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Participants will learn about:
• Money Smart Curriculum and Products
• Module Structure and Tools
• Best Practices in Teaching Money Smart
• Implementation and Delivery Methods
• Helpful FDIC Publications and Resources

Webinar Objectives



Agenda
• Overview of Money Smart Program
• Modules 1-5 Highlights
• Module 6 – Discussion of How Modules are 

Structured
• Module 7-10 Highlights
• Module 11 – Overview of Newly Released 

Financial Recovery Module
• Teaching Tips
• Delivery Strategies
• Additional FDIC Resources



• An independent agency of the United States government 
created to provide insurance protection for depositors in 
banks and savings associations throughout the United 
States.

• Insures Deposits
• Promotes Safety and Soundness of insured financial 

institutions

• Regulates financial institutions for compliance with 
consumer laws. and regulations.

• Facilitates community development efforts.



Why is Financial Education Essential?

• Survival tool
• Stepping stone in community revitalization
• Misconceptions of bankruptcy
• Consumers to recognize financial products 

beneficial to their circumstances
• Persons without banking relationships are 

more vulnerable to fraud, abuse and bad 
choices



FDIC and Financial Education?

1. To help fight predatory lending 
2. To encourage financial institutions to identify 

untapped markets
3. To assist consumers in shaping their financial 

future
4. Complicated financial landscape



Unbanked and Underbanked Consumers

More unbanked data on www.economicinclusion.gov



MONEY SMART PROGRAM

• Launched in 2001
• Over 927,000 copies have been distributed
• Over 2.5 million consumers have been trained
• Over 1,800 organizations are members of the 

Money Smart Alliance
• Money Smart has received recognition



It’s FREE

Money Smart is Unique

Easy to Teach

Easy to Learn

Flexible – A la carte approach

Designed for the Un-banked and Underbanked

Scalable for more sophisticated consumers

No licensing fee or copyright restrictions

Available in multiple media formats

Available in multiple languages



Money Smart Train-the-Trainer for 
Instructors

• Video (DVD)
– 30 minute overview on 

teaching Money Smart
– English and Spanish
– Viewable online or order in VHS/DVD format

• Workshops
• Webinars



Money Smart Curriculum Products

Self-Paced/ Internet-BasedInstructor-Led

7 Languages

English and Spanish

English and Spanish

English and Spanish

Braille and Large 
Print



Multiple Languages 
(Adult Instructor-Led Curriculum)

Chinese KoreanHmong

Russian Spanish Vietnamese

English



MP3 Version

• Money Smart Podcast Network
• Suitable for use with virtually all MP3 players 
• Verbal descriptions and topic based scenarios
• Grouped into four categories:

– General
– Checking & Savings
– Budgeting & Savings
– Credit



Computer Based Instruction

• Online or CD-ROM
• 20-30 minutes per module.
• Can be used as a tutorial if a Money Smart class 

is missed.
• Students can work at their own pace. 
• New Version will be available in 2nd Quarter of 

2011



Money Smart Young Adults 
(instructor-led)

• Based on the award-winning Money Smart 
curriculum, but targeted towards teens and 
young adults

• Money Smart for Young Adults
• Target audience: those ages 12-20

– Grades 7-12
– First and second years of college



Adult Instructor Led Curriculum

• 11 modules
• Each module is structured identically
• Comprehensive guide for instructors
• Take-home booklet for participants
• Overheads
• Duration of each module: 1-2 hours
• Kept Updated



Collaboration and Outreach

• FDIC Role
• Money Smart Alliance Members
• National Partners



Bank
On It

Module 1



Bank On It
What Topics Does the Module Cover?

• Introduction to Banks

• Types of Financial Institutions

• Opening and maintaining a bank account

Module 1



Bank On It
What Topics Does the Module Cover?

• Deposit and nondeposit accounts

• Additional banking services

• Privacy Laws and Regulations

Module 1



• How many of you keep your money in a 
bank?

• Why keep your money in a bank?
• Safety
• Convenience
• Cost
• Security
• Financial future

Reasons to Keep Money in a Bank

Module 1



Insured Financial Institutions
• Banks and Thrifts:

• Are subject to federal and state laws
• Make loans, pay checks, accept deposits, and 

provide other financial services
• Credit Unions:

• In addition to the above:
• Are non-profit financial institutions
• Require a membership to open an account

Module 1



Borrowing
BasicsBasics

Module 2



Objectives
• Define what “credit” and a “loan” is

• Distinguish between secured and unsecured 
loans

• Identify three types of loans

• Identify the costs associated with getting a 
loan

• Identify the factors lenders use to make 
credit decisions

Module 2



Objectives

• Explain why installment loans cost less 
than rent to own services

• Explain why it is important to be wary of 
rent-to-own, payday loans, and refund 
anticipation services

• Describe how to guard against predatory 
lending practices

Module 2



Borrowing Basics
What Topics Does the Module Cover?
• Overview of Credit 
• Types of Loans 
• The Cost of Credit 
• The True Cost of Alternative Financial 

Services 
• When You Need Money Fast 
• How Credit Decisions are Made 

Module 2



Pay-Day Loan Services
• Short-term, costly loans 

If you “roll over” or “renew” your loan, the 
lender will charge an additional fee:  

$230 + $30 additional fee = $260!

Loan 
Amount

Loan Term Fee
You write a 
check for:

$200 2 weeks $30
$230 

(391%)



Check
It Out

Module 3



Check It Out
What Topics Does the Module Cover?
• Introduction to Checking Accounts 
• Benefits of Checking Accounts 
• Finding the Right Checking Account 
• Opening a Checking Account 
• Using Money in Your Checking Account 

Module 3



Final Words to the Wise

Module 3



Money
MattersMatters

Module 4



Money Matters
What Topics Does the Module Cover?
• How to Create a Spending Plan 
• Spending Plan Tools 
• Spending Considerations 

Module 4



Setting Financial Goals
Make them specific to what you want 
within a certain time period

1. Identify and write down your financial goals
2.Organize your financial goals
3.Educate yourself
4.Evaluate your progress



Money Matters
• Your students will have covered:

• The benefits of budgeting
• How to create a spending plan to track daily 

spending and monthly income and expenses
• How to use the “Monthly Spending Schedule” 

and the “Monthly Spending Calendar”
• Other considerations to keep in mind when 

planning a budget

Module 4



Pay
YourselfYourself
First

Module 5



What Topics Does the Module Cover?
• Overview of Saving and Tips 
• Saving Options 
• Investment Options
• How To Create a Savings Action Plan 

Module 5

Pay Yourself First



Pay Yourself First
• What does it mean to “pay yourself first”?

• Why would you want to save money 
before paying your bills?

• What are some of the things you might 
want to save money for?

Module 5



Pay Yourself First
• Your students will have covered:

• What it means to pay yourself first and how to  
benefit by doing it

• Tips to help save more
• A number of savings and investment options
• How to decide what savings and investment 

options are best for them



QUESTIONS



Keep
It SafeIt Safe

Module 6



Module 6

Using the Disk



Module 6

Modules Components



Module 6

Instructor Guide
Layering Table



Module 6

Instructor Guide
Icon Guide



Module 6

Instructor Guide
Lecture Notes



Module 6

Instructor Guide
Lecture Notes



Module 6

Instructor Guide
Lecture Notes



Module 6

Participant Guide 

 Pre-test

 Activity Pages

 Glossary

 Post-test



Module 6

Participant Guide 



Module 6

Participant Guide 



Module 6

Participant Guide 



Module 6

Electronic Funds Transfer Act

• Limits your liability against 
unauthorized use of your 
Automated Teller Machine 
(ATM) card

• Protects against electronic 
transfer errors

Slides 



To Your
CreditCredit

Module 7



To Your CreditCredit
• Lesson Topics

– Define credit; explain why credit is important
– Purpose of a credit report and how it is used
– Order a copy of a credit report
– Build and repair credit history
– Correct errors on credit report
– Steps to guard against identity theft

Module 7



To Your CreditCredit
• Lesson Activities

– Practice Exercises  
• Who Poses the Most Credit Risk?
• Maria’s Credit Report
• John Q. Consumer

Module 7



Activity 3: John Q. Consumer

Complete Activity 3 in the Participant Guide.

1. Use the sample credit report.
2. Answer the questions provided.

Module 7



Sample Credit Report
1. Personal/ 

Consumer 
Information

2. Personal/ 
Consumer 
Statement 

3. Account 
summary 

4. Inquiries 
5. Public Record 

Information
Module 7



ChargeCharge
It RightIt Right

Module 8



Charge Charge It RightIt Right

• Lesson Topics
– Define credit; explain why credit is important
– Factors creditors look for when making credit 

decisions
– Are you ready to apply for a credit card; which credit 

card is best suited for you
– How to use a credit card responsibly
– Steps to take when a credit card is lost or stolen

Module 8



Annual Percentage Rate (APR)
• APR: the cost of borrowing money on a 

yearly basis (interest + fees)
• Look for a low APR
• Compare annual fees and other charges
• Determine how long the introductory rates will 

last and whether the new rate will be fixed or 
variable

Module 8



Charge Charge It RightIt Right
• Lesson Activities

– Practice Exercises  
• Houston, We Might Have Issues

Module 8



What Do You Know?

Correcting Credit Card Problems

What to Do if Your Credit Card is 
Lost or Stolen 

Module 8



Loan
To OwnTo Own

Module 9



Loan To OwnTo Own
• Lesson Topics

– Installment Loan Basics 
– The Four Cs of Loan Decision-Making 
– How federal laws protect loan applicants
– Guard against predatory lending practices

Module 9



The Four Cs
• Capacity: your present and future ability 

to meet your payment obligations

• Capital: the value of your assets and your 
net worth

• Character: how you have paid bills or 
debts in the past

• Collateral: property or assets offered to 
secure the loan

Module 9



Predatory Lending Practices
• Includes the use of:

• Certain marketing tactics
• Abusive collection practices
• Loan terms that deceive and exploit 

borrowers
• Occurs in mortgage, home equity, credit 

card, auto lending, and payday lending 
markets

Module 9



Loan To OwnTo Own
• Lesson Activities

– Practice Exercises  
• Beware of Dealer-Lender Relationships
• How Lending Laws Protect You
• Predatory Lending Practices

Module 9



Your
OwnOwn
HomeHome

Module 10



Your Own HomeOwn Home
• Lesson Topics

– Advantages and disadvantages of renting 
versus owning a home

– Steps Involved in Buying a Home
– Am I Ready to Buy a Home
– Basic terms and required disclosures used in 

a mortgage transaction
– How Much Mortgage You Can Afford

Module 10



Five Steps to Buying a Home
1. Determine your readiness to buy a house

2. Determine how much mortgage you can 
afford

3. Determine which mortgage option is best 
for you

4. Qualify for a loan

5. Go through settlement 

Module 10



Meet Patricia

• Patricia…
• Is a medical technologist
• Makes $49,200/year, or $4,100/month
• Is currently living with her parents
• Wants to know more about home ownership

Module 10



Your Own HomeOwn Home
• Lesson Activities

– Practice Exercises  
• Is Patricia Ready To Buy a House?
• Does Patricia Have Enough Money for a Down 

Payment?
• How Much Mortgage Can Patricia Afford?
• Does Patricia Qualify for a Loan?

Module 10



QUESTIONS



Financial
RecoveryRecovery

Module 11



Module 11

Steps to Financial Recovery
1. Evaluate Your Current Financial Situation 
2. Develop a Financial Recovery Plan 
3. Implement Your Plan
4. Evaluate and Adjust Your Plan  



Module 11

Step 1: Evaluate Your Current 
Financial Situation
• Assess your current financial situation

• Examine your income and expenses

• Track your spending



Module 11

Activity

• Monthly income and expenses



Module 11

Monthly Income and Expenses
• Consider ways you can:

• Increase your income 

• Decrease your expenses 

• Prioritize your expenses:
• Pay basic necessities first
• Pay high-priority expenses next

• Pay remaining expenses last



Module 11

Activity

• Monthly income and expenses



Module 11

• Specific, M
A Relevant, T

Step 2: Develop a Financial Recovery Plan

1. Identify & write down your financial goals

Make sure they are easurable, 
ttainable/achievable, ime-bound

2. Organize your goals by timeframes

3. Evaluate your progress and reevaluate 
your goals regularly 



Activity
• Financial goals



Module 11

• It is time to put your plan in action once 
you have:
• Evaluated your current financial situation

• Established your financial goals

• Developed a financial recovery plan 

Step 3: Implement Your Plan



Module 11

Before Contacting Your Creditors
• Determine: 

• How much you owe each creditor
• How much you can pay each creditor
• When you can realistically pay each creditor

• Be prepared to:
• Explain your situation and any efforts you are 

making to pay them
• Have a plan for when you realistically can pay 

them



Module 11

Step 4: Review and Adjust Your Plan
• Consider reviewing your:

• Spending plan after implementing it and 
periodically thereafter (e.g., every 6 months) 

• Financial goals and spending priorities every 
12 months, or after any life changing events

• Credit report at least every 12 months and 
before applying for a loan



Module 11

Additional Resources

Winter 2008/2009 Issue

•7 tips for saving money

•Scam prevention tips

•Dealing with debt collectors

www.fdic.gov/consumernews



QUESTIONS



TEACHING TIPS

Be well

prepared

Remember
the

visual
component

Use voice to
convey interestandcreate pictures

Foc
us
&

Sta
y o

n t
rac

k

You already are
a

public
speaker



Role of the Instructor

• Identify the learning and communication 
needs of participants

• Focus and direct participants
• Aim discussions towards course objectives
• Make sure every participant has the   

opportunity to contribute to the  discussion



Conducting Classroom Activities

• Explain objectives
• Emphasize the benefits
• Connect the activity to 

previously learned concepts 
and discussions



Strategies for Facilitated Discussion

• Paraphrase what was said
• Compliment participants on interesting or 

insightful comments
• Use open-ended questions
• Mediate differences of opinions
• Pull ideas together, showing their relationships 

to one another
• Summarize the major views of the group



Physical (Visual) Body LanguagePhysical (Visual) Body Language



Visual and Verbal Tips

• Dress for your audience
• Avoid distraction and maintain eye contact
• Stand comfortably/Act normal
• Enunciate clearly
• Show your excitement
• Use silence, not “ums”
• Illustrate
• Use appropriate language
• Keep focused on the topic



Your Audience

• First step: who is your audience?
• What are their expectations?
• How can the information be made 

relevant to them?



Learning Styles

• Visual
• Auditory
• Tactile/Kinesthetic



Learning Cycle

1. Experience.
2. What?
3. So what?
4. Now what?



Evaluating the Learner

• Observe a particular task
• Review work to determine if it is        

correct
• Ask the student
• Watch body language



QUESTIONS



Format

• Individual Setting 

• Group Setting 

• Mass Setting

Delivery Methods and Sites



• Identifying the target market

• Determining what to teach

• Dealing with challenges

Delivery Methods



• If you build it, will they come?

• What are the benefits of partnering with 
other organizations?

Delivery Methods



QUESTIONS



Resources and Publications

• Money Smart Newsletter
• FDIC Consumer News
• FDIC Research Publications

– Financial Education and the Future - The Banking Industry's Role in Helping 
Consumers Manage Money and Build Assets (2009)

– National Survey of Unbanked and Under-banked Households (2009) 
– FDIC Survey of Banks’ Efforts to Serve the Unbanked and Underbanked (2008)
– Banking on Financial Education (FDIC Quarterly, 2007 Volume 1, Number 2) 
– A Longitudinal Evaluation of the Intermediate-term Impact of the Money Smart 

Financial Education Curriculum upon Consumers’ Behavior and Confidence 
(April 2007)

– FYI: Delivery Systems for Financial Education in Theory and Practice (2004) 
– FYI: Financial Education in a Dynamic Banking Environment (2003) 



Contact Info & Additional Resources

E-mail:
• www.ChicagoMoneySmart@fdic.gov

Website:
• http://www.fdic.gov/consumers/consumer/moneysmart/

Other FDIC Topics of Interest
• Alliance For Economic Inclusion (AEI)
• FDIC Consumer News
• FDIC Savings-Related Resources
• FDIC National Survey of Unbanked/Underbanked Households
• Other FDIC Consumer Resources

http://www.ChicagoMoneySmart@fdic.gov/
http://www.fdic.gov/consumers/consumer/moneysmart/
http://www.fdic.gov/consumers/community/AEI/index.html
http://www.fdic.gov/consumers/consumer/news/index.html
http://www.fdic.gov/deposit/deposits/savings.html
http://www.fdic.gov/householdsurvey/index.html
http://www.fdic.gov/consumers/consumer/index.html


Thank You for Participating!

Angelisa Harris
Community Affairs Officer

Brenda Tharpe
Community Affairs Specialist

Jenny Dandridge
Community Affairs Specialist

Glenn Brewer
Community Affairs Specialist

Pamela Bronson
Community Affairs Specialist

Alex Chee
Community Affairs Intern

Community Affairs Team, FDIC Chicago Region
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