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January 29, 2016 
 
Nadine Wallman 
Vice President  
Federal Reserve Bank of Cleveland 
1455 East Sixth Street 
Cleveland, OH 44101–2566 
Via email: 
comments.applications@clev.frb.gov  
 
Bonita Irving 
Office of the Comptroller of the Currency 
99 Summer Street, Suite 1400 
Boston, MA 02110 
Via email: Bonita.Irving@OCC.Treas.gov  
 

Norma Polanco-Boyd 
Office of the Comptroller of the Currency 
200 Public Square, Suite 1610 
Cleveland, OH 44114 
Via email: 
norma.polancoboyd@occ.treasury.gov  
 
Robert de V. Frierson 
Secretary 
Board of Governors of the Federal Reserve 
System 
20th & Constitution Avenue, N.W. 
Washington, DC 20551-001 
Via email: regs.comments@federalreserve.gov  

 
RE: Application by KeyCorp, Cleveland, Ohio; to acquire First Niagara Financial Group, Inc., 
Buffalo, New York, and thereby indirectly acquire First Niagara Bank, NA, Buffalo, New York. 
 
Dear Ms. Wallman, Ms. Irving, Ms. Polanco-Boyd and Mr. Frierson: 
 
On behalf of the Greater Rochester Community Reinvestment Coalition (GRCRC), we submit 
these comments on the application by KeyCorp to acquire First Niagara Financial Group and 
First Niagara Bank. GRCRC is very concerned about KeyCorp’s proposed acquisition of 
First Niagara, and urges the Federal Reserve and the OCC to only approve the acquisition 
after KeyBank signs a strong community benefits plan that includes the commitments 
described below.  
 
If the acquisition is approved, it should be conditioned based on the community benefits plan. 
This will be the best way to ensure that this transaction creates a legally required public benefit 
for the communities served. Also, if the ongoing negotiations regarding this plan between the 
National Community Reinvestment Coalition (NCRC) and KeyBank should cease to be 
productive, GRCRC reserves the right to oppose this transaction and request formal hearings at 
that time. 

GREATER ROCHESTER 

COMMUNITY REINVESTMENT COALITION 

1 WEST MAIN STREET, SUITE 200 

ROCHESTER, NEW YORK  14614 
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The Greater Rochester Community Reinvestment Coalition was launched in 1993 to generate 
and continue discussions about lending patterns in Rochester. GRCRC currently has an active 
membership of 15 locally based not-for-profits and individuals that participated in the meetings 
with KeyBank and the comment process (see list at end of this letter). It is convened by Empire 
Justice Center. The coalition has met with numerous banks and state and federal regulators 
during CRA exams and mergers, and submitted dozens of data-driven comments to the 
appropriate state and federal regulators who have oversight of the banks. 
 
GRCRC and Empire Justice Center, and its predecessor organization Public Interest Law Office 
of Rochester, have released fifteen analyses of home mortgage, small business and subprime 
lending over the past 22 years, using these analyses to identify strengths and weaknesses in 
lending patterns and to generate ongoing discussion with the top financial depositories in the 
Rochester NY MSA.1   
 
GRCRC expresses its appreciation to KeyBank for taking the time in December to meet with us 
and other community groups in Rochester, Buffalo, Albany, and Washington, DC to discuss 
KeyCorp’s (Key/KeyBank) proposed acquisition of First Niagara Financial Group (First 
Niagara), to hear about the community needs in Rochester and upstate New York, and to learn 
how GRCRC members are working to address them. 
 
As promised at the Rochester meeting, we sent KeyBank a letter on December 18th focusing on 
several community and credit needs in the Rochester area, and how KeyBank can support our 
community in addressing them. As explained in that letter, we are including those comments in 
this more detailed letter, along with our comments on KeyBank’s response dated January 22, 
2016, our review of Key’s National Community Benefits Plan dated January 20, 2016, and our 
analysis of the most recent numbers provided by NCRC in its verbal negotiations with Key (as of 
January 27, 2016). While, as of the date and time of this letter, we do not have the final 
revised plan, we are appreciative of Key making a verbal commitment increasing its 
lending and investment commitments from its original plan. 
 
Since 2013, Key has ranked 6th in depository market share in the Rochester MSA, with 6.5% of 
the market in 2015 (see Table 1 at the end of this letter). The bank’s market share in Buffalo and 
Albany is much greater. GRCRC reviewed Key’s 2011 CRA performance evaluation (the latest 
publicly available).2  Despite KeyBank’s eight outstanding CRA ratings over its past eight CRA 

                                                           
1 Our most recent analysis, “The Lingering Storm: Mortgage Lending Disparities on Long Island,” can be found at: 
http://www.empirejustice.org/publications/reports/new/the-lingering-storm.html#.VnlvqE3ru70. Our July 2015 
report on lending in the Rochester MSA, “The River Runs Dry II: The Persistent Mortgage Drought in Rochester’s 
Communities of Color,” can be found at: http://www.empirejustice.org/publications/reports/new/river-runs-dry-
2.html#.VnlwL03ru70.   
2 This can be found at: http://www.occ.gov/static/cra/craeval/may13/14761.pdf.  

http://www.empirejustice.org/publications/reports/new/the-lingering-storm.html#.VnlvqE3ru70
http://www.empirejustice.org/publications/reports/new/river-runs-dry-2.html#.VnlwL03ru70
http://www.empirejustice.org/publications/reports/new/river-runs-dry-2.html#.VnlwL03ru70
https://webmail.empirejustice.org/owa/redir.aspx?SURL=mZIjYZjyoIOTjpMJkyYDt4SY7AHWovC6VKkg8Ikj7R1ueAt86wrTCGgAdAB0AHAAOgAvAC8AdwB3AHcALgBvAGMAYwAuAGcAbwB2AC8AcwB0AGEAdABpAGMALwBjAHIAYQAvAGMAcgBhAGUAdgBhAGwALwBtAGEAeQAxADMALwAxADQANwA2ADEALgBwAGQAZgA.&URL=http%3a%2f%2fwww.occ.gov%2fstatic%2fcra%2fcraeval%2fmay13%2f14761.pdf
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performance evaluations, Key’s weak lending and investment profiles in the Buffalo and Albany 
markets are a cause for deep concern. Key will have to substantially improve its lending, 
investment and service commitments to match, at a minimum, the combined performance of 
First Niagara and Key in each area.  
 
In Rochester, the post-merger KeyBank is expected to increase its depository base to almost 15% 
and become the 2nd largest bank in the Rochester, NY MSA (see Table 1). KeyBank must, at a 
minimum, increase its lending, services and investments in the Rochester community to a level 
commensurate with this new combined market share.  
 
The plan KeyBank proposed to NCRC on January 20, 2016 is a start. GRCRC is pleased with 
some of the components, including: 
 

• The plan to compensate the local CRA mortgage loan officers on a unit basis, rather than 
a dollar volume basis. 

• To “stand up the mortgage business in the new company in Buffalo,” using First 
Niagara’s mortgage business and saving jobs. 

• Key’s commitment to a diverse workforce as reflected in its executive team. 
 
GRCRC believes that the merger should only move forward or be approved when 
KeyBank signs a strong community benefits plan that includes the following commitments: 
 

1. At a minimum, the national lending, investment and philanthropy goals totaling $16.475 
billion as verbally negotiated through January 27, 2016 and summarized in Table 6. 

 
2. To engage community organizations in affected markets (including Connecticut, 

Massachusetts, Pittsburgh and Montgomery County PA, and Buffalo, Rochester, 
Syracuse and Albany NY) to develop the details of the national plan for each local 
market. 
 

3. That the goals for each local market will, at a minimum, be no less than the current 
lending, investments and philanthropy of each of the separate banks in that market. 

 
4. To establish local advisory councils to cover the markets affected by the acquisition, as 

well as markets in which KeyBank has a significant market presence. 
 

5. That the community members of the national advisory council and the local advisory 
councils be appointed by NCRC in consultation with NCRC member organizations. 
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6. To provide national and community-level data and analysis semi-annually to the national 
and local advisory councils so they can evaluate progress on the CRA plan. 

 
7. To revisit the plan in 2 years and to adjust the goals upwards to match changes in market 

conditions and/or local market presence. 
 

8. To maintain at least 27% of its branches in low and moderate income communities. To 
close no branches in low and moderate income census tracts, or communities of color 
(50-100% non-white), unless the branch is within 0.50 miles of another branch or is 
unprofitable for a period of time. To discuss all branch closures in low and moderate 
income census tracts and communities of color with the national advisory council and the 
affected local advisory councils prior to the final decision to close. This provision would 
not apply to branches that the Department of Justice may require KeyBank to divest.  
 

9. To become a member of the Federal Home Loan Bank of NY. 
 

10. In addition to a national head of CRA mortgage lending and administration, to retain 
and/or hire at least one CRA mortgage loan officer in each MSA where KeyBank has a 
presence. As of January 20, Key is committing to put CRA mortgage loan officers in the 
major MSAs in its footprint over the next five years. GRCRC believes it’s critical that 
Key retain current First Niagara CRA loan officers who are performing well, and to hire 
new officers for its other local markets as soon as possible. A national executive will be a 
wasted investment if there are no people on the ground who understand the local markets.  
 

11. Does not include any language barring NCRC and its member organizations from 
commenting on or objecting to any filings by KeyBank for regulatory approval (including 
mergers, acquisitions or branch closings) or on CRA exams during the term of the plan. 

 
In addition, GRCRC wants a commitment by KeyBank to work with GRCRC and its member 
organizations to design a transition plan to ensure that First Niagara’s financial commitments and 
relationships the bank has with local organizations are maintained. The Community 
Development section of this letter describes several of First Niagara’s Community development 
investments and grants in the Rochester area.  
 
While we do not expect Key to address all of the opportunities identified by GRCRC 
members, we are hopeful that the bank will work with the coalition and its members to 
ensure the best post-merger outcomes for Rochester NY community, particularly low and 
moderate income families and communities of color. 
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Lending  
 
Mortgage Lending 
 
GRCRC is cautiously optimistic to hear that one of the many reasons Key is seeking to acquire 
First Niagara is to reenter the mortgage lending market using First Niagara’s mortgage 
operations, including underwriting and servicing. 
 
Cautious is the operative word, because it appears that after First Niagara acquired HSBC’s 
branches in the Rochester area, it did not increase its mortgage lending to the level HSBC was 
doing prior to the merger. We shared this and the following concerns about mortgage lending at 
our meeting with KeyBank on December 16.  
 
As seen in Tables 2 and 3 at the end of this letter, while total home purchase lending in the 
Rochester MSA was about the same in 2014 (9,101 loans) as it was in 2009 (9,266 loans) and 
First Niagara’s increased slightly (from 370 to 397 loans) and KeyBank’s declined slightly (from 
69 to 58 loans), it appears that none of the Rochester area’s Top 8 Depositories took over the 
substantial lending done by HSBC in 2009 (886 loans). HSBC was #1 in market share among the 
Top 8 Banks in 2009. It is likely that ESL FCU or Wells Fargo, neither of which have local CRA 
obligations, acquired the bulk of HSBC’s market share.  
 
The middle section of Table 3 shows that, in 2014, First Niagara had 4% of the Rochester MSA 
home purchase lending market, and ranked 3rd among the Top 8 Banks. So, its home purchase 
lending ranking was higher than its 5th place depository market share ranking. Because of its 
decision to exit the mortgage lending market in the early-2000s, KeyBank ranked 8th among the 
Top 8 Banks in home purchase lending, lower than its 6th place depository market share ranking. 
 
When analyzing a bank’s mortgage lending, GRCRC looks for market share penetration in 
traditionally “underserved” communities that is greater than the bank’s overall market share. 
First Niagara’s home purchase lending penetration into the city of Rochester, to black and Latino 
households, to low-moderate income households, in low-moderate income census tracts and in 
minority census tracts, was significantly greater in 2014 than its overall market share of 4%. First 
Niagara’s market share in these categories ranged from 6 to 10%. These market penetrations are 
substantially larger than in 2009, before the bank’s acquisition of the upstate HSBC branches. 
KeyBank does not compare so well. Of the 58 home purchase loans Key originated in the 
Rochester MSA in 2014 (1% of the market), only 4 were made in the city and 3 to black and 
Latino households, for less than 1% of the market. 
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Mapping Mortgage Lending In/Near Rochester NY 
 
In addition to the tables comparing lending among the Rochester area’s top 8 banks, we also 
mapped home purchase and total lending in and near the city of Rochester NY for 2014. These 
maps compare where, by census tract, (1) KeyBank, (2) First Niagara and (3) other lenders 
originated loans (1st lien non-high-cost loans on owner-occupied 1-4 family site-built units). 
 
Figure 1 shows the number of home purchase loans (1 dot=1 loan) made by Key (red dots), First 
Niagara (green dots) and other lenders (brown dots) in each census tract in the city of Rochester 
(outlined by the dark line) and surrounding parts of Monroe County. This map starkly displays 
the lack of lending by KeyBank, particularly in the city, where Key made only 2 of the total 814 
home purchase loans. First Niagara performed much better in the city, originating 73 loans.  
 
As seen in Table 4, of the 6,107 home purchase loans made in Monroe County in 2014, KeyBank 
made only 38 of them, while First Niagara originated 320 loans. Table 4 also shows that Key’s 
low level of lending can, in part, be explained by its high denial rates across various parts of the 
Rochester MSA. KeyBank’s home purchase lending denial rates were at least twice as high as 
those of First Niagara and all lenders as a whole. 
 
Figure 1 also shows the dearth of home purchase lending by all lenders in most of the 
predominantly non-white census tracts (with hash marks), as well as the western part of the city. 
However, as seen in Figure 3, a map showing the concentration of owner-occupied 1-4 family 
housing units, the lack of lending in most of these tracts is not due to the lack of housing.  
 
KeyBank also did not perform well when it came to total mortgage lending (home purchase, 
home improvement and refinance loans combined). As seen in Figure 2 and Table 4, of the 1,121 
loans originated in the city of Rochester in 2014, KeyBank made only 10 of them, while First 
Niagara originated 81. Of the 8,807 loans made in Monroe County, KeyBank originated 102, and 
First Niagara originated 369.  
 
Again, Figure 2 shows several predominantly non-white census tracts and tracts in the western 
part of the city with two or fewer mortgage loans of any kind. 
 
It is also important to note that the vast majority of the lending First Niagara did in 2014 was 
home purchase lending—90% of its loans in the city and 87% of its loans in the county. In 
comparison, 72% of the loans made by all lenders in the city, and 69% of the loans made in 
Monroe County, were home purchase loans. 
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KeyBank Must Improve Its Mortgage Lending 
 
To help ensure no loss in mortgage lending by CRA obligated institutions, KeyBank must retain 
or increase the current level of combined KeyBank and First Niagara mortgage lending in the 
Rochester MSA, and make a commitment to increase the lending of the combined banks in the 
city of Rochester, to low-moderate income borrowers and communities, to black and Latino 
borrowers, and in communities of color. Based on GRCRC’s estimate of the Rochester MSA 
portion of the $5 billion verbally negotiated LMI mortgage lending commitment, it looks like 
Key is on target for a slight (6%) increase in LMI mortgage lending compared to 2014. GRCRC 
would like Key to work with coalition members to grow this lending, and to ensure it reaches 
communities of color. 
 
One way KeyBank can increase its mortgage lending and invest in historically underinvested city 
of Rochester neighborhoods is to target lending in neighborhoods that have been redlined or 
targeted for predatory loans, namely low income neighborhoods (less than 50% area median 
income) and/or predominantly non-white neighborhoods (80-100% people of color). The 
hashtags on the map in Figure 4 shows these neighborhoods. In comparing Figure 4 with the 
maps referenced above, many of these neighborhoods had few mortgage loans in 2014. Upon 
further examination, we found that 41 of these 46 census tracts had at least 100 owner-occupied 
1-4 family units, so there is significant opportunity for mortgage lending in these neighborhoods. 
These 41 census tracts are green on the map in Figure 4 and listed in Table 5. Note that these 
target census tracts are mainly in the northern, western and southwestern part of the city around 
the central business district. 
 
GRCRC Targeted Lending Proposal 
 
Therefore, GRCRC is proposing that KeyBank commit to originating a total of 96 HMDA 
reportable mortgage loans over the next three years (2017 – 2019) in a least one-half of the 41 
targeted census tracts (as noted in Figure 4 and Table 5), and of which one-half are home 
purchase loans. The table below lays out the annual targets for our proposal. Note that we are 
giving KeyBank time to grow its mortgage lending in these neighborhoods. Together these 41 
tracts contain over 11,600 owner-occupied 1-4 family housing units and 155 mortgage loans 
made by lenders in 2014, of which 2 were by KeyBank and 14 by First Niagara. 
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GRCRC Mortgage Lending Proposal for Rochester, NY 

Increase loan originations in the 41 targeted census tracts (see Table 5) over the next 3 years (2017 - 
2019) with the following annual targets: 

 
Year # loans Notes 

Baseline 2014 16 2 by Key and 14 by First Niagara 
Year 1 2017 24 1.5 times the baseline 
Year 2 2018 32 2.0 times the baseline 
Year 3 2019 40 2.5 times the baseline 
Total 3 year commitment 96 

 Criteria: HMDA-reportable mortgage loans originated in at least one-half of the 41 census tracts and 
of which one-half are home purchase loans. 

 
Other Ways to Improve Mortgage Lending 
 
According to analysis conducted by Sector 4 Community Development Corporation (CDC), 
in 2015 to date, 77% of First Niagara’s mortgages for 1 and 2-family homes in southwest 
Rochester were for owner-occupants, even though only 40% of the properties are currently 
owner-occupied. This focus on financing owner-occupied home purchases demonstrated by First 
Niagara needs to continue.  Equally necessary for neighborhood stabilization and revitalization 
are mortgages for responsible investor-owners. We ask that KeyBank refrain from financing 
private investors who flip city of Rochester properties for profit without substantially improving 
them. 
 
GRCRC was happy to hear at the December Rochester meeting that KeyBank’s CEO, Beth 
Mooney, is committed to retaining First Niagara’s existing mortgage staff. GRCRC believes this 
will help KeyBank reach these mortgage lending objectives because First Niagara’s mortgage 
staff understands the Rochester area community, its grant programs and products. GRCRC urges 
KeyBank to keep First Niagara’s Spanish-speaking loan officers, as well. This asset is critical to 
effectively serving our ever-growing Latino community. 
 
Other ways to maintain and increase mortgage lending market share, particularly in traditionally 
“underserved” communities, include:  
 

• Retain First Niagara mortgage lending products. While we were pleased to see in its 
January 22 response, that Key plans to have a SONYMA mortgage product and to use 
First Niagara’s mortgage platform to serve its entire footprint, we saw no commitment to 
use any of First Niagara’s mortgage products. Currently, First Niagara goes down to a 
590 credit score on some of its products, which is important for many of our first time 
and/or lower income homebuyers. The Key Community Fixed Rate Mortgage product, 
which is 100% LTV and 105% CLTV with a Key down payment, will not work with 
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HOME Rochester.  The amount of the grants (those with liens and without) is often up to 
$100,000.  The CLTV has to be able to cover that entire amount.  The amount of the 
recorded soft second can be as much as $35,000 – with an average purchase price of 
$65,000.  The CLTV has to be able to cover the soft second or somehow explicitly 
recognize the soft second and grants. Key should work with GRCRC members to ensure 
that its mortgage product will work for HOME Rochester buyers, maintaining the First 
Niagara product in the interim.  
 

• Retain First Home Club. First Niagara is a Federal Home Loan Bank of New York 
(FHLBNY) member and an active participant in its First Home Club. We urge KeyBank 
to work with the six Rochester area First Home Club agencies—Consumer Credit 
Counseling Service of Rochester, Marketview Heights Association, 
NeighborWorks® Rochester, PathStone, Providence Housing and Bishop Sheen 
Housing--to assure a seamless transition and a vibrant First Home Club. GRCRC is 
particularly concerned about the potential loss of Federal Home Loan Bank dollars. If 
KeyBank elects not to become a member of the FHLBNY, GRCRC requests the bank to 
create a local portfolio mortgage product and program to replace the loss of the First 
Home Club. 
 

• According to the Center for Financial Services Innovation (CFSI), "One in three 
American households today can’t cover a $2,000 emergency expense—the types of 
things that can happen to anyone at any time. And these aren’t just low-income 
households; one in five of households making more than $75,000 a year say they are not 
confident that they could cover the $2,000 emergency."3 For low income borrowers, the 
housing debt-to-income ratio has to be reduced to 25% to make it affordable and to 
enable these homeowners to meet the costs of unexpected repairs. One way to do this 
is to become a member of the FHLBNY and increase the bank’s down payment 
assistance program. GRCRC is happy to explore with Key other ways to help low income 
homeowners afford unexpected repairs. 

 
• To increase homeownership and build stable and prospering communities, provide two 

CRA residential lending resources in each market, with one focused on the customer 
(mortgage consultant) and the other (liaison) focused on community organizations, 
products, programs, and strategies.  
 
Residential lending plays a key role in building homeownership for low and moderate 
income households and in low and moderate income neighborhoods.  An effective CRA 

                                                           
3 See https://medium.com/@StrongFinFuture/american-families-are-trapped-in-a-cycle-of-financial-struggle-and-it-
s-not-just-the-poor-852cc7799b08#.61lhkgy33 and http://www.cfsinnovation.com/Document-
Library/Understanding-Consumer-Financial-Health.   

https://medium.com/@StrongFinFuture/american-families-are-trapped-in-a-cycle-of-financial-struggle-and-it-s-not-just-the-poor-852cc7799b08#.61lhkgy33
https://medium.com/@StrongFinFuture/american-families-are-trapped-in-a-cycle-of-financial-struggle-and-it-s-not-just-the-poor-852cc7799b08#.61lhkgy33
http://www.cfsinnovation.com/Document-Library/Understanding-Consumer-Financial-Health
http://www.cfsinnovation.com/Document-Library/Understanding-Consumer-Financial-Health


10 

residential lending strategy should include: (1) customer facing individuals (mortgage 
consultants); (2) a liaison in each market who works with organizations and the 
community to connect community needs with the each organization's strategy; and (3) a 
company whose DNA includes the spirit of the Community Reinvestment Act. 
 
The role of the mortgage consultant is to work with the prospective homeowners 
providing them with information regarding the mortgage process along with support and 
encouragement throughout the entire journey.  Mortgage product knowledge, including 
grant programs, strong customer service and communication skills and most importantly 
a passion for helping people defines a successful mortgage consultant. It is also important 
to provide CRA focused programs and products which are aligned with the goals of the 
communities. 
 
The Rochester community has had the benefit of a liaison who connects the potential 
homeowner, community, agencies, and bank together.  This liaison engages the 
community and agencies to understand their overall strategies and leverages this 
information to build programs and products which support the strategies. 
 
GRCRC urges KeyBank to consider this model for its residential lending. 

 
Fringe Banking and Consumer Loan Products 
 
Introduction 
 
All New Yorkers must have access to mainstream financial institutions. Those institutions must 
provide access to safe and affordable products, including low cost bank accounts, small dollar 
loans, home repair loans and auto loans. 
 
As banks have fled low and moderate income neighborhoods and communities of color, they 
have been replaced by the fringe financial industry that charges predatory terms for check 
cashing, small dollar and home repair loans.4 
 
African American and Latino borrowers and neighborhoods have historically been targeted for 
predatory home loans. While, thanks to Dodd-Frank and strong New York State laws, most 
predatory mortgage lending has been shut down, borrowers and communities of color are now 
being targeted for higher cost consumer products. The providers of these products are subject to 
little or no regulation and they are adversely impacting the ability of black and Latino families to 
save for a home, education or retirement. 
 

                                                           
4 http://papers.ssrn.com/sol3/papers.cfm?abstract_id=2699279  

http://papers.ssrn.com/sol3/papers.cfm?abstract_id=2699279
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Wealth is stripped from this community by check cashers, payday lenders and auto dealers. A 
study by the New York Office of the Public Advocate found that a customer with an annual 
income of $17,000 pays $250 in check cashing fees instead of $60 to a bank for comparable 
services.5  
 
Consumers have to resort to rent to own stores instead of being able to obtain a small dollar loan 
to purchase an item at market price. Instead they pay 3-4 times the cost of an item and, even 
then, have it repossessed if they miss a single payment.  
 
The lack of access to small dollar loans results in black communities being disproportionately 
sued for small unpaid bills, which further impacts their credit scores and their ability to obtain 
prime credit. Pro Publica’s research on these lawsuits points to the lack of wealth in black 
communities as a contributing factor. Typical black households have a net worth of $11,000 vs 
$142,000 for white households. 6 The wealth gap between black and white families has increased 
since the Great Depression.7 As housing prices have rebounded since the Great Recession in 
white neighborhoods, home equity has increased. Minority neighborhoods have not seen a 
similar rise in housing prices.8 
 
In light of these factors, safe affordable products are essential for those consumers. The products 
should be marketed to consumers with a credit score as low as (550-600). The interest rate and 
fees charged should be commensurate with the true risk of making such loans.  GRCRC proposes 
three consumer loan products—a closed-ended small dollar loan, an unsecured home 
improvement loan, and a responsible auto loan. 
 
Small dollar loan 
 
In winter of 2013/2014, Ms. R refinanced a used 2009 car with over 70,000 miles on it. She 
financed over $10,000 at an interest rate of 24.98% and a finance charge of over $6,000. She 
now owes more than her car is worth. 
 
Ms. R obtained this predatory loan because she needed an emergency loan to pay a few missed 
car payments of $250 a month. Her husband had just passed away and there was a time lag 
before she received his social security. The months surrounding her husband’s death were hard 

                                                           
5 Squires and O'Connor, Fringe Banking in Milwaukee: The Rise of Check Cashing Businesses and the Emergence 
of Two-Tiered Banking System. (1997) at 5,6, as cited by Saunders, “The impact of Treasury's Proposed Regulation 
under the "EFT 99" Provisions of the Debt Collection Improvement Act of 1996 On the Poor, the Elderly and the 
‘Unbanked.’" (1997) at note 13, at: 
http://www.nclc.org/images/pdf/other_consumer_issues/exempt_public_benefits/testimony_eft99_debt_collection_i
mprovement_act_97.pdf.  
6 https://www.propublica.org/article/debt-collection-lawsuits-squeeze-black-neighborhoods  
7 http://www.pewresearch.org/fact-tank/2014/12/12/racial-wealth-gaps-great-recession/  
8 http://www.businessinsider.com/great-recession-exacerbated-a-big-racial-disparity-in-the-housing-market-2015-6  

http://www.nclc.org/images/pdf/other_consumer_issues/exempt_public_benefits/testimony_eft99_debt_collection_improvement_act_97.pdf
http://www.nclc.org/images/pdf/other_consumer_issues/exempt_public_benefits/testimony_eft99_debt_collection_improvement_act_97.pdf
https://www.propublica.org/article/debt-collection-lawsuits-squeeze-black-neighborhoods
http://www.pewresearch.org/fact-tank/2014/12/12/racial-wealth-gaps-great-recession/
http://www.businessinsider.com/great-recession-exacerbated-a-big-racial-disparity-in-the-housing-market-2015-6
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on Ms. R. She had just lost her parents and her grandson began treatment for cancer. Then, later 
in 2014, her eldest son, who had returned home to live with her due to illness, passed away. 
 
Ms. R could have greatly benefited from a small dollar loan.  In fact she had a checking account 
with a financial institution with a small dollar product.  She could have accessed the small dollar 
loan had she known about it, but the product was not widely advertised.   
 
While it is impossible to do an exact “what if” financial calculation, it is safe to say that Ms. R’s 
inability to avail herself of a small dollar loan cost her thousands of dollars in interest payments 
on a used car that was worth less than the amount she borrowed. 
 
The KeyBasic Credit Line is a courtesy pay product and is a line-of-credit. While the annual 
percentage rate (APR) ranges from 17.24%-22.24%, it is not possible to establish the actual APR 
that a borrower pays given that it is a line-of-credit and is accompanied by multiple fees, 
including an annual maintenance fee and an insufficient funds fee (NSF) fee. While we 
appreciate the vetting this product received before launching (as noted in Key’s January 22 
response), given its design, we are still concerned this product has a high potential to be harmful 
to consumers. GRCRC is not able to state that this is a good affordable product for the consumer 
without having additional information on how it is utilized on the ground. We have requested 
additional information about this product to better understand what implications the multiple 
charges of NSF fees have for the Key customers who pay these fees on one or more occasions. 
As of the date of this letter, we have not received the exact information requested. Instead, we 
have received assurances from Key that the Center for Responsible Lending endorses this 
product. GRCRC will continue a dialogue with Key about this to assure the best product possible 
for both low and moderate income consumers and the bank’s bottom line. 
 
Thirty percent of American households do not have the financial resources to meet an 
emergency; and 44% do not have resources to meet a three month emergency. In light of this, we 
recommend a closed-end small dollar loan product with the following characteristics: (1) The 
product would be for Key customers with direct deposit; (2) the amount would range from $250- 
$1,000 for a 12 month term; (3) a true risked-based interest rate; (4) the credit score would be as 
low as 540. ESL Federal Credit Union has a small dollar loan product ($250-$1,000) with a six-
month term, a current interest rate of 27.99%, no credit check for its direct deposit members, 
several protections for the consumer to avoid repeat use leading to abuse, and default rates much 
lower than they projected. 9  GRCRC would be happy to connect KeyBank staff with ESL staff 
to learn more about the product and its success. 
 

                                                           
9 https://www.esl.org/personal/loans/short-term-loan.  

https://www.esl.org/personal/loans/short-term-loan
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Unsecured home improvement loan 
 
Housing prices have not increased many low-moderate income communities in Rochester NY for 
decades, and they have declined in some neighborhoods. The housing stock is old; homeowners 
need roofs, furnaces and windows replaced. To meet that need, GRCRC urges Key to develop an 
unsecured home improvement loan product for amounts up to $15,000 for homeowners 
whose first mortgage is at 100% of LTV. The interest rate should be prime plus 5%. In addition, 
homeowners could have credit scores as low as 600, and a back-end debt-to-income ratio of 
45%.  

KeyBank’s Community Home Improvement Rehab Program’s (CHIRP) unsecured option 
up to $5,000 meets some of the credit needs; however we need a $15,000 unsecured home 
improvement loan as described above for replacing big ticket items that are essential to keep a 
home habitable. In Rochester, homeowners can be upside down on their mortgage even though 
they have been current and paid for 10 years. Some neighborhoods have seen property values 
decline. Given Key’s January 22 response, it is unclear if Key’s CHIRP product will work with 
these homeowners. GRCRC will continue a dialogue with the bank about this. 

Auto loan 
 
Auto dealers upsell buyers of color, charging them higher interest rates than they qualify for, 
given comparable credit scores. As of the Q3 2014, 39% ($336 billion) of the auto loan market 
was comprised of subprime borrowers.10  GRCRC members have told us that many of these 
borrowers are at risk of being charged 24.98%, even when they could have qualified for lower 
interest rates.  
 
A KeyBank employee with a C credit score was unable to obtain a $6,000 used car loan from 
KeyBank. She owns her own home. Her credit was impaired due to a family member’s 
unexpected health emergency that resulted in uncovered medical expenses. She was able to 
obtain a 3 year loan at a rate of 8.74% from a CDFI. Unfortunately, there are many consumers 
who end up with much higher interest rates through dealers. 
 
It has been shown that women and people of color are being given unaffordable and marked up 
credit when they shop for auto loans. (See story of Ms. R above.) While the Consumer Financial 
Protection Bureau (CFPB) is trying to impact these discriminatory pricing policies, it is being 
met with resistance. With inadequate public transportation and jobs moving to the suburbs, New 
Yorkers need affordable credit for used car loans. To address this need, GRCRC asks KeyBank 
to develop a used auto loan product with the following: (1) For amounts of $5,000-$15,000 for 
up to a 60 month term; (2) With interest rates of 10-18%; (3) Credit scores can be as low as 

                                                           
10 http://www.responsiblelending.org/other-consumer-loans/auto-financing/research-
analysis/recklessdriving_implications_subprime_autofinance_growth.pdf  

http://www.responsiblelending.org/other-consumer-loans/auto-financing/research-analysis/recklessdriving_implications_subprime_autofinance_growth.pdf
http://www.responsiblelending.org/other-consumer-loans/auto-financing/research-analysis/recklessdriving_implications_subprime_autofinance_growth.pdf
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$600. GRCRC urges Key to consider such a product, as it does its product mapping, as noted in 
its January 22 response. 
 
Conclusion 
 
If KeyBank is unwilling to develop one or more of these products, GRCRC urges Key to invest 
in our local Community Development Financial Institutions (CDFIs) such as 
NeighborWorks® Rochester, PathStone Enterprise Center and Genesee Co-op Federal 
Credit Union, so they can develop and offer these products, as well as other affordable and 
responsible banking, mortgage lending and small business products that can assist homeowners, 
businesses and residents in all city neighborhoods.   
 
Small Business Lending 
 
GRCRC has some concerns with respect to small business lending. KeyBank’s small business 
lending has not been commensurate to its depository market share. Key is 9th in terms of small 
business lending, but is currently 6th in depository market share. The average size of Key’s loans 
to businesses with revenue under $1 million is $15,000, indicating that most of this lending is 
credit card lending rather than traditional loans and underwriting. In comparison, First Niagara is 
4th in small business lending and 5th in depository market share. It also appears that First Niagara 
engages in more traditional lending and a variety of loans.  
 
More generally, there is a $300 million gap between the small business lending done by banks 
before the crisis and today. That gap is being filled by subprime, non-bank lenders. 
 
GRCRC urges KeyBank to (1) Get back into small business lending at least to the level of the 
post-merger combined institutions; (2) do a larger variety of loans with traditional underwriting 
to smaller businesses; (3) develop a small dollar small business loan product to replace Key’s 
current credit card lending; or (4) support the area’s CDFIs, so they can make small dollar loans 
to smaller businesses. 
 
Community Development Concerns and Opportunities 
 
HOME Rochester is an award-winning program converting vacant single-family houses into 
fully renovated for-sale homes. Throughout the City of Rochester, over 660 houses have been 
purchased by the Rochester Housing Development Fund Corporation and sold to eligible 
first-time homebuyers after renovation. HOME Rochester was established to treat the large 
number of foreclosures experienced in Rochester in the late 1990s. For more than 10 years, the 
program has been housed in the Rochester Housing Development Fund Corporation (RHDFC) 
and administered by the Greater Rochester Housing Partnership (GRHP).  
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HOME Rochester is financed through a unique consortium of for-profit and non-profit 
lenders. Under the leadership of JPMorgan Chase, a total of $140 million has been made 
available to the RHDFC for purchasing and renovating single-family homes. The current 
$16,000,000 participation loan consists of lenders with investments ranging from $500,000 to 
$3,000,000. The loan is collateralized by a loss reserve (funded by the City of Rochester) and an 
interest reserve (funded by GRHP). There is a working capital fund of $750,000 that allows for 
day to day transactions and acquisitions. The working capital is provided by GRHP and is 
replenished on a monthly basis by draws from the participation loan. City funds are structured as 
first-in and last-out. This unique structure allows financing to take place without mortgages on 
the HOME Rochester inventory.  
 
First Niagara is a major participating lender in this funding mechanism, with an investment of $2 
million, second only to the lead lender. This is a critical piece of financing for HOME Rochester 
and is particularly welcome when some other banks with a local presence have decided not to 
participate.  GRHP and RHDFC created a new loan facility in 2015. In its January 22 response, 
Key noted that it had participated in the fund until 2009, and that it is willing to discuss 
reinvesting. GRCRC urges KeyBank to continue First Niagara’s level of participation, at a 
minimum, in this unique collaborative investment fund.   
 
Additionally, First Niagara is the largest provider of HOME Rochester mortgages. KeyBank is 
currently not providing mortgage financing for HOME Rochester buyers. As noted above, its 
Key Community Fixed Rate Mortgage does not work with the unique financing needs of most 
HOME Rochester buyers. GRCRC is extremely concerned that the First Niagara mortgage 
resources will be lost or will no longer be responsive to the needs of low and moderate income 
borrowers and communities and borrowers and communities of color. 
 
GRCRC also urges KeyBank to make available its REOs at a discounted rate to the RHDFC 
for rehab and sale through HOME Rochester or to the Rochester Land Bank Corporation, run by 
the City of Rochester. This will help reduce the negative impact of foreclosures on struggling 
neighborhoods, and is another way to get CRA credit. 
 
First Niagara has been a valuable partner in Upstate New York in providing equity to affordable 
housing developments through the federal Low Income Housing Tax Credit Program. 
Enterprise Community Investments, the syndication arm of Enterprise Community 
Partners, a national non-profit organization whose mission is to help our affordable housing 
development partners create communities of opportunity connected to affordable housing, access 
to jobs and social supports, and a strong commitment to the environment and civic participation.  
Central to our mission is Enterprise's fundamental commitment to give people living in poverty 
an opportunity to move up and out.  The Low Income Housing Tax Credit (LIHTC) has been the 
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financing vehicle to help achieve the goal and end housing insecurity for those households who 
pay more than 50% of their income for rent.  First Niagara has made significant direct 
investments over the past few years in LIHTC projects, including Alexander Apartments and 
WedgePoint. With KeyBank's purchase of First Niagara, GRCRC, Enterprise and the affordable 
housing development community want assurances that KeyBank's future LIHTC investments in 
Upstate will be equal to or greater than the highest years of investments of Key and First Niagara 
combined. While not necessarily considered a “hot” market, these Upstate LIHTC deals are still 
good investments while meeting a critical need in our communities. 
 
GRCRC urges KeyBank to maintain or increase investment activity in each of the markets 
affected by the acquisition. We hope to see a portion of the $8.8 billion community development 
lending and investment commitment commensurate with the past activity of Key and First 
Niagara combined. 
 
First Niagara has also been active in the construction financing component of LIHTC financed 
projects. The coalition would like to see this continue at the same or increased levels of support. 
If rates go up more than .25%, this type of financing will be more challenging to provide.  
 
The biggest gap in affordable multi-family housing finance right now is term loans that work 
in conjunction with projects that are funded with low income housing tax credits (at least a 15 
year term – 30 years is better). GRCRC urges KeyBank to consider these loans. Providing 
subsidies or grants is another way to support construction of affordable housing. Key should 
consider this as well. 
 
The Finger Lakes Regional Economic Development Council (FLREDC) was recently 
awarded $500 million from the State of New York, an intensive investment in community 
development. One component will specifically address poverty and infrastructure rehab in 
the downtowns throughout the Finger Lakes region, including Rochester. The FLREDC needs 
private financing to leverage these state dollars, including the Rochester Regional Fund. An 
investment by KeyBank will help to make this happen. 
 
Consumer Credit Counseling Service of Rochester (CCCS of Rochester) is a leading non-
profit provider of financial education, credit counseling and debt repayment plans serving the 
nine-county Greater Rochester Area since 1970. Nearly 80% of the consumers who utilize 
CCCS’s services have incomes below the low-to-moderate income (LMI) threshold for its metro 
service area. Among the primary financial goals of its clients, credit worthiness continues to rise 
to the top. Through education and timely interventions CCCS of Rochester helps roughly 11,000 
clients each year become well positioned for responsible borrowing. Its services include budget 
and credit counseling, foreclosure prevention counseling, first time homebuyer counseling and 
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education, student loan counseling, bankruptcy counseling, representative payee services, and 
targeted financial education. 
 
CCCS of Rochester has greatly benefited from the support provided by First Niagara in a number 
of capacities. Primarily, First Niagara has been one of the top referring partners to the home 
buyer education CCCS provides (currently its third largest referring partner). Over this past 
year CCCS has been able to expand this service by more than 100% to meet demand in the 
community, due in part to First Niagara’s support.  
 
Additionally, First Niagara has provided direct funding to CCCS of Rochester enabling the 
organization to maintain its targeted financial education within the Rochester City School 
District (RCSD). Through this funding CCCS has been able to deliver a critical service that, 
unfortunately, does not exist where it should. Thanks to First Niagara’s support, families and 
children within the RCSD are able to obtain the resources and tools they need to manage their 
personal finances successfully. GRCRC urges KeyBank to retain the same level of support First 
Niagara has provided for these two programs on scale with the acquisition. 
 
PathStone Corporation, which includes The Housing Council at PathStone, wants to ensure 
that affordable mortgage products continue to be available that can be used in conjunction with 
grant programs. Mortgage products also need to be available to serve households with credit 
scores as low as 580.  
 
As noted earlier by GRCRC, PathStone would also like Key Bank to become a member of 
FHLBNY so the First Home Club program can continue. In addition to helping hundreds of first 
time homebuyers, the First Home Club accounts for a large portion of homeownership 
production and fee revenue for partner agencies.  
 
In addition, funds to support homebuyer counseling from both KeyBank and First Niagara 
should be combined so there is no loss in funding to vital and well-utilized area counseling 
programs. 
 
Neighborhood Housing Services of Rochester, Inc. (NHSR), dba NeighborWorks® 
Rochester (NWR) is designated as a Community Development Financial Institution (CDFI). 
This designation allows the organization to provide financial assistance in the way of affordable-
interest rate loans to those homeowners who are unable to access funds through the typical 
financial institutions. These homeowners are “unbankable” for a variety of reasons, such as no 
equity, poor credit or credit score, etc. 
 
NeighborWorks® Rochester is able to offer these services, in part, through its strong and 
meaningful partnerships with First Niagara Bank. Its demonstrated commitment to our 
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community and those who live here is second to none. This commitment is vital to the 
organization and would severely impact its mission if it were to go away. It is for this reason that 
NeighborWorks® Rochester stands firmly behind the recommendations being presented here. 
 
Key Bank’s acquisition of First Niagara Bank raises concerns for NeighborWorks® Rochester 
due to the stark contrast of both level of support in Rochester as well as areas of focus. As an 
organization that educates more than 300 potential first-time homebuyers in a given year, NWR 
is concerned about losing a bank partner that is more focused on first-time homebuyers than any 
other lending partner in the Rochester area. First Niagara Bank is NWR’s largest First Home 
Club partner. That equates to between 50 and 70 new homeowners a year, along with $500 per 
customer in fee income ($25,000 - $35,000 unrestricted income) that supports operations of the 
homebuyer education and counseling program. Additionally, First Niagara Bank is the largest 
partner for the Equity Builder tandem loan product which is another tool for creating new 
home owners (36 YTD 2015) and also generates revenue to support operations (additional 
$33,000 annually in fees and interest). Finally, First Niagara donates at an average of $15,000 
per year versus Key Bank at $1,000 per year.  
 
With KeyBank’s headquarters in Ohio, placing them outside of the New York Federal Home 
Loan Bank system and prohibiting access to the First Home Club which First Niagara has 
effectively used as a tool to develop first-time homebuyers, coupled with KeyBank’s focus on 
economic development versus homeownership, GRCRC fears a significant loss to the 
community, if Key does not become a FHLBNY member.  
 
As Key said in its January 22 response, the bank will carefully evaluate its ability to offset the 
lost revenues that will stem from no longer directly participating in these programs. GRCRC 
urges Key to work with all of the local First Home Club organizations to develop alternatives. 
 
It should be noted that as a CDFI, NeighborWorks® Rochester is exempt from some of the 
provisions in Dodd Frank. Because of this, CDFIs can provide more flexible underwriting, which 
allows them to reach harder to serve CRA markets. Some lending institutions provide CDFIs 
with Program Related Investments (PRI) to lend to this segment of the first-time homebuyer 
market. They then purchase these mortgages back for CRA credit.  
 
In addition, NeighborWorks® Rochester provides second position rehab loans to low-moderate 
income homeowners. PRIs that support this type of lending impact both low-moderate 
homeowners and low-moderate income census tracts. 
 
Through its Healthy Blocks Program, NeighborWorks® Rochester targets transitional weak-
market neighborhoods before they reach the tipping point of 20% poverty. HUD designates a 
poverty census tract as one that has reached 20% poverty. There are few examples nationally of 
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poverty tracts recovering once they reach this tipping point. NeighborWorks® Rochester’s 
current Healthy Blocks neighborhood has a 17% poverty rate and is next to a neighborhood that 
has already tipped (38% poverty). GRCRC urges KeyBank to support programs like Healthy 
Blocks that seek to strengthen transitional neighborhoods through homeownership opportunities, 
increased resident engagement, improved physical conditions and enhanced neighborhood 
image. 
 
C.A.S.H. (Creating Assets, Savings and Hope) is a community coalition led by Empire Justice 
Center and the United Way of Greater Rochester that helps low-income workers make the most 
of their money and build stronger financial futures. C.A.S.H. improves the financial well-being 
of over 15,000 working families by: 
 

• Offering free income tax preparation to help eligible families take advantage of the 
Earned Income Tax Credit   

• Offering free one-on-one financial coaching and education  
• Maximizing financial assets through matched savings accounts, alternatives to predatory 

lending practices, credit repair, and asset building strategies.  
 
First Niagara has been a partner of C.A.S.H. since its merger with HSBC in 2012. It has 
supported C.A.S.H. with $12,000 in annual funding. In comparison, KeyBank has funded 
C.A.S.H. since 2011 and decreased their funding from $1,500 to $1,000 in annual funding.  
In its January 22 response, Key said, “Post acquisition, KeyBank will commit to higher levels of 
funding than we have provided in previous years.” GRCRC again urges KeyBank to financially 
support C.A.S.H. at least at the same level as First Niagara.  
 
In addition, KeyBank can join other area banks and credit unions to support C.A.S.H. in two 
other ways: 
 

• Offering affordable savings and checking accounts to C.A.S.H. clients, and consider 
working with “CHEX” listed clients at least with savings accounts; and 

• Actively recruiting C.A.S.H. volunteers from their employee base. 
 
GRCRC urges KeyBank to be a strong partner in this high-impact program for working families. 
 
The M.K. Gandhi Institute for Nonviolence is a nonprofit located in a low-income 
neighborhood in the city of Rochester. The institute educates about violence, its many forms and 
root causes. It supports grassroots, community, university and world initiatives that address the 
systems, mentalities and actions that breed violence.  
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In addition to its daily school-based programming in the Rochester City School District to 
decrease suspensions and facilitate healthy school climates, the institute also serves as an 
incubator for projects to address the underlying causes of violence, such as high youth 
unemployment and extreme poverty.   
 
Building on partnerships with the neighborhood association, a youth employment group and 
Rochester Institute of Technology, the institute has designed an off-the-grid greenhouse to offer 
youth employment as well as provide sustainability education for a neighborhood school and the 
hundreds of youth and adults who visit its site each year.   
 
The institute is seeking grants to cover construction costs and a year-one operating budget of 
approximately $375,000.  Local partners to purchase the organic produce and fresh herbs (sold 
through an LLC called Gandhi Greens) have been identified. Members and partners have shared 
expertise around farming, hydroponics, engineering, architecture, construction, business 
management and community outreach.  A business plan for the project is near completion to 
share with interested investors. GRCRC hopes Key will invest in this project. 
 
Sector 4 CDC initiated the Brooks Landing revitalization, which at this point exceeds $80 
million in investments.  Lending needs to continue for construction and renovation of 
commercial and mixed-use buildings in that area.  Within the next 5 years similar expansions 
are expected in the Vacuum Oil Brownfield Opportunity Area and the Bulls Head Brownfield 
Opportunity Area. 
 
GRCRC encourages KeyBank to support neighborhood based programs for housing, education 
and wealth creation at NorthEast Area Development (NEAD) and Group 14621. These 
programs include the Freedom School and the Freedom Markets. 
 
Key should also consider supporting the development and implementation of programs for 
eliminating homelessness here in Rochester such as those that KeyBank supports in Cleveland. 
 
According to the Regional Center for Independent Living (RCIL), First Niagara treats its 
consumers with disabilities well, ensuring that their financial needs are met. GRCRC trusts that 
KeyBank will follow in the same tradition.   
 
Another philanthropic and marketing opportunity is City of Rochester’s annual event Celebrate 
City Living, which occurs on April 16th this year at City Hall. KeyBank should consider being a 
financial sponsor. 
 
Overall, GRCRC members are concerned with the lack of details in KeyBank’s January 22 
response. However, we appreciate the offer to discuss community development lending, 
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investment and philanthropic opportunities in the Rochester market in the near future, 
particularly as Key maps out how to meet its five year commitment of $16.475 billion. 
 
Foreclosures 
 
Rochester area foreclosure prevention advocates repeatedly note their positive experiences with 
First Niagara in negotiating sustainable loan modifications and keeping families in their homes. 
GRCRC is pleased to hear that KeyBank is planning on keeping this system. We hope that Key 
and First Niagara will be able to make a seamless transition, so that no families currently 
negotiating with either bank will be lost in the process. 
 
However, if a loan modification is not successful and the occupants vacate the home, foreclosure 
needs to proceed as quickly as possible. Deteriorating “zombie” vacant properties have a 
depressing effect on surrounding property values and destabilize neighborhoods. GRCRC urges 
KeyBank to make sure systems are in place to identify “zombie” properties, to maintain these 
properties and to expeditiously proceed with the foreclosure. 
 
First Niagara and KeyBank Branches  
 
First Niagara Bank currently operates four branch offices in the city of Rochester. These four 
branches--Chili-Gardiner, Lyell-Plymouth, University-Culver and downtown—are very much 
needed in their respective neighborhoods. All are in densely populated areas, on major bus lines, 
and easily accessible to customers. Full-service banks dating back to Marine Midland have 
existed in these locations for decades, and are thus part of the fabric of the surrounding 
communities. The residents and small businesses in these communities depend on these offices 
for everyday banking services.  
 
KeyBank currently operates only two branch offices in the city of Rochester—Mt. Hope and 
downtown. Compared to the First Niagara branches, these Key offices are in different parts of 
the city and downtown, serving different neighborhoods and sets of customers. In fact, the First 
Niagara downtown branch and the Key downtown branch are one-half mile apart and on 
opposite sides of the Genesee River, so they serve different parts of downtown. 
 
GRCRC urges KeyBank, at a minimum, to retain all of these current city locations. With 
respect to branches outside the city of Rochester, the coalition asks that Key close only those 
branches that are within one-half mile of each other or are nonprofitable, particularly if they are 
in low and moderate income communities. In addition, GRCRC asks that Key work with 
organizations like RCIL when considering what offices to retain, to ensure they meet the highest 
standards for people with disabilities. 
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KeyBank stated in its January 22 response, “Currently, more than 26% of KeyBank’s branches in 
the Rochester MSA are located in LMI census tracts.  Any branch decision will be carefully 
weighed so as not to sacrifice this performance.” GRCRC also would like that performance to be 
maintained, at a minimum, particularly within the city of Rochester. 
 
Conclusion 
 
We thank the Federal Reserve and the Office of the Comptroller of the Currency (OCC) for the 
leadership they are demonstrating to meet the needs of working poor families who live paycheck 
to paycheck. We commend the Federal Reserve Bank of San Francisco for hosting their 
December 2015 event on the financial vulnerability of families, where they released research on 
the lack of savings to meet emergencies.  
 
Still, federal and state regulators need to hold banks accountable if they fund the bottom feeding 
predators that have replaced the banks that have fled low and moderate income neighborhoods. 
They also need to hold banks accountable for failing to serve the working poor. Children are 
trapped in poverty as their parents are unable to save and acquire assets. The parents fall prey to 
fringe lenders who strip wealth. If you need an emergency car repair loan so you can go to work, 
often your only choice is a payday lender. Everyone should be able to borrow a small dollar 
amount at an interest rate of 25%, not 400%. Traditional lenders create credit deserts and avoid 
serving the working poor.  Federal regulators have to make it very clear that such actions are 
unacceptable, that they will lead to denials of merger applications and “needs to improve” on 
CRA exams.   
 
We applaud the Federal Reserve and the OCC for holding hearings on the CIT/One West merger 
and rejecting the initial CRA plan that CIT proposed. We urge the Federal Reserve and the OCC 
to require strong CRA plans from financial institutions in ongoing and future mergers.  Post great 
recession federal regulators need to signal to the banks that times have changed and what passed 
muster in 2007 is no longer acceptable. This is imperative not just for social justice reasons but 
for the economic wellbeing of America.   
 
Local Decision Making and Local Involvement   
 
GRCRC and other organizations in the affected New York markets are concerned that Key 
Bank’s acquisition of First Niagara will result in a loss of civic engagement and decision making 
on the local level in New York.  It is critical that Key be fully engaged in what is happening on 
the ground and know the needs of the diverse communities it serves in order to make sound 
decisions regarding branch locations and community investment.   
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We request that Key recommit to local communities and consider creating a Key Bank of New 
York subsidiary that can be responsive to local and state financial needs.  Key should empower 
local market leaders with greater decision making power over CRA product development and 
investment and maintain current CRA regions rather than further consolidate regions.  More 
local CRA officers should be employed who can have deeper roots and connections to the 
communities that Key services.  In addition to the national advisory board which Key has 
committed to creating, Key should establish regional community advisory boards throughout 
New York which meet with bank representatives several times a year.  Regional advisory boards 
will help ensure that decision makers are familiar with and knowledgeable about the 
communities in which they invest.   
 
Again, GRCRC appreciates the dialogue with KeyBank over the past 2 months. We look forward 
to receiving Key’s final national community benefits plan and working with Key to develop and 
implement the local plan. 
 
Thank you for consideration of these comments. 
 
Sincerely, 

   
Ruhi Maker, Esq.    Barbara Van Kerkhove, Ph.D. 
Co-conveners, GRCRC 
 
CC: Katrina Evans, KeyBank, Trina_m_evans@keybank.com 
Bruce D. Murphy, KeyBank, Bruce_murphy@keybank.com 
Jesse VanTol, NCRC, jvantol@ncrc.org  
Genevieve Chow, OCC, Genevieve.Chow@occ.treas.gov 

mailto:Trina_m_evans@keybank.com
mailto:Bruce_murphy@keybank.com
mailto:jvantol@ncrc.org
mailto:Genevieve.Chow@occ.treas.gov
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GRCRC Members Participating in This Comment Process: 

1. C.A.S.H. (Creating Assets, Savings 
and Hope) 

2. Consumer Credit Counseling Service 
of Rochester 

3. Empire Justice 
4. Enterprise Community Partners 
5. Greater Rochester Community of 

Churches 
6. Greater Rochester Housing 

Partnership 
7. Group 14621 
8. The Housing Council at PathStone 
9. Ibero-American Development 

Corporation  

10. M.K. Gandhi Institute for 
Nonviolence 

11. NeighborWorks ® Rochester 
12. NorthEast Area Development 
13. PathStone Corporation 
14. PathStone Enterprise Center 
15. Regional Center for Independent 

Living 
16. South Wedge Planning Committee 
17. Sector 4 Community Development 

Corporation 
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Selected Market 
Metropolitan Statistical Area(s): 
ROCHESTER, NY 

Institution Name CERT State Bank State/ No. of Deposits No. of Deposits Market
Rank (Hqtrd) Class Federal Offices ($000) Offices ($000) Share

Charter
1 Manufacturers and Traders Trust Company 588 NY SM  State 680 69,435,147 31 4,067,862 24.57%
2 JPMorgan Chase Bank, National Association 628 OH N  Federal 5,517 1,067,217,028 28 2,207,972 13.34%
3 The Canandaigua National Bank and Trust Company 6985 NY N  Federal 0 0 25 1,821,820 11.01%
4 Citizens Bank, National Association 57957 RI N  Federal 818 71,764,107 33 1,575,129 9.52%
5 First Niagara Bank, National Association 16004 NY N  Federal 387 27,565,021 20 1,395,054 8.43%
6 KeyBank National Association 17534 OH N  Federal 979 71,492,706 23 1,076,380 6.50%
7 Five Star Bank 659 NY SM  State 30 1,716,822 20 956,098 5.78%
8 Bank of America, National Association 3510 NC N  Federal 4,847 1,168,791,585 14 777,157 4.69%
9 The Lyons National Bank 7151 NY N  Federal 2 80,011 10 673,182 4.07%

10 Community Bank, National Association 6989 NY N  Federal 165 5,593,217 19 626,848 3.79%
11 The Bank of Castile 13292 NY NM  State 9 582,823 10 412,184 2.49%
12 Genesee Regional Bank 26333 NY NM  State 0 0 3 372,817 2.25%
13 Fairport Savings Bank 30056 NY SB  State 0 0 5 177,683 1.07%
14 USNY Bank 58541 NY NM  State 2 87,199 1 120,084 0.73%
15 Northwest Bank 28178 PA SB  State 157 5,880,396 5 92,533 0.56%
16 Generations Bank 16040 NY SB  Federal 6 151,088 3 53,334 0.32%
17 The Upstate National Bank 13748 NY N  Federal 2 24,989 1 50,047 0.30%
18 Medina Savings and Loan Association 30547 NY SL  State 0 0 1 46,460 0.28%
19 Savannah Bank National Association 14619 NY N  Federal 4 98,617 1 27,210 0.16%
20 Steuben Trust Company 12936 NY NM  State 12 396,111 2 21,718 0.13%
21 Woodforest National Bank 23220 TX N  Federal 749 3,962,586 3 2,386 0.01%

Number of Institutions in the Market: 21 TOTALS 14,366 2,494,839,453 258 16,553,958 100

Outside of Market Inside of Market

Table 1: Offices and Deposits of all FDIC-Insured Institutions
Deposit Market Share Report
Deposits as of: June 30, 2015
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(owner-occupied 1-4 family units)
Bank of 

Annual HMDA data AFI  America CNB Citizens Chase Five Star HSBC Key M&T Top 8 OFI FNB
MSA 9,266 835 732 115 380 53 886 69 664 3,734 5,532 370
City 1,190 139 122 25 35 0 149 9 129 608 582 36
Black/Hispanic HH MSA 581 71 21 22 23 1 127 2 79 346 235 12
Low-Mod HH MSA 4,247 404 293 70 225 23 502 39 378 1,934 2,313 139
Low-Mod Income CT 1,122 125 99 24 59 10 153 7 122 599 523 31
Minority CT 361 43 41 16 18 0 68 3 41 230 131 5

MARKETSHARE Bank of 
America CNB Citizens Chase Five Star HSBC Key M&T Top 8 OFI FNB

MSA 9% 8% 1% 4% 1% 10% 1% 7% 40% 60% 4%
City 12% 10% 2% 3% 0% 13% 1% 11% 51% 49% 3%
Black/Hispanic HH MSA 12% 4% 4% 4% 0% 22% 0% 14% 60% 40% 2%
Low-Mod HH MSA 10% 7% 2% 5% 1% 12% 1% 9% 46% 54% 3%
Low-Mod Income CT 11% 9% 2% 5% 1% 14% 1% 11% 53% 47% 3%
Minority CT 12% 11% 4% 5% 0% 19% 1% 11% 64% 36% 1%

Loans as %  Bank of 
 of MSA TOTAL IN: AFI America CNB Citizens Chase Five Star HSBC Key M&T Top 8 OFI FNB
City 13% 17% 17% 22% 9% 0% 17% 13% 19% 16% 11% 10%
Black/Hispanic HH MSA 6% 9% 3% 19% 6% 2% 14% 3% 12% 9% 4% 3%
Low-Mod HH MSA 46% 48% 40% 61% 59% 43% 57% 57% 57% 52% 42% 38%
Low-Mod Income CT 12% 15% 14% 21% 16% 19% 17% 10% 18% 16% 9% 8%
Minority CT 4% 5% 6% 14% 5% 0% 8% 4% 6% 6% 2% 1%
Prepared by: Empire Justice Center,   585-454-4060

Table 2: Top 8 Banks Home Purchase Originations 2009
Rochester, NY MSA
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(1st lien home purchase loans on owner-occupied, 1-4 family, site built units)

Annual HMDA data AFI BOA CNB Citizens FNFG Five Star JPMC Key M&T Top 8 OFI
MSA 9,101 187 688 135 397 88 130 58 517 2,200 6,901
City 939 23 109 38 76 3 19 4 103 375 564
Black/Hispanic HH MSA 634 13 30 39 62 2 14 3 93 256 378
Low-Mod HH MSA 3,494 58 240 79 214 24 48 24 278 965 2,529
Low-Mod Income CT 849 16 78 37 55 9 18 7 97 317 532
Minority CT 373 15 43 24 36 1 10 3 59 191 182

MARKETSHARE
BOA CNB Citizens FNFG Five Star JPMC Key M&T Top 8 OFI

MSA 2% 8% 1% 4% 1% 1% 1% 6% 24% 76%
City 2% 12% 4% 8% 0% 2% 0% 11% 40% 60%
Black/Hispanic HH MSA 2% 5% 6% 10% 0% 2% 0% 15% 40% 60%
Low-Mod HH MSA 2% 7% 2% 6% 1% 1% 1% 8% 28% 72%
Low-Mod Income CT 2% 9% 4% 6% 1% 2% 1% 11% 37% 63%
Minority CT 4% 12% 6% 10% 0% 3% 1% 16% 51% 49%

Loans as %  
 of MSA TOTAL IN: AFI BOA CNB Citizens FNFG Five Star JPMC Key M&T Top 8 OFI
City 10% 12% 16% 28% 19% 3% 15% 7% 20% 17% 8%
Black/Hispanic HH MSA 7% 7% 4% 29% 16% 2% 11% 5% 18% 12% 5%
Low-Mod HH MSA 38% 31% 35% 59% 54% 27% 37% 41% 54% 44% 37%
Low-Mod Income CT 9% 9% 11% 27% 14% 10% 14% 12% 19% 14% 8%
Minority CT 4% 8% 6% 18% 9% 1% 8% 5% 11% 9% 3%
Prepared by: Empire Justice Center,   585-454-4060

Table 3: Top 8 Banks Home Purchase Originations 2014
Rochester, NY MSA
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Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Rochester MSA 117 34 150 301 20.5% 29.4% 30.0% 26.2% 52 19 80 151
City of Rochester 8 6 17 31 25.0% 50.0% 35.3% 35.5% 2 2 6 10
Monroe Cnty Towns 71 16 81 168 16.9% 6.3% 29.6% 22.0% 36 12 44 92
Monroe County Total 79 22 98 199 17.7% 18.2% 30.6% 24.1% 38 14 50 102

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Rochester MSA 473 6 97 576 7.4% 33.3% 12.4% 8.5% 384 2 58 444
City of Rochester 87 2 12 101 10.3% 50.0% 16.7% 11.9% 73 1 7 81
Monroe Cnty Towns 304 2 62 368 5.9% 0.0% 6.5% 6.0% 247 1 40 288
Monroe County Total 391 4 74 469 6.9% 25.0% 8.1% 7.2% 320 2 47 369

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Rochester MSA 9810 667 7192 17669 8.5% 24.0% 27.6% 16.8% 7940 412 3815 12167
City of Rochester 941 55 665 1661 10.8% 38.2% 40.6% 23.7% 739 20 271 1030
Monroe Cnty Towns 6011 203 3950 10164 6.8% 19.7% 23.5% 13.5% 5010 123 2173 7306
Monroe County Total 6952 258 4615 11825 7.3% 23.6% 25.9% 14.9% 5749 143 2444 8336

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Home 
Purchase

Home 
Improvement Refinance All Loans

Rochester MSA 10400 707 7439 18546 8.6% 24.3% 27.4% 16.7% 8376 433 3953 12762
City of Rochester 1036 63 694 1793 10.9% 39.7% 40.1% 23.2% 814 23 284 1121
Monroe Cnty Towns 6386 221 4093 10700 6.8% 18.6% 23.3% 13.4% 5293 136 2257 7686
Monroe County Total 7422 284 4787 12493 7.4% 23.2% 25.8% 14.8% 6107 159 2541 8807
Note: * This table does not include high-cost loans, so it is not directly comparable to Table 3.
Prepared by: Empire Justice Center, 585-454-4060

KeyBank

First Niagara

Other Lenders

All Lenders

Table 4: Comparing Applications, Denial Rates and Originations by Loan Purpose of KeyBank, First Niagara and Other Lenders 
in the Rochester MSA, 2014

(Cor 1st lien non-high-cost loans on 1-4 family owner-occupied site-built units)*

Applications Denial Rates Loan hriginations

Applications Denial Rates Loan hriginations

Applications Denial Rates Loan hriginations

Applications Denial Rates Loan hriginations
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FIGURE 1: COMPARING HOME PURCHASE LOANS MADE IN CITY OF ROCHESTER AND PARTS OF MONROE COUNTY 
KEYBANK, FIRST NIAGARA AND OTHER LENDERS, 2014 

(1 dot = 1 loan origination; 1st lien non-high-cost loans on 1-4 family owner-occupied site-built units) 
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FIGURE 2: COMPARING ALL MORTGAGE LOANS MADE IN CITY OF ROCHESTER AND PARTS OF MONROE COUNTY 
KEYBANK, FIRST NIAGARA AND OTHER LENDERS, 2014 

(1 dot = 1 loan origination; 1st lien non-high-cost loans on 1-4 family owner-occupied site-built units) 
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FIGURE 3: CONCENTRATION OF OWNER-OCCUPIED HOUSING UNITS IN CITY OF ROCHESTER AND SURROUNDING MONROE COUNTY 
(1 dot = 10 owner-occupied 1-4 family units) 
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FIGURE 4: TARGET CENSUS TRACTS FOR INCREASING MORTGAGE LENDING IN THE CITY OF ROCHESTER  
(City tracts (green) of 100 or more owner occupied 1-4 family units, and less than 50% area median income or 80-100% non-white) 
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Census Tract FIPS Code

hwner 
hccupied 1-4 
family units

% people of 
color

% median 
family 
income

Total 
Applications

Total 
hriginations

KeyBank 
hriginations

First Niagara 
hriginations

2.00 36055000200 180 77.48 21.26 2 0 0 0
7.00 36055000700 298 95.59 32.07 3 0 0 0

10.00 36055001000 242 25.55 29.8 23 18 0 2
22.00 36055002200 422 72.59 49.23 20 10 0 1
23.00 36055002300 335 78.04 37.77 5 2 0 0
24.00 36055002400 343 73.47 37.89 5 1 0 0
27.00 36055002700 204 97.28 40.66 3 1 0 0
32.00 36055003200 144 48.55 24.88 9 7 0 1
39.00 36055003900 254 90.84 36.31 12 4 0 1
40.00 36055004000 151 71.14 32.41 1 0 0 0
41.00 36055004100 123 74.82 15.11 2 0 0 0
46.02 36055004602 198 76.49 45.37 3 0 0 0
47.01 36055004701 396 67.59 44.93 23 13 0 1
48.00 36055004800 337 89.87 36.63 3 1 0 0
49.00 36055004900 176 94.47 31.03 0 0 0 0
50.00 36055005000 217 94.54 26.06 2 0 0 0
51.00 36055005100 119 91.74 31.6 1 0 0 0
52.00 36055005200 191 93.48 27.33 1 0 0 0
53.00 36055005300 161 92.4 42.63 2 1 0 0
55.00 36055005500 333 95.1 42.47 5 1 0 0
56.00 36055005600 223 88.96 18.05 6 2 0 0
57.00 36055005700 176 88.41 26.77 7 4 1 0
59.00 36055005900 154 83.79 30.67 0 0 0 0
62.00 36055006200 769 80.64 59.8 38 21 0 1
63.00 36055006300 523 90.46 60.41 27 11 1 0
64.00 36055006400 370 97.72 54.4 6 2 0 0
65.00 36055006500 160 95.92 38.99 1 0 0 0
66.00 36055006600 238 96.85 53.35 13 6 0 1
67.00 36055006700 785 84.87 65.55 26 14 0 2
69.00 36055006900 248 87.78 29.13 4 0 0 0
75.00 36055007500 398 89.16 58.94 13 5 0 0
79.00 36055007900 241 88.41 28.54 6 1 0 1
80.00 36055008000 303 90.5 51.76 4 0 0 0
84.00 36055008400 493 86.54 50.2 26 9 0 1
87.02 36055008702 233 66.64 41 8 1 0 0
88.00 36055008800 649 67.71 48.52 23 14 0 0
93.01 36055009301 147 90.33 21.65 4 1 0 0
96.01 36055009601 195 92.09 37.69 8 3 0 2
96.02 36055009602 180 78.78 34.48 4 2 0 0
96.03 36055009603 234 70.99 25.3 3 0 0 0
96.04 36055009604 109 79.12 16.85 1 0 0 0

41 Tract Totals 11652 353 155 2 14
City Totals 35138 1793 1121 10 81

Table 5: Target Census Tracts for Increasing Lending in City of Rochester, NY
(City of Rochester tracts of at least 100 owner occupied 1-4 family housing units, and less than 50% area median income or 80-100% 
non-white.)
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Aggregate Goal Average Per Year Aggregate Average Per Year

Lending (LMI Geographies/Borrowers)

HMDA - KeyBank Mortgage (LMI Geographies)

HMDA - KeyBank Mortgage/Consumer (LMI Borrower)

HMDA - Consumer Lending (LMI Geographies)

HMDA - Real Estate Capital (LMI Geographies)

Total HMDA Lending $5,000,000,000 $1,000,000,000 $121,500,000 $24,300,000

Small Business to LMI Communities $2,500,000,000 $500,000,000 $60,750,000 $12,150,000

Community Development Lending and Investments $8,800,000,000 $1,760,000,000 $213,840,000 $42,768,000

Total Lending and Investments $16,300,000,000 $3,260,000,000 $396,090,000 $79,218,000

Philanthropy

Investments $0 $0

Philanthropy $175,000,000 $35,000,000 $4,252,500 $850,500

Total Philanthropy $175,000,000 $35,000,000 $4,252,500 $850,500

Total Goal $16,475,000,000 $3,295,000,000 $400,342,500 $80,068,500

$2,471,434,000
Aggregate Average Per Year

16.20% 3.24%
hther Banks: Deposits Reinvested in Rochester 
Community During Exam Period

Exam Period & Year 
of Comments

Dollar Amount % of Deposits Avg % of Deposits/Yr

JPMorgan Chase 3 yr exam, 2007 $285.8 million 14.00% 4.67%

Canandaigua NB 3 yr exam, 2008 $103.9 million 9.40% 3.13%

HSBC 3 yr exam, 2009 $747.4 million 26.00% 8.67%

Citizens 3 yr exam, 2008 $159.1 million 9.60% 3.20%

RBS Citizens 2 yr exam, 2010 $63.25 million 3.90% 1.95%

M&T Bank 2 yr exam, 2010 $450 million 18.00% 9.00%

$24,300,000 $25,854,000 $22,424,000

As % of 2014 lending 106.4% 92.3%

Empire Justice Analysis of KeyBank Plan
Combined 2015 Rochester MSA Deposits

Estimated KeyBank Commitment to Rochester Community as % of Deposits

Table 6: KeyBank's Revised Proposed Community Benefits Plan five year enterprise projections (using the 
most recent verbally negotiated numbers provided by NCRC on 1/27, 9:29 pm)

Key National Est. Rochester Share (Based on 2.43% 
Share of Combined National Deposits)

Comparing KeyBank's Mortgage Lending Commitment to 2014 Lending in 
Rochester MSA

KeyBank's Total Estimated Average Annual LMI Mortgage 
Lending Commitment

Total Combined LMI 
Home Purchase & 

Refinance Lending in 
2014*

Total Combined LMI 
Home Purchase 
Lending in 2014*

* Refinance and/or home purchase loans to LMI borrowers and/or in LMI CTs on owner-occupied 1-4 
family site built or manufactured housing units.  

 


