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PARTNERSHIPS ARE KEY:  

THE MANY ROLES OF PARTNERS

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

State and local government agencies:

The Administration for Community Living has links to state agencies, networks, and centers 
that serve people with disabilities. Many state/county/local departments of health and 
human service offices have a unit on disability, but this varies by state. 
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https://www.acl.gov


Vocational rehabilitation agencies (VRAs): every state has a VRA that assists individuals 
with disabilities in preparing for, obtaining, maintaining, or regaining employment. Since AT 
can be essential for succeeding in the workplace, VRAs can be a natural fit for partnership. 
You can find your state agency here.

Other Assistive Technology Act Programs: ATAPs, established by the ATA, often offer AT 
device reutilization programs, device loan programs, device demonstrations, and 
alternative financing (lending) programs. Find your state’s ATAP here.

Community nonprofits 

Find local nonprofits in your community that serve people with disabilities and/or the elderly 
through assistive care, employment resources, financial assistance, and more.

AT vendors

Developing relationships with AT vendors in your area can be helpful for referrals and for 
loan disbursements (i.e. you can send the loan funds to vendors directly). Establishing 
relationships with larger vendors that operate nationally can also be helpful. While there 
is no go-to place to locate vendors and technologies, the Assistive Technology Industry 
Association has a list of members on its website.  

Medical providers

Medical providers in your area can also be helpful for referrals and underwriting purposes 
(for example, ensuring that the borrower has been to an audiologist before choosing and 
purchasing hearing aids). 
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https://www.fda.gov/downloads/aboutfda/workingatfda/ucm277757.pdf
https://www.ataporg.org/programs


EXPLORING OTHER WAYS TO PAY

Developing a robust network of partners is not only key for connecting to the right borrowers, but 

essential for supporting your clients. 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 need, can help 

eliminate the need for a loan or reduce the amount of loan that a borrower needs. 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 (as 

a question or embedded within a worksheet on the application, during a coaching 

appointment, etc.)

See the Consumer Financial Protection Bureau’s “Paying for Your Assistive Technology 

Worksheet” in Appendix A7 for more ideas on walking clients through seeking AT  

funding sources.

It is important to understand that many funding sources of AT have complex eligibility or can take 

a great deal of time and effort to determine if clients are eligible to purchase the device that 

meets their needs. If other options are available to a borrower, they may prefer a loan to minimize 

complications. For example, the Oklahoma Assistive Technology Foundation (OkAT) had a borrower 

that needed hearing aids. During the application process staff learned that he experienced 

his hearing loss while in the military. OkAT explained to him he could be eligible for Veteran’s 

Assistance to provide the hearing aids at no charge.  He replied, “I will never go back there again.” 

Understanding that the borrower preferred a loan, over other types of assistance, OkAT approved 

him for the loan.

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)? 
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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

