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Webinar Goal

To gain a deeper 

understanding of 

an individual 

investor strategy 

to raise capital. 

� What are the costs and benefits of the strategy?

�What are important elements to consider in getting started?
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Vice President, Philanthropy
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Capital Needs

n=81 as of 6/10/10

Organization currently seeking additional capital?
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Capitalization Needs

n=64 as of 6/10/10
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What is your most pressing capitalization issue?
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Individual Investor Strategy Interest

• Do individuals need to be accredited?

• Do SEC regulations govern this 

strategy? 

• What type of debt is this? 

• How will rising interest rates affect this 

strategy? 



© FIELD - The Aspen Institute 11

A Sense of the 

Room
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Overview

• New Hampshire Community Loan Fund 
founded in 1983.

• Broad purposes – housing, economic 
opportunity, community facilities.

• $66+ million loan pool.  95% deployed. 
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Individual Investors

• 330 individual investors: 73% of our investor 
relationships

• 18% of the lending pool dollars – trending up!

• 95% renewal rate

• Average loan size: $21,000

• Median loan size: $7,500
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Summary of Terms

Minimum amount      $1,000

Minimum maturity 1 year

Rates
1 year up to 2%

2- 3 years up to 3%

4 -9 years up to 4%

10 years + up to 5%
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$9.5M from 
individuals
(18%  of 

loaned capital)
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How Funds are Invested

• Lending Pool – pari passu (shared risk)

• No investment tied to single project

• Projects spread across all program areas

• Affordable Housing

• Community Facilities

• Economic Opportunity
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Structured as a loan –
though we refer to “our 

investors”

• A loan with fixed interest and maturity

• Not a stock – no equity, no ownership

• Non-recourse, unsecured debt

• Not a registered security

• Investors don’t need to be accredited

• Loan Agreement and Promissory Note
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Questions from Participants

Please raise your hand 

or send us a question 

via the chat feature.
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Market Environment

•State of New Hampshire very supportive

•Repayment assured by past performance 
and solid financials

•Our modest rates now looking very good

•People see their money at work 

•“The Other Wall Street”
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What lessons have you learned that would be helpful to 

others? 

What are the advantages or challenges of this strategy? 
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Advantages

• Huge growth potential

• Loyalty (95% renewal)

• Virtually no reporting 

• Lenders become donors and vice versa

• A community of investors/stakeholders
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Example One: Arline

1994: Became a investor

2002: Converted her loan to a Charitable 
Gift Annuity

2005: Created a second Charitable Gift 
Annuity

2008: Died, left a significant bequest

2009: Her daughter created a loan of 
her own and made two charitable gifts.

Loaned 

Capital

Equity

Operating 

gifts
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Example Two: The Mayer Family

Mother, Dale, is a board member.
Her children live in NH, Vermont, 
Massachusetts, and Seattle.

• All five are annual donors.
• Four are lenders.
• The fifth has created a bequest for the Community Loan Fund.
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Challenges

• No federal or state tax advantages

• Matching duration of loans in and loans out

• How to spread the word?

• How to create easy access to $$ in IRA                         
accounts (custody)

• Managing the investor/donor conversation
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Individual or Institutional 
Investor

• No real difference. All the same process.

• Currently spending 1.5% to 5% for capital 
acquisition ($250,000 annually to raise $5m. to 
$15m. total new capital).

• Acquisition costs higher for individuals; 
reporting costs much less expensive.
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Costs

Staffing (both individual and institutional):

• Business Development (1.75 FTE)

• Accounting (.25 FTE)

System design and management
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How we attract individual 
investors

• Currently, favorable market conditions

• Word of mouth

• Working with investment advisors

• Inroads into IRA money 

• Advertising, bus tours, small and large social 
events
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How to start

• Evaluate: is this right for you?

• Keep it simple – one-page form

• Keep minimum investment low ($1,000)

• Variety of fixed rates and maturities 

• Stress double-bottom-line

• Keep investors informed of how $ are 
working – show results
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Questions from Participants

Please raise your hand 

or send us a question 

via the chat feature.
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Resources 

http://fieldus.org/Webinars/TopicCapital.html

Publications: 

Dollars for Dreams (2010)

Capital Structure - Getting It Right to Increase Sustainability (2008)

The Organizational Foundations of Sustainability (2009)

Recorded webinars:

Trends in Demand, Risk and Funding: Market Conditions for 

Microlending

Innovative Capitalization Strategies: What  is Scalable?
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One Dupont Circle, NW, Suite 700

Washington, D.C. 20036

(202) 736-1071

E-mail: fieldus@aspeninst.org
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