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Presentation Notes
Good Morning. My name is Jonas Singer and I am the Executive Director of the Community Financial Education Foundation, CFEF. My organization, CFEF, leads the Bank on DC program in the District metro region in partnership with D.C. Mayor’s office and government. I am here today to discuss with you our approach to providing individuals in our community access to the financial services and products they needs to asset build and work towards their financial security. Before I get started though, let me say now – in case I forget later – that for all of the innovation, creativity, and work-arounds that we develop there are really only 2 simple, fool-proof methods to family financial security. First, is the family: in Ward 8 in Washington, D.C., there are statistics showing that around 90% of children grow up living without their father and often with only one adult figure around. Risky financial behavior and lack of security is as much a symptom of uncertain family conditions as a cause, and of course the two create a feedback loop putting mounting pressure on family and finances. Secondly, people need jobs. East of the Anacostia River in D.C., unemployment stands at nearly 30%. You could be the most wily personal finance guru around; if you have no income and no prospects of employment, financial security is going to be tough to come by. With that being said, let me tell you about CFEF and our work with Bank on DC.



What is Bank on DC?

A public-private partnership between DC Government, financial institutions, 
and nonprofits, to promote financial wellness by providing everyone in DC 
with access to a bank account. 

Bank on DC involves three major elements: 

1. Offer a safe and affordable checking and savings account that serves the 
needs of the unbanked

2. Launch a marketing, outreach, and financial literacy campaign 
through community based organizations

3. Engage with institutions that aggregate the unbanked and underbanked, 
such as employers, government, and universities, to promote banking and 
direct deposit
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Our role with Bank on DC is as the fiscal agent and a strategic partner. We also retain primary responsibility for all marketing, outreach, and financial education. Bank on DC, which was initiated last year and formally launched earlier this year, is a public-private partnership between DC government, financial institutions, and financial educators to promote financial wellness by creating access to all in D.C. to bank accounts and, eventually, other need asset building products.



Offer a checking and companion savings account 
No or Low monthly maintenance fee on checking or savings accounts
No monthly minimum balance requirements on checking account
Free check card, use of ATM, online banking
Opening deposit of $25 or less, or $0 with direct deposit
Second Chance checking accounts for those on ChexSystems 
Accept Foreign ID cards
Opt-in requirement for courtesy overdraft protection 
Ability to allocate a portion of direct deposits to savings account
Offer 2 hours of financial literacy training to all new account holders and make 
attendance required for clients on Chex Systems

Our Product Requirements
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So I’ve covered some of our ideas and initiatives for getting into the community. But I haven’t really told you what we’re actually delivering. 

Bank on DC creates fairly strict parameters for what our partner institutions offer. . .



Why Bank on DC?

A bank account is the first step towards financial wellness and long-term 
financial security and provides the necessary tools to protect, manage and 
save one’s money

Unbanked families spend 5 percent of their incomes on fees for alternative 
financial services, including roughly $800 per year on check cashing fees

More than 1 million checks are cashed in the District each year, totaling $10-
$15 million spent by families on fees to access money they have earned

Key reasons why people are unbanked
“…. I don’t have enough money to have a bank account…”
“… banks charge too many fees…”
“…. the bank closed my last account, and now I can’t get one…”
“…. I don’t have a Social Security card…”
“…. I don’t trust banks….”
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COMMENT: Mention at the end of the slide that while a bank account is a great start towards asset building, it is only a start. Our goal is to engage people in positive financial behavior, which means using a bank account as a entry point for accessing credit, money markets, CDs, investment accounts, college savings accounts, retirement accounts, etc.



Banked = $220 in annual fees 

• $60 for savings account

• $60 for checking account

• $100 for service fees 

Unbanked = $1,300 in annual fees

• $800 for cashing checks, paying 
bills

• $200 for money orders

• $300 for wire transfers

The Real Cost of 
Being Unbanked
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And, like many things, this essentially creates a regressive tax on the low income households who do not have access to savings tools and thus spend nearly 6 times more per year to engage in the most basic financial behaviors – cashing pay checks, pay bills, and sending money to family. 

The map of D.C. here illustrates one of the most basic problems; fundamental inconvenience and lack of access to banks and credit unions. The blue dots, which you see spread over the west, more affluent side of the city represent banks and credit unions. The yellow dots, spread over the east, predominantly black and lower income areas of the city, represent check cashers, pay day lenders, etc. The barriers to asset building, then, are lack of access and convenience, lack of knowledge, and the perception that banking is only for those making lots of money, not those just getting by.

Of course, if you live in a black, working class neighborhood and there are no banks within a mile of you (in a city of only 65 square miles) the operating schema is that banks are not for you.



Young people often destroy their credit, enter ChexSystems, and hamper their 
credit before they are old enough to realize the consequences.

So, we targeted Summer Youth Employees in 2010 and 2011. 

Summer Youth Employees are 14 – 21 and placed with government 
agencies or private organizations around the city

In two years, we have enrolled approximately 1400 young people in bank 
accounts and direct deposit

Provided direct financial education to over 4,000 young people

An Ounce Of Prevention . . .
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So, seeing the problem, what does all of this say about how we improve circumstances for families with children? Well, D.C. is a city of insulated, segregated populations where there are major snowball effects. We see this in areas like attitude towards schools and  nutritional choices. It was reflected in the recent Mayoral election. It is reflected in neighborhood slang and native music that exist only in D.C. 

Importantly, we see it reflected in accepted family structures, which in the most struggling parts of D.C. often does not include a father, deals frequently with transitional or permanent unemployment, and does not emphasize long term asset building.

And, of course, we see it in the prevailing attitudes people have about how to handle their money. The true test of Bank on DC is our ability to train the culture and mainstream thinking of our communities. By creating the expectation that people will bank, will save, we can lower the risk of dangerous financial behaviors. 

So we are trying to reach young people before they have their own families. Youth, of their own doing or maybe because their family members have abused their social security number, often have ruined credit histories before they are even allowed to drink alcohol. Young adults aged 18 – 25 often have no idea how deep the whole they are digging with bad bank accounts, unpaid phone bills, and frivously applied for and subsequently maxed out credit cards that never get paid off.

So, this summer we worked with the D.C. Summer Youth employment program focusing on 18-21 year olds. We enrolled over 750 people in bank accounts with 2 credit unions in the city, most of whom also were paid through direct deposit into these accounts. As part of the program we educated nearly 2,500 young people on banking, asset building, and the basics of credit.

We have plans to work with teen focused programs through the D.C. Libraries and to do outreach in the high schools in the spring leading up to next year’s summer employment program.







Three Areas of Implementation:

Engaging financial partners to offer accounts and services 

Working with government agencies to facilitate youth enrollment

Collaborating with work sites to arrange financial education

Implementation of SYEP 
Model thru Bank on DC
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The Summer Youth Program was a success in engaging youth, and it also has created an innovative model for us to use in engaging adults throughout the city through their employers. 

In the summer youth program, the actual mechanic of signing people up was by embedding bank account applications within the job application process. All summer youth registration was online; when asked how they would like to be paid, one link prompted them to a bank account application. This embedded process is extremely effective at conveniently engaging employees in positive financial behaviors. 

This sort of opt out approach is critical to developing positive habits. 



As Summer Youth Employment Program ramped up, we solicited 
participation from partner financial institutions to provide accounts and direct 
deposit enrollment to young workers.

Selected 2-4 financial partners who would offer savings accounts to all and 
checking accounts to those 18 and older.

Financial partners also needed to offer:

Bilingual services

Dedicated customer service for SYEP youth

Dedicated personnel to assist with IT and marketing

Engaging Financial 
Partners
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Our primary government partner is the Dept. of Employment Services

We also engage extensively with other government agencies to encourage 
employees to enroll in Bank on DC accounts and to arrange for financial 
education.

DOES facilitated youth enrollment by providing Bank on DC extensive data 
on employers and employees

Most importantly, we worked with DOES to create an online portal that 
offers:

videos that inform youth about their options and how to use the various 
products from which they select. 

online enrollment in Bank on DC accounts

Leveraging Government 
Partners
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While youth are paid through DOES, they work for and primarily interact 
with their employers, who may be gov’t agencies or private organizations. 

We collaborate with hundreds of employers in order to:

Arrange for in-person financial education sessions with SYEP youth at 
their work site (each summer we reach about 80 worksites)

Encourage use of our online financial education application

Inform employee supervisors about Bank on DC and about the terms of 
the pay card (the default product that youth are issued and the alternative 
to Bank on DC). We encourage supervisors to help their youth enroll in 
Bank on DC accounts.

Collaborating with 
Employers

Presenter
Presentation Notes
The Summer Youth Program was a success in engaging youth, and it also has created an innovative model for us to use in engaging adults throughout the city through their employers. 

In the summer youth program, the actual mechanic of signing people up was by embedding bank account applications within the job application process. All summer youth registration was online; when asked how they would like to be paid, one link prompted them to a bank account application. This embedded process is extremely effective at conveniently engaging employees in positive financial behaviors. 
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All youth enroll for SYEP online

Default payment method is an Earned Benefits Transfer (EBT) card provided 
by the payroll company (ADP) contracted to process SYEP payroll.

Before completing registration, youth had to watch a video – created by Bank 
on DC – covering the basics of banking, payroll, etc.

At this juncture, youth have opportunity to choose to enroll in Bank on DC or 
to get paid through pay card

If they opted into Bank on DC, they could secure accounts from PNC Bank, 
HEW FCU, DGE FCU, or United Bank.

Once enrolled, youth are mailed account information and each institution 
maintained dedicated personnel for SYEP.

How It Works
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Each year we got approximately a 10% penetration rate.

The primary reasons for youth not using bank accounts:

Anchoring Bias:  More effort to get account than to go with default

Lack of guidance: Many youth lack understanding of financial options.  
Rather than risk unknown, they stick with the default

Concerns about banks: Young people hold negative reputation of banks. 
Feel money is not safe in banks and/or they will be charged unfair fees

Unaware: Many youth are not aware of the opportunity. Even though it is 
embedded online, it easy to click ahead ignore options

Negative Experiences: Many older youth have had accounts and report 
negative experiences (i.e. overdraft fees)

Why Don’t More Youth 
Get Bank Accounts
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The Summer Youth Program was a success in engaging youth, and it also has created an innovative model for us to use in engaging adults throughout the city through their employers. 
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We are exploring other services in which we can embed banking

Child support payments
Unemployment benefits
Women, Infant, Children
Earned Income Tax Credit refunds
Medicare / Medicaid payments
DC One identification cards
Veterans payment
Employment services One-Stop Shops
Disabilities payments

Other Avenues to 
Embed Banking
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We also know that being unbanked or underbanked is going to correlate strongly with use of government services. We can embed access to financial education and access to financial products within these services as well. 



Kindergarten to College (K2C) – San Francisco recently launched K2C, an 
initiative that will open a Children's Savings Account for all children entering 
kindergarten in the City's public schools.

Within three years, every child entering a kindergarten class in a San 
Francisco public school will receive a college savings account with an opening 
deposit of $50 from the City of San Francisco.

The City will incentivize application for the free and reduced lunch program 
by providing an additional $50 deposit to qualifying children.

Friends and family members, employers and children themselves will be 
encouraged to make additional deposits into the account.

The City is raising funds to match deposits, helping their accounts to grow 
and encouraging further investment by family and friends.

How Do We Start 
Saving Young?

Presenter
Presentation Notes
Through these programs we are beginning to address adolescents and young adults, as well as working adults who very well may have children. But the surest bet to asset building is to start young and for parents to understand how to save for their children. There is the famous quote by Aristotle that excellence is not acts, but habits. We need to start ingraining positive habits in kids when they are young.

I was fortunate enough to have parents who were very aware of this; I’ve had a credit card in my name since I was 14 and investments under my social security number since I was born. I opened my first bank account when I was 11 or 12 years old and I remember going to the bank with my dad all the time when I was a kid. By the time I was an adult, I was used to interacting with a bank teller, was no longer intimidated by the marble pillars outside of a bank branch, and knew how to use an ATM. Ask most of the kids in a D.C. public school, and this is all very foreign to them, which only makes them feel like they are outside of a system which is not for them.

So what can we do to start kids off right?

Bank on San Fransisco launched an innovative program called K2C. . . 



Child Savings Account for every new born

Youth bank accounts

Incentivized or Matched savings through Youth Employment Programs

Bank kiosks in schools and libraries

Social Savings Models

In D.C. Capital Gains program, the school that saved the most money won 
a party at the end of the year

Are there other “GroupOn” models that could work, like Savings Clubs 
similar to Weight Watchers clubs?

How Do We Start 
Saving Young?
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What other programs can we think of that are similar to K2C where we are providing savings and building habits for young people?

What about opening a child savings account for every new born in the city? If we’re enrolling every child in public school do we start infants and parents off by opening a child savings account as part of the regular process of getting a new born a social security number?

We also need to work with our banks and credit unions to create more access for young people. I see kids under 10 years old walking around at night on the streets of D.C. At such young ages kids are extremely independent and also mistrusting of other people. The notion of having a cosigner on a bank account turns a lot of them off. We need to find ways to provide access to youth to savings.
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