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Financial Capability and Inclusion Project
Briefing 3 – Reaching more vulnerable learners
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 “Use existing contacts where possible”

Selling financial capability can be hard – working with organisations where there are already regular and productive working links will be valuable and can save a lot of time. If you are working with new contacts allow time to engage their interest and build trust, particularly when you are working with faith communities or groups linked by ethnic or national origin.

“Personal contact … works much better”
Work on the phone or in person – this is much more effective than fliers, emails and poster campaigns. Posters only work when they are where frontline workers can promote to clients.

“Connect with the key decision maker”

A convincing initial “sell” can create an effective internal and external marketer for your training. Take along learning resources, handouts and examples of good news stories to stimulate interest. Be clear about your willingness to customise training to meet their requirements. Identify the staff who will have time to actively promote the training to clients
“Work with established support groups”
Learners are much more likely to get involved if they receive the training in an environment where they already feel comfortable and with people they know, e.g. carers support groups,  established Children’s Centres, faith groups, mental health self help groups, social enterprises for people with disabilities, employment support organisations.
“Recruit frontline workers first”

Recruiting frontline workers as advocates for your training is valuable. Ideally offer them training first so that they can understand what is being offered and will feel more confident about “selling” to their clients, but avoid clients being “pressurised” to attend. We also know that where workers are worried about their own finances they may be more reluctant to discuss money issues with the people they support.
“Factor in time to build upon relationships with partner organisations”

You will need to allow time throughout the life of the project to feedback progress and maintain relationships right up to the end of delivery, including evaluation results.
Working with people with a disability

Particular success factors for reaching people with disabilities included:

· Connecting with organisations supporting people with disabilities and committing to significant up-front relationship building in order to harness the trust of the organisation
· Demonstrating a clear understanding of some of the beneficiaries’ key needs and ‘what works’ in supporting them
·  Offering to customise delivery in order to accommodate learner needs in practical ways including e.g. the incorporation of significant visual content into the training materials.

· Connecting with rehabilitation services where people were available for extended periods 
· Offering training in venues already frequented by disabled people. 

Working with people from Black, Asian and Minority Ethnic communities

Building upon existing relationships with organisations supporting BAME communities and with community elders who are key influencers within those communities was vital.  Partners with well established relationships based upon a culture of regular interaction and trust with BAME communities were most successful.
Ensuring a non-stigmatising approach by offering the training to all community members (rather than just those out of work) was also successful. This also  included covering out of pocket expenses - both of these approaches clearly have implications for project resources.
Other successful approaches included the appointment of interpreters to support delivery to beneficiaries with low levels of English and the delivery of training in the learner’s mother tongue, e.g. delivery in Portuguese to support migrant workers in rural Norfolk.
Working with people in rural communities

This was one of the biggest challenges and a range of approaches were tried with varying success. As with engaging people from BAME communities, partners with well-established delivery networks in rural areas were most successful, e.g. Credit Unions with rural collection points.
Other effective approaches included delivering training from Children’s Centres with catchments covering rural areas.  Other approaches tried included working through carers networks and rural development projects. Lack of success with these may have been more because connections were less well established rather than any reflection on the needs of these networks.

“Be aware of local differences”

Differences in local communities, geography and services mean that organisations that are useful contacts in one place may not work as well elsewhere. Organisations that were successful for some and not for others included Housing Associations (although some were helpful co-ordinating groups of tenants and involving tenant board members in order to raise awareness), the Probation Service and other organisations supporting ex-offenders; and some Community and Voluntary Sector networks. 


This briefing summarises the learning of the partnership of community organisations who delivered  financial capability to people out of paid work across the East of England between May 2009 – January 2011. For fuller information about the project go to www.financialskillsforlife.org.uk Projects-East of England









With funding from the European Social Fund, Citizens Advice in partnership with a network of community providers have  been delivering financial capability training to people out of work who were more likely to be vulnerable to financial exclusion. This briefing summarises the key learning  and particularly the importance of working through trusted organisations and local groups.





Of 930 people out of work trained:


44% disabled


22% lone parents


28% over 50


15% from Black, Asian and Minority Ethnic communities














