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Exhibit 1.3: Projected Real Per Capita Income Growth (reservations other than Navajo)

$12,142

1990 2000 2006-10 2054

If the incomes in 
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from 1990 through 
2010, in about 
2054, the per 
capita incomes 
would converge
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$26,893

Financial Capability in Native Communities: 
Why Does it Matter? 

Source:	Akee	and	Taylor,	Databook,	2014.	



CDFI Development Services 
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ACCESS TO CAPITAL AND CREDIT IN NATIVE COMMUNITIES: A DATA REVIEW
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Exhibit 23. Native CDFI Development Services

Note: The number of Native CDFIs reporting on development service activities ranges from 24 to 32.  
Sources: CDFI Fund Institution Level Reports 2006-2011.

of the six years evaluated at least 70 percent of reporting Native CDFIs provided 
programing in these areas.  Homeownership counseling and business TA are not far 
behind—half or more of the reporting Native CDFIs offered these services over the years 
2006 to 2011.  Approximately 40 percent of the reporting Native CDFIs offered housing 
TA in each year evaluated, but not more than 25 percent (and usually fewer) offered real 
estate TA. 

Of course, Native CDFIs’ core activity is lending.  For the period 2004 to 2012, Native 
CDFIs that received NACA awards made over 15,000 loans totaling $365 million (Nolan 
2014), indicating an average loan size of $24,300.  More detailed loan origination 
information for the period 2003 to 2011 shows average annual loan values ranging from 
$30,200 in 2007 to $13,700 in 2011.  In other words, loans made by Native CDFIs are 
relatively small.

While these values likely reflect Native CDFIs’ limited loan capital (more below), they 
also reflect Native CDFIs’ customer bases.  Market studies—and the development 
services summary above—attest that most Native CDFIs serve customers with 
significant but lower-value capital and credit needs.  In response, Native CDFIs may offer 
smaller loans, such as credit-builder and “get-out-of-debt” loans, which are intentionally 
designed as steppingstones in the process of building client financial capability
and assets.31 

31 | These products help borrowers consolidate debt obligations, escape recurrent borrowing from predatory lenders, 
access lower interest rates, and establish or repair credit, combining lending with education so that clients are better 
able to manage their finances and future credit needs.

Source:	CDFI	Fund	Ins<tu<on	Level	Reports.	



Expansion & Specialization 
•  In 2000, most tribes and tribal organizations surveyed for 

the Native American Lending Study said there was NO 
financial education available in their community 
o  To the extent that anything was available, it was 

homebuyer education 
o Credit counseling was identified as a particular need 

•  By 2014, 62% of 226 surveyed tribes and Native 
organizations offered financial education 
o Products like Building Native Communities have been 

critical 
o  “Relevant” products have been critical 



Three highlights 
•  Business start-up and 

expansion education & 
coaching 

•  Credit counseling and 
homeownership 

•  Managing large payouts 
from settlements or 
distributions 
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marketing campaign, technology upgrade, financial 
management training, or other one-off operating 
expenses.  All services are offered as a complement to 
Four Bands’ business lending program, helping create 
the circumstances in which each business can succeed 
and each loan can be repaid.  In 2014 alone, Four Bands 
graduated 102 clients from its credit-builder program, 28 
clients from CREATE, and made 43 business loans (Four 
Bands Community Fund 2014).34

The Commerce Services Division of the Cherokee 
Nation Government and the Cherokee Nation Economic 
Development Trust Authority (EDTA), a Native CDFI, 
together manage a consumer loan program for tribal 
government employees that offers alternatives to 
predatory loans.  Payments are made through payroll 
deduction, and a preset time limit is established for loan 
payoff.  While high-risk applicants are required to seek 
financial counseling to gain loan approval, all applicants 
are encouraged to take advantage of financial education 
opportunities offered by the Commerce Division and 
EDTA.  Services provided to employees of Cherokee 
Nation Businesses (CNB), the holding company for all of 
the Cherokee Nation’s for-profit entities, constitute only 
a fraction of program activity but underscore program 
impact:  in 2013, CNB employees accounted for 322 
of EDTA’s nearly 900 program loans, the Commerce 
Division provided loan-related financial counseling to 

34 | For more information on Four Bands Community Fund’s services, see 
www.fourbands.org, accessed May 12, 2016.

156 CNB employees, and 664 CNB employees attended 
financial planning workshops held at worksites (Chavez 
2014, Jorgensen et al. 2008).

“There’s a significant amount of financial 
services being administered out of Tahlequah 
through the Commerce group that’s directly 
benefitting our employees, and it’s helping 
them stay strong in their personal financial 
stewardship and management.”

–Doug Evans, Chief Financial Officer, Cherokee 
Nation Businesses 

(quoted in Chavez 2014, para. 8)

Opportunities and Challenges
Today, financial skills training is available in dozens (if not 
hundreds) of Native Communities.  It has been adapted 
to a variety of circumstances and continues to evolve in 
response to Native America’s changing needs.  Among 
the issues now driving innovation in curricular content 
and delivery methods are Native Communities’ growing 
wealth, the breadth of tribal government responsibilities, 
and the contemporary meaning of tribal citizenship.  
These developments present both opportunities and 
challenges for Native Community financial educators, to 
which effective responses may help individual, families, 
communities, and nations secure their assets and 
transform their futures.

The transition from saving to investment

Many Native Communities are experiencing self-
determined economic growth—and where growth is 
occurring, a changed set of financial education needs 
has emerged.  The change can be described as a shift 
from the need for saving to the need for saving and 
investment.  Native individuals, families, and nations 
with more disposable income have the opportunity not 
only to save toward specific goals (emergencies, higher 
education, a new home purchase, business investment, 
etc.) but also to build wealth.

The need is especially evident in Native nations where 
tribally owned enterprises generate significant profits,35 
tribal management of collectively owned resources 

Photo Credit: Native Nations Institute (2012)

35 | For example, nearly 250 tribes operate tribal casinos (National Indian 
Gaming Commission 2016).  Many tribal gaming enterprises do not generate 
substantial revenues for tribal governmental or tribal citizens—“In fiscal 
year 2013, about 17 percent of Indian gaming operations generated more 
than 70 percent of the total gross gaming revenues that year” (Government 
Accountability Office 2015, 6)—but a significant minority do.

Photo	credit:	Na<ve	Na<ons	Ins<tute	



Need: More Native Entrepreneurs 
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Native business owners, and their businesses would 
generate significantly higher revenues.

Second, these data are not descriptive of private sector 
activity in Native Communities.  The U.S. Census Survey of 
Business Owners collects information from self-identified 
Native individuals, who may or may not be affiliated with 
a Native Community.  Their businesses may or may not 
be part of any given Native Community economy, and it 
is not possible to geocode the publicly available dataset 
to Native Community geographies.  In the current data 
environment, unless a Native Community itself collects 
information about private sector activity, it is difficult to 
know much about Native business ownership on or near 
Native lands—and it is impossible to get an aggregate 
picture of the Native Community private sector.44

Native Entrepreneurs:                                                                  
Catalysts for Change in Native 
Communities45

What difference can entrepreneurship make in Native 
Communities?  As the following sections explain, 

NUMBER OF BUSINESSES

GROSS  RECEIPTS

SELF- EMPLOYMENT

258,000
438,600

$261.8 Billion
$38.5 Billion

138,472
247,792

Exhibit 3.1:  Native Americans’ Actual 
Participation in the Private Sector vs. Native 
Americans’ Estimated Proportional Participation

ACTUAL VALUE
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ACTUAL VALUE

ESTIMATED VALUE

ACTUAL VALUE

ESTIMATED VALUE

Notes: Proportionality is with respect to Native Americans’ 
representation in the U.S. population.  Data are for all 
Native Americans (rural and urban, inside and outside 
Native Communities).  Sources: Census Bureau (2012 a, 
2012b); Layne (2013); Humes, Jones, and Ramirez (2011).

entrepreneurship creates jobs, strengthens economic 
multipliers, increases economic resiliency, and 
improves the quality of life in Native Communities.  
Entrepreneurship and private sector development 
also have the potential to increase tribal government 
revenues and to strengthen sovereignty.

Entrepreneurship generates jobs

“There [are] generally different reasons for 
entrepreneurship among Native Americans.  
Some believe it’s that ‘entrepreneurial spirit,’ 
but more often it’s job creation or supporting a 
family.”

–Christopher James, Office of Native  American    Af-
fairs, U.S. Small Business Administration 

Small businesses—generally understood to arise from 
entrepreneurial activity—are a major source of jobs 
in the United States.46  In 2010, for example, firms 
with fewer than 20 employees provided jobs for 20.6 
million Americans, or 18 percent of jobs at firms with 
employees.  When self-employment is included, small 
businesses accounted for 28 percent of all jobs in the 
economy.  In many rural areas, the proportion is even 
higher:  small business employment and self-employment 
accounted for 44 percent of jobs in Montana, 40 percent 
in Wyoming, 36 percent in South Dakota and Vermont, 
35 percent in Maine and Oregon, 33 percent in North 
Dakota, and 32 percent in New Mexico.  Small businesses 
are particularly prominent in the retail, professional and 
technical services, construction, and health and social 
services industries.  They also are an important source 
of new job creation (Neumark, Wall, and Zhang 2011; 
Harrison 2013).

Evidence from Native CDFIs demonstrates the success 
of entrepreneurship-support strategies for job creation 
and retention in Native Communities.  Over the period 
1986-2011, the Lakota Funds helped create nearly 500 
small businesses and 1,415 jobs on the Pine Ridge Indian 
Reservation through the provision of entrepreneurship 
education and business startup and expansion financing 
(Lakota Funds 2015).  From 2000 to 2013, Four Bands 

hospitality industries.

44 | On the plus side, the 2007 Survey of Business Owners included all businesses with $1,000 or more in annual receipts (Census Bureau 2012c), so it at least is 
designed to capture information about the very small enterprises that may be more common on reservations than off.

45 | This section draws substantially on Cornell et al. (2007); also see Miller (2012).

(quoted in McDermott 2013, 1)

Note:	Propor<onality	is	with	respect	to	Na<ve	Americans’	representa<on	in	the	U.S.	popula<on.	
Source:	U.S.	Census	2007	Survey	of	Business	Owners.	



Photo	credit:	Four	Bands	
Community	Fund	

Four	Bands	Community	Fund	demonstrates	the	
power	in	coaching	to	enhance	business-oriented	
financial	capability	



Need: Progress on Homeownership 

Photo	credit:	Na<ve	Na<ons	
Ins<tute	&	Honoring	Na<ons	

Photo	credit:	Na<ve	Na<ons	Ins<tute		



32  |  Jorgensen Taylor 2015

average score was 622, and on October 9, 2014, borrowers’ average score was 675. 
This 53-point increase would be enough to move many customers from one rating 
category (negative, weak, acceptable, good, strong) to the next.

FIGURE 12

Credit Scores of Four Directions Clients Over Time
movement from first credit score assessment to most recent

(FDDC course-of-business files)

 Four Directions’ success at helping clients improve their credit is yet another 
measure of its success at helping them build assets. This is because good credit is 
itself an asset: an individual can use it to leverage one asset into another, it can put 
an individual on an upward path of wealth accumulation, and losing it can have 
lasting effects on a person’s lifetime income.

e. four directionS lowerS the coSt of Borrowing

 The cost of borrowing is influenced by a variety of factors, including the interest 
rate on the loan, the term of the loan, fees associated with borrowing (closing costs, 
for example), mortgage insurance requirements, and security payments, among 
others. The interplay of these costs, including whether or not various upfront costs 
can be amortized with the loan principal, are what determine the payments due 
at closing and the monthly payments of a loan. Consumers are sensitive to all of 
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Source:	Four	Direc<ons	Development	Corpora<on	course	of	business	files.	



Need: Financial education 
concerning one-time payouts 

“Cobell Settlement Checks to be Distributed Next Week”  

(Native News Online, Sept. 12, 2014)  

Keepseagle claimants to receive additional $21,275 
(Native Sun News, May 25, 2016) 

Cashing In: Tribe Teaches Teens to Get 
Smart with Casino Windfall  

(Smoky Mountain News, February 2, 2011) 



Challenges and Opportunities 
concerning large payouts 

•  “What works” information is limited 

•  Innovation and experimentation are welcome: 
doing something is better than doing nothing 

•  Learning efforts may generate important learning 
for other settings 



For more information: 
 

Access to Capital and Credit in Native Communities  (Report) 
 

Access to Capital and Credit in Native Communities: Data Review 
 

http://nni.arizona.edu/publications-resources/publications/papers 
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