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Letter from 
the ceo  
christopher J.  
honenberger

2014 was a transformational year for ClearPoint 
beginning in January, when two of the country’s larg-
est consumer credit counseling agencies merged. It 
was a huge endeavor to bring together two diverse 
organizations with distinct cultures, operational infra-
structures and lines of service to create one of the 
largest National Foundation for Credit Counseling 
member agencies. We now provide a full range of 
best-in-class financial education and services. 

After a tough economic year in 2000, Bain consul-
tants Chris Zook and James Allen wrote Profit from 
the Core: Growth Strategy in an Era of Turbulence. 
Their premise comes to mind regarding ClearPoint’s 
focus in 2014: simplifying operations, maximizing our 
core programs and services, expanding into related 
services, and redefining our agency to meet current 
demands for financial literacy education. Our indus-
try has certainly faced some challenges in recent 
years, and combining two of the strongest and most 
respected service providers has positioned us for 
long-term success. We have, in many ways, focused 
on our core: aligning technology platforms, counsel-
ing protocols, accounting and human resources pro-
cesses to ensure quality, efficiency and accountability. 
Reflecting on all we have accomplished, the overarch-
ing theme that drives our mission today to promote 
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consumer health through financial education can be captured 

in three words: Innovate, motivate, educate.

Innovate: 
Technology continues to dominate every aspect of our organi-

zation, from operational platforms, to our consumer interface 

and financial education delivery; and to how we communicate 

externally. 

•	 A year-long software integration project was undertaken 

to improve efficiency, security and service delivery. Con-

solidating databases, telecommunication systems and 

technical support, ClearPoint is now a unified organization. 

•	 A major overhaul and redesign of credability.org, including 

the transition of our online budget and credit counseling 

application to a new, sustainable environment, were suc-

cessfully completed. 

•	 ClearPoint continued to experience steady growth in 

traffic to our websites through 2014 as we adopted new 

and creative ways to reach consumers online, across social 

networks and via traditional media; engaging individuals 

with interactive content, video outreach and digital tools. 

Motivate:
ClearPoint’s goal is to sustain distressed consumers with 

information and resources that improve and support their long-

term financial stability. The challenges we face are reaching 

people before they find themselves in crisis, and working with 

them to overcome their specific obstacles to financial security. 

Throughout 2014, ClearPoint distinguished itself as an industry 

leader with our ability to motivate consumers to take action.

•	 As with any successful transformation, change begins at 

home. The new ClearPoint clearly defined the core values 

and organizational competencies that conduct our busi-

ness. employee participation was critical to this process, 

including surveys, committees and communication that 

collected questions and ideas, and provided actionable 

feedback and change. The results were validated with the 

high quality of service ClearPoint employees provides to 

consumers and through our employees commitment to 

our mission of supporting customer health through finan-
cial education. 

•	 Creating broad awareness of financial pitfalls and how 

to avoid them is essential to what we do, and ClearPoint 

works closely with media organizations throughout the 

country to reach consumers. In 2014, ClearPoint counselors 

and clients were featured in over 1,200 media stories. We 

also held six phone banks in major urban centers, answer-

ing consumers’ questions about debt.

•	 In honor of our 50th anniversary, we launched a nation-
wide “listening” campaign that was broadly promoted on 
social networks. Through online video, testimonials and 
three large community events, we gathered thousands of 
people’s stories that were, in turn, widely shared. These 
highly personal experiences were both educational and 
inspirational.

Educate:
Promoting consumer health through financial education is the 
heart of what we do. While we continued to provide the highest 
quality counseling and outreach in the communities we serve, 
in 2014 we laid the groundwork to expand our core services. 

•	 ClearPoint’s Personalized learning Program, offering 
interactive modular online financial education courses, 
continued to grow both in content and partnerships. We 
are particularly proud that this delivery model has enabled 
us to reach thousands of veterans and consumers seeking 
to buy a home.

•	 In 2014, we launched a new long-term, low-to-moderate 
financial advisory service, my Financial Blueprint™, which 
works with consumers who are not in crisis, but are seeking 
financial advice on how to better manage their life plans. 
ClearPoint’s financial architects work one-on-one with 
clients to understand their complete financial picture, to 
define their goals, and to put an action plan in place.

•	 One of ClearPoint’s proudest achievements in 2014 was 
the success of our hispanic Centers for Financial excel-
lence, first in Atlanta, georgia, and then in miami, Florida. 
These community centers provide financial literacy ser-
vices to spanish-speaking consumers to improve their un-
derstanding of, and access to, financial tools and services.

As Chief executive Officer of ClearPoint, I am proud of all we 
accomplished in 2014. We could not have done it without the 
incredibly hard work of our dedicated staff and the support of 
funders and partner organizations. I close this letter, as I close 
many missives to our staff, our funders and partner organiza-
tions, by thanking them for all that they do every day for Clear-
Point, our clients and the communities that we serve.

Christopher J. honenberger 
Chief executive Officer
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MEET OUR 
CLIENTS
ClearPoint’s clients come from all walks of life and from every part of the country. Whether they need 
help budgeting, paying down credit card debt, managing student loan repayment, resolving mort-
gage issues, buying a new home, or determining retirement options -- ClearPoint is here to help. Our 
counselors provide each client with an in-depth assessment of his/her personal situation, help identify 
goals and options, and offer a customized action plan.
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48.6% 28.5% 2.9% 16.9%14.6%

 MARRIED SINGLE DIVORCED SEPARATED WIDOWED

AGE  

FINANCIAL INFORmaTION  

AVG. FICO CREDIT SCORE  # CREDITORS  

Total clients counseled  

GENDER  HOUSEHOLD SIZE  HOMEOWNER  

MARITAL STATUS  FEMALE-HEADED
SINGLE HOUSEHOLD  

female 

57.1%
male 

42.5%
3 69.5%

19.9%

611

$40,146
GROSS ANNUAL INCOME

$24,963
U N S E C U R E D  D E B T

5.2

120,396

ETHNICITY  

Caucasian  African-
American 

Asian American 
Indian

Hispanic Other

50%

19.7%

2.1%
.2%

13.5% 16.5%
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Delivering Consumer 
health through  
financial education
upon merging in January 2014, ClearPoint immediately began the work of integrating the cultures of 
two agencies by defining our organizational competencies and core values. employee engagement 
was an important part of this process. An extensive survey identified areas of strength and weakness 
and informed the integration of all counseling lines into one team, including matching counseling 
hours and staffing to demand, and streamlining processes to improve efficiency.

We also spent considerable time learning from our clients with the goal of understanding how to best 
serve consumers in financial distress. The results of our client survey were motivating:

0% 20% 40% 60% 80% 100%

56%
of consumers  

experience high levels 
of stress prior  
to counseling

16%
of consumers  

experience high levels 
of stress after  

counseling

0% 20% 40% 60% 80% 100%

78%
found counseling 

informative and said 
session resulted in  

an action plan

0% 20% 40% 60% 80% 100%

88%
said they would 

recommend ClearPoint 
to a friend or  

family member



clearpoint  
    budget & credit clients

37,206 clients counseled

Average unsecured debt was 
$17,806 with 6.3 creditors

Average FICO 587

Average time to successfully 
complete a Debt Management 
Program is 45 months with an 
average monthly payment of 
$477/month

Total debt repaid to creditors 
in 2014 was $118,071,686.70
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Budget and Credit Counseling    

ClearPoint delivers on its mis-
sion to promote consumer health 
through financial education by 
helping people determine the 
root causes of financial distress. 

A detailed analysis of income and 
spending provides insights on 
where consumers can reduce ex-
penses and divert more resources 
to repaying debt or savings. A 

personalized budget and action 
plan are important markers on a 
road map to increased financial 
stability.

STUDENT LOAN Counseling  
Through 2014, ClearPoint offered 
two types of counseling services 
to those struggling with student 
loan debt: one that focuses on a 
client’s total debt situation, and 
another more lengthy session 

that reviews various programs 
specific to student loans. Both 
explore options based on a 
consumer’s personal situation, 
including enrolling in automatic 
payments to lower interest rates 

and ensure on-time payments, 
establishing a deferment or for-
bearance plan, or learning about 
possible loan forgiveness, cancel-
lation, discharge or refinancing.

328 612 

A survey of 
those who 
received  
counseling 
found that 

78.3%79.7% 86.8%

found their session to be 
educational and informative

came away with a clear  
financial action plan

 would refer a friend or  
family member to ClearPoint

Total Budget and  
Credit Review Student 

Loan Sessions

Comprehensive  
Student Loan Options 

Sessions} }

6091
Excessive 

Obligations

2268
increased 

home/living/
auto expenses

1065
blank

3529
unemployed

4083
other

5889
Reduction of 

income

1687
marital/ 

relationship 
problems

307
bankruptcy

3621
Illness/
death/ 

medical debt

3341
credit card 

delinquencies

top 10 reasons for financial distress
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On the Home Front   
Five years after the peak of the 
housing crisis, ClearPoint con-
tinues to adapt our housing 
counseling services to meet the 
current needs of consumers. Our 
post-modification and financial 
coaching services as well as our 

pre-purchase counseling services 
continued to grow through 2014. 
We expanded our home equity 
Conversion mortgage (heCm) 
delinquency program, a service 
that ClearPoint helped pioneer. 
Our partnership in Freddie mac’s 

early Intervention Program added 
a significant coaching assistance 
program for homeowners in seri-
ous delinquency. ClearPoint also 
extended its work with Freddie 
mac in post-modification coun-
seling.

Foreclosure Prevention 
Although 2014 saw ongoing 
improvement in the housing sec-
tor, with mortgage default rates 
falling to near pre-crisis levels, 
ClearPoint continued to support 
a significant number of consum-
ers facing a financial crisis and/or 
imminent default on their home 

loans. We worked closely with 
partners such as the homeown-
ership Preservation Foundation 
(hPF) to prepare consumers with 
previous mortgage modifications 
for scheduled rate increases, con-
ducting 14,554 hPF foreclosure 
prevention sessions, and many 

more through other partners. 
ClearPoint also served an increas-
ing number of post-9/11 veterans 
and their families in 2014, with 
approximately 12 percent of our 
foreclosure prevention work help-
ing military families.  
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female 

54.9%
male 

45.1%

49.8% 20.3% 4.6% 8.2%16.8%

 MARRIED SINGLE DIVORCED SEPARATED WIDOWED

54
 AVERAGE AGE

586
 average fico 
credit score

2.8
household 

size

33.11%

female-headed
single  parent

household

98.8%

homeowner

4.6 number of 
creditors
(non cccs)

$42,229
GROSS ANNUAL INCOME

$21,918
U N S E C U R E D  D E B T

Caucasian  46.8%

African-American  27.7%

Asian  1.9%

American Indian  0.3%

Hispanic  15.4%

Other  7.9%

foreclosure client profile
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Post Loan Modification Counseling 
Through our partnerships with 
mortgage servicers ClearPoint 
began working with more con-
sumers who had previously 
received a mortgage modifi-
cation, but found themselves 
continuing to struggle. These 

clients received ongoing support 
from ClearPoint counselors over 
a 12-month period, including 
personalized advice on manag-
ing their income and expenses 
to improve their ability to stay 
current on their mortgages, and 

access to online education and 
resources. In 2014, 3,766 con-
sumers completed an initial post 
modification session and 10,279 
received follow-up support.

Pre-Purchase Education 
demand for ClearPoint’s pre-pur-
chase counseling has grown as 
the housing market has stabilized 
and improved. Thanks to part-
nerships with the Federal home 
loan Bank (FhlB) of Atlanta and 
others, client referrals improved 
by nearly 10 percent, and staff-
ing dedicated to pre-purchase 

work more than doubled. In 
2014, ClearPoint conducted 3,257 
pre-purchase sessions, including 
2,612 referred by the FhlB. 

ClearPoint also continued to offer 
post-purchase and rental coun-
seling to consumers requiring 
support navigating the challeng-
es of home ownership.

Home Equity Conversion Mortgage (HECM) Counseling 
ClearPoint’s heCm (reverse 
mortgage) counseling program 
provides objective education and 
information to seniors interested 
in accessing cash or supplement-
ing their monthly income through 
the existing equity in their homes. 
Our counselors educated home-

owners on the reverse mortgage 
options and reviewed their ad-
vantages and disadvantages. Cli-
ents who complete the program 
are granted a heCm Certificate 
of Counseling, which is required 
by the us department of hous-
ing and urban development 

(hud) for those seeking to obtain 
a reverse mortgage. ClearPoint 
completed 2,705 reverse mort-
gage counseling sessions. 

The longer-term impact of the 
housing crisis is also being felt by 
seniors with reverse mortgages. 
ClearPoint has been an industry 

post loan 
modification
counseling
In 2014, 3,766 consumers completed 
an initial post modification session and 

10,279 received follow-up support.

clearpoint’s
pre-purchase 
education
In 2014, ClearPoint conducted 
3,257 pre-purchase sessions, 
including 2,612 referred by 
the FhlB. 
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leader in meeting a new need: 
foreclosure prevention counsel-
ing for those consumers strug-
gling to meet the terms of their 
reverse mortgage. As a service 
provider for a new program by 
keep your home California, the 
Reverse mortgage Assistance Pi-

lot Program, ClearPoint counsel-
ors work with borrowers who have 
fallen behind on their property 
taxes or other mortgage-related 
expenses. under the program, 
in some states homeowners 62 
years or older could qualify for as 
much as $25,000 in assistance to 

pay property taxes on homes with 
Federal housing Administration-
insured reverse mortgages. In 
2014, ClearPoint conducted 6,701 
reverse mortgage default ses-
sions, including initial and follow-
up appointments.

starting over 
For some people in financial dis-
tress, bankruptcy may be the only 
option to deal with their debt. 
ClearPoint offers online pre-filing 
and discharge courses consum-
ers can take to earn the financial 
education certificates required 
to complete the bankruptcy 

process. Courses are available in 
both english and spanish, and a 
certified counselor is on hand to 
support consumers through live-
chat. In 2014, 21,775 consumers 
completed pre-filing bankruptcy 
certificates and 10,498 received 
bankruptcy education certificates.

Streamlining Operations 
At ClearPoint, much of 2014 was 
spent consolidating counseling 
programs, protocols and pro-
cesses with the intent to increase 
quality and efficiency. Operations 
brought printing and mailing for 
several lines of service in house. 
All budget and credit counseling 
was transitioned to one database, 
and the percentage of ClearPoint 

clients using the Automated 
Clearing house (ACh) payment 
process to remit their monthly 
payments was greatly expanded. 
This increased  the percentage 
of successful monthly remit-
tances from clients and reduced 
the costs of administering debt 
management plans. ClearPoint’s 
retention counseling model was 

extended to all dmP clients, so a 
single counselor handles all their 
needs from activation to comple-
tion, improving the client experi-
ence. 

bankruptcy 
pre-filing and
discharge courses
In 2014, 21,775 consumers 
completed pre-filing 
bankruptcy certificates and 
10,498 received bankruptcy 
education certificates.

“It saved our lives,” said Joanne h., a Central California homeowner  
who received counseling from ClearPoint and received $10,000 to pay back taxes  

through the heCm program. “The weight it took off… you just don’t know.  
We were going to lose our home.”
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CELEBRATING 50 YEARS 
OF Life After Debt

In 2014, on the occasion of ClearPoint’s 50th 
anniversary of promoting consumer health 
through financial education, our central task was 
to introduce the “new ClearPoint” to consum-
ers, partners, funders and businesses. In doing 
so, ClearPoint celebrated our mission through 
the digital and social campaign life After debt: 
stories of empowerment and Recovery. gather-
ing the stories of those who have struggled with 
financial insecurity, this effort embodied the 
theme “Innovate, motivate, educate” by using 
social platforms, outreach and media in a way 
that allowed thousands of consumers across 
the country to share their personal experiences 
through video and text submissions. Outreach 
events on santa monica’s Boulevard, at seattle’s 
lake union Park, and in miami’s little havana 
engaged hundreds of consumers in the cam-
paign, many of whom we interviewed about their 
personal challenges, successes and advice they 
could offer others. The overall campaign gener-
ated over 6,500 submissions and 85 videos that 
were shared across social platforms and drove 
engagement with thousands of people online 
and via mobile.

Cocktail Reception 5:00pm

�

Introduction 6:00pm - Chris Honenberger, President and CEO

�
Welcome - Glenn T. Austin, Jr., Chair of the Board

�
Life After Debt 50th Anniversary 

Retrospective and Media Presentation

�
Cocktails and Dessert 6:45pm

Charles & Anne Zimmerman

Glenn T. Austin Family Trust

Chris & Sally Honenberger

Arnon & Allie Vered

Sponsors
PLATINUM

SILVER

JANUARY 21, 2015CLEARPOINTCCS.ORG

RSVP TO: lifeafterdebtevent@clearpointccs.org

Cocktail Reception at 5pm 
Followed by a Film ScreeningTHE HIGH MUSEUM OF ART
 1280 Peachtree Street, N.E., 

Atlanta, GA 30309

Celebrating 50 years of promoting CONSUMER HEALTH THROUGH 
FINANCIAL EDUCATION

LIFE
AFTERDEBT

SHARE YOUR STORYSubmit a video, photo or document 
that tells your story and you will be 
entered in a monthly drawing for 
$1,000 and a $10,000 grand prize.*
www.mylifeafterdebt.org *The $1,000 monthly drawings will occur from June through October. The $10,000 grand prize drawing will take place in November.

START YOUR OWNStill trying to become debt 
free? We can help with that, 
too! Start your own Life  After Debt story today.www.repaydebt.org

OR
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We also partnered with indus-
try influencers to promote the 
campaign. Wisebread, a leading 
personal finance website, shared 
the contest with its audience 
for one month. Our blog high-
lighted inspirational stories of 27 
personal finance bloggers who 

shared our content. One of our 
former clients, laTisha styles, 
now a prominent finance blogger, 
helped promote the campaign by 
creating video content about her 
own story and by hosting a  
Twitter chat on the theme  
#dumpdebt.

These real-life consumer sto-
ries touched on every aspect of 
experience, from encountering 
financial challenges, to balancing 
wants and needs, to celebrating 
financial freedom. here are sam-
ples of the stories we received:

earned media was an important component of this campaign, 
and is central to ClearPoint’s ongoing education and promotion 
strategy locally and nationally. In 2014, ClearPoint staff participat-
ed in 379 unique media interviews in television, radio, print and 
online, resulting in 1,278 broadcasts of positive stories featur-
ing ClearPoint as subject-matter experts on a range of financial 
education topics.

Our “Ask a Credit Counselor” phone banks generated visibility in 
several key markets. ClearPoint hosted live call-in programming 
in partnership with news affiliates in Atlanta, los Angeles, greens-
boro, knoxville and syracuse, resulting in over 1,000 calls and 
more than 400 requests for counseling sessions. 

Our media experts worked closely with our digital marketing team 
to maximize our exposure online. As part of a National Foundation 
for Credit Counseling (NFCC) partnership with NerdWallet.com’s 
“Ask an Advisor” platform, ClearPoint positioned itself as the most 
engaged agency, with expert Thomas Nitzsche answering hun-
dreds of consumer queries on the site and earning high satisfac-
tion scores from readers.

n TELEVISION n RADIO   

n NEWSPAPER n INTERNET

2014 TOTAL: 1,278

 425 471 69 313

TOTAL MEDIA  
STORIES BY CHANNEL  

“life happens. your dog gets sick, or your water heater breaks, or you have a bad  
leak in your house. I’ve tried so hard to not spend money, but life happens. When I think of 

life after debt, I think of less worries; I think of enjoying my career again.”

“I’m paying double my monthly payment on my student loans.  
I want to experience life after debt!”

“We learn lessons the hard way sometimes. The key is to learn and not give up.  
There’s always light at the end of the tunnel. We are stronger than we think.”
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like a lot of young adults, Thomas 
Nitzsche was able to get approved for 
several credit cards with high spending 
limits when he was in his early 20s. And 
like a lot of people, Nitzsche soon found 
himself buried under a mountain of debt.

“I always maintained good credit, but I 
was facing about $10,000 in combined 
debt,” Nitzsche says of that stressful 
period a decade ago. For help, he 
reached out to a nonprofit credit coun-
seling service.

“I spoke with Cynthia hampton, 
a counselor who is now retired,” 
Nitzsche says. “she gave me advice on 
my budget and ways to pay down the 
debt faster as well as adjusting my way 
of thinking about money.” 

hampton’s guidance had a life-altering 
effect on the young man. Today, 
Nitzsche is media relations manager 
for ClearPoint Credit Counseling solu-
tions. he began as a credit counselor 
and still holds his educator certifica-
tion. That work has meant a lot to him.

“I once counseled an underemployed 
couple who were falling behind on 
their debt,” Nitzsche says. “After they 
successfully completed our program, 
I received a nice email from them. I 
printed it out and hung it on my wall. It 
was really satisfying.”

In an uplifting coincidence, the office 
where Nitzsche received help in 2005 is 
now  part of ClearPoint.

ClearPoint also participates on Nerd-
Wallet’s Ask an Advisor platform where 
Nitzsche has answered hundreds 
of personal finance questions from 
consumers. “It typically fits into my 
schedule at 2 a.m. when I can’t sleep,” 
Nitzsche says with a laugh. 

For Jennifer mau, a former ClearPoint 
client, the agency’s help was a god-
send. “I was at the end of my rope. I 
did an Internet search, and ClearPoint 
had the best ratings and also seemed 
the most legitimate. everybody was 
kind. They were able to negotiate re-
ally good rates. It was simple, and they 
didn’t make me feel ashamed for the 
debt that I had.”

The people ClearPoint helps have fall-
en behind on credit cards, auto loans, 
student debt, mortgages or other bills. 
They are anxious about their finances, 
and some may be in denial about how 
much they owe. “The hardest thing for 
most people is just to come in and see 
us”, Nitzsche notes.

some clients take part in ClearPoint’s 
debt management Program. Clear-
Point serves as an intermediary be-
tween the client and their creditors, 
sending repayment proposals and 
having all parties agree to a practical 
repayment schedule that typically in-
cludes reduced interest rates and lower 
payments. The client then makes one 
monthly payment, which ClearPoint col-
lects and divides among the creditors.

“The most satisfying situations are 
when the client goes through the 
program and, after four years of hard 
work, we send them a completion 
letter,” Nitzsche says. “After that, 
they have money in their pocket each 
month that is not going to creditors.”

For mau, the former ClearPoint client, 
living debt-free makes all the differ-
ence in the world. “life after debt 
means freedom and being able to 
sleep at night,” mau says. “It means 
I can finally breathe a sigh of relief 
because I’m debt free.” 

Credit 
Counselor 
Nitzsche:  
Once Helped, 
Now He Helps
by Cliff goldstein 

NerdWallet  

(reprinted with permission  

and edited for length)
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ClearPoint’s robust content mar-
keting strategy powered signifi-
cant growth in traffic to Clear-
Point websites and social profiles. 
Together with design and usabil-
ity improvements across our web 
properties, including a redesign 
of credability.org, improved 
online requests for housing 
and bankruptcy services, and a 
revamping of our free online edu-
cation courses at u.clearpointccs.

org, ClearPoint experienced a 
215% year-over-year increase 
in unique visits to our websites. 
Overall visits totaled 1,052,683.

ClearPoint’s blog attracted over 
300,000 users with topics like 
managing credit and paying off 
student loans. Our student loan 
blog content and proprietary 
online intake helped generate a 
total of 1,790 online student loan 

counseling sessions.

Through life After debt, Clear-
Point was positioned as the 
bridge between where consum-
ers are financially and where 
they want to be. It evolved into 
a far-reaching campaign that 
continues to resonate. much of 
the testimony we gathered in 
2014 will form the basis of future 
campaigns.

visits by platform:

Facebook

pinterest

twitter

linkedin

yelp

2,037

1,298

949

353

203

2014 TOTAL unique visits 
to cp properties 

from social media  

2014 TOTAL unique visits  
to cp properties 

from website  

2014 likes and  
visits on  

social media  

visits by channel:

 organic  551,200

direct  238,976

referral  121,512

social  4,381

other  136,614
(includes paid search
and email marketing)

PENNY
PINCHER
15,102

CLEARPOINT
3,607

TWEETS  
1,049

606,000
organic & paid
impressions
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ClearPoint 
in the Community
ClearPoint’s enduring commitment to serving the communities where we have offices has helped hun-
dreds of families each year build the financial skills they need to reach their goals. In 2014, ClearPoint 
delivered 1,226 high quality, in-person workshops in 71 communities on the topics of goal setting, 
budgeting, saving, credit and debt management, identity theft and successful homeownership.  In-
person education efforts focused on seminars, workshops and community outreach events. Working 
with various community partners, we furthered the mission of consumer health through financial edu-
cation and increased awareness of ClearPoint programs and services by providing financial education 
to over 25,000 people across the country.

“I participated in one of your 
Financial Trainings Workshops. 
As a result from the workshop I 

have accomplished the following 
changes in my financial structure: 

(1) Invest in 401k with job, (2) 
made arrangements to pay back 
the IRs, (3) established a savings 
plan, (4) Cut expenses by 20%. 

The class that mr. satterfield did 
was informative and thought 

provoking. It challenged me to 
make some decisions and some 

financial changes.”

“This seminar allowed me to  
see opportunities I did not  

know I had”

“This class is what I always 
needed. ms. marielena has  

impacted my life.”

“The class was well worth  
my time, I needed it at 18  

years old!”

“I am so very, very happy to 
report to you that my application 
was approved by the underwrit-

ers. I cannot express enough 
gratitude to you for all your 

assistance, encouragement and 
knowledge. There were mo-
ments when I hesitated to go 

forward and your voice, as you 
expertly explained the process, 
came to me…your hard work, 

patience and passion has helped 
tremendously and I am extremely 

grateful.”
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expanding 
our services
Hispanic Centers for Financial Excellence  
One of ClearPoint’s emerging 
services is evidenced by the work 
done in our hispanic Centers 
for Financial excellence (hCFe), 
which provides long-term finan-
cial literacy education and sup-
port in low-to-moderate income 

hispanic communities. unlike 
most of ClearPoint’s traditional 
crisis-based counseling, this 
innovative program focuses on 
helping consumers proactively 
address goal-based objectives 
over a year. key goals outlined by 

hCFe consumers include starting 
a business, buying a car, under-
standing the us banking system, 
building and establishing credit, 
saving for college, budgeting, 
establishing savings, eliminating 
debt and planning for retirement.  

generous grant funding in the 
Atlanta market in 2013 allowed 
ClearPoint to open our first hCFe 
in Norcross, a traditionally his-
panic suburb of Atlanta.  Our sec-
ond office opened in miami, and 
was also supported by a grant. 
The Atlanta-based hCFe financial 
advisors completed 763 advisory 
sessions in 2014, while the miami-
based center, which opened 
mid-year and started counseling 
late in 2014, helped 74 families 
work towards their goals with a 
strong ramp-up in session counts 
heading into 2015. 

Serving Service Members – Military Reconnect 
last year ClearPoint provided 

136 military focused in-person 

education seminars and outreach 

events, reaching over 2,400 active 

duty personnel, veterans and 

family members.  Continued ef-

forts have allowed us to facilitate 

an additional 131 in-person finan-

cial education events, reaching 

2,147 military clients year to date, 

increasing financial capability as-

sessment scores from 77% to 91% 

on average.  

since 2014, we’ve served over 
2,300 clients through military 
Online Personalized learning 
Programs (PlP), reaching more 
clients nationally and increasing 
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online assessment scores from 
78% to 98%. 75% of online clients 
documented actionable financial 
goals and 74% developed a plan 
to contribute $500 or more to an 
emergency savings fund within 12 

months. 87% of clients reported 
their intent to utilize additional, 
military specific resources provided 
during their experience with Clear-
Point, to help them sustain finan-
cial capability over the long term. 

some of our current military 
partners include msCCN, IAvA, 
TAPs, Operation homefront, 
department of veterans Affairs, 
Wounded Warrior Project and 
safe America. 

IN 
PERSON ONLINE

77%  PRE-TEST
91%  POST-TEST

78%  PRE-TEST
98%  POST-TEST

Impact of financial education

utilize military 
specific 

resources

military personalized learning program outcomes

save $500 or 
more for 

emergencies

Identify 
actionable 

financial goals

87%
74% 75%

Personal Learning Program 
education programs from Cre-
dAbility and ClearPoint were 
streamlined and updated in 
2014, offering relevant and 
comprehensive financial educa-
tion both in-person and online. 
The ClearPoint Personalized 
learning Program expanded our 
reach with over 4,000 new clients 
taking advantage of financial 
education and resources online. 
The program was enhanced with 

a notifications feature, utilized  
weekly tips and real-time content, 
and provided regular incentive 
campaigns that rewarded gains 
and resulted in increased financial 
capability among online clients. 
The development of new partner-
ships with organizations such as 
home Partners of America, estes 
Trucking, the georgia depart-
ment of human services-Foster 
Care, and Operation homefront 

has given us the opportunity to 
further expand our reach. Our 
online military program has seen 
significant growth with generous 
support from the marcus Founda-
tion and Citi salutes. These in-
vestments allowed us to provide 
professional, compassionate and 
confidential financial education 
and services to active duty mili-
tary service members, veterans 
and their families.
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My Financial BluePrint 
Providing employees with high-
quality financial guidance and 
resources to help alleviate stress, 
improve long-term financial well-
being and promote productivity.

OUR SOLUTION 
my Financial Blueprint™ allows 
your employees to partner with a 
financial professional to create a 
clear path to a more stable future.

FOCUS 
We work with employees within a 
proven framework for achieving 
financial success:

•	 managing Financial Risk

•	 expanding Buying Power

•	 Building Assets

employees partner with our 
professionals to achieve goals 
such as:

•	 establishing emergency re-
serves

•	 Reducing and managing debt

•	 Positively impacting credit 
worthiness

•	 Increasing and developing 
healthy financial habits and 

behaviors

•	 understanding retire-
ment and education 
savings needs and 
strategies

PROCESS 
Comprehensive Initial 
session

•	 launch one-on-one, 
long-term relation-
ship with a financial 
professional

•	 Provide compre-
hensive financial 
analysis, including 
a credit assess-
ment

•	 Clarify and define client finan-
cial goals

•	 Assess the gap between the 
current financial state and the 
desired state

•	 develop a specific plan for 
closing this gap, including a 
sound spending plan

Ongoing follow-up and support

•	 Track progress toward goals

•	 monitor activities and behav-

iors; recommend necessary 
adjustments

•	 leverage and build on 
strengths; manage weaknesses

•	 Provide a bi-annual credit as-
sessment

•	 Provide online access to per-
sonal financial management 
tools and resources

25%

40%

$5,000

Financial challenges affect your bottom  
line, even when they’re not yours.  
Employee financial struggles by the numbers:  

� 25% of employees report being financially stressed.

� 40%  of employee turnover is due to stress.

� Poor financial health can cost  $5,000 per  
employee each year.
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THANKING 
OUR FUNDERS
ClearPoint can only advance our mission to promote consumer health through financial education with the 
generous support of our clients, partners and funders. 

 

BenefaCtor
$1M or more
Fannie mae

Freddie mac

homeownership Preservation 
Foundation, Inc.

National Foreclosure mitigation 
Counseling Funds

sunTrust Bank

The goizueta Foundation

us department of housing and 
urban development

LegaCy
$100,000 - $999,999
CapitalOne services Inc.

Citi Cards

equifax #

Federal home loan Bank of 
Atlanta

Florida housing Corporation

georgia department of 
Community Affairs

Third Federal savings and loans

Wells Fargo

InveStor
$50,000 - $99,999
Washington state housing 

Finance Commission

us Bank

Nationstar mortgage

virginia housing development 
Authority

DIreCtor
$25,000 - $49,999
Bank of America

georgia Power Foundation, Inc.

JP morgan Chase

Orange County government

Pfaffinger Foundation

Rural Community Assistance 
Corporation

The Community Foundation 
for Palm Beach and martin 
Counties

united Way suncoast

Wells Fargo Foundation

DeveLoPer
$10,00 - $24,999
Branan Foundation

Bryan Cave llP  #

Christian help: lighting the Way 

City of Orlando (Fl)

gas south

georgia housing and Finance 
Authority

gwinnett County Community 
development Program

keystone Challenge Fund

National Foundation for Credit 
Counseling

North Carolina state housing

st. Clair County 
Intergovernmental grants 
department

sunTrust Foundation

The home depot Foundation, in 
honor of scott Bohrer

Town of Palm Beach united Way

united Way of greenville County

united Way volusia-Flagler 
Counties

Wells Fargo housing Foundation

aDvoCate
$5,000 - $9,999
Atlanta Foundation

BankPlus

Cobb County Community 
Collaborative

lifeCare

martin County lending 
Consortium

Oregon housing and Community 
services

united Way of Anderson County 

united Way of loudon County

Wells Fargo Foundation
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aDvISor
$100 - $4,999
Achieva Credit union 

Albert F. young, Jr.

Ann stahl

Anonymous

BanCorp south

Boys and girls Clubs of the 
upstate

California National guard

Carolyn Zander Alford

Catherine k. gamble

Chad and Anne Zimmerman

Charles Bruen

Christopher J. honenberger

City of madera

Community Fund loan of New 
Jersey, Inc.

Cornell university

dianne Williams

dwight Prevo

First entertainment Credit union

Frank Fabiano

georgia department of human 
services

greg and Nicole mcBride

gwinnett County Community 
development Program

h. stanley muir, III

heart of Florida united Way

hedy and david Rubinger

Jay and Angela levin

Joseph g. griffin

kevin greiner

landmark Property management 
Company

lawrence hoskins

lutheran social services

martha lucey

mauldin & Jenkins llC

michele Pearce

michelle s. Jones

mississippi home Corporation

mr. and mrs. Jason hancock

North Fulton Community 
Charities

Oneida Indian Nation

OneWest Bank

Partnership for Community 
Actions, Inc.

Paul Jacobs

Perales and Fernandez llP

Robert  and Wendy eison

sherry Rainey

silver lake eCAP

spectr energy Foundation

Td Bank

Tennessee housing development 
Authority

The glenn Austin Family

Tracy Arnold Ryan

united Way of California Capital 
Region

united Way of Central and 
Northeastern Connecticut

united Way of greater Atlanta

united Way of Palm Beach County

united Way of stanislaus County

vactic Outsourcing llC

Warren e. Clark

Westamerica Bank

yPm

deBT mANAgemeNT PROgRAm | CreDItor faIr Share $4,210,787.99
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WORDS OF 
APPRECIATION
“I’ve made mistakes in the past, 
and I’ve learned.”

“Remembering all that my mom 
has been through helps me see 
that there is a light at the end of 
the tunnel. I will be strong like 
she was.”

“I still have a ton of student loans, 
but the credit cards are gone!”

“my grandson won’t be one of 
the people who owe multiplied 
thousands in college debt.”

“It took 18 years of hard work 
and extra payments but what a 
relief in a comfortable (if frugal) 
retirement.”

“It’s not easy but I sleep better 
knowing that I don’t owe a dime 
and what I buy, I can enjoy.” 

“It is very humbling to stand in 
line at church with your children 
for food. many other friends in 
our area did not make it and lost 
their homes. It’s never too late to 
change things, no matter how far 
you fall.”

“No more weight on my shoulders. 
No more constant worry about 
how to get out from under debt.” 

“We learn lessons the hard way 
sometimes. The key is to learn 

and not give up. There’s always 
light at the end of the tunnel. We 
are stronger than we think.” 

 “I wanted to express my grati-
tude to you. I almost gave in 
to hopelessness, that maybe 
someone wouldn’t provide that 
listening ear and professionalism 
during my moments of distress. 
you exemplify standards that simi-
lar professionals seem to forget or 
lose when dealing with the public 
and private sector. my struggle 
is real but with the assistance of 
homesafe georgia, I know there’s 
light at the end of the tunnel.” 

“I wanted to drop this line to all 
of you to tell that you have no 
idea how your help is a blessing 
to me and my family. Because of 
the georgia home safe program 

and people like you, my family 
and I will be able to stay in our 
home. I cannot begin to tell you 
what a struggle it was for me to 
even buy my home; I struggled 
and sacrificed for my children. 
I want them to have something 
for their children. This property 
is “legacy property” for them. I 
hit a hard spot and it seemed as 
though I would not overcome it. I 
had never heard of this program, 
but my lender told me about it, 
I made contact and spoke with 
ms. Tuck and the rest is history. 
What a wonderful program that 
you all have the special privilege 
of being a part of.”

“I’m so happy I met with one of 
your counselors today. I received 
some great advice and tips to 
improve my credit.”

“hello, I wanted to say thank you for your help in getting 
my debt under control. I have just paid off all my high-

interest debts now, and I’m finally saving for a down 
payment on a home. your company was an immense help 

in giving me advice, support and negotiating with my 
credit card companies. you probably saved me two years 

of credit card payments and who knows how much money.”
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Carolyn alford (2016)
Partner, king & spalding 
Atlanta, gA

glenn t. austin, Jr. 
Chairman (2015)
Retired, Fannie mae  
Atlanta, gA

Chuck Bruen 
vice-Chairman (2017)
President & CeO 
First entertainment Credit union
hollywood, CA      

Warren Clark (2015) 
President, BBB Inc.  
serving upstate New york
Amherst, Ny  

frank fabiano (2017)  
Fabiano law 
syracuse, Ny

Catherine gamble (2016) 
Retired Fox sports Net midwest 
st. louis, mO

Kevin greiner (2015)
CeO, gas south 
Atlanta, gA

Melinda hancock (2016)
Partner – healthcare
dixon hughes goodman, llP
glen Allen, vA

Chris honenberger (ex-officio) 
President & CeO 
ClearPoint Financial solutions 
Richmond, vA

Larry hoskins 
treasurer (2016) 
Retired
Wells Fargo Financial
Alpharetta, gA

greg McBride (2015)  
vice President  
senior Financial Analyst
BankRate.com
North Palm Beach, Fl

h. Stanley Muir, III (2015) 
Owner, h. stanley muir, III, PllC
lake Oswego, OR

ralph Perales  (2016)
managing Partner 
Perales & Fernandez, llP 
Atlanta, gA

Dwight Prevo (2016)  
vice President
Community development 
Wells Fargo & Co. 
seattle, WA

David rubinger (2016) 
President
Rubinger Communication  
solutions 
Atlanta, gA

tracy ryan (2015)  
Retired Bank of America 
Atlanta, gA

D. Shawn Shumake (2018)
Colonel, u.s. Army (Ret.)
Woodbridge, vA

ann Stahl (2015)
Adjunct Professor
California state university,  
Northridge 
los Angeles, CA

Dianne Williams (2017) 
director of Communications
st. louis metro
Florissant, mO

Duff young 
Secretary (2017)
Owner, Perspective Advisors, llC
midlothian, vA

Chad Zimmerman (2016) 
Partner, signatureFd, llC
Atlanta, gA

Non-Board Members
Jay Levin 
legal Counsel 
Bryan Cave 
Atlanta, gA

gail Donahoo 
executive Assistant 
Assistant secretary to the Board 
ClearPoint Credit Counseling 
solutions 
Atlanta, gA

BOARD OF 
DIRECTORS
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