Rather, those individuals are responsible for paying off their loan – regardless if the car is sitting in the front yard because their license is lost or if it is being driven.  Also, if we verify they have a driver’s license up-front, they are personally and legally responsible - like any driver - to only continue driving as long as they have that license.

There was concern expressed about the liability associated with an individual getting into an accident while we have collateralized their loan.  The committee agreed that we are simply a consignor and the individual's name is on the loan and the vehicle and the bank has the lien on the car.  Therefore, the program would not liable for their accidents.

Paul informed the committee that he checked with the local high school about potential for their participation and found they do not have an automotive curriculum.

Actions to be taken for next meeting:

*The next meeting is scheduled for May 15th from 10:00 to 12:00 at Inhance Corporation.

· Karla –

· Contact local dealerships to get feedback regarding reasonable purchase price for used vehicle as well as to determine what they may be willing to offer to the program.

· Contact local insurance agents to identify those that express a willingness and flexibility to work with these families.

· Coordinate with Mr. Logan of State Central Bank.

· Develop a list of criteria as well as eligibility requirements participants must meet to receive the loan.  

· Rich – Identify the costs associated with having a continuing education class. 

May 8th, 2000

Panel Meeting Summary 

Panel Members:

Randy Mertz – Auto Purchase and Repair Loan Program - Minnesota

Lisa Carter – Drive to Work Program - Ohio

Attendees:

Sheri Lewis
SE Iowa Community Action
Stephanie Hoschek
Adecco (employment agency)

Jeri Welch 
Lee County Work Experience Project

Paul Clampitt
JTPA-PROMISE JOBS

Mickie Holvoet  
PROMISE JOBS 

Sue Frice  
Dept. of Human Services 

Julie Wellman 
ISU Extension

Jen Beck 
Dept. of Human Services

Karla Strange
Pilot Coordinator

Presentation on Ohio’s Drive to Work Program:

Lisa Carter was the presenter and she is the manager of the Appalachian Development Federal Credit Union in Ohio.

The following is the process for the client’s flow through the program:

· The client is referred from DHS.  The client (with the assistance of their worker) completes the referral form that identifies things such as possession of a driver’s license, insurability, and previous moving violations and includes a release of information form.

· The client is then required to open a savings or share account at the credit union with a balance of at least $5.

· Then, the client begins through the loan application process.  Before the application is completed and the bank determines whether or not the client is eligible, the client must attend a car ownership class that covers issues related to finding a reliable, used vehicle.

· After this class, the client begins to search for a car.  Once a car is found, there is an inspection process.  The Drive to Work program has a relationship with local garages who do these inspections to assure the client is making a positive investment.  If the car does not pass inspection, the client must look for another vehicle.  The mechanics are paid $25 for each inspection.

· Next, the client begins checking into attaining car insurance.  If the car costs $2,000 or more, the program requires full coverage be purchased; if the car costs less than $2,000, the program allows for liability coverage only.

· Once the potential car is approved and insurance is arranged, the loan application is then reviewed.  The loan amount generally includes the amount of the car, one-quarter of the first insurance payment, and $150 “cushion.”  The cushion is a means to help provide clients a way to deal with things such as unexpected repairs as this helps them deal with these types of issues and continue to see the loan program as a positive experience.  

· Assuming the loan is approved, the Drive to Work program provides recipients with a year’s worth of oil vouchers as well as a AAA membership.  The oil vouchers are submitted to local garages when they complete the client’s oil change.  The vouchers are sent to the Drive to Work program for payment.  And, on these vouchers, the garages will report on the well being of the car to help keep program staff informed.

· After the first six months of the loan period, the participant is required to complete a second class.  In this class, the clients provide feedback about their experiences, how things are going, and their jobs.  In addition, they are given information about the possibility of applying for an Individual Development Account (IDA).  This is considered important in helping the client continue to build assets just beyond their car.

· The following are approaches or activities done through the educational program:

· The clients do their own monthly spending budget that they then discuss and review with Lisa.  Lisa notes the importance of being honest and including all the little things in such a budget.

· The clients are provided an article that describes a strategy for success – this encourages the clients to be honest and to pay themselves first.

· The clients are given a coloring page and colors.  This leads to discussion about coloring “outside the lines” and not always staying inside the lines where you are comfortable.

· There is discussion about the many credit card applications that are received in the mail.  Lisa points out the specifics that are often included in small print on this information, particularly the high interest rates.

· There is discussion about the rent-to-own options and the high interest paid on such merchandise.

· In addition, there is an emergency repair fund which clients can utilize one-time to receive up to 50% of the cost of the repair.

There have been zero delinquencies with this program.  Lisa attributes this to the time that is spent with the clients and the education that goes into the program.

Presentation on Minnesota’s Auto Purchase and Repairs Loan Program: 

Randy Mertz is the Transportation Coordinator for the Minnesota Auto Purchase and Repairs Loan Program that functions through the Heartland Community Action Agency.

The McKnight Foundation in Minnesota has provided grants for implementing the “Working Together” programs.  There are three programs resulting from these grants, one of which is this transportation program.  The following organizations are involved in this program:  DHS, workforce center, private sector (banks, dealers), economic development, and community action.

The goal of this program is to provide clients dependable transportation, which is a major barrier to employment.  As such, they developed a process and a foundation for addressing this issue.  The program staff wanted to involve all local community banks; as such, there held a banker meeting with 25 local bankers.  The purpose of this meeting was to get direct feedback from the banker’s about their perspective on this program.  After this, a contract was developed to include the banks in this program (there are currently 28 banks participating).

The following is the process for the client’s flow through the program:

· The client is referred from the employment center.  As a part of the referral process, the client and the employment center worker develop a budget sheet.
· The client is referred to one of the 4 Heartland Community Action Agency offices.  In this initial meeting, the client completes a release of information form, a generic credit application, and the appropriate information needed for the client database and the budget is reviewed.
· Then, all applications are sent to Randy (Transportation Coordinator).  Randy helps complete the pre-screening application.  With this process, Randy goes into depth about clients credit history and works with the clients to determine if they should attend credit counseling, set-up a manageable repayment plan with the credit card companies, etc.  At times, the clients have no credit history and Randy will help them consider other options for establishing this credit history, such as attaining payment records from the telephone company, utilities company, or cable company.
· Then, Randy and the client will review the budget to determine if the client has enough money to pay for a car loan.  This was stressed as being an important step to assure the clients are not getting into situations which they are unable to handle.
· The cars purchased through this program can range from $1,000 to $3,000.  The participating banks have all agreed to write the loans with a 10% interest rate to be amortized over 2 or 3 years, depending on the amount of the loan.  The repair loans can also be amortized over time (generally 18 months).
· A portion of the grant dollars for this project are used as a collateral guarantee; the bank gets a 25% guarantee on purchase loans and 50% guarantee on repair loans.  If there is a default on the loan, the bank is paid the guaranteed rate or the remaining loss on the loan, whichever is less.
· This program has been running since October, 1998 and has provided 63 loans.  They have experienced only 3 defaults.
Question and Answer Segment (Answers are not verbatim – rather, they are a summary of the answers)

Q.  For Lisa, who pays for the $25 inspection prior to purchase?

A.  The program received a grant from DHS to pay for this, the AAA membership, and the oil vouchers.  Lisa expressed that she believes the oil vouchers are very beneficial as they allow her to keep an eye on the car and to know if it is being maintained.

Q.  What is the average price of the cars for which loans are provided?

A.  (OH)  The average price is $3,000.  We will go up to $7,000 for those who can afford more if they have a higher paying job.

Q.  Must the client purchase the car from a certain dealership or can they purchase it from an individual seller?

A.  (OH)  They can buy the car from anywhere, including an individual.  If they do purchase from an individual, they must supply information on that individual and the car is still inspected in the same manner as the other cars.

A.  (MN)  They are allowed to select their own cars.  However, part of the pre-screening is that the car must meet certain blue book value regulations.  A purchase agreement is developed to identify the purchaser, seller, all costs associated, etc.  Also, a four-page inspection is performed by a certified mechanic to identify any issues with the car.  The client can pay the cost of this inspection or there are other assistance options for this.  Also, the client has to secure an insurance quote and the budget is developed with that amount.  For the insurance, the client can receive one-time assistance for up to $200 for their first insurance payment; if the money is not used up-front, it can be accessed later.

Q.  Approximately what percentage of the car loan applicants received loans?

A.  (OH)  The program staff does not like to deny anybody.  If the client is not in a position for approval, Lisa tries to repair their credit history before moving into the loan process – Lisa works to try and establish credit.  If the client is simply not able to get a loan, they are referred to the Reuse Program.  This program is run by a local church organization and provides donated cars to families who are unable to secure a loan.  These cars are donated by citizens who are provided a tax break.  As a note, any repossessions from the credit union are sent to this program.

A.  (MN)  The bankers have agreed to look at and be lenient on the credit reports for these families.  If the bank initially denies the loan because of credit history, Randy will work with the client to do what it takes to try and resolve the credit issues.  As a part of facilitating this process, Randy provides the banker with a 30 page document for the credit reporting issues, etc. which allows the banker to just look at and quickly review this report to determine approval.  The greatest barriers for approval from the bankers are the existence of a recent car repossession as well as owed child support payments.

Q.  For Lisa, how long is the first class?

A.  The first class is about 2 ½ hours.   It includes viewing a videotape that illustrates the mission of the credit union, doing a budget, and reviewing brochures on how to look for a reliable car.  The second class is about 1 ½ hours and covers any problems the loan recipients are experiencing.  The average attendance at the class is about 5 clients.  The format is very informal to help these families not to feel intimidated (as they often are).

Q.  What things would you change if you were to start again?

A.  (OH)  Not suggest changes, think the program has been successful with the clients and parameters involved.

A.  (MN)  The program staff has tried to keep the program consistent.  There are ideas for changes that could be made at a later date.  At this point, the loans have not been through the entire pay-off process and a lot will likely be learned as these start to come to a close. 

Q.  What is the turnaround time from the loan application to the loan approval and award?

A.  (OH)  There are generally 7 to 10 business days from the referral to the loan.  The clients are immediately scheduled for the first class when the referral is received.

A.  (MN)  Tends to be more like three to four weeks.

Q.  What budget do you operate on?

A.  (MN)  The program budget is approximately $75,000; $30,000 is for the guarantee fund and $45,000 is for administration.  As the loans get paid off, they revolve back into the program fund.  In this program, Heartland is the fiscal agent and the guarantee fund is held in an escrow account.

(In this discussion, Randy also began to address the issues around late payments.)  If there is a late payment, the bank contacts Randy.  Randy then contacts the DHS worker to get any feedback they can offer about what this client is currently experiencing.  In addition, he may contact the client directly through letters, phone calls or even personal visits to try and determine and resolve the issues behind the late payment.  Randy noted that in 3 out of the 4 situations in which he has visited the client in person, they were able to get their payments back on track.  In these cases, a late payment plan is developed to cover the missed payments.  Once six months has elapsed, the bank tends to move forward with the repossession.  In this case, the bank is responsible for the repossession of the car and would receive their guarantee or the amount of the net loss (whichever is less).  At this point, Lisa noted that 9 times out of 10, the car is in a junkyard and the bank will not recover the car.

Q.  For Randy, is there any way in which you help or can account for the 3 to 4 week waiting period for those who are needing to start a job or to be at work?

A.  We have developed an alternative emergency transportation fund that can be used to pay for bus passes, volunteer driver’s mileage, or whatever type of arrangements can be made to help this client maintain or get the job.

Q.  What are the age of the cars?

A.  (MN)  The cars range from 10 to 12 years old. 

A.  (OH)  We provide step loans.  So, if the client has been on a loan for a year; they can trade-off the first car and trade that for a newer car.  The do this financing through the credit union and it is a reward to them.  $6,000 cars are not encouraged as this puts the client in a tough position and can defeat the purpose of the program.

Q.  Do you help the clients find the cars or do they do that on their own?

A.  (MN)  We give guidelines of what the client can afford and car basics and they shop for the car.  This is the key to making the client feel ownership in the program and it is exciting and fun for them.  Randy noted that there is not a guarantee that these cars will last, but this will allow the client to set-up a relationship with the bank and start resolving their issues around bad credit.  This is one of the goals of the program.

Q.  If the client has a loan already, and then they have a repair come up, what then?

A.  (MN)  If it is minor, DHS can help.  If it is a higher cost repair, the bank will set-up another loan.  The banks have seen the importance of keeping the payments low – they have been flexible.

Q.  What if the car fails after a year into the loan, what then?

A.  (MN)  Depends on what the bank is willing to do with the loan.  This is one of the risks of taking out a loan – for anyone.  We will try to work with the client to resolve things.

A.  (OH)  If the client has made every effort to ensure the quality of the car, the credit union will forgive the interest on the loan; the client will be able to get a new vehicle and combine the old and new loans.

Q.  Who is eligible to receive the cars, do they have to be working?

A.  (MN) All the referrals are job seekers; this includes those that are signed up with an employment specialist and some will not have a job yet.

A.  (OH)  Those who have a medical reason can also receive a loan through this program.  For example, a loan can be provided to a mom with a disabled child who needs to get to the doctor.

Q.  We have been considering the price limits to put on loans and have talked about the $4,000 to $6,000 price range.  Why do you feel that $3,000 is this average or why have you set this limit … have you found this to be the maximum clients are able to afford?

A.  (OH)  That is the average amount of car they can afford.  9 times out of 10, there is very little warranty on these cars.  But, this is why we have established the AAA membership, for things like the emergency towing or flat tires.

A.  (MN)  Bankers do not want to go below $1,000; $3,000 tends to be the manageable level in clients’ budgets.  $3,000 is the maximum loan amount allowable under this program.  If a client has a lump sum up-front (e.g., tax refund), they may be able to purchase a higher value car.  Most of the cars are over 100,000 miles.  The key is the mechanical inspection to find these issues in advance; a certified mechanic can spot these things.  Cadillacs, SUVs, or Lincolns are not typically approved and more standard, family vehicles are encouraged.

Q.  How does the public view these programs?

A.  (OH)  We are in a rural area and receive a lot of support from the community making deposits in the credit union.  They want to put money here where it can be used positively.  We have a relationship with all those involved in the program;  AAA allows us to pay a lower fee for the yearly membership.  Part of the positive perception associated with this program is due to the fact that client’s must display personal responsibility.

Q.  What makes it worth it to the businesses involved?

A.  (OH) Car dealers weren’t getting rid of the $3,000 cars, so this program brought them needed business.  

A.  (MN)  Once the dealers found out there was a market for this price range, they became interested in the program.  It is important to find the key people in the community to bounce ideas off them and see what connections they can offer.  In addition, the publicity and the press are positive recognition for the banks.


A.  (OH)  Banks are required to have CRA credits.  In other words, they are required to earn these credits which result from community involvement.

Final suggestions and other comments:

(OH) 
Start small, take baby steps, and grow from there.

(MN)  
Agree, but spreading out to more banks helps spread out the business or the risk as well.

(MN)  Having the loan paperwork done in advance for the bank is very important as well as the follow-up work that is done with the clients. 

(MN) 
Has developed three alternative funding accounts to fill in some of the gaps identified in the program.  The following are the three funds and their purpose:  

· emergency transportation – to get the client to work until the loan is finalized

· inspection assistance – to help the client pay for the initial inspection cost

· insurance fund – one-time $200 payment to help clients pay for insurance

(MN)
There are currently plans in the works to provide clients a place to go for repairs, possibly even free repairs.

(MN)  The bank gets notified when the insurance is not up-to-date and then Randy is notified.  As such, there can be follow-up with the clients to see if they can get them back on track with these payments.  

May 15, 2000
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Decisions and Related Discussion:

1) Tentative target date for program is mid-July.

2) Since the prior meeting, Jen Beck learned that the CSSG funds cannot be used for collateral.  This is a violation of the law and simply will not be an option.  However, Jen proposed an alternative option that she hoped most closely reflected the initial plans of the committee.  Very generally, the grant funds will be used as the source of the loans. Since the committee was planning to fully collateralize the loans, this plan will not affect the total amount of funding needed or number of clients that can be served.  The committee felt this plan was a good alternative and agreed it should be pursued.  

Following are the specifics of the new loan program and how it works: 

a. There will be a formal written funding agreement between the bank and IWD.

b. CSSG dollars will be used as the source of the loans.  The bank will be a third-party manager of the loan process and will coordinate and complete the necessary loan process.

c. An administrative fee will be paid to the bank for providing these services, which will cover the costs of the loan coupon books and administrative costs.  This will have to be agreed upon by the bank, DHS, IWD.

d. Loans provided will be interest free.

e. On a weekly basis (can be made more or less frequently as needed), the local IWD office will issue a warrant to the bank to cover the amount of loans which have been approved in the preceding week.  

f. The account in the bank would be a revolving fund.  The loan payment made to the bank would return to the total funds available for participants to receive.

g. If the loan is not repaid as deemed appropriate, the bank will begin the repossession process.  The bank would maintain the lien on the car and would use their standard procedures for repossessing and reselling the vehicles if default occurs.  The bank would pay back the amount that they are able to resell the vehicle.  The bank would be paid a flat fee for each car that is repossessed and resold. 

h. As part of the agreement the bank will maintain reporting on these grant funds. 

i. The interest earned on the grant money in the bank will be paid to the Treasurer’s office on a quarterly basis.

j. The payback period for these loans will be determined by the steering committee.

k. On a monthly basis, the bank and the pilot coordinator will evaluate the funds available in the revolving fund.  

3) Five Work Experience participants attended our Rural Transportation Steering Committee Meeting.  The steering committee asked the participants who were present what they see as a reasonable amount that they could pay on a monthly basis.  The participants stated that anywhere from $75.00 to $150.00 a month was reasonable for car expenses.

4) As a result of what was learned from the May 8th panel meeting (as highlighted in the Panel Meeting Summary), the group decided that the maximum loan amount would be $3,500, to include tax, title, license and first 6 months insurance.  The maximum amount of the vehicle itself was decided to be no more than $3,000.  The minimum amount of the vehicle itself was decided to be no less than $2,000 in effort to assure a certain level of quality.  

Along with this discussion, the group determined that families will need to purchase family size and family appropriate vehicles through this program – i.e., no sports cars.

5) It was decided that Karla would check into having the inspections done locally instead of having the participants travel to Burlington.  SCC offered to do inspections for $8.00.  Karla will ask the local garages about doing the inspection for $8.00.  It was decided that the participants would be responsible for paying this fee. 

6) This group discussed the type of Repair & Maintenance Program that would be adequate for this program.  It was decided that to set up a repair fund that participants could access to help pay 50% of repair expenses they encounter; the participant will be responsible for the remainder of each repair expense.  This fund can be accessed for one or more repair expenses, with $500 being the maximum amount that can be accessed over the life of the loan.  The group discussed that a loan recipient may move off PROMISE JOBS during the life of their loan.  The question was then raised – will we be able to make payments to help these individuals with their repairs if they have left PROMISE JOBS.  The committee stressed that they felt this would be very important as we would be making this commitment to the clients up-front and should follow through.  Jen Beck will check into the rules around this approach.  

It was decided that ASE certified mechanics must do these repairs.  Karla is going to discuss with local garages in Fort Madison and Keokuk about working with our participants.  

Karla talked to various dealers about the option of extended warranties on these used cars.  The group decided that this was not the best option as the price of such warranties is very high and these warranties are difficult to secure.

7) This group discussed providing vouchers for free oil changes.  It was decided that the participant would get their first oil change voucher with the award of the loan.  If the participant makes 3 consistent loan payments (on time) they would get their second voucher.  If the participant continues to make consistent loan payments, the participant will keep receiving oil change vouchers throughout the first year of their loan.  If maintenance has not been done, then a reminder would be sent out to the participant to let them know that maintenance is required to keep the vehicle in good condition.  Cost is approximately $100.00 for the year for the oil changes.

8) Length and detail of the educational classes was discussed and the group decided that the participants be pre-certified for the program.  That is, each participant will have to show proof of insurability; show proof of valid driver’s license; attend budgeting classes one day a week for four weeks; and attend the maintenance class with Rich from SCC.  Once a participant completes all steps then they become eligible for a loan.  

The group discussed the possibility of having Rich doing the maintenance classes locally.  The group thought the High School might be a good place to hold these classes.  Also, the group discussed the possibility of having the High School groups provide daycare if necessary.  Micky Holvoet and Sharon Regur are checking into this avenue.   

9) In the budgeting class, Julie Wellman will help the participants fill out their credit history check.  By the end of the four-week budgeting class, each participant should know their credit history.  However, this program will not deny any participant due to bad credit.   She also discussed covering insurance plans and rates as well as budgeting (including the use of a calendar to track expenses).  Julie will provide Karla with information regarding the status of each individual in the budgeting classes.

10) This group decided that this program will be responsible for covering the cost of AAA membership for the one year, this will only cover the participant who participating in Promise Jobs.  Cost for the AAA membership will run approximately 60.00 (59.99) plus tax.  Karla will be talking again to with AAA to see what each participant needs to complete.  

Actions to be taken for the next meeting:

· The next meeting is scheduled for June 19th from 10:00 to 12:00 at Inhance Corporation.

· Karla will take steps to check with the local garages to see if they are willing to participate in our program, by helping with our inspections for $8.00 fee and willing to do our oil changes and repairs.

· Karla will make contact with Rich Noon from SCC to see if he is willing to teach his class in Keokuk or Ft. Madison either at local schools or garages.

· Karla will check with AAA to see about applications and price for our participants.

· Karla will talk to the local bank regarding the revised loan option.

June 19, 2000

Lee County Steering Committee Meeting Summary
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Mickie Holvoet
Promise Jobs

Paul Clampitt
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Decisions and Related Discussion:

Project Presentation

Jen Beck did a presentation of our project in Washington DC, during the month of June.  Jen discussed with our committee about her presentation.

Garage Participation

Discussion of the garages that have committed to be involved and garages that may be willing to participate in our program.  Winners Circle, City Tire and Battery, and Andy’s are willing to work with program.   This includes completing inspections, providing reasonably priced repairs, and accepting oil change vouchers.  Both Winners Circle, and City Tire and Battery have confirmed, Andy’s not confirmed.   Billups, Shottenkirk and River City Motors were suggested as three more garages that may be willing to participate in our program.  The group expressed that $25 was a reasonable rate for the inspection cost; the participants are responsible for this cost.

Maintenance

Ed from City Tire and Battery has agreed to teach our Maintenance class in Keokuk.  It has been agreed upon that the class will be offered two times a month (every 30 days).  The class session will be 1 to 2 hour class.  The instructor will be responsible for the criteria of the class.  It will be the responsibility of the participant to attend the class.   It has been suggested that Tom Scott, who is the mechanic instructor at Ft. Madison be asked if he would be interested in instructing the class in Ft. Madison.  The group also suggested the possibility of working with Continuing Education at the college.

The fee for the Maintenance class was discussed, considering $25.00 per class up to $50.00.  The following were mentioned as the general topics that could be covered in this class:

· Vocabulary

· Stressing routine maintenance

· What to do when calling a mechanic

· How to sense problems

· Importance of checking fluids, oil levels, etc.

· What various lights mean

· The importance of calling and asking for help

Sheri Lewis suggested community action has a mechanic who may also be able to serve in this capacity.  It was suggested we explore the options above and return to community action if needed.

Participants

Currently, our program is looking at serving between 15 and 18 participants that qualify.

Survey

The group discussed developing a survey that would be distributed to PROMISE JOBS participants at orientations as a tool to begin determining (and filtering out) those that do and do not qualify.  The survey would first go to the PROMISE JOBS worker then to the Transportation Coordinator.  The Transportation Coordinator would send program information out to those individuals who qualify.  The following are the points or questions the group suggested we put in the survey: 

· do you have reliable transportation?

· are you insurable?

· do you have a driver’s license?

· release of information (with an expiration date)

· I certify that all of the above is true.

Repairs

As a result of questions in the previous meeting, Jen confirmed that we can specify in the participant agreement that we will provide repair assistance for up to the 3 year life of the loan (total repair amount $500).  This way, we can provide this assistance for families even after they leave PROMISE JOBS.

The group also discussed the option of being able to serve clients who began the steps of this program, but moved off FIP in the process.  The group expressed that we should be able to provide the services to those who move off during the process due to earnings, but not if they have moved off FIP for other reasons.  Jen will confirm that this is acceptable under the guidelines of the grant.

ChildCare

The group decided that childcare expenses for this program cannot be reimbursed through PROMISE JOBS because this is not a component of Promise Jobs.  Karla and Jen expressed concern in taking on the responsibility of organizing childcare for each of these classes.  Therefore, the group decided the participant will be responsible in finding daycare while attending the classes.

Bank

Karla gave the information to the group that State Central Bank would be unable to help us with our funds unless we could find a way to run our money through the bank.   Arch stated that the money needed to be used as collateral purposes, that the bank’s cost would be to great to run the fund without an interest.  It was suggested for Karla to ask Arch about setting up checking and saving accounts, and running our money in and out of those accounts.  Karla stated that she would check with Arch to see if this could be done.  

Loan

Amount was decided upon.

· Car- $3000.00

· Repair- $500.00

· Triple A- $59.95

· Insurance

Next Steering Committee Meeting-set for July 17, 2000 at 10 a.m.

Our Group Needs to Decide upon a Name for our Program.

July 17, 2000

Steering Committee Meeting



Attendees:

Jen Beck
DHS

Karla Strange
DHS, C.A.R. Program Coordinator

Jeri Welch
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Stephanie Hoschek
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Sharon Regur
DHS

Mickie Holvert
Promise Jobs

Sue Frice
DHS

Stacie Gorden
DHS

Rev. Alex Blair
Lee County Ministerial Association

Name of Program:
C.A.R. Program (Car loan at Affordable Rates)

Jen gave information on working with Iowa State; they are to be getting feedback from interviews with participants and steering committee.

Jen talked about her presentation in Arizona.

Feedback:

Our struggles in finding a Bank to carry our program.

Karla and Jen both discussed the issues of not being able to use local credit unions.       Jen and Karla discussed about our second option if a bank does not work.  Buying  down the loan if possible, paying the first month of payment.  Flow charts for client and Karla.

Community Action unable to carry lien.

Send out letter before Repossession of car.

Insurance, program to pay up to 6 months of insurance.

Must have promise of work within 60 days.

Program trying to serve 18 participants.

Participant is to notify Pilot Coordinator when moving.

Name of client and relative.

Suggestions given:

Riverbend Credit Union in Burlington.

Banks:  Pilot Grove, Donnelson, Dan Steffensmier


 Farmers & Savings Bank, Denmark & Weaver, Pat Griswald


 Fort Madison Bank & Trust, Ft. Madison, George Eichecker

Garages:  Billups


    Shottenkirk


    City Tire & Battery


     River City Motors- Doug Peterson

AAA- for our participants; need to ask about giving our program a deal.

Next meeting set for August 22, 2000 for 10:00 am.

August 22nd, 2000

Lee County Steering Committee Meeting Summary
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Decisions and Related Discussion:

1) Karla provided an update on what had been heard from each of the banks:

· Pilot Grove has seen the details of the program and has given very positive feedback about participating.  The bank does want participants to set-up a savings account in the bank.  The committee felt this was very acceptable and would even help in building credit.  We are awaiting final feedback from the Pilot Grove board.

· Karla has left messages with George of Keokuk Savings and Loan but has not talked to him personally.  Mickie expressed that he may have retired, but the committee felt he must still be active if messages were being taken.  Karla will continue to follow-up with George.

· Sharon asked if we had touched base with Pat Griswold at Denmark.  Karla will contact Pat in the next week.

2) Jen updated the group on option B being explored by Karla.  

· Since the last meeting, Community Action has stated that it does not have enough information to feel it can carry the lien on the vehicles.  As such, this does not seem to be a very feasible option.  

· Since learning this, Jen, Karla and Sue had a meeting to discuss an alternative option.  This option is being explored in case things do not work out as planned with Pilot Grove.  As explained by Jen, this would involve working with the special financing divisions at local dealerships.  As Sheri informed Jen, these divisions are dedicated to providing loans to individuals with credit issues.  So, we would see if they would work with our program and carry the loans for these families.  Then, we would use our funding to buy down the interest rate, make the down payment, and help with up-front insurance costs.  In the end, this type of program would “feel” the same to the participants as they would have manageable monthly payments.  In addition, individuals would still need to complete all the same requirements of the C.A.R Program, particularly the classes.  We would want the dealership to be able to approve everyone who completed the steps of our program and were referred to them.

· Karla did talk to Shottenkirk about this option and they do not currently have a bank that would automatically approve anyone from our program, they are required to have a certain monthly income amount.  However, they would continue to look for a bank that might work with them on this.  In addition, they provided Karla a couple banks that may be willing to carry these high-risk loans.  

· Karla contacted one, First Federal, and they had concerns about who would be responsible if the loan falls through.  She is continuing to contact other banks about this option.

3) Jen and Karla discussed some final forms with the committee (flowcharts and letters of agreement with businesses).  

· Jen distributed copies of the program “flowcharts” for review.  There were a few minor suggestions and Jen will incorporate these changes.  At this time, Jen pointed out that, as originally planned, we were requiring individuals to provide Karla proof of insurability within a short period of time in order to continue forward with the program.  And, we were allowing them to get their driver’s license at the same time they were completing the classes.  Karla learned that individuals will not be able to get proof of insurability without having a driver’s license.  As such, this current plan would not be feasible.  So,  Jen suggested the option that  participants would be given 30 days from when they signed the agreement to supply both of these (license and insurability) to Karla.  If they met this time frame, they could move forward with the classes.  If not, they would have to leave the program; they would be encouraged to come and reapply when they had both of these items.  The had discussions regarding if we should just immediately qualify these two issues and inform individuals without either of these to return when they had both a driver’s license and proof of insurability.  It was pointed out that the application was being used to identify many things that may disqualify someone and we would need to cover all these things – not just insurance and license – to determine if they are eligible.  It was considered that each individual completes the application and if someone did not have a driver’s license or insurability, they should be told to reapply when they had these items.  But, it was then stressed that Karla would have to re-qualify and repeat the application process with each of these individuals and we had originally planned to allow them time to provide proof of insurability.  So, it was resolved that we would complete the full application with each individual and give all otherwise eligible applicants 30 days to return with these two items.  This would allow Karla to complete one application for each person, would give Karla the opportunity provide the participant some information about what is involved in getting a driver’s license and insurability, and would keep them in a time frame for completion.  Jen distributed revised copies of the client agreement that reflected the necessary changes to account for this adjustment.  Also, the committee suggested Karla put together a one-page “cheat sheet” which would help participants understand what will be involved in getting a driver’s license and proof of insurability as many may not have had experience with either of these before.

· There was discussion of completing a table that identified monthly payments associated with each purchase price and Jeri suggested she would prepare this and send it to Karla. 

· Karla expressed that she would e-mail copies of the agreements for review.  

4) Karla updated committee on the status with some of the garages and instructors.  

· Shottenkirk will teach the maintenance class, but could only do so from 12 – 12:30 each weekday.  

· Billups is willing to work with our program; will do the free third-party inspections, accept oil change vouchers, and bill for the repair expenses.  Karla will see if they are willing to teach the maintenance class.

· Karla informed the group that we will be using Billups, Shottenkirk, and City Tire and Battery for working in this program.  She has had conversations with Andy’s, but expressed that they may not be as willing or accepting of the program as the others.  As such, the efforts will be focused with the other businesses.  In addition, Jen mentioned that this will allow us to provide ample business to each of those that are willing to work with us and will not stretch our referrals for business to thin.

· Karla also mentioned that when talking with insurance agents regarding proof of insurability she was informed that if someone did not have a driver’s license, they should have no driving record and should be able to get a very reasonable rate.  In addition, she suggested that the insurance agent was very helpful and she would refer people there – Auto Home Owners.  Someone also mentioned H. Wayne Nelson as an insurance agent that could be used as a good referral.  In talking about insurance, it was questioned whether or not we are going to require full coverage.  The committee felt that we would leave individuals to make these decisions, but it was stated that the bank will likely require full coverage, so this is not an issue.

· Karla had contacted Triple A regarding a discount of the memberships for our program.  The one whom Karla needs to speak to was on vacation; Karla will follow-up later.

5) Jen had suggested it might be helpful if the group could further define the major goals or our program.  This was done at the very first meeting, but we had included a very long list of goals and defining these a little further may be helpful from an evaluation perspective.  So, the group determined that the primary goal of the program is to increase and promote personal responsibility and self-sufficiency.  The secondary goals are to provide affordable cars and have more people beginning or maintaining employment.  The group easily identified these goals and was in full agreement. 

6) This is the final regular steering committee meeting.  The committee agreed that the major decisions had been made and we are currently just awaiting an okay from Pilot Grove or another bank that is willing to work with either of our options.  Jen and Karla will keep the committee posted via e-mail or mail.  If the current plans should not work, a steering committee meeting will be called.

Actions to be taken for the next meeting:

· A quarterly meeting was scheduled for Monday, November 13th.  The specifics of this meeting will be clarified at a later date.

· Karla will maintain contact with Pilot Grove to gain final feedback. 

· Karla will continue to contact other banks to explore the other option.
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