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Executive Summary

Introduction

This document summarises the findings from an evaluation of the Financial Skills for Life. The project undertaken by Citizens Advice and funded by Prudential plc.

The objective of Financial Skills for Life was to test and develop the capacity of Citizens Advice and its member bureaux to organize and deliver preventative financial capability education. The project ran for three years (from 2003 to 2005), in nine bureaux and was primarily directed at a diverse range of adult hard to reach groups
. 

The nine bureaux who took part in Financial Skills for Life represented a wide geographical and social spread across England and Wales.  They included bureaux based in the relatively prosperous Thames Valley, in a Merseyside urban regeneration area, and rural North Wales. Targeted groups included pre-release prisoners, mental health service users, refugees, older people and young adults not in training education or employment. 

The bureaux were assisted in developing their work, and the overall project was administered by, two national Citizens Advice staff.  This team also identified, and became a resource to, another 70 bureaux offering a range of local financial capability services.

Evaluation methodology

ECOTEC Research and Consulting Ltd was commissioned to carry out the evaluation of the pilot projects.  The evaluation involved analysis of the monitoring information provided by pilots and interviews with pilot managers, staff, partners and beneficiaries. 

What was done? 

In most cases bureaux started from scratch – typically using a new post dedicated to financial capability work. Bureaux treated financial capability as a distinct area of work requiring its own skills and approach. They found it was important for financial capability workers to have:

· teaching and presentation skills; and

· the ability to market to, and work proactively with, delivery partners, local media and potential longer term funders.

Whilst it was useful to able to draw on experience of debt advice and other related experience, it was not necessary for trainers to have been debt advisers.

Individual bureaux developed a lot of their own training materials. It proved essential to draw on local knowledge, to focus on “life stage” events, and to tailor materials to particular beneficiaries’ needs. Four topics were common to all nine pilots: budgeting, saving, credit and borrowing, and managing debt. This is a nascent area for all providers, and the central Citizens Advice team provided an important role in helping bureaux share experiences and develop materials which represent best training practice.

Bureaux developed their own ways of working, learning and adapting their methods during the project. There was a wide variety of experience: 

· all bureaux provided training to 'end-user' clients ('first-tier' training), whilst five also did a substantial amount of training for workers in community-facing intermediaries ('second tier' training ).

· Practice varied from single, relatively short stand-alone sessions to a series of longer sessions, often integrated into a wider programme of training being delivered by a partner agency. Whilst most session participation was voluntary, on occasion it formed part of a programme where there were clear incentives to attend, such as a training for work initiative which affected state benefit levels.

· The nature of partnership working with other agencies (all of which were voluntary or public sector community-facing organisations) varied considerably. Sometimes they were one-off initiatives; others were based on establishing close and long-standing links. Some sessions were run with single partners, others with a mix. Nearly all training took place at a partner’s usual venue, rather than the bureau.

The evaluation considered bureaux to be most effective when training was delivered:

· to a small group of people (10 or less) with shared needs and interests, where content was tailored to their identified interests, and use made of practical examples which had day–to-day and local relevance.  Larger groups tend to result in training being done with less depth / relevance;

· as part of a partner agency’s existing programme held in familiar surroundings, and in “ bite-size” chunks;

· by bureau workers able to blend sound financial and local knowledge with good training skills; and

· to workers in intermediary organizations as well as end users.  This maximized bureaux appreciation of end user needs, had an important multiplier effect, and helped embed greater financial capability confidence within the intermediary organization.

Outcomes

The evaluation identified some significant outcomes for clients. Most immediately, individuals displayed greater confidence around personal finance, resulting in reduced financial exclusion. They:

· were better equipped to head off potential debt problems;

· showed a greater understanding of budgeting, and savings strategies;

· had better awareness of government entitlements and sources of help, improving their access to housing and training opportunities; and

· were willing to try new financial services and products.

Longer term benefits showed that these outcomes lasted.  Individuals surveyed some months afterwards showed they had changed their patterns of behaviour, had improved economic wellbeing, and increased their savings. They had:

· adhered to budgeting plans and continued to take effective measures to avoid debt; and

· felt empowered to avoid poor deals, exploitative lending practices and excessive borrowing.

In all, the nine bureaux’ provided face-to-face training to well over 6,000 clients. Whilst these were mainly “end-user” clients, bureaux also up-skilled workers in intermediary partner organisations who cascaded what they learnt to their clients. In practice, therefore, the total end-user reach was substantially greater. 

In addition to achieving these client outcomes, complementing their debt advice work, bureaux felt they benefited from:

· developing and learning from new, wider and more effective partnerships in their local communities.  This was particularly the case with credit unions with which there seemed to be a natural pairing, and with agencies serving hard to reach groups; and

· the central Citizens Advice capacity to provide training, identify useful materials and facilitate sharing of best practice. 

Cost effectiveness

There were significant differences in simple unit delivery costs between the pilots; from £34 per client in Bracknell to £233 in Wigan.  These variations reflect a number of factors, including:

· the types and size of groups worked with; 

· the relative difficulty of identifying the right groups and marketing the service; 

· the level of 'repeat business'; and,

· handling follow-up requests one to one advice. 

The running costs for each pilot remained fairly constant over time, but with in-year fluctuations in numbers trained.

Unit costs, which averaged £105 per client across the whole project, are inevitably a crude calculation. In particular, they:

· do not take account of the multiplier effect of 'second tier' training delivered to intermediaries who in turn reached a much larger number of end user clients; and

· might be expected to reduce over time as more bureaux take advantage of the pilots’ learning curve, and as the pilots themselves benefit fully from their own investment in creating materials and partnerships.

That said, and partly off-setting this, the unit costing did not take account of the costs of the central team - essential for bureaux to operate effectively, and to encourage new ones to undertake the activity.

Even so, the present average cost compares well with other community and voluntary sector provision and shows good value for money. In 2003-4 the estimated cost of bureaux providing crisis debt advice was some £160 – £350 per case. Costs should also be set in the context of the personal well-being benefits identified; the potential longer term reductions in demand for debt advice; and the wider economic and social benefits of improving financial inclusion.

Recommendations

In conclusion, there is excellent potential to mainstream financial education within Citizen's Advice. The project achieved impressive outcomes, particularly with 'hard to reach' groups, and added considerable value to partners' own provision. Financial education sat well with money advice and provided a complementary service, although the skills and competencies of staff were found to be quite distinct in each case. 

ECOTEC's recommendations are to: 

· mainstream the role of a 'financial education trainer' within Citizen's Advice.  A potential model involves placing a trainer in each local / sub regional area, to support a number of bureaux and their partners. The post would require knowledge of marketing, fund-raising and evaluation methods, as well as engagement practice;

· reinforce the ability of the central Citizens Advice team to facilitate the development of financial capability in more bureaux, and with a wider range of partners.  This would include exploring ways of addressing the demands and opportunities posed by this emerging activity for both bureau management and volunteers;

· continue with efforts to influence the overall funding environment at a national level.  The team should also further develop a national 'bank' of training materials for financial capability based on the four core themes from the project
 together with data on the effectiveness of different approaches in achieving desired outcomes;

· expand the programme of 'second tier' training with intermediaries, through continued support for partners to deliver elements of financial capability support to their own clients.  This would include training for bureaux staff in the development of partnerships and engaging with a wide range of community-facing partner agencies from community, housing, credit union, education/training, the public sector, and other voluntary sector organisations.  A 'tool-kit' of effective methodology, would be useful, including marketing the product, and identifying / better exploiting funding opportunities in this new area;

· strengthen links with partners' programmes, and offer a secure niche for financial capability education within existing provision such as learning programmes commissioned by prison and probation services and training for work programmes.  In addition further consideration should be given to the potential for funding from regional and local sources such as Learning and Skills Councils, and Local Strategic Partnerships; and,

· develop an enhanced Citizens Advice central team to provide wide-ranging support and resources to bureaux delivering financial capability services.

1.0 Introduction

1. This report presents the findings of an independent evaluation of the Citizens Advice National Financial Capability Project carried out by ECOTEC Research and Consulting Ltd on behalf of Citizens Advice and Prudential. The evaluation took place between February 2005 and January 2006. 

2. The 'Financial Skills for Life' (FSfL) project was a joint venture between Citizen's Advice and Prudential. It was launched in 2002 as a three-year pilot to test new ways of delivering financial education to a range of adults at risk of exclusion, in a community setting. The project centred on local Citizen's Advice Bureaux (bureaux) as the hub of activities, with the aim of expanding from traditional money advice to offer a more preventative 'training' role. 

3. Funding for the project was provided by Prudential, as part of their 'Plan for Life' financial learning strategy. As a partner, Citizens Advice provided a national support function for the pilots, including training, written advice, and materials
. A steering group, with representation from both agencies, was established to guide the direction of the project.

4. The project consisted of two main strands of work: 

i. Nine local pilots – set-up and run by local bureaux to develop good practice in delivering financial education to adults
. The pilots worked in a variety of settings, with different target groups and testing various modes of delivery. The nine participating bureaux were:

· Bracknell and District Citizens Advice Bureau 

· Bradford Citizens Advice Bureau

· Citizens Advice in the Borough of Wigan

· Debt Advice Within Northumberland (DAWN)

· Fenland Citizens Advice Bureau

· Islington Citizens Advice Bureau 

· North Liverpool Citizens Advice Bureau 

· Cyngor ar Bopeth Powys Citizens Advice Bureau 

· Walsall Citizens Advice Bureau 

ii. Capacity building – provided for 65 other bureaux in England and Wales identified as offering some kind of financial education as part of their mainstream role. This included training provided by Citizen's Advice and the dissemination of experience and lessons learned.

5. The independent evaluation by ECOTEC focused on the first of these strands – the pilot projects. 

1.1 About financial education 

6. The policy environment for financial education has evolved since the project began, and so has the terminology. Early work was concerned with financial 'literacy' and the relationship to adult basic skills. There has since been recognition that financial education covers a wide range of strategies to help individuals make informed choices about their finances. 

7. The Financial Services Authority (FSA) and Basic Skills Agency (BSA) developed a model for drawing together these different elements under the banner of 'financial capability'. Drawing upon multiple sources of research, the Adult Financial Capability Framework was produced in 2004. This breaks down financial capability into three main elements: 

· financial knowledge and understanding; 

· financial skills and competence; and,

· financial responsibility. 

8. This is now a widely accepted model, and helps to provide a wider view of financial capability that takes into account attitudes, resources, and capacity for decision making. 

9. The FSA model has informed the terminology in this report:

· where describing the intended impact on beneficiaries, the evaluators have referred to their 'financial capability'. 

· the range of provision and delivery methods are described as 'financial education'.

10. The pilots and their partners used a variety of different terms. For consistency, the evaluators have summarised them as above. The exception is where a direct quote has been included, or where reference is made to a product or report. 

1.2 Aims and objectives 

11. The aims and objectives of the external evaluation were: 

i. To understand the policy and operating environment of the FSfL project.

ii. To explore the relationship between inputs and outputs, to include comparisons between the different types of financial education carried out by the nine projects.

iii. To identify what works and what does not work in terms of methods and suitability of different methods for different client groups, best practice, barriers and constraints.

iv. To investigate whether the interventions delivered have increased the skills, knowledge and confidence of learners, and; to collate, summarise and evaluate bureau information about beneficiary outcomes.

v. To explore with the bureaux the longer-term project impacts they hoped to achieve and to identify whether there is some scope to collect data beyond immediate beneficiary outcomes.  

vi. To identify the added value of the projects.  This is to include identifying examples of community benefit in addition to other examples of added value or project ‘spin-offs’ and exploring variances between the different projects in terms of impact in this area.

vii. To investigate the sustainability of the models used.

viii. To provide recommendations to be used by Citizens Advice and Prudential to inform future strategy development.  The recommendations need to be framed within the context of the local areas in which the bureaux have been operating.

1.3 Methodology 

12. The evaluation methodology involved a number of different stages, to capture both qualitative and quantitative information on the pilots and to gain an overview of the effectiveness of the project as a whole. These were: 

· stakeholder interviews;

· collection, collation and analysis of pilot aims, objectives and monitoring information;

· support for the pilots with monitoring and evaluation processes; and,

· case study visits to each pilot, involving interviews with project managers, staff, partners and beneficiaries.  A total of 19 bureau staff, 16 partners and 29 beneficiaries were interviewed, taken across the nine pilots (see Annex Two). 

13. The final stage of the evaluation drew together the findings from the different strands of work, and provided an overall view of the impact and effectiveness of FSfL. Final reporting was based on the fieldwork data and analysis. The evaluators also collated the monitoring information that was provided by the bureaux to Citizens Advice over the course of the project. Quantitative data analysis was applied, to develop cost effectiveness / value for money measures, which are discussed further in section seven of this report. 

1.4 Structure of the report

14. The remainder of the report is structured as follows: 

· Section two outlines the policy context for financial capability, and the early partnership work behind the project. It also outlines the challenges for setting-up the pilots.

· Section three reviews the key issues from implementation. The different models of delivery are explored, to identify which were the most effective and for whom. The section then considers the effectiveness of ongoing partnership and referral.
· Section four presents the evidence on the types of outcomes that were achieved for beneficiaries, and how they are measured. It considers the main benefits in the short and medium term, and explores how / whether these outcomes were sustainable.
· Section five addresses the wider benefits of the project, including those achieved for the bureaux, partners and communities. It reviews the evidence for how the training added value to other projects and services, and where this was the most effective. 
· Section six reviews the cost effectiveness of the pilots, exploring a number of potential ‘unit cost’ measures for the training.
· Section seven presents the overall conclusions and recommendations 

2.0 Project rationale and early development 

15. This section of the report considers the context for the launch of the Financial Skills for Life (FSfL) project. It covers the partnership between Citizens Advice and Prudential, the criteria for the pilots, and how they were selected. It concludes with an overview of the key issues involved in getting the pilots up and running. 

2.1 Establishing the pilots 

16. The nine pilots were established following an application process. Once successful, bureaux recruited staff and partners, and developed their 'offer'. 

2.1.1 The application process 

17. Citizens Advice and Prudential sought to create a balance of flexibility and accountability for the application process. Pilots were required to provide face-to-face financial capability training for adults (post-16), but not include money advice work. Applicants were encouraged to make their own justification for the type of training and target group. 

18. The applications stage was reported as running smoothly by most of the bureaux. The application form was considered 'straightforward', and bureaux felt they had sufficient opportunity to discuss their plans face-to-face with Citizens Advice / Prudential. One pilot manager described the process as 'very supportive'. 

19. One of the most challenging tasks was developing a budget for the pilots. This was particularly the case where the pilot was to be developed 'from scratch', rather than as an extension of existing work. Financial capability was a relatively new area of work, and few other initiatives existed to compare levels of demand or costs. Several of the pilots initially under-costed as a result and was necessary for Citizens Advice and Prudential to work with them to agree a more realistic budget and outputs
.  The final ‘annual allocation of funding’ per pilot is shown at Annex three. 

20. On balance, the partners considered that the final spread of pilots met their original aims. The nine pilots were thought to be distinctive in their approach, with diverse coverage of target groups and types of delivery. This was important to 'establish where the differences sit' for financial education, and to retain a piloting approach. 

21. Both advantages and disadvantages were found as a result of this flexibility. Partners noted that while it was clear from an early stage that the pilots would develop in different directions, it was also necessary to 'rein them in' to maintain the original project aims. There was a tendency for activities to drift towards 'basic skills' at one end of the scale and 'money advice' at the other. Citizen's Advice worked with each pilot individually to retain their focus. 

2.1.2 Early development 

22. The early development experiences of the nine pilots were mixed, with considerable variations in how quickly they moved to actual delivery. This happened earlier where they: 

· developed from an existing project, with partners / funding already in place; 

· were able to draw upon a local / regional network of bureaux with prior experience of financial education, and;

· had strong backing from the bureau manager, with the pilot situated as part of a wider strategic process for that bureau.  

23. The specifics of how the individual pilots developed are explored further throughout the report. A short description of each one is included in Annex Three. These explore the main activities and lessons learned, including any variance from their original aims. 

24. Notwithstanding the 'staggered start' for the pilots, some common challenges were identified in the early stages. They included: 

· recruiting staff with the right skills and experience;

· linking with new and existing partners;

· sourcing the right materials and resources;

· setting in place monitoring and evaluation processes; and,

· funding issues.

A short review of each follows.

i. Recruiting staff with the right skills and experience 

25. The qualities of a financial education trainer were found to be quite specific, and not simply an extension of a money adviser's role. The bureaux identified that it was necessary to have both technical knowledge (of personal finance), and the ability to deliver educational initiatives with a range of target groups in the community. Pilot managers also needed good networking skills to engage with local partners. 

26. Delays were incurred by a number of the pilots in recruiting an individual who met these criteria. In Bradford, three separate attempts – and a year - were needed before the final pilot manager was recruited. In Fenland, staff turnover affected the project early-on, as the original tutor left the pilot.  One pilot manager noted that at least three months should be allowed for staff recruitment, for other bureaux considering a similar type of post.

27. Similar issues were found in recruiting volunteers. One pilot relied heavily on volunteer involvement as part of their original application. It took time to identify the right individuals. The pilots reached different conclusions on whether volunteers should provide training directly, as is explored further in section three. 

ii. Linking with new and existing partners 

28. A pro-active approach was necessary for identifying partners. Several of the pilots used existing links first, before moving onto the more time-consuming process of 'cold calling'. For the latter, a telephone call or visit worked better than written publicity alone, as the pilots found that the concept of 'financial education' took some initial explaining. This had a snowball effect, with each partner bringing access to a network of other agencies behind it. The high level of informal networking within the Voluntary and Community Sector (VCS) aided this process, quickly matching-up each pilot with expertise for their target groups. 

29. The pilots stressed that a lot of input was required to make partnership sustainable, even in the early stages. The referral network needed to be much wider than the sum of referrals at any point in time. This was because partners tended not to see financial education as an immediate need. Most took a 'just in time' approach to becoming more actively involved, when their own activities required inputs around finance. The high turnover of partner staff also posed challenges for sustaining joint work, and placed an onus on pilot managers to refresh their list of contacts on a regular basis.  

iii. Sourcing the right materials and resources 

30. Wherever possible, the pilots tapped into existing resources at their bureau. This proved effective in making the best use of colleagues' understanding of financial capability.  For some bureau, however, there was a perception of 'starting from a blank sheet of paper'.  This had benefits and drawbacks. Those pilots that had access to existing project activities could readily adapt training materials, whereas bureaux with less of a track record in financial education often brought a 'fresh' outlook. This often meant less of a tendency to revert back to money advice, and brought a wider selection of resources to use.

iv. Setting in place monitoring and evaluation systems 

31. Early issues were encountered around the type of information that the pilots needed to collect. The bureaux found that evaluation was 'not built in from day one'. Although early training was provided by an outside agency, partners felt it was pitched at the wrong level and did not lead to action from the pilots. Few of the pilot managers were aware of a requirement to self-evaluate as part of their conditions of funding. Several of the pilots were effectively waiting for the external evaluators to build a case for impact, rather than following-up with beneficiaries on a more regular basis themselves. 

32. Limited capacity was often a factor, and time was needed to become familiar with the process of monitoring and collecting beneficiary feedback. Prior experience of self-evaluation made a difference; the schemes in Wigan and Leigh and Northumberland were more pro-active in collecting beneficiary feedback due to the knowledge of staff. 

33. The inconsistencies in evaluation were also reflected in the project monitoring. Although Citizens Advice provided a standard template for recording quarterly outputs / progress, some pilots did not routinely break down the figures in a way that enabled new beneficiary numbers to be easily identified. A learning point is to ensure that robust monitoring is in place from day one, balanced against the need; to avoid creating an excessive administrative burden.

iv. Funding issues 

34. A number of the pilots obtained additional funding alongside the core project funding. This included links to a project funded by the Department for Work and Pensions (DWP) in Wigan, and the use of project funding as 'match' for the Learning and Skills Council (LSC) and Single Regeneration Budget (SRB) funding in Walsall. Similarly, the DAWN pilot was embedded within the 'Action against Poverty' financial inclusion project.  

35. Having access to wider funding had benefits in terms of economies of scale, and helped to ensure a good level of referrals. Difficulties were encountered, however, where the funding criteria exerted too much influence. In Walsall, for example, SRB and LSC funding criteria specified a set geographical area, which limited the degree to which the pilot could respond to wider local needs. Similarly, over-reliance on other sources of funding brought a higher level of 'risk'. The DAWN pilot was affected by the closure of the larger project within which it was situated. This affected the available staff and resources for the pilot. 

36. Pilots that were majority funded by Citizen's Advice / Prudential typically had fewer difficulties in retaining the focus of the project, but found the recruitment of beneficiaries proportionately more time consuming than expected. In Bracknell, for example, the pilot manager described the process of setting-up as ‘like starting a small business from scratch’. Once operational, the pilot had far greater autonomy in selecting target groups and activities. Independence from partners’ funding requirements was one of the main reasons for this.   

3.0 Project implementation 

37. This section outlines the experiences of the nine pilots in delivering the Financial Skills for Life (FSfL) project. It begins with an overview of the types of delivery methods used by each pilot and their main target groups. A detailed analysis is then presented of how they recruited and retained beneficiaries, and the successes / barriers encountered in delivering the training. 

3.1 Models of delivery

38. A range of activities were developed in the life of the nine pilots, evolving through the course of delivery.  There were two main 'streams' of training – first and second tier: 

· first tier training was aimed at increasing the financial skills and knowledge of beneficiaries directly.  It included one-off tutorials or presentations (individual or group), repeat training or short 'courses', and one-to-one follow-up support.

· second tier training aimed to support other professionals to assist their client groups, or to train volunteers to deliver aspects of the training.  This was delivered through group sessions, focusing on topics that were the most relevant for each partner. 

39. All nine pilots undertook first tier training, which was a condition of funding. A total of four pilots delivered first and second tier training in combination. In some instances, this was linked in a structured way (such as training a group of beneficiaries directly, and then training the trainers to continue this work). In others, the two remained relatively separate. 

Table 3.1 provides a broad overview of the different models that each pilot was funded to deliver. 

Table 3.1  Models of delivery 

	Pilot area 
	Principal type of delivery 
	Vehicle of delivery 
	Location/ Target group
	Method of delivery

	Fenland Citizens Advice Bureau 
	First tier - direct training, group based
	Foundation Training Partner agency – integrated into rehabilitation programme
	Rural - Prisoners due for release
	Group work; booklet / OHP, discussion and video.

	Cyngor ar Bopeth Powys Citizens Advice Bureau 
	First tier– direct training, group based, one-off presentation, peer training

Second tier – direct training, health visitors and bureau volunteers


	Partner agencies – integrating into existing programme of activities.  Bureau volunteers trained-up to deliver the sessions. 
	Rural - Low-income, deprived communities 
	'Classroom' work booklet, structured with informal – 'tea and biscuit' approach. Second tier – structured, time-bound, fulfilling gaps in knowledge.  

	Islington Citizens Advice Bureau
	First tier - direct training, group based, one-off presentations,

one to one support. 

Second tier direct training – bureau volunteer


	Partner agencies - integrating into existing programme of activities. Involving financially relevant partner – Credit Union
	Inner-city - Over 50s with the underlying target of generational money issues.
	'Classroom', information sheets, developed portfolio of information. Group led queries.

	Walsall Citizens Advice Bureau
	First tier – direct training, group based. Second tier – in-house  training 
	Partner led (college tutors) – design of material and teaching
	Urban - Socially excluded adults and young people with basic skills 
	'Classroom' adapted basic skills material. Assessed skills – individualised approach

	Citizens Advice in the Borough of Wigan
	First tier – direct delivery, groups and one-to-one
	Partner agencies – integrating into existing programmes
	Urban - Young people with accommodation problems, individuals with mental health problems and young parents
	Group work – interactive use of website/CD rom discussion forum, support sessions 

	Bracknell and District Citizens Advice Bureau 
	First tier – direct delivery to groups
	Partner agencies were accommodating fitting it within their structures 
	Urban - Socially excluded and employed people
	Informal discussion groups, quiz and information packs, client driven

	Bradford Citizens Advice Bureau
	First tier – direct training
	Building sessions within existing infrastructure, Jobcentre Plus and community English classes
	Urban - Refugees and asylum seekers.
	Drop in sessions, 'classroom' integrating with English classes

	North Liverpool  Citizens Advice Bureau
	First tier direct delivery
	Partner agencies – delivering to existing groups
	Urban – Young adults
	'Workshop' – Practical style exercises, scenarios, info leaflets, quizzes, games.

	Debt Advice Within Northumberland (DAWN)
	First tier – direct training. Second tier – volunteer peer training
	Partner agencies – Including NHS Trust and Health Advice Centre.
	Rural/urban, Mental health, out of work groups, particularly young people
	'Workshops' – discussion modules, quizzes and games, scenario problem solving


3.2 Engaging beneficiaries 

40. One of the challenges of the pilot was to identify and engage with their target groups. The first step was identifying need, followed by recruitment, and referral. For repeat training, the retention of these groups was also a consideration. 

3.2.1 Identifying and targeting need 

41. Each pilot had distinct target groups (see Table 3.1). The rationale for working with them derived from a number of factors, including:  

· level of need; 

· ease of 'reach'; and/or

· suitability for testing new approaches. 

42. The needs of different groups were established via prior research or partners' evidence, with assumptions amended or challenged as the pilots developed. In Islington, for example, the pilot was funded to work with the over fifties but in the early stages a discrete set of issues emerged for people receiving state pensions. This group required information on opening a bank account in response to the recent changes in the payment of benefits.  

43. In Bradford, the bureau required a sound understanding of the needs of asylum seekers and refugees, as well as financial issues. Early work carried out by the pilot showed that housing and learning English were their key priorities, not financial education. As a result, the pilot targeted refugees once they had addressed these primary needs. The onus shifted from 'outreach', to working with unemployed refugees who were engaged in English classes through Jobcentre Plus.   

44. Some pilots identified beneficiaries by taking into account the socio-economic climate in the local area. The Bracknell pilot, for instance, targeted employees facing financial insecurity as a result of local labour market restructuring in the Thames Valley. The focus of activities was geared towards supporting them to adjust their savings and financial planning to adapt to change. 

45. Further – often hard-to-reach - target groups emerged as a result of opportunities presented by partners; working with partners' own client groups made the service more responsive and flexible. This was particularly important where bureaux were trying to get the pilots up-and-running quickly, as outreach work proved time-intensive. 

46. In Powys, the pilot targeted a variety of different groups in response to the needs of partners. This included low-income households; lone parents; and, people with mental health issues. The commitment from partners offered a ready supply of beneficiaries, and   some identified individual clients they thought would benefit. In such cases, pilots stressed that it was necessary to avoid placing undue pressure on individuals to participate. 

47. All nine pilots set out to work with 'new' client groups. This was not easy and they often had to try numerous approaches before getting it right. This was the case in Fenland, where pilot staff talked of their 'steep learning curve' in tailoring the training to the needs of pre-release prisoners. Wigan – working with young people on probation – had a similar experience, finding that these beneficiaries were not usually interested in learning about finances. Many were already in some sort of financial crisis, and wanted direct support in 'sorting out their finances for them'. The pilot manager had to adapt the approach so that short-term assistance could be used as a vehicle for putting across preventative messages. Straightforward prevention would not have been attractive to this target group. 

48. Fenland also wanted to work with young people on probation but found it impossible to find the right person within the probation service to reach this target group. As the pilot already faced challenges in delivering training over a wide area and within several adult prisons, they decided to work with adult prisoners only. 

3.2.2 Recruitment and referral 

49. The pilots adopted a wide range of methods to obtain beneficiary referrals, including via;

· partners or intermediaries, as part of an established scheme;

· partners or intermediaries, specifically for financial education;

· individual referrals from bureau money advisers, and; 

· outreach work. 

50. Less common methods included: 

· local press;

· self-referrals; and,

· inquiries from an individual acting on behalf of a third party (such as an advocate for a family member) 

51. The most effective approach for recruitment was through partnership working. In general, the greater number and variety of partners contacted resulted in a higher recruitment rate. It was successful because potential beneficiaries had an established relationship with the organisation and pilots were able to build on existing levels of trust. Participants were easier to access and provision could be tailored to meet their needs.

52. The least effective method of recruitment was reported to be advertising in the local press. Pilots found that beneficiaries were less likely to respond to an advert 'from cold', or to attend an unfamiliar venue solely for the purpose of training. 

53. Where pilots delivered sustained training, it helped to present it as part of a wider learning programme. This attracted beneficiaries who were keen to learn new skills and valued the opportunity to gain a certificate of completion.  It also attracted participants that were at the preventative stage, as opposed to crisis or reactionary stages.

54. The intake of participants largely reflected the model of delivery and source of recruitment.  Some training courses were dependent upon the influx of people accessing the partner directly - women in aid, or offenders due for release, for example.  Other factors affecting recruitment included how well the training matched personal circumstances. This involved a process of trial and error before the right timing, location and style were found.  A common message from the pilots was the importance of 'striking a cord' with the learner. 

55. Whilst the 'free' aspect of the training was valued, few beneficiaries reported this to be a major factor in taking part.  

3.3 Delivering the training 

56. This section explores the design and the approach adopted by the pilots to deliver the training, including the content of sessions, how they were delivered, and the support that was provided to beneficiaries. 

3.3.1 Content 

57. Most of the pilots used a similar framework to ensure that the main elements of financial education were covered. There was a common focus on increasing financial knowledge, raising beneficiaries' awareness, and developing new skills.

58. All of the pilots delivered training on: 

· Budgeting

· Saving 

· Credit and borrowing

· Managing debt

59. The underlying principle of each pilot was to offer preventative information and / or training.  Specific content was then tailored to the target group. Some examples follow: 

· training for prisoners included changes in benefits rules and financial implications around accommodation when they leave prison; 

· key topics for over fifties included how to open a bank account to receive benefits via automated credit transfer and information on winter fuel payments;

· for young people, topics included student debt and spending priorities;  

· provision for refugee beneficiaries covered issues such as utility bills and basic financial systems in the UK, for instance, when to use credit or debit cards, and how to open bank accounts; and,

· other pilots concentrated on topics that reflected specific life-stages and changes in circumstances.  This included, for example, the cost of children going to University. 

60. For second tier training, the content of the sessions was designed to address gaps in partners' knowledge. Here, the aim was to assist them to support their beneficiaries more effectively. Two main approaches were used:  

· linking the content of the sessions to the training that was offered to the beneficiaries, so that the two were mutually reinforcing; and / or,

· a more practically-oriented approach, concerned with the types of exercises that partners might use.  This included training in the use of questionnaires and quizzes, and how to deliver sessions in an easy understandable and succinct way.  

61. All pilots commented that content and delivery had adapted and evolved over the project. They also noted that the central Citizens Advice team played an important role in supporting the development of training materials, and in facilitating the sharing of knowledge and experiences.

3.3.2 Mode of delivery

62. Most pilots used three or four different methods to break-up the sessions and make them accessible, including one-off group presentations, direct training (in small groups and one-to-one) and second tier training.

· Group presentations 

63. One-off presentations addressed issues that affected a particular target group. Presentations were delivered to a homogenous group – for example, talking about benefit changes or pensions to older people. They were often held at a venue already accessed by the target group, such as community centres, college premises or the workplace. An advantage of this approach was to raise awareness amongst potentially large numbers of people - some one-off presentations were delivered to groups of 40 or more individuals. 

· Direct training 

64. Direct delivery was provided by trained bureau staff.  It most commonly involved small groups of between four and ten people, although sessions could be larger depending on the target groups. In the case of 'repeat' training, group sizes tended to fluctuate. This meant that the trainers (and the content of the training) needed to be flexible. Tutors might supplement group training with one-to-one advice, where a session was missed. 

65. A small proportion of direct training was provided on a one-to-one basis, with less still where the referral had been made specifically for financial education. Many of the one-to-one sessions arose from the group training, such as where a beneficiary requested further personalised information and made an appointment with the bureau for further support. 

66. Direct training was mainly delivered at partners' premises, so tutors could engage with participants more easily.  The format ranged from structured educational sessions (such as with a training provider), to a very informal 'tea and biscuits' approach. The latter was especially used where a partners' project was rehabilitative or had a focus on community care. In such instances, formal training was considered inappropriate to the setting and / or needs of the beneficiaries. 

67. Direct training had additional benefits. For example, in Powys, beneficiaries from one group described the training as a 'social outlet'. This was assisted by the tutors, who reportedly tried to make the session feel more of an 'occasion'.

· Second tier training

68. Second tier training was delivered on the whole to groups of three to six, though occasionally a one-to-one basis. It was particularly effective when delivered alongside direct training for clients as it prepared the partner for the session, and made them better placed to contribute directly. 

69. The level of training was geared towards the partners' own understanding of the clients' needs, and their knowledge of how clients might respond to the material. This was especially the case with more difficult client groups, such as those with learning or behavioural difficulties. 

70. Second tier training helped to sustain the work of the pilots. Partners were equipped to offer a basic level of financial education to their clients, as part of their day-to-day service. Where financial education fitted with the existing function of the partner - such as the role of a University Welfare Officer - delivery could be sustained at a high level. For other partners, 'top ups' were necessary where it was not part of their day-to-day work.  This was also the case where individual staff members had little prior experience of financial education topics, and where some months had passed since the training was received. 

3.3.3 Timing and duration of the training 

71. Timing of delivery influenced attendance and retention levels. It proved a challenge for pilots to gauge not just the ideal length of each training session - to keep the interest and concentration levels of learners high – but also the number of sessions a group needed to cover the set topics within a course. Pilot managers and staff reported that shorter sessions were the most effective. For example:

· Fenland amended their provision for prisoners from one, four hour session to two, two hour sessions, to suit the short attention spans of those attending and their desire for 'short and snappy' sessions.

· Sessions with young people in Wigan were reduced from two and half hours to one hour, to keep them engaged, particularly those who had had poor school experiences. 

72. Pilots noted that the key to effective delivery was to offer structured lessons with enough flexibility to cater for the needs of individual target groups. The level of commitment required and length of courses were both adapted accordingly. For example, Powys worked with women with childcare needs, and had flexible attendance and 'catch-up' sessions for those missing set sessions. Extra hours were delivered to ensure that everyone finished the course before school holidays. 

3.3.4 Teaching styles

73. Teaching styles were tailored to individual client groups. The mix of styles included both structured group sessions and informal discussions. 

74. The training was most successful when structured and delivered, with a clear outline of what was to be covered in each session or topic. This approach tended to incorporate a course booklet that could be used for reference and for group work. 

75. Beneficiaries were able to take key messages on board when the learning was broken down into chunks, with an opportunity to re-cap on what had been covered. This was particularly the case for repeat training, where the sessions covered much ground. There was a priority to make this re-capping 'fun' and to avoid formal testing:

 
'He [the trainer] was just telling all these little bits so it made me understand more. He'd bring some other subjects that we were learning about the other time, like 'do you remember this or that?'  Then he’d do sort of like a little quiz at the end, something stupid at the end. But we had a laugh with him.' 










(Beneficiary (M), N. Liverpool) 

 
'She had to sort of break it down into different bits, because obviously there are going to be people that didn’t quite understand. People were more in tune with certain areas depending on what situation they were at. She did give people time - if you don’t understand, just say, you know?'

 








(Beneficiary (F), Islington) 

76. Pilots also found that it was effective to make lessons tangible and relevant to participants' own situations. This enabled beneficiaries to put information into practice within the lifetime of the project.  For instance, some projects set participants to plan and budget at home outside the 'classroom'; this gave them the opportunity to develop skills and make little but significant long term changes in the way they managed their money on a daily basis.

77. Some of the pilots found that budgeting was most effective when introduced gradually. Too much information 'in one go' could be off-putting. It was also important to keep the templates simple. For example, one of the pilots adjusted the budgeting form when beneficiaries found it too difficult. The spreadsheet was changed to a basic 'checklist': 

 
'It was very intense. You had to add so many things, and some people's brains don't work like that, like having prior knowledge of other financial things. We suggested that it might be better at the end or the middle [of the course of training] when they've gained a bit more knowledge' 

 










(Beneficiary, (F)) 

78. Linking activities to financial infrastructure helped to make them more 'tangible'. This in turn led to greater change in behaviour, attitudes or direct action.  For example, several of the pilots reported increased take-up of Credit Union membership and the set-up of Child Trust Funds, after sessions were delivered on the these subjects. One pilot engaged a Credit Union representative to deliver the actual training, which participants valued because it came from 'the horse's mouth'. The sustainability of these outcomes depended on the level of support for the Credit Union, as is explored further at section 5.4.  

3.3.5 Location

79. A mix of locations and venues were used to deliver provision. These ranged from community centres, to council buildings, university and college premises.

80. Delivery on-site at partner agencies was the most successful in promoting attendance and learning. Participants noted that they would have been far less likely to attend sessions held at community centres, or which required them to actively seek the venue. Using familiar settings and ensuring that the premises were suitable and comfortable for the target group was essential. 

81. Partner agencies such Women's Aid, Sure Start and Home Start, used their existing premises to deliver the training. This provided a 'home' feeling for those who were reluctant to attend more institutional establishments such as a college.  In this type of venue, participants tended to be seated informally and commented that the relaxed comfortable atmosphere helped them learn.        

3.3.6 Types of support

82. All pilots provided training and / or information in informal and formal sessions. A number also offered learners the opportunity to speak with bureaux staff on a one-to-one basis after scheduled sessions. 

83. The level and proportion of time spent on each type of support varied depending upon aims of the pilot and the level of individual need.  For example, Wigan specifically set out to define their provision as both group work training and one-to-one sessions with parents at a local family resource centre; while in Islington one-to-one sessions were held in response to need, and on an ad hoc basis throughout the pilot.

3.3.7 Different approaches – what works?

84. One of the key reasons for choosing this range of pilots was to test out different approaches to financial education and gain an understanding of 'where the differences might sit' for future development. The pilots covered a diverse mix of settings, such as rural or urban location, different target groups and modes of delivery. The following section explores some of these differences.  

· Rural or urban location 

85. The main differences between rural and urban locations include population characteristics and the impact of the geographical environment.  Rural projects had to overcome barriers such as poor transport links, physical distance and smaller pockets of homogenous groups. But, the importance of ensuring easy access to provision was equally important to city based projects.  Here, although provision might be easier to access, pilots found that participants were reluctant to travel outside their neighbourhood or borough to do so.  Inner city projects also had to consider the close geographical proximity of communities, representing a wider heterogeneous group. This was reflected by the nature of delivery and targeting small specific groups, focusing on 'life-stage', age, or established community groups.     

· Different target group characteristics

86. Pilots stressed that the complex nature of financial matters, and differing individual levels of financial understanding and skills, made it difficult to design and deliver set programmes. They found that it was essential to tailor provision to the needs and priorities of different groups.  

87. A number of pilots ran learner-led sessions.  Levels of financial skills and understanding were assessed through quizzes to identify gaps in knowledge; some pilots provided a menu of topics for participants to choose from. Most pilots modified their materials to cater for individual groups and new topic areas were developed as a result.  

88. Pilots working with young people found that the most successful sessions were those with an element of fun and interaction.  For example, in Wigan they used the website to look at shopping or the Basic Skills Agency 'Money-go-Round' CD-Rom.

89. Pilots targeting mothers with young children found that it was important to provide free appropriate childcare.  They also discovered that while informal discussions around a table worked well, it was important to ensure enough structure to the session for it to feel purposeful, maintain concentration levels, and give a sense of achievement.  

· Classroom or workshop delivery

90. Direct training was delivered in two formats, 'classroom' or 'workshop'. Classroom style consisted of a tutor running the group as a lesson.  Each session was steered using pre-prepared lesson plans; some used a booklet/folder to work through together as a group.  This style was provided in informal settings but usually followed a clear structure.  

91. Workshop sessions were as informal but less structured; they involved groups, and were held in both informal and formal settings such as colleges or Jobcentres.  Each workshop provided a forum to discuss financial issues using a range of active tools such as games, role-play and practical quizzes.  Pilots observed that young people - especially those with short attention spans and disruptive behavioural issues - worked best in this situation. 

92. Similar use of practical tools worked with adults. For example:

· the pilot working with adult prisoners found that using tools, such as quizzes and practical scenarios, maintained high interest levels in a classroom style lesson, particularly when prisoners had behavioural problems and Attention Deficit Disorder;

· another found that delivering to mothers at a Sure Start centre required more structure to their sessions to maintain their concentration, away from the attention of their children.     

3.4 'What works' in delivering financial education 

93. Delivering financial education focuses on preventative work; providing the skills and knowledge people need to confidently deal with their finances. The core distinction of financial education is to develop a 'learning culture'. The following section draws out the key success factors and barriers to achieving this. 

3.4.1 Key success factors

94. The evaluation identified three key factors contributing to the success of FSfL: 

· the skills and competencies - quality - of teaching staff;

· the ability to pitch provision at the right level for the target audience; and,

· partnership working.

· Skills and competences of the tutor 

95. Those delivering the training found that prior Citizens Advice money advice work was beneficial but not vital to the success of the pilot. Partners routinely commented that the bureaux personnel were well placed to offer the training, because of their wider knowledge of debt, budgeting and saving, and ability to relate the training to 'day to day' issues. 

96. Interviews with beneficiaries showed that they were also impressed with the knowledge trainers had about financial issues
. Anecdotal evidence suggests that the level of confidence in the trainer directly equated to the level of knowledge acquired.  Participants were more willing to ask questions if they believed that their trainer was capable of answering their financial concerns. The main skills needed to be a good trainer included the ability to:  

· assess participant's existing level of financial capability;

· gauge the pace and pitch of delivery to each group; 

· prepare appropriate materials, tailored to the client;

· provide the right atmosphere (controlled, relaxed);

· listen and provide practical examples;

· deliver with confidence; and,

· fill participants with confidence that they were knowledgeable about the subject matter.

97. Partners' feedback also highlighted the importance of the trainers' skills level. In many cases, some financial issues were already covered by partner organisations, but usually on a very ad hoc basis, such as support for completing bills. Partners were reassured by the greater knowledge of the trainer, and more systematic approach:

'Although we have some knowledge of budgeting, it is predominantly from our own personal experience of working with other families that have been called to court because of debt or arrears of a sort… but it’s been a matter of trial and error.  So I think the fact that [the trainer] was available and has a broader knowledge base is an advantage' 

 








(Partner, Wigan and Leigh) 

98. There was also an effective transfer of many of these skills where second tier training took place. As discussed, many partners needed to deliver some aspects of financial education to their clients out of necessity, even if they did not recognise it as such. The trainer helped to formalise the approaches that partners used, and to provide ideas on methods to use. This had a certain 'quality assurance' function, and boosted the confidence of partner staff: 

 
'I’d say that having [the trainer] come was just an absolute godsend, and she’s just given me the confidence to go and do it this year… her expertise and knowledge in the wider field than just university, and bringing in new ideas. I was going to have to do those money talks with or without her and now I've seen her do them it’s given me a structure.'

 








(Partner, Bracknell) 

99. Beneficiaries received double the benefit, where first and second tier training was delivered in succession. Partner staffs were able to revisit the messages that were originally put across by the trainer, to help keep beneficiaries on track. This had the advantage of making the training sustainable, without requiring partners to be skilled to the same level as a financial education tutor. The following example illustrates this: 

 
'I was thinking of one particular family, where they needed to pay their rent regularly, but didn’t have the ability, if you like, to be able to fill out postal orders and that sort of thing. So [the trainers'] input was a back-up for us.  The key worker is there to say ‘do you remember what [the trainer] said?’ and ‘do you remember why we need to do this today?’'

 








(Partner, Wigan and Leigh) 

'

100. Time, staff turnover and level of experience presented some difficulties to the successful delivery of second tier training.  For instance, Fenland had hoped to train Citizen's Advice volunteers and prison education staff, so that they would be equipped to teach in prisons. In practice this did not happen. The volunteers were not specialised enough to work with offenders and; while prison education staff were interested, lack of funding and staff turnover meant the idea did not take off. 

· Pitching the right level of training 

101. Pilots reported that it was necessary to pitch financial education as anything but something which was about finances or education. The majority of pilots adopted terms that were perceived as more 'friendly' or relevant to daily living, for example: 'Consumer Confidence', 'Managing your Money with Confidence' and 'Money Matters'.  

102. Alongside this, there was a priority to avoid overly complex language or concepts.  The sessions worked best where they focussed on one or two key messages and put them across clearly, with reference to ‘real life’ examples. Sessions on ‘budgeting’ were particularly effective where they followed these principles. Examples follow:

 
'There were parts of it that I never even dreamed about. Budgeting for birthdays and stuff, you just sort of pay out for them and don’t think about it, instead of really sitting down and budgeting for them.'

  









(Beneficiary (F) Powys) 

 
'It was more like what we would do if we were in different situations or they give you a situation and then you’d think, ‘oh, is that right, is that wrong, what they should do? And then all of a sudden it clicked' 











(Beneficiary (F) Powys) 

103. The message was simple - to manage your money you first need to know 'what you are spending it on'. Participants found this to be useful as they could apply the learning to their finances in a tangible way. 

· Partnership working

104. As has been apparent through this chapter, the pilots found that partnership working was crucial to the success of delivering financial education.  Successful take-up and delivery were both facilitated where financial skills could be fitted into existing programmes.  Pilots emphasised that preventative financial skills were not a stand alone subject, but needed to be integrated into a context within everyday living.  Partners' noted that the delivery of financial education was most effective when there was a mutual benefit and it added value to the work of the partner organisations.

105. Most projects used a combination of warm and cold contacts to generate agencies' interest in taking part in the pilot.  As observed earlier, warm contacts were more effective than cold calling as relationships, and an understanding of working cultures, already existed. Cold calling was more effective than mail shots as the personal contact ensured that the pilot identified and spoke to someone able to assess the potential benefits of participation and make a decision about whether to get involved. Pilots targeting a range of different agencies found that after a while a snowball effect occurred.  

106. Community and voluntary organisations provided an excellent route to targeting hard to reach groups. However, some pilots found that they were also more likely to be most unstable, as they experienced resource difficulties, in terms of staff and finances.

107. Partners' involvement included:

· provision of a ready-made audience and suitable premises;

· provision of child care during sessions;

· presentation of information sessions; and/or,

· significant input to the content and delivery, using their existing infrastructure.

4.0 Impact and outcomes for beneficiaries 

108. The purpose of this section is to review the evidence for the impact of the Financial Skills for Life project on beneficiaries. It discusses the key issues and challenges for measuring impact, with reference to the approaches taken by the pilots. It then outlines the main areas of impact - short term and long term. 

4.1 Measuring impact – the challenge for the pilots 

109. A wide range of methods were used by the pilots to measure the impact of the project on beneficiaries' lives.  Most used a satisfaction questionnaire or similar; some used more sophisticated methods such as the Rosenberg self-esteem scale
. Even so, it proved difficult for them to establish the effects of the training directly, compounded by a low initial awareness of how to monitor and evaluate.  

110. The 'preventative' nature of financial education was found to be one of the main challenges for measuring impact. In contrast to money or debt advice, the aim of provision was to empower beneficiaries to make their own decisions on managing their finances. But these decisions might not occur for months, even years. This posed an immediate difficulty for measuring impact, as most beneficiaries were engaged by the pilots for a short time. 

111. The pilots took a number of approaches to address this issue. They included: 

· producing case studies, to highlight how and where individual beneficiaries were particularly successful, and the factors involved at each stage; 

· focusing on shorter term outcomes at first, such as where the pilot empowered beneficiaries to resolve a ‘crisis’ situation.  Often the resulting feedback showed that the beneficiaries had changed their attitudes to finance, and;  

· drawing on the support of the evaluators, who trained the pilots to use a ‘before and after’ questionnaire with their beneficiaries, and conducted follow-up interviews. 

112. These measures helped to provide a more detailed view of impact, as is explored further in the remainder of this section. 

4.2 Types of impact achieved – an overview 

113. The evaluation shows that financial education consistently achieved positive outcomes for beneficiaries across the programme, although views were mixed on the effectiveness of individual topics and teaching styles.

114. The majority of beneficiaries who took part in the interviews reported an improved understanding of credit and debt as a result of the training. Most adjusted the way they budgeted, and felt better equipped to make future decisions on borrowing or saving. A considerable proportion reported having saved money. Indeed, 'economic wellbeing'
 emerged as a very significant outcome in the medium-term. Improved confidence was also a common theme, both from group and individual sessions.

115. Debt-resolution was a priority for beneficiaries, whether in employment or not
. Similarly, prior knowledge and understanding of financial issues was equally high or low, for employed and unemployed beneficiaries
. There was no simple correlation between social disadvantage and low levels of financial confidence or ability. 

116. One of the key findings was the extent to which financial difficulties interacted with other aspects of individuals' lives. This was apparent for people in employment, who needed support with the day-to-day use (or, mis-use) of day-to-day financial products and services
. For socially excluded groups, financial support and advice was primarily needed to make money stretch to cover their living costs. Many of the latter beneficiaries faced 'chaotic and complex' personal circumstances.

117. The relative importance placed on finance by beneficiaries themselves varied considerably on a daily, weekly, or monthly basis. For socially excluded groups especially, a 'live for today' approach was adopted as a coping strategy to manage issues around housing, family and benefits. The variations in priorities and needs meant that training was most successful when pitched as 'the right message, at the right time, in the right way'. Longer term benefits were generated when links were made between finance and wider issues.  Making this connection required sustained involvement, and was most consistently achieved in partnership with other agencies. 

118. The evaluation identified benefits from one-off interventions and more sustained training. Pilots routinely combined both, often by linking 'outreach' work to opportunities to participate in group work.  The impact tended to be the most sustainable where beneficiaries had sufficient personal resources to further their own learning. For example, those in employment were the most likely to access information on-line or join consumer groups. This suggests that there are benefits from exploring links between financial education and community Information and Communication Technologies (ICT), to widen access and to create opportunities for further learning. 

119. The 'life stages' of beneficiary groups exerted an influence on the impact of financial education. The pilots identified the importance of targeting major points of transition, such as leaving home; moving from college into work; planning for a family, and retirement. The pilots reported that one-off training was most effective when delivered at these points. As the need for information, advice and support on financial issues became a priority, beneficiaries were more receptive to being challenged on their wider attitudes to finance. The success of a life-stage approach is evident as pilots reported that beneficiaries returned for further advice as new situations arose: 

'I think the thing that does work is that it doesn’t seem to matter how often people come back...  because we can all go off track from time to time and people’s circumstances can change quite rapidly.  We have even had families that leave our service that have come back and said ‘I really could do with seeing [the trainer] because we have moved house.  This has happened, that’s happened'

 








(Partner, Wigan and Leigh) 

120. Certain groups benefited most from repeat or sustained training, including asylum seekers, ex-offenders, and people in temporary accommodation. This was due to their rapidly changing circumstances.  In contrast, more stable groups - people in sustained employment, pensioners, and people in long-term institutions
 – benefited most from one-off training, as it was possible to relate provision to personal circumstances likely to remain constant. 

121. The remainder of this section focuses on the more specific types of impact that were achieved for beneficiaries, looking at  short  and medium to long term (i.e. sustained) outcomes respectively. 

4.3 Short term outcomes 

122. The project achieved a number of immediate outcomes for beneficiaries, including:

· crisis prevention and resolution;

· improved confidence and motivation; and,

· improved financial competence. 

4.3.1 Crisis prevention 

123. One of the immediate impacts of the pilots was assisting beneficiaries to avert an impending crisis, such as eviction or a court order. A indicated above, this work often verged on 'debt advice'. But, in most cases bureaux insisted on active beneficiary involvement in working-through the problem. This type of impact can be described as restorative and preventative. 

124. Beneficiaries often accessed the project at the point where debt had accumulated over time. A common theme of 'hiding from debt' or 'sweeping it under the carpet' was apparent for all social groups. The pilots provided practical help, such as assistance with contacting creditors, but also introduced budgeting plans, and encouraged beneficiaries to identify priority and non-priority spending. A case study follows. 

	Beneficiary case study: crisis prevention 

Paul (51) was facing bankruptcy, when he saw a leaflet in his local Sure Start Centre and his daughter's nursery. He described the pilot as a ‘kind of miracle’, because it was directly relevant to the situation he faced at the time: 

“I needed, in that moment, someone, or some place to go, to ask for advice. Not necessarily that they’re going to fix my situation … but at least someone to guide me or help me”.

Paul felt the main skills learnt he learnt were around budgeting and found that the informal approach for the course was helpful for this. He also learned how to find sources of financial information, from the course folder and the internet. Since doing the course, Paul felt that his attitude to finance had changed. He would no longer use credit unless in an emergency. He now feels more able to manage his money: 

“It made me aware of being more specific … how much I’ve got now; how much I will be able to have in that time, in 6 months’ time, in 2 months’ time… I can save, now”

Recently, Paul was able to apply some of the skills that he learned, when his wife announced plans to go to university. Paul was able to budget for this, by making reductions in other expenses. He felt more aware of the options for borrowing.




125. Pilots found that providing short term support with immediate problems helped to 'validate' the follow-up sessions with trainers and enhance the credibility of the service.  This in turn encouraged beneficiaries to look at longer-term issues around borrowing and saving. 

4.3.2 Improved confidence and motivation 

126. A lack of confidence around finance was a widely reported issue, regardless of social background. It was described by one trainer as the 'first hurdle' to improving financial capability.  Improved confidence was one of the most frequently reported outcomes for the beneficiaries who were interviewed by the evaluators. 

127. For some, the financial education provision validated prior knowledge, and gave them the resources to be more adventurous in accessing new services. For others, deeper-routed anxieties were addressed. In Powys, for example, the pilot achieved success in working with women in a refuge, for whom money was often one aspect of control exercised by an abusive partner. The pilot helped to break down negative associations with finance, in addition to equipping the women with basic financial skills. 

128. The use of group work helped improve confidence. While the pilots exercised caution in broaching 'personal' issues in group situations
, many beneficiaries welcomed the opportunity to share their experiences.  Young people from the North Liverpool pilot gained confidence from discussing their family situation and their aspirations for moving to independence. Their sessions addressed 'taboos 'about debt, and provided reassurance that others were in a similar position. In Walsall, the group sessions helped to break down social isolation, and beneficiaries reported learning from their peers. 

129. Knowing 'where to go for help' was one of the main aspects of improved confidence. Beneficiaries were reassured on discovering that the bureau was able to offer advice and training on financial issues, and that there were other avenues for support. Confidence with regard to consumer rights and legal aspects of finance was also a factor. A number of beneficiaries reported feeling better equipped for any future dealings with creditors – especially where previous experiences had been negative. 

130. Improved confidence often led to direct action. For example, one beneficiary (a refugee) had postponed opening a bank account, due to not knowing the procedures involved and negative experiences of having tried in the past. After a session with the trainer, he was able to return to the bank with the correct documents and knowledge of his rights. In another instance, a council employee decided to make an appointment with a Financial Adviser to discuss saving. She had previously felt too uncertain in her own knowledge to do this, at the risk of being offered unsound advice. 

131. In some instances, taking part in the financial education sessions led to increased motivation and personal development. Several of the beneficiaries who were interviewed had enrolled on a basic skills course at a local college following their participation. Others reported increased motivation to seek employment. 

4.3.3 Improved financial skills and competence 

132. To meet the needs of their target groups, the nine pilots delivered training on a wide range of topics. Most covered the same 'core' set of skills and competences (as described in section three), the key difference was how and at what level they were addressed. The core skills and competencies were: 

· Budgeting

· Saving 

· Credit and borrowing 

· Managing debt

133. Most of the beneficiaries we interviewed gained an understanding of the link between budgeting, savings and debt. 

134. The specific improvements to financial skills and competencies depended on the prior knowledge of the individual, the nature of their need, and how this was addressed. This is summarised in Table 4.1. 

Table 4.1  Types of skills and knowledge acquired, and their impact  

	Prior level of financial capability 
	Attitudes to finance; priorities
	Skills and knowledge gained 
	Impact and outcomes 

	1. Higher
	Speculative or inquisitive 

* good level of prior knowledge; 

* already budgeting and saving; 

* seeking money management ideas
	· Saving and investing – pensions; ISAs
	· Increased levels of saving; informed choices 

	ix. 
	
	· Borrowing – APR; student loans; mortgages 
	· Increased uptake of financial products and services

· More sustainable borrowing 

	x. 
	
	· Budgeting – longer term planning
	· Longer-term view of personal finances 

	2. Moderate
	Reluctant or passive 

* some level of prior budgeting and saving; 

* typically more receptive to money advice than training 
	· Budgeting – regular planning; priority debts; 
	· Budgeting routine established 

· Improved prioritisation of spending and debt 

	1. 
	
	· Borrowing – APR; avoiding financial 'scams'; credit 
	· Sustainable borrowing 

· Reduced risk of financial exploitation 

	2. 
	
	· Saving and investing – credit unions; basic bank accounts 
	· Regular pattern of saving established 

· Access to entitlements 

· Credit union membership 

	3. Low 
	Avoidance or disengaged
* financial situation often beyond personal control; 

* excluded from basic financial services; 

* fire-fighting scenario 
	· Borrowing – contacting creditors; loan arrears;  court orders; threat of eviction 
	· Crisis avoidance

· Consolidation of debt 

· Prevention of further debt; behavioural change 

	3. 
	
	· Budgeting – stabilising finances; payment plan; basic weekly budget 
	· Control over finances 

· Basic knowledge of financial services and products 

· Basic budgeting skills acquired

	4. 
	
	· Saving and entitlements – maximising benefits 
	· Access to entitlements

· Reduced levels of financial disadvantage 


135. As Table 4.1 shows, common topics were applied by beneficiaries in different ways.  Where prior financial knowledge was minimal, the main impact was to establish a first point of access to finance services and build individuals' capacity to take informed decisions. This was achieved by conveying basic factual information - types of finance, utilities and banking. This often 'unlocked' other barriers or issues that were faced by the beneficiary, such as housing or legal issues. 

136. The circumstances surrounding low levels of financial knowledge and understanding were varied. For example, Fenland were working with prisoners on pre-release programmes, and found that some had not managed their own finances for many years, and lacked knowledge of the cost of goods and services. The pilot re-introduced the concept of budgeting, drawing on practical 'day-to-day' examples such as opening and using a bank account to help manage funds. Beneficiaries felt better prepared for the prospect of managing their finances upon release, and understood the actions required.

137. A focus on providing basic information on financial services was a priority for refugees and asylum seekers, and so Bradford addressed the practical and legal (rather than behavioural) aspects of finance. Many asylum seekers arrived from countries where banking and utilities were very different and needed support to secure access to standard financial services, such as bank accounts and utility bills. A case study follows. 

	Beneficiary case study: accessing entitlements 

Assad originally from Afghanistan, had been living in Bradford for about 5 years. He was working full-time employment for a supermarket when he took part in the Bradford pilot. He heard about the Financial literacy sessions through his English classes held at a local college, although it was not something that he had thought about before. 

The sessions were held after the English class, on site at the college. Assad quickly realised that they were going to be useful and found that they increased his self-esteem and confidence. The topics included: bank accounts, how to set up direct debits, utilities, interest rates and borrowing.  Assad found it particularly useful to know about how and when to save, and the suitable uses for a credit or debit card. 

When Assad first came to the UK he was unsure of how utilities worked. Now when he receives a bill he is able to check it against his meter. The sessions enabled Assed to set up a bank account and direct debits. This has allowed him to receive his wages directly into his account and to arrange for bills to be paid.  




138. For socially excluded groups, financial education often had a direct benefit in helping to make statutory entitlements go further. The Bracknell pilot raised awareness of the Child Trust Fund amongst young parents in temporary accommodation. The pilot gave the beneficiaries information about options for investing the fund, and helped participants understand  interest rates.  In Wigan and Leigh, the pilot identified options for young people preparing to move to independence, including budgeting and savings. Several of the beneficiaries were supported to make decisions on using their Educational Maintenance Allowance (EMA). 

139. For those with good existing levels of knowledge, the financial education tended to provide more of a 'reinforcement' of prior learning and knowledge. This was particularly the case where beneficiaries approached the sessions primarily out of curiosity. In Bracknell, for example, sessions with council employees bolstered existing information, whilst also picking up gaps in knowledge. This approach meant that 'people could pick out what they needed for themselves'.

140. Even small improvements in knowledge and understanding went a long way. Beneficiaries from the Bracknell pilot reported to the evaluators that the sessions gave them a new way of looking at their finances. This included the ability to 'take a step back' and identify where their finances might be over-stretched. There was a tendency towards a more adventurous outlook on money, and some changes to patterns of saving. 


"Before, I would just go to the bank about bills, but now I would consider going to talk about loans or a mortgage…"











(Beneficiary (F), Bracknell) 

141. One of the success factors of working with beneficiaries in employment was their greater inclination (and capacity) to follow-up the initial training. Actions that were taken included subscribing to an internet-based savings site, making further appointments with an Independent Financial Advisor, and opening an ISA. 

"Yes, I'm more confident. You know, the little bit of knowledge you have. … I go to the library, and we have a computer downstairs as well… I also manage to look on the websites" 

     








(Beneficiary (F), Islington)
4.4 Soft outcomes and distance travelled  

142. Pilots captured evidence of change through a 'soft outcomes' questionnaire. This method was used to identify how beneficiaries perceived their own confidence, motivation, or knowledge, and observe changes over time
. 

143. The results from the questionnaire show that the beneficiaries almost universally reported greater confidence in their ability to make decisions as a result of the training, a more even knowledge of topics relating to spending, saving and debt, and fewer noticeable 'gaps'.

144. Across all groups, levels of prior knowledge and confidence were higher for banking and paying bills; less so credit and debt; and, quite variable for priority spending. Knowledge of credit unions was almost always low. Very few of the beneficiaries knew what a credit union was, or how to access one, prior to participating in the pilot. 

145. Similar patterns of improved confidence and knowledge were also noted where pilots identified certain 'weak' topics for their beneficiaries. For example, the Islington pilot covered bankruptcy, and boosted levels of knowledge, after this was found to be of concern for some older workers. A similar outcome was achieved in North Liverpool. The group of young people reported a lack of knowledge around using credit and debit cards. After the training, the same group found that their confidence had improved significantly from an average of 2.5 to 8 on the scale. 

146. In Wigan, the questionnaire was adapted for beneficiaries to write extra comments. This had the advantage of providing a context for the scoring. The completed questionnaires show that a small change in the score – or no change – could be for a number of reasons. In some instances, it was simply because the beneficiary already rated their confidence highly. For example, some of the young people at the Foyer in Wigan felt that they had a good grasp of priority spending. The pilot reinforced their confidence (from an average of 5.5. to 8), but did not increase it dramatically. More significant increases tended to occur where the beneficiaries felt able to apply a new skill directly. This applied to 'working out a budget', which was done with the trainer. The majority felt more confident as a result. 

4.5 Sustained outcomes 

147. As discussed previously, the pilots were limited in their ability to demonstrate longer-term impacts on their beneficiaries. This was largely due to the preventative nature of the service and the fact that knowledge and understanding might be applied in months or years to come. For the majority of the pilots, the training was either one-off or time-limited. 

148. Some medium-term evidence of impact was identified as the evaluators followed up a number of beneficiaries who had completed the training up to six months previously. Partner interviews also proved an effective way of identifying sustained changes in beneficiary attitudes and behaviour. 

4.5.1 Improved financial responsibility  

149. Across the nine pilots, there was substantial evidence that beneficiaries had continued to apply the knowledge that was gained through the initial training. 

150. This was particularly the case for budgeting and debt. Where beneficiaries worked-out a budgeting plan with their tutor, most reported adhering to it. Most had adopted at least some degree of awareness of personal responsibility for continuing debt-avoidance. This required changes to attitudes or habits, as the following case study shows. 

	Beneficiary case study: improved financial responsibility 

Jackie (32) is a mother-of-one, married and working part time. She was attending a family group at a local community centre for half a day a week, and found out about the pilot when the trainer visited. She has since attended group sessions with three to four people, once a month.

Jackie found the budgeting sessions to be the most useful, where the group was asked to write down everything that they spent in a month. She was surprised at just how much she spent on non-essential items. On reflection, Jackie found that this was due to her regular trips to the town centre: 

'I was going into town for a walk every day just for something to do, because you need fresh air… but you go into town and you think 'that looks nice, I'll buy that for her [my daughter]'. 

Jackie found that she could save £10 to £15 a day just by avoiding the town centre. Although she no longer does the budget plan, Jackie has adjusted her routine. She found that this saved her money. Not having daily shopping trips has also given her more time to do other things: 

'I only go into town twice a week, because I pick up [my daughter] from her other nursery… we do more things at home like painting and things like that. I'm more aware now. I do stop and think 'do I really need this?, and if I say no I can persuade myself that I don't need it' 



151. Impacts were also identified where beneficiaries reported a good prior level of financial understanding and had not approached the training with a specific problem in mind. Beneficiaries in employment noted that they were more 'self disciplined' or 'prudent' in their patterns of saving and spending. 

152. A further area of sustained financial responsibility was around 'borrowing'. The pilots used successful 'shock' tactics – by underlining what different levels of APR might mean in real terms, with reference to actual examples
. Where beneficiaries were followed-up, they reported a continuing awareness of the risks of unsustainable borrowing. This included how and when to use credit cards or to borrow from credit agencies:

"It is about not taking loans from these people that don’t have a licence, because they charge excessive amounts of interest, which really opened my eyes to a lot of what is going on… " 

   








(Beneficiary (F), Islington) 

"Now if I was having a bit of a money problem and I only had a certain bit of money each week, I would take a catalogue.  For a few months, it’s this percent APR.  But sometimes, he was pointing out in catalogues, you can pay off and it’s free"










(Beneficiary (M), Liverpool)  

4.5.2 Economic wellbeing 

153. A recurrent theme during the beneficiary interviews was that of improved levels of personal financial circumstances. Almost all of the beneficiaries followed-up some months after the training had saved money and reported a net increase in their savings; knowledge improved – particularly among those in employment - of different types of interest accounts. Several individuals benefited from higher interest rates. 

154. In Islington, the provision performed an important role in 'unlocking' personal finance for older people. The project manager reported that many beneficiaries accessed the pilot from a position of being 'asset rich, but cash poor' – in that they had accumulated a lifetime of savings, but lacked access to them due to the money being tied-up in property or savings. Financial education provided the higher-level skills required to manage such assets advantageously.  

155. The relationship between financial education and economic wellbeing was also evident for socially excluded groups. In most instances, benefits were incremental (or ‘step by step’), due to the reduced level of access to financial services. Improvements to personal financial status might require intervention to broker access to basic financial services, alongside training to address knowledge and attitudes. The end result was equally apparent, however, and beneficiaries reported saving money:

"[It is an] understanding that you can have money for yourself and pay the bills.  All my bills are now paid by direct debit, so I know that everything left is mine… now I have money for myself"

 







(Beneficiary (F), Wigan and Leigh)

"I think I’ve benefited a lot from this. At first, when I was getting EMA, I was getting it and straightaway spending it, it’d be gone within half an hour. But now I’m making it last. When the summer started, I got a job. I was getting some wages, and I made them last a full week"










(Beneficiary (M), DAWN) 

156. Opening a basic bank account was often found to be an important factor in establishing a regular pattern of saving. Where debt was a priority issue, opening an account enabled beneficiaries to set-up direct debit arrangements. This included their council tax or utilities, for example. 

5.0 Wider benefits of the project 

157. In addition to the direct training that was received by beneficiaries, a number of wider benefits and knock-on effects were identified. These are important, as they help to establish the full 'reach' of Financial Skills for Life. 

158. Taken across the nine pilots collectively, four key types of wider impact emerged as particularly significant from the evaluation. These were: 

· Knowledge transfer and dissemination 

· Development of new partnerships and provision 

· Staff training and capacity building

· Credit union development

5.1 Knowledge transfer and dissemination 

159. Pilots maintained detailed records on the numbers of beneficiaries receiving training and the evaluation indicates that the actual number of individuals who benefited is considerably higher due to the use of intermediaries. Beneficiaries and project staff alike identified the potential for key messages about personal finance to be passed on via intermediaries. 

160. One of the principal methods for reaching extra beneficiaries was through 'second tier' training to partner staff. This approach was used by around half of the pilots. A key finding was that it was most effective where intermediaries had a certain level of prior knowledge of money or financial issues. In Bracknell, for example, second tier training was offered with some success to Reading University, assisted by the skills and experience of the Student Welfare Officer, who already provided some degree of basic money advice to students. The FSfL training provided a new set of tools and approaches, enabling the Welfare Officer to reach extra beneficiaries without direct involvement from the bureau. 

161. One challenge was to secure the right 'pitch' at which staff would assist beneficiaries. In Bracknell, the bureau delivered second tier training to a charity working with young families (Home Start). The session was delivered to volunteers, who were to offer financial education as part of their wider support role. The pilot applied the soft outcomes questionnaire, to rate volunteers' confidence in delivering the work. This showed that volunteers' knowledge increased across a range of topics. One of the success factors was the tailored approach. The volunteers had expressed an interest in the Child Trust Fund, which would affect their beneficiaries. The session was therefore demand-led and specific, rather than seeking to train the partner as a 'stand-in' for qualified bureau staff.  

162. Several of the pilots had less positive experiences of the second tier approach. In Fenland and Walsall, difficulties were encountered with the turnover of intermediary staff. This was a particular issue within the prison environment, and within the voluntary and community sectors. Furthermore, there was mixed success in recruiting and training volunteers through the bureaux. Finding and keeping volunteers with the right personal profile was costly and time consuming. It was not always considered appropriate for volunteers to deliver training on more complex issues. One project manager noted that: 

"Whoever is delivering the workbook needs to have financial knowledge. It would have to be someone similar to myself [tutor]. You do actually need to know what you're talking about, because it raises so many financial questions in a session"

 








(Bureau representative, Powys) 

163. A further way in which knowledge was cascaded by the project was informally, via the beneficiaries themselves. This happened a lot within several of the pilots. In Islington, work with older people highlighted the importance of support from family or advocates for many of the beneficiaries. This provided an audience for disseminating the learning from the project. The Bradford pilot identified a growing number of peer referrals from refugees who had previously accessed the pilot, and raised awareness amongst community groups.  The potential impact was found to be high, where poor financial capability had been carried between different generations of the same family. In the longer term, work with young parents was seen as a means of breaking this chain.  

5.2 Development of new partnerships and provision 

164. Across the nine pilots, the development of new partnerships was highlighted as a key outcome. Pilot staff and partners consistently reported that the bureaux had raised their profile, and achieved a greater awareness of the work of other local organisations. As training was often most effective when delivered as part of a wider 'package', there was a greater onus on the bureaux to be pro-active in seeking partners. This in turn had a snowball effect, by tapping into partners' own networks and generating further links. 

165. The impact of expanding the partnership work of individual bureaux varied. Several of the pilots considered that the project had increased referrals to other services that the bureau offered (including money advice). This was felt to be the result of giving partners a greater understanding of what the bureau could offer, and encouraging referrals that might not otherwise have taken place. In turn, improved knowledge of local organisations meant some bureaux gained confidence in their ability to sign-post debt clients to other services.  Bureaux reported that the pilots had strengthened the tools and options available to the service. 

166. For some pilots, the partnership approach was effective in reaching wholly new target groups. In Wigan, for example, partnership with local hostels required the tutor to perform an 'outreach' role.  This put the bureau in contact with client groups who would not traditionally self-refer, such as more transitory young people with multiple needs. Similarly in Islington, the project put the bureau in contact with care leavers, via the local social services. This helped to expand the overall client base. 

167. The project led to the development of new types of provision. This was an organic process, with activities and methods adapted and refined over the course of the project to meet the needs of particular target groups. The extent to which this was achieved depended in part on how broad the pilots' remit was.  In Islington, for example, the project manager found that there was very little existing provision available for the over fifties. The pilot met a gap, by addressing issues around basic savings and pension options in a joined-up way. Similarly in Powys, the nature of the work with women in a refuge needed a very client-specific package of training and support. 

168. In contrast, other pilots achieved an impact by adding value to pre-existing provision. For example, the pilot in North Liverpool provided an important extra dimension to the entry to employment (e2e) programme for young people. Two training providers partnered with the bureau, to offer financial education alongside modules on life skills, basic skills and vocational skills. The providers thought that the training added a lot of value:  

"I think it is part of the e2e framework. It has got to be covered, and obviously numeracy support and budgeting is an area that the learners will come to play with… it [the pilot] is useful, and it is new".

  









(Partner, North Liverpool) 

169. Similarly in Wigan, the pilot developed financial education to address a niche in provision. The training was delivered concurrently with another local scheme called 'Working Wonders' - a project for families of vulnerable children delivered at a family resource centre. The scheme offered very practical assistance to clients, including guidance on money-saving issues such as two-for-one offers. The pilot benefited Working Wonders, by teaching beneficiaries how to save and budget, prior to referral to the resource centre. This equipped them with the skills to make more effective use of the assistance that was provided at the centre: 

"Some of the parents really need that practical experience to be able to put it into practice for themselves… the knowledge that Nigel has and the priorities that he can then use can have a greater impact more quickly on the family"

 








(Partner, Wigan and Leigh) 

170. In summary, the pilots helped develop a more 'holistic' package of advice and training, for partners, and for the bureaux. This clearly has funding implications. Numerous partners observed that whilst the service was provided 'for free' by the pilot; they saw the potential for the bureaux to offer the training at cost.  In practice, few of the bureaux levered-in partner funding specifically to deliver financial education
. Most considered that the pilot had given them a further insight to partnership work, however, and cited a greater awareness of funding sources. Some had written successful bids for other projects, drawing upon the track record and relationships from the pilot. 

5.3 Staff training and capacity building

171. A recurring impact of the project was to up-skill members of staff and volunteers within the bureaux, and to embed the concept of financial education within the service. The methods of doing so varied considerably. Some of the pilots had a specific 'staff training' element, and sought to involve money advisers directly in some capacity. For other pilots, the training was approached more as a discrete project activity, with less involvement from colleagues. In most instances, there was at least some degree of raised awareness of financial education across the bureau as a whole. Indeed, the pilots received strong support from the bureau Director, and were considered a test bed for future work.

172. One of the main benefits for other bureau staff was to challenge attitudes and perceptions of the role of Citizen's Advice. The pilots used the opportunity to encourage a wider view of what the service might offer. In Bracknell, for example, the project manager described this as encouraging a shift '…from a reactive to a preventative approach'. Similarly in Walsall, the pilot sought to involve money advisers in the referral process for the pilot. In addition to boosting numbers of beneficiaries, this approach also disseminated knowledge of financial education within the bureau. The approach was thought to have been effective: 

"[The pilot has] led to a more imaginative approach to core money advice work… to build in other outcomes and benefits that aren't solely related to advice".

 







(Bureau representative, Walsall) 

173. The experience of the pilot informed the development of two new projects at the Walsall bureau. One of these was linked to the recruitment and training of volunteers, and the other to outreach work with clients – to encourage the up-take of benefits. This approach was informed by the 'outreach' format of the financial education, and the lessons learned from encouraging money advisers to 'think preventative'. 

174. In building capacity for financial education within the bureau, pilots encountered a number of barriers which hindered the level of impact.  A common issue was the lack of confidence amongst money advice staff to tackle financial capability, and to know when to refer clients to the pilot. This was largely due to the following: 

· a perception by money advisers that financial capability was not part of their role; 

· time constraints for money advisers to take on the extra work for their caseload, and; 

· sensitivities around broaching the subject of 'training'; there was a reluctance to discuss poor skills or a need for education at the risk of offending clients. 

175. In Powys, this issue was addressed by actively involving debt advisers in all stages of the pilot, and to 'marry' financial education with advice work as far as possible. Debt advisers were encouraged to use the financial capability web-site as a resource to assist their work
.  They also participated in monitoring, by recording verbal feedback from beneficiaries. The approach was found to work well, because it challenged the perception of financial education as outside the 'core' service. It also equipped advisers with a means of extending what they can offer clients. The impact was to boost staff morale and enthusiasm within the bureau.

176. In Walsall, the pilot raised the skills levels of debt advisers by developing an internal training package in response to the reluctance of advisers to get involved with referrals. Some were uncomfortable with broaching the topic of financial 'capability' with their clients, because it was too sensitive. The pilot responded by delivering a joint training session for bureau staff, and tutors from a partner college. This was used to discuss advisers' concerns openly, and agree on acceptable terminology to use. The impact was to increase the confidence of the debt advisers to refer to the pilot, thus boosting the referral numbers. 

5.4 Credit union development

177. A final key area of impact was credit union development. Credit unions were allocated a central role by a number of the pilots, as a 'vehicle' for saving and budgeting. In particular, they offered a means for beneficiaries to take action in relation to their finances, after they had received the training. As such, there was a close association with financial education, and with more financially excluded groups. 

178. The pilots all felt they had successfully raised awareness of credit unions and how they work. Most pilots had encountered a low level of prior awareness of the concept amongst their beneficiaries. This was overcome by explaining the functions of a credit union, and relating it to personal circumstances.  In North Liverpool, for example, young people scored their self-confidence around credit unions very poorly at the start of the training. After three sessions, however, most were very confident. In Islington, also, the pilot rapidly turned around beneficiaries' knowledge and attitudes to credit unions: 

"I was absolutely amazed to find over two and a quarter years [of the project] that nobody knew what a credit union was. But I found the group very much liked the idea of saving within the community. That went over very well and still does". 

 









(Pilot Manager, Islington) 

179. The pilots had more mixed success in encouraging actual membership. The impact was highest, where the pilot worked directly with partners. In these instances, it was possible to sign-post beneficiaries to local schemes following the work of the trainer.  In Wigan, for example, one partner was able to show increased levels of borrowing and saving at a credit union that it hosted. This could be linked directly to the pilot, because there was close communication at all times and beneficiaries were cross-referred on the basis of individual needs. 

 
'We are passionate about the credit union, and in terms of [the trainer's] input, yes passionate about that as well. But the 2 together just seem to work really well and it would be so sad not to have one of them because I think that one benefits the other… the long-term effect is about saving'

 








(Partner, Wigan and Leigh) 

180. Similarly, the ability to link into a local community banking pilot was a success factor in Powys.  This helped to achieve support from the local council and other partners, who recognised the overlap with financial education. The pilot therefore benefited from additional capacity, to sustain the initial work.

181. In contrast to the above, some of the pilots found the relationship with credit unions to be less effective. Difficulties typically related to a gap between demand and local supply. One local pilot raised awareness of local credit unions with their beneficiaries only to find that they were not always operational. This lowered their credibility with beneficiaries, many of whom lacked other options for saving. In another local area, credit unions were described as 'sleeping partners' by bureau staff. Although three unions were established over the lifetime of the pilot, there was insufficient momentum to encourage longer-term saving. Beneficiaries joined, only to slip out of the habit of saving without ongoing support to do so. This suggests a priority to look towards other partners, to help make the link sustainable. 

6.0 Cost effectiveness and value for money 

182. The purpose of this section is to offer an insight to the cost effectiveness of delivering the financial capability pilots. The section explores the relationship between inputs and outputs for the pilots, and considers some of the main factors that led to variations in costs. A number of ‘unit cost’ measures are presented and explained. 

6.1 Overview – inputs and outputs

183. The start point for assessing cost effectiveness is to establish the overall inputs and outputs for the nine pilots. As discussed at section two, each pilot agreed its budget individually with Citizens Advice and Prudential, leading to some variations in cost. 

Total costs 
184. The average was annual cost of delivering the project was £18,889 per pilot, with the Walsall total set aside. This gives the most realistic figure for gauging the actual costs of financial education in the context of the project; with hard to reach groups and in a community setting. 

Total beneficiary numbers 

185. As discussed further below, it was not always possible to calculate the total number of beneficiaries for every pilot. This was due to some gaps in the data recorded; especially for 2003, where the pilots were still getting up-and-running with their monitoring. 

186. Taken across the nine pilots, the evaluators were able to identify beneficiary numbers for 80 of the 108 quarterly records. A grand total of 5,179 beneficiaries were counted for the whole project. These figures relate to beneficiaries who received training directly. 

187. The average number of beneficiaries per pilot per year was 264. Based on these figures, the actual total (including those quarters for which the data was unavailable) would exceed 6,300 direct beneficiaries
. 

188. The remainder of this section considers the different unit cost measures that were tested by the evaluators, to establish the cost effectiveness of the provision. 

6.2 Basic unit cost measure 

189. The first type of cost analysis was to identify a simple ‘unit cost’ measure, from which to establish (in basic terms) the typical cost per learner. 

190. The evaluators used the quarterly profiling data for the pilots to achieve this. The total actual expenditure was identified for each quarter. This data was matched up with the total number of beneficiaries receiving training in that period. The first total was then divided by the second to give a ‘raw’ unit cost. The same was repeated for all quarters for which both sets of data were held (costs/outputs), and an average ‘mean’ unit cost taken for the pilot. 

191. This method has advantages and drawbacks. On the plus side, by including all actual costs per quarter, the calculation has the advantage of factoring-in the ‘hidden’ costs behind each learner output. This means that the unit cost includes an apportionment of the total networking, management and monitoring costs that are needed to make the project viable. A measure that included only direct costs (e.g. staff time / materials) would risk under-estimating the true level of inputs that are required to generate each output. 

192. The drawback of the method is that it does not reflect the differences in group sizes, the amount of training delivered to each beneficiary (hours of training received), or the relative difficulty of reaching more socially excluded groups.  As such, there is some inevitable skewing in favour of those pilots that delivered short course training to large groups, and where these beneficiaries were readily accessible. Different types of analysis were needed to address this issue. They are presented later within this section. 

193. Table 6.1 presents the findings of the ‘basic unit cost’ measure per beneficiary for each of the pilots, using the methodology explained above
. The pilots are ranked in order, from the highest (most expensive) to lowest (least expensive). A more detailed breakdown of the calculations is provided at Annex three (refer to A3.2). 

Table 6.1  Average unit cost per beneficiary 

	Pilot 
	Overall unit cost (rounded)

	
	

	1. Citizen's Advice in the Borough of Wigan
	£233

	2. Bradford Citizen's Advice Bureau
	£212

	3. Islington Citizen's Advice Bureau
	£109

	4. Cyngor ar Bopeth Powys Citizen's Advice Bureau
	£101

	5. Debt Advice Within Northumberland (DAWN)
	£87

	6. North Liverpool Citizen's Advice Bureau
	£67

	7. Walsall Citizen's Advice Bureau
	£52

	8. Fenland Citizen's Advice Bureau
	£48

	9. Bracknell and District Citizen's Advice Bureau
	£34

	Average 

(mean)  FSfL beneficiary unit cost
	£105


194. The average unit cost of £105 per beneficiary suggests good value for money, noting the range of outcomes that were discussed in section five. The evaluation showed that the training often led to sustainable changes in knowledge and behaviour, even where the intervention was ‘one-off’ and that the initial cost of provision could go a long way. 

195. The lack of equivalent provision makes it difficult to benchmark the average unit cost.  The closest match is with other informal learning provision, such as youth work, or group-based sessions provided within the voluntary and community sector. It is fair to say that most pilots operated on a moderate budget, with low overheads, and that the majority of inputs were staff time for the trainer. Furthermore, the beneficiary outputs were proportionately high, given that most of the target groups were ‘hard to reach’. The unit cost compares very favourably with mainstream training programmes on this basis
. 

196. The table highlights a wide variation between the nine pilots, based on the ‘raw’ unit cost alone. The highest cost of training (Wigan) is some seven times greater than the lowest (Bracknell). Two of the pilots appear somewhat anomalous, with a unit cost of £200 or more – twice that of the next highest pilot. For the remainder, however, there is no obvious clustering or grouping on the basis of cost and the pilots are distributed quite widely. 

197. A number of factors explain the variations, some more self-evident than others. Walsall, for example, received high levels of match funding from the Learning and Skills Council and Single Regeneration Budget. This provided economies of scale that the other pilots did not have and makes a direct comparison misleading. 

198. Another observation is that pilots training beneficiaries ‘in situ’ usually produced a lower unit cost. This applies to Fenland (prisoners), and North Liverpool (e2e learners). Having access to an existing pool of beneficiaries might be expected to bring down the overall cost of delivery. This is especially so where the group is attending as part of a structured programme or regime, and forms a ‘captive audience’. This was not the case for Bracknell, however, which had the lowest cost.  

199. Both of the pilots that delivered across a wide geographical area - Powys and DAWN, fall somewhere at mid-range in the table. This would suggest some influence from working within a predominately rural location where transport is an issue and pushes up costs, although Islington does not fit this profile. A more detailed look at the inputs / outputs for Islington identifies a combination of issues, including a higher proportion of short one-to-one sessions towards the end of the pilot, and more erratic referral rates per quarter.   

200. The two pilots with the highest unit cost worked with different beneficiaries and in varying circumstances. In Bradford, the high unit cost reflects the difficulties in accessing refugees, including cultural and language barriers (refer to section three). Furthermore, it was one of the few pilots working with a single target group, and therefore faced particular challenges in keeping beneficiary numbers high throughout the year. For Wigan, the high unit cost can be explained by the proportionately low (though consistent) beneficiary numbers.  These ranged between 13 and 37 per quarter over the three year period. 

201. Looking at the breakdown of expenditure can further help to explain the differences in the inputs and outputs of the pilots. Table 6.2 below shows how the total expenditure for each pilot falls between the main cost headings. This is shown as a percentage (%) for each. 

Table 6.2  Proportional expenditure for each pilot (%)

	Pilot 
	Staff
	Revenue 
	Learner 
	Capital 

	Fenland 
	95
	2
	3
	0

	Bracknell 
	85
	14
	1
	0

	Powys
	82
	12
	6
	0

	Bradford 
	73
	27
	0
	0

	Islington 
	72
	23
	5
	0

	North Liverpool 
	65
	26
	7
	2

	Northumberland 
	65
	17
	18
	0

	Wigan 
	64
	21
	7
	8

	Walsall 
	52
	26
	22
	0


202. The table reinforces the message that the pilots focussed on ‘grassroots’ delivery. The considerable majority of costs were incurred for staff time, to plan, manage and deliver the training. Proportionately little funding was spent on infrastructure or materials, and direct learner costs were kept to a minimum. This is supported by the interview evidence, where pilot staff reported using inexpensive resources in the main. 

203. The variations within the table are explained by the operating context of each pilot. This was particularly the case for revenue costs, which were charged in different ways. In Fenland, for example, a demarcation was made between the costs of the pilot and the bureau’s own overheads.  This is explained by the in-reach approach of the pilot, which was largely prison-based rather than bureau-based. 

204. In contrast, other pilots used the bureau as a ‘hub’, resulting in higher overheads. In Walsall, for example, the pilot was overseen by a Project Management team at the bureau.  The team had a strategic role, and provided coordination for a number of different projects
. The FSfL budget therefore included an apportionment of the total line management and administration costs of the central team. This pushed the revenue costs upwards. Some of the more rural pilots and those that took an ‘outreach’ approach were found to include extra costs for overnight accommodation, expenses and translation.

205. Recruitment and training costs increased for several of the pilots, as a result of staff turnover. This applied to Fenland and Bradford where recruitment and on-costs were proportionately higher. The Walsall pilot was somewhat anomalous in this respect. The very low staff costs (50%) can be explained by the approach of purchasing staff time on a sessional basis from an FE College.  Whilst seemingly more cost effective, however, the pilot cautioned against relying too heavily on partners. Communication was felt to be less effective when staff were managed externally to the bureau. 

206. The direct learner costs were low for all pilots, and only two of the nine incurred capital costs
. The informal nature of the training was a factor in keeping the costs down. Few of the pilots planned the sessions as a traditional educational intervention per se, and individual learning plans or accreditation was rarely used. Whilst partners were often reported to ‘sit-in’ on group sessions to offer extra learner support, this was usually an informal arrangement and did not appear as a project cost. The typical view was that the pilot offered a free service to their clients, so most partners’ time was reciprocal. 

207. Venue hire proved an inefficient way to deliver the pilots. The monitoring returns show that it was expensive (relative to other inputs), and the interviews confirmed that hiring a venue specifically for the training was rarely successful. 

208. The Walsall pilot was a possible exception to the rule. Learner costs were proportionately high because of the hire of an IT suite at the bureau. However, beneficiary feedback showed that the use of a training centre added kudos to the pilot as an ‘educational’ service.  The pilot delivered financial education alongside basic skills, which reinforced this association. 

6.3 Tracking inputs and outputs over time 

209. A second way of exploring the unit cost was to consider fluctuations in inputs / outputs over time, and to see how far this differed between the pilots. The purpose was to consider how far the cost of delivery varies on an annual basis, and whether any trends stand out. 

210. The evaluators again used the quarterly monitoring data for the analysis. This time, the number of learning hours was used as the ‘unit’, rather than the number of beneficiaries. This has the advantage of taking into account the varying length of the training sessions delivered, rather than treating them as the same as was the case in the first model
. 

211. Four pilots were selected for comparison. This included two pilots for which the ‘basic’ unit cost was low (Fenland and Bracknell), and two or which it was higher (Powys and Islington).  The completed charts are shown at Annex three (refer to A3.3 and A3.4).

212. The analysis shows that the running costs for each pilot remained fairly constant on a quarterly basis:

· for Bracknell, the costs ranged from around £3K to just over £4K in any given quarter.

· for Fenland they remained on (or just below) £5K. 

213. As these figures relate to actual expenditure incurred, they suggest that the fixed costs for the pilots had reached stability by 04 / 05. This concurs with the breakdown of cost headings, which showed that core staff costs make up by far the largest proportion of expenditure. Such costs are likely to plateaux, once personnel are trained and established in post. 

214. In contrast, the learning hours fluctuated considerably from quarter-to-quarter. They ranged from:

· 40 to more than 140 (Bracknell); and,

· 140 to 350 (Fenland). 

215. These figures suggest that there is no simple correlation between periods of more intensive inputs, and the corresponding outputs. For the first two pilots at least, it is evident that a variety of different and changing factors determine cost effectiveness. The unit cost is subject to considerable variation within the funding year. 

216. A common ‘dip’ in learning hours for both pilots quarter three might correspond with low levels of partner activity over the summer holiday period (July-September). This is not wholly consistent, however, as can be seen from the peak in learning hours for the corresponding period in 2004 (Fenland). For both pilots, an upward trend in both expenditure and outputs for quarter four 2005 suggests a final push before project closure.

217. The same analysis was applied to two of the pilots for which a ‘higher’ unit cost was evident from the initial calculation.  The charts are shown for Powys and Islington at Annex three (refer to A3.5 and A3.6). 

218. A similar level of stability is evident for the running costs of each pilot, although the variations are more pronounced for Islington. The Islington chart suggests more distinct periods of activity / inactivity, for which the inputs and outputs are inter-linked. The reasons for this are not fully clear from the chart
. 

219. The analysis shows that the one-to-one training formed a very low proportion of overall training activity, for these two pilots at least. For Powys, however, the one-to-one referrals appear to gain steady momentum over the course of the pilot. This contrasts with the group training, for which similar peaks and troughs are present as for the other pilots. Some tentative conclusions might be drawn as to the greater reliability of one-to-one referrals, albeit at a lower level of cost effectiveness in simple input / output terms. 

6.4 Weighted unit cost measure 

220. The final task was to apply a series of ‘weightings’ to the unit costs for each pilot, to provide a fairer basis for comparison. 

221. Two key criteria were explored, to take into account the different circumstances faced by the pilots. These were:

· The learner / tutor ratio: whether one-to-one sessions; group sessions with an average size of <10, or group sessions with an average size of >10; and;

· Conditions of participation: whether this was mandatory, or voluntary. 

222. Both are important in attaching significance to the outputs achieved. For example, it would not be fair to compare a project that works with large groups of learners who are required to participate, with one that undertakes one-to-one work with ‘hard to reach’ groups. 

223. The advantage of weighting the unit costs is to apply a series of checks and balances, and to even the odds between the pilots. This enables them to be viewed on more of a like-for-like basis. The disadvantage is that weightings are never wholly ‘scientific’. As with any qualitative method, they require an informed judgement which is ultimately subjective. 

224. In order to apply the method, the same initial calculations were completed as previously – using the ‘learning hours’ approach. The weightings were then applied to the total learning hours, as above. Finally, the adjusted learning hours were divided into the total costs for each quarter. This provided a final quarterly score, taking into account: 

i. the number of learning hours achieved per quarter (a quantitative measure); 

ii. the relative difficulty of achieving these hours, taking into account the group size and the basis of participation (a qualitative measure), and; 

iii. the cost effectiveness of achieving them, based on the quarterly expenditure.   

225. The final totals represent ‘the cost (£) per weighted hour of learning delivered’. The completed chart is shown at Annex three (refer to A3.7).  

226. The analysis shows that the weightings help even-out some of the differences in the unit cost.  Whilst Bracknell showed the lowest unit cost based on beneficiary numbers alone (Table 7.1), the additional criteria adjust this upwards slightly. For example, the training in quarter four (2005) included short sessions for large groups of college students. The learner / tutor ratio was therefore much less favourable. In contrast, the Fenland pilot emerges as being the most cost effective overall. This is due to consistently good learner / tutor ratios (of < 10), with prisoners who participated voluntarily. Coupled with low overheads and a steady throughput of beneficiaries, this model is very effective one. 

227. Based on the weighted approach, then, some basic conclusions can be drawn on the cost effectiveness of different delivery models. These are: 

· Most cost effective: small group training delivered with a long-term partner, on their premises and incurring few central overheads for the bureau. A steady throughput of beneficiaries is ensured, due to economies of scale offered by the partner
.

· Fairly cost effective: mixed format training with both small and larger groups. This is mainly delivered on-site with a set of four or more 'core' partners. However, there is flexibility to deliver additional work on an ad hoc basis, to top-up beneficiary numbers.

· Less cost effective: variable training offered to a large number of different partners on an 'as and when basis'.  This is particularly the case where a high proportion of referrals are one-off sessions with individuals, and where quarterly referral rates are erratic.

228. Clearly, the above are intended as a broad guide only. It would be unwise to be more specific about particular typologies, in the absence of larger scale and more consistent data. The charts do provide an indication of those types of training that are more / less sustainable, however, based on the typical overheads of the bureaux. 

229. It is perhaps inevitable that one-to-one referrals fair poorly in terms of cost effectiveness, and even after applying a substantial weighting to reflect the much better learner / tutor ratio. The conclusion is by no means that this training should not be carried out. For more vulnerable groups or those in a 'fire-fighting' situation (refer to section four), a one-to-one approach is often essential. However, the findings do suggest that one-to-work work must be balanced-out with more regular group-based training if it is to be sustainable. 

6.5 Cost effectiveness – summary 

230. To summarise, the input / output charts help to provide some extra context to help understand the basic unit cost measure. They show that whilst an ‘average’ cost might be calculated for each pilot (using either beneficiaries or learning hours), this is subject to fluctuation over time.  It would be inadvisable, therefore, to estimate the costs of financial education based on short term performance.  The pilots offer a useful insight to the longer-term costs of provision, and thus provide a more accurate basis for cost estimation. 

231. Unfortunately, the data was not available to accurately profile the inputs / outputs of each pilot ‘from day one’. This makes it difficult to know how quickly the pilots achieved a viable unit cost, following their early development. Based on the charts, it is fair to hypothesise that this growth was variable, rather than a steady climb towards an optimum cost. This underlines continuing importance of the pilot manager in sourcing new referrals. 

232. Finally, we must also note that the unit costing did not take account of the costs of the central team, which played an essential role in supporting the work of the pilots, and helping the bureaux to operate effectively. Even so, the average cost compares well with the cost of crisis debt advice provided by bureaux, which was some £160-£350 per case in 2003-4. 

7.0 Conclusions 

232. This report has presented the findings of an independent evaluation of the Financial Skills for Life project, covering all nine of the pilots that were funded by Citizens Advice and Prudential. 

233. The preceding sections of the report considered the effectiveness and impact of the project across the three years of its development. This section draws together the different strands of evidence from the report, to offer some overall conclusions. First, the key points relating to the effectiveness and impact of the project are summarised. The section then considers the mainstreaming potential for the project, before setting out the overall recommendations for future strategy development.  

7.1 Summary – developing the project  

234. The evaluation demonstrates that Citizens Advice and Prudential established clear aims for Financial Skills for Life, in testing ‘what works?’ for financial education in the community.  This ethos was clearly reflected in the nine pilots, which spanned a diverse range of target groups and methods of delivery. 

235. The applications stage for the pilots was reported to have been fair and supportive. Citizens Advice and Prudential took a flexible approach to project management and sought to balance monitoring requirements with freedoms for individual pilots to adapt to their local situation. This was successful on the whole, although some action was necessary to ensure that individual pilots maintained a focus on eligible activities and funding. 

236. The pilots had very diverse experiences of becoming operational. Financial education was a relatively untested policy area at the start of the project, meaning that few prior models existed upon which to base the activities. This led to some projects under-estimating the true cost of delivery, and especially the ‘hidden’ costs of publicity and networking. Some re-working of costs and targets was required, with approval from Citizens Advice and Prudential. 

237. The early development phase highlighted a number of key lessons for similar initiatives that might take place in the future. The pilots were quicker in becoming operational where financial education was more established as a concept within the bureau; prior access was held to other local or regional networks, and the bureau Director provided strong backing. Greater difficulties were encountered where the pilot was developed from scratch, and / or where it was largely unconnected to other activities at the bureau. 

238. The pilots found that staff recruitment and training could be time consuming, given the need to find an individual with the right knowledge and experience. The same was the case for volunteers, and especially so where it was the intention that they deliver one or more aspects of the training directly. A period of around three months was considered a minimum to allow for this. It also proved important to engage partners from a very early stage, and to allocate sufficient capacity to maintain these relationships. Partner involvement was found to be beneficial in diversifying the existing work of the bureaux.  

239. Whilst these issues were faced by all of the pilots to some extent, there was varying capacity to respond, and some incurred substantial delays. In particular, most pilots experienced a learning curve in developing their monitoring and evaluation during the first year of the project. The bureaux re-focused on their data following the re-training, and were able to provide more effective evidence of impact as a result. This lack of prior experience highlights the importance of building-in monitoring ‘from day one’. 

7.2 Summary – delivering the training

240. The project showcased a wide range of methods and approaches, and considerable evidence was collected to show what did / did not work. All nine pilots were funded to offer direct training to beneficiaries, with a focus on financial education. Just over half of the pilots supplemented this with second-tier training, for partners and other agencies.

241. The effective recruitment and referral of beneficiaries was a key success factor for delivering the training. A common lesson from the pilots was that no ‘single’ formula exists. It was necessary for methods to be geared both towards the needs of particular groups, and to be timed around when / where individuals are the most receptive to training. A period of trial-and-error was often required, to build a profile of each of the target groups on this basis. It was found that the local context could often present very specific challenges, and that it would be unadvisable to consider target groups as being homogenous
. 

242. Referral via partners was by far the most successful method. This was especially the case where face-to-face communication with the partner established a mutual understanding of the benefits. The importance of partner involvement meant that pilots typically needed to be flexible in responding to the needs of different target groups as required. This meant that the original target groups changed over time - new groups and sub-groups emerged. 

243. Recruitment via local advertising proved less successful. Financial education was rarely of sufficient profile to generate referrals by itself, although some interest was generated from third parties – where family members contacted the pilots on behalf of relatives, for example. The terminology of the sessions needed to emphasise the benefits of the training ‘making the most of your finances’ rather than the remedial aspect. 

244. The nine pilots had a common focus on preventative work around financial education, and the content of the sessions reflected this. The pilots consistently aimed to improve the financial knowledge, competence and responsibility of beneficiaries. This was achieved by providing common messages around budgeting, debt, credit and banking. Within these subject areas, the specific topics were highly varied, however, and the pilots found it necessary to relate the training to individuals’ lives in a very practical way. A key lesson was not to be too prescriptive, and to continuously adapt. The central Citizens Advice team played an important role in the transfer of knowledge, experience, and training materials.

245. On balance, pilot staff identified greater opportunity for the sessions to be interactive with smaller groups of between five and ten beneficiaries. The benefits tended to diminish with larger groups, although this might be counter-acted by offering follow-up sessions on a one-to-one basis. Beneficiaries were sometimes encouraged to return to the bureau for a longer session in this way. Much larger groups served their purpose for ‘marketing’ the project, such as for presentations and events. In the main, however, group sessions were more workshop-based and used a variety of media to help maintain interest. 

246. The second tier training was valued by partners.  It was most effective where planned alongside direct training. It provided ‘two hits’ with the beneficiaries, as partners could continue to reinforce the key messages even after the bureau was involved. This was particularly effective in situations where sustained training was not feasible. Some caution was urged, however, with regard to how and when second tier training should occur. The pilots advised against using partners as a direct stand-in for trained bureau personnel, given the required level of skill.  

7.3 Summary – impact and outcomes 

247. The benefits of financial education, and its perceived relevance to beneficiaries, were very much ‘situational’. The need for the training moved in relation to the wider hierarchy of needs for any individual. There was no simple correlation with the level of social exclusion on this basis. Individuals in employment were found to be just as likely to lack skills and confidence around their finances as unemployed groups. Similarly, beneficiaries without access to formal services often required equally high levels of financial skill as those with access to a wider range of products and services. These groups were often found to have complex and chaotic personal circumstances, many of which included a financial dimension. 

248. On balance, the training was found to achieve the most impact when targeted at key life stages, such as leaving home or retirement, though smaller transitions were also offered a key ‘window’ of opportunity for the pilots. This was a particular issue for more transient groups such as asylum seekers or ex offenders. 

249. The evaluators identified a number of broad groupings, which further help to summarise the differences in attitudes towards personal finance
:

· The first group were those beneficiaries at crisis point. This might derive from ‘avoidance’ of financial difficulties or from other forms of pronounced financial exclusion
. Some type of money advice was typically required in this situation, prior to (or alongside) the training; 

· The second group might be described as reluctant / passive. This group was less likely to be financially excluded per se, but might still be under-utilising their finances or taking a short-term view. The training was able to establish a more sustainable pattern of saving, and; 

· The third group approached the project from a speculative / inquisitive position. These beneficiaries typically had a good level of prior financial knowledge, and were seeking money management ideas. The project was able to provide a wider range of options, building on established patterns of saving. 

250. It is important to note that, although financial confidence was not linked directly to social inclusion, the ability to make the most of the training often was. Beneficiaries in employment more consistently reported having followed-up the initial training – by searching for deals on the internet, for example.  This indicates a need to consider the resources available to excluded groups.

251. The evaluation highlighted some differences between the types of impact that were achieved by the pilots in the short term, and those in the medium term. 

252. The pilots were often able to demonstrate ‘crisis resolution’ in a very short space of time, such as dealing with creditors. This typically led to a wider reconsideration of the financial situation for the individual concerned. Improved confidence and motivation were also key short-term outcomes. This was partly an issue of becoming aware of ‘where to go’ with financial problems. 

253. Importantly, the follow-up interviews showed that many of the outcomes were sustained. Those that had started a budgeting plan adhered to it, even after some months. The ‘shock’ tactics of the pilots were often particularly effective, and beneficiaries recalled the implications of different rates of APR. They consistently reported feeling less at risk of exploitation. 

254. The knock-on effect of much of the training was to improve economic wellbeing. For all target groups, beneficiaries reported having saved money in the medium-term as a result of the project. This ranged from debt-reduction at one end of the scale, to improved rates of interest on savings at the other. 

255. The wider impacts of the project were considerable, although the evidence was not always recorded systematically by the pilots.  In most instances, the pilot raised the profile of the bureau as a whole, and benefited other services (both internally and externally). This included:

· Knowledge transfer and dissemination – through the second tier training and on an informal basis via peer group referral. Several of the pilots cited evidence of beneficiaries cascading what they had learned to family or community members. 

· Development of new partnerships and provision – the pilots fostered a more pro-active approach to partnership work, and encouraged the bureaux to take more of an ‘outreach’ approach. This secured access to new local networks, and generated additional referrals. It also increased the access of the bureaux to new or harder to reach groups.

· Staff/volunteer  training and capacity building – the pilots challenged the ethos of the bureaux, and encouraged colleagues to ‘think preventative’.  Money advisers were often initially reluctant to refer to the training, but the pilots were considerably more effective once they were involved. Value was added to the work of the bureaux, by offering a more ‘holistic’ service to clients. Partners routinely identified that the pilots plugged a gap in their own service.

· Credit union development – a natural pairing was found, between the training (which provided the knowledge) and credit unions (which provided a vehicle for implementing that knowledge). In practice, however, the synergy was more ‘potential’ than ‘actual’. Without the equivalent of FSfL funding, local credit unions were often found to be dormant or ineffectual. The links were the most successful where the credit union was run by a core partner. 

256. Notably, the pilots often had greater benefits for external partners than for other bureaux. One of the main reasons was that other bureaux lacked the equivalent resources and experience to participate directly. The pilots were selected on the basis of being ‘ahead of the game’ for financial education, and the funding from FSfL accentuated this difference. The implication is that, whilst other bureaux would benefit from the findings of the pilots, few would be in a position to rapidly implement the same type of model directly. A certain degree of additional capacity building – for managers, staff and volunteers - might be necessary to achieve this.  

7.4 Summary – cost effectiveness 

257. The cost effectiveness of the pilots was the final dimension considered by the evaluators. The analysis drew on the two key sets of quarterly pilot data – funding / expenditure (inputs) and progress reports (outputs). 

258. The analysis produced a number of 'headline' input and output totals for the project: 

· an average cost of £18,889 per year for running the pilots; and,

· an average of 264 beneficiaries achieved per pilot per year, which equates to; 

· < 6,300 beneficiaries trained directly by the project during its lifetime

259. It was also possible to derive three 'unit costs' for delivering the provision, by using a representative data sample: 

· Average (mean) cost per learner (£)

· Average (mean) cost per hour of learning over time (£)
, and; 

· Average (mean) cost per weighted hour of learning over time (£)
.

260. The analysis reinforced much of the information from the interviews. The pilots were found to be weighted towards staff costs, with proportionately low overheads and direct learner costs in most cases.  The typical ‘basic’ unit cost (per beneficiary) appears competitive at £105; especially when the 'hard to reach' status of most beneficiaries is taken into account, although this is difficult to benchmark given the lack of a direct equivalent in the mainstream. A ‘captive audience’ model proved the most cost effective using the basic measure. This was where beneficiaries were accessed in situ at partners' premises. For example, Bracknell and Fenland bureaux were both able to maintain a low unit cost for their provision through this method; at £34 and £48 respectively. 

261. The ‘per hour of learning’ measure showed that whilst the inputs (£) remained fairly stable, the outputs fluctuated considerably over time. This appeared to correspond with periods of networking to generate referral ‘peaks’, followed by troughs as training was completed.  The implication is that ongoing work is needed to sustain referrals, rather than the pilot reaching a natural ‘plateaux’.

262. The ‘weighted’ measure took into account group size, and whether the training was voluntary or mandatory. This enabled the pilots to be compared on a fairer basis. The analysis showed that the optimum approach was small group training, delivered on partners’ premises and with a steady throughput of referrals. This was followed by mixed format training, with both small and larger groups and multiple partners.  One-to-one training was cost intensive, and needed to be offset with group work to be sustainable. 

7.5 Looking forward – opportunities for mainstreaming

263. The evaluation has shown that the project achieved impressive results with beneficiaries, and that these outcomes are potentially cost effective in real terms. The findings also underline the extent to which financial education meets with the current thinking of Citizens Advice around ‘prevention'. There is a clear policy fit with the bureaux network and its aims. 

264. Based on this evidence, the grounds for mainstreaming the project are very strong. Some key issues must be considered, however, in order to determine the best way(s) in which to roll-out the lessons from the pilots.  

7.5.1 What to mainstream? 

265. The evaluation findings suggest that it is the 'models' of delivery that have the greatest potential for wider replication.  Over the course of the project, the pilots were able to identify the core inputs required to sustain different types of financial education.

266. An important learning point was that no single model matched all situations. Simply funding a 'financial education coordinator' post would not guarantee that good practice is passed-on. The following table condenses some of the main characteristics of the pilots, and identifies three main (generic) models that might form the basis for future delivery. 

Table 7.1  Potential models of financial education, for replication

	Model 
	Benefits / drawbacks 

	1) Financial education 'champion'

* Financial education coordinator performs direct training and networking, rolled-into-one. Dynamic post; requires financial expertise

* One foot in each of i) the bureau with its line management and training systems, and ii) the community. Potentially supported by money advisers and / or volunteers

* Pro-active role in generating new partners and referrals, for multiple target groups within a local community. May include second tier training


	Benefits 

· Dedicated post can help to sustain referrals 

· Ongoing partnership work ensures that bureau is 'networked'; may lead to new funding opportunities or projects

· Responsive to the local community  

Drawbacks

· Requires additional staff recruitment / training: it is infeasible that most local bureaux could cover these costs; national level funding required 

	2) Embedded model 

* Bureau establishes a long-term partnership arrangement with a key service or institution (e.g. prison service, residential care sector) 

* Clear 'package' of training issues and requirements are scoped-out; expectations agreed by both parties. May require Service Level Agreement

* 'In-reach' role performed by a financial education tutor, recruited and trained by the bureau. Various line management options


	Benefits 

· Potentially offers a more 'tailored' service for specific target group;

· In-reach is more cost effective for the bureau, re overheads;

· Access to higher levels of partner funding; being a core part of their service / programme 

Drawbacks 

· More restricted target group;

· Alignment to particular partners or funds could mean less of a say in what is delivered 

	3) Capacity building model 

* Financial education awareness training is offered to bureau staff (such as money advisers), based on agreed skills / competences

* Bureau builds financial education into core delivery, as an extended form of money advice; existing materials adapted accordingly 

* Time allocated for continuous professional development and updating training; to ensure that methods are up-to-date.  Provided centrally. 


	Benefits 

· More geared to the existing structure and remit of local bureaux than the above models 

· Ensures scope of coverage: could be rolled out across the bureaux network, nationally 

Drawbacks 

· Limits to the skills of staff, where there is no dedicated post; risk of diluting the level of impact
· Additional burden on staff could be resented; afforded lower priority than referrals for advice
 


267. The table shows that there are different avenues for mainstreaming. The acceptable levels of cost and sources of funding are likely to be key factors, as is explored further below.  

268. In addition to models of delivery, the pilots also developed some new training materials which might be used more widely.  There was scepticism towards the idea of a financial education 'curriculum' for working with adults, although most of the pilots felt that some kind of framework would help to ensure consistency. Pilot staff typically found it more appropriate to draw upon and adapt pre-existing resources. This kept the training more flexible, and integrated the activities with the partners' own. It also helped to avoid any pre-conceptions of the target groups. 

269. A national 'bank' of materials might therefore be the best way to mainstream what has been developed at a local level. This could build on the existing work that has been done by Citizens Advice since the project commenced, including: 

· Guidance or briefing materials for money advisers (example: Walsall developed a training pack that was used to show bureau staff how / when to refer to the pilot) 

· Reference materials for financial education tutors or delivery staff (example: Powys) 

· Examples of effective group exercises (example: North Liverpool – beneficiary 'quiz') 

270. Access to these types of resources centrally would further help to keep down the costs of delivery. This is especially the case for those bureaux that are starting 'from scratch'. 

271. The evaluation shows that a thematic approach would be suitable for developing resources. A common set of topics was found across the pilots, which included budgeting, saving, credit and borrowing, and managing debt. It would be suitable to use these topics as the 'core' for the bank of materials. Examples of materials work with different target groups could then be grouped under each of them. The pilots warned against being too prescriptive in approach, and the most effective method was usually to keep materials generic and tailor them for individual partners. This should be fully taken into account. 

7.5.2 How to mainstream? 

272. A further key question is how and where the findings of the project might be mainstreamed.  The pilots centred on individual bureaux, and this forms the obvious route for implementing financial education on a larger scale. The report shows that the bureaux benefit from their close links to the community and a respected status with partners. 

273. As the previous models demonstrate, mainstreaming via the bureaux poses some challenges in terms of costs. Few pilot staff thought that it would be feasible to deliver the activities without additional funding. For many of the bureaux, there was a backdrop of funding cuts and rationalisation. Equally, however, there was a feeling of 'pilot fatigue'. Some of the bureaux and their partners had run a large number of projects on a time-limited basis and found this to be unsustainable. Time and money was invested in recruiting partners and beneficiaries, who were then lost at the end of the pilot. A demand was identified amongst the bureaux for a longer-term (core) funded approach.

274. The view was also widely held amongst pilot staff, that financial education requires a certain 'culture change' at grassroots level within the organisation. Even with requisite funding, it is likely that a development phase would be needed to implement this change. Getting staff to think in more preventative terms could take some time, and require measures to ensure that financial education is not second priority to money advice. 

275. This relationship between financial education and money advice is an important one to determine. Most of the pilots saw the two as complementary, with financial education encouraging earlier intervention and therefore (potentially) reducing the need for debt work further downstream. The pilots also showed that the two can work alongside each other, with money advisers trained in more 'preventative' thinking and encouraged to make some cross-referrals.  There was agreement, however, that money advisers and financial trainers are not the same role. The focus of future work should be to ensure that the two continue to overlap, rather than relying on advisers to deliver substantial amounts of training. 

276. Some key decisions need to be made on the level of skills and knowledge that are required to deliver the training, and whether to fund a dedicated expert; to deliver base level training for a larger number of staff, or a combination of both. A solution is that all bureaux receive some level of training, but not all go on to recruit a tutor directly. A financial education tutor / coordinator might be based at one location, for example, but provide training to a larger number of different bureaux at a local or sub regional level. This would prove a more cost effective way of justifying the cost of a dedicated post. The cost might be apportioned between the different bureaux. 

7.5.3 Partners and external funding 

277. In mainstreaming the project, it is important to consider the level of demand from partners. This was found to be very high, taken across the pilots. 

278. The evaluation showed that the project was firmly rooted in informal learning, and that much of 'what works' within communities was derived from this approach. At one level, therefore, there is a priority for the bureaux to continue to work with Voluntary and Community Sector (VCS) partners at a local scale. This type of activity is cost effective by way of the in-kind costs that are available, such as partner time and premises. It could be counterproductive to introduce a charge for the training, if this reciprocity is lost. 

279. A further aspect of the training was to enhance 'mainstream' projects and initiatives. It is here that the greatest potential exists for the bureaux to draw-down external funding – whether as a direct delivery partner, in offering second tier training, or a combination of both.  Many partners were relatively unfamiliar with even basic financial knowledge and concepts, and offered a receptive audience for training by skilled bureau staff. 

280. Partners who were interviewed for the evaluation reported a niche for financial education as part of the following programmes: 

· New Deal – as part of a holistic package of training for adult jobseekers; 

· Sure Start – in supporting young parents, especially with a focus on making the most of entitlements; the inter-generational aspect of the training was also found to be relevant; 

· DWP older worker pilots – as part of a package of support for the over fifties, to meet specific issues faced with regard to retirement, savings and pensions, and; 

· Entry to Employment (e2e) for young people – in assisting with transition into training or employment, and building effective life skills. 

281. The training also showed a natural affinity with community banking pilots, and with other neighbourhood-based regeneration initiatives with a 'financial' aspect. This was seen to be an area in relation to which the bureaux might tap into Credit Unions more directly. 

282. A priority was further identified to explore the links between financial education for adults, and the equivalent for young people at pre-16. There was considerable interest amongst the pilots, who reported a priority for early intervention. Some partners in particular thought that the training offered a strong contribution to the 'economic wellbeing' of young people. This is one of the five strands of the Every Child Matters outcomes framework. 

283. In accessing partner funding, some of the pilots found that there was a loss of flexibility in how the activities were delivered
. This issue needs to be taken into account, if such a route is pursued. It is likely that most bureaux would need to cover at least a proportion of their costs in this way in the event that the project is mainstreamed at a national level. 

284. In summary, the evaluation shows that financial education is somewhat anomalous in that it crosscuts many different areas of social policy rather than being limited to 'education' in the traditional sense. This has both strengths and drawbacks. It would be difficult for the bureaux to receive funding from the Learning and Skills Council (LSC), for example, as learning outcomes are unlikely to be recognised within current funding structures. The type of training is more geared towards programmes that seek to address multiple aspects of social inclusion. Within such programmes, the nature of its contribution is typically small but clearly defined.  

7.6 Recommendations 

285. Taking into account the issues discussed in this section, the following overall recommendations are made to Citizen's Advice: 

· to mainstream the role of a 'financial education trainer' within Citizen's Advice, by placing a trainer in each local area; to support a number of bureaux and their partners.  This role would include ongoing partner liaison and raising the profile of the bureaux. It would require knowledge of marketing and evaluation methods, as well as engagement practice. A detailed job specification will be required; 

· to reinforce the ability of the central Citizens Advice team to facilitate the development of financial capability in more bureaux, and with a wider range of partners.  This would include exploring ways of addressing the demands and opportunities posed by the emerging activity for bureaux management, staff and volunteers;

· to continue with efforts to influence the overall funding environment at a national level.  The team should also further develop the national 'bank' of training materials for financial education at Citizen's Advice, based on the four core themes from the project
 together with data on the effectiveness of different approaches in achieving desired outcomes;

· training in financial education for money and welfare benefits advice workers would help promote the notion of prevention, and include beneficiaries' wider issues in any problem solving;

· to expand the programme of 'second tier' training, through continued support for partners to deliver elements of financial education with their own beneficiaries.  Training for bureaux staff in the development of partnerships, engaging community and voluntary sector organisations, even a 'tool-kit' of effective methodology, would provide useful; including marketing the product;

· to develop materials and guidance for bureaux on the uses of monitoring and evaluation, aimed at encouraging the use of self-evaluation, and embed the concept in the lifetime of any new /existing projects;

· to strengthen links with partners' programmes, and offer a niche for financial education within existing provision such as New Deal, Sure Start, and Entry to Employment; and to consider the potential for match funding from these sources; and,  

· to develop an enhanced Citizens Advice central team to provide wide-ranging support and resources to bureaux delivering financial capability services.

Annex One: Beneficiary outcomes: tables and data 

 Soft outcomes data

A1.1 North Liverpool – beneficiary confidence in making decisions 
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Debit cards & credit cards 

Most important debts 

Using credit 

Budgeting 

Bank accounts 

Rights as a shopper 

Average score (graded scale 1-10)

after training 

before training 


The chart is based on feedback from eight beneficiaries (young people on an entry to employment course), who received three training sessions. The questionnaire was completed before session one, and after session three. 

A1.2 Islington – beneficiary confidence in making decisions 
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The chart is based on feedback from nine beneficiaries (over fifties), who completed the questionnaire before and after the training. 

A1.3 Wigan and Leigh – beneficiary confidence in making decisions 
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The chart is based on feedback from five beneficiaries (young people), who completed the questionnaire before and after the training. A 'comments' box was also included after each section of the questionnaire. Examples of responses are shown in the table below. 


Examples of beneficiary comments 

	Where a substantial change was reported in confidence 
	Where no change was reported in confidence 

	Working out a budget 

"Made aware of budgeting – work out budget with boyfriend" (confidence increased from 2 to 10)
	Priority spending

"I was always aware of priorities – made no difference" (score remained the same) 

	Borrowing money

"Realised where to, and where not to borrow money" (confidence increased from 4 to 8) 
	Credit unions 

"Have forgotten what they are" 

(score remained the same)

	Bank accounts 

"Now have a basic bank account, which can't be over-drawn" (confidence increased from 5 to 9) 
	Bank accounts  

"No difference – have a bank account. Not overdrawn"

(score remained the same) 


A1.4 Bracknell – volunteers' abilities to help clients with money management 
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Ways of managing borrowing 

Increasing income 

Budgeting ideas 

Identify priority / non-prioirty spending 
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The chart is based on feedback from six volunteers (from a partner agency), who received two hours of 'second tier' training for working with young families. 

Annex Two: Interview respondents for the evaluation 

	Pilot 
	Interviews completed 

	1. Bracknell and District Citizens Advice Bureau 
	· Pilot manager

· Partner – Reading University 

· Partner – Bracknell Forest Council

· Partner – Home Start 

· Five beneficiaries (one paired interview with young mums at PACT, three interviews with employees of Bracknell Forest Council) 

	2. Bradford Citizens Advice Bureau 
	· Pilot manager 

· Centre Manager 

· Two beneficiaries 

	3. Fenland Citizens Advice Bureau 
	· Bureau Manager 

· Pilot Manager 

· Pilot Financial Literacy Tutor 

· Partner – Foundation Training Company 

· Three beneficiaries 

	4. Islington Citizens Advice Bureau 
	· Pilot Manager 

· Bureau Manager 

· Partner – Alsen Community Centre 

· Partner - Islington Credit Union

· Five beneficiary interviews 

	5. North Liverpool Citizens Advice Bureau 
	· Pilot manager

· Partner – Oakmere Training (training provider)

· Partner – North West Community Training (training provider)

· Partner – Connexions 'Supported Living' project 

· Tutorial observation (NW Community training: five learners)

· Four beneficiary interviews (one young mum (Sure Start), paired interview with young people (NW Community Training), individual interview with young person (Oakmere Training) 

	6 Debt Advice Within Northumberland 
	· Pilot manager and Centre manager – paired interview 

· Pilot staff 

· Partner – Women's Health Advisory Centre

· Partner – Mental health trust

· Partner – Primary Care Trust (User Voice mental health project) 

· Four beneficiaries (focus group with young people) 

	7. Cyngor ar Bopeth Powys Citizens Advice Bureau
	· Bureau manager 

· Pilot manager 

· Pilot volunteer

· Partner – Sure Start 

· Partner – Women's Aid 

· Five beneficiaries (individual interviews) 

	8. Walsall Citizens Advice Bureau 
	· Paired interview: Bureau director and Pilot manager 

· Telephone interview – trainer (Solihull College) 

	9. Citizens Advice in the Borough of Wigan 
	· Pilot manager / facilitator 

· Partner – Cavendish Family Resource Centre 

· Partner – Stonehouse Family Resource Centre

· Partner – Tunstall House (a day service for adults with mental health problems)

· Four beneficiary interviews (young mothers)


Annex Three: Financial data 

A3.1 Summary of payments vs. spending for FSfL projects 

	Bureau
	Payments made over full project
	Spending over full project
	Over/under payment (under payments shown as credit)
	Total payments (grant plus bridge payments)

	Bracknell CAB


	£36,977.75
	£36,637.00
	£340.75
	£36,977.75

	Bradford CAB


	£51,927.83
	£51,599.32
	£328.51
	£51,927.83

	DAWN


	£60,998.00
	£60,696.00
	£302.00
	£60,998.00

	Fenland CAB


	£47,977.20
	£47,603.05
	£374.15
	£47,977.20

	Islington CAB


	 Data N/A 
	Data N/A
	£0.00
	£0.00

	North Liverpool CAB


	£69,000.00
	£69,633.83
	-£633.83
	£69,000.00

	Powys CAB


	£85,190.24
	£85,213.00
	-£22.76
	£85,190.24

	Walsall CAB


	£8,901.00
	£8,776.00
	£125.00
	£8,901.00

	Wigan CAB


	£46,648.50
	£50,207.85
	-£3,559.35
	£46,648.50

	Total 
	£407,620.52
	£410,366.05
	 
	£407,620.52


A3.2 Average unit cost per beneficiary 

	Pilot 
	2003
	2004
	2005
	Overall unit cost (rounded)

	
	
	
	
	

	Wigan 
	£230.56
	n=2
	£133.22
	n=2
	£334.71
	n=3
	£233

	Bradford 
	Start-up phase
  
	£212
	n=3
	

	
	£212

	Islington 
	£116.22
	n=2
	£61.06
	n=2
	£149.40
	n=3
	£109

	Powys
 
	£102.91
	n=1
	£101.96
	n=4
	£97.21
	n=3
	£101

	DAWN 
	£110.93
	n=2
	£41.96
	n=4
	£109.20
	n=3
	£87

	North Liverpool 
	£90.10
	n=3
	£40.61
	n=4
	£69.21
	n=4
	£67

	Walsall 
	£51.79
	n=3
	Project finished 
	£52

	Fenland 
	Start-up phase
  
	£44.21
	n=3
	£52.31
	n=3
	£48

	Bracknell 
	£29.24
	n=3
	£35.52
	n=4
	£35.79
	n=4
	£34

	Average (mean) FSfL beneficiary unit cost
	£102


n = number of quarters for which a full dataset was available (costs + learner numbers)  

A3.3 Methodology for weighted unit costs 

	Criteria 
	Rationale for weighting 
	Code
	Weighting 
	Explanation 

	A. Learner / tutor ratio 
	Individual or smaller group sizes entail a higher level of personalised support, with greater potential for impact
	A1
	Group (av. 10 or more) = (*.5)
	larger groups mean reduced level of individual support and lower level interaction 

	
	
	A2
	Group (av. < 10) = no weighting 
	smaller group size provides optimum (typically 6 – 8 learners, taken across the pilots)

	
	
	A3
	One to one = (*4)
	high benefits from one-to-one delivery of training; prevalent method with individuals at high risk of financial exclusion 

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	B. Participation 
	Training offered as part of a mandatory programme (e.g. in prison) has advantages in accessing learners; there is greater difficulty involved in encouraging voluntary participation. 


	B1
	Mandatory = (*.5) 
	participation guaranteed by 'captive audience' scenario

	
	
	B2
	Voluntary = no weighting 
	participation facilitated by partner agency, but not guaranteed


NB: where a pilot was eligible for more than one weighting, only the highest / most significant was applied. 

A3.3 Bracknell: input / output chart
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A3.4 Fenland: input / output chart
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A3.5 Powys: input / output chart
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A3.6 Islington: input / output chart
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A3.7 Weighted unit costs: £ per hour of learning received
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The scale used by the chart effectively means 'the higher the score, the greater the cost' (and therefore the lower the overall cost effectiveness). 

Annex Four: Pilot case studies 

	Bracknell and District Citizen's Advice Bureau



	Bracknell CAB has over £1 million worth of debt cases “coming through the door” each year. The project set out to offer preventative work to reduce the amount of fire-fighting with immediate cases.  The project focused on clients from partner organisations, many of who were experiencing life changes/transitions.  Target groups were wide ranging, including people excluded from financial services in general, especially older age groups; people in work and students. The project also delivered 2nd tier training to community workers. Key Partners included Bracknell Forest District Council, Reading University and Homestart (charity supporting young families) providing venues and access to target groups. The pilot was allocated £48,000 of FSfL funding for two-year timescale. 

	Lessons from the pilot

	i. Starting-up 
	No FL training offered previously though identified need as high. Early challenges were setting up the pilot, engaging with organisations, and “drumming up” interest to recruit learners. All development was from scratch.

	iii. Recruiting and retaining learners  
	Targeted two different groups of potential beneficiaries: first financially excluded, such as, single parents and mental health service users; second, people in employment, seen as in need due to restructuring in the IT industry in the local area. Overall, targeting was flexible, dependent on which community organisations the FL tutor could “piggy-back” to increase beneficiary numbers.  In April 2004, received agreement to target school leavers. 

	iv. Delivering the training 
	FL training was mainly direct delivery to group sessions; core content was tailored to specific client types. 2nd tier training delivered to VCO workers. “Pitching” of session was a major factor in effective delivery. Other innovations included: shorter sessions focused on pensions for older people; emphasis on advisory rather than educational sessions to engage beneficiaries' interest, for example, young families informally discussed the issue rather than taking part in a learning programme as such.

	v. Working in partnership 
	Partners were engaged once the pilot was established, through networking by the FL tutor. As an example, Reading University became partner as the pilot's aims and content matched the need at the university to deliver student finance training. All partners were pro-active and provided support such as resources for internal promotion and administrative support to FL tutor. Some partnership arrangements lasted longer than others did where there were more potential users. For example, Bracknell Forest District Council was a medium/long term relationship, because of the rolling cohort from large workforce. 

	v. Monitoring and impact
	Likert scales built in to evaluation sheets measured feedback. It was difficult to assess impact over short term but anecdotal feedback describes changes in attitude, such as increased confidence in making decisions and taking actions about financial products. Reading University undertook research to understand reasons for low attendance at first session; accessibility of the venue was the main issue. All partners wanted the training mainstreamed, with caveats based on “hat” e.g. Reading university felt it should be mainstreamed in education system and resourced by DfES or LSC. VCO required capacity building by mainstreaming 2nd tier training.

	vi. Lessons for mainstreaming  
	The main lessons learnt were: 

· tele-marketing was more successful than mail-shots as a means of engaging with employers or organisations and creating interest and buy-in; 
· flexible delivery (content, format and venue) with core financial literacy message can be adapted to work with a range of audiences (e.g. employers, universities and VCO sector); 
· attempts to engage with IT sector in Thames Valley were unsuccessful, organisations catered for need internally (HR departments); 

· FL training as an outreach / peripatetic model more successful at attracting learners than fixed site provision; and,

· although not perceived as financially excluded, a large latent need identified on preventing student debt issues.


	Bradford Citizen's Advice Bureau



	Bradford is the second largest dispersal area in the Northern region for asylum seekers; over 66 nationalities are resident in the city. The Bradford pilot's main aim was to prevent refugees and asylum seekers (R & AS) from financial exclusion and poverty; a secondary aim was to use the FL sessions as an mechanism for referring beneficiaries onto mainstream CAB services.  Informal partners included: The Refugee Council; Bradford Action for Refugees; Jobcentre Plus; CALTEC and other local community organisations. Partners provided venues for the sessions and access to their 'clients'.  Activity was mainly direct delivery. Sessional content was tailored to the financial circumstances of new arrivals, and those following positive decisions to remain, emphasising knowledge needed to improve integration e.g. benefits, housing, utilities, and UK banking system. FSfL funding allocation was £68,713 funding over 3 year period.  

	Lessons from the pilot

	i. Starting-up 
	The bureau had undertaken small FL projects with similar cohorts in the past, for example, with Asian women; they decided to build on these projects with a new target group (R & AS).  A key early challenge was recruiting an FSfL tutor (took a year) - locating the right person with the right skills, such as, delivering training, a track record of working with the target group, experience of building partnerships and networking. Another challenge was identifying partners with similar cohorts that would benefit from FL training. 

	iii. Recruiting and retaining learners  
	The original aim was to deliver to the target group in 8 weekly sessions. But the pilot discovered that due to the transient nature of target group it was difficult to retain learners for that long. A refugee group undertaking ESOL classes through Jobcentre Plus was successful as it was a more stable cohort. Overall, no single model of delivery could be delivered and the main method of delivery became drop-in sessions. 

	iv. Delivering the training 
	Although the bureau had conducted small FL work in the past, the FSfL manager had not been part of it, in essence the pilot was newly developed.  Flexibility of delivery was essential due to the learning pace of target groups, for example, sessions set for 2 hours were on occasion delivered over 2 or 3 sessions.  Interpretation costs were not as high as envisaged as target group peers communicated key messages; however this slowed content coverage in sessions. 

	v. Working in partnership 
	Partnerships that worked well were with pre-existing clients of groups/organisations and part of other provision, such as, ESOL classes, community groups and citizenship classes. This strategy proved successful as the pilot was able to deliver to a captive audience.

	v. Monitoring and impact
	Evaluating impact with transient groups proved difficult but where beneficiaries were linked with an organisation (ESOL and JCP), questionnaires were used and quizzes run to test understanding and knowledge gained. Increases in confidence and self-esteem were recorded. Those beneficiaries who settled in Bradford have returned to CAB for extra support and taken their peers with them. 

	vi. Lessons for mainstreaming  
	Key lessons from the pilot were: 

· training skills should be prioritised over previous advice work when advertising tutor role; 

· potential partner organisations need educating as to what FL is and how to promote the benefits; 

· the needs of refugees and asylum seekers for this support was high but many had more immediate problems (destitution) that required instant resolution rather than a programme of preventative work; 

· 121 targets were low, took time to build rapport and trust with this target group;

· transient nature of target group made delivery and evaluation challenging unless tied to existing projects, for example, Citizenship classes; and,  

· potential for similar pilots in other dispersal areas, such as, Leeds and Sheffield and when asylum seekers receive right to remain they have 28 days before leaving  NASS accommodation, FL sessions could be provided within this time.  


	Fenland Citizen's Advice Bureau



	The award of FSfL funding was timely as the Regional Development Manager for East Anglia had prioritised preventative debt work with offenders in prison.  The target group was prisoners due for release within six months. The pilot delivered financial literacy to equip them for this transition and with the longer term aim of reducing re-offending.  The bureau developed a partnership with a charity called The Foundation Training Company (FTC) that delivered a voluntary five week pre-release course.  The FL tutor pilot provided direct delivery group sessions to four category C prisons. The pilot was allocated £67,756 of funding which trained over 1000 prisoners (double the agreed target) over three years. 

	Lessons from the pilot

	i. Starting-up 
	Fenland CAB had delivered previously to prisoners in a local prison. Immediate challenges for the pilot were, first, recruiting the right person to deliver the training (it took a total of 12 months and two placements before the appropriate tutor was recruited) and second, engaging appropriate prisons, where prisoners were regularly being released (Category C prisons). 

	iii. Recruiting and retaining learners  
	Recruitment and retention of learners was not an issue as the pilot linked up with a training provider that delivered a pre-release course (rehabilitation). Typically, all beneficiaries were aged between 30 and 40 years and male.  

	iv. Delivering the training 
	FL training covered four core topics: budgeting; banking; benefits, and credit and debt. The pre-release course delivered by FTC was voluntary but prisoners were allowed to opt out of the FL session in only one of the four prisons; encouragingly none did. All training was direct delivery held in the FTC unit (separate to prison education departments). The pilot originally planned to train volunteers (2nd tier training) to deliver sessions however it was felt that it was more effective to use those with more experience of training delivery. In addition, four hour sessions were reduced to 2 hour sessions, as four hours was simply too long to maintain the attention span of beneficiaries; group sizes varied between 12 – 15.

	v. Working in partnership 
	Informal partners were the four local prisons that allowed access to pre-release prisoners. Education departments within prisons recognised the need for FL but were more interested in Maths courses. FTC became a partner via bureau discussions with education departments, the latter felt this made a better fit with the FSfL pilot's aims. Benefits expressed by partners included improvements in behaviour and increased skills and understanding to take positive financial actions. Partners felt these effects might decrease re-offending rates but noted that it was too early to quantify. 

	v. Monitoring and impact
	Self completion evaluation sheets were collected containing usefulness scales and target group attitudes of tutor.  FL certificates were awarded on completion of four hours of training. Beneficiary impact included increased FL knowledge and skills and raised awareness of CAB services in the event of post-releases crises. 

	vi. Lessons for mainstreaming  
	The key lessons learnt by the pilot were: 
· the need to build in contingency time to recruit a trainer who can cope with a challenging target group; 

· poor communication with, and between, Prison departments resulted in start up delays;

· partnerships with training providers already working in prisons rather than links with education departments were more effective; 

· mainstreaming potential with pre- and post-release prisoners, via Probation Service; and, 

· funding could be gained from Prison, Probation Service or prison training providers.  


	Islington Citizen's Advice Bureau



	The Islington bureau had been involved in the delivery of LSC funded learning based initiatives to the over 50s, which identified a need for FL training for this group. The funding assisted project pump priming and testing of delivery approaches to cater for the lack of provision of FL for the over 50s in London. Pilot partners included: community groups providing a venue, (with access to a stable audience) and a local credit union. The pilot found it was necessary to differentiate older people, and developed different provision for the over 70s. Activities varied from one-off taster sessions to six-week programmes and 2nd tier training. Session length ranged from just under one hour to 2.5hours. Approx. £58,000 was allocated.

	Lessons from the pilot

	i. Starting-up 
	Islington bureau became aware of the FSfL pilots by attending the CAB Annual General Meeting (AGM). The pilot's aims matched an identified gap in local provision, and, once funding was agreed, initial priorities were to develop financial literacy learning materials and recruit an FL tutor. Prior to delivery, the FL tutor completed the Citizens Advice Training Skills Programme for FL tutors.

	iii. Recruiting and retaining learners  
	The initial target group was the over 50s, but, in its second year the pilot began to support the ‘double-disadvantaged’ such as over 50s with disabilities and BME 50+. Referrals from mainstream CAB services proved unproductive due to a general lack of interest in learning programmes or beneficiaries' need/desire for immediate support and problem resolution. This resulted in promotional leaflets being pitched as a programme of money management; in addition, 'financial literacy' was replaced with 'moneytalk' following feedback which found potential beneficiaries were confused over what FL is.  

	iv. Delivering the training 
	Training at St Luke’s Centre (where Bureau based) was intensive and structured over a weekly programme; outreach sessions at partner organisations were more problem-oriented and led by beneficiaries' needs. The number of training hours received varied from taster sessions of 0.5 hours during a one off presentation to 12 hours over a six-week course. Shorter sessions were found to be most effective for older people as these suited their concentration spans.

	v. Working in partnership 
	Initially group sessions were delivered in the same building as bureau (over 50s community centre), but due to insufficient numbers, the team changed their approach to an outreach service and engaged with community organisations. These informal, flexible partnerships facilitated access to larger numbers of potential beneficiaries with high needs and multiple barriers in accessing “traditional” financial structures and institutions. Partners were keen to support access to their users to help financial skills increase substantially, and last from the immediate to the long term.

	v. Monitoring and impact
	Monitoring proved an initial challenge but with central support gathered positive feedback from beneficiaries. Given the challenges faced, impact has been substantial. The pilot has established new flexible provision where none existed before. New partnership developed between Credit Union and CAB gained over 600 pledges of support for the former; plans were in place to develop synergetic learning materials between respective sessions e.g. APRs and Credit Unions.

	vi. Lessons for mainstreaming  
	Key lessons learnt by the pilot were that sufficient resources need to be allocated in the application process for regular rolling promotion; that older people became interested in the courses and – at the same time – sought advice; and that the model of a programme of sessions in-house and outreach has mutiplier benefits for CAB, such as, access to target groups (disadvantaged and exclude), reduced costs, raises the profile locally and nationally, new partners and networks.


	North Liverpool Citizen's Advice Bureau

	North Liverpool CAB decided to undertake financial skills work with young people as a strategy to help prevent debt amongst this client group; the bureau had observed an increasing number of young people coming to the bureau with money problems. Key target groups were young adults facing particular barriers to making the transition from unemployment to employment, including single parents, young men, ex-offenders, homeless young people and refugees. The main partners were private training providers that matched the bureau target groups; typically, target beneficiaries were undertaking welfare to work programmes, such as E2E. Other partner organisations included Sure Start, Connexions' Supported Living Project, voluntary sector accommodation projects and other community groups. A core programme of FL workshops was delivered to the users of a range of agencies. In addition, second tier training was provided where needed, such as to Sure Start workers. The pilot was awarded £69,000 for its three-year timescale and over 1,000 individuals received either 121 or group financial literacy education. 

	Lessons from the pilot

	i. Starting-up 
	The pilot was created through the CAB/Prudential partnership and the associated funding to deliver FL education workshops. It was a new type of delivery for the bureau, moving away from the traditional supply of advice work. Immediate priorities for the pilot were identifying and engaging with organisations that catered for the project’s target groups. Alternative approaches, such as through drop-in centres and libraries, for example, were not successful and only produced a low level of take-up, even where organisations were keen and activities were well advertised.  

	iii. Recruiting and retaining learners  
	The most successful recruitment method was to tap in to existing groups through organisations such as E2E or Sure Start. Advantages of this approach were access to a captive audience; target groups felt 'comfortable' and it was easier for FL tutors to engage and retain learners. The project’s initial focus was young adults moving into employment (E2E), but the scope widened more generally to include, for example, young parents (Sure Start) and Supported Living Projects (Connexions). For E2E learners, retention to the course was not an issue as it was mandatory to attend. 

	iv. Delivering the training 
	A core design of activities and associated content was based on need, life changes / transition e.g. parenthood, moving into employment and asylum seeking. The specific content varied depending on the specific situations. The FL tutor found the Adult Financial Capacity Framework too rigid for clients belonging to voluntary organisations; it was not always geared to their needs, nor easy for them to understand.  It was also important to tailor training to meet the very high level of needs of certain learners, e.g. those with ADHD, special needs, low literacy and numeracy. 

	v. Working in partnership 
	The main partners were training providers that worked with the set beneficiary groups; including those supplying welfare to work programmes, such as E2E. Other partner organisations included Sure Start, Connexions' Supported Living Project Merseyside Accommodation Project and Homeground.  A prerequisite of engagement with providers was that most of their users matched the desired beneficiaries/target groups. Engagement was done through cold calling; expansion of activities to new partners such as Connexions was done via word of mouth. All partners agreed that the FL needs of these target groups were high due to the different stages of life transition.  

	v. Monitoring and impact
	A range of approaches were used to monitor and measure beneficiary impact. The main method was a satisfaction questionnaire. In addition, at a Young Mum’s Group, the FL tutor returned five weeks after completion of sessions to conduct a “mini-evaluation” using focus groups as the data collection method; the findings suggested that most had taken positive actions as a result of participation. There was a general view that it was difficult to measure the impact of preventative work. For example, the desired impact might be to stop learners from getting into debt – a longer term goal and, by definition an outcome that would not involve any further contact with the CAB.

Over 1,000 attended group or 1-2-1 sessions. 

	vi. Lessons for mainstreaming  
	The pilot felt there was potential to expand through the engagement with new organisations. This did need an increase in delivery agents. Initiatives such as E2E has been a successful model for engagement with its rolling cohort, in addition it was felt that The Princes Trust scheme could provide an opportunity for mainstreaming. 


	Debt Advice within Northumberland



	Debt Advice within Northumberland (DAWN) pilot built upon the bureau's ‘Action Against Poverty’ (AAP) work. AAP increased awareness amongst mental health service users of the consequences of debt problems; the bureau was, therefore, well placed to deliver the preventative work of FSfL. Initially, direct training was provided for Mental Health Service users alone but the target group widened to include health service users more broadly, resulting in peripatetic financial assertiveness workshops.  Pilot partners were Women’s Heath Advisory Centre (WHAC) and North Tyneside and Northumberland Mental NHS Trust; these partners existed and allowed access to potential beneficiaries. Mental Health case-workers and volunteers were supported to deliver sessions peripatetically.  Funding allocation was £48,000 for three years; DAWN delivered to over 700 learners, most received six hours of training, usually in hour-long sessions. 

	Lessons from the pilot

	i. Starting-up 
	DAWN has been a specialist advice agency since 1994. Financial literacy emerged as an issue through a health / debt project funded in the area's Health Action Zone.    

An immediate priority was the recruitment of volunteers to support the delivery of peripatetic financial assertiveness workshops to mental health users in the county.

	iii. Recruiting and retaining learners  
	The initial focus was to work with mental health users. However, target groups were expanded to increase a broad range of health service users. Beneficiaries were drawn from the whole of Northumberland, both rural and urban areas. It was most effective to recruit and deliver through caseworkers.

	iv. Delivering the training 
	Due to recruitment issues the format of provision was changed to delivery by caseworkers, with volunteers as facilitators. Attendance at sessions was often low or sessions were cancelled due to issues of transport, isolation and rurality. A greater emphasis was placed on delivering to groups on welfare to work programmes, because 'they had to be there' – the captive audience. Activity materials were designed to be versatile and work with a range of target groups. 'The Chips Are Down' – an interactive activity presenting different scenarios, which engaged beneficiaries and encouraged them to make informed decisions - was mainstreamed due to its success and disseminated nationally.  

	v. Working in partnership 
	Partners had existing links with DAWN in some capacity through the health focused work undertaken historically, for example, Northumberland NHS Trust and Health Advice Centre for Women.  Sessions were tailored to individual needs. Partner agencies observed increased confidence and self-esteem and that beneficiaries became financially empowered. 

	v. Monitoring and impact
	Monthly monitoring reports (MMRs) and attitude measurement scales were tested on beneficiaries to identify impact. Increases in self-confidence, greater understanding of the issues and knowledge of what to do were the main results. Partners added that FL sessions offered a more holistic type of provision thane usually provided.  

	vi. Lessons for mainstreaming  
	Key lessons from the pilot: 

· recruitment and retention of volunteers was very difficult.  Recruitment was done mainly via word of mouth; it was particularly difficult to retain them over the lifetime of the project; 

· the intrinsic – higher - cost implication of peripatetic preventative work in the local area compared to the advice work at a fixed bureau; and, 
· immediate mainstreaming had occurred with proven activities, for example, 'The Chips Are Down'.  


	Cyngor ar Bopeth Powys Citizen's Advice



	Powys bureau had a track record of delivering financial skills to young people (in schools) prior to FSfL but little with adults. Their priority was to use FSfL funding to capacity build for preventative work with adults and provide a more 'holistic' bureau service. The pilot worked in partnership with local voluntary and community organisations (VCOs) to deliver a series of group sessions, 121s and 2nd tier training on a wide range of financial topics and issues. The target group was a diverse range of adults, most living in largely rural, deprived areas. The project exceeded its set targets on the following indicators: number of topics of FL covered; number of effective partnerships; number of sessions delivered; and, numbers of trained beneficiaries. FSfL funding allocation was £89,974  

	Lessons from the pilot

	i. Starting-up 
	The pilot continued FL work in local schools and was designed to respond to multiplier issues, such as, rural and financial exclusion. Early challenges in setting up the pilot (compounded by regional CAB restructuring) were: the recruitment of the pilot manager and FL tutor; developing learning materials; and contacting potential ‘partners’ to identify need and develop interest. A combination of these factors delayed delivery; the project end date was extended. 

	iii. Recruiting and retaining learners  
	Voluntary and community organisations/groups were engaged with to identify and recruit learners from deprived areas or where need was perceived to be acute (lone parent groups). Learner retention was high where learners were committed to completion and certification working in conjunction with a workbook. Where single mums left the refuge midway through programme, most opted to continue with the sessions and were willing / able to travel for the purpose of attending. Two volunteers provided large amount of on-going support to all project areas. 

	iv. Delivering the training 
	FL tutor provided learner focused direct delivery in 121 or group sessions (lasting between 1-2 hours) and 2nd tier training (one full day) was delivered to carers, housing association staff, and health visitors. A key success factor of effective delivery was the FL tutor’s background (HSBC financial adviser and trainer). The tutor developed comprehensive learning materials called “Consumer Confidence” (with leaflets and aids tailored to specific sub-groups). 

	v. Working in partnership 
	The main partners were Sure Start and Women’s Aid, both engaged when the FL tutor highlighted the added value of the training for their users. Effective partnerships developed where a sense of pilot ownership from partner agencies manifested and negotiation on need and desired outcomes was apparent. At some partner venues the frequency of delivery was decreased to provide an appropriate pace for different learning styles amongst vulnerable groups. In all cases FL was delivered flexibly within partners’ programmes. 

	v. Monitoring and impact
	Self- completion pre and post intervention questionnaires were collected. Overall, short-term impacts include actions to increase financial position, also attitudinal change in learners, now more confident in managing own money. Other benefits were learner achievement on completion of learning (workbook) and certification. Anecdotal evidence from partner agencies has signalled that the workbook is effective and users have changed the way they budget. Strategically, a large regional network has been created where non-existed before. The volunteers developed a range of skills and to co-delivered sessions with FL tutor. 

	vi. Lessons for mainstreaming  
	Key lessons emerging from the pilot were that while intensive resources were needed to produce a FL learning programme with associated workbook and certification, it formed an effective tool for delivery to different groups with differing issues and needs and in a range of settings. 

Second, the pilot found that attempting to recruit learners to the programme by advertising it as financial literacy put people off and it needed to be re-branded, e.g. Consumer Confidence. 


	Walsall Citizen's Advice Bureau



	Walsall bureau first became involved in financial literacy work in 2001 when approached and funded by the local Learning and Skills Council. It has developed substantially since then, delivering FL under various funding streams from JCP, NRF, and SRB; the bureau was part of an established regional CAB FL network. The bureau also secured funding to deliver basic skills training delivered through its 'Communities First' arm. This resulted in basic skills and financial literacy delivered in synergy. Combined FSfL and SRB funding permitted recruitment of two basic skills tutors from a local FE College for 20 hours per week over a two year period.  All sessions were delivered by the BS tutors and took place in a training room on site at the bureau. Target groups had low basic skills and financial literacy and tackling both gave a longer and more sustained benefit.  Prudential funding equated to just £5K, which meant that the desired target groups were set by the main funder.  However socially excluded groups as targeted by SRB/LSC suited the target groups of FSfL pilots. Although project timescale reduced, beneficiary outputs doubled the agreed profile of 37.  

	Lessons from the pilot

	i. Starting-up 
	FSfL activities bolted-on to existing project and network, which meant no need for a developmental stage and the pilot was able to "hit the ground running”. Basic Skills tutors developed generic learning materials. FL tutor worked within existing networks and historical outreach contacts (from a separate funding stream) to access beneficiaries. 

	iii. Recruiting and retaining learners  
	Beneficiary referrals were encouraged by CAB money advice staff but initially numbers were low due to advisers' lack of confidence in referring someone for basic skills training.  A series of meetings between basic skills tutors and debt advisers alleviated these fears and referral targets were agreed (now built into training package).  The venue (ICT training room with 'start of the art equipment') and individualised support encouraged high retention levels. 

	iv. Delivering the training 
	The principal focus was direct delivery, though there was some 2nd tier ‘in-house’ training around referrals – for staff and volunteers. Each referral underwent an initial assessment and an individual learning plan (ILP) was developed and used at weekly group sessions (good support ratio). The weekly sessions were more focused on basic skills than financial literacy though there was much cross over and the tutors utilised the FL learning materials. Course duration was 29 weeks of 3 hours per week. Most sessions were groups of 6-8 learners. Drop-in services were advertised in the bureau and partner premises but with low attendance.

	v. Working in partnership 
	Solihull College basic skills tutors were “sub-contracted” to deliver the FL training and led on the design of the sessions and materials. Key success factors from partnership working were the supply of highly skilled experienced staff with complementary skills, one adult focused; the other more child focused.  

	v. Monitoring and impact
	Minimum type of monitoring and reporting for FSfL requirements compared with SRB, ESF and New Deal. Impact has been evidenced by beneficiaries taking financial actions to improve life circumstances.  Progression outcomes such as, progression to employment, were tracked for the basic skills funding requirements, though it was difficult to quantitatively isolate the impact from FSfL training. 

	vi. Lessons for mainstreaming  
	Key lessons learnt from pilot were:

· referrals may not be CAB advice workers core activity but a pilot such as this (relying on referrals) is dependent upon advice workers to deliver other aspects of the service.  It is important to supply training; 

· keep funding applications for FSfL separate as delays with other funding streams meant the pilot had financial problems that impacted on delivery;  

· the project was not costly to run as it built on existing structures; and, 

· less direct control over delivery that is contracted out.  Different sets of priorities and targets with different outcomes drawing on same target group. 


	Citizen's Advice in the Borough of Wigan



	Wigan's pilot trained disadvantaged young adults (aged 16 – 24 years) in a supported living foyer, families with high levels of vulnerability, and adults with mental health issues. The training provided beneficiaries with the knowledge and skills with which to manage their financial and domestic situation and to prepare for any change in their circumstances. The pilot provided preventative education rather than advice offered at a crisis point. The partner organisations enabled access to key target groups. Funding allocation was £48,000 which provided financial literacy training for 80 people in groups plus another 134 individuals on a 121 basis, 2nd tier training was also conducted. In total, 57 two hour training sessions were delivered to the foyer and 10 talks to other agencies.  

	Lessons from the pilot

	i. Starting-up 
	Early set up challenges consisted of identifying partners, then raising their awareness and understanding of financial literacy and facilitating access to potential learners.  Another priority was to create teaching materials. 

	iii. Recruiting and retaining learners  
	The bureau recruited most target groups through pre-existing clients of other agencies/organisations. Accessing the remaining beneficiaries was done via pre-existing CAB relations either formally, such as, through outreach advice sessions or through informal networks. The materials and tools used in introductory presentations were key to successful engagement and the retaining of learners. At the foyer retention was high as sessions were delivered in conjunction with E2E.  At a mental health centre, the format was a general session followed by 121s with a support worker present given the high needs of the 'clients'. At the Family Resource Centre, workers prepared the target groups for discussion and interactive-ness, such as, getting them to think about what issues they would raise.

	iv. Delivering the training 
	The methods adopted for the training and the topics covered varied by partner and the associated target group at that organisation. For example, work with families tended to be delivered via direct delivery and 121 sessions for individual families.  In the mental health centre, there was a general introductory session for a group. Supported by 121 sessions with a key worker present. The most successful sessions occurred when topics and issues were made relevant to the needs/interests of target groups, and a core set of materials was created and used flexibly to tailor to the different beneficiaries. 

	v. Working in partnership 
	Partners were engaged through pre-existing informal links and for new/unknown organisations, method was tele-marketing.  The pilot benefits to the FRC users contribute to the Achieve Economic Well-being outcomes within the Every Child Matters green paper. The local Credit Union also played an active role in the pilot, they have delivered talks at the Foyer and established themselves at two of the FRCs

	v. Monitoring and impact
	Impact observed as both hard and soft outcomes. There was a significant increase in the numbers of Credit Union members and families budgeting where did not before. Anecdotal evidence of increased stability among families. 

	vi. Lessons for mainstreaming  
	Key lessons learnt were: 

· partners would like the pilot mainstreamed so similar cohorts can receive FL training; 

· to recruit learners need to target both pre-known and unknown organisations; and 

· when targeting organisations, need to highlight how FL work contributes to their own outcomes/programme.

All partners added the pilot should be mainstreamed due to large latent demand in community organisations and groups. 








































� The work of the project should be distinguished from the more traditional – and constantly growing – crisis debt advice service offered by all 450 bureaux in England and Wales.


� Budgeting, saving, credit and borrowing and managing debt


� This role also comprised quarterly monitoring of the pilots, internal evaluation and dissemination of the findings


� Bureaux were selected via a competitive tendering process.


� Even so, most of the pilots incurred and under-spend; this was due in part to a late start and beneficiary turnover.


� This was the case for trainers, no matter what their occupational background.. 


� This is a questionnaire developed using sociological concepts. Participants rate themselves on a scale of 1 (strongly agree) to 4 (strongly disagree), using a standard set of questions. Each of the questions is associated with different aspects of low / high self esteem.  The combined score is used to make an assessment of the overall level of self esteem. 


� The term ‘economic wellbeing’ is used to describe the overall financial status of an individual, and the extent to which this affects other aspects of their lives. For example, a low level of economic wellbeing means that the individual’s quality of life is impaired by barriers arising from their financial status, such as lack of access to products and services. 


� This was mainly low-level debt such as that which arose from outstanding card payments or as a result of limited budgeting skills. Some beneficiaries did also present with more acute levels of debt 


� Indeed, exclusion from mainstream finance could often foster knowledge of borrowing and credit.


� Such as tax returns, mortgage payments, credit cards.


� such as prisoners or some mental health service users


� For example, prisoners reported a reluctance to focus on actual past life experiences on the Fenland pilot. Issues were identified around disclosure of their past in a group situation. 


� The evaluators provided training to all of the pilots on measuring soft outcomes. A questionnaire template was provided, using a ten-point scale for beneficiaries to rate their confidence in relation to set topics (refer to Annex Four). The pilot managers then modified these topics according to the focus of their training. This was subsequently used with beneficiaries, by asking them to complete the questionnaire before / after the training. 





As discussed in section one, the method was not appropriate for all of the pilots. It could only be used effectively where it was possible to follow-up with the beneficiaries after the training. In total, four of the nine pilots used the questionnaire with a 'test group' of between four and ten beneficiaries (refer to Annex One for a breakdown of the scores). 





� Fact sheets and quizzes were particularly successful tools here.


� The exception was those pilots that were multiple funded at the outset, such as Walsall and Wigan. 


� This included access to topics such as consumer rights, credit cards, savings and investments


� This is based on the premise that most pilots had few if any beneficiaries for the first three to four months of the project, i.e. 264 x 9 pilots x 2.66 years. 





� For example, pilot projects funded under large scale programmes such as the Neighbourhood Renewal Fund or European Social Fund would be anticipated to have a much higher unit cost, given the scale of formalised partnership working and infrastructure required. 


� This was branded as ‘Communities First’ 


� relating to small items of equipment


� The analysis was affected by how the pilots presented their monitoring data. For some pilots, the learning hours were broken down in full per quarter. For others, it was necessary to first calculate the average session length, and then to multiply this by the number of learners. The number of learning hours was then plotted against the corresponding running costs (total actual costs) for each quarter. 





� The supporting monitoring information shows large differences in the mode of training used by the pilot. For example, referrals were mainly one-to-ones for certain quarters, whilst large group sessions (such as a group session with 40 beneficiaries) were delivered in others.  


� In the case of Fenland, this was ensured by the size of the prison population in each institution, and the transitional status of the beneficiaries. A new set of prisoners will come-up for pre-release at regular intervals. 


� Although ‘young mothers’ or ‘asylum seekers’ might  fall within certain communities of interest, for example, it would be unhelpful to create artificial boundaries when considering their financial needs.  Similarly, whilst rural communities might pose certain issues around access or dispersal, urban communities were often found to be equally heterogeneous. 


� Again, these are in no way intended as ‘fixed’ categories. Is feasible that membership of any of the groups might change with personal circumstances, as described above.   


� This includes exclusion arising from legal status, such as asylum seekers without a basic bank account or utilities upon first arrival in the UK. This crisis situation relate to status rather than behaviour (asylum seekers might not have incurred any prior debt, for example) 


� Applied to all nine pilots,


� Applied to four pilots, sampled from the high unit cost group, and the low unit cost group; 


� Applied to four pilots, as above, but applying qualitative measures; to take into account i) group size, and ii) whether each session was voluntary or mandatory. 





� The source of funding might denote the target groups, geographical area, or types / numbers of outcomes that are required, for example. 


� budgeting, saving, credit and borrowing and managing debt


� No beneficiaries for Q1-4 2003 or Q12004; due to delays in appointing a pilot manager 


� 2005 data not available 


� No beneficiaries for Q1-3 in 2003: this period corresponds with the recruitment of a tutor and start-up phase 


� Learner outputs data not quantified for this period: unable to establish actual numbers 
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