
Forging local partnerships takes on-the-ground work building relationships in your community. 
CBA members who provide citizenship loans listed common places to seek partnerships, 
including: 

Community-based nonprofits. Organizations with a mission to service immigrants could 
include:

affordable housing providers

immigrant and refugee service providers and coalitions

community development corporations (CDCs)
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labor organizers

tenant rights associations

supporters of small businesses, such as a Hispanic Chamber of Commerce

For example, Catholic Charities provides housing, legal, and financial assistance as well as social 
services to immigrants across the country. Additionally, many areas have citizenship clinics, “know 
your rights” trainings, and other community events geared towards immigrants. These are great 
opportunities to connect with potential partners.

Legal providers:

Citizenshipworks has a directory of legal providers searchable by zip code.

The Department of Justice (DOJ) has a searchable map of pro-bono legal 
service providers.

 Many law schools have legal clinics that can assist immigrants.

Educational institutions: 

Community centers, community colleges, and universities often offer English language 
classes and citizenship classes.

Partnering with schools in your area can be a great way to connect to immigrant families. 
For example, the City of New York has a coalition of immigration providers that provide 
legal assistance to families within the public school system. 

Religious institutions and networks:

The PICO National Network can be a great starting point for finding faith-based 
community organizations and institutions with a social justice mission that support 
immigrant communities.

Other networks:

Unidos US is a national network that serves the Hispanic community through research, 
policy analysis and advocacy, and on-the-ground community work.

National Partnership for New Americans, which includes: Cities for Citizenship, 
Naturalize Now, and Union Citizenship Action Network.

Citizenshipworks is an online resource that guides individuals through the 
naturalization application process, and connects individuals to legal help and local 
community-based partners. 

Juntos Avansamos is a network of credit unions dedicated to serving and empowering 
Hispanic consumers. 
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https://catholiccharitiesusa.org
https://www.citizenshipworks.org
https://www.justice.gov/eoir/list-pro-bono-legal-service-providers
https://www.piconetwork.org/
https://www.unidosus.org/
partnershipfornewamericans.org/
https://www.citizenshipworks.org
www.cdcu.coop/initiatives/juntos-avanzamos-together-we-advance/


As you think about partnerships here are a few considerations, among many, to keep in mind:

Is there a Memorandum of Understanding (MOU) that outlines roles and responsibilities? 

How will partner staff stay up-to-date about your loan product(s) and services?

Is there a point person at the partner agency that can be a main contact? 

If referring to each other, what will the referral process look like?

How will communication about client payments, credit scores, and other important 
information be shared (if necessary)? 

EXPLORING OTHER WAYS TO PAY

Accessing SDLs is rarely the only solution to meeting a client’s needs for funds. It is important to 

help people explore all options before turning to a loan. Developing a robust network of partners 

is not only key for connecting to the right borrowers, but essential for supporting your clients to 

ensure that a loan is the best option for them. Figuring out what resources are available in your 

community can help in cases where someone is ineligible for a loan, but still needs assistance. 

Partners can also help clients become aware of other resources before deciding to take out a 

loan. While loans are important tools for building credit, for those with limited incomes, adding 

a loan payment may mean that the borrower has less of a cushion in their budget for savings or 

emergency expenses. Working with partners to find grants, or other resources that meet a client’s 

needs, can help eliminate the need for a loan or reduce the amount of loan that a borrower needs. 

For example, if a client has a utility shut-off notice and needs to pay $600, a nonprofit that offers 

energy assistance may be able to pay half of the bill, and the loan could cover the rest. This means 

that the borrower will avoid taking on more debt than necessary, yet still have a way of meeting 

their immediate needs and building credit. 

Here are some tips for working with partners to ensure that clients are not taking on unnecessary 

debt:

Collaborate to create a community resource guide (versions for staff and clients) with 

information about available assistance and key contacts at each partner agency.

Request that partners work with clients to explore other funding options before making a 

referral.

At application, ask applicants about their efforts to pursue other funding sources (include a 

question or worksheet on the application, during a coaching appointment, etc.).

Direct clients towards free legal assistance and away from immigration scams. 

Ensure that the applicant has looked into fee waivers.
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RESOURCE

The National Federation of Community Development Credit Unions and Center for  

Financial Services Innovation has a guide on Partnerships for Financial Capability: Diagnostic  
Frameworks for Financial Institutions and Partners. Although the guide specifically profiles 

partnerships between credit unions and community organizations, the tenets of their  

framework can be applied to other types of financial capability partnerships. 
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www.cdcu.coop/wp-content/uploads/2015/09/Partnerships-for-Fin-Cap-Sept-2015.pdf
www.cdcu.coop/wp-content/uploads/2015/09/Partnerships-for-Fin-Cap-Sept-2015.pdf
https://www.cdfifund.gov

