[bookmark: _GoBack][image: Y:\Savings & Financial Security\IDAs\AFI Capacity Building\Virtual Convenings\AFI_Logo.jpg]

“Tools for Success” webinars for Assets for Independence grantees:

Building IDA Participant’s Financial Savvy

Thursday, February 20th, 2014 
12:30 – 1:30 p.m. PST / 3:30 – 4:30 p.m. EST


Dominique Derbigny: Hello, everyone and welcome to our webinar, Building IDA Participant’s Financial Savvy. This webinar is the next in our series of “Tools for Success” webinars designed for Assets for Independence grantees and sub-grantees. This is the final in a three-part series of webinars focused specifically on financial education. My name is Dominique Derbigny and I’d like to welcome you to our conversation today. 

Before we start today’s presentation, I’d like to begin with a few housekeeping items. If you’re having trouble dialing in, you can listen through your computer by using your speakers or connecting to a headset. If you’re having technical difficulties such as connecting to the visual portion of the webinar, send us an email and we’ll send you the PowerPoint presentation as an attachment so that you can follow along. The email is tmurphy@cfed.org. 

Today’s webinar is being recorded so you’ll be able to review it on-demand, you will receive a follow up email in a week or two with details on how to access the recording. We will also send a copy of the PowerPoint presentation that is being used today. We have a number of participants today so your phone lines have been muted to ensure sound quality. We do encourage you to send questions at any time during this presentation by using the questions box in your GoToWebinar Control Panel on the side of your screen. We will try to answer as many of your questions as we can after the presentation. 

Our presenter for today’s conversation is Denise DeVaan. She works with the AFI Resource Center and has more than 15 years of experience in the asset-building field. We also have two guest speakers today: Scott Bennett from the Utah IDA Network, State Director for the AAA Fair Credit Foundation, and Shawna Thompson, Financial Wellness Manager with Emerge Community Development. And this is me, I’m Dominique Derbigny and I work for the AFI Resource Center. The AFI Resource Center provides training and technical assistance to AFI grantees, their project partners, and other organizations that are providing asset-building services across the nation. 

I’d like to quickly go over today’s objectives. We’d like to focus on connecting the importance of financial education to AFI IDA programs, show available resources to enhance and expand your financial education services to participants, and engage current practitioners in showing how to address budget, cash, credit, debt, savings, consumer protection topics, and pulling credit reports. Practitioners will emphasize lessons learned. And with that, I’m going to turn it over to Denise DeVaan to start the presentation.

Denise DeVaan: Thank you so much, Dominique, and I’m thrilled to be able to be with Scott and Shawna who are two of the finest practitioners in the field today. So financial education – I’m guessing that most of us on the call today know why financial education is so important. In my role now nationally and it’s been this way for a few years, I’ve had the privilege of hearing from projects all over the country. Many of them describe something like the saver – the person who puts and finds savings to deposit that’s matched for one of those three allowable uses in AFI – has a sparkplug or a light or something that goes off, that “Aha!” moment once they learn the different pieces of financial literacy and increase their financial knowledge and have very practical, can-do actions that they can take to create more stability in the budget and to find room for savings and to tackle debt, etc. So, financial literacy knowledge and financial literacy education is critical to this asset-building work. 

What does AFI require? In the law it says that we, the practitioners and grantees, must assist participants to acquire the knowledge and skills necessary to achieve economic self-sufficiency – the knowledge and the skills. Typically, AFI grantees will provide financial education classes, it may be followed up with coaching, but they also provide specific asset-building education. For example, first-time homebuyer classes, how to begin a business and business planning classes, how to get the most out of higher education, a degree program, etc. 

Financial education is important because of this issue we’re going to tackle today. We are going to talk very practically today about budgets, about budgeting, about cash, about savings, credit, debt, consumer protection. These elements, these pieces of knowledge are critical for an AFI saver to be able to make those deposits and get an asset purchase. And, of course, financial stability – being able to pay bills on time, having manageable debt, having some emergency savings – financial education helps out with all of that, too. 

It’s important for you to know, if you do not already know, that on the IDA resources at acf.hhs.gov, there are many toolkits and guides, there’s recorded webinars, there’s e-learning modules, there’s official links to AFI reports, and there’s a live help desk.

Here it is, this is what the IDA resources website looks like. There’s a tab that says “financial education” – you can see it on the left hand side. So go into that tab and there’s a lot there.

Now today, let’s get into the heart of what we want to do. We really want to ask each of you to think about your own experience, many of you who are on the line today have a lot of experience and can offer some insight and so we welcome that from you. Today we’re going to focus on the budget and the balance sheet. We’re going to focus on cash and credit and debt and savings. And we’re going to focus on consumer protection issues and the resources at your disposal to tackle those or to offer those to the people with whom you work. 

It is my privilege, again, that Scott and Shawna are both here. It’s important to say that they are both AFI grantees. Shawna is a sub-grantee – Emerge is a workforce center and works with a very diverse population – and is a sub-grantee under the statewide FAIM IDA network project. And, of course, Scott is in Utah and also provides IDAs statewide but it is a single grantee. So, welcome to you, Scott and Shawna. 

The way we’re going to do this is, I have a series of questions I’m going to ask you and I want to ask you to respond to those to the best of your ability.  And if one of you has covered something that the other would cover, just say, he/she has already tackled that – we can move on. We want to ask you kind of practically: How do you screen for the AFI IDA Savers to make sure you are enrolling people who are really ready to save? So, “how do you screen?” number one. Let’s answer that first and then the second thing I want to ask you is, can you describe the very diverse backgrounds of the savers, the people that you work with? They have very diverse backgrounds and there’s something about their lives, something about their experiences that affects how they manage money. 

Would you start first, Scott? You guys have got some lessons that you have learned from being in this field for a long time. 

Scott Bennett: Hi, well yes. The way that we screen people into our program is that, we first require that they take the financial education course before they even get into the program, because we want them to shine light on their own finances before they even embark on this undertaking. After taking the financial education course, we allow them to apply to the program. We determine whether or not they are eligible for the program before we allow them to start saving because it gives us the opportunity – they’re giving us the financial documents required to determine eligibility – that gives us the opportunity then to screen their finances and really see, looking at their budget, comparing them to their actual bank statements and maybe credit card statements and looking at their credit report to see what they’re looking at. What types of steps do they have to take before they may delay their ability to use their IDA fund? So if they’re saving for a house, they would need to be credit-ready to a certain extent. To answer the second question, in Utah we have a couple different populations here that – obviously for the religious background, there’s a high population of Mormons here and so that does bring certain priorities to spending with tithing being of huge importance to them. We also do have a large Hispanic population as well as a large refugee population, because we are a resettlement location. Speaking to these groups, you want the information to be as applicable as possible but especially with language barriers with the refugee group, it can bring up some special challenges. 

Denise DeVaan: Thanks so much, Scott. And I think the word you used was “tithing.” That tithing is very important to persons of the Mormon faith and that’s part of the budget process. 

Shawna, how about for you? How do you screen?

Shawna Thompson: Sure, good afternoon, everybody. The way we screen our IDA savers:  we start by getting the application and then what we call a “combined financial assessment” which gives us a budget, a balance sheet, and a credit report for each client. So I’m able to look through all of those documents and see where folks are at, if they meet the eligibility. And then I do a short interview with folks over the phone to get an idea of what their goals are, if they’re already saving to see if saving is a current habit or if it is something they are going to be picking up on – try to ask all those questions up front. For small business, there’s a different set of questions. I usually want to know how far along they are in the business process – are they just starting out? Do they have their name already? What type of help will they need? For homeownership, it is very similar to what Scott said. We want to make sure that the person is ready or that the road that they have to take will get them ready by the end of the two-year savings period that they’re allowed. 

In terms of the types of backgrounds that we work with here at Emerge in north Minneapolis, we have a very diverse group of folks that we’re working with. About 85 % of our population is African-American. We are in one of them most economically depressed areas of the Twin Cities. About half of the folks we’re working with are coming straight out of prison or have a criminal background within the past two years. And everybody is low-income. So, in terms of the differences in the way that savers manage money here with the populations that we’re serving, I would say that 90 % of the folks are working in a cash economy. Many folks are unbanked in the beginning of the process so, that is a very different economy that folks are working in. 

Denise DeVaan: That’s great, both of you, thank you so much – just fabulous. And again, questions may come from those of you who are on the line, just hold those and I want to say that both Scott and Shawna represent different waves of managing at the local level, which is local decision-making and local control, so that’s fabulous. And many of you may have different ways that you screen and we welcome your thoughts about that. 

Now on the next slide, I want to zero in on financial education. There are so many ways in which financial education can be done. I want you to look at these questions, Shawna, and let’s start with you first. How many classes do you require and all they all in person? How big are your classes? Do you have non-AFI savers there or not? What’s the order of the topics you cover and why? And if you could just give us an example or two of the interactive approaches you use, and do you use any online calculators – just those kinds of practical things. Shawna, could you take this one first, please?

Shawna Thompson: Sure, absolutely. For us we have four classes required – it’s 12 hours of financial education that they have to take. We require that they take the classes prior to utilizing any of the money in the IDA for their asset. Typically, classes are no more than 15 people – we try to keep the class size pretty intimate. We try to make as much learning amongst classmates as possible, try to keep the class sizes small. We do actually have non-AFI IDA savers that participate in the classes because our classes are open to the community as well. We do get a real robust conversation going many times for that purpose, so it’s kind of nice to open it up that way. 
The order of the topics that we deliver: we start – I think the order chose each class builds on the next class. So we start with budgeting and savings – so that’s usually the first class. The focus is really how to budget your money and then also create savings if you don’t currently have one. The second class is reducing debt and building assets which leads up to the third class which is building a good credit rating. So, that’s looking at what does the credit report look like? What’s the credit score? What makes it go up? What makes it go down? And that’s where folks get a copy of their credit reports. The fourth class is consumer protection and financial institutions – so that’s kind of the order, there. 

In terms of approaches that we use, we use a lot of different approaches. Again, we have a very diverse population that we’re working with and we’ve got to keep it fresh and keep the class interactive and fun. So we do use a lot of videos, we use games, we have different exercises for folks, we have toys in class that people can play with, we’ll try to have snacks if we can – so we try to keep it interactive for folks. There is an online calculator that I use a lot. It’s at the “powerpay.org” website. That is one thing that we actually do in class. It’s a great way for folks to learn about the “power pay” method that snowballs debt away and it’s really easy to use so we do that. It lets you calculate debt without power payments and with power payments so you can see the difference in time and interest and principle if you weren’t powerpaying vs. if you are – so that is one tool that we use.

Denise DeVaan: That’s great Shawna, thank you so much. Very thoughtful. Scott, how about for yourself? Could you tackle these questions from your perspective in Utah?

Scott Bennett: Yeah, sounds good. So in our situation, we require – and this is the same since it is statewide program, we can only teach so many classes with the amount of staff we have so we use a lot of community partners to teach throughout the state at different locations – so we do require in-person attendance for the financial education course. And in our case, we require 8 hours of financial education and it can be split up in different ways depending on how the instructor wants to do it. If you’re going to hold a class on let’s say, weekday evenings, maybe limiting it to a 2 – 2.5 hours a class vs. we also teach classes on say, Saturdays, we’ll split the course into two chunks of 4 hours. But we usually just try to find ways to vary it up so that we’re hitting as many people as possible. And whatever the community partner finds effective for hitting their particular audience. 

We try to keep the classes fairly small. We don’t like classes that are large, auditorium style – you know, 50 +, we don’t prefer those. Our ideal size is about 25 people in a class because if you get a little smaller than that, it almost feels too personal and it’s hard to get people to participate in the class because they feel too targeted sometimes. But then when you get on the other end, too big of a class, people just don’t feel like participating at all, they just sit back and try to listen, I guess. So it takes extra effort with activities to engage them and what not. 

The order of the topics – we try to teach them in a kind of specific order because we feel like they build off of each other. We start with just spending priorities and the emotions of spending. And then we get into goal-setting so then people know they’re motivations, and what they’re putting all this effort into. Then we get into budgeting, then evaluating their spending, then we talk about saving. and then payments strategies and debt management. And then building their credit. And lastly, we get into consumer protection and identity theft conversations. Make sure we round out all the topics. 

During the classes we also bring in a lot of different things: we bring in videos, try to splash as much humor in as possible because financial education can be very boring, so we’ll watch clips, like the “don’t buy stuff you can’t afford” clips from Saturday Night Live – love having that in the classes because it’s pretty accurate to how people treat their finances these days. Another video we use is “The Office:” the episode where Michael is claiming bankruptcy – just a fun little comedy in there. But otherwise we do have interactive activities like creating a budget. I have a fake budget that has some line items that we then discuss after they create the budget using this information I’ve given them. That would be very similar to them actually creating their own budget where you look at your own bank statement and look at your credit card statements or what not. Then look at your own spending and put it in a budget. So we go through that activity and then afterwards start giving them different situations, “So you’ve made more money – now what options do you have? Okay, you’ve lost your job. What adjustments do you have to make?” So that they can see it from different aspects – they don’t actually have to have experienced these but it gives them a way to see how they can adjust budgets here and there.

Then, the online calculators: we don’t really have a specific calculator we use. Some of the resources we give out to people to a specific need but the one that we hand out most is our budget. On our budget, there’s a specific tab - like an inventory sheet – where they write down all their different debts if that’s something they need to tackle. We provide them with that electronic budget so that they can start budgeting since they’ve never done it before. So that’s the way that we look at it. 

Dominique Derbigny: So Denise may be having technical difficulties, so I’ll go on to the next slide. The next slide if focusing on teaching budgeting. She’s got some questions here for each of you. So, Scott, why don’t you start off. When you teach about budgeting, where do you begin? How do you help savers find savings in the spending plan? And then, do you connect the EITC and other state credits to saving, spending, or debt issues? 

Scott Bennett: Okay yeah, this kind of relates to what I was just talking about on the last slide. Budgeting is key to this conversation. They need to see it on paper. A lot of people just think that they’ll just make it work – but then they can’t put it down on paper. When you see what can be done, what adjustments can be done when they actually see what it’s like on paper, then that really opens up their ability to make adjustments on their spending. So, first thing, they’ll create a budget and we’ll often get a budget from them that is very basic estimates and that doesn’t do any good. We want actual budgets. We require them to create an accurate budget. So we’ll have them grab their bank statements, grab their credit card statements, or if they do it by cash – for a week or two they write everything they spend their money on. So then they can put it accurately into the budget so they can really see their spending. At that point, we can make adjustments. So okay, they’re spending a lot in, say, eating out. Right now, their budget is zeroed out – they’re just able to afford what they’re doing. Well that gives us the ability once we see it to walk them through, since they’re the ones that ultimately have to make the decision because they’re the ones that are going to have to make the effort to actually find that savings and find what things can they cut back on to increase how much they can save per month to make sure that they can afford their monthly savings amounts. 

In the case of EITC and state credits, we don’t allow our savers to deposit lump sums into their accounts. Some groups will allow them to do that, to put their whole tax return into their IDA account – we require a monthly savings amount, where they have to save exactly the same amount per month the whole time during the program. So what we recommend is if they use the EITC tax credit to pay down debt, to free up a little cash – if they’re able to pay off a debt now they have more money that they’re not putting towards that debt – so it can free up money to save. Otherwise, we recommend creating an emergency savings account if they haven’t done that before because then that’s going to give them the ability to protect their IDA account, because we don’t want them possibly raiding their savings amount just to pay off an emergency bill because they didn’t create that emergency savings.

Denise DeVaan: Scott, this is great.  Could you look up at the budget that we have up on the screen for you now. This is the budget that you use. Talk about the tabs at the bottom and when you’re ready we can move to the next page. 

Scott Bennett: Okay, yeah so this – what you see on the screen – that is our budget that we give to people and we give them this electronic copy and if they’re having problems – they don’t have Excel or something – we can give them a paper copy of this or I can turn it into a PDF, so that way we’re getting everybody, because we do require this. As you can see, this is a very general, base budget that has a lot of lines in there that maybe don’t pertain to them – so that everyone can go in there and start this budget. But we start off of the top. First we need to figure our their income or any money that is coming in – maybe government benefits, if they’re getting food stamps they need to include this. They can’t just say “I use $300 of food stamps to pay for groceries and don’t use any money out of pocket” – it still needs to be in there because as their income increases, they’ll lose their food stamps and their grocery bill should still be there, it’s not like they’re going to stop eating because they’re off of food stamps. So we try to make sure that everything possible is on their budget. Once the income and that section is filled out, then we start going into the expenses. We start with the big line items, so we’ve got rent and mortgage and any cost that go along with that through utilities or if they have a car payment or what not. If insurance doesn’t get automatically taken out of their paycheck, we make we write it down because these are again, expenses that come out every month or even just periodically, we help them out with estimating it. If it’s something they pay every six months, maybe divide that full amount by six, so they know what the monthly effect on their budget would be. And then there’s the debt payment sections there at the bottom so, we’ve had people submit budgets before where they just put something like $400 for debt payments and that’s because they put everything on their credit card – well that’s not accurate. We want all the expenses to be listed on there. That section on debt payments means what your paying in addition to your monthly expenses.  If you’re paying down your credit card or paying down your student loans or payday loan or collections – all those lines should be in there so they can see how much they’re paying per month. 

Then if you go to the next slide, we get into the rest of the expenses. This would be the backside of the budget. Now we get into what type of housing costs there are and eating out and groceries and any recreational expenses. In our case, we give that section off to the right, you can see that middle column gives them the ability to put in the numbers. And then that calculates all that for them so they don’t have to do the math because last time I’ve actually totaled something out by hand, it’s been a long time.  On the right side too, they can put in notes so they can remember, okay groceries are paid for with food stamps so that note can be on the side. Or on the first side with government benefits, that would be where they write, maybe, food stamps or SSDI. You know, you have a good picture of what is going on. But then what you notice there circled in the middle is IDA savings deposit. Before they get in the program we want them to see what the effect is going to be of them having a monthly deposit. So in this case, if they want to save $50 a month, they need to put that in there. And at the end, once it calculates up, you see it down below – total net income and total expenses and the amount left. With income versus expenses, if they’re in the negative, we need to talk to them about, okay what adjustments need to be made to make sure they're able to afford this monthly deposit because it’s going to be cut out of their ability to spend. 

Denise DeVaan: Very nice, Scott. Could we have you move onto the next one, which is how you have them list their debts and what the percentage of income is.

Scott Bennett: Yeah, so this right here – a lot of people that come in, we do see a lot of debt issues with our program, because we also have credit counselors on the other side of our full organization. So we see a lot of debt issues, and this give them the ability – it’s just a simple inventory – so they can write down, so they can apply that to that snowball effect so they can prioritize which one they want most and make sure they’re making the minimum payments on time every month because they need to put the dates in and they can decide which ones they want to attack first by putting that extra amount in per month. 

Then on the next slide, you can see the recommended percentages by category and this pulls from the first two pages of the budget, so it goes into what they’re spending their money on and pairs that with what the recommended percentages are. So they can say, “Alright, I need to cut back, maybe I’m spending too much money on my mortgage or my rent – my housing costs are a little too high so I need to cut back maybe there.” This gives you a good visualization of sections, based on recommended percentages, I’m spending a little too much and maybe that’s where I need to be reducing my expenses. 

Denise DeVaan: Great Scott, thank you so much. And Shawna, we’re going to turn to you next. On this next slide, this is Shawna’s budget. Shawna, could you talk about how you manage this, please?

Shawna Thompson: Yeah, absolutely. Scott, thank you, that’s a great tool. Just to save time, many of his comments I would echo, in terms of how we use our budget. The format is a little bit different and it does auto-calculate – I love those auto-calculating guidelines at the end there, Scott. But in terms of our budget, we have a lot of the same line items that are broken down into a lot of the same types of categories. When we teach budgeting, with our population it’s really important to be mindful of the pay frequency. A lot of our folks are getting paid every week if they’re not getting paid every two weeks, so while this budget is a great placeholder for the monthly expenses, it really works best for us to break it down by pay period in terms of what they have coming in per pay period and how we can plan per pay period to meet those monthly goals. The savings is a big piece of that. Of course, we want people to plan for that right off the bat. We don’t want people waiting until the end to see if there’s money to save, but to be planning for it initially right in the beginning when they first get paid. 

On the next slide, you can see the end of the form. It auto-calculates the same types of things, there. It’s got the total monthly expenses, the net income, and then what their savings target is. That’s where we’ll calculate that piece for clients. In terms of the EITC, EMERGE – my organization – is also a volunteer income tax assistance site, so many of our IDA clients do get their taxes prepared for free here. And with that, they all do come in for a one-on-one meeting at tax-time with their financial coach just to revisit goals and see how the tax refunds, the EITC, can help them either get caught up on debt or meet a goal that they might have or maybe it’s even just to have a nice dinner out with their family. So we do connect that back in a very big way. 

Denise DeVaan: Great, Shawna Thank you so much. So, both of these are fabulous approaches and I think our listeners heard a lot about practical tips. Now the balance sheet…

Shawna Thompson: Yeah, again, it’s pretty basic. Here at the top of this slide you can see we’ve got all of our assets listed and we just put the value of those items there. And then the second half, you can see the beginning of here and then on the next slide, you can see folks have a chance to put in all of their debts, which a lot of the times is calculated right off of the credit report because clients know that they might have some debts but they aren’t always sure what they are. On the next slide, you can see it auto-calculates there at the bottom: the total assets, the total liabilities, and it gives them what their net worth is. In our organization we’re able to track changes in that income and net worth over time. So, we talk about that with clients. We’re able to say, here’s your net worth today and as they’re paying things off, we can refer back to this and make the changes and say, here’s where you’re at today, and they can see that growth.

Denise DeVaan: Cool, very cool. Now we’re going to switch gears. Thanks, to both of you. Now we’re going to switch gears about credit. I want to ask both of you, how is it practical that you manage the pulling of the credit report and once that credit report is pulled, how do you work with savers to correct what’s on it? So, practical tips. Scott, would you start, please?

Scott Bennett: Ok, so with our organization, during the financial education course, we do recommend that they pull their credit report through AnnualCreditReport.com and we want them to get in the habit of doing this as often as possible. We even recommend spreading it out every four months so they can keep on top of their credit. But most of them have never done this before so this is a requirement that we have , that they pull their credit as part of the application process. And then once they’ve pulled it, they begin the process and if they have any difficulties with it we’ll give them tips. If there are issues they may run into, they may have to mail away for it, if they’re not able to just answer the questions online. Hopefully, they’ll get a response back from the site that said how to do it but otherwise, we'll talk them through it. We want them to get in the habit of doing it themselves because we want them to continue to do this down the road. Once it’s pulled, if they get the electronic copy they’ll send it to us, if it’s someone locally, they’ll come in and sit down and talk with us and we'll go over their budget and credit report with them. If they have any issues it, if it’s just an inconsistency, we teach them how to dispute things – something they just need to work on cleaning up their credit, we’ll give them tips. If it’s bad enough, if they have some really bad credit items, then what we’ll do is we have a credit counseling department within our full organization and if it’s bad enough we’ll forward them over to them to get that really intense, one-on-one assistance that also gives them the follow up, too.  So they are going to contact them regularly to make sure they’re taking the steps that we talked about. 

Denise DeVaan: Great, super. Shawna, how about for you guys? 

Shawna Thompson: Yeah, for us lot of the things I would echo the same as what Scott said as well. Our pulling process is a little bit different and our financial education classes, being that we pull the credit report in advance through our bureau partner. And we bring them to the class, we go through the class, and at the end of class, once everyone has learned all the information – we learned that one the hard way, we used to give them out in the beginning but they were so mesmerized by their credit report that they couldn’t focus on the class – so now we give them out at the end. We’re more able to do a short one-on-one with them to review the credit report and then if there are issues that need to handled, most people from the class will move directly into one-on-one financial coaching. And our coaches here are able to assist with most of the credit building pieces. So, we can do disputes directly with the bureaus and help them create payment plans for debt or collections or things like that. Also, if there is a high high amount of debt, we do have a partner in town that can do debt management plans if that would be needed. So, once the credit report is pulled, we typically work with them in a one-on-one fashion to work on all the issues that are there.

Denise DeVaan: Now a quick follow-up question for each of you: Do you think that, on average, the folks that you work with, do they know that they need to pull a credit report? Do they know why the credit report is so important? Do you think?

Shawna Thompson: Yeah it is a requirement part of the IDA application so they do know that a credit report is going to be pulled. I think a good majority of folks don’t understand and don’t know. They learn it in the classes and they become comfortable with it. I think sometimes they’re scared to pull it. And a lot of times, what they find is what's there is actually not as bad as they might have thought. I mean, there are those other instances but most of the times it’s not nearly as bad as most people whip it up to be. 

Denise DeVaan: Thanks, Shawna. How about for you, Scott? Anything else you’d offer on that or not?

Scott Bennett: Yeah, I agree. Most people, and not even just our population, most people have no idea what’s on their credit report, most of them don’t pull their credit report. And so a lot of times, we just have to explain to them: why. And that's part of what, in our financial education courses,  talking to them in the debt and credit sections, explaining to them what’s the effect of having bad credit, how much does that cost them. And so we explain to them why it is so important that t hey have good credit or at least getting it out there so people understand they should have good credit, but they don't get what it actually means to update and keep their credit report absolutely as clean as possible. Not just make sure it’s done, but make sure it’s error free because they might actually have a worse score because something that is actually not their own. And so disputing it, making sure they understand what that means and why it’s so important and that they need to go in there and do that. But yeah, most people that come into our program, that have come to our classes, have never pulled their credit reports before. 

Denise DeVaan: Thank you, Scott. So, the landlord, the employer, the auto-insurance – all those folks will often look at the credit report. So next slide, please. 

The Consumer Financial Protection Bureau, created in the Dodd Frank Act, has an area that we’re going to look at in a minute, where anybody – a practioner, a saver, any consumer – can submit a complaint.  And since July 2013, 14,000 complaints have been submitted. And if you look at the left-hand side, 72% of them had incorrect information on their credit report, and there’s a whole lot more you can learn about this if you’re interested. At the bottom, there’s a report by the Consumer Financial Protection Bureau. And I also want to point out, 3% credit monitoring or identity protection. So let’s move on to the next slide, please.

So we’re going to get into some consumer protection issues. We’re going to have to do it fairly briefly. But I want to ask each of you, what are the common types of consumer protection issues that come up for each of you? And Shawna, could you go first, please?

Shawna Thompson: Yeah, absolutely. I would say the top two things that we experience are identity theft – well I guess they’re both a form of identity theft – identity theft by way of documents and ID being stolen and then also identity theft via the tax returns. So somebody’s tax return has been filed using their social security number, but it wasn’t them who did it. So those are the number two things, but don’t get in the way of opening up an IDA account.

Denise DeVaan: They don't, for you? Ok. How about for you, Scott?

Scott Bennett: In our case, the ones we run into would be the same as Shawna. Identity theft can be an issue because they can have a lot of things are their credit report that are not actually theirs but as a result it is still affecting their credit, say if they’re saving for a house, and credit is obviously big for that one. We might have to work with them because if we can’t get these things taken off and they’re not able to qualify for a home loan, then we’ll have issues with them actually being able to successfully use the funds. So it doesn’t mean we won’t let them in the program but sometimes, depending on the severity, we might have to do some work beforehand, but at that point we’d try to help them and guide them through the process by at least contacting maybe the attorney general’s office and at least going through all those steps that they have to to clean those up. Some of the issues that definitely get in the way of opening accounts would be debt through identity theft or debt of their own. They get put on check systems and as a result, they can’t actually open up an account. We have some ability to do work-arounds where we get them to open up accounts even if they’re on check systems as long as it’s not fraud or something like that. But at the same time, we still, we try to use this as a motivation reason for them to take care of these steps, to get themselves off of check systems. A lot of the steps we have in the IDA program are built around trying to get them to do things they should be doing anyway, but maybe haven’t had the motivation. This might be the reason for them getting off the check system because that’s how they’re getting in the IDA program. So while we can work around, we sometimes try not to so we can get them to do these steps that they should and we give them the information they need to get that all cleared up. 

Denise DeVaan: Scott, you mentioned a couple of times – not now but before – another example of identity theft is around medical issues, where information is stolen to get treatment and also that sometimes when people are in the check systems they owe money to another bank. Can you just briefly speak on those two?

Scott Bennett: Well with the check systems one, usually when they get on it it’s because they owe money to a bank – maybe they over-drafted their account and never brought it right so as a result they owe money to another bank and that’s one of the most common reasons why they’re on check systems. So one they get that debt cleared out or they at least start making payments on it, the other bank that they owe money to will write back and say now they’re at least taking care of this and they can show that to the bank and open up an account. So that’s something that we work with them to get going. In the case of the identity theft for medical reasons, we've had a couple instances where someone steals their identity to get healthcare. And as a result, they can cause a lot of problems. There was an individual that got in a car accident and they pulled up his medical history and saw he was a diabetic and they started treating him like a diabetic and they find out he’s actually not diabetic. And it was someone who stole his information that was diabetic so that information got put on his credit report so now when they’re treating him like a diabetic but he’s not, then you run into a whole host of other issues and that can cause huge problems, so it’s not just financial but can also affect your health, too. 

Denise DeVaan: Thank you so much, Scott. So on these notes, everybody knows our savers are coming in – not just savers, but anybody having these issues. On the next slide, I really want to focus on the Consumer Financial Protection Bureau. This is a really amazing source that we want to bring to your attention. If you look at the tab under the “CFPB” – and again, all of this is written at 7th grade reading ability, very simple, easy language – the tab that says “get assistance,” the tab that says “law and regulation,” the tab that says “submit a complaint.” Those are very user-friendly. 

There are over 1,000 questions that have been submitted, written in English and in Spanish that I’m guessing your savers have had these kinds of issues. So, issues on money transfers, remittances, electronic payments, etc. All the mortgage-type issues, except our folks are all hopefully in first-time homebuyer-safe financing packages. But on the right hand side, student loans – anybody can go to school for an IDA – debt, credit cards, etc. Money basics, payday loans – so there’s a lot of questions that have been asked and the answers are here and I really encourage everybody to use this site. 

I didn’t create a slide on the law and regulation but in one fell swoop, you can get what the various consumer protection laws are and you can pass those off – because none of us are expected to be experts on this stuff but it’s very legitimate from the Consumer Financial Protection Bureau. 

And then on the next slide, this one is on “submit a complaint.” We showed you just one example on credit, but these are the most common complaints that come through on mortgages, on debt collectors, on credit reporting, on bank accounts or services at the bank, on credit cards, and on money transfers. These are, so far, the most common complaints, and Director Cordray asked practioners throughout the country to be vigilant and not be shy about submitting complaints because it helps everybody. 

On the next slide, I want to go through these fair quickly. You’ve heard from Shawna, you’ve heard from Scott. Look at the characteristics of your participants, get a good sense about what they know on any of the financial topics and what their skills are, understand and use adult learning and participatory training methods that keeps everyone alive and still listening.

Next slide, please. These strategies and tips are good for trainers. We’ve already mentioned the training techniques, knowing your audience. On the IDA Resources website, there are some online financial assessments that you can use or choose to use parts of them. In many of our rural communities – and I’m thinking of Montana right now – the large credit union network uses an online financial education delivery – they don’t do classes because people can’t drive 60 to 80 to 100 miles for class. And I’ll get to their examples in a second. Be sure to address the specific topics, like we’ve talked – creating a budget regarding spending, debt reduction, find savings to deposit, etc. 

Next slide, please. There is no official AFI curriculum, there’s nothing that says you’ve got to use “this” curriculum. But we do want to ask that you look at core competencies. So when you choose a curriculum – and there are many out there that are very good – it is appropriate and it’s got good methods attached to it and the length is right for you.

The competencies: Every good curriculum for the AFI program ought to have a sense about developing goals – you heard Shawna talk about that – managing a budget – you heard both Scott and Shawna talk about that – credit management, financial services, banking, taxes, savings for the future. AFI’s done a lot of hard work, has worked with experts in the field and these are the core competencies that a financial curricula or financial education effort ought to tackle. 

Next slide, please. These are the common ones. The first one is what Montana uses – they use MoneySkill.org, it’s an AFSA Education Foundation, it’s online, they like it, it works well for them, and we would offer that to you as part of their experience. Money Smart with the FDIC, MoneyWise, Freddie Mac, Money Skills, Finding Paths to Prosperity: these are all good curriculums, they’re all used a lot in the field.

Young children, younger children, and adults – Money Smart for Young Adults and MoneySKILL, and Financial Fitness for Life can be used with young adults. And, of course, many Native communities use – “Building Native Communities” that was done with the First Nation’s Development Institute – very, very good.

So, now we want to stop. You’ve been listening ever so attentively – we want to just stop. Do you have a comment? Do you have a question? Do you have a practice? Do you have an insight? Anything anybody wants to offer directly to Scott, directly to Shawna, or directly to each other. Please go ahead and use the chat box to type that in and Dominique is kindly gathering those questions and she’s going to manage this part of it here.

Dominique Derbigny: Yes, thanks, Denise. We do have some questions in already. So the first question is just a brief question for Scott, I believe you mentioned chexsystems, and there’s a few people on the webinar who are not familiar with that. Could you explain a little bit what “chexsystems” is?

Scott Bennett: Yeah, chexsystems is like your credit report. It’s an internal system that banks use to see if somebody owes money to one bank, they’re usually listed on chexsystems. There’s a couple other groups – “chexsystems” is one out of a handful, but is the most predominantly used one. So it’s chexsystems as in C-H-E-X-S-Y-S-T-E-M-S. So not, checks systems, but chexsystems. But it’s something that’s in internal use by the banks. So if you owed money to, say, Wells Fargo, US Bank is probably not going to let you open a bank account until that is taken care of. 

Dominique Derbigny: Great, thank you, Scott. So we’re getting a lot of questions in and I know we have a limited amount of time so I want to start getting through these. One question is: what do you all do to promote behavior change? So a lot of people are familiar with financial education but maybe they have difficult time with practicing good behaviors or good habits. How do you promote behavior change from your participants?

Shawna Thompson: I could speak to that, if that’s ok. We have some incentives that we’re able to provide for our participants that are wrapped in our financial education and even our coaching, and it’s built into their goal-setting in the beginning of the program once they enroll. When folks are going through financial education, in the first class, we talk about spending and the importance of tracking it. And 95 times out of 100, folks don’t track spending. So we offer an incentive for folks who can come through the four weeks of the class and each week show the coach or the instructor the way in which they’ve tracked their spending for that week, and they have to do it for four weeks. If they do it for four weeks and attend all four of the classes and then they can tell us their learnings from that activity, they’re able to get a giftcard at the end of the class. So that does help get folks to actually do the tracking. We also have milestone goals that are built in. So, for example, being that we’re a workforce agency, when folks get placed into a job and come in to do a budget update with their financial coach, we have an incentive to get them in here to do that budget update. So, sometimes having incentives can help with behavior but we talk about it a lot in our classes, too. 

Scott Bennett: Yes, I could speak to that for just a second, too. We don’t do incentives, but I wish we did. I feel like that would be fantastic. Everybody loves free stuff and sometimes that’s all it takes to get someone to just do it. One of the things we push, since we think creating a budget is so core, so important , we make them create budgets and update their budgets very often. Every time they want to cash out on their anniversaries, maybe it’s every 6 months, in addition to those cash out periods, and when they first get into the program they create a budget and so we really look at it and go through it with a fine-toothed comb, when we compare it to their bank statements so we make sure it’s as accurate as possible. And you need to make sure they’re accurate and they’re not just giving us some generic estimate budget. Give it back to them if it’s not accurate. Make them do it again, in the hopes that by the end of the program it’s really solid and they’ll keep it up to date because it saves them time by doing it that way. And so we’ve seen in a lot of our savers by the end of it, their budget has become more robust, more specific and exact as a result. 

Dominique Derbigny: Great, thank you, both for sharing those examples about how you promote behavior change.  Denise – this question is for all of you – but Denise provided some different examples of financial education curriculums that can be accessed via the web. The audience would like to know where can they find curriculums specific to certain audiences such as teens or seniors?

Denise DeVaan: Well, on the IDA Resources website – well, there’s a couple things, there’s so much. The Consumer Financial Protection Bureau has partnered with the FDIC to create a curriculum for seniors and that’s a big deal because they are really experiencing a lot of identity theft and other issues, but it has all the main topics in it – so it’s the Consumer Financial Protection Bureau partnered with the FDIC. With regard to youth and young adults, again I would say on the IDA Resources, the staff and the resource center work really hard to compile curriculums for different audiences. And if you go in there and just keep going – I know it gets frustrating – there are a lot of things for like, how parents deal with children on money, or how it affects family priorities and values. So we’ve given you a couple things here directly related to young adults but I would go to the FDIC – CFPB for seniors and I would start literally with the tab on the IDAResources.org website  and you’ll see different populations and the Native communities should be there, also. I hope that helps. How about for Scott and Shawna, do you have any other go-to curriculum for specific populations?  

Shawna Thompson: The one that’s coming to mind for me is Jump$tart, they have a curriculum for young folks, and I think it’s just Jump$tart.org. 

Denise DeVaan: Good, thank you. Scott, how about for you?

Scott Bennett: There’s a ton of them out there that are really just getting much more effective, but one I was recently looking at is Wells Fargo, they have a class series and a lot of other ones. I know they have for youth – I think maybe two different versions for youth depending on the age – and then they’ve got one for seniors. But I think they have something like seven or eight different versions of financial education, and the way they present the information is different based on the population so I thought that was pretty effective, but that’s just one I’ve seen that is pretty good. 

Denise DeVaan: Now the other thing here, too, is that everyone knows about extension, right? And the land grant universities like, I’m in Minnesota – the University of Minnesota – well, they’re doing a lot. And the calculator Shawna talked about was created by one of the extension offices so it’s a university product and public and all that kind of thing. You can check those websites, I know some of them are doing a lot more cultural differences and how to tackle money issues in a recession. You may have some specific topics you want to add into a curriculum and I would encourage, and many many people are doing that now, too. I hope that answers that, Dominique.

Dominique Derbigny: Yes, I think that’s helpful and I did type in some of those resources into the chat box for everyone so that you can Google, and of course, if you have additional questions you can definitely check out the IDA Resources website or contact your AFI program specialist.

It looks like that’s all the time we have for questions. But finally before you leave today, we do want to ask you to respond to a poll. So this is just a quick evaluation question and this is to help us rate the webinar’s overall quality, so we’ll give you a moment to submit your feedback. And again I want to thank Denise and Scott and Shawna for participating today and for sharing your insights and ideas about how to integrate financial education into IDA programs. I think there was a lot of useful information shared today for the participants on the call.  So, thank you all again, for joining. 

Everyone: Thank you.

Dominique Derbigny: Ok, it looks like everyone has voted so we’re going to go ahead and close the poll. Thank you again for joining us for today’s webinar and make sure you check out the IDA Resources website for upcoming webinars and activities that might be useful for you. Have a good afternoon.
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