
  

 

The Capital Good Fund 
 
 
 

 
 

 
 
 
 
 
 
 
 

Green Credit Builder Loan—Research Report 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Summer 2009 



2  

 



3  

 

 

Table of Contents 

I. PROJECT BACKGROUND 4 

II. APPROACH 5 

III. RESEARCH RESULTS 7 

IV. LOAN PRODUCT DESIGN 11 

V. CONCLUSION 14 

APPENDIX A:  HOUSEHOLD SURVEY 17 

APPENDIX B:  PERSONAL SURVEY 18 

APPENDIX C:  FOCUS GROUP FLIER 19 

APPENDIX D:  GREEN CREDIT BUILDER LOAN PRE-APPROVAL FORM 20 

APPENDIX E:  FLOW OF FUNDS 21 

 

 

 

 

 

 

 



4  

 

I. Project Background  
 
The Capital Good Fund (CGF) is a non-profit microlender based in Providence, Rhode Island and founded 
by Brown University students. CGF makes loans to individuals that cannot access affordable capital from 
traditional financial institutions in the belief that access to this capital can have a transformational 
ƛƳǇŀŎǘ ƻƴ ǘƘŜ ƭƛǾŜǎ ƻŦ ƻǳǊ ōƻǊǊƻǿŜǊǎΣ ǘƘŜƛǊ ŎƻƳƳǳƴƛǘƛŜǎ ŀƴŘ ǘƘŜ ŜƴǾƛǊƻƴƳŜƴǘΦ  !ǘ ǇǊŜǎŜƴǘΣ /DCΩǎ ƭƻŀƴǎ 
range from $500-$3,000 to low and moderate-income entrepreneurs, and loans of $875 to legal 
permanent residents that want to apply for United States citizenship.  CGF approached the Community 
Carbon Use Reduction at Brown (CCURB) program with an idea to develop a new green credit builder 
loan productτƻƴŜ ǘƘŀǘ ǿƻǳƭŘ ǊŜŘǳŎŜ ǘƘŜ ōƻǊǊƻǿŜǊΩǎ ŜƴŜǊƎȅ ŜȄǇŜƴŘƛǘǳǊŜǎ ōȅ ŦƛƴŀƴŎƛƴƎ ǘƘŜ ƛƴǎǘŀƭƭŀǘƛƻƴ 
of a programmable thermostat while improving her credit score through small monthly payments over 
at least a 6 month period. 

  
The rationale behind the green credit builder loan is two-fold.  First, because low-income families spend 
a disproportionate amount of their annual income on energy (17%, compared to 4% for higher-income 
families1), they stand to benefit from any low-hanging fruit investment that can reduce energy 
consumption and costs.  Programmable thermostats are an excellent example, costing roughly $75 to 
install (after a $25 rebate from National Grid) and reducing energy costs by $180 a year2.  Second, many 
of the same low-income families affected by high energy costs also suffer from low, or non-existent, 
credit scores. In fact, 50 million Americans have no credit score, and millions more have low credit 
scores.3  Properly understood, credit is an asset, one that enables individuals and their families to more 
readily access credit cards, loans for cars and homes, and student loans and insurance.  Good credit also 
greatly reduces the risk of exposure to predatory financial services.  For individuals with no credit 
history, the task of building credit results in a catch-ннΥ ƻƴŜ ŎŀƴΩǘ ŀŎŎŜǎǎ ŀ ŎǊŜŘƛǘ ŎŀǊŘΣ ŦƻǊ ƛƴǎǘŀƴŎŜΣ 
without having credit, yet in order to build credit one needs to have open lines of credit, the simplest of 
which is often a credit card.  By making a $100-$200 loan that is paid back over 6 months and reported 
to Transunion and Experian (two of the three main credit bureaus), and by providing credit and energy 
ŎƻǳƴǎŜƭƛƴƎ ǘƻ ǘƘŜ ōƻǊǊƻǿŜǊΣ /DC Ŏŀƴ ǊŜŘǳŎŜ ǘƘŜ ōƻǊǊƻǿŜǊΩǎ ŜƴŜǊƎȅ ŜȄǇŜƴǎŜǎ ŀƴŘ ōǳƛƭŘ ƘƛǎκƘŜǊ ŎǊŜŘƛǘ 
score by 50-100 points (for a borrower with no previous credit history, the initial score after 6 months 
will be 620-680, depending on several factors.) 
 
The development of the green credit builder loan product is split into three phases:  Research and 
Development, Pilot Phase, and Growth and Evaluation. 
  
Phase 1:  Research and Development 
  
CGF spent the summer of 2009 using the $5,000 grant from the CCURB committee to research the 
feasability of a green credit-builder loan product in Providence.  Through discussions with partnering 
organizations, members of the target market, and energy/credit-building specialists, CGF developed a 
plan for administering the new loan product.  This report summarizes the activities and findings of Phase 
1 and recommendations for implementing phase 2. 
  
 

                                                 
1 Fehrenbacher, Katie. "Weatherization Stimulus: Lots of It, Fast." Business Week Web.10 Feb 2009. 
<http://www.businessweek.com/technology/content/jan2009/tc20090129_222846.htm?campaign_id=rss_daily >. 
2 http://www.energystar.gov/index.cfm?c=thermostats.pr_thermostats 
3 "Lenders Find FICO Expansion Credit Score Delivers Strong Risk Assessment for Millions of Credit-Underserved." FICO. 04 Feb 2009 
<http://www.fico.com/en/Company/News/Pages/11-09-2006.aspx>. 
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Phase 2:  Pilot Phase 
  
Based on the loan product design and recommendations for implementation presented in this report, 
CGF will implement a pilot lending phase for the green credit-builder loan product in the Fall of 2009.  
This pilot phase will include approximately $20,000 to finance the installation of 100 programmable 
thermostats. 
  
Phase 3:  Growth and Evaluation 
  
CGF will work with Project Heatsave to monitor household energy savings as one form of evaluation.  
Further, through post-loan repayment surveys, CGF will track improvements in credit scores for 
borrowers.  As a means of ensuring the administration of a streamline product in future lending cycles, 
the Fund will work to tweak the loan product, if necessary, based on these findings. 
  
If responses to the loan product are positive CGF will begin to expand the scope of the loan product 
beyond the installation of programmable thermostats to include other upgrades such as low-flow 
showerheads, caulked windows, or even full-scale home weatherization.  
 

 
We began our research with a set of assumptions that were developed based on our experience from 
previous loan cycles, as well as through conversations with experts on credit building, energy-efficiency 
and community economic development.  These assumptions were:   

a. The possibility of building credit is enough of an incentive for people to take out the 
loan 

b. There will be enough demand to select at least 100 qualified households to participate 
c. To issue 100 loans, we will need the following: 

i. Very simple criteria + highly streamlined application process 
ii. Loan pre-approval will take place by phone or via an online form 

d. 20% of those that inquire about a loan actually apply and 15% of those that inquire 
receive a loan. 

e. To get 100 borrowers we will need inquiries from 667 households. 
f. ¢ƘŜ ǊŜŘǳŎǘƛƻƴ ƛƴ ŜƴŜǊƎȅ ōƛƭƭǎ ǿƛƭƭ ƘŜƭǇ ǘƘŜ ōƻǊǊƻǿŜǊ ƳŀƪŜ ǇŀȅƳŜƴǘǎ ōǳǘ ǿƻƴΩǘ ōŜ ǘƘŜ 

determining factor in qualifying for the loan 

II. Approach 
 
In researching demand for the green credit-builder loans, CGF initially intended to conduct a stratified 
random sample of the greater Providence population.  This approach involved packaging surveys and 
return envelopes together and mailing these items out to 500 randomly selected inhabitants of each of 
tǊƻǾƛŘŜƴŎŜΩǎ ƴŜƛƎƘōƻǊƘƻƻŘǎΣ ǿƛǘƘ ƘƻǇŜǎ ƻŦ ƻōǘŀƛƴƛƴƎ ŀ мл҈ ǊŜǎǇƻƴǎŜ ǊŀǘŜΦ  /DC ǳƭǘƛƳŀǘŜƭȅ ŘŜŎƛŘŜŘ 
against this method, however, for the following reasons: 
 

1.  Failure to reach target marketτeven through stratified random sampling, there was a 

threat of not reaching the target population.  In randomly selecting households, those 

households that may be best fit for this type of loan product could never have been selected 

to participate in the study.  Moreover, responses from individuals outside of the target 

market would skew findings, ultimately detracting from the design of a quality loan product 
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2. Biasτeven by including a return envelope and covering the cost of postage, filling out the 

surveys and returning them via mail would require time as well as energy.  Because of this, 

only the most eager and excited individuals would respond, not accurately reflecting our 

ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ  aƻǊŜƻǾŜǊΣ ǘƘŜ ƛƳǇŜǊǎƻƴŀƭ ƴŀǘǳǊŜ ƻŦ ŀ Ƴŀǎǎ ƳŀƛƭƛƴƎ ǿƻǳƭŘ ŀƭǎƻ ƘƛƴŘŜǊ /DCΩǎ 

ability to coherently explain the loan product as well as answer any questions respondents 

may have on the product.  This disconnectedness would produce ill-informed or incomplete 

ǎǳǊǾŜȅ ǊŜǎǇƻƴǎŜǎ ŀƴŘ ŀ ƎŜƴŜǊŀƭ ƳƛǎǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ǇǊƻŘǳŎǘΩǎ ōŜƴŜŦƛǘǎΦ  

3. Cost effectivenessτthe amount of capital required to print and assign sending and return 

postage to each parcel made this strategy very cost ineffective, particularly given the 

estimation that 10% of survey recipients would respond.   

As an alternative, CGF decided to conduct focus groups throughout the city of Providence.  These focus 
groups were, in effect, 1-hour meetings with 4-7 community members at a given time.  Focus groups 
began by having participants fill out a household information survey (see Appendix A).  The group then 
engaged in approximately 40 minutes of discussion moderated by a member of the CGF Staff who asked 
questions related to saving money on energy, credit building, and general attitudes towards the idea of 
a green credit-builder loan.  The focus group concluded with participants completing a personal 
ƛƴŦƻǊƳŀǘƛƻƴ ǎǳǊǾŜȅ όǎŜŜ !ǇǇŜƴŘƛȄ .ύΦ  CƻŎǳǎ ƎǊƻǳǇ ǇŀǊǘƛŎƛǇŀƴǘǎ ƛƴŦƻǊƳŜŘ /DCΩǎ ǊŜǎŜŀǊŎƘ ǘƘǊƻǳƎƘ ǎǳǊǾŜȅ 
responses as well as through the shared dialogue during the discussion component of the meeting.   
Holding focus groups allowed individuals interested in the loan product to speak directly to CGF about 
questions and concerns they had, opinions on the best way to administer this loan, loan terms and 
conditions, and attitudes towards saving energy and building credit.  In addition, focus groups provided 
CGF the opportunity to speak directly with potential clients, ultimately yielding usable and reflective 
data that random sampling would have likely skewed significantly. 
 
In designing and implementing the focus groups, CGF crafted addressed the following categories: 
 
Demographic Focus 
In order to draw a representative cross section of the target market to the focus groups, CGF focused 
primarily on low to moderate-income households.  As a lending organization, CGF has targeted low to 
moderate-income individuals thus far.  According to the department of Housing and Urban 
Development, earning 50%-80% of median household income qualifies a household as low-income4, 
while the upper bound on moderate income is defined as 120% of median household income5.   Given 
the median household income for the city of Providence, approximately $32,9336, this range definition 
yields a target household income bracket of $16,466 to $39,520.  
 
Having individuals with diverse ethnic backgrounds participate in the focus groups was also of 
importance.  CGF targeted primarily low to moderate-income Whites, African Americans, and Latinos.  
¢ŀǊƎŜǘƛƴƎ ƳƛƴƻǊƛǘȅ ŎƻƳƳǳƴƛǘƛŜǎ ǿŀǎ ƻŦ ǇŀǊǘƛŎǳƭŀǊ ƛƳǇƻǊǘŀƴŎŜΣ ŀǎ ŀǇǇǊƻȄƛƳŀǘŜƭȅ оф҈ ƻŦ tǊƻǾƛŘŜƴŎŜΩǎ 
population is of Hispanic origin and nearly 53% identify as non-white7.  Seeking participation across 
ethnicities provided a more holistic understanding of attitudes towards building credit or reducing 

                                                 
4 http://www.hud.gov/offices/cpd/library/glossary/l/ 
5 http://www.ruralhome.org/pubs/nativeamerican/lending/glossary.htm 
6 http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293932 
7 http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293932 

http://www.hud.gov/offices/cpd/library/glossary/l/
http://www.ruralhome.org/pubs/nativeamerican/lending/glossary.htm
http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293932
http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293932
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energy consumption by controlling for behavioral or perceptive biases that may exist within certain 
ethnic groups. 
 
Geographic Focus 
Controlling for bias was also contingent upon the selection of an inclusive, representative geography.  
CGF held focus groups in the neighborhoods of Olneyville, South Providence, Elmwood, and the West 
End (see the neighborhoods marked with black dots on the below map8), collaborating with community 

organizations in each of these 
neighborhoods to market the focus groups 
to participants.     Collectively, these 
neighborhoods had a median household 
income of nearly $27,000 with 64% of 
residents identifying as non-white9.  The 
approximate median household income of 
this subset fit well in the 50%-120% of 
median household income range 
identifying low and moderate-income 
populations in the city.  In addition, the 
ethnic diversity of these neighborhoods 
ensured the representation of diverse 
perspectives in the focus groups.  

 
Marketing 
Drawing members of the community to participate in the focus groups required finding organizations 
that are familiar with low to moderate-income populations in the target geography.  CGF leveraged 
existing community partnerships and formed new bonds with organizations that serve the target market 
in order to draw focus group participants.  These community organizations included Olneyville Housing, 
the International Institute of Rhode Island, the John Hope Settlement House, and D.E.L.I.A. (Developing 
and Empowering Latinos in America).  CGF advertised the focus groups via Spanish Radio (Poder 1110), 
Spanish and English fliers distributed at the offices of the above organizations, and word of mouth 
between individuals frequenting these community locations.  See Appendix C for a sample flier used for 
advertisement.     
As a means of incentivizing individuals to attend the focus groups, CGF offered $10 gift cards to Stop and 
Shop, as well as snacks and refreshments during the hour-long meetings.  These incentives were aimed 
to compensate focus group participants for time spent attending the discussions.   

III. Research Results 
 
CGF conducted 4 focus groups with a total of 20 participants.  Focus group participants were varied in 
their socioeconomic backgrounds, ethnicities, and knowledge about energy saving practices and credit 
building.  Respondents discussed a number of energy-related items, as well as personal demographic 
information.  For a full list of questions included in the surveys given to focus group participants, please 
see the Appendix. 
 
General survey respondent information 

                                                 
8 http://local.provplan.org/profiles/index.html 
9 http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293942 

http://local.provplan.org/profiles/index.html
http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293942
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Overall, 19 people filled out the personal information survey.  Of the respondents, 68% identified as 
Hispanic, 16% Black, 11% White, and 5% Black and Hispanic.  Moreover, 56% were between the ages of 
36 and 55, and 81% were between the ages of 26 and 55.  Approximately 63% of respondents were 
female, and 37% were male.    
 
Respondents came from Cranston, Olneyville, North and South Providence, the West End, Johnston, 
Central Falls, and Elmwood. 
 
Energy usage and awareness 
Survey respondents spent an average of $119 per month on energy during the 5-month summer period 
(May through September), and approximately $187 per month during the 5-month winter period 
(November through March).  The average household size was approximately 3.5 individuals per 
household, making the average per capita energy expenditures approximately $34 per month in the 
summer and $53 per month in the winter. These high energy costs indicate the presence of 
inefficiencies in the home and/or a lack of understanding of behavioral changes that can reduce 
consumption.  
 
Approximately 90% of surveyed individuals had air conditioning of some sort in their homes (the data 
failed to indicate whether this was central air conditioning or window-based air conditioning).  Of those 
that had air conditioning, nearly 90% noted that they used their air conditioning.   
70% of respondents indicated that they have 1 thermostat in the household, while 20% had 2 or more.  
5% were unaware of how many thermostats they had, and 5% listed 0 as the number of thermostats in 
their homes. 
 
When asked if they had ever heard of the Weatherization Assistance Program (WAP), 75% of 
ǊŜǎǇƻƴŘŜƴǘǎ ŀƴǎǿŜǊŜŘ άƴƻΦέ  IƻǿŜǾŜǊΣ ǿƘŜƴ /DC ǎǘŀŦŦ ŘŜǎŎǊƛōŜŘ ǘƘŜ ǇǊƻƎǊŀƳ ŘŜǘŀƛƭǎ ŘǳǊƛƴƎ ǘƘŜ ŦƻŎǳǎ 
group conversations, some attendants recognized the program, indicating that the services offered by 
WAP were more familiar to low and moderate-income households than the actual name itself. 
 
Respondents also provided information on average thermostat settings during the winter and summer 
months.  The answers provided, however, were ambiguous and often misinformed.  Nearly 50% of 
participants indicated that the average temperature set on their thermostats during the summer fell 
between 0 and 50 degrees Fahrenheit.  Data on winter settings provided more reliable information, as 
approximately 81% of respondents indicated setting their thermostats between 65 and 75 degrees 
Fahrenheit, but approximately 13% reported setting the temperature at 60 degrees Fahrenheit or 
below.       
 
Focus group participants seemed enthusiastic 
when asked about interest in saving money 
on their energy bills.  93% of respondents 
indicated that they would regularly attend 
some sort of workshop or training course in 
order to learn how to save money on energy 
bills.  73% of these respondents mentioned 
that they would attend these workshops at 
least once a month, with 21% stating that 
they would attending weekly sessions to 
learn more.   
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Participants also appeared willing to finance the installation of a programmable thermostat out of 
pocket.  The graph on the previous page illustrates responses.  Out of those that responded, 81% 
indicated that they would be willing to pay out of pocket to install a programmable thermostat in their 
household.  However, despite this widespread interest in out-of-pocket installation, only 23% of those 
indicating a willingness to pay would spend $100 or more out of pocket on the entire installation, 
suggesting the need for some sort of financing mechanism to cover the entire cost of installation.  The 
graph on the right depicts the distribution of responses to the question.    
 
Economic indicators 
Nearly 62% of focus group participants had an estimated household income of under $40,000, meaning 
that approximately 2/3 of the focus group participants fell below the upper bound of the target income 
bracket.   
 

When considering access to financial 
services, most focus group participants 
appeared to have access to bank accounts 
as nearly 90% of respondents indicated 
having some sort of account at a 
commercial bank.  However, respondent 
information on credit histories and credit 
scores was much less indicative of this 
access.  When asked if they had a credit 
history, 11% of focus group participants 
did not answer the question.  Of those that 
answered, 76% said yes and 24% said no.  
The chart to the left describes answers 

respondents provided when asked what their actual credit score is.  Here, over half of the respondents 
either did not know their credit score or refused to answer the question. Moreover, of those that were 
ŀǿŀǊŜ ƻŦ ǘƘŜƛǊ ǎŎƻǊŜǎΣ уо҈ ƻŦ ǊŜǎǇƻƴŘŜƴǘǎ ƘŀŘ ŀ ǎŎƻǊŜ  ŀǘ ƻǊ ōŜƭƻǿ срлΦ ²ƘŀǘΩǎ ƳƻǊŜΣ ōŜŎŀǳǎŜ ŀ ƘƛƎƘ 
cǊŜŘƛǘ ǎŎƻǊŜ ƛǎ ŎƻǊǊŜƭŀǘŜŘ ǿƛǘƘ ǎǘǊƻƴƎ ŦƛƴŀƴŎƛŀƭ ƭƛǘŜǊŀŎȅ όǿƘƛŎƘ ƛƴŎƭǳŘŜǎ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻƴŜΩǎ ǎŎƻǊŜύΣ ƛǘ ƛǎ 
safe to assume that those who did not know their score probably had a lower score (below 650).  This 
lack of knowledge of their credit scores is indicative of a lack of understanding of credit that is common 
among Americans in general, and in the target market in particular. 
 
When asked about their willingness to attend workshops to learn about credit building and general debt 
management, respondents again indicated a strong interest in the programs.  95% of respondents 
indicated that they would want to attend some kind of debt counseling or credit building training, and 
out of those that expressed a willingness to attend, 83% stated that they would attend at least once a 
ƳƻƴǘƘΦ  hƴŜ ǊŜǎǇƻƴŘŜƴǘ ŜǾŜƴ ǿǊƻǘŜ ƛƴ άо ǘƛƳŜǎ ŀ ǿŜŜƪΦέ  ¢ƘŜǎŜ ǊŜǎǇƻƴǎŜǎ ƛƭƭǳǎǘǊŀǘŜ ƛƳƳŜƴǎŜ ƛƴǘŜǊŜǎǘ 
amongst our target audience in credit building strategies. 
 
Responses to Loan Product 
Overall, focus group participants seemed very interested in taking out a loan that could build credit 
while simultaneously reducing household energy bills.  The graph on the next page ŘŜǇƛŎǘǎ ǊŜǎǇƻƴŘŜƴǘǎΩ 
answers when asked how large of a loan they would take out in order to reduce their energy bills while 
also building credit.  Here, only 15% of respondents indicated that they would not take out a loan, while 
5% were unsure as to how large of a loan they would take out.  Out of those that indicated a willingness 
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to take out a loan, 44% identified the largest amount they would borrower as $500.  Even more 
surprisingly, 75% of focus group participants 
indicated a willingness to take out a loan of 
either $500 or $1,000.  One respondent 
indicated $3,000 as the highest considerable 
loan amount.  Only 10% of respondents 
indicated $100 as the highest loan amount they 
would take out.  These high dollar amounts 
suggest that a $100 loan may not be the 
optimal size for installing energy efficiency 
upgrades in the household; instead, larger 
loans involving other upgrades in addition to 
programmable thermostat installations may be 
in greater demand.  Nevertheless, the interest 
in taking out a loan illustrates a willingness to take on sizeable short-term debt in order to build their 
credit scores and save money on their energy bills.   
 
When asked about the shortest term they would seek on a green credit-builder loan, 56% of 
respondents indicated a 6 month term.  Respondents seeking a 6-month term comprised 60% of 
individuals who would take out a loan of $500 and 20% of individuals who would take out a $1,000 loan.  
Nearly 30% of participants indicated a 1-year term as the shortest amount of time they would consider 
having the loan outstanding.  Out of respondents indicating a 1-year term, 60% were individuals who 
had expressed $1,000 as the highest amount they would borrow.  Out of the 11% who indicated that the 
shortest term they would consider on a loan would be 1 month, half were individuals who would borrow 
at most $100.  These figures suggest that most borrowers would prefer a direct correlation between the 
size of the loan and the amount of time it is outstanding:  the larger the loan, the longer the term, while 
smaller loans would ideally have shorter repayment terms.   
 
Respondents also commented on the highest costs they would be willing to incur to take out a green 
credit-builder loan.  In regards to interest rates, 67% of respondents indicated a willingness to pay 5% 
interest on any borrowed money, while the remaining number of respondents indicated 10%.  None of 
the ǊŜǎǇƻƴŘŜƴǘǎ ŜȄǇǊŜǎǎŜŘ ŀ ǿƛƭƭƛƴƎƴŜǎǎ ǘƻ Ǉŀȅ /DCΩǎ ŎǳǊǊŜƴǘ ǊŀǘŜ ƻŦ мр҈ ŎŀƭŎǳƭŀǘŜŘ ƻƴ ǘƘŜ ŘŜŎƭƛƴƛƴƎ 
ōŀƭŀƴŎŜΦ  DƛǾŜƴ /DCΩǎ Ǉŀǎǘ ƛƴǘŜǊŀŎǘƛƻƴǎ ǿƛǘƘ ŎƭƛŜƴǘǎ ŀƴŘ ǇƻǘŜƴǘƛŀƭ ŎƭƛŜƴǘǎΣ ƘƻǿŜǾŜǊΣ ƛǘ ƛǎ ǎŀŦŜ ǘƻ ŎƻƴŎƭǳŘŜ 
that respondents were unaware of the negligible dollar amount of interest paid on a small loan over a 
short term.  Even a 15% interest rate on a $100 loan over a 6-month repayment term would translate 
into less than $5 in interest incurred by the borrower.  These responses, then, are not necessarily 
reflective of the true interest rate many borrowers would be willing to pay on a loan.   
 
In addition to the cost of interest, participants also discussed their willingness to pay a non-refundable 
application fee in order to take out the loan.  30% said they would pay at most a $5 fee, but another 
41% said they would pay either $15 or $25.  Only 12% of respondents were completely unwilling to pay 
an application fee on any borrowed money.        
 
Discussions with Contractors 
CGF also conducted discussions with 3 heating/cooling contractors based out of the Greater Providence 
region in order to gain another perspective on the logistics of product administration and anticipated 
demand amongst members of the target market.    During these discussions, CGF made no mention of 
the credit-building benefits of the loan and instead described the development of a loan product that 
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would benefit borrowers by saving them money on their energy bills.  This isolated approach aimed to 
leverage the expertise and experience of the contractors in dealing with customers seeking energy 
upgrades in the household to gain an understanding of what future demand for this loan product would 
be.   
 
In the discussions with contractors, CGF described the product as a $100 loan with 15% interest aimed 
to finance the installation of a programmable thermostat in the household.  Contractors mentioned 
charging approximately $65 to $100 for the labor of installing one programmable thermostat in the 
household, with the lowest quoted price at $65 and the highest at $85.  When asked how long an 
average installation took, including educating the homeowner on how to use the thermostat, 
contractors gave a range of 30 minutes to 1 hour, with the upper bound being a worst-case scenario.  
When asked about how many installations they would bid on given a job of 100 installations throughout 
Providence, all of the contractors mentioned that they would bid on the entire job.  Moreover, all of the 
contractors mentioned the importance of clustering the installations on any given day in close 
geographic proximity, and expressed interest in handling their own scheduling instead of having an 
outside party, such as CGF, schedule installations for the contractors. 
 
When asked about their willingness to market this product to potential customers, the contractors 
preferred to focus primarily on the front-end installation work.  One contractor also mentioned 
programmable thermostat installations as a gateway product to even larger energy upgrades, such as 
boiler replacements.  In addition, estimates on energy savings from Contractors ranged from 10%-25% 
annual savings, while one contractor provided a monetary amount of approximately $200-$250 over the 
course of the year for an average household.  They all stressed, however, that energy bill savings were 
tied directly to household temperature levels, frequency of time spent inside vs. outside the household, 
and actual use of the thermostat.   
 
Out of the three contractors interviewed, one contractor did not believe there would be demand for this 
loan product amongst low to moderate-income households in Providence, citing the small size of the 
loan as well as attitudes towards energy and actual use of programmable thermostats amongst his 
previous customers.   Another contractor also said that the small loan size, $100, would not be 
something that people would be willing to take a loan out for, particularly moderate-income 
households.  He mentioned, however, that offering a larger loan involving a more quality thermostatτ
approximately a $200 loan in all with parts and laborτwould be something that many low to moderate-
income households would be interested in.  The third contractor did, in fact, believe that a $100 loan to 
save money on energy would be sought by members of the target market.  He cited the rising cost of 
heating oil and increasing awareness amongst homeowners on energy saving practices as changes that 
would incentivize low to moderate-income households to take out the loan.  

IV. Loan Product Design 

 
Based on the results of the surveys, focus groups and conversations with contractors, CGF has been able 
to come up with the preliminary design of the green credit builder loan product. 
 
Loan Administration 
 
DƻƛƴƎ ƛƴǘƻ ǘƘƛǎ ǊŜǎŜŀǊŎƘΣ ƻƴŜ ƻŦ /DCΩǎ ŀǎǎǳƳǇǘƛƻƴǎ ǿŀǎ ǘƘŀǘ ƛƴ ƻǊŘŜǊ ǘƻ create an effective green credit 
builder loan product, the process of receiving and approving applications, as well as issuing and tracking 
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loans, would have to be highly streamlined.  CGF came up with the idea of using a simple pre-approval 
form (See Appendix D) to determine who is likely to qualify for the loan.  Interested applicants would 
ŀŎŎŜǎǎ ǘƘŜ ŦƻǊƳ Ǿƛŀ ǘƘŜ /DC ǿŜō ǎƛǘŜ ƻǊ ōȅ ŎŀƭƭƛƴƎ /DCΩǎ ǘƻƭƭ-free number.  The pre-approval form 
ascertains whether the applicant 1) can benefit from the loan (e.g., has no credit score or has a low 
credit score that can be improved via a credit builder loan and if she is a renter she will remain in the 
unit long enough to benefit from the loan and can obtain permission for installation from the landlord), 
2) can benefit from a programmable thermostat (does not currently have one and pays her utility bills), 
and 3) can afford $20-$40/month to pay the loan.  A trained loan officer would then review the answers 
and quickly inform the applicant if she qualifies.  If an applicant does qualify for a loan, she will then be 
ŀǎƪŜŘ ǘƻ ƳŀƪŜ ŀƴ ŀǇǇƻƛƴǘƳŜƴǘ ǘƻ ƳŜŜǘ ǿƛǘƘ ŀ ƭƻŀƴ ƻŦŦƛŎŜǊ ŀǘ /DCΩǎ ƻŦŦƛŎŜΦ  !ǘ ǘƘŀǘ ƳŜŜǘƛƴƎΣ ǘƘŜ 
applicant will be asked to provide proof of employment, a credit report with a credit score, copy of a 
paystub, and a photo ID.  The loan officer will then look over these documents and, if they are found to 
be satisfactory, will have the borrower sign the loan agreement, and provide basic financial literacy 
counseling that will involve coming up with 1) a budget for paying the loan and 2) a plan for building 
credit, as well as information on how to increase energy-savings through behavioral changes and zero-
to-low cost investments.  CGF will bundle 10-20 projects at a time and coordinate with a contractor to 
set up an installation date or dates, as needed.  Conversations with contractors indicated that they 
would rather be called by CGF when there are at least 10 installations to be done, as opposed to a case-
by-case basis.  CGF will ensure that the installation is ŎƻƳǇƭŜǘŜŘ ōŜŦƻǊŜ ǘƘŜ ōƻǊǊƻǿŜǊΩǎ ŦƛǊǎǘ ƭƻŀƴ 
payment is due.  Contractors will invoice CGF directly; borrowers will be responsible for loan 
repayments, however no check will be issued to them, and the loan agreement will be written so as to 
clearly explain this.  To see how funds will flow between CCURB, CGF, contractors and borrowers please 
see Appendix E. 
 
Focus group discussions confirmed that this approach to loan administration would be the easiest for 
borrowers as well as for CGF.  Loan repayments will be made either via an automatic payment through 
ǘƘŜ ōƻǊǊƻǿŜǊΩǎ ōŀƴƪΣ ƻǊ ŀ ŎƘŜŎƪ ǎŜƴǘ ǘƘǊƻǳƎƘ ǘƘŜ Ƴŀƛƭ ǘƻ /DCΦ  LŦ ǘƘŜ ōƻǊǊƻǿŜǊ ŎƘƻƻǎŜǎ ǘƻ Ǉŀȅ Ǿƛŀ ƳŀƛƭΣ 
CGF will assess a fee of $2.00/month to cover the cost of invoicing and to discourage borrowers from 
choosing this option (because it is more time, money and paper intensive than automatic payments). 
 
Interest Rate and Fees 
Of those survey respondents that indicated a willingness to pay an interest rate, 63% indicated that they 
would be willing to pay an interest rate of 5% and 37% indicated a willingness to pay 10%.  Nevertheless, 
CGF has decided to charge an interest rate of 15% on the green credit builder loan product, as it does on 
business and citizenship loans.  There are several reasons for this.  FirsǘΣ ƛƴ /DCΩǎ ŜȄǇŜǊƛŜƴŎŜΣ ōƻǊǊƻǿŜǊǎ 
are comfortable with 15% once they find out what the monthly payment will be; it turns out that even 
ƻƴ /DCΩǎ ϷоΣллл ōǳǎƛƴŜǎǎ ƭƻŀƴΣ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜ ōŜǘǿŜŜƴ мр҈ ŀƴŘ тΦр҈ ƛƴǘŜǊŜǎǘ ƻǾŜǊ ǘƘŜ м ȅŜŀǊ ǘŜǊƳ ƻŦ 
the loan amounts to only $126, or an extra $10.50 per month.  Second, the cost of servicing a microloan 
relative to the money earned on interest is very high; 15% will earn CGF several dollars more per loan 
compared to a lower interest rate, but will help cover for defaults.  Lastly, other non-profit microlenders 
ǎǳŎƘ ŀǎ !//Lhb ¦{! ŎƘŀǊƎŜ ƘƛƎƘŜǊ ƛƴǘŜǊŜǎǘ ǊŀǘŜǎ ŦƻǊ ŎǊŜŘƛǘ ōǳƛƭŘŜǊ ƭƻŀƴǎ όмфΦфф҈ Ǉƭǳǎ ŦŜŜǎ ƛƴ !//LhbΩǎ 
case). 
 
Only 12% of survey respondents indicated they would not be willing to pay an application fee, however 
CGF believes that in practice an application fee would dissuade applicants. CGF leaves open the 
possibility of implementing an application fee of $5-$15 if demand for the loan turns out to be unusually 
high.  There will be no other fees, such as late fees or closing fees, associated with the loan. 
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Loan size and Terms 
At present, CCURB, via the Project HeatSave program, is purchasing fairly inexpensive thermostats ($31 
wholesale).  CGF believes that financing the cost of higher-end programmable thermostats with a loan 
would be worthwhile. There are several reasons for this.  First, as mentioned in the Research Results 
section of this report, one of the contractors with whom CGF spoke indicated that a higher-end 
thermostat in the $120-$150 range is easier to use, and therefore more likely to yield actual savings.  In 
addition, our research has indicated that higher-end thermostats have several additional features that 
are essential.  These include: a 5-year, as opposed to 1 year, warranty; 7 day programmability, as 
opposed to 5 +1+1); a vacation hold function; programmable fan; temperature limits; backlight; greater 
durability; and the ability to save settings in the event that the battery dies.  Second, one of the more 
interesting survey findings was that people seemed to want to take out larger loans for energy-
improvements (in the $500 range).  In addition, during focus group discussions, one of the major 
ƳƛǎŎƻƴŎŜǇǘƛƻƴǎ ǿŀǎ ǘƘŀǘ ǘƘŜ ǎƛȊŜ ƻŦ ǘƘŜ ƭƻŀƴ ŀŦŦŜŎǘǎ ǘƘŜ ŜȄǘŜƴǘ ǘƻ ǿƘƛŎƘ ǊŜǇŀȅƳŜƴǘǎ ƛƴŎǊŜŀǎŜ ƻƴŜΩǎ 
credit.  If more expensive thermostats are truly more effective and people are willing to pay more for 
energy-improvements, then it makes sense to develop a $200 credit builder loan product ($125 for the 
thermostat after rebates + $75 for the installation).  Additionally, CGF believes that applicants are more 
likely to view a $200 loan as having the potential to build credit than a $100 loan, a perception that 
could significantly impact demand for the loan product.  Conversations with contractors and retailers 
have identified several thermostat models that meet the aforementioned criteria, such as the Honeywell 
VisionPro 8000 ($126.99) and the White-Rodgers 1F97-1277 ($118.50). 
 
The vast majority of focus group participants (70%) had one thermostat in their household, and CGF 
expects this to be true of most individuals in its target market.  As a result, CGF believes that the credit 
builder loan should only finance the cost of installing one (1) thermostat; however, if a household has 
more than one, all subsequent thermostats will be rolled into the loan product (the labor cost of 
subsequent thermostat installations will be roughly half that of the first).  CGF expects at least 80% of 
the borrowers in this program to reside in units with only one thermostat; those with more than one 
thermostat are likely to be able to afford a larger loan to cover the cost of two of more thermostats.  
CGF envisions two possibilities for loan size and terms.  The first involves financing a higher-quality 
thermostat. This will be a $200 loan with a 9-month term.  The longer term would lead to a lower 
monthly payment of approximately $23.63, versus a payment of $34.81 if the $200 loan were offered 
over 6 months.  The second will be a $100 loan that finances the existing, lower-quality thermostats, and 
will have a 6-month term with a monthly payment of $17.40.  CGF is leaning towards the $200 loan 
option for the aforementioned reasons. 
 
Marketing 
Focus group discussions made it clear that marketing the green credit builder loan will be a challenge.  
By definition the target marketτthose with no or poor credit historiesτare likely to lack an 
understanding of credit.  For example, even though credit builder loans are a crucial first step for those 
without credit to start building credit, many of these individuals are so accustomed to being denied 
credit that convincing them to apply will be difficult.  In the case of those with poor credit histories, the 
main goal has to be to convey that for around $20 to 35/month, a credit builder loan can be an 
ŜǎǎŜƴǘƛŀƭΣ ŀƴŘ ŀŦŦƻǊŘŀōƭŜΣ ǘƻƻƭ ŦƻǊ ōŜƎƛƴƴƛƴƎ ǘƻ ǊŜōǳƛƭŘ ŎǊŜŘƛǘΦ  ²ƘŀǘΩǎ ƳƻǊŜΣ /DC ŦƻǳƴŘ ǘƘŀǘ ǇŜƻǇƭŜ 
overestimated the benefits of programmable thermostats and greatly underestimated the benefits of a 
credit builder loan.  Lastly, there is the issue of seasonality: people tend to be more concerned about 
heating bills during the heating season, and the benefits of programmable thermostats are realized 
ŘǳǊƛƴƎ ǘƘŀǘ ǘƛƳŜ ŀǎ ǿŜƭƭΦ /DCΩǎ ƳŀǊƪŜǘƛƴƎΣ ǘƘŜƴΣ ǿƛƭƭ ƘŀǾŜ ǘƻ ƻǾŜǊŎƻƳŜ ŀ ƴǳƳōŜǊ ƻŦ ƳƛǎŎƻƴŎŜǇǘƛƻƴǎ 
about credit as well as energy-saving. 
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In order to address these challenges, CGF will market the loan in much the same way as it does its 
current business and citizenship products: by leveraging connections with the organizations that interact 
with the target market.  In addition, CGF will make use of Spanish radio, ads in The Providence American 
and Providence en Español, as well as release newsletters and fliers detailing the loan product.  All 
written materials will emphasize 1) that for $20 to 35/month one can build credit 50-100 points and 
reduce energy bills 5%-15% 2) loan approval is simple and free (even if you have no credit) and 3) CGF 
will provide free financial literacy and credit counseling and training.  During the heating season, flyers 
will emphasize savings on energy bills as well as building credit, whereas during the rest of the year the 
emphasis will be placed on building credit. 
 
Demand     
Determining the demand for the credit builder loan is difficult, especially given the limitations inherent 
to the research methodologies used by CGF over the summer.  However, CGF believes that the challenge 
has less to do with whether or not there is demand for the loan, and more to do with how effectively 
CGF can market the benefits of the loan.  In other words, the research clearly indicates that there is a 
need for both credit building and energy saving.  At the same time, the research also indicates that given 
the misconceptions regarding both credit building and saving money on energy, the loan will have to be 
ƳŀǊƪŜǘŜŘ ƛƴ ŀ ƘƛƎƘƭȅ ǘŀǊƎŜǘŜŘ ƳŀƴƴŜǊΦ  ¢Ƙƛǎ ƛǎ ƛƴ ŎƻƴǘǊŀǎǘ ǘƻ /DCΩǎ ŎƛǘƛȊŜƴǎƘƛǇ ƭƻŀƴΣ ǿƘƛŎƘ Ƙŀǎ ǇǊƻǾŜƴ 
extremely popular even without active marketing.  In order to issue 100 credit builder loans, CGF 
expects to have to field calls from 667 households.  This figure, listed in the initial research assumptions, 
is based on the approximate 15% inquiry-to-loan transfer rate that CGF currently has.  Given that in 
Providence there are roughly 40,100 households that earn less than 120% of median income10 
(approximately $40,000), CGF would need inquiries from 1.6% of eligible households.  Specifically 
considering the target market of households falling between 50% and 120% of median household 
income, approximately 20,492 households, CGF would need inquiries from 3.3% of households to give 
out 100 loans.  CGF expects the bulk of its demand to come from low and moderate-income 
homeowners, and renters that plan on staying in the same apartment for at least 9 months. 
 

V. Conclusion 

 
/DCΩǎ ǊŜǎŜŀǊŎƘ Ŏŀƴ ōŜ ŘƛǎǘƛƭƭŜŘ ǘƻ a few key points: low and moderate-income families in Providence are, 
on the whole, in need of an affordable way to reduce their energy bills and increase their credit score; 
community members overestimate the energy savings from programmable thermostats and 
underestimate the credit building potential of a $100-$200 loan; those without credit stand to benefit 
the most from a credit builder loan, while those with poor credit can benefit depending on the reasons 
for poor credit (e.g., someone at risk of forecƭƻǎǳǊŜ ǿƻƴΩǘ ōŜƴŜŦƛǘ ƳǳŎƘύΤ ŀƴŘ ŀ ŎǊŜŘƛǘ ōǳƛƭŘŜǊ ƭƻŀƴΣ 
regardless of size, can build credit by 50-100 points (or achieve an initial score of 620-680 for someone 
without a credit history) provided that the loan forms part of a broader strategy for building credit.  
 
Among the more interesting findings was that 35% of survey respondents would take out a $500 loan 
and 25% would take out a $1,000 loan to build credit/lower energy bills.  This leads CGF to believe that 
there is demand for larger loans that finance other energy-efficiency upgrades such as window caulking, 
low-flow showerheads, an energy-star appliance, and potentially full-scale residential weatherization.  

                                                 
10

 http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293932 

http://stdbonline.esri.com/bws-core-web/dispatcher/export/reportRetrieveController.jsp?ids=293932
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Moving forward, CGF expects to develop new loan products as it receives feedback from credit builder 
loan borrowers and other community groups and members. 
 
Assuming an average loan size of $200 and a loan pool of $20,000, CGF would be able to make up to 100 
credit builder loans.  Each loan will result in a savings of approximately one (1) ton of carbon dioxide 
per home per year, or 100 tons for the entire pilot phase. However, as described below, CGF will be 
able to recycle these funds into subsequent loan cycles, eventually resulting in the installation of over 
1,950 thermostats from that initial $20,000, and savings of nearly 2,000 tons of carbon dioxide, at a cost 
of approximately $10/ ton of carbon.  The savings will be even more significant when the benefits of 
additional environmental education are taken into account.  
 
Decay of funds 
CGF eȄǇŜŎǘǎ ǘƻ ƘŀǾŜ ŀ ǾŜǊȅ ƭƻǿ ŘŜŦŀǳƭǘ ǊŀǘŜ ƻŦ р҈ ƻƴ ǘƘŜ ƭƻŀƴ ǇǊƻŘǳŎǘΦ  ¢Ƙƛǎ ƛǎ ōŀǎŜŘ ƻƴ /DCΩǎ 
experience with 5 other loans (to date, 0 defaults), and also on the fact that borrowers will be highly 
incentivized to make all payments on time as that is the only ǿŀȅ ǘƻ ŜƴǎǳǊŜ ŀƴ ƛƴŎǊŜŀǎŜ ƛƴ ƻƴŜΩǎ ŎǊŜŘƛǘΦ  
Given this default rate, one can calculate how long the total pool of loanable money will last by taking 
into consideration exponential decay.  Before getting into the calculation, it is important to keep in mind 
that the initial $20,000 lent out for credit builder loans will be recycled numerous times over numerous 
loan cycles. 
 
The exponential decay function is defined as A(t)=A0 e

-kt , where A0 is the initial amount of money found 
ƛƴ ǘƘŜ ƭƻŀƴ ǇƻƻƭΣ Ŝ ƛǎ 9ǳƭŜǊΩǎ number, k is the rate of decay, and t is time.  A(t) defines the expression as a 
function dependent on time, t, and reveals the amount of money remaining after t years.  Because A(t) 
grows exponentially as t increases, defining A(t) to be 0, or in other words, trying to find out how long a 
sum of money will take to decay to $0 remaining is undefined because it would take an infinite amount 
of time to decay something at a constant rate until it reaches 0 (no matter how many times we take off 
50% of something, for example, we would never get to zero because we can theoretically take 50% off 
of a very small quantity and still arrive at a quantity arbitrarily close, but not equal, to 0).  As a result, 
this example will illustrate how long it takes for an initial sum of capital (A0 = $20,000) to reach a final 
amount of $1,000 (A(t)=$1,000), given an estimated annual default rate of approximately 5%.  Working 
out this equation:  1,000=20,000 e-0.05t, we find that t is approximately 60 years.  This means that 
assuming an annual default of 5% with no other losses of capital (such as depreciation due to inflation), 
it would take about 60 years for a $20,000 amount to dwindle to $1,000. 
 
This estimate, however, is very rough due to a number of reasons.  One, the time frame assumes a 
continuous outflow of money.  In other words, all capital is constantly lent out, and therefore, subject to 
default.  This assumption is not entirely realistic, especially due to the natural lags in lending that follow 
consumer demand and loan application-to-disbursement turnaround time.  In addition, the sum of 
money in regards to real dollars adjusted for inflation would decay much more quickly, particularly 
depending on the state of the economy and the strength of the USD.  While these are important 
considerations that would alter the amount of time it takes for $20,000 in loanable funds to decay to 
$1,000, a significant conclusion can be made:  Assuming an average cost of $200 per thermostat 
installation, and given the above decay trend, $20,000 would contribute to the installation of over 1,950 
thermostats and subsequently help nearly 2,000 borrowers build their credit histories.  This, 
undoubtedly, is a strong indicator of the far-reaching social and environmental impact a small amount of 
capital could have on low to moderate-income households in the city of Providence. 
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DƛǾŜƴ /DCΩǎ ŜȄǇŜǊƛŜƴŎŜ ƳŀƪƛƴƎ ƭƻŀƴǎ ƛƴ tǊƻǾƛŘŜƴŎŜΣ ƛǘǎ ǎǘǊƻƴƎ ŎƻƴƴŜŎǘƛƻƴ ǘƻ .Ǌƻǿƴ ŀƴŘ ǘƘŜ ŎƻƳƳǳƴƛǘȅΣ 
and well-established loan infrastructure, CGF is well positioned to launch the green credit builder loan 
product in conjunction with the CCURB program.  ¢Ƙƛǎ ǊŜǇƻǊǘ ŎƻƴŎƭǳŘŜǎ ǇƘŀǎŜ м ƻŦ /DCΩǎ ƎǊŜŜƴ ŎǊŜŘƛǘ 
builder loan project development.  CGF is ready to begin phase 2τimplementation. 
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26 7th St. Providence, RI 02906 | 866-584-3651 | www.capitalgoodfund.org | 
info@capitalgoodfund.org 
 

Appendix A:  Household Survey 
 
Thank you for taking the time to fill out this survey.  Please answer honestly and without reservation.  Your 
answers to these questions will in no way impact your further interactions with the Capital Good Fund. 

1. About how much do you spend on energy during the following seasons: 

Summer (May-September): _____________  Winter (November-March):____________ 
 

2. How many thermostats do you have in your home? 

* L ŘƻƴΩǘ ƪƴƻǿ   * 0 * 1 * 2 * More than 2 * L ŘƻƴΩǘ ƪƴƻǿ ǿƘŀǘ ŀ ǘƘŜǊƳƻǎǘŀǘ ƛǎ 
 

3. At what temperature do you set your thermostat in the: 

Summer (May-September):______________ Winter (November-March):_____________ 
 

4. Do you have an air conditioner:  * Yes * No 

a. If yes, do you use it?  * Yes * No 

 
5. Have you ever heard of the Weatherization Assistance Program (WAP)?  * Yes * No 

 
6. ²ƘŀǘΩǎ ǘƘŜ ƭŀǊƎŜǎǘ ƭƻŀƴ ȅƻǳ ǿƻǳƭŘ ǘŀƪŜ ƻǳǘ ƛŦ ǘƘƛǎ ƭƻŀƴ Ŏƻuld help you build your credit and save you 

money on your energy bills? 

* L ǿƻǳƭŘƴΩǘ ǘŀƪŜ ƻǳǘ ŀ ƭƻŀƴ       *$50   *$100      *$250        *$500 *$1000     *$Other:  ____ 
 

7. ²ƘŀǘΩǎ ǘƘŜ ǎƘƻǊǘŜǎǘ ǘŜǊƳ ȅƻǳ ǿƻǳƭŘ ǘŀƪŜ ǘƘŜ ŀōƻǾŜ ƳŜƴǘƛƻƴŜŘ ƭƻŀƴ ƻǳǘ ŦƻǊΚ 

*1 month *6 months *1 year  *More than 1 year 
 

8. ²ƘŀǘΩǎ ǘƘŜ ƘƛƎƘŜǎǘ ƛƴǘŜǊŜǎǘ ǊŀǘŜ ȅƻǳ ǿƻǳƭŘ ōŜ ǿƛƭƭƛƴƎ ǘƻ Ǉŀȅ ƻƴ ǘƘŜ ŀōƻǾŜ ƳŜƴǘƛƻƴŜŘ ƭƻŀƴΚ 

*5%   *10%    *15%        *20% *More than 20% 
 

9. Please indicate the highest application fee you would be willing to pay for a $100 loan that could build 

your credit and save you money on your energy bills (the application fee would be a sum of money paid 

upon submission of the application): 

*$5 *$10   *$15     *$25        *I refuse to pay an application fee 
 

10. How often would you attend workshops to learn how to build your credit? 

* Once a week  *Once every two weeks *Once a month  *Other: ____________ 
 

11. How often would you attend workshops to learn how to save money on your energy bills? 

* Once a week  *Once every two weeks *Once a month  *Other: ____________ 
 

12. Would you take out a loan solely to reduce your environmental impact?    *Yes         *No 

 
13. How much would you pay out of pocket to finance the installation of a programmable Thermostat? 

*$5 *$25   *$50      *$100      *Other: _____________ 

http://www.capitalgoodfund.org/
mailto:info@capitalgoodfund.org
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Appendix B:  Personal Survey 
 

1. Age: _____________    

   
2. Gender:     * Male     * Female 

 
3. Neighborhood where you live:___________________________________ 

 
4. What is your occupation?____________________________________________________ 

 
5. How many people live in your house? ___________________________________________ 

 
6. Do you have a credit history?     * Yes  * No 

a. If yes, what is your credit score? 

 
7. Do you have a bank account?  If so, at what bank? 

 
8. Please select one of the following: 

 * I rent my place of residence   * I own my place of residence AND pay a Mortgage  
 

* I own my place of residence and DO NOT pay a mortgage  
 

9. Approximate Household Income (Please choose only one of the following): 

 
* Under $4,000  * $4,001-$12,000 * $12,001-$17,000 * $17,001-$40,000  
 

* $40,001-$60,000    * Over $60,000 
 

10. What is your race/ethnicity? __________________________________________ 

 
11. What is your preferred language of communication? (Please check all that apply) 

 

* English *Spanish *Portuguese *Urdu  *Other: 
______________________ 

 
12. Have you heard of the Capital Good Fund?  * Yes  *No 

 
a. If yes, where/from whom?____________________________ 

 

 

 

http://www.capitalgoodfund.org/
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Appendix C:  Focus Group Flier 
 
 
 
 

 
Do you want to build your credit  and 

save on your  energy bills ? 

 

 
 

All attendees will receive: 

-- $10 gift card to Stop and Shop   
-- complimentary snacks and refreshments 
 

WHERE: Olneyville Housing Corporation, 60 Curtis St.   

WHEN: Wednesday , July 29
th 

 

This Focus Group will be held in English.  
 

To reserve a spot or for more information, please call 
1.866.584.3651 or email info@capitalgoodfund.org. 
 

 

THE CAPITAL GOOD FUND | 26 7th st. | Providence, Rhode Island 02906 | 866-584-3651 | www.capitalgoodfund.org 

The Capital Good Fund, your 

community micro-lender, is 

developing a new loan product. 

We need YOUR help. Please 

give an hour of your time to 

attend our focus group. Help us 

to help your community.  

mailto:info@capitalgoodfund.org
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Appendix D:  Green Credit Builder Loan Pre-Approval Form 
 

1. Name_________________ Date of Birth_________________  Phone #______ - _____ - 

________ 

 

2. Do you have a credit history?   

 * Yes * No * I donôt know 

 

3. If you have a credit history, is your score below 575?           

* Yes * No * I donôt know 

a. If yes, please check all of the following payments that you are currently late on: 

i. Credit card(s)   * 

ii. Mortgage   *  

iii. Student loan   *  

iv. Personal loan   *  

v. Cell phone/utility bill   *  

vi. Other: __________________ 

 

4. Do you rent your place of residence?   * Yes    * No 

a. If yes, when does your lease end?  In ____________years and ____________months. 

b. Do you plan on renewing your lease?   *Yes   * No 

 

5. Do you have a programmable thermostat? * Yes * No * I Donôt know____ 

a. If no, do you need permission from anyone (e.g., a landlord) to install a thermostat? * Yes

 * No (if yes, please obtain written permission from your landlord prior to receiving the 

loan). 

 

6. Do you pay your heating bills? * Yes * No 

 

7. Do you have a bank account? * Yes  * No 

a. If yes, please list the name(s) of the bank(s) at which you hold 

accounts:______________________ 

 

8. What is your monthly income?______________________ 

 

9. What are your monthly expenses?____________________

http://www.capitalgoodfund.org/
mailto:info@capitalgoodfund.org


  

 

Appendix E:  Flow of Funds 

 
 



  

 

 


