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“I used to put my head down when I went into a bank, and now I can go into a 

bank and hold my head high because I understand.”  
- Humberto from Mexico, a 2006 graduate 
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PURPOSE AND OVERVIEW 
 
This guide was developed to help organizations throughout the United States that are interested in 
providing financial education to the unbanked, immigrant population.  Through its experience 
providing affordable, bilingual financial services, Latino Community Credit Union (LCCU) has 
become a nationally and internationally recognized model for banking the unbanked and recent 
immigrants.  LCCU has nearly eight years of experience providing financial education and has had 
over 9,000 participants in its workshops since 2000.  Community organizations, credit unions, 
community development financial institutions (CDFIs) and other organizations from across the 
nation have requested LCCU’s expertise in how to serve this rapidly growing and underserved 
market.  Some inquiring organizations have expressed various challenges and frustrations in starting 
financial education programs.    
 
For these reasons, LCCU developed this comprehensive guide for organizations interested in 
providing much needed financial education, particularly to the underserved immigrant market.  This 
guide will incorporate proven techniques and methodologies from LCCU’s experience, a facilitator 
guide, the credit union’s Building a Better Future curriculum, as well as educational videos to help 
promote and improve consumer financial independence. 
 
The DVD included in this guide contains the newest version of the Building a Better Future 
curriculum (available in Spanish and English as a Second Language).  It is updated with lessons 
learned from the original version and contains a new chapter in Spanish on credit cards.  The 
curriculum includes seven units with interactive examples and a liberal use of graphics to appeal to a 
population with low rates of literacy.  A facilitator’s edition is included, which is designed for people 
who do not necessarily have experience working in financial institutions. In addition, the DVD 
contains an overview of this guide to developing a financial education program for immigrants as 
well as five short educational videos. 
 

Financial Education for Immigrants 5



 

WHY FINANCIAL EDUCATION 
FOR IMMIGRANTS? 
 

Financial education can help immigrants better understand the U.S. financial system, so 
that they have a safe place to save their money, learn how to manage their finances and 

develop credit, access loans, purchase homes and build wealth for themselves, their families 
and their communities. 

 
There is a substantial need for financial education among the immigrant community in the United 
States. The personal and financial distress that many Latino immigrants experience because of their 
unfamiliarity with the United States’ financial system has been well documented.    
 
The National Council of La Raza cites that 35% of Latinos in the United States reported that they 
did not have a bank account, and that number rises to 42% for foreign-born Latinos. This 
percentage is even higher in those states with more recent immigrants. 
 
Remaining unbanked has a dire impact on the community in a number of ways: 

1. The Latino community is more susceptible to robberies due to the perception that Latinos 
are “walking banks” because they carry large quantities of cash or keep money “under the 
mattress.” 

2. Fringe-banking providers, such as check cashers, that charge high fees and interest rates have 
proliferated in communities where Latinos work and reside.  

3. Latino and other immigrant communities are at a disadvantage in planning for their financial 
future.  For instance, immigrant communities lack access to a safe place to save their money 
and opportunities to build credit and wealth.  

 
Wealth Disparity:  The Pew Hispanic Center found that the average net worth of Hispanic 
households nationwide was about $8,000, compared with nearly $89,000 for Whites, an 11-to-1 
disparity (Kochhar, 2004). 
 
According to the U.S. Census Bureau (2004): 

Median income: The median income for Hispanic households was $36,000, three-quarters of the 
median income of non-Hispanic White households, which was $48,000. 

Poverty rate: About 22% of Hispanics were living below the poverty level, compared with about 
9% for non-Hispanic Whites. 

Barriers to accessing financial services 
There are a number of barriers that prevent the use of conventional financial institutions and the 
practice of financial planning by immigrant communities: 
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• Lack of affordable and accessible financial services: Many conventional financial 
institutions often apply policies that block access to their services and/or do not provide a 
full array of financial services to Latino customers. 

• Documentation issues: Misunderstandings, on the part of community members as well as 
financial institutions, often exist about the official documentation needed to open an 
account with a financial institution. 

• Language and literacy barriers: Many recent immigrants are not proficient in English, and 
many are not sufficiently English-literate to be involved in the often confusing world of 
finance and credit. At the same time, many conventional financial institutions do not offer 
services and materials in Spanish. 

• Cultural barriers, such as:  

o Many Latin American economies are significantly more cash-based than the U.S.  

o Political unrest or a history of currency fluctuations or inflation in some countries 
has created an understandable distrust of banking systems.  

o Most Latin American countries have not created deposit insurance programs, 
fostering further reluctance to consider a bank as a location for one’s life savings.  

• Lack of use of conventional financial institutions: A lack of experience with financial 
institutions results in an increased need for information on personal financial planning, such 
as ways to save money or how to establish good credit.  

Financial Management 
• The National Consumer Credit Survey (1999) conducted by Freddie Mac found that 28% of 

Latino respondents said they know “very little” or “nothing” about managing 
finances, compared to 17% of White respondents.  

• Castañeda and Castellanos (1999) found that only three out of ten Latinos have basic 
checking accounts. 

Savings 
• The Minority Retirement Confidence Survey (2003) conducted by the Employee Benefits 

Research Institute (EBRI) found that only 13% of Hispanic-American workers are very 
confident (compared with 45% of workers overall) that they will have enough money 
to live comfortably throughout their retirement years. 

• According to the same EBRI survey, only 50% of Hispanic-American workers report 
that they or their spouse have personally saved for retirement, compared to 71% of 
workers overall.  

• According to a 2005 report from the Retirement Security Project of the National Council of 
La Raza, over 50% of Hispanic households aged 55 to 59 had nothing accumulated in 
either a 401(k) or an IRA.   

• Castañeda et al. (1999) found that fewer than one out of ten Latinos invests in stocks, 
bonds, or mutual funds. 
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Credit 
• Silva and Epstein (2005) found that, in 2001, just over 50% of Hispanics held a credit 

card, compared with 80% of White households.  Between 1992 and 2001, Hispanic 
households with credit cards grew from 43% to 53%.  At the same time, the average 
credit card debt among Hispanic households was also on the rise, increasing by nearly 
20% between 1992 and 2001.    

• Silva et al. (2005) also found that the average Hispanic household with credit card debt 
now spends 20 cents of every dollar earned servicing debt. 

• According to the Consumer Federation of America (2004), there is a “systemic pattern of 
discrimination against Latinos in the auto lending industry.” Automobile dealers, in 
conjunction with their top auto lending banks, subjectively increase car loan rates, typically 
adding $1,000 or -- in the worst cases-- even up to $5,000 to the cost of an auto loan, 
for Latino customers.  These profits are then kicked back to the dealer and lender. 

Homeownership 
Without participating in the formal financial system, it is difficult to build a credit history, which is 
critical to the purchase of a home.  Many hard-working immigrants live in unsafe, overcrowded 
housing and pay excessive fees simply to access their own limited incomes, in the form of check-
cashing fees, high interest rates on car loans, and costly international wire services.   
 
Inequality in national homeownership rates is significant: 

• The Department of Housing and Urban Development (2006) found that, as of 2005, 76% of 
white non-Hispanic families owned a home, compared with just 50% of Hispanic 
families, the lowest rate of homeownership of any racial or ethnic community in the nation.  
In states with a high percentage of newly arrived Hispanic immigrants, such as North 
Carolina, the homeownership rate for Latinos is even lower.  

 
Those that do enter the market for a mortgage are faced with sub-prime lenders offering high-cost 
or inappropriate products, causing many first-time homebuyers to end up in foreclosure or owing 
thousands of dollars more than necessary.   

• In a study released in May 2006, the Center for Responsible Lending found that Latinos 
were 29 to 142% more likely to get high-priced subprime mortgages than whites, even 
when they were equally qualified.   

• The Center for Responsible Lending reports that these and other predatory lending 
practices strip $25 billion from low-income families every year. 

Homeownership not only allows families to build wealth, it is also an indicator of educational 
attainment; according to a University of Tennessee study, children living in homes owned by 
their families were 25% more likely to graduate from high school and 116% more likely to 
graduate from college (Saint, 2006, p. 35). 
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“I used to be afraid of going to a bank because I didn’t know what papers they 

would ask for.  At the workshops, I learned not to be afraid.” 
- Pedro from Mexico, 2006 graduate 
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Financial education can make an impact: 
Alejandro came to the credit union with an abusive rate (26%) on his car loan, which he refinanced 

with Latino Community Credit Union.  He learned about our financial education program and 
attended the whole series of six workshops with his two children, ages 8 and 11.  He wanted to 

expose his children to this educational opportunity, since he felt that he did not have such 
opportunities in his native Mexico and he did not want his children to repeat the same mistakes he 
had made in managing finances.  During the process of attending the workshops, he purchased his 

first home through the credit union.  He is also one of our first peer educators, having already 
recruited thirteen of his community members to commit to all six workshops, all of whom 

graduated in 2006.  A total of seventy people graduated from the program in 2006. 
 
 

 
Alejandro and his family with Roger, the facilitator from Greensboro 
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WHAT IS POPULAR EDUCATION? 
Overview of Popular Education 
Popular educators believe that education must empower people to act for change and that education 
must be based on a democratic practice so participants can participate in discussion, debate and 
decision-making. Democratic practice involves having an inclusive process that maximizes 
participation of those who benefit from the program. Many immigrants find themselves within an 
economic and political system that hinders their ability to achieve the “American Dream.” Teaching 
financial literacy can be seen as education for social change. With the knowledge they receive, 
immigrants will be better prepared to improve their economic position and improve their chances of 
meaningful political and social participation. 
 
Popular education is education of, for and by the people.  The term is a translation from the 
Spanish, “educación popular.” In Educating for a Change, popular education or education for social 
change is described as an approach to education that is in the interests of oppressed groups. “We 
involve people in a process of critical analysis so they can potentially act collectively to change 
oppressive structures.  The process is participatory, creative and empowering” (Arnold, Burke, 
James, Martin & Thomas, 1991, p. 5). Popular education believes people have sufficient knowledge 
to identify their own problems, come up with solutions, and identify resources and skills they need.  
Popular educators see themselves as facilitators since they strive to have an equal relation between 
educator and participants. 
 
Popular education has been applied in different situations at different periods of time.  In the early 
1960’s Paulo Freire taught literacy to peasants struggling for land reform in Brazil.  He argued that 
education involved a process of dialogue based on action and reflection on action. Overall, popular 
education emphasizes learning about topics that are applicable in real life and, in fact, is rooted in 
the concept of “experiential learning,” the idea that people learn through their everyday experiences 
(Castelloe & Gamble, 2005, p. 263). 
 
Regardless of your teaching methods, you may be able to incorporate some popular education 
methods by drawing on the experience of learners, fostering dialogue among participants and the 
facilitator, and finding ways to stimulate action and reflection. 
 

Some Basic Principles of Popular Education:                              
• Democratic process (education of, for and by the people) 
• Began in Brazil as a tool for social, political and economic reform 
• Educating for social change 
• Maximum involvement of all participants 
• Equal relation between educator and participants 
• Use experience of participants to teach one another 
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Comparing Traditional and Popular Education 
 

 

 
 
 
 

Traditional Education  Popular Education 
The teacher has all required information to give 
to students. 

Facilitators and participants both have 
information and experiences to share and can 
learn from each other. 
 

Students listen to the teacher.  Participants and facilitator talk to one another. 
 

Teachers control the content. Participants collectively choose the content. 
 

Knowledge is based on facts that do not 
necessarily relate to every day life. 

Each individual constructs his or her own 
knowledge based on their own experiences. 
 

The teacher is distanced from social conflict. The facilitator is committed to social and 
economic justice. 
 

Source: Castelloe & Gamble, 2005 

Language in this guide 
In this guide, we chose to use specific language that is in keeping with popular education.  
 

Traditional 
Language 

Our 
Language 

Why? 

Class Workshop A “workshop” implies that participants are actively working 
together to learn from one another and achieve an objective, 
whereas a “class” implies a more passive learning environment 
where a teacher provides students with information that is not 
necessarily tied to a specific objective. 
 

Student  Participant A “participant” implies that the individual will actively participate 
and contribute to the learning process, rather than “student,” 
which implies that the teacher will be educating the student. 
 

Teacher  Facilitator A “facilitator” implies a more informal and equal relationship with 
the participants, whereas “teacher,” implies a hierarchical 
relationship where the teacher holds all of the knowledge. 
 

Source: Brooks-Harris & Stock-Ward, 1999 
 
- "Education must begin with the solution of the teacher-student contradiction, by reconciling the poles of the 
contradiction so that both are simultaneously teachers and students."  Paulo Frierre 
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For more information on popular education, see:  
 
Arnold, Rick, Bev Burke, Carl James, D’Arcy Martin and Barb Thomas. 1991. Educating for a Change. 
Toronto, Canada: Between the Lines and Doris Marshall Institute for Education and Action.   
 
Highlander Research and Education Center. 1989. An Approach to Education Presented Through a 
Collection of Writings. New Market, Tennessee.  
 
Nadeau, Denise. Counting our Victories: Popular Education and Organizing. 1996. New Westminster, 
Canada: Repeal the Deal Productions. www.catalystcentre.ca 
 
 

Financial Education for Immigrants 13



“After taking the workshops, I’m on my way to buying a house and now I feel 
comfortable managing my finances.  I haven’t bounced a check and I am 

sticking to my new budget. 
- Francisco from Chile, 2007 Graduate 
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PROGRAM DEVELOPMENT 
Find out the needs of your community 
The first step in designing a financial education program is to conduct a needs assessment.  A needs 
assessment is an evaluation to determine if a proposed program is needed before you begin (Royse, 
Thyer, Padget, Logan, 2001). You can use a needs assessment to answer the following questions 
before designing and implementing a financial education program. 

• Are there already similar programs in your community?  What financial education programs 
already exist that are targeted to your community?  What affordable and accessible financial 
services exist for your target community? 

• What are the needs and problems of the population in your community? 

• What are the barriers preventing community members from accessing financial services and 
financial education in your community? 

• If a program does not already exist to meet the needs of your target community, what 
information is needed to design a program to meet the needs of your target community? 

The following are some of the methods you can use in conducting a needs assessment (Royse, et al. 
2001): 

1. Secondary Data (census data, public documents and reports) – You can use this 
information to determine overall estimates of the population likely to benefit from your 
proposed program.  For example, you can determine race, sex, ethnicity, age, general level of 
affluence in the community, average level of educational attainment, or number of persons 
in substandard housing. 

2. Experts/Community Leaders (leaders involved in serving your target population in some 
capacity) - Interview leaders and key organizations in the community to get their feedback 
on any existing programs, their perception of the need in the community, as well as their 
input on possible programming.   

3. Surveys – The advantage of surveys is that, depending on your resources, you can obtain 
feedback from a larger number of community members than you would in a smaller focus 
group.  While it is most ideal to conduct a survey with the entire community or a large 
number of people who are selected randomly, it is often difficult to obtain the resources to 
conduct such a large-scale survey.  Nonetheless, a survey can be a very effective way to get 
feedback from community members on a specific issue.  

4. Focus Groups – a discussion with a small group of people (usually 8-12 people).  The 
facilitator has a set of questions designed to identify the particular needs of the group. The 
advantage of focus groups is the depth of information that the facilitator can obtain, but, at 
the same time, the disadvantage is that such small groups are not always truly representative 
of the larger community. 

5. Public hearings and community forums – reserve a public meeting room and advertise 
that anyone concerned with financial education issues is welcome to attend and discuss their 
concerns and ideas.  Unfortunately, attendance is often low at such forums. 
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When working with low-income, immigrant populations, there are certain issues to consider when 
designing a financial education program. Latinos are disproportionately employed in industries that 
pay lower wages and require irregular work schedules. Therefore, participants often need support 
services such as transportation and child care.  It will also be important to offer the workshops in a 
central location, on an appropriate day, at a convenient time.  Your needs assessment should include 
these questions to determine the best location and time for your community. For example, at LCCU, 
our respondents indicated that the weekend days are not always the best since many of them work in 
the service and construction industries, which require weekend hours and Sundays are often 
reserved for religious services.  
 
To design your program, you might want to determine: (1) what level workshops to provide (basic, 
intermediate, advanced) to accommodate the majority of your target population, (2) what topics 
your population is interested in learning about, (3) when and where the workshops should be held 
that is convenient for your population, and (4) what types of resources people need (child care, 
transportation).  Some sample questions to think about as you develop your needs 
assessment are: 
 
1. Have you ever had a bank account before? 
2. What financial topics do you want to learn about? 
3. What days and times do you prefer to attend the workshops? 
4. Do you require child care to attend the workshops? 
5. Do you need transportation for the workshops? 

Know the financial services available in your community 
 
Financial education is not the only key to incorporating immigrant communities into the U.S. 
financial system.  Many other systemic barriers exist to accessing financial services, such as a lack of 
employees who speak Spanish, lack of materials available in Spanish, refusal of many conventional 
financial institutions to accept alternate credit, and misunderstandings about documentation required 
to open an account and access credit. It will be important to empower participants with information 
about where to access a full array of affordable and accessible financial services. 
 

• Know the financial institutions in your community that provide a full array of affordable 
bilingual services and understand the issues unique to your community.  Some financial 
institutions provide only non-interest bearing savings accounts, and do not provide access to 
interest-bearing accounts or credit. Which ones accept an Individual Tax Identification 
Number (ITIN) instead of a Social Security Number (SSN)?  Which ones speak the native 
languages of your participants?   Which ones provide loans with alternate credit, such as 
payment histories based on utility bills and rent, rather than relying solely on credit report 
histories?   Which ones provide secured loans and credit cards that allow people with no 
credit history to begin building their credit?  What services do they offer?  For example, what 
are the required minimum balances, ATM access, monthly fees, money transfers and other 
services?  Unfortunately, there are not enough financial institutions providing affordable 
services to unbanked, low-income immigrants, so it is important to do your research while 
designing your program. 
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• Establish connections to other organizations with a similar mission in your community.  For 
example, research if there are any homeownership programs, Individual Development 
Accounts (IDAs) or other asset-building programs that are available to your target 
community.  Such programs provide added incentive to participate in a financial education 
program.  It is important to find out the requirements of these programs. For example, do 
they provide assistance to people with an ITIN?  
Is there a membership requirement or any fees to join the group or program?  What time 
commitment is required?  How will participating in this group or program benefit your 
participants?   

Curriculum  
After completing your needs assessment, if you decide to develop a financial education program, 
you will want to find a curriculum that best suits the needs of your target community. In our case, 
LCCU developed a curriculum specifically designed to meet the needs of newly arrived immigrants 
to help them understand the financial system in the United States and to feel more comfortable 
using financial institutions and planning for their financial future.  While becoming familiar with the 
topics included in this curriculum, participants will learn vocabulary they will need as they use a 
financial institution and communicate about personal finances. 
 
The Latino Community Credit Union saw the need to develop a financial education curriculum in 
Spanish that would be appropriate for participants with limited formal education who lack 
experience using a financial institution.  The English as a Second Language (ESL) version of the 
curriculum was developed because ESL classes present a unique opportunity to reach new 
immigrants with useful financial information. 
 
A DVD copy of the newest version of the Building a Better Future 
curriculum (available in Spanish and English as a Second Language) 
is provided with this guide. The curriculum is also available on 
LCCU’s website, www.latinoccu.org/financial education/curriculum.  
It is updated with lessons learned from the original version and 
contains a new chapter on credit cards.  The curriculum includes 
seven units with interactive examples and a liberal use of graphics to 
appeal to a population with low rates of literacy.  A facilitator’s 
edition is included, which is designed for people who have not 
necessarily had experience working in financial institutions. 
 
The units of the Building a Better Future curriculum are:  

1. How to Use a Financial Institution 
2. How to Increase My Savings and Develop a Budget  
3. How to Use Credit 
4. How to Buy a Car 
5. How to buy a House 
6. Introduction to Taxes 
New Unit: Credit Cards  
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Note: If you find that the Building a Better Future curriculum does not meet the needs of your 
target community, a reliable resource to find financial education curricula is the National 
Endowment for Financial Education (NEFE).  You can visit their website at www.nefe.org. 

Workshop Schedule 
 
Your needs assessment will inform your decision about the scheduling of your financial education 
workshops.  It is important to get feedback from your community before developing the schedule. 
Without this feedback, you will likely have low attendance rates if the schedule is not convenient for 
the majority of your community members. For example, at LCCU, the majority of our community 
indicated that evenings during the weekday were the most convenient time to attend workshops.  
LCCU provides workshops on Mondays at 5:30 p.m.  Each workshop takes approximately 1.5 hours 
to complete, although certain topics are more extensive than others.  The entire series of workshops 
takes approximately 8-10 hours to complete. Participants who have attended all of the workshops 
receive a certificate of completion and are invited to attend a graduation ceremony with friends and 
family (see certificate and graduation ceremony section). 
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“Since I am young, I wanted to learn now how to manage my finances, so I can 
avoid making the same mistakes my parents and aunts and uncles made.” 

- Elizabeth from Mexico, 2006 graduate 
 

Financial Education for Immigrants 19



Materials for Lesson Planning 
 
Each lesson will require different materials depending on the exercises you choose.  For example, if 
you are facilitating a workshop on how to build your credit, you will want to have a sample credit 
history report for the workshop. The Building a Better Future curriculum includes suggested 
materials at the beginning of each unit.  There are certain materials you will need for every 
workshop: 
 

• Lesson Plan (for yourself) 

• Evaluation Form - ask every participant to complete an evaluation form at the end of the 
workshop (See Appendix A).  This will allow you to get feedback from your participants. 

• Attendance Form – pass around the attendance form during the workshop (See Appendix B) 

• Handouts for your exercises, if necessary 

• Visuals, other materials, if necessary 

• “Realia” - it is a good idea to bring as many authentic resources as possible to supplement the 
materials.  For example, have brochures from financial institutions that provide services targeted 
to the immigrant community.  In many cases, individuals who work with certain community 
centers, financial institutions and other professionals may be willing to be guest speakers. 

• White board (and markers) or black board (and chalk) 

• Refreshments, if available 

• Raffle prize, if available 

• Videos.  The videos (included on DVD) can be used in a variety of ways to educate community 
members about financial topics.  They can be used in lobbies or waiting rooms to provide 
education as people are waiting for services as well as a supplemental tool during workshops.  
LCCU has also created a homebuyer education program consisting of a homebuyer education 
guide as well as a feature length movie about an immigrant couple from Latin America, Angélica 
and Roberto, who are discussing whether to return to their home country or stay in the United 
States. The movie mixes documentary and fiction, telenovela and comedy, while at the same 
time showing the process of purchasing a home.  

Program Costs 
 
Depending on the scope of your financial education program, you will need to budget for certain 
costs.  The following are some costs you should consider as you design your program: 
 

To conduct workshops: 

• Salary for facilitators.  In our experience, it is important to invest in the facilitators and provide a 
salary that reflects the importance of financial education.  Our facilitators are some of the most 
highly qualified and best paid employees for the time that they prepare for and conduct the 
workshops. 
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• Location.  Many community or religious organizations and other groups are willing to provide 
space for free to organizations providing financial education workshops. 

• Equipment, such as tables and chairs, if not included at your selected location. 

• Copies of exercises.  You will need to make copies of the exercises from the curriculum of your 
choice to provide to participants.  For example, in the creating a budget section, you will want to 
provide participants with a blank budget so they can create their own. 

• Raffle prizes and refreshments.  If possible you can provide an added incentive for participants 
with refreshment and/or a raffle prize at the end of the workshop.   

• Child care, if necessary. When working with young, immigrant communities, this can vital to 
attracting participants to the workshops.  This is especially important since Latino women are 
typically household decision makers, including making domestic financial decisions (NEFE, 
2006).  Therefore, workshops must be made convenient and accessible for women.   

 

To conduct graduation ceremony: 

• Food/Beverages for participants, their families and facilitators 

• Location.  Again, ask around for free spaces. 

• Equipment (tables, chairs, podium, speakers)  

• Decorations 

• Printing and Materials (certificates, invitations, programs) 

• Caps and Gowns 

• Children’s Activities and child care, if necessary 

• Cultural Activities (dancers or singers from your participants’ native countries)  

Program Evaluation – How and Why? 
 
It becomes increasingly important to evaluate your program.  Evaluations can help you understand 
the impact that the program has on the participants, determine how the program can be improved 
and if it should be expanded (Brooks-Harris & Stock-Ward, 1999).  Most programs track the 
“output” of a program, or “the volume of work accomplished”, such as the number of participants 
at each workshop and the number of graduates of the program (United Way, 1996, p.17). The 
number of graduates can be especially valuable information, since it could be an indicator of the 
quality of the program, demonstrating that people are willing to devote their personal time to 
participate in the entire series of workshops.  On the other hand, while tracking the number of 
participants and graduates in the program is certainly important, it does not capture the program 
“outcomes,” or how the program is able to change the lives of your participants (such as their attitudes, 
behaviors, skills, or knowledge).  The National Council of La Raza conducted a thorough analysis of 
financial education programs available to Latinos and discovered that “many financial education 
providers fail to take even modest steps to determine whether programs ‘work.’” (NCLR, 2005). 
Measuring outcomes can also help you to improve your services.   
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In addition to tracking the number of participants, most programs track participant satisfaction 
using surveys at the end of workshops.  While this is useful for finding out if participants are 
satisfied with the way the workshop was conducted and if the information was useful, it is important 
to keep in mind that participant satisfaction is not generally considered an outcome measurement. Satisfaction 
surveys do not indicate any change in the participants’ condition (United Way, 1996).  Also, be 
aware that the vast majority of respondents indicate satisfaction with services received (Royce et al., 
2001, p. 193). That said, it can still be useful to track satisfaction to provide a mechanism for 
obtaining feedback and address any negative comments. 
 
It is best to incorporate evaluation mechanisms when designing financial education programs, so 
that a system is in place at the outset.  To start, think about your desired outcomes and then, decide 
on specific and measurable indicators that would demonstrate if that outcome has been achieved.  
Here are a couple of brief examples: 
 

Outcomes Indicators 
Participants are comfortable 
using financial institutions. 

• # and % of participants who have a savings account. 
• # and % of participants who have a checking account. 
• # and % of participants who report that they feel comfortable 

using a financial institution. 
Participants develop credit 
history. 

• # and % of participants who have secured a loan. 
• # and % of participants who have a credit score of 620 or above. 

 

Here are a couple of simple ways to determine if your program is making an impact: 
 

• Questionnaires/Surveys:  You can ask participants to provide basic information about 
their financial behaviors, attitudes and activities before and after attending the workshops.   
This will help you to understand the change in the person’s knowledge of financial topics 
from the beginning to the end of the workshop series. Some examples of questions are: 

o How comfortable do you feel using financial services in the United States? 
o Do you have a savings account?  Do you have a checking account? 
o Do you have a household budget?  If so, do you use it to manage your finances? 
o Do you know your credit history? 
 

• Qualitative Data: Conducting interviews or focus groups allows current and past 
participants to use their own words to describe what has been meaningful to them about the 
program.  The interviewer can get more details and stray from standardized questions (Royce 
et al., 2001). If you conduct a focus group, the facilitator should not be the staff person who 
conducted the workshop; this could inhibit the participants from being candid. 

 

• Record Extraction: Depending on the type of organization, you can use your own records 
to measure outcomes.  For example, financial institutions can use the existing data to 
determine the number and percentage of program participants who began using a checking 
account, or secured a loan after completing the program.  It is extremely important to 
remember that any records are always confidential.  You must get permission from 
participants to use their data in your evaluation and any data presented must be aggregate, or 
presented as a total number or percentage, not as individual data. 
 

Whenever possible, it is best to follow-up with participants in specified intervals of time after the 
completion of the workshops. This can help you to understand the long term effects of the program 
on participants.  Although this type of evaluation does not rule out other explanations for changes in 
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behavior related to finances, it is still helpful to understand the long term changes in behavior of 
participants.   
 

 
There are many ways to evaluate your program.  For more detailed information, see: 

 
United Way of America (1996). Measuring program outcomes: a practical approach. Alexandria, VA: 
Author.  

 
Royse, D., Thyer, B.A., Padgett, D.K., and Logan, T.K. (2001). Program evaluation: an 
introduction (3rd Edition). Belmont, CA: Brooks/Cole Thomson Learning. 
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“I am a first generation immigrant.  I did not know how banks worked when I 
came here. Now I have credit history, a credit card, a checking account, all 

the tools I need to succeed in the U.S.” 
– Jose Javier from Honduras, 2006 graduate 
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Tips on Marketing your Program 
 

Marketing your financial education program does not necessarily require formal, expensive 
marketing strategies.  LCCU promotes the financial education workshops through a variety of 
sources in order to reach the community.  Here are some ways to get the word out about your 
program: 

• Word of mouth.  A quality workshop will produce word of 
mouth referrals as well as referrals from other local organizations.  
This is LCCU’s primary vehicle to promote the workshops. 

• Peer Educators.  Graduates of the program can be most effective in recruiting community 
members into the program.  

• Flyers.  Hang and distribute flyers at your organization a week or two prior to each workshop.  

• Notify members/clients of your organization.  The easiest way to begin recruiting for the 
workshops is with the clients or members of your organization, if applicable. It is helpful to 
notify members or clients of your organization close to the date of the workshop (one day 
before the workshop), so that people have the workshop fresh in their minds.  All staff members 
or volunteers of your organization should be aware of the workshops and their dates so that 
everyone can notify members about the workshops.  It is also helpful to have a sign-up form 
that includes the name and phone number for people who are interested in attending the 
workshop.  With this information, you can contact those interested the day before or the day of 
the workshops to remind them of the workshop and encourage them to attend. This can 
diminish anxiety about attending the workshop, if they feel welcome and encouraged to 
participate. (See Appendix B) 

• Newsletters. If your organization produces a monthly or quarterly newsletter, this is a great 
opportunity to advertise the program.  Other organizations reaching similar populations are 
often willing to advertise your program in their newsletter as well.   

• Work with other community organizations and government agencies (send emails and 
distribute flyers).  Many local community organizations and public agencies (such as social 
services) that also work with the immigrant community are willing to notify their clients of the 
workshops or hang flyers in their offices. These organizations and agencies often have local 
community events that you can attend at low or no cost to advertise your program.   

• Notify local churches. Local churches can be a significant resource for marketing.  Some 
churches are willing to advertise the workshops in their church bulletins, make announcements 
to their congregations, or announce your workshops at their local events. 

• Advertise workshops in local Spanish language media 
(newspapers, radio, TV). It is very helpful to create strong 
relationships with your local media representatives. Often, local 
media are willing to advertise for free as a public service, or have 
event calendars to advertise workshops.  It can also be useful to 
send out press releases about the graduation ceremonies to local 
media. Stories of the graduation event in the media can generate 
more interest in the program. 
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• Establish connections to other programs with a similar mission in your community.  For 
example, research if there are any homeownership programs, IDAs or other asset-building 
programs.  Such programs provide added incentive to participate in a financial education 
program.  It is important to find out if these programs are available to people using an ITIN.   

• It is important to advertise your workshops in a way that will be attractive to your 
potential participants.  For example, title your workshops and create flyers that are interesting, 
address the needs of your audience, and use clear language that is familiar to your community.  
For example, instead of using “How to Manage Your Checking Account,” you can use “The 
benefits of a checking account and VISA debit card.”  We included the VISA debit card in this 
workshop title since it is a draw for many community members. There is also a significant need 
for education related to debit cards.  It is easily misunderstood and misused. 

Certificate and Graduation Ceremony 
At Latino Community Credit Union, the financial education 
program participants are typical of our unique membership; 
recent immigrants who are previously unbanked and low-
income.  Thus, many of our participants have busy schedules, 
caring for their families while working several jobs.  Despite 
their busy schedules, our participants have devoted their free 
time to learning how to manage their finances by participating 
in the financial education program.  
 
To acknowledge their efforts, when participants have 
completed the entire series of workshops, graduates receive a Certificate of Completion.  We also 
believe it is important to celebrate their achievement with a formal graduation ceremony, complete 
with caps and gowns.  The ceremony is open to all of the facilitators, graduates and their families 
and friends. The certificate and graduation ceremony is particularly meaningful since many of our 
graduates have not had ample educational opportunities in their home countries and some have 
never participated in a graduation ceremony or received a certificate.  The program has become a 
source of individual, family and community pride. 
 
“For me and many of you, this is the first time we have 
graduated from anything.  I am grateful for this opportunity 
to learn and grow.” Luis Fernando from Mexico, 
addressing his fellow graduates in 2007.   

 
The following are some things to keep in mind as you organize 
a graduation ceremony. 
 
1. Find a mutually agreeable date and time to hold the ceremony for the facilitators and the 

graduates. 

2. Reserve a space for the ceremony. Often times, local companies, religious organizations, 
community centers and other organizations are willing to provide space for free. 

3. Send out invitations to all of the graduates with the location, date and time.   
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4. Reserve any necessary equipment that is not available at the site.  (For example, you might need 
to reserve chairs, tables, speakers, or a podium). 

5. Make arrangements for food and beverages.  You can opt to have everyone bring their own food 
or find a reasonably priced catering service. 

6. Think about providing cultural activities, such as dancing or music from the home countries of 
your participants.  Often, there are local groups that are willing to perform for free.  This can 
foster a sense of community and added celebration to your event. 

7. Find or order caps and gowns.  LCCU has found that the caps and gowns make the occasion 
even more special for the graduates. If you purchase the caps and gowns, you will need to 
determine the size for each graduate before placing your order. 

8. If children attend the ceremony, you should consider providing child care and activities for the 
children.   

9. Be sure to arrange for transportation for participants as needed. 

10. Remember to have someone in charge of taking pictures and video of the graduation ceremony.  
Graduates look forward to receiving a picture of themselves in their cap and gown.   

11. Print an agenda for the ceremony.  The facilitator(s) can speak and then invite the graduates to 
speak and share their experiences at the graduation ceremony.  One of the most meaningful 
parts of the ceremony is the feedback and insights of the graduates.  

12. Develop a program of the events at the graduation ceremony as well as the names of all of the 
graduates to distribute at the ceremony.   The program identifies who will speak and is a good 
piece of memorabilia for graduates to keep. 

13. Most importantly, it should be a fun, community celebration to acknowledge the sacrifice and 
achievement of the program participants! 

 
As discussed in the program cost section, you will want to budget for certain costs when planning 
your graduation ceremony.  Please see Program Costs section for details. 
 
Graduates of the program can act as peer educators, 
informally and formally educating others in the 
community about the importance of saving, 
establishing credit and building wealth.  Peer 
educators can increase the impact of the program 
through a multiplier effect in the community.  
One recent graduate echoed this idea at the 
graduation, saying “I am going to pass on this 
information to my friends.  Many of them are 
afraid to ask, and I want to share my knowledge with them.”    
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TIPS FOR THE POPULAR 
EDUCATION FACILITATOR 
 
There are many ways to incorporate popular education methods into your workshop. To help you 
begin, this section will review the following topics: 

1. Learning styles 
2. Phases of a workshop 
3. Physical environment 
4. Number of participants 
5. Beginning the workshop 
6. Workshop objectives 
7. Economic literacy 
8. Using experience and knowledge of participants  
9. Tips on conducting activities 
10. Concluding the workshop 

Learning Styles 
It is helpful for facilitators to understand that each participant has a unique learning style.  The 
facilitator should strive to address the needs of all participants to ensure that everyone is learning to 
the best of his or her ability. Although there are many theories on learning styles, David Kolb’s 
learning styles are widely used and helpful in designing participatory workshops. 

 
Type of 
Learner  

Learn best by… Example for workshop on saving and 
developing a budget 

Analytic  Thinking through ideas and looking at facts, such as 
listening to a lecture or analyzing charts or 
diagrams. 

Present statistics about household savings in 
the U.S. 

Imaginative Listening to and participating in discussions, such as 
discussing personal experiences or 
brainstorming with a group 

Participants discuss their personal savings 
goals. 

Common 
Sense   
 

Applying common sense and participating in “hands-on 
activities,” such as multiple choice or fill in the 
blank exercises. 

Match relevant vocabulary words and 
definitions (ie., goals, budget, salary) 

Dynamic Experimenting with a variety of activities and “trial and 
error”, such as participating in skits or debates. 

Each participant develops his or her own 
budget.  
 

Source: Brooks-Harris & Stock-Ward, 1999 
 

Exercise: Think about your own preferred learning style and reflect on how this influences your 
style as a facilitator.  
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Phases of a Workshop 
The following is a list of workshop stages described in the popular education workbook, Educating for 
a Change (Arnold, et.al, 1996).  The advantage of using these stages is that you will be better able to 
strike a good balance between presenting, practicing and applying new concepts, making it more 
likely that you will accommodate the participants’ various learning styles. 
 
 

Source: Arnold et al, 1991 

Stage of 
Workshop 

Objectives Examples of Activities Examples related to credit 
cards: 

Warm-Up/ 
Get Started 

Reduce anxiety; 
Determine needs of 
participants; Discuss 
objectives 

• Brief games 
• Make a list 
• Brief discussions 
 

Conduct a survey of how 
many participants have a 
credit card. 

Participants 
share 
experiences  
and look for 
patterns 

Introduce 
participants to the 
concept; Discuss 
real-life experiences 
and find 
commonalities/patter
ns 

• Discuss an issue  
• Share personal 

experiences about 
concept 

• Role play 

Group discussion about 
whether credit cards are 
good or bad.   

Add New 
Information  

Facilitator presents 
new information 
about the concept to 
the participants 

• Explanation about 
concept/objective 

Explanation of credit cards 
and loans and how they can 
be helpful if used carefully.    

Practice Skills Participants have the 
opportunity to 
practice what they 
have learned. 

• Fill in the blank 
exercises 

• True/False exercises 
• Multiple Choice 

exercises 
• Match vocabulary to 

definitions 
 

Provide participants with a 
list of scenarios when they 
might make a purchase and 
have them choose whether it 
would be best to use (1) 
credit card, (2) cash, or (3) 
wait to make the purchase.   

Apply in 
Action 

Participants use the 
new concept on their 
own or in a group in 
a real world context.  

• Group discussions 
• Surveys 
• Role plays 
• Complete a project 

or task  
 

Participants complete a credit 
card application to help them 
understand what credit card 
companies will ask when they 
apply for a card.  Also, 
participants can outline steps 
to decrease their debt. 

Leave ample time for the APPLY IN ACTION stage.  
This ensures participants will understand the concept in a real-world context. 

 

“20/40/80 Rule: We remember 20% of what we hear, 40% of what we hear and see, and  
80% of what we hear, see and do”  

(Davis, R., Treiber, J., & Vor der Bruegge, E., 2004, p. 236). 
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Set-up/Arrangement of Room 
A round table is preferable so that the participants and the facilitator can all see each other and are 
sitting at the same level, fostering an equal relation between facilitator and participants. This also 
creates a more welcoming environment for discussion.   

Number of Participants 
To encourage the maximum participation, it is ideal to have enough participants to provide varying 
perspectives, but at the same time, a small enough group to create a comfortable environment.  
Latino Community Credit Union aims for approximately 6-12 participants in one workshop.  We 
have found that more than 12 participants can diminish the quality of the workshops.  Therefore, if 
there are more than 12 interested participants, we create a second workshop on the same topic. 

Beginning your Workshop 
Use a warm up exercise, or “ice breaker,” to reduce participant anxiety, determine basic 
information about participants and get a better understanding of their knowledge/experience on the 
topics.  You can use this information to tailor the workshop to the participants’ needs as well as get 
people ready and motivated to participate.  
 

Here are some important tips for the warm-up exercises: 
1. All participants should be included. 
2. Be sure to give specific instructions.  Also, give an example of your own; self-disclosure can 

increase motivation to participate and decrease anxiety. 
3. Tell the group that you will be passing to your (left or right) and then ask if there are any 

questions.   
4. People should have the right to pass if they can't think of an answer right away, but just 

make sure to get back to them at the end to see if they have an answer.   
5. Give everyone a time limit. This is usually a brief, fun exercise. 
6. If there are a relatively large number of participants, choose a fairly quick exercise.   
7. Supplement with visuals to engage participants and bring concepts to life. 

 

Examples of brief warm-up exercises: 
#1: At the beginning of each unit of the curriculum, there are economic literacy facts that may be of 
interest to some facilitators and participants.  You may choose to introduce this information as a 
point of discussion or to prompt participants to think about larger economic issues.   
 

#2: Use topics related to subject matter of workshop.  For example, for a workshop on credit, you 
might ask participants if they have had a credit card and, if so, what were their experiences? If not, 
why not? (Use pictures of various credit cards to supplement the conversation.) 

 

Use the beginning of the workshop to get to know the participants: 
It is helpful for the facilitator to be familiar with the participants.  Get to know their:  

• Educational Level - Based on their educational level, some participants may need more help 
in grasping concepts involving numbers and math.  The literacy level in the participant’s own 
language is also an important consideration. 

Financial Education for Immigrants 30



• Linguistic knowledge – It will be important for the facilitator to know the participants’ 
linguistic knowledge of the topics.  For example, do they know about financial topics in their 
own language?  In English? 

• Nationality – Each country has a different history with financial institutions.  Having an 
understanding of the person’s experience with financial institutions both here in the U.S. as 
well in their home country is important to know.  It is also important to understand that 
Spanish vocabulary can vary depending upon a person’s country of origin.  For instance, 
depending on the country of origin, some people refer to interest rate as “taza de interes” or 
“tipo de interes.” 

• Socioeconomic background – A low-income person is marginalized from the mainstream 
U.S. financial system.  They are often charged high fees and interest rates for basic financial 
services. It is important to understand the reality of the participants in your workshop. 

• Motivation – Participants have many reasons for attending the workshops and learning 
about financial matters.  Participants are most open to learning when they are positively 
motivated, (the workshop is engaging and relevant to their needs, want to improve their 
financial situation or buy a home), rather than negatively motivated (required to get a certificate 
to obtain a home, pass an exam, etc.). 

 

To determine this information, you can also distribute a very brief survey asking participants some 
basic questions about their knowledge and extent of their utilization of financial services.  Your 
questions should vary depending on the topic of the workshop.  For instance, during a workshop on 
how to manage a checking account, you could simply ask: (1) have you ever had a checking account? 
and (2) what are your concerns about having a checking account?  This will help you to tailor the 
discussion to the needs of the participants. 
 

Important Note! It is never appropriate to ask a person’s immigration status.  This violates their privacy 
and is not the concern of any financial institution or other community organization.  While it is 
important to communicate the documentation requirements for people who do not have a valid 
social security number (SSN) and who want to open accounts and obtain loans through financial 
institutions, it is inappropriate to inquire about a person’s immigration status.  It is also important to 
note that having a SSN does not necessarily imply that a person is documented and having an ITIN 
does not necessarily imply that a person is undocumented.   

Economic Literacy 
It is important to discuss larger economic issues with participants throughout the workshop. Test 
your own economic literacy with the economic literacy quiz, “Did You Know?” (Appendix C).  

Discussing larger economic issues can be a powerful way to motivate participants to make change 
for themselves, their families and their community.   For example, share with the participants some 
relevant statistics, such as the disparity in net worth and rates of homeownership between the 
Hispanic and white households.  The Building a Better Future curriculum includes relevant statistics 
at the beginning of each unit to be used as a point of discussion. You can even open up this 
discussion as part of the warm-up exercise.   
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Workshop Objectives 
Be sure you have a clear and specific objective(s) for the workshop that reflects the needs of the 
participants and is useful in every day life (Brooks-Harris & Stock-Ward, 1999).  This will help 
motivate participants to be active in the workshop. 
 

Although you will have a general idea of the objective before the workshop begins, you will want to 
wait until you have completed the warm-up session and have determined the needs of the 
participants to confirm the objective.  For example, if you are facilitating a workshop on the topic of 
credit and you discover that all of the participants already understand the concept of credit, but are 
most interested in understanding about credit cards, then you can collectively agree on a set of 
objectives such as (1) participants will know the five most important factors in choosing a credit 
card, (2) participants will be able to complete a credit card application, and (3) participants will know 
ten ways to determine if they have too much debt. 
 

The following are some examples of good and bad objectives:   
 

 Participants will be able to write a check.  
X Participants will learn about checking accounts. 

 

 Participants will know five ways to save money.  
   X  Participants will learn about the importance of saving money. 
 

The two “good” objectives are specific and measurable, while the two “bad” objectives are vague. 

 
Use Experience and Knowledge of Participants  
One of the most important concepts in popular education is to empower participants, using their 
experience and knowledge.  This communicates to participants that you “value what they know and 
that their experience is important…and helps people recognize their own personal resources: how 
much they can learn from each other; how much they already know about a theme” (Arnold, et al, 
1996, p. 52).  Although it is certainly necessary for the facilitator to present new information related 
to the new concepts, as a general rule, the facilitator should do the least amount of “talking at” 
participants as possible. Instead of lecturing, the facilitator should ask participants for their insights, 
using their knowledge and experiences to introduce new concepts.  This not only empowers 
participants, but also helps to put new concepts into context and ensure participants understand new 
concepts.  Here are some tips to encourage participants to share their experiences and knowledge, 
and ensure they understand new concepts (Brooks-Harris and Stock-Ward, 1999 and Arnold et al., 
1999):  
 

1. Ask participants to relate the concept to their own experiences and knowledge.  For 
example: If you are discussing credit history, ask the participants if they have ever seen a copy 
of their own credit report.   

2. Ask questions that allow participants to show their understanding of the new concept 
(who, what, when, where, why; not only yes/no questions). For example:  

a. Why is credit important in the U.S.?  
b. What do you do if you don’t have enough money to buy a car? 
c. Where should you go to apply for a loan? What do you need to apply for a loan?  
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3. Bounce questions back to the group.  For example, you can say “that’s a very good 
question, what do you all think?” to the rest of the group. 

4. The facilitator can share his or her own experiences along with participants.   Self-
disclosure can decrease the anxiety of participants and encourage them to share their own 
experiences. It also reinforces the facilitators’ role as a co-learner, fostering an equal 
relationship between the facilitator and participants.   

5. Ask probing questions if a participant gives an incorrect or incomplete answer.  For 
example, you can say “I’m looking for more” or ask “What else?”   

6. Use visuals (such as pictures, charts or graphs).  This is a very effective way to engage 
participants. Participants can learn more when visual aids support the dialogue (David, R. et. 
al., 2004). You can write key words on the board, use pictures of objects or concepts, or use 
charts and graphs. For example: Provide pictures of items that could be purchased.  Ask 
participants to write what kind of debt it is if they purchase the item – either (1) investment, 
(2) convenience, or (3) consumer debt.  Or, a chart could help participants better understand 
a concept. For example, discuss a chart that shows participants how to calculate a monthly 
payment for a home. The chart would have the varying amounts at different interest rates.  

7. Use comparisons. This is another effective way to ensure participants understand new 
concepts and encourage discussion. For example: Discuss the impact of refinancing a car loan.  
Tony has a car loan for $8,000 and pays 29% interest.  He has 1 year to pay the loan back.  
Tony will pay $10,320 at the end of the loan, including $2,320 in interest.  Tony can 
refinance the loan with a financial institution and pay less in interest.  The credit union will 
pay his original loan.  He will only have to pay the new loan, if his interest rate is 9.0%, he 
will pay $8,720 for the car, including $720 in interest. He can save $1,600 in interest! 

 

Keep in mind! Avoid asking, “Do you understand?”  Instead, ask specific questions to verify that 
participants understand the main concepts.  
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 Tips on Conducting Activities 
 
Here are some basic tips to ensure that participants get the most out of every activity (Arnold et. al., 
1991): 

 Explain why you are conducting the activity.  Use pictures and personal examples to 
get participants interested. 

 Give clear and precise instructions. 

 Demonstrate how the activity works, rather than giving a lengthy explanation. 

 Provide a time limit for the activity and give participants a two-minute warning before 
the time limit expires. 

 Arrange activities that encourage interaction between participants. 

 For group activities, the facilitator should be clear about how participants should 
divide up into groups.  This can be a source of anxiety for some individuals.  In some 
cases, you may want to “encourage people to mix or take advantage of existing 
relationships (Arnold et. al., 1991, p. 72). For example, to divide participants into 
groups, you can ask them to number off by the number of groups you need or self-
select into groups. 

 Be available to provide support to individuals or groups as they work on activities. 

 Be sure to leave time for feedback.  The participants should have the opportunity to 
review any answers and discuss their thoughts on the activity as a group.   

 

Remember: Be flexible and keep the participants’ needs in mind. You will want to have extra 
activities available in case the participants are more advanced or you may need to eliminate certain 
activities if most participants are at a beginning level.   
Think on your feet -- if your lesson plan doesn’t apply to your participants or isn’t working, get rid of it!    

 

Concluding the Workshop 
Here are some important tips for concluding the workshop (Brooks-Harris and Stock-Ward, 1999): 
 

 Review your objectives with the participants to reinforce what participants have 
learned and emphasize the accomplishments of the group. 

 Discuss ways that the participants will incorporate their learning into their lives.   

 Ask participants if there are things they wanted to know that were not discussed at the 
workshop.  If so, discuss ways they can obtain the information (upcoming workshops 
or other resources). 

 Inform participants about the upcoming workshops or other relevant events. 
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FACILITATOR PRACTICE 
 

It can be extremely useful for facilitators to conduct practice workshop sessions to give each other 
feedback.  If you have the opportunity, it is a good idea to conduct a complete workshop in front of 
other facilitators.  Some of the most important things to evaluate are listed below. You can use the 
Facilitator Evaluation Form (See Appendix D). 
 

Facilitator Evaluation 
 

 Arranges the room to encourage participation 

 Conducts an effective warm-up exercise (determines needs and involves everyone) 

 Determines workshop objective(s) jointly with the participants 

 Effectively manages time throughout the workshop 

 Allows adequate time for the Apply in Action activity 

 Limits time spent on lecturing/ presenting information 

 Encourages active participation from everyone/ uses experience and knowledge of participants 

 Provides clear instructions (demonstrates activity when necessary) 

 Checks to ensure participants understand concepts in context 

 Allows time for feedback after activities 

 Fulfills collectively agreed upon objective(s) 

 Demonstrates an understanding of participants’ needs/ personalizes lesson 

 Effectively uses materials, visuals 

 Completes a thoughtful self-assessment (understands own errors and how to improve) 
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Appendices 
 
Appendix A: Participant Evaluation Form 
 
Appendix B:  Attendance Form 
 
Appendix C:  Economic Literacy Quiz 
 
Appendix D:   Facilitator Evaluation Form 
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Appendix A 

 

PARTICIPANT EVALUATION FORM 
 
Topic:_______________________________________ 
 
Date:_______________________________________  
 
Please use a checkmark for your answer. 
 
1. How was the workshop today? 
 

Very Good____   Good___  
 

Ok ___    Bad___ 
 
2. Will the information you received today help you with your daily life? 

Yes___  No___  Don’t know___ 
 
3. Will you attend another workshop in the future? 

Yes___  No___  Don’t know___ 
 
4. What other topics would you like to discuss in the workshops? 
 
 
__________________________________________________________________ 
 
5. How did you find out about today’s workshop?____________________________ 
 
6. Other Comments__________________________________________________ 

 
__________________________________________________________________ 
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Appendix B 

ATTENDANCE SHEET 
Facilitator: _____________________________________ 

Workshop Title:_________________________________ 

Date:__________________________________________ 

NAME ADDRESS TELEPHONE/EMAIL
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Appendix C 
 

Did You Know? (Economic Literacy Quiz) 
 

As a financial education facilitator, you should be aware of the disparities facing the Latino immigrant 
community in the United States.  With this information, you can prompt participants to discuss larger 
economic issues. Take the following economic literacy quiz to test your knowledge.  
 
1. In 2004, the poverty rate among whites was 

A. 9.0% 
B. 11.2% 
C. 17.4% 
D. 22.8% 
E. None of the above 

 

2. In 2004, the poverty rate among Hispanics was 
A. 7.7% 
B. 11.2% 
C. 17.4% 
D. 22.0% 
E. None of the above 

(U.S. Census Bureau, 2004) 
 

3. In 2004, the median net worth for Hispanic 
households was $X. 

A. $7,932 
B.  $24,879 
C. $54,745 
D. $88,651 
E. None of the above 

 

4. In 2004, the median net worth for white 
households was $X. 

A.  $7,932 
B.  $24,879 
C. $54,745 
D. $88,651 
E. None of the above 

 
(Kochhar, 2004) 

 

5. In 2006, the white homeownership rate was X% 
A. 24% 
B. 47.4% 
C. 76% 
D. 87% 
E. None of the above 

 

6. In 2006, the Hispanic homeownership rate was 
X% 

A. 24% 
B. 50% 
C. 75% 
D. 87% 
E. None of the above 

 
(Department of Housing and Urban Development, 2006) 

 

7. A study conducted in 2004 showed that 
automobile dealers often subjectively increase car 
loan rates, typically adding $___________ to the 
cost of the auto loan for Latino customers. 

A. $50 
B. $250 
C. $1,000 
D. $2,500 
E. None of the above 

 

 

(Consumer Federation of America, 2004) 
 

 
 
 
 

Answer Key: (1) A, (2) D, (3) A, (4) D, (5) C, (6) B, (7) C 
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Appendix D 

Facilitator Evaluation Form 
 

Strongly Disagree = 1 Disagree = 2  Agree = 3  Strongly Agree = 4 

__ 1. Arranges the room to encourage participation 

__ 2. Conducts an effective warm-up exercise (determines needs, involves everyone) 

__ 3. Determines workshop objective(s) jointly with the participants 

__ 4. Effectively manages time throughout the workshop 

__ 5. Allows adequate time for the Apply in Action activity 

__ 6. Limits own lecturing/presenting time 

__ 7. Encourages active participation from everyone/ uses experience and knowledge of participants 

__ 8. Provides clear instructions and modeling, when necessary 

__ 9. Checks to ensure participants understand concepts in context 

__ 10. Allows time for feedback after activities 

__ 11. Fulfills collectively agreed upon objective(s) 

__ 12. Demonstrates an understanding of participants’ needs/ personalizes workshop 

__ 13. Effectively uses materials, visuals 

__ 14. Completes a thoughtful self-assessment (understands own errors and how to improve) 

___ Total Score (out of the highest possible score: 56) 

 

Comments:  
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