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From the President’s Desk

Cathie Mahon 
President/CEO

Immigrants are a vibrant, dynamic part of our nation’s economy and 
represent a tremendous untapped and emerging market for credit unions, 
particularly those serving low- and moderate-income communities.  
As the federation continues to evolve our programs and services in support  
of our members’ efforts to reach low- and moderate-income Americans, it  
is essential that we acknowledge the diversity in low-income communities 
and differentiate the needs and opportunities among these many diverse 
market segments.  
 Immigrant communities, themselves, are quite heterogeneous in terms 
of their needs and interests in financial products and services. The ability 
to connect with these populations can reap tremendous ongoing rewards 
in terms of loyalty and member growth, as well as the ability to develop a 
wide range of products and services. Immigrant members are consumers, 
homeowners, small business, and even some day, large business owners. 
A 2011 study by the Partnership for a New American Economy—a bipartisan 
group of business leaders and leading mayors—found more than 40 percent 
of Fortune 500 companies were founded by immigrants or the children 
of immigrants, and those companies employ more than 10 million people 
worldwide and have combined revenues of $4.2 trillion.
 Since 1974, the federation has worked to organize, support and nurture 
credit union members to reach underserved and economically disen-
franchised communities across the country. This second issue of The Bridge 
explores the emerging immigrant market and examines new research 
providing insights into the financial service needs within this marketplace. 
It highlights innovative approaches taken by community development credit 
unions, and provides some tools for credit unions to identify needs and 
opportunities in their local communities. 
 This issue of The Bridge seeks to be provocative and thought-provoking  
but also to provide some immediate, concrete ideas and directions. We seek 
to build the know-how of our members and to expand our own programming 
to help member credit unions better serve immigrant populations in their 
communities. We welcome your response and input on these ideas and 
invite you to share with us your story of how your credit union is reaching or 
planning to reach immigrant populations in your community.  
 We hope you enjoy this edition and find inspiration in the work of credit 
unions and their partners in community development and to serve America’s 
underserved! 

Cathie Mahon
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No matter where you live or work in the US 
today, the topic of immigration and the best 
way to reform our immigration policy is bound 
to be heard. While immigration issues will 
undoubtedly headline Twitter, the nation’s 
newspapers and many of the evening television 
newscasts, the debate should not be seen as 
anything new. 
 Regardless of where one stands on the 
immigration reform issue, the contribution 
that immigrants have made and continue to 
make to our economic prospects is indisputable. 
And yet, our financial system has not fully 
captured the potential of this marketplace as 
many immigrants remain outside the banking 
system. Each year, more than $400 billion f lows 
in remittances to family members outside the 
United States, the vast majority of this business 
is captured by money transfer agencies, not 
banks and credit unions. New research explores 
the savings levels and behaviors of immigrants, 
much of which occurs informally outside the 
banking and credit union systems.

Immigration in the US
On January 29, 2013, the Pew Research Hispanic 
Center released its report, A Nation of Immigrants. 
The report noted that the nation’s total 
immigrant population reached a record 40.4 
million in the year 2011. It went on to show that 
the number of immigrants in the US has steadily 
grown during the course of the last decade. 

emerging markets: 
immigration
cover story
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Since 2007, the number of immigrants living  
in the US increased by 2.4 million.
 It also pointed out that the number of 
unauthorized immigrants living in the US also 
grew during the last decade, rising from 8.4 
million in 2000 to11.1 million in 2011.
 Other notable findings indicate that the 
United States is the world’s leader by far as 
a destination for immigrants. The country 
with the next largest number is Russia with 
12.3 million. Additionally, the US total of 
40.4 million, which includes legal as well as 
unauthorized immigrants, represented 13 
percent of the total US population in 2011. 
 Another finding centered on the public’s 
attitudes about immigration. It actually ranks 
behind other economic and social policy issues 
like employment, education and healthcare, 
even among Hispanics.
 Additional facts on immigration can be found 
in an extensive report provided by Emma Britz 
and Jeanne Batalova of the Migration Policy 
Institute. Their report showed that:  

•	 In	2011,	Mexican-born	immigrants	accounted 
 for approximately 29 percent of the nearly 
 40.4 million foreign born residing in the 
 United States, making them by far the largest 
 immigrant group in the country. China 
 (including Hong Kong but not Taiwan) was the 
 second largest at almost 5 percent of the 
 foreign born, closely followed by India (also 
 nearly 5 percent).
•	 In	2011,	45	percent	of	immigrants	(18.1		 	
 million) in the United States were naturalized  
 US citizens. The remaining 55 percent (22.2  
 million) included lawful permanent residents,  
 unauthorized immigrants, and legal residents  
 on temporary visas, such as students and  
 temporary workers. 
•	 Immigrants	accounted	for	more	than		 	
 16 percent (25.7 million) of the 156.6 million  
 workers engaged in the US civilian labor  
 force in 2011. Between 1970 and 2011, the  
 percentage of foreign-born workers in the  
 civilian labor force tripled, from 5 percent to  
 16 percent. Over the same period, the percent  
 of foreign born in the total population grew  
 from almost 5 percent to nearly 13 percent.
•	 Between	2000	and	2011,	the	five	states	with		
 the largest absolute growth of the immigrant  
 population were California (1.3 million),  
 Texas (1.3 million), Florida (1 million), New  
 York (450,000), and New Jersey (416,000).
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The Hispanic Opportunity Report
The California and Nevada Credit Union 
Leagues together with its Applied Research 
Institute recently announced completion of the 
Hispanic Opportunity Report, produced to help 
credit unions better understand the current 
and future market scenarios of both states. 
To conduct the study, which had as its focus 
the emerging Hispanic market, the leagues 
turned to Coopera, an Iowa-based economic 
development firm and a federation partner. 
 Tena Lozano, Executive Director of the RMJ 
Foundation & Manager, Consumer Advocacy 
at the California and Nevada Credit Union 
Leagues called attention to the most impactful 
finding of the report. “With just a 10 percent 
penetration of the Hispanic market, California 
credit unions could reap an estimated $592 
million in additional annual income, and 
Nevada credit unions an estimated $28 million 
in annual income.” 
 Additional data showed that in the State of 
California:
•	 Hispanics	represent	38	percent	of	the		 	
 state’s population
•	 62	percent	were	born	in	the	US,	and	the		
 median age is 27 
•	 1	in	6	businesses	are	Hispanic-owned	(17		
 percent)
•	 41 percent are underserved
•	 The state is No.1 in the nation in Hispanic  
 buying power
•	 Hispanics have $265 billion in disposable  
 income
 

 In Nevada, the findings indicated several  
trends.
•	 From 2000 to 2010, the state’s Hispanic  
 growth rate (82 percent) outpaced California  
 (28 percent), Texas (36 percent), and Florida  
 (57 percent) 
•	 By 2030, 1 out of 3 Nevada residents will be  
 Hispanic 
•	 60 percent were born in the US, and the  
 median age is 26 
•	 8 percent of businesses are Hispanic-owned,  
 approximately 18,000 
•	 North Las Vegas and Las Vegas have the  
 highest ratio of Hispanic-owned businesses 
•	 More than half (more than 350,000   
 individuals) are underserved
 While the Hispanic Opportunity Report is only 
being made available to member credit unions  
of the league, a copy of the study can be 
requested by contacting Tina Ramos-Ingold, 
Public Affairs and Consumer Advocacy 
Specialist at Tinar@ccul.org.

The Immigrant Financial Services Study
Next month, the New York City Department of 
Consumer Affairs’ (DCA) Office of Financial 
Empowerment will be announcing data it has 
gathered on the unmet needs of the city’s newer 
immigrant populations. The Immigrant Financial 
Services Study supports the department’s efforts 
to engage financial institution partners to 
target services to the immigrant community by 
identifying this “missed market.”
 Nathalie Gons, Director of Field Research and 
Analysis at DCA, explained that the department 
wanted a finite set of recent immigrant groups.  
“We chose three communities: the Mexican, 
Ecuadorian and Chinese communities. They 
represent substantial portions of recent 
immigrants to New York in terms of their 
current number and growth rate.”
 The study demonstrated that the extent to 
which communities are banked or unbanked 
varies considerably among immigrant groups. 
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The Mexican participants were the most 
unbanked (with approximately 43 percent of 
respondents holding an account at a bank or 
credit union, contrasted with the Chinese 
respondents who were 95 percent banked, even 
higher than the US average). 
 Gons called attention to three findings. The 
report showed that certain immigrant groups 
have a much longer pathway to accessing the 
financial mainstream. Gons noted that when 
looking at the most unbanked participants, the 
Mexican community, the longer the individual 
was in the US, the more likely they were to have 
a relationship with a bank or credit union. “The 
takeaway is that for some groups they seem to 
access the financial mainstream much sooner 
than others,” she said.
 For the Hispanic community, a prominent 
barrier was documentation. The sample that 
indicated they did not trust banks, said they felt 
this way because they had a fear of deportation 
that stemmed from their ambiguous 
documentation, and not as a result of bad 
banking experiences either in the US or in their 
home country. 
 A second finding was consistent among all 
three communities. Their remittance provider 
of choice was not a bank or credit union. It 
was always a money transfer agency. Gons said 
that is a consistent finding in other studies on 
immigrants and the Immigrant Financial Services 
Study supported that conclusion as well. 
 This finding is based in the perception that 
money transfer agencies are more predictable, 
which respondents seemed to value more 
than cost. And, when it comes to costs, the 
perception is that the money transfer agencies 
are actually lower in cost, even though that may 
not be the case.

 A third finding that was common among 
all three groups and even among households 
showing very low income levels, is that all 
record savings. Across the board, all three 
communities cited saving for education for 
their kids and their grandkids as their primary 
motivation. And yet, savings behavior was 
present in more than three quarters of the 
sample in each of the three communities. What 
the Hispanic market lacked was the access, 
knowledge and comfort of formal savings in a 
regulated financial institution.
 What’s the key take-away for credit unions? 
 Gons emphasized that for some immigrant 
groups, the pathways to a financial relationship 
are much longer, and when we probe the 
barriers to the system, it really paints a picture 
of communities that are just very uncertain 
about how to go about opening an account or 
which bank to go to. 
 “They have no brand recognition when it 
comes to credit unions, so a first step would be 
targeted outreach, thinking about doing onsite 
account enrollments in high traffic areas.” 
 She also sees financial education as another 
key area, as well as prominent signage and 
materials in the language of the community 
being targeted.
 And, when it comes to price, all communities 
showed that they are no different from any 
other customer. All are really price sensitive. 
With that, Gons encourages credit unions to 
highlight their advantage in offering affordable 
and safe products.

 The Immigrant Financial Services Study will 
be made available to the public next month. 
Anyone interested in seeing more details about 
the study can visit the New York City Department 
of Consumer Affairs, Off ice of Financial 
Empowerment at www.nyc.gov/OFE.
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The federation’s Emerging Market Review (EMR) is 
an analytical tool that was designed in partnership 
with Bill Myers (former CEO of Alternatives FCU 
and currently Director of the NCUA’s Office of 
Small Credit Union Initiatives). It is intended 
to help credit unions identify opportunities for 
sustained growth by expanding their services to 
low and moderate income markets within their 
particular field of membership.  
 “An EMR examines various aspects of a credit 
union’s products, services, management, and 
operations, evaluating how each might help or 
hinder a productive expansion of those services 
to low- and moderate-income markets,” explained 
Pablo DeFilippi, Director of Membership at the 
federation. “The resulting recommendations 
not only help to develop and provide sustainable 
products but also give credit union the ability to 
tap into the tremendous potential these emerging 
markets hold for their future growth and relevance 
in the marketplace.” 
 Through the EMR, credit unions can increase 
their community development impact with low- 
and moderate-income members; as well as increase 
their size and strength as community-based 
financial institutions.  
 The EMR is conducted by consultants with 
proven experience in community development 
and financial inclusion. The consultants base their 
recommendations on the extensive catalog of 
successful product innovations the federation has 
compiled from community development credit 
unions over the course of the last 40 years. The 
result connects individual credit unions to the 
largest market opportunities among their current 
and potential members, including unbanked 
individuals, recent immigrants, low wage-earners, 
and youth.  
 These emerging markets can come in many 
shapes and sizes; some are established communities 
that have been historically underserved by main-
stream financial institutions. Others are newly 

formed or changing communities that are not yet 
served by regulated financial institutions, such 
is the case with immigrant communities. They 
represent a sizeable opportunity for membership 
and service growth, yet can be often overlooked by 
credit unions.   
 Following the site visit, the EMR team will 
develop a draft report that includes a list of 
products, services and strategies that have been 
successfully used by other credit unions and might 
be considered for the EMR client. It is important to 
note that this report is not a “to do” list, but rather a 
menu of options and opportunities. Management, 
staff and board members will ultimately decide the 
best course for their credit union. To make these 
choices easier, the EMR report includes a summary 
of the estimated costs and benefits of each 
recommendation. The client credit union is invited 
to discuss and comment on the draft reports, and 
the EMR team can then produce a final report that 
reflects the priorities of the credit union. 
 For more information on the federation ’s 
Emerging Market Report, contact Pablo at Pablo@
cdcu.coop.

The Emerging Market Review

BY PABLO DEFILIPPI, CUDE

Pablo DeFilippi, cude 
Director of Membership 
federation



9 | the bridge

Credit unions around the country have stepped 
up to support DREAMers who are applying for 
Deferred Action for Childhood Arrivals (DACA). 
A growing number of community development 
credit unions, for example, are making “DREAMer 
Loans” to help immigrant youth and their families 
cover the costs associated with the DACA program. 
Along the way, these credit unions are expanding 
their membership, building loyalty and recognition 
in immigrant communities, and forming new 
partnerships with community-based organizations 
and funders.  
 In New York, economic justice group NEDAP 
recently launched the NYC DREAMer Loan Fund 
in collaboration with two community development 
credit unions—the Lower East Side People’s 
Federal Credit Union and Brooklyn Cooperative 
Federal Credit Union—as well as the New York 
Immigration Coalition and Grantmakers Concerned 
with Immigrants and Refugees.  
 The loan fund provides zero-interest loans to 
DREAMers (or family members who borrow on 
their behalf ) who are ready to apply for DACA and 
need assistance to cover the $465 application fee.  
Loans are paid back over 12 months, during which 
time the DREAMers establish a credit history; when 
the loan is fully repaid, they receive a $25 savings 
match as an incentive to continue saving at the 
credit union.  
 NEDAP Associate Director Deyanira Del Rio told 
The Bridge how the organization worked with an 
engaged philanthropist to launch the loan fund, to 
ensure that a few hundred dollars wouldn’t prevent 
eligible DREAMers from securing vital DACA relief. 
They quickly determined that partnering with 
community development credit unions made sense.  
 “We wanted to leverage the funds, and not spend 
a lot of time recreating the wheel,” said Del Rio. 
“By partnering with the credit unions rather than 
developing a separate lending function in-house, 
we were able to get the loan fund off the ground 
quickly and in partnership with trusted institutions.” 

 To qualify for NYC DREAMer Loans, applicants 
must first be screened and deemed eligible for 
DACA by a designated nonprofit organization or 
legal services provider. This requirement helps 
ensure that DREAMers receive reliable assistance 
and steer clear from predatory and high-fee 
immigration service providers. 
 Del Rio, a board member of the federation 
and of the Lower East Side People’s Federal Credit 
Union, wholeheartedly believes that reaching 
out to immigrant communities is at the heart of 
credit unions’ mission to serve the underserved. 
“DREAMer Loans are small, but they have a big 
impact on people’s lives. These are low-income 
families and undocumented young people who are 
vastly underserved by banks and other institutions. 
I would argue that these are exactly the populations 
credit unions need to be serving.” 
 She went on to say that the New York groups 
don’t consider the DREAMer Loans to be high-risk. 
On the contrary, DREAMers represent a group that 
has solidarity with one another. “There’s a high 
incentive to repay the loans, not only for their own 
benefit but because they understand that when they 
do, they give another DREAMer a chance to apply.” 

Making Dreams Come True

Deyanira Del Rio 
Neighborhood Economic 
Development Advocacy Project
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The DREAM Act

The original Bill called the Development, Relief and Education for Alien 
Minors Act was first introduced in the US Congress in 2001, with the last 
Bill introduced in both the Senate and House in 2011. During this period 
of time there have been various versions of the original legislation, which 
was proposed to provide millions of immigrant children who graduated 
from US high schools, the opportunity to receive US Residency  
(a “Green Card”). 

The intent of the Bill is to provide conditional permanent residency to 
certain illegal aliens of good moral character who graduate from US high 
schools, arrived in the United States as minors, and lived in the country 
continuously for at least five years prior to the bill’s enactment. 

If they were to complete two years in the military or two years at a four-
year institution of higher learning, they would obtain temporary residency 
for a six-year period. 

Within the six-year period, they may qualify for permanent residency 
if they have “acquired a degree from an institution of higher education 
in the United States or completed at least two years, in good standing, 
in a program for a bachelor’s degree or higher degree in the United 
States” or have “served in the armed services for at least two years and, if 
discharged, received an honorable discharge.”

 Over the years, Del Rio and NEDAP have 
conducted training for credit unions, often  
co-presenting with NCUA, on ways credit unions 
can responsibly meet the tremendous need of 
the immigrant community around the country. 
“You can make loans. You can open accounts for 
people who don’t have social security numbers, 
even people who don’t have individual taxpayer 
ID numbers. There are absolutely no legal barriers 
preventing credit unions from serving people 
regardless of their immigration status.”  
 The effort, she believes, can be totally rewarding. 
She cites the growing number of credit unions 
making citizenship and DREAMer Loans around 
the country as evidence. “If you’re helping someone 
adjust their immigration status by giving them an 
affordable loan, and helping them prevent getting 
taken in by a predatory loan shark or a predatory 
immigration services provider, then there’s going 
to be some loyalty there, and it would be very 
smart for credit unions to take advantage of that 
opportunity.”
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Deferred Action for Childhood Arrivals 
(DACA)  

On June 15, 2012, President Obama signed a memo calling for deferred action 
for undocumented young people who were brought to the US as children  
and have pursued education or military service here. The policy—known  
as Deferred Action for Childhood Arrivals (DACA)—went into effect on  
August 15, 2012.  
 DACA allows qualifying young immigrants (popularly known as DREAMers)  
to obtain protection from deportation and work permits for two years, subject 
to renewal. Unlike the DREAM Act, which Congress has failed to pass, DACA  
is a temporary measure and does not grant or provide a pathway to citizenship 
or legal status.  
 Individuals must meet a series of requirements in order to be eligible for 
DACA, including: 
1. Entered the United States before the age of 16 
2. Have continuously resided in the United States since June 15, 2007 
3. Are currently in school, have graduated from high school or earned a GED,  
 or are honorably discharged veterans of the US armed forces (including the  
 Coast Guard) 
4. Have not been convicted of a felony, significant misdemeanor, or three or  
 more misdemeanors; or otherwise pose a threat to public safety or national  
 security

Between August 2012 and January 2013, a total of 407,899 DACA applicants 
throughout the US submitted their paperwork to US Citizenship and 
Immigration Services. Approximately 97 percent (394,533) of applications were 
accepted for consideration while three percent (13,366) of the applications were 
rejected. As of January 17, 2013, 154,404 DACA applications had been approved. 
The top states of residence of DACA applicants are California (27 percent), 
Texas (16 percent), New York (6 percent), Illinois, and Florida (5 percent each).
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Reaching Out to the  
Immigrant Community

Family Federal Credit Union
Lucia Moreno-Linares, Manager/CEO
Wilmington, California
Assets: $8 million
Members: 1,700
LICU-designated; CDFI certified
Opened in 1983; faith based charter

From day one at Family Federal Credit Union, 
immigrants have made up the majority of 
membership, so providing loans to those who want 
to process their immigration paperwork was simply 
a no-brainer.
 Lucia Moreno-Linares, Manager/CEO at the 
credit union nestled only a few blocks away from 
the Port of Los Angeles, told The Bridge that because 
of the immigrant population in her membership, 
such loans are as much a necessity as offering  
car loans.
 “We have always provided immigration loans, 
whether they are to pay for visa renewals, fees 
for applying to change from legal resident to 
becoming a citizen, or to apply to bring your family 
from your country of origin. All of these processes 
are expensive, and we have always offered a loan to 
cover those expenses.” 
 She went on to explain that the California 
Endowment lists Family Federal Credit Union as 
an approved lender but unlike other lenders, her 
credit union does not tap any funding from the 
endowment for its loan program.
 All loans at Family Federal Credit Union 
are made only after completing the necessary 
paperwork which always includes proof of identity 
and residency using documents like the Matricula 
Consular (Mexican government-issued ID cards 

profiles of service

Serving the financial needs of today’s immigrant community in the United 
States is not an endeavor to be taken lightly. It can be sophisticated and time 
consuming, and require a great deal of patience, creativity and innovation. 
Many times it necessitates a spirit of cooperation with other community 
agencies and social services organizations. Above all, it heavily relies on the 
credit union’s ability to financially educate all who might benefit from its 
services while constantly seeking out ways to further develop and ensure an 
environment of trust. But the rewards to the credit union are enormous in the 
form of committed, loyal members who will grow their financial well-being 
together with the credit union. 
 How are the principles and requirements put into practice? The Bridge 
turned to four federation member credit unions and asked the CEO/Managers 
to provide their perspective on the challenges and rewards that come with 
serving the immigrant community. 

CEO Lucia Moreno-Linares  
with Operations Manager, 
Lourdes Ramirez 
Family Federal Credit Union
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to nationals living abroad) passports and driver’s 
licenses, as well as lease agreements associated 
with the applicant’s living arrangements.
 Needless to say, Lucia’s greatest challenge is to 
ensure that her members and other residents of the 
community know what they are doing when they 
are looking for a loan to cover the application fees.
 “It takes a lot of one-on-one to educate the 
member about the costs of loans because when 
you’re in a bind and need the money, you’re just 
interested in getting the money. People are willing 
to sign. You don’t care what the consequences are.”
 Another challenge she faces is tied to the 
perception of the credit union. “When you tell 
people what documents they need to bring, I find 
that they have no problem providing them for Bank 
of America but for us at the credit union, there 
is a misconception. They don’t really understand 
what credit unions are. They ask why they have to 
bring the documents because they don’t see us as a 
financial institution in the same way they see Bank 
of America.” 
 Lucia continued, “You’ll hear it from people who 
opened their account a long time ago. They’ll call 
and ask, is this banquito? (Is this my little bank?) It’s 
like we don’t have to follow the rules.”
 Still, Lucia acknowledges that in her almost 30 
years of service, she can report that not even one 
percent of her loan losses are related to problems 
with immigration, such as somebody borrowing 
and then leaving the country. “Most of our losses 
are your typical losses—illness, divorce, loss of job, 
that sort of thing and/or a loan that you should 
have never made to begin with. It had nothing to 
do with immigration status.”
 Much of Family Federal Credit Union’s success 
can also be attributed to its role in the community 
as being a trusted partner. 
 Family Federal Credit Union hosts a VITA 
(Volunteer Income Tax Assistance) site, offering  
free tax return assistance program to its members 
and the community. “The IRS helped us find some 
partners in the community and they brought 
the volunteers here and we provide the space,” 

Lucia added. She also noted that Family Federal 
Credit Union hosts the Mexican consulate right 
at their offices. The consulate offers its services 
to the immigrant community so that they can get 
their paperwork processed. “We provide the space 
for them. They even rent a tent and put it in our 
parking lot because before that, the lines were 
wrapped around the block.”
 Lucia views VITA and the ability to host the 
Mexican Consulate as services that are needed 
for her community. “If we can be the partner that 
someone else needs to bring the service here, then 
why not? They need a partner like us that’s trusted 
and we always pride ourselves in that you’re not 
going to be used or abused here.”
 Her philosophy is simple. “We exist to improve 
the lives of our members. So we should do it and 
that’s been the attitude of my board as well. I think 
that there are so many things we can do as credit 
unions, as an industry and individually, that are not 
part of our everyday stuff. We can be that partner 
that brings it into the community or even at least 
into the membership and you don’t have to know 
how to do it, just connect with the person who 
knows how to do it.”
 When it’s all said and done, the immigrant 
community in Wilmington knows that Family 
Federal Credit Union is a provider they can trust, 
one that is genuinely concerned for their welfare, 
and Lucia and her team are the driving force. 
 “I think credit unions are the perfect place for 
immigrants to belong. They can be very loyal. If 
credit unions would just open themselves up to 
make it a policy to accept what these people have 
in documentation, like a matricula if they don’t 
have a California ID, I think you have a potential 
of picking up all kinds of members, and these are 
the members who will allow you to fulfill what the 
mission of the credit union is all about.”
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Guadalupe Credit Union
Winona Nava, CEO
Santa Fe, New Mexico
Assets: $126 million
Members: 13,500
LICU-designated; CDFI certified
Opened in 1948 

At Guadalupe Credit Union, immigrants make up 
20 percent of the membership. Its CEO, Winona 
Nava, is convinced that if Guadalupe was not 
present in the community, the immigrants she 
serves would be without any type of respectable 
financial services. “Immigrants were being taken 
advantage of and we wanted to protect them,”  
she stated.
 In an effort for the credit union to continue its 
outreach and respond to new needs within the 
immigrant community, Guadalupe implemented 
the Deferred Action for Childhood Arrivals 
(DACA) loans. Winona described the recent 
launch, saying, “The credit union teamed up 
with partners, and had presentations at different 
venues about the importance of acting upon this 
Executive Order. In the short term that these 
loans have been offered by GCU, we have booked 
six, have one in process, and expect it to continue 
to grow as more people become aware that we 
offer them.”
 Guadalupe Credit Union positions itself as 
connected to the community as well as to its 
members through a number of ways. Winona 
highlighted the importance of one-on-one 
interactions as being fundamental to establishing 
relationships and building trust. She confidently 
points to the fact that the credit union will see a 
person come in and open an account, only to be 
followed a few days later by the rest of the family 
asking to do the same.
 One of the credit unions many collaborative 
opportunities was to team up with State 
Employees Credit Union, also located in Santa Fe. 
Since both credit unions are part of the Shared 

Branching Network, Guadalupe Credit Union was 
able to expand its members’ access to banking 
services at any of the other thousands of credit 
unions in the country that are members of the 
network. Additionally the partnership allows 
SECU and Guadalupe Credit Union the ability to 
provide their members access to new branches 
and extended hours. 
 Another opportunity came in joining with 
a service provider, Coopera, and offering its 
reloadable pre-paid Visa card. The credit union 
saw the card as an ideal resource for meetings 
the demographics of its membership, including 
the needs of far-away families, students and 
international travelers. 
 Winona noted that the credit union found a 
good deal of success with a recent mortgage 
lending program it offered to members. 
 The key to success came in the credit union’s 
ability to work with members in establishing their 
documentation and sources of income. “There 
are ways to deliver this service, creativity,” she 
explained. “Our role is not immigration. We just 
make sure we know who the member is.” 
 Last year, Guadalupe Credit Union grew more 
than 10 percent and that can be attributed not 
only to its adherence to sound principles and 
regulations but also to a conviction that lies at 
the heart of the credit union philosophy; people 
helping people. 
 Winona sums it all up. “There should be 
someone doing this in every community where 
there is such a need.”

Winona Nava
Guadalupe Credit Union
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Latino Community Credit Union
Luis Pastor, President
Durham, North Carolina
Assets: $118 million
Members: 54,000
LICU-designated; CDFI certified
Opened in 2000

Having a membership comprised of 95 percent 
low-income and 75 percent without a previous 
relationship with a financial institution has not 
deterred Latino Community Credit Union’s growth. 
In only twelve years, the credit union has opened 
11 branches in North Carolina serving 54,000 
members, with 112 Million in assets.
 Latino Community Credit Union’s CEO, Luis 
Pastor is keen on understanding where his 
members are and helping them build a life from 
there. “For immigrants, the rules of the game 
are completely different,” he explained. “In most 
countries, not having previous loans is a good sign 
for you to seek a loan. Here, it’s not the case; (In the 
US) the more experience you have with loans, the 
easier it is for you to get a new loan.”
 Latino Community’s ability to understand its 
members and recently immigrated populations 
has led to its widely diverse membership from 
more than 110 countries. Nearly 60 percent of the 
countries in the world are represented in Latino 
Community’s membership. With locations across 
the state, in the Charlotte area, Fayetteville, the 
Triad, and the Triangle, the credit union serves 
its membership which includes immigrants and 
refugees from Latin America, Asia and Africa, as well 
as people from the United States searching for a 
local, ethical financial services option.

 “One of the primary barriers that immigrant 
communities face when opening an account 
is fulfilling often excessive account opening 
requirements. Our job is to verify a member’s 
identity and residency. The Consular ID and 
the Tax Identification Number are two forms of 
identification. And, if you can use your passport to 
enter the US, then it should be a legitimate tool for 
proof of identification as well,” Luis clarified. 
 He went on to say that disqualifying applicants 
because they cannot present a driver’s license is 
shortsighted. “You’re telling them to go somewhere 
else. You don’t want to serve them. There are other 
ways to prove someone’s identity and primary 
residence, so be creative.” 
 Beyond Latino Community’s identification policy, 
there are a number of differences characterizing 
the credit union. First, there is no discrimination in 
pricing. All members pay the same low fees and all 
members receive the same rates. The credit union 
does not provide risk-based loans, and has been able 
to maintain a low delinquency rate relative to other 
financial institutions as a result. During the height 
of the financial downturn, the average mortgage 
delinquency rate in the US was at 7 percent, while 
Latino Community’s was at 0.5 percent. 
 Luis believes this is one indication that if the 
people know the credit union has the best interests 
of their community at heart, they will protect 
their financial institution. “It’s important that the 
community knows we own our own destiny,” Luis 
explained. “Having their own financial institution 
makes that destiny possible for them. This is the 
power of community development credit unions.  
It’s the community pooling their money together 
and deciding what we want.”
 Another distinguishing fact about the credit 
union is that it has been able to grow without the 
use of paid advertisements. “We partner with media 
to educate the community, but we do not pay for 
advertising. We were the fastest growing credit 
union in the United States and that was done by 
word of mouth,” Luis boasts. 
 He believes that good prices, quality products, 
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personalized service, and convenience are enough 
reason for members to share the news with their 
family members and friends.
 Latino Community’s success is also due in large 
part to its ability and willingness to listen to its 
members and act accordingly. “When you are an 
institution that’s owned by the community, it’s very 
easy to tailor your products to meet the needs of 
the community,” Luis said.
 He called attention to Latino Community’s most 
recent innovation, the DREAMer Loan, designed 
to assist young individuals brought to the United 
States as children to finance the deferred action 
application process through the United States 
Citizens and Immigration Service (USCIS). “The 
need is there.” Luis noted about the DREAMer Loan, 
“The need is real, and it’s a priority for us.” 
 Although interest on these modest loans is the 
same as all other loans, there are no fees associated 
with the application process. Since the specialized 
loan was launched mid-August, Latino Community 
Credit Union has made more than 800 DREAMer 
loans. 
 However, the DREAMer Loan is not the first 
instance in which LCCU took it upon itself to meet 
member needs. Latino Community has had a 
long standing practice of understanding member 
needs and providing appropriate solutions. These 
member inquiries are what led to the creation 
Latino Community’s successful award-winning 
financial education program. With more than 
1,200 graduates since 2006, the program has been 
essential to teaching members how to navigate the 
United States’ financial system. 
 For Luis and Latino Community Credit Union, 
financial education can also take the form of award-
winning movies. One of the credit union’s members 
is a local producer and director from Chile who 

Luis Pastor
Latino Community 
Credit Union

helped produce several financial education movies 
for the credit union on running a small business 
and how to purchase a home.
 While Luis may not have had the lead role in 
those educational flicks, he is not shy about making 
his thoughts known for all credit unions with the 
ability to serve immigrants.
 “This is a country of immigrants. They are using 
the full array of financial products and services—
cashing checks, buying cars and houses, and 
sending money back to their countries. If they’re 
not doing business with you, you need to ask why.”
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North Side Federal Credit Union
Jennifer Sierecki Weitzel, Manager/CEO
Chicago, Illinois
Assets: $11 million
Members: 3,400
LICU-designated; CDFI certified
Opened in 1974

What is unique about North Side Federal Credit 
Union is that most of their employer partners are 
actually non-profits. The area the credit union 
serves has a high concentration of social service 
agencies, which provide the credit union with great 
opportunities for partnerships. 
 According to Jennifer Sierecki Weitzel, Manager 
& CEO of the financial cooperative that’s nestled in 
the eastern uptown area of Chicago, partnerships 
with the nonprofit organizations make sense 
because, “A—we can assist their employees with a 
variety of services, and B—we can also assist their 
clients with access to financial products and services 
that they might not normally have access to through 
other conventional means.”
 Jennifer recognizes the value of the partnerships 
which she says enables the nonprofit agency 
members to talk up the credit union and help 
endorse the trust needed for any person to engage 
the credit union for a loan or other services. “The 
best way for us to market our services is through 
our partners because they are viewed as a trusted 
individual in the immigrant’s life,” she said.
 The immigrant community served by North Side 
Federal Credit Union is not exclusively Hispanic. 
About a decade ago, the credit union saw many 
immigrants arrive from Bosnia, Iraq, and Ethiopia.  
A few years later, the pattern changed and there 
were more African immigrants taking up residence 
in the community. 
 Faced with serving such a diverse and culturally-
rich immigrant community, North Side Federal 
Credit Union partnered with a local community 
agency, Centro Romero, and launched a citizenship 
loan program called The New Americans Loan. 
Centro Romero provides the attorneys, conducts 
the training and manages the process. North Side 
Federal Credit Union provides the small-dollar 
loans.
 Originally, Centro Romero served predominantly 
Central American refugees but has since grown and 
stretched out its reach to include 

all other immigrants as well. 
 Jennifer sees the loan program and partnership 
to be not only a good fit for what the credit union 
does but also as a way to help the credit union 
grow its presence in the immigrant community. 
“We felt it was important to provide people with 
the financial means to achieve some of the goals in 
their lives and a major goal for lots of immigrants is 
to become a citizen.”
 She explained that with a citizenship loan you 
submit the application and fee. Then there is the 
time you have to wait for the application to be 
processed. You have to take the test; you have to 
pass the test and then get sworn in. “So setting up 
the loan is important. We go nine to 10 months out 
for repayment and that’s more of a realistic payment 
for someone on a fixed income versus a payday 
lender who’ll say OK, here’s $600; now pay us back 
in two weeks.”
 She went on to recount how when the loan 
program was first launched in 2007 the application 
fee was about $450 and within a year’s time it went 
up to $675. “The $400 was cost prohibitive especially 
when you’re living paycheck to paycheck, and 
especially if you have multiple family members who 
want to apply,” she noted.
 For those credit unions struggling to determine 
the best way to reach out to the immigrant 
community, Jennifer’s advice is to get outside of 
your comfort zone by providing only auto loans and 
savings accounts. “There are other products you can 
offer. They can be designed to mitigate the risk and 
they will allow you to serve new populations that 
might already be in your community.” 
 She also called attention to the Real Solutions 
program sponsored by the National Credit Union 
Foundation. “They’re trying to get all types of credit 
unions more engaged in serving the underserved 
and one of the ways is serving immigrant 
populations.”

Jennifer Sierecki Weitzel
North Side Federal Credit 
Union
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Value and trust. For all of us in the credit union 
movement—no matter what the asset size, 
membership, charter or scope of operations—those 
are the two crucial qualities upon which the success 
of our movement has been built. And there is no 
doubt these qualities will play a significant role for 
our success in the future.
 That’s something CUNA has been doing a lot of 
thinking about lately. And as we work to ensure that 
success, we hope to engage the National Federation 
of Community Development Credit Unions 
(federation).
 Much of our work to ensure we continue to offer 
value and trust will revolve around a new “vision” for 
the credit union movement, something participants 
at the 2013 CUNA Governmental Affairs Conference 
in Washington, DC, will hear a great deal. At the 
core of that vision is this statement: “Americans 
choose credit unions as their best financial partner.” 
In our view, this statement tells a story for our 
movement at large—a story that is understood and 
can be repeated throughout the movement. With 
this common vision in hand, the 7,000 credit unions 
across the country will have the same story to share 
—7,000 times. (And, by the way, the statement 
encompasses all Americans—including those who 
have just come to this country.)
 We further believe that by removing barriers 
(by updating the credit union charter), enhancing 
awareness (by exposing more people across the 
country to the benefits of credit unions), and 
fostering service excellence (by continuing to 
deliver the high level of member benefits that have 
become legendary), credit unions will realize some 
substantial results. That includes more financial 
benefits returned to an ever-growing number of 
members—from what could even be, someday, an 
expanding number of credit unions.

working to maintain value,  
trust—and a shared vision
BY BILL CHENEY 

 But all of this really hinges on our ability to 
continue delivering value to, and keeping trust with, 
our members, especially those who are underserved. 
Both qualities are what drive people to become, 
and remain, credit union members. CUNA is proud 
to work with an organization like the federation, 
which believes just as strongly in these crucial 
qualities of delivering value and maintaining trust. 
I look forward to the federation and its members 
interacting with CUNA, particularly as a catalyst for 
bringing together credit unions and other local and 
governmental resources, in bringing this vision to 
life—and to ensuring that persons of all walks of 
life have the opportunity to enjoy the value of credit 
unions—and share the trust.

Bill Cheney
President and CEO
Credit Union Natl. Assn. 
(CUNA)
Washington, DC
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we want to hear from you!
Serving the underserved and particularly immigrant communities 
across America can be a deeply rewarding and enriching experience. 
In this issue of The Bridge, we discussed one of today’s emerging 
markets—immigration.

Now, we invite your stories and comments. Share with us and other 
readers of The Bridge, stories of your credit union’s success working 
with immigrants. Equally as important are your comments about 
the articles appearing in this edition of The Bridge, as well as your 
thoughts about the value you are finding in this new e-magazine 
initiative from the Federation.

Send your e-mails to our Editor-in-Chief, Pam Owens at  
powens@cdcu.coop. We want to hear from you!

Pam Owens, cude 
Editor-in-Chief
The Bridge
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 who we are 

We’re the National Federation 
of Community Development 
Credit Unions. Our mission is 
to help low income people and 
communities achieve financial 
independence through credit 
unions. Since 1974, we’ve helped 
hundreds of credit unions extend 
their services and increase their 
impact in some of our nation’s 
poorest communities.

We’re growing.
Today, our members serve more 
than 1.8 million residents of low 
income communities with nearly 
$12 billion in combined assets. 
We’re proud to support our mem-
bers at the forefront of growth 
and innovation. Together we can 
shape an even better future for 
cooperative finance in America.

Join us.
Federation membership is an 
essential investment in the 
future of your credit union and 
your community. Membership 
costs far less than you’d expect, 
with Associate Memberships 
starting at just $50.

what we do

National Federation of Community Development Credit Unions 

info@cdcu.coop   |   39 Broadway, Suite 2140   |   New York, NY 10006–3063   |   800 437 8711   |   www.cdcu.coop

C A PI TA L
More than $50 million in 
capital to invest in credit 
unions as non-member de-
posits, near-equity secondary 
capital loans, risk-sharing, an-
ti-predatory PRIDE™ depos-
its, CDCU Secondary Market 
for your mortgage loans.

G ROW TH
Our CU Breakthrough™ 
technical services can help 
with CDCU Organizing, 
obtaining CDFI Certification, 
applying for Low Income 
Designation or Charter Ex-
pansion, developing Strategic 
or Secondary Capital plans, 
and more.

L E A DE RSHIP
Invented secondary capital 
for low income credit unions, 
co-founded CDFI Coalition, 
helped create CDFI Fund, 
CDCI & CDFI Bond pro-
grams, NY State CDFI Fund, 
shaped NCUA Final Rule on 
Low Income Designation.

IN NOVAT ION
Leading edge programs 
include the Better Directions 
program for older adults, 
Borrow and Save payday loan 
alternatives program, BEST 
Accounts and BEST Intern-
ships for people with disabili-
ties, Partnerships, Exchanges.

K NOW L E DG E
Educational opportunities in-
clude the CDCU Institute™, 
Knowledge Networks for 
Faith-Based Credit Unions, 
Disability and Latino credit 
union initiatives, Research 
and Publications including 
CDCU Financial Trends  
Reports, and more.

IM PAC T
CDCUs protect and build 
assets in communities, reduce 
predatory lending, promote 
homeownership, increase 
financial security for indi-
viduals, and contribute to 
improved public safety and 
increased property values.


