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PART I – BACKGROUND INFORMATION
ABOUT THE SURVEY
The Iowa State University Extension conducted a survey of existing financial education programs in the summer of 2006.  The purpose of the study was twofold:  1) To better understand the types of financial education programs available and their target audience; and 2) To understand if there are areas of unmet need, given the populations and groups currently served.  

The study was completed at the request of QC DollarWise, a consortium of financial institutions, funders, social service providers, government entities and other community based organizations working together to promote financial education within the Quad Cities.  QC DollarWise is a program of Bethany for Children and Families.
Funding for the study came from the Iowa State University Extension, the Doris and Victor Day Foundation, the City of Rock Island, Quad City Bank and Trust, First Midwest Bank, and Community Foundation of the Great River Bend.  
METHOD
One hundred and four surveys were mailed to a variety of organizations believed to provide or known to provide financial education services including: banks, credit unions, community based organizations, educational institutions and government agencies.  A consultant hired by the Iowa State University Extension hired a consultant to conduct the survey.  The consultant contacted respondents by telephone to conduct the survey.  Survey responses were then manually entered into an online survey tool called Survey Monkey©.  Some respondents were sent a link to the survey - completing it online without the assistance of the consultant.
The recommendations put forth in this report are based on an analysis and observation of the data obtained from this survey.   There were several organizations that did not complete the entire survey (e.g. not all questions answered) and others chose not to participate.  Several attempts were made by the Iowa State University Extension Office to contact groups that had not returned a survey. 
RESPONDENTS
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Surveys were conducted with to organizations believed to provide financial education services and / or work with people who benefit from financial education services.  A total of 56 responses were received; however data from only 49 of the surveys could be utilized.  A majority of respondents were from community based agencies; financial institutions were the second largest group of respondents.  
PART II – SUMMARY OF FINDINGS
Type of  Educational Method 

A majority of Financial Education Providers (FEPs) employed “direct financial education approaches” such as individual counseling and group classes; however clientele in many cases must already be affiliated with the provider organization.

· Recommendation:  Efforts must be made to help people become connected to organizations that provide financial education.  In many cases this may mean “banking the unbanked” since many providers of financial education are banks and credit unions.   
· Recommendation:  When developing financial literacy programming, providers must carefully consider the “3 T’s”:  Target Population - Topic of Education – Type of Method.

· Recommendation:  There should be more programs offering one-on-one counseling where the participants do not have to be affiliated with the provider organization.

· Recommendation: Support groups were viewed as a valuable method for providing financial education.   Since no FEPs reported utilizing this type of method, there may be benefits in developing this type of program.
· Recommendation:  As more programming is made available to the general public, it should be offered in a manner that is unbiased – it does not push a certain product or service.
Primary Financial Issues

Providers were asked to identify the primary financial issues facing their clientele.  A majority of providers indicated that limited income was a significant financial barrier faced by their clients.  

· Recommendation:  There are opportunities to couple financial education programs, such as budgeting, with life skills opportunities and programs such as furthering one’s education or obtaining new skills. 

· Recommendation: Efforts should be made to ensure that persons have accessed all benefits and entitlements available to them in the areas of social security, childcare, Medicaid, and tax credits – especially when programs are being provided by instructors who are familiar with such resources.

· Recommendation:  There needs to be continued education about use of payday lenders and subprime financial institutions and persons need to be aware of alternatives to payday and title loans.

Frequency of Program Availability

When examining the frequency of program availability, it was found that most are offered on an irregular basis or had to be scheduled with the provider organization. 
· Recommendation:  FEPs should use the full array of community resources, such as DollarWise, to help market their upcoming programs. 

· Recommendation:  Individuals should have access to a centralized location that will provide them with information about upcoming financial programs and services.

Credentials of Educators
Providers of Financial Education Programs were asked about their credentials.  Credentials were varied with an overwhelming majority having a college degree and a fewer number having specific financial certifications. 

· Recommendation:  Every effort should be made to recruit and train staff persons in the financial industry (including insurance, banking, credit, home mortgage) to assist with delivery of programs.

· Recommendation:  A Speaker’s bureau should be established to ensure a plentiful and diverse group of experts willing and able to make a presentation or provide one-on-one counseling on a various financial education topics.  
· Recommendation:  Educators should also have knowledge about local community resources that may further assist participants.

Target Groups

While many target groups were served by respondents, only 8 of 28 provider respondents reported that their clientele did not have to be a member of their organization in order to have access to the information provided.    Low-income households, seniors, youth, and young families were all primary target populations served.  Some providers also reported serving refugees and audiences who speak English as a second language.  

· Recommendation:  More financial education programs and services should be offered to the general public. 

· Recommendation: Target groups not mentioned in the survey where there may be opportunities for program development include:  women, single-parents, college students, and military families.

· Recommendation: When developing financial literacy programming, efforts must be made to better match the target population needs with the types of methods employed.  Providers must consider the “3 T’s” to put together an effective financial literacy program.  Target Population -  Topic of Education - Type of Method

· Recommendation:  Focus groups should be conducted to further understand the best methods and topics of financial education needed for immigrants and persons who do not speak English.  

· Recommendation:  There are opportunities for QC DollarWise to work more closely with its members to develop specialized programming for targeted populations.

PART III – MAIN REPORT

FINANCIAL EDUCATION PROVIDERS
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Organizations providing financial education (Financial Education Providers, or FEPs) were   asked about the methods they employ, the topics of education provided, and the target groups they serve.   
Twenty-nine of the respondents reported providing financial education programs or services; of this amount approximately 56% were non-profit organizations, 31% were financial organizations, 10% were educational organizations, and there was one governmental entity. A breakdown of the types of financial education providers responding to the survey is shown in the table to the right (Consumer Debt Organizations and Credit Unions are grouped with Financial Organizations).
Methods of Financial Education

	METHOD OF EDUCATION

	Individual counseling 
	 22
	75.9%

	Group classes
	 21
	72.4%

	Newsletter articles
	 13
	44.8%

	Publications
	 11
	37.9%

	Exhibits
	   6
	20.7%

	Lecture series
	   6
	20.7%

	Homestudy class (includes web) 
	   5
	17.2%

	Media (radio, TV, etc)
	   4
	13.8%

	Book club
	   2
	  6.9%

	Teleconference/ICN
	   1
	  3.4%

	DVDs
	   1
	  3.4%

	Support group
	   0
	     0%

	Other (please specify)*
	 10
	34.5%

	Total respondents
	 29
	


This survey does not set out to determine or promote what type of delivery method is “better” over another – as different target groups will benefit from different methods.  Rather, the survey served to determine the different ways in which financial education was delivered to the public. 
Individual counseling was the type of educational method most frequently employed by respondents (22 providers - 75.9%) followed by group classes (21 providers – 72.4%).   These approaches can be deemed “direct” financial education methods, as the Provider has an active role in delivering the education.  The lecture series is also grouped in this category, though it was a method used by fewer providers (6 providers - 20.7%).  Teleconference was also utilized, with one organization using this direct method. 
The second category of financial education methods can be viewed as a less direct approach to financial education.  In these cases, the educational materials are made available, but it is up to the consumer to access, review, and interpret the information.  These approaches include newsletter articles (13 providers / 44.8%), publications (11 providers / 37.9%), exhibits (6 providers / 20.7%), media (4 providers / 17.2%), book clubs, and DVD’s.
One finding that did stand out among the various methods employed is that a majority of the FEP’s who utilized individual counseling mostly only provide this service to persons affiliated with their organization.  This topic is further addressed in a later section of this report. 
· Recommendation:  Efforts must be made to help people become connected to organizations that provide financial education.  In many cases this may mean “banking the unbanked” since many providers of financial education are banks and credit unions.   

· Recommendation:  Financial education programs need to be more broadly available to the general public. 
Content of Financial Education

	CONTENT OF EDUCATION

	Budgeting
	27
	96.4 %

	Credit Education
	26
	92.9 %

	Saving Money
	25
	89.3 %

	Banking Services
	22
	78.6 %

	Debt Management
	22
	78.6 %

	Getting Organized 
	20
	71.4 %

	Consumer Rights and Resp
	19
	67.9 %

	Predatory Lending
	17
	60.7 %

	Teaching Youth about Money
	17
	60.7 %

	Homebuyer Education
	15
	53.6 %

	Buymanship / Compare Shop
	14
	50.0 %

	Protecting Consumer Privacy
	13
	46.4 %

	Planning for Retirement
	12
	42.9 %

	Insurance Decisions
	10
	35.7 %

	Car Purchase / Leasing
	9
	32.1 %

	Investing
	9
	32.1 %

	Estate Planning
	7
	25.0 %

	Pre-Marital Finances
	5
	17.9 %

	Other
	3
	10.7 %

	Total Respondents 
	28
	


Respondents were asked about the content of the financial education they provided.  The top three financial education topics addressed by existing FEPs (FEPs) were basic budgeting (96% of respondents), credit (93%), and savings (89%). 

Banking services, debt management, getting organized, and consumer rights followed as the second most frequent type of topics offered by FEPs.  
The table to the right identifies the content types made available. While budgeting and savings were two top educational topics of the 28 organizations providing financial education services, 36 of 41 respondents completing the survey stated that limited income was a key financial issue facing clientele. 
· Recommendation:  There are opportunities to couple financial education programs, such as budgeting, with life skills opportunities and programs such as furthering one’s education or increasing skills. 

	TARGET GROUPS

	Agency participants /customers only
	18
	64.3 %

	Available to public
	14
	50.0 %

	Families with limited resources (low/mod)
	13
	46.4 %

	Youth
	13
	46.4 %

	Senior citizens
	12
	42.9 %

	Young families
	10
	35.7 %

	Immigrants/Refugee
	6
	21.4 %

	ESL audiences
	4
	14.3 %

	Other (please specify)
	5
	17.9 %

	Total respondents
	 28
	


Target Populations 

One primary reason for undertaking this survey was to identify the types of populations currently being served with financial education programs.  While, in principle, most populations stand to benefit from various financial education topics, identifying the appropriate subject areas and audiences are indeed critical steps to developing the actual program.  Some groups will have a more pressing need for a specific financial education topic than others.  
FEPs responding to the survey were found to address a wide range of groups.  Of the organizations providing financial education resources, it is first important to note that 18 of them (64%) targeted their own agency or business clientele.  A majority of existing financial literacy programs surveyed are, therefore, not immediately available to the general public unless the participants are already affiliated with the financial education provider.
Fourteen (14) FEPs reported that their programs were available to the public; however when looking more closely at the data six of these same 14 also reported that the participants must be clients of their organization.  This means the actual number of providers offering programs to persons not currently affiliated with their organization is eight.  Of the eight providers with programs open to the public, four were banks, two were educational organizations, one was a nonprofit, and one was a government agency.
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Of the Provider Respondents, 13 (46%) targeted low income families and youth.  Twelve (42.9%) targeted senior citizens, and ten targeted young families.  Six providers reported targeting new immigrants or refugees, while four served audiences that spoke English as a Second Language (ESL).  
· Recommendation:  Efforts must be made to help people become connected to organizations that provide financial education services.  In some cases this means helping the unbanked community become tied to a financial institution organization.
· Recommendation:  More financial education programs should be offered to the general public. 
· Recommendation:  Focus groups should be conducted to further understand the best methods and topics of financial education needed for immigrants and persons who do not speak English.  
Costs, Timing, and Duration of Programming
	AVAILABILITY OF PROGRAMS

	Weekdays
	20
	71.4%

	Depends on Request
	17
	60.7%

	Weeknights
	13
	46.4%

	Weekends
	10
	35.7%

	Total Respondents 
	28
	

	As requested
	12
	42.9%

	Monthly
	6
	21.4%

	Weekly
	2
	7.1%

	Quarterly
	2
	7.1%

	Other
	6
	21.4%

	Total Respondents
	28
	


A majority of financial education programs provided were free for participants, with 71.4% of provider respondents saying they provided a program for no charge. Eight FEPs said the cost depended on the type of program, two reported use of a sliding fee schedule, and one accepted donations or honorariums. 

Financial education programs were made available throughout the year with twelve of the providers (42.9%) reporting they provided educational programs upon request.  Six provided them monthly, two provided weekly programs, and two provided them quarterly.   
A majority of the 28 FEPs reported that they held programs during the week (71.4%); however, 60.7% reported that it depended on the request.
A majority of FEPs seem open to providing the education at a time that is convenient for the participants; however programs are provided sporadically by various organizations throughout the community.   
· Recommendation:  There needs to be a central location to organize and post available programs on a community calendar so the public is more aware of when an opportunity will be made available. 
Credentials of Providers

	CREDENTIALS OF PROVIDERS

	College degree 
	21
	75.0%

	Certified Financial Planner
	8
	28.6%

	Other Financial Certifications
	8
	28.6%

	Other credentials
	1
	3.6%

	Other (please specify)
	14
	50.0%

	Total respondents 
	28
	


Of the organizations providing financial education, a majority (75%) had members with a college degree.   A lesser number had other financial certifications (8 providers / 28.6%).  There were a variety of other credentials cited including having direct experience in the credit or insurance industry, use of volunteers with a financial background, lenders, and being a member of the National Community Reinvestment Coalition.

· Recommendation:  Every effort should be made to recruit and train staff persons in the financial industry (including insurance, banking, credit, home mortgage) to assist with delivery of programs.

· Recommendation:  A speaker’s bureau should be established to ensure a plentiful and varied group of experts willing and able to make a presentation or provide one-on-one counseling on a various financial education topics.  

FINANCIAL EDUCATION REQUESTS

The survey of financial education programs also set out to further understand the types of financial education issues facing clients, the types of education that would be most beneficial to clients, and the educational methods deemed most useful.  The following is a summary of the results from this part of the survey.
	PRIMARY FINANCIAL ISSUES

	Primary Issue
	#

Resp
	%

	Limited Income
	36
	87.8 %

	Credit Problems
	35
	85.4 %

	Unplanned Expenses
	35
	85.4 %

	Late Payment of Bills
	31
	75.6 %

	Nonpayment of Bills
	31
	75.6 %

	Subprime / Payday Lend
	27
	65.9 %

	Non-use of Financial Inst
	25
	61.0 %

	Saving and Investing Decisions
	24
	58.5 %

	Insurance Choices
	15
	36.6 %

	Other
	11
	26.8 %

	Total Respondents 
	41
	


Financial Education Issues Facing Clients
Forty-one of 49 survey participants responded to a question asking about the primary financial issues facing their clientele. 
The top three financial issues were reported to be:  limited income (36 / 87.8%), credit problems (35 / 85.4%), and unplanned expenses (35 / 85.4%).

	FINANCIAL EDUCATION TOPICS BENEFITTING CLIENTS

	Budgeting
	41
	100%

	Credit Education
	40
	97.6 %

	Saving Money
	38
	92.7 %

	Debt Management
	36
	87.8 %

	Banking Services
	35
	85.4 %

	Predatory Lending Educ
	32
	78.0 %

	Getting Organized 
	31
	75.6 %

	Teaching Youth about Money
	31
	75.6 %

	Consumer Rights
	28
	68.3 %

	Buymanship / Compare shop
	26
	63.4 %

	Homebuyer Education
	25
	61.0 %

	Protecting Consumer Privacy
	25
	61.0 %

	Car Purchase / Leasing
	24
	58.5 %

	Shopping for Food
	23
	56.1 %

	Insurance Decisions
	20
	48.8 %

	Retirement Planning
	17
	41.5 %

	Premarital Finances
	16
	39.0 %

	Investing
	14
	34.1 %

	Estate Planning
	13
	31.7 %

	Other
	4
	9.8 %

	Total Respondents 
	41
	


Other commonly reported financial issues were late-payment or nonpayment of bills (31 / 75.6%) and use of subprime lending services (65.9%).  Sixty-one percent of respondents also said that non-use of financial institutions (the unbanked population) was a problem, while 58.5% identified saving and investing decisions as financial issues.  Fifteen respondents (36.6%) noted that making insurance choices was a common financial issue. 
Other financial education issues reported less frequently included:  Fraud against seniors, Medicaid, planning for long-term care, child support issues, and being unprepared for college costs.

· Recommendation: With limited income being such a frequently reported financial issue, efforts should be made to ensure that individuals have accessed all benefits or entitlements available to them in the areas of social security, childcare, Medicaid, earned income tax credit, and others.  

· Recommendation:  As appropriate - clientele should be directed to financial resources that could help them further their education and skills.   

· Recommendation:  There needs to be continued education about use of payday lenders and subprime financial institutions and individuals need to be aware of alternatives to payday and title loans.
Financial Education Topics of most benefit to Clientele

Survey respondents identified a variety of financial education topics that would be of benefit to their clients or customers.  One hundred percent of respondents said basic budgeting would benefit clients.  This was closely followed by credit education (97.6%) and how to save money (92.8%).  

The next group of most common responses with 80% to 90% of respondents indicating a benefit to clients included debt management (87.8%) and banking services (85.4%).
Educational Methods

	EDUCATIONAL METHODS DEEMED BEST TO REACH CLIENTS

	Method
	All Respondents
	FEPs Response

	
	# Rspd
	% Rspd
	# Rspd 
	% Respd

	Individ Counseling
	37
	90.2 %
	22
	75.9%

	Group Classes
	33
	80.5 %
	21
	72.4%

	Publications
	18
	43.9 %
	11
	37.9%

	Support Group
	17
	41.5 %
	0
	0%

	Media (radio, TV, etc)
	17
	41.5 %
	4
	13.8%

	Homestudy classes
	16
	39.0 %
	5
	17.2%

	Exhibits
	16
	39.0 %
	6
	20.7%

	Newsletter Articles
	14
	19.5 %
	13
	44.8%

	Lecture Series
	8
	17.1 %
	6
	20.7%

	Book Club
	7
	17.1 %
	2
	6.9%

	Other*
	7
	17.1 %
	10
	34.5%

	Teleconference / ICN
	1
	2.4%
	1
	3.4

	Total Respondents 
	42
	
	29
	


Forty-two respondents identified educational methods they believed would best reach those they serve.  An overwhelming majority reported that direct educational methods including individual counseling (90.2% of respondents), followed by group classes (80% of respondents) was the most effective method employed.     This was relatively consistent with the percentage of FEPs currently utilizing these methods. 
Respondents also identified support groups as a method that would best reach their clientle.  When comparing this to the FEPs utilizing this method, it was found not to be a method practiced by respondents. 

*Other methods not listed in the categorized responses appearing in the table included:  church groups, a conference for seniors, live theatre performance targeting refugees with oral traditions and low literacy skills, role playing, and simulation.  These last few methods highlight both the importance of and need for providing culturally-sensitive and culturally-appropriate methods of financial education.
· Recommendation:  When developing financial literacy programming, efforts must be made to better match the target population needs with the topics types of methods employed.  Providers must consider the “3 T’s” to put together an effective financial literacy program:  Target Population - Topic of Education – Type of Method.
· Recommendation:  Clientele would benefit from more programs that offered one-on-one counseling whereby participants do not have to already be affiliated with an organization.
· Recommendation: Support groups were viewed as a valuable method for providing financial education.   Since no FEPs reported utilizing this type of method, there are opportunities to work with FEPs to develop a program.
PART IV – DATA SUMMARY
Total number of respondents- 56

No data in either survey- 6

Does not serve quad Cities- 1

Total useable data- 49

Total providing financial education- 29

Total requesting financial education- 20

Total of the above both providing and requesting financial education- 19
Financial Education Providers

Types of financial education provided (check all that apply) 

	Individual counseling 
	 22
	75.9%

	Group classes
	 21
	72.4%

	Newsletter articles
	 13
	44.8%

	Publications
	 11
	37.9%

	Exhibits
	   6
	20.7%

	Lecture series
	   6
	20.7%

	Homestudy classes (including web classes) 
	   5
	17.2%

	Media (radio, TV, etc)
	   4
	13.8%

	Book club
	   2
	  6.9%

	Teleconference/ICN
	   1
	  3.4%

	DVDs
	   1
	  3.4%

	Support group
	   0
	     0%

	Other (please specify)
	 10
	34.5%

	Total respondents
	 29
	


Other responses

 1.  Case workers work with seniors on Medicaid benefits  

 2.  On a case by case basis  

 3.  Does media spots advertising services  

 4.  Facility tours for school children, elementary through college.  

 5.  Homebuyer Counseling and Basic Budgeting  

 6.  Video conferencing  

 7.  Bankers come in to provide role playing  

 8.  We provide one on one counseling to our members.  

 9.  Tradeshows First time home Seminars  

10.  NEFE High School Program  

11.  Primarily we partner with local High Schools  

Content of education (check all that apply) 

	Basic budgeting
	 27
	96.4%

	Credit issues
	 26
	92.9%

	Saving money
	 25
	89.3%

	Banking services (savings accounts, checking accounts, etc.)
	 22
	78.6%

	Debt management
	 22
	78.6%

	Getting organized and recordkeeping
	 20
	71.4%

	Consumer rights and responsibilities
	 19
	67.9%

	Predatory lending
	 17
	60.7%

	Teaching youth about money
	 17
	60.7%

	Homebuyer education
	 15
	53.6%

	Buymanship/comparison shopping/assessing information sources
	 14
	50.0%

	Protecting consumer privacy
	 13
	46.4%

	Planning for retirement
	 12
	42.9%

	Insurance decisions
	 10
	35.7%

	Car purchase/leasing
	   9
	32.1%

	Investing
	   9
	32.1%

	Estate planning
	   7 
	25.0%

	Pre-marital finances
	   5
	17.9%

	Other (please specify)
	   3
	10.7%

	Total respondents
	 28
	


Other responses

1.  Bill payee services  

2.  Depends on the audience. High School & College students we focus on budgeting, savings, building & maintaining a good credit rating. Seniors we focus on Trust Services such as wealth management and portfolio management.  

3.  Entrepreneurship  

Cost of programs 

	Free
	 20
	71.4%

	Varies, depending on program
	   8
	28.6%

	Sliding fee schedule
	   2
	  7.1%

	Donation or honorarium
	   1
	  3.6%

	Total respondents
	 28
	


On average, how often are educational programs available? 

	As requested
	 12
	42.9%

	Monthly
	  6
	21.4%

	Weekly
	  2
	  7.1%

	Quarterly
	  2
	  7.1%

	Other (please specify)
	  6
	21.4%

	Total respondents
	 28
	


Other responses

1.  Twice a year- 12 week program  

2.  1 on 1 counseling available daily  

3.  10 sessions a year  

4.  Varies - As Scheduled  

5.  We conduct our HS presentations in April as part of Credit Awareness Month  

6.  Mostly arranged in cooperation with a school or other community agency  

Length of education 

	Varies with program
	 18
	64.3%

	Multi session series
	   8
	28.6%

	1 to 2 hours
	   2
	  7.1%

	Total respondents
	 28
	


Minimum number of participants requested 

	No minimum
	 21
	75.0%

	10 and under
	   4
	14.3%

	11 or more
	   3
	10.7%

	Total respondents
	 28
	


Target audience (check all that apply) 

	Agency program participants/customers only
	 18
	64.3%

	Available to the public
	 14
	50.0%

	Families with limited resources (low moderate)
	 13
	46.4%

	Youth
	 13
	46.4%

	Senior citizens
	 12
	42.9%

	Young families
	 10 
	35.7%

	New immigrants/refugees
	   6
	21.4%

	ESL audiences
	   4
	14.3%

	Other (please specify)
	   5
	17.9%

	Total respondents
	 28
	


Other responses

1.  Available to individual business, industry or agencies by contract  

2.  Individuals with disabilities  

3.  Minority business owners  

4.  Hispanic community  

5.  Other people living in JLCS housing (genral public welcome too)  

  Languages offered (please check all that apply) 

	English
	 28
	100%

	Spanish
	 12
	42.9%

	Other (please list)
	  4
	14.3%

	Total respondents 
	 28
	


Other responses

1.  Can provide translation services for any language  

2.  Some sign language  

3.  Spanish language handouts for some publications and website: http://www.urbanext.uiuc.edu/  

4.  Chinese  

Are you a non-profit organization? 

	Yes
	 24
	85.7%

	No
	  4
	14.3%

	Total
	 28
	


Availability of programs (please check all that apply) 

	Weekdays
	 20
	71.4%

	Depends on request
	 17 
	60.7%

	Weeknights
	 13
	46.4%

	Weekends
	 10
	35.7%

	Total respondents 
	 28
	


Credentials of educators (please check all that apply) 

	College degree 
	 21
	75.0%

	Certified Financial Planner
	   8
	28.6%

	Other Financial Certifications
	   8
	28.6%

	Other credentials
	   1
	  3.6%

	Other (please specify)
	 14
	50.0%

	Total respondents 
	 28
	


Other responses

  1.  Certification requirements are determined by our advisory committee made up of bankers, lawyers, and financial planners.  

  2.  Insurance counselors  

  3.  Volunteers who do teaching have a financial backgroud  

  4.  Guest speakers are lenders. Does not know their education background  

  5.  Certified credit counselor  

  6.  Foreclosure prevention specialist Insurance brokers  

  7.  Credit Counselor Homeownership Trainer  

  8.  Certified Homebuyer Counselor  

  9.  Varies with instructor  

10.  Certified in home buyer's education  

11.  Experts of topic requested  

12.  Budget couseling training  

13.  HHC,HCCP,Neigborhood Reinvestment, National Community Reinvestment Coalition  

14.  Our members work in the credit industry and speak first hand of how to use credit wisely  

Are your education services provided in conjunction with a proprietary product or service? 

	Yes
	  6
	21.4%

	 No
	 22
	78.6%

	 Total
	 28
	


Financial Education Requests

Primary financial issues facing the individuals and families you serve: 

(Check all that apply) 

	Limited income  
	36
	87.8%

	Mis-use of credit/lack of credit
	35
	85.4%

	Unplanned expenses

	35
	85.4%

	Late payment of bills

	31
	75.6%

	Non payment of bills 
	31
	75.6%

	Use of subprime or payday lending services/rent to own outlets 
	27
	65.9%

	Non-use of financial institutions  
	25
	61.0%

	Saving and investing decisions 
	24
	58.5%

	Making insurance choices  
	15
	36.6%

	Other
	11
	26.8%

	Total respondents
	41
	


Other responses 

  1. Family lack of financial maturity  

  2.  Fraud against seniors through theft of credit card applications sent through the mail.  

  3.  Seniors- Medicaid  

  4.  Planning for long term care; Medicaid issues  

  5.  Saving money  

  6.  Excess spending over obligation  

  7.  Limited credit history due to newness in country  

  8.  Child support issues  

  9.  We offer limited financial education, but not on a wide scale basis  

10.  unprepared for college costs  

11.  Our focus is on youth and helping them develop skills to be positive, productive workers as they become adults.  

List the educational method(s) that would best reach those you serve: 

(Check all that apply.) 

	Individual counseling
	37
	90.2%

	Group classes
	33
	80.5%

	Publications
	18
	43.9%

	Support group
	17
	41.5%

	Media (radio, TV, etc)
	17
	41.5%

	Homestudy classes (including web classes)
	16
	39.0%

	Exhibits
	16
	39.0%

	Newsletter articles
	14
	34.1%

	DVDs
	  8
	19.5%

	Lecture series
	  8
	19.5%

	Book club
	  7
	17.1%

	Other
	  7
	17.1%

	Teleconference/ICN
	  1
	  2.4%

	Total respondents
	42
	


Other responses

1.  One time only seminar  

2.  Church groups  

3.  A conference for seniors  

4.  Live theatre performance. Many refugees come from oral traditions or low literacy skills and live performance is an effective tool.  

5.  Hands on role playing  

6.  Classes held in local shelters  

7.  Our JA Learning Lab is set up for a hands on simulation for seeing how a city works with participants running a business for the day as a culminating activity after curriculum which teaches a variety of lessons on economics. An additional simulation at the JA Learning Lab is a personal budgeting simulation.  

Financial topics of most benefit to those you serve: 

(Check all that apply) 

	Basic budgeting
	 41
	100%

	Credit issues
	 40
	97.6%

	Saving money
	 38
	92.7%

	Debt management
	 36
	87.8%

	Banking services (savings accounts, checking accounts, etc.)
	 35
	85.4%

	Predatory lending
	 32
	78.0%

	Getting organized/recordkeeping
	 31 
	75.6%

	Teaching youth about money
	 31  
	75.6%

	Consumer rights and responsibilities
	 28
	68.3%

	Buymanship/comparison shopping/assessing information sources
	 26
	63.4%

	Home buyer education
	 25 
	61.0%

	Protecting consumer privacy
	 25
	61.0%

	Car purchase/leasing
	 24
	58.5%

	Shopping for food
	 23 
	56.1%

	Insurance decisions
	 20
	48..8%

	Planning for retirement
	 17
	41.5%

	Pre marital finances
	 16
	39.0%

	Investing
	 14
	34.1%

	Estate planning
	 13
	31.7%

	Other
	   4
	  9.8%

	Total respondents
	 41
	


Other responses

1.  Reverse mortgages  

2.  Dealing with the financial pressure from home country to send money abroad to support those back home.  

3.  Preparing/ saving for college  

4.  Teaching the concept of pay yourself first   

Anticipated number of participants 

	Less than 10
	  8
	19.5%

	10 to 20
	  6
	14.6%

	21 to 50
	  6
	14.6%

	51 or more
	 21
	51.2%

	Total respondents
	 41
	


Do you have any funding available to pay a fee for financial education? 

	No funding can be provided
	 26
	63.4%

	If yes, describe below
	 11
	26.8%

	Payment of educator fee
	   2   
	  4.9%

	Other
	 17
	41.5%

	Total respondents
	 41
	


Other responses

  1.  Can address the cost of copies for youth materials. No funds for adults.  

  2.  If the sessions were opened up to include the adult children of seniors, may be able to access some funds to pay.  

  3.  We would have to look at the cost before deciding whether funding would be available  

  4.  If training was for staff, an in service, a small fee may be available for a speaker  

  5.  Could possible pay a fee to cover materials  

  6.  Grant money small amount to train the trainer  

  7.  Not yet - may be able to find some  

  8.  Can fund possibly through fundraising  

  9.  We could budget for this in our marketing/education budget.  

10.  The SCHC does not directly support the homebuyers education but does provide monies for the down payment assistance that graduates of such a program receive,  

11.  Small fee  

12.  On a case by case basis  

13.  Supportive services dollars through Low income Housing Tax Credit  

14.  Minimal funds  

15.  Our group compiles the presentation and volunteers from our organization do the presentations.  

16.  Many of our services are provided to schools for no fee with us raising the money to cover the costs.  

17.  Small fee may be made   

Location preference: 

	At our location (meeting room available)
	 21
	51.2%

	At the educator's location
	   5
	12.2%

	Other
	 15
	36.6%

	Total respondents
	 41
	


Other responses

  1.  Did not identify a site.  

  2.  Local church or library  

  3.  MLK Center or some place with accessible and convenient parking  

  4.  Did not identify  

  5.  Some place close like the MLK Center or a housing project community  

  6.  Cesar Chavez Center 517 Fillmore St Davenport Iowa  

  7.  We conduct our own training  

  8.  Did not mention specific site, but somewhere that respects the confidentiality of clients  

  9.  Did not mention a specific site  

10.  Location here or close to vicinity for attendance. Some walk in on foot and are unable to travel very far. 

11.  Place of work, schools, churches  

12.  United Neighbors, Incorporated  

13.  Various member churches' facilities  

14.  Most of programs involve a community volunteer going into the school classroom and teaching lessons provided by JA.  

15.  A community center   

Audience for financial education classes: (Check all that apply) 

	Adults
	 37
	90.2%

	Teens
	 24
	58.5%

	Young families
	 21
	51.2%

	New immigrants/refugees
	 17
	41.5%

	ESL audiences

	 15
	36.6%

	Special needs audience: mental challenges, incarcerated, etc.
	 13
	31.7%

	Children
	 12
	29.3%

	Elderly

	 10
	24.4%

	Other
	   2
	  4.9%

	Total respondents
	 41
	


Other responses

1.  Particularly those elderly who do not qualify for social security benefit  

2.  People on fixed income  

Other survey comments

1.  If any classes are offered to seniors, it would be more successful if food were offered as part of the package. Events offering snacks or a light breakfast are more successful. 

2.  Glad to see such a survey- there is a need.  

3.  MVNHS will be staring post purchase classes - keeping the dream alive  

4.  This survey will be a great resource. CHC clients would be better off, in some cases, if they were required to have payees -- for those who receive govt. funds, because they are easily preyed upon.  

5.  Glad to participate in the survey, because there is a great need and the community could benefit from additional education services.  

6.  QCI appreciates the process and thinks there is a great need for financial education.  

7.  One person commented that they were very excited to see this survey happening.  

8.  Our primary focus has been on High School juniors and seniors.   
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