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Abstract
Financial turmoil has been the lead reason to economical 
issues in the U.S. In attempt to reduce financial turmoil 
financial literacy programs have been implemented. 
Financial literacy programs such as the Family Stabilization 
Program (FSP) have an effect on family well-being 
across many dimensions in addition to financial stability. 
The purpose of this study was to measure and describe 
the influence of the FSP program on families in order 
to provide a holistic, evaluation of a comprehensive 
program. Researchers use a combination of methods 
including convenience sample surveys and structured 
focus group interviews to collect data on emotional 
and social well being as well as change in indicators of 
financial well-being.

Participants showed significant improvement in 
all areas of well being after completing the FSP 
program.

+
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Introduction
THIS STUDY WAS DESIGNED TO REEVALUATE THE FAMILY 
STABILIZATION PLAN (FSP), THAT IS ADMINISTERED BY A 
LOCAL TWIN CITIES NONPROFIT ORGANIZATION ENTITLED 
BUILD WEALTH MINNESOTA. IN ORDER TO DO SO, THREE 
ASPECTS OF FINANCIAL LITERACY PROGRAMS WERE 
EXPLORED:

 1 The impact of FSP on individual program participants, 
  their families and the communities they live in;

 2 How FSP program participants and staff perceive 
  financial literacy programs and;

 3 Identify areas of improvement for the FSP.

 ALTHOUGH THE CURRENT STUDY SERVES AS A CASE
 STUDY ON THE FSP, IT CAN BE GENERALIZED TO   
 FINANCIAL LITERACY PROGRAMS AS A WHOLE.
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Overview of 
Build Wealth 
Minnesota and 
The Family 
Stabilization 
Plan

Build Wealth Minnesota, Inc. (BWM) is a 501(c) 3 non-profit agency 
and Community Development Financial Institution (CDFI) that was 
launched in 2004 in St. Paul, MN and later moved its operation 
to Minneapolis, MN. The organization’s primary mission is to 

“Strengthen Underserved Communities by Empowering Families to 
Build Sustainable Social and Economic Wealth”. Although there are 
programs in the Twin Cities that provide select services and financial 
products in these areas (see local Twin Cities Financial Literacy 
Organizations section), BWM has found and nurtured a method of 
linking and creating effective relationships in heavily concentrated 
neighborhoods that are difficult to reach and retain underserved 
families helping them to access and use developmental financial 
products and services geared to the needs of such families that are 
often missing from the marketplace. 
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BWM serves as a catalyst, connecting point, and resource for increasing economic 
and social wealth of underserved populations. A powerful tool used by BWM, 
is its ability to collaborate with other community development social service 
organizations to help families succeed through a long term, comprehensive 
approach of the FSP program, which is seen as a notable source of its strength.  

BWM delivers and administers the FSP as its primary product/service in partnership 
with a network of financial institutions, social service providers, faith-based groups, 
churches, state and city government agencies and other community groups including; 
City of Minneapolis, Habitat for Humanity, MN Housing Finance Agency, Model 
Cities, Aurora St. Anthony NDC, Camphor Fiscally Fit, Urban Home Works, Twin 
Cities Community Land Bank, City of Lakes Community Land Trust, Housing 
Opportunities Made Equitable Collaborative (HOMECO) and others.

The Family Stabilization Plan addresses the 
issues of financial capability, asset building, 
affordable housing, and  poverty exacerbated by 
economic conditions, by focusing on changing 
the mindset of individuals, families, and 
communities. 



1 Cost Burden: Housing debt that exceeds 30% of gross income.

The program is administered through a value-based applied learning delivery 
model to encourage an in-depth comprehension of materials. Participants 
begin with a classroom setting comprehensive financial literacy and capability 
curriculum administered over a 12 to 15 week period. The class course covers 
standard subjects found in most financial literacy courses such as budgeting, 
credit, saving, homebuyer education and financial planning. The classroom course 
curriculum provides opportunities for lecture, peer learning and applied learning 
through homework assignments quizzing and testing. Three notable unique 
characteristics of the classroom curriculum are:

1 Value-based relationship and behavior analysis,
 
2 Framework of operating in a workable and financially capable manner,
 
3 Tying societal human behavior habits/patterns together to explain financial   
 systems, programs, products, processes. 

During the financial literacy classroom course curriculum participants are assigned 
a financial coach for the remainder of the program. The financial coaches assist 
in helping participants gain financial stability through action plans that help 
participants work towards goals of homeownership, entrepreneurship, asset 
building and or building net-worth. Coaches encourage participants to monitor 
their progress by evaluating the use and application of the new concepts learned in 
the classroom. 

In addition to FSP, BWM offers sub-programs such as; Affordable Housing 
Concepts, Small Business Technical Assistance  and the New Dimension Men’s 
Project to participants.

Affordable Housing Concepts

While many of the participants of the FSP are enrolled and engaged to become stable, 
build assets, rebuild credit, start saving programs and, or attain financial education 
around economic systems, a large percentage of them are seeking affordable housing 
opportunities. Many families enrolled in the FSP are cost burdened1 on housing cost. 
BWM provides assistance with helping families prepare for homeownership through 
pre and post homebuyer counseling and coaching in addition to rental readiness 
education and direction to reducing housing cost to acceptable levels. BWM also 
provides direct lending, value and affordability gap funding, entry cost down payment 
and closing cost assistance as well as access to many affordable community housing 
program and loan products through a host of partners.  

9



Business Development Technical Assistance

BWM and it’s coaching staff offer families enrolled in the FSP assistance with 
starting or expanding businesses. Client families are provided one-on-one 
counseling in business plan development, articulating business ideas, creating 
executive summaries, evaluating the viability of businesses ventures in addition to 
assisting with building financial modeling and staging of business concepts. BWM 
helps direct them to a host of partners that have the skillset  to help them develop 
their businesses to have a better likelihood of success. BWM is a member of the 
Metropolitan Consortium of Community Developers (MCCD) and aligned with the 
small business development divisions of the Universities of MN and St. Thomas, 
who assist in business plan development. BWM also provides small business 
loans in participation with MCCD and others to help clients access financing in 
development stages.  

New Dimension Men’s Project

While most of the participants of the FSP are women, a subprogram of the FSP, the 
New Dimension Men’s Project (NDMP), offers additional activities and support 
for men to increase male engagement. The NDMP is a men’s support group 
with regular periodic group meetings, family interaction workshops, outings and 
opportunity to participate in relaxed fellowship getaways that allows men to 
encourage, network and support one another in addition to finding opportunities 
to rest and retreat. One such opportunity are weekly meetings that take place at 
a local diner known as Table to the Floor which give NDMP members a chance to 
fellowship, mentor, be mentored and/or provide a safe place to vent and bounce 
ideas off one another.

The program helps the participants to 
establish social wealth amongst men dealing 
with societal issues, which rejuvenates them 
by allowing them to vent and engage with one 
another.

10
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Financial 
Literacy 
Defined
In order to add to previous research on financial literacy and 
understand the impact, Build Wealth’s Family Stabilization Plan, has 
on participants, the study relies on multiple methods and analytic 
strategies. The first strategy was to review, current literature on what 
makes a successful financial literacy program vs. a non-successful 
program, in order to assess the FSP as one of the best practices in 
the Twin Cities, followed by reviewing previous research reports on 
the FSP including a Social Return on Investment by Haden Bowie,  
University of MN’s Center for Urban and Regional Affairs (CURA) 
and Dr. Marilyn Bruin; Professor of Housing Studies at the 
U of MN.
  

What is Financial Literacy?

The first step in reevaluating the FSP is to first understand what 
financial literacy is set out to accomplish. The President’s Advisory 
Council on Financial Literacy (PACFL) defined financial literacy 
as the ability to use knowledge and skills to manage financial 
resources effectively for a lifetime of financial well-being (PACFL, 
2008). A related term is Financial Education. The PACFL defines 
financial education as the process by which people improve their 
understanding of financial products, services and concepts, so they 
are empowered to make informed choices, avoid pitfalls, know 
where to go for help, and take other actions to improve their present 
and long-term financial well-being. The two terms will be used 
interchangeably throughout this reevaluation. Programs that deal 
with financial literacy are theoretically designed to ensure families/
businesses reach financial literacy through financial education.



Figure 1
Shows the continuance 
relationship between family, 
business and economic strains.

1
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The need for Financial Literacy Programs

Large portions of individuals have low levels of financial literacy. BWM has identified 
lack of financial literacy, access to culturally sensitive financial resources, and 
decent sustainable affordable housing as key factors that contribute to the higher 
than normal cost of living and financial distress in underserved communities. This 
is demonstrated by financial mistakes and failures to implement financial practices 
that improve financial security; these behaviors result in individuals having little 
or no protections against economic shocks such as the economic recession in late 
2007 (Hung et al., 2009). Risky financial behaviors by individuals, due to the lack of 
financial literacy, can be devastating to families as a whole.

The purpose of financial literacy 
programs, as mentioned earlier, is to 
provide financial education to increase 
the capacity to make wise financial 
decisions and build resources to provide 
stability for individuals and families. 

The economy as a whole benefits from family stability by creating communities of 
individuals and families who can support local businesses.

FSP uses a peer learning circle as an exercise to 
maximize comprehension of class materials.



Businesses as well as Households have been affected negatively as the result of 
the financial turmoil in 2007-08 (Willardson, 2008). In an interview with Ben S. 
Bernanke before the House Budget Committee, the U.S. House of Representative 
stated, “financial strains have been a broad-based tightening in credit conditions 
that has restrained economic growth”(Willardson, 2008). In other words when 
households and businesses are not doing well financially and experiencing stress, 
it is detrimental to the economy as a whole.

Financial literacy programs strive to increase 
financial knowledge, motivate behavioral changes 
and increase savings and investments to cushion 
both families and businesses during times of 
nationwide economic turmoil.

Figure 2
The continuance relationship 
between family, business and 
economic strains or stressors.

2

*

Aside from economic influences, financial stressors 
also have a huge affect on stress and anxiety that 
influence physical and emotional health. Programs 
that help individuals develop financial skills and 
manage their resources can be a powerful influence 
on stress in an overall wellness plan (Verne 2014). 
The Consumer Financial Protection Bureau reported 
that financial wellness programs provide benefits 
comparable to physical health wellness programs as they 
alter employee behavior, and increase productivity and 
engagement, and lessen the number of expensive days 
of sick leave (Verne 2014). Therefore financial wellness 
or literacy may lead to less stress, which improves 
attendance and productivity at work. Less stress and more 
productivity at work in turn creates more space to focus 
on other things such social and emotional well being.

According to current research financial literacy plays 
a major role in areas such as asset accumulation, 
shaping individuals’ attitudes, behaviors, and 
decisions in ways that impact their financial and social 
well-being as well (Grinstein-Weiss Et al., 2012). A 
large portion of social well-being usually starts with 
having a stable environment at home. Oggins’ (2003) 
analysis of self-reported survey data suggested that 
money is the most common topic of marital conflict 
between both African American and Euro-American 
couples during the beginning years of a marriage. In 
a laboratory setting, couples were given a list of six 
common topics and asked to list which topics created 
the most disagreements in their relationship; money 
was the most consistent topic of disagreement. Even 
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without being married financial literacy may help single parents by lessening 
financial disagreements, thus improving the relationship and allowing co-parenting 
to become the primary focus.

When financial issues or stressors haunt a family, the well-being of the children 
within that family are likely to be impacted as well. The Princeton’s “The Future of 
Children” project provides a broad and deep examination of children born into and 
growing up in poverty. Childhood poverty is negatively correlated with physical 
health (low birth weight, growth stunting, and lead poisoning), cognitive ability 
(intelligence, verbal ability, and achievement test scores), school achievement 
(years of schooling, high school completion), emotional and behavioral outcomes, 
and positively correlated with teenage out-of-wedlock childbearing (Brooks-Gunn 
& Duncan, 2013). Poor children were only two-thirds as likely to be in excellent 
health and almost twice as likely to be in fair or poor health as non-poor children. 
Children living below the poverty threshold are 1.3 times as likely as non-poor 
children to experience learning disabilities and developmental delays, for every 
10% increase in income adds on about a 2% increase in years of school completed. 

Poor children also suffer from emotional and behavioral problems more frequently 
than do non-poor children externally (behaviors including aggression, fighting, and 
acting out) as well as internally (behaviors such as anxiety, social withdrawal, and 
depression) and  the rate of out-of-wedlock births among poor teens is almost 
three times as high as the rate among those from non-poor families (Brooks-Gunn 
& Duncan, 2013).

The goals of Build Wealth MN are to provide 
education and counseling to enable to 
families to change their financial behaviors, 
including increasing their household 
income and savings, and improving their 
access to resources. 

If families move their children out of poverty it is likely the behavior changes that 
result from increased financial stability will also improve physical and emotional 
health, as well as increased educational attainment and a decrease in pregnancies 
among young females. 

In order to offset the financial strains on families and businesses, financial literacy 
programs have become a prominent educational or outreach method to help stabilize 
precarious financial situations. However skeptics question if individuals and 
families need information about finances originating outside the family, how to 
evaluate programs effectiveness, and how to access the best program for specific 
family situations.

14



Ways of Assessing Financial Literacy

Common issues among Financial Literacy Programs
Although financial literacy programs appear to be set to benefit individuals, families, 
communities and businesses there is often issues that arise that offset those benefits. 
One way of assessing the impact of financial literacy programs is to evaluate how well 
the participants comprehend the information. Carlin and Robinson, (2012) explored 
ways in which financial education impact investments, financing, and consumer 
behavior. The findings suggested that the comprehension and application of skills 
learned through financial literacy programs does not always transfer into real life 
situations. Programs need to include real life situations and address issues relevant 
to participants so they gain a deep understanding of material discussed in financial 
literacy programs. 

Another issue common to financial literacy programs is the cost. Experts in financial 
services can charge between $1,000 and $3,000 for a financial plan Verne, (2014).  
Many families and small business owners are reluctant or unable to pay $1,000 for 
financial advice.

It can be difficult to find reliable, effective 
financial education and counseling with 
affordable fees.

Furthermore, it is difficult for individuals seeking financial knowledge to judge 
which venues provide quality programs.

What is success for financial literacy programs?
While there are studies on the success of financial literacy programs, there is little 
research with consistent measures of outcomes of success for participants. As 
mentioned, the objective of a financial literacy program is to educate individuals/
families resulting in long-term behavior changes that improve financial well being.

A program cannot be considered successful 
unless its participants reach a level of financial 
well-being and are able to maintain and improve 
that well-being. 

To maintain a lifetime of financial well being, individuals must develop financial 
literacy skills that lead to a sense of financial stability. The influence of financial 
stability is difficult to measure because it includes psychological, social and or 
economic aspects as well as easily measured indicators such as credit scores and 
wealth accumulation. Through financial literacy, instructors must connect with 
participants and explain things in terms that they may understand. A good way of 
reaching that connection is by providing examples of what the participants may 
have knowledge about or items that they value.

15



16

Local Twin City Financial Literacy Organizations

While many individuals may understand their own need for financial literacy, it is 
not always easy to locate a financial literacy program nearby. There are a number 
of local non-profit financial literacy organizations that administer financial literacy 
and capability programs in the Twin Cities metropolitan area. The following section 
provides a brief peer review of a number of organizations that administer these 
programs. The purpose of including a peer review of other programs is to take a brief 
look at other programs that exist within the twin cities before diving into the focus 
of this evaluation report, which is Build Wealth MN’s Family Stabilization Plan. 
This review includes but is not limited to the following: Emerge, Neighborhood 
Development Alliance, Hmong American Partnership.

Emerge:
EMERGE is a spin off organization of Pillsbury United Communities that, as an 
independent entity, serves the purpose of creating jobs for hard-to-employ adults. 
EMERGE is a place-based community development agency, that helps people that 
are ready to redefine themselves, with an emphasis on serving ex-offenders, at-risk 
youth, homeless fathers and their families, immigrants and refugees. EMERGE offers 
services that help for job seekers, training programs, youth programs, personal 
finance, housing programs and employer services. EMERGE is part of LISC Financial 
Opportunity Centers, providing financial literacy aligned with other services.

EMERGE and the FSP both share the same goal of bettering individuals by 
providing them with services such as financial literacy and housing programs. 
They both work hard to strengthen the community and make families more stable. 
EMERGE focuses primarily on providing individuals with job opportunities while 
the FSP focuses on the core of financial difficulties which is the comprehension 
of financial literacy so families become better at managing their money with the 
amount of income they have or desire and housing as well.   
  
Neighborhood Development Alliance (NEDA):
NEDA is a non-profit community development organization that strives to strengthen 
the lives of lower-income neighborhoods within the City of St. Paul. NEDA efforts go 
towards creating and preserving housing and business opportunities for community 
members of all income levels. NEDA offers services such as home purchase 
counseling, foreclosure prevention, financial counseling and home improvement 
loans. NEDA also offers educational courses such as homebuyer education and 
financial literacy.
 
NEDA and the FSP both share the same goal of bettering individuals by providing 
them with services such as housing programs and business opportunities. They 
both work hard to provide the community they serve with quality housing and 
housing education. Although both organizations have a strong focus on housing, 
NEDA specializes in the city of St. Paul while the FSP provides services to community 
members of over 30 cities within the Twin Cities area and even out of state residents. 



Hmong American Partnership (HAP):
HAP is a non-profit organization that specializes on helping refugee and immigrant 
communities gain financial and social well-being. HAP has grown to be the largest 
Hmong non-profit organization in the United States and now offer programming 
across the nation. They use a service model approach that blends social enterprise 
and economic development with education and family supports uniquely designed 
for the community they serve. HAP’s mission is to empower the community to 
embrace the strengths of their cultures while achieving their potential by improving 
the lives of individuals and families in their diverse communities through culturally 
sensitive social services, strengthening neighborhoods through housing, community 
and economic development opportunities and promoting the rich heritage of their 
ethnic communities.

HAP and the FSP both share the same goal of bettering communities by providing 
them with community and economic development. They both work hard to 
strengthen the community by connecting individuals to resources. HAP focuses 
primarily on providing immigrants and refugees with social and economic 
education/training opportunities while the FSP provides services to underserved 
individuals who are stuck within disparity gaps.   

Better Futures:
Thomas Adams, President and CEO of Better Future Enterprises, describes the 
program as the following: “Better Futures intentionally engages and embraces 
high-risk adults, largely black men, living in chronic poverty with histories of 
incarceration, homelessness, persistent unemployment, behavioral health issues, 
and untreated physical health conditions… the men of Better Futures are important, 
valuable, and deserving of respect. They are resilient and ready to work. Men in 
Better Futures are deeply committed to making positive changes in their lives in 
order to live productively, reconnect with their families, and reengage with the 
community.”

Better Futures and the FSP sub-program, New Dimension Men’s Project both share 
the same goal of bettering the men within communities. They both work hard to 
strengthen the community by connecting men to different resources that will help 
to better them in all areas of life. Better Futures focuses on providing men with 
housing and job opportunities, while the New Dimension Men’s Project strives to 
help men who suffer from generational and societal issues to discovering the root 
of failures and ways of overcoming those issues through interpersonal interaction 
and mentorship. 

17



Each program provides their own unique approach to helping individuals gain 
financial literacy, capability, build asset, maintain housing, gain full employment 
and other life changing aspects. 

18

Now that local Twin City financial literacy 
programs have been explored, understanding how 
the FSP attributes to the Twin Cities well-being 
will be easier to obtain.



Previous Research on FSP

One of the steps of the reevaluation of the FSP was to create this section of the 
evaluation to serve as a summary of previous evaluations on the FSP. In a previous 
study and Social Return on Investment report conducted by Bowie (2010), several 
areas of Build Wealth MN’s FSP were evaluated through questionnaires, interviews, 
and focus groups. The results indicated that participants benefited by having a 
better knowledge of how to prioritize expenses as well as using financial tools, 
which in turn gave them more confidence, interest and awareness of their financial 
situations.

In addition participants were brought closer 
to their families by learning to talk with their 
spouse about issues pertaining to money and by 
educating their children about finances at an 
early age in order to break generational cycles of 
poverty. 

Bowie suggested that the FSP should incorporate testing of some sort in order to 
evaluate comprehension levels of the participants. 

In addition another study done by McGee (2009), explored the effects the FSP had 
on family friction levels. She used convenience sampling of 34 FSP participants to fill 
out family friction surveys. The participants were asked to rate their family friction 
levels before and after going through FSP on a 5-point scale: 1 being no friction 
and 5 being unbearable. The average score rate before FSP was 3 and the average 
score rate after FSP was 2. On average participants had a 27% decrease in the 
amount of family friction after FSP. Participants with increased friction rates often 
credited personal issues and not the FSP.

19



Role of the Researcher 

Now that the previous evaluations have been identified, this section introduces the 
researchers of the current study. At the time of this study, Demitri McGee (author) 
was enrolled as a full-time student pursuing a Bachelor’s degree in Psychology at the 
University of Minnesota (now graduated). Dr. Marilyn Bruin is a full time professor 
and curriculum director of the Housing Studies at the University of Minnesota, 
teaching research methods, grant writing, research ethics and housing studies 
and engaged in research on individuals and families with housing issues. Together 
they bring academic rigor to the research design. Both Mr. McGee and Dr. Bruin 
are familiar with the Family Stabilization Plan program. Mr. McGee is a part time 
employee of Brooklyn Park in the Recreation and Parks department; he is the son 
of the Executive Director of Build Wealth Minnesota. Dr. Bruin collaborated with 
Bowie on the evaluation conducted in 2010.  The researchers acknowledge that 
the previous relationships with the Family Stabilization Plan program could be a 
concern; there is the opportunity to skew the analysis and interpretation of the 
qualitative component of the study.  

To address the researchers’ subjectivity and ensure the credibility of the outcomes, 
procedural safeguards were included1. For example, they used a mixed method 
design; the quantitative demographic and financial measures provided a context 
for the qualitative data. Both researchers were involved in the research design and 
analysis; two points of view were engaged in interpreting the data and challenging 
biases. Qualitative data were purposely examined and reexamined for negative 
or deviant cases and comments to ensure comprehensive rather than selective 
interpretation. Most importantly, the researchers were aware of their actual and 
perceived biases and continually questioned each other’s interpretation.

As researchers, McGee and Bruin take seriously the responsibility to accurately 
and impartially interpret the participants’ lived experience in the Family Stabilization 
Program and its impact on family and community life.

The aim of this research is to capture the essence 
of the participants’ experience and better 
understand what it means to be a part of the 
Family Stabilization Program.  

20
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Having prior knowledge of the Family Stabilization Plan program, Build Wealth 
Minnesota, and its providers, McGee & Bruin acknowledges possible biases that 
may exist. As human beings they are empathetic towards families facing hardships 
and seeking assistance to achieve success. Furthermore, they want the Family 
Stabilization Plan to effectively assist the participants in their success.

Motivated by the goal to provide accurate 
information that builds a program that leads to 
success and a commitment to share accurate 
findings, they have worked diligently throughout 
the research process to bracket biases so as not 
to interpret participants’ words to reflect the 
researchers’ personal beliefs. 

They have intentionally, individually and collaboratively, focused on providing an 
honest compilation of what was expressed by the participants in the Family 
Stabilization Program and reinforced the interpretations with the participants’ 
own words.



Methodology
At the beginning of the evaluation, which was funded by the University of
Minnesota’s Center for Urban and Regional Affairs and Build Wealth Minnesota, 
the evaluation team and Executive Director, David McGee, identified three 
aspects of life that are impacted by the FSP on the lives of its participants, in 
which should be the focus of this evaluation. The three aspects had a combined 
sum of 9 different areas of impact that included:

 1 FINANCIAL
   • Financial Comprehension
   • Financial Management
    · Credit
    · Housing
    · Transportation
    · Asset Building/Savings
    · Income/Earnings

 2 PSYCHOLOGICAL IMPACTS
   • Behavioral Changes
   • Stress/Anxiety
   • Life Satisfaction

 3 SOCIO-ECONOMIC IMPACTS
   • Family
   • Community Engagement 
   • Employment/Business Development
   • Social Return On Investment/Return On Investment
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The study relies on multiple methods and analytic strategies. To measure the broad 
influence of this comprehensive program, the research design included quantitative 
and qualitative measures of financial, socioeconomic, and psychological well 
being. The quantitative analysis measured change in indicators of financial, 
social, psychological and economic well being pre and post completion of the 
FSP program. Specifically improvement was measured by change in credit scores, 
housing debt, social return on their investment (payments for class), increase 
in income, businesses, equity accumulation, stress levels, anxiety levels and life 
satisfaction level.

Build Wealth MN collected a large amount of data over several years, through pre-
program assessment applications, post-curriculum surveys and questionnaires. An 
analysis was done on each of those documents to obtain demographic information 
(see Appendix Q) of program participants as well as a general idea of participant 
perception of the BWM and the FSP. In order to gain a deeper understanding of 
participant perception and how financial literacy programs implement change in 
behavior, multiple evaluation methods were used to increase the validity of this 
analysis including:

 • Program and Participant focus group/interviews 
   · Sub-Program (NDMP) interviews
 • Program staff interviews
 • Program Participant voluntary response sampling surveys
 • Paired Sampled statistics analyses
 • Analysis of FSP participant comprehensive quizzes 
 • Equity Tracker Report
 • Social Return On Investment (SROI)/ Return On Investments Analysis (ROI)
 • Experimental Control Groups
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Program Participant Focus Groups/ Interviews

Twenty-nine FSP program participants were recruited for focus group sessions 
through email (see appendix G) using convenience sampling; all of the participants 
had completed the Family Stabilization Plan. The 29 focus group participants also 
completed a short demographic survey (see appendix S). The survey findings 
indicate 40% had participated in at least one financial literacy program prior to 
FSP; 84% identified themselves as African American and 16% identified as white; 
16% identified as male and 84% identified as female; 95% of participants had at 
least one child; and ages ranged from 26 to 60 years old. The participants were 
offered  $30 Cub Foods or Walmart gift cards as compensation. Questionnaires 
were administered to evaluate the program.

 The questionnaire included questions such as 
“What could help the curriculum of FSP become 
better” (see appendix S). 

Participants were asked not to engage in the same group session as their spouse 
or significant other. The hour and a half long focus group was facilitated by Bruin 
and McGee; the BWM staff were not allowed to participate in order to maintain 
transparency and anonymity. The focus group conversations were semi-structured 
interviews with 8 guiding questions (see appendix F). After completing the focus 
group, facilitators summarized the discussion and as a member-check asked 
participants to affirm, correct, or elaborate the summary.

Sub-program Participant Interviews 

Eleven men who participated in the New Dimension Men’s Project were 
interviewed via telephone and asked to explain their outlook on the program. 
They were first read a confidentiality (see appendix E) statement to ensure 
their responses would not be shared to anyone else and would not affect their 
relationship with the FSP or any of administration or staff of BWM. They were 
each asked to share good and bad experiences of participating in the many 
activities that the NDMP have to offer as well as how the program has impacted 
them as an individual (see appendix P for NDMP guiding questions). Their 
responses were then analyzed for common themes and ways to improve the 
program. The 11 participants were selected through convenient sampling in order 
to evaluate a subprogram. All participants were African-American males. Fifty-
five percent of the participants completed the FSP program, while the other 45% 
were participants of only the New Dimension Men’s Project. Approximately 45.5% 
have been incarcerated at a state/federal penitentiary. Eighty-one percent of 
participants describe themselves as regular church attendants.
 



Program Staff Interviews

Multiple interviews with the staff of Build Wealth MN were completed throughout 
the evaluation. Participants of staff interviews were recruited through phone 
calls. The first interview was done with Build Wealth MN’s Executive Director and 
Founder, David McGee in order to gain a greater understanding of the program’s 
history, background, structure, limitations and goals. Later in the evaluation, 3 out 
of the 4 active coaches (6 total on record) were interviewed in order to gain an 
employee perspective of the coaches and the coaching processes as well as their 
perception of the overall program and program participants. These interviews 
were recorded and analyzed to find common themes. Interview question guides 
are included in Appendix R. 

Program Participant Sampling Surveys

Voluntary response sampling was used amongst the entire population of Families 
that completed the FSP program with a total of 436 individual responses amongst 
6 program evaluation surveys. Forty-eight percent of participants were single, 
33% married, 4% engaged and 15% divorced. Eighty-eight percent of participants 
had children; 12% had no children. Fifty-three percent of participants were 
homeowners, 42% were renters and 5% did not own a home or rent. Surveys were 
anonymous and participants were not compensated. 

The program evaluation surveys measured outcomes in the areas of financial and 
psychological well-being, transportation, housing and business/entrepreneurship 
with questions like “what was your household income before (2 years ago), during 
(1 year ago) and after completing the FSP (now)” or “How would you rate your 
stress levels before after and during completing FSP” (see appendix A-D). The 
six surveys sent out were analyzed through Survey Monkey. Mean scores before, 
during and after participating in FSP were compared. 

Control Group
Individuals who had not completed the course but closely resemble the 
demographic variables of program participants were selected as a comparison 
or control group. Control group participants completed identical surveys, minus 
questions that evaluate program perception, through phone interviews or via 
email. The results were analyzed and then compared to program participants. 
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Paired Sample Analysis

Twenty-five homeowners were selected using purposive sampling to evaluate 
change in credit reports. Participants in the Urban Homework’s  - Project Reclaim 
Community Contract for Deed  Program were asked to have a credit score when 
enrolling in the program as well as a follow up credit report after completing the 
program (12- 18 month time-span in between). Fifty-two percent of participants 
completed the program alone, while 48% of participants participated in the 
program with a spouse or life partner. All of the couples were traditional men 
and women; participants completed the program alone were women. A paired 
sampled statistical t-test2  was used. The participants’ initial credit scores ranged 
from 0 to 641 (M3=515.36) and the post-program credit scores ranged from 504 
to 717 (M=622.52). The average credit score increase was 107.16.

Eight homeowners were selected using purposive sampling to participate in 
a debt reduction evaluation report. Participants who went through the Urban 
Homework’s Project Reclaim Community Contract for Deed  program were asked 
to monitor and report their payoffs of prior debt when initially signing up for the 
program as well as a follow up credit report after completing the program (12-18 
month time-span in between). After evaluating both scores for the 8 participants, 
a paired sampled statistical test was used to compare the scores. The eight 
participants were selected through convenient sampling for a Paired Sampled 
statistics analysis to evaluate debt reduction from before completing the FSP and 
after. Sixty-three percent of participants went through FSP program alone and 17% 
went through FSP with a spouse/life partner. All couples were traditional men and 
women and the participants that went through the program alone were all women. 
The participant’s initial debt reported ranged from $99 to $29,874 (M=$8,925.13) 
and the post debt reported ranged from $69 to $11,991 (M=$3,152.13). The 
participants were not offered compensation. The average debt reduction was 
$5,773 for participants.

Comprehension Quizzes

Comprehensive quizzes are given to each participant to measure comprehension 
of materials in the financial literacy training, as suggested by Bowie (2010). Eight 
quizzes that measure comprehension of the FSP curriculum (see appendix H-O 
for quiz questions). Two hundred quizzes were randomly selected from FSP 
participant files. 

28
2 Paired sample t-test: a statistical technique that is used to compare two population means in the case of two samples that are correlated.
3 M= Mean or average



Equity Tracker Report

To measure the effect of the FSP’s Affordable Housing programs on equity 
accumulation, years of data were analyzed by tracking change in home equity for 
the 120  participants who obtained homeownership with assistance from FSP. FSP 
has access to three Affordable Housing financing programs: 
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1 Traditional Mortgages

2 Targeted Mortgages

3 Community Land Trust Contracts 

Social Return on Investment/Return on Investment 
(SROI/ROI)

A Return On Investment (ROI) analysis was done to value outcomes that are not 
traditionally reflected in financial statements based on the framework developed 
by Minney (2012). The framework includes social, economic and environmental 
factors, which can identify how effectively an organization uses its capital and 
other resources to create value within and for the community. Five steps were 
used to complete a SROI analysis.

Step 1: established the scope and identified key stakeholders. 

Step 2: was mapping out the outcomes by engaging with stakeholders to develop 
an impact map, or theory of change. 

Step 3: identified and quantified outcomes. 

Step 4: establishes the impact. 

Step 5: calculates the SROI formula [(social impact value – initial investment 
amount) ÷ initial investment amount]. 

The individual benefits minus negatives outcomes estimated the individual impact 
value; the social impact value was a sum of the individual impact values. The social 
impact value was multiplied by the average percentage of participants affected 
by the individual outcome at hand and multiplied again by the average number of 
participants in each session (27). The overall investment amount for funders was 
the program budget ($122,812).

A comparative analysis was done on the participants based on what program 
they were apart of and then added together to get the sum and average of each 
program as well as the three programs combined. 
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Minneapolis Mayor Rybak, community developers, community and BWM Staff 
celebrate FSP participants becoming owner of renovated foreclosed property.



Results
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Financial 
Impacts
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Participants of the focus group agreed that not planning and an 
unwillingness to budget lead to financial troubles. They also spoke 
about people who focus on appearance and strive to “keep up with 
the Jones’s”; a need to appear more powerful than others in society 
where money equals power.

“The misconception is that we don’t know 
what it took for the other people to get 
what they had…the stress that it caused 
them.”

Participants told stories of how their 
children feel the need to wear name brand 
clothing to fit in with their peers, that the 
desire to “keep up with the Jones’s” starts 
at a young age. 

Participants also noted that lack of financial knowledge or credit 
card management plays a role in getting into financial troubles. As 
a participant mentioned, “That piece of plastic made me devalue 
money.”
  

Financial Concepts Comprehension

Financial impacts on program participants were analyzed through 
many methods in order to get a holistic view of how the FSP program 
helped. As mentioned, the staff of BWM focus on a value based 
applied learning delivery model in order to help families develop an 
in-depth comprehension.



Focus group participants discussed how effective the teaching methods were at 
transforming difficult concepts into easily understandable and useful tools. They 
mentioned that the combination of group experiences and one-on-one’s with 
David McGee and other staff coaches made a powerful impact. Participants 
scored relatively high on all comprehensive tests. Below is a graph of average test 
score percentages among 200 program participants.
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Quiz
Budgeting to 

Create Savings
Debt Reduction/
Asset Building

Building a Good 
Credit Rating

Consumer Protection & 
Financial Institutions

Averages 91% 78% 95% 82%

Credit Smart Module 1-3 Module 4-6 Module 7-9 Module 10-12

Averages 89% 83% 85% 85%

4

Figure 4
Results of comprehensive 
quizzes.
• Average grades by 
   percentage for each type 
   of quiz.

* Good scores on comprehensive testing suggest program participants gained 
knowledge and understanding of financial concepts. However it did not measure 
application. As mentioned earlier coaches helped participants stay on track 
and apply information. In order to understand whether information was applied 
correctly several measures of financial impact were measured including credit and 
financial management in areas such as housing and transportation.
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Credit
Program staff and participants both agreed that one of the most powerful aspects 
of FSP was credit building. Freddie Mac’s CreditSmart (2001) defines credit as 
the ability to borrow tomorrow’s money to pay for something you get today as 
well as a promise to pay back a debt and it will reflect your reputation. The Paired 
Sample t-tests among 25 homeowners suggested a significant improvement from 
in credit scores (M=515.36, SD=31.68) to their credit scores after completing FSP 
(M=622.52, SD=48.51), t (25)= 3.21, p = .004. The average credit score increase 
was 107.16.

Since there is the possibility of credit scores improving naturally, additional 
comparative analyses were done between an experimental group (program 
participants) and a control group (non program participants). Based on a 5 
category scale (1 being from 519 and under and 5 being 880 and up) the results 
indicated that the weighted average credit scores increased from initial scores 
before the FSP program (M=1.95), during FSP (M=2.38) and then again after 
completing FSP (M=2.91). Credit scores among control group participants also 
increased from 2 years ago (M=2.10), 1 year ago (M=2.35) and current (2.36).

On average, program 
participants made more 
improvement on their credit 
scores than the non-program 
participants. 

By building a good credit history, FSP participants 
were enabled to increase the confidence of lenders, 
which can help them borrow money for paying off 
houses, cars, and education and can also help receive 
lower fees and interest rates.

Housing
The most important need for credit improvement 
amongst program participants dealt with housing. 
Approximately 72.22% of survey participants were not 
homeowners suggesting that insufficient credit led to 
an inability to gain housing. Survey results indicated 
that participants who are not homeowners had a 
13.62% decrease in housing expenses after completing 
the FSP program. FSP program participants claimed 
to have not only gained homeownership but reduced 
overall housing costs.

Survey participants admit that the FSP has helped 
them to increase equity on their home. Survey 
results suggest that FSP program participants had 
a larger increase in home equity when compared to 
non-program participants.

1 Home Equity: The value of ownership in a home or property that represents the current market value of the house after any remaining mortgage balance.

Home Equity • Family Stabilization Plan 
program strategies for increasing home equity
As a homeowner it is important to obtain and 
maintain good home equity1. Home Equity is 
essentially the value of the home or property, 
taking into consideration of the market value 
and any outstanding balances. 
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Affordable Housing Solutions

The First Affordable Housing Solution observed was Traditional Mortgages, 
which consist of clients that have been assigned to a traditional lender after 
being deemed mortgage-ready from FSP. The analysis for this strategy included 
44 families that participated in the FSP from the effective dates of July 11th, 
2011 to October 1st, 2014. The participants had an overall increase in equity of 
$1,288,785.00, which averages to around $29,290.57 per family.

The Second Affordable Housing Solution observed was Targeted Mortgage, 
which consists of clients being provided with direct funding from Build Wealth MN 
(BWM). BWM creates a pool of funding given to them by the MN Housing Finance 
Agency, through the Targeted Mortgage Opportunity Program (TMOP), in order 
to assist clients with specific barriers they may come across. The analysis for this 
strategy included 40 families that participated in the FSP from the effective dates 
of September 30th, 2014 to November 13th, 2015. The participants had an overall 
increase in equity of $416,649.00, which averages to around $10,416.23 per family.

The Third Affordable Housing Solution observed was Community Land Trust 
Contract for Deed, which consists of clients who are involved in rent-to-own 
programs that BWM engages in collaboration with Community Partners, such 
as City of Lakes Community Land Trust. The analysis for this strategy included 
36 families that participated in the FSP from the effective dates of October 27th, 
2009 to January 15th, 2015. The participants had an overall increase in equity of 
$207,215.00, which averages to around $5,755.97 per family.

As a whole, each program was able to create an 
increase in combined equity of nearly $2 million 
($1,912,649 total) within 5 years for 120 families. 
These results suggest that on average FSP 
strategies help to increase equity by $637,549.67, 
which equals up to $15,938.74 per family. 



4 Housing debt: The amount of money homeowners/renters owe financial institutions and landlords for monthly mortgage payments and rent.

Equity Tracker 
Category

Families 
Involved

Dates 
Effective

Value at
Purchase Date

Value at
Evaluation Date

Equity Increase

Traditional 44
07/11/2009 - 
10/01/2014

$5,475,628.00 $6,764,413.00 $1,288,785.00

Targeted 
Mortgage

40
09/30/2014 - 

11/13/2015
$6,290,500.00 $6,707,149.00 $416,649.00

Community 
Land Contract 

Programs
36

10/27/2009 - 
12/15/2015

$5,112,842.00 $5,320,057.00 $207,215.00

Totals 120
07/11/2009 - 
12/15/2015

$16,878,970.00 $18,791,619.00 $1,912,649.00

Averages per 
Category

40 • $5,626,323.33 $6,263,873.00 $637,549.67

Averages per 
Family

• • $140,658.08 $156,596.83 $15,938.74

5

Figure 5
Equity Report Results

*

Housing Debt/ Cost Burden
Another important aspect of housing that FSP focuses on is maintaining low 
housing debt 4. Housing debt is important to keep low because if left high 
opportunities to save and meet basic needs are limited. When housing expenses 
surpass 30% of the total monthly gross income, then the home begins to become 
a cost burden. According to survey participants housing is the number one area 
that household income goes toward.
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Below Figure 5 displays the results of the data points accumulated from this study.
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6

Figure 6
Income Spendage

*

What do you spend the majority of your income on?

A paired sample statistics analysis was performed on the housing debt reports of 
the 8 individuals to compare the initial debt report and the debt report recorded 
after completing the FSP program. Analyses showed that there was a significant 
decrease between initial debt report (M=$8,925.13) and debt reported after 
completing FSP (M=$3,152.13), t (8)= 1.63, p = .148. Average debt reduction was 
$5,773.

Since there was the possibility of housing debt naturally decreasing over the course 
of time an additional analysis was done through survey questions. Based on a 5 point 
scale (1 being from 30% and below and 5 being 45% and up) the results indicated 
that the weighted average house burden decreased for survey participants 
from before starting FSP (M=1.99), during FSP (M=1.93) and then again after 
completing FSP (M=1.82). For the control group participants monthly cost burden 
decreased from 2 years ago (M=2.53), 1 year ago (M=2.47) and now (2.19). (See 
Appendix A, Question 7).

These results show that participants of the FSP showed less improvement in 
monthly cost burden than those who did not go through the FSP. This suggests 
that improvements may in fact be due to time and not through the efforts of FSP. 
However researchers took note of FSP participants ending with much lower average 
housing debt than the control group. This indicates that the FSP participants had 
a much lower housing debt overall even though they did not make quite as much 
improvement.
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Transportation

As shown in Figure 6, transportation is listed in the top three areas on which 
household income is spent. Car notes/loans had been the main contributor of high 
transportation cost according to survey participants. Both focus group and survey 
participants alike had listed that bad or no credit had been the cause of their car 
note/loans being high.

85.71% of survey participants use a car as their 
form of transportation.

Based on a 4-point scale (1 being from 0% to 8% and 4 being 19% and above; 
0 being from people who do not have a car loan) survey responses were analyzed 
in order to rate possible decreases in interest rates on car loans. The results of the 
average interest rate on car loans (APR), decreased from pre FSP (M=2.48), to 
during FSP (M=2.23), and then again after completing FSP (M=1.85), N=50. This 
means the average APR range of program participants dropped from around 12% 
to 9% to under 8%. However for the control group participants APR increased 
from 2 years ago (M=2.18), 1 year ago (M=2.31) and now (2.384). This indicates 
that non-program participants remained stagnant in the range of 9% to 12%.
(See Appendix U).

Focus group participants admitted that lowering 
their interest rates on their car loans, with Build 
Wealth MN’s assistance, has played a major role in 
getting their car loans completely paid off.

According to survey results the percentage of program participants with car notes 
decreased by 8% after completing the program, while the control group had only 
decreased by 0.91% after the same interval of time. These results suggest that 
participating in the FSP gave program participants an edge over the control group.
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5 Asset: Any item or resource that can be owned or used to produce positive economic value.

Asset Building

Due to efforts from BWM program participants were able to build assets 5 such 
as houses and paid off cars. As mentioned earlier home equity and car ownership 
improved for program participants at a higher rate than individuals who had not 
gone through the program, who share a comparable demographic background. 
One’s home is one of the most commonly owned assets (Nembhard 2006). 
Managing Director of the Private Asset Management Group for Robert W. Baird 
& Co, Christopher G. Didier and economist, Executive Director of the Institute 
for trend research in Concord, New Hampshire, Brian L. Beaulieu, both agree that 
another important asset for entrepreneurs is their business. They explain that it is 
crucial for business owners to integrate the business as one of the biggest assets 
for any asset allocation strategy (Didier and Beaulieu 2008). See page 46 for the 
FSP’s impact on business development and entrepreneurship.

As a result of building assets 65.28% of survey participants admit that the Family 
Stabilization Plan helped them to save more as well. One participant noted that 
participating in the FSP has made them realize that they must include their children 
in their budgeting so they can learn the methods to saving, stating that they “Started 
including (children and grandchildren) in how much things cost and understanding 
that we have a home and in order to live in our home, I have to save.” According 
to survey responses the average amount of individuals who do not save had a 6% 
decrease after completing the Family Stabilization Plan program.

“Sale” does not mean “buy”!
Executive Director David McGee encourages participants and staff 
to avoid sales tactics of advertisers.



Psychological 
Impacts

Behavioral Changes

During the focus group sessions many of the program participants 
spoke of how the Family Stabilization Plan had helped them to raise 
awareness of certain habits they have and create techniques to 
build a resistance to those habits or eliminate the habit all together. 
One participant spoke about how she had a habit of “keeping up 
with the Jones” meaning that she would purchase things in order 
to uphold the image of being financially well off compared to her 
peers. Focus group participants also spoke of the behavioral change 
of discontinuing creditor/bill collector avoidance. “I’m not afraid 
to answer the phone anymore because of the fear of it being a bill 
collector,” says one participant of the focus group session. Other 
behavioral changes include family (see page 43) and community 
engagement (see page 47).

Stress/ Anxiety

Stress
As mentioned earlier, financial complications, as well as family 
issues, are major contributors to stress6. Participants admitted to 
experiencing a lower amount of stress and anxiety after gaining 
financial literacy through the Family Stabilization Plan. “Based on 
a 5-point scale (1 being no stress and 5 being severe stress), the 
average stress level had decreased from a high level of stress 
(3.68/5) before participating in the Family Stabilization Program 
to low stress (2.26/5) after participants had completed the FSP. 
However participants of the control group started off at moderate 
stress (3.60/5) and lowered slightly to 3.32/5 at the same rate.

41 6 Stress: An innate response to any kind of demand or threat.



Life Satisfaction

Program participants agreed that the lower their stress and anxiety levels were the happier they 
felt over all. One participant of the focus groups exclaimed 

“After completing the program my blood pressure went 
down. I am so much more at peace with my inner self...”

427 Anxiety: A feeling of worry, nervousness or unease.

Survey participants were also asked to rate their overall life satisfaction on a 5 point scale (1 
being very dissatisfied and 5 being very satisfied) survey participants averaged a life satisfaction 
level of dissatisfied (2.32/5) before completion of the program but then increased to satisfied 
(3.83/5) after completing the program. However for the control group the average participant 
life satisfaction increased from 2 years prior to survey response at 2.57/5, to an average of 
2.64/5 now. Results suggest that participants of the FSP generally had a higher increase in life 
satisfaction than those who did not complete the FSP program.

Focus group participants claimed that the Family Stabilization plan played a major role in helping 
them to maintain this higher level of life satisfaction. One of the focus group participants said, 

“BWM has helped me to transform from victim to victor in only 2 years.” Other adjectives the 
focus group participants used to describe their feelings after completing the program included: 

“amazing”, “peaceful”, “accountable”, “confident”, “joyful”, “balanced” and “stress-free”. After 
gaining a higher level of satisfaction program participants admit to being able to focus more on 
their families and their careers.

Anxiety
When individuals deal with a high amount of stress a common natural 
response to those stressors is anxiety7. Anxiety attacks can result in 
compulsive behavior or even panic attacks. For that very reason it is 
important to maintain a low level of anxiety. 

Results from survey participants indicate that the average anxiety 
level decreased from a state of panic (3.03/5) to a state of being 
aroused (2.08/5) during FSP and then decreased again after 
completing FSP to being calm (1.55/5). However for the control 
group participants anxiety level increased from 2.90/5 2 years ago, 
to 3.00/5 one year ago and now 2.64. Results show that participants 
of the FSP had a higher decrease in anxiety levels than those who did 
not complete through the FSP program. Program participants also 
had a lower average anxiety level overall than the individuals who are 
a part of the control group.



Socio-Economic 
Impacts

Family

Some participants admit that bad habits are not always the root of 
people finding themselves in money troubles, but simply having 
children and or grandchildren to take care of plays a role. Family 
Stabilization Plan participants have listed family as what they value 
most. As a value based program, BWM strives to cater to individuals 
with families.

Focus group participants admitted to feeling closer to their significant 
others after completing the Family Stabilization Plan. Participants 
explained how the program had helped them to communicate better 
on financial decisions with their significant other, which has led to 
fewer disputes. “My partner and I are 50/50 on everything. We go 
in on everything together so it’s not where it weighs more heavily 
on him because we both are equal when it comes to the money and 
the finances in the household,” says one participant. Focus group 
participants began to truly understand habits of spouse/significant 
other and increased their tolerance, or the habit was stopped 
altogether. This allowed spouse and self to learn ways to motivate 
each other. Couples that go through the FSP become a team and 
drive each other to accomplish their long-term goals. Not only did 
it help their relationship but it helped them to be a better parenting 
team.

Participants without a spouse explained how the FSP helped them 
find alternative ways of dating that are inexpensive. Instead of going 
on expensive dates all the time participants would think outside of 
the box by choosing activities such as picnics, walks in the park or 
even cooking for one another. Participants admitted that alternative 
dating methods gave a more personable feel to dating and allow for 
deeper connections rather than showing how much money one has 
through expensive dates. 
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Figure 7
List of top priorities of participants.

*

What were the most important priorities to me after the Family 
Stabilization Plan?
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Multiple participants of the focus groups identify themselves as single parents 
and spoke of the hardship that goes into balancing their budgets. Sadly, the role 
of a father has been an issue for many of the families of program participants that 
consider themselves single parents and U.S. citizens in general. This is where the 
sub-program New Dimension Men’s Project comes into play. Men who are a part 
of the sub program have admitted to becoming better fathers and working towards 
building stronger relationships with their children, since participating in the sub 
program. “Since coming to ‘Table to the Floor’ (a weekly event for the NDMP), I 
have become a better parent, father and man of God,” said a member of the NDMP 
during an individual phone interview. 

“Yes, definitely, stress-free now. We communicate 
better, no one’s fussing with each other; people 
know what they’re supposed to do, says one 
participant of the focus group…Everyone has 
their role now…didn’t at first, it was just all over 
the place…it’s more stable.”

Participants explained how dealing with financial stressors has made it easier for 
their family to distribute roles within their households.

Survey results indicate that roughly 87.93% 
of program participants have children. 

Program participants of both programs agreed that the combination of the two 
programs has allowed them to gain a closer connection to their children and 
improve their parenting styles as a whole. Children are now included in family 
financial transactions, giving them a keen understanding of money management 
at a young age. “I’ve actually given him (her son) my checkbook, and I’ve given 
him my paycheck, and I told him write the mortgage out, write the light bill out, 
and then you add up how much I have left over. So he started to look at that a little 
differently,” says a participant apart of the focus group. 

Including children in financial decisions allows the materials taught in the Family 
Stabilization Plan to impact more than just its participants but their children as 
well. This gives the youth the head start at being financially literate that their 
parents were not given, enabling them to be more productive members of society 
while sharing the wealth with members of the family. Participants of the focus 
groups explained how lowering stress at home has helped them to focus more on 
their goals, which for most was their careers. (See page 55 of the conclusion for 
more details on family impacts).
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Employment/ Business Development 

Employment 
With a new state of mind gained from the Family Stabilization Plan, participants 
explained that they now enter the work field with a whole new demeanor. BWM 
offers individuals assistance with job related tools including but not limited to 
resume building, executive summaries, financial projections and marketing plans. 
Build Wealth has helped to lower the percentage of individuals who are in a career 
that does not fulfill their needs to only 28.73% according to survey participants. 
Plus, with the assistance of BWM programs, many participants were able to 
increase their monthly income.

Based on a 7 point scale (1 being from 0-$2,074 and 6 being $7,945 and up; the 
score 0 for those without a source of income) the results from survey participants 
indicated that the weighted average monthly income increased from a range of 
$0-$2,074 (1.76/7) before starting FSP to a range of $2,075- $3,454(2.36/7) 
after completing FSP. However for the control group participants monthly income 
started at a range of $0-$2,074 (1.60/7) 2 years ago and currently remain in the 
same range now (1.86/7). Results show that participants of the FSP had a more 
significant increase in monthly income than those who did not go through the FSP.

Business Development
BWM have a total of 45 businesses that started or advanced with their assistance. 
Of those 45 businesses twenty-nine were survey participants that own businesses 
and started or advanced their businesses through the servicing that Build Wealth 
MN and their partners provide. Survey participants explained that Build Wealth 
has helped them with their businesses by teaching them business techniques such 
as networking, marketing, creating and finishing business plans, budgeting, credit 
building or simply giving them support or advising. Build Wealth assisted 82% of 
survey participants with finishing their business plan, amongst all that had finished 
a business plan. 

The average annual sales level for program participants increased 

after completion of the Family Stabilization Plan with the top 10 

percent of program participants making over $250,000 year. 

Participants of the focus group expressed the impact that some of 

those businesses have on the community by stating, “Community 

businesses not only help organize a community but can help mobilize 

for the betterment of the community, and take on the issues and 

challenges collectively.” Participants even went as far as saying that 

Build Wealth Minnesota is a community business that fits within that 

category by servicing the Twin Cities at an affordable rate.
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Community Engagement 
Build Wealth strives to build communities by helping community members obtain 
sustainable housing and business ventures. Participants explained how increasing 
their equity on their home gave them the courage to become more active within their 
community, which has created a more comfortable living environment for their families. 

Being involved and engaged in the community also creates social wealth, according 
to the participants of the focus groups. “I think it also has to do with how a 
community can not only organize, but how a community can mobilize for the 
betterment of the community, and take on the issues and challenges collectively,” 
says a participant of the FSP. Volunteering and helping to improve community 
play a huge impact in creating social wealth and social capital. Social wealth only 
increases by helping and sharing with one another as far as helpful information, 
resources, skills, etc.

Focus group participants have defined social wealth as relationships such as 
close friends and family. Whether one’s social wealth is positive or negative is 
determined by how people receive you and your ability to communicate with 
others. “That’s (social wealth) your family and friends and, you know, what you’re 
doing and how you’re moving in the world. You know, how people receive you, 
welcome you, how they stay away from you, see you coming and go in the opposite 
direction.” Other participants define social wealth as your legacy or what you leave 
behind.

As mentioned earlier (see business development section) local businesses that 
had been started or advanced through the FSP provide the perfect opportunity 
for community engagement. These businesses contribute to the overall wellness 
of the communities allowing currency and wealth to flow within the community 
rather than outside sources. Providing communities with locally owned businesses 
help to supply services that are needed within a given community. Providing 
communities with locally owned businesses is a great way to give back to 
communities.

While observing the FSP class course, there was an emphasis the instructor (David 
McGee) put on the concept of giving back to the community. Giving back to the 
community includes but is not limited to tithing, volunteering or donating. 

“After becoming a homeowner I found out through a 
neighbor that I could become a part of the community board 
in order to help my neighborhood deal with a ‘problem 
house,’ said a focus group participant...That’s the kind of 
a social thing that I learned since I’ve been a homeowner, 
is talking and engaging with some of the neighbors.”
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Based on a 5 point scale (1 being from $0 to $299 and 5 being $1,500 or more; 
the score 0 for those who do not give) survey results indicated that the weighted 
average monthly range of giving back increased from 1.35/5 before starting FSP, 
to 1.48/5 during FSP and then again to 1.70/5 after completing FSP. However for 
the control group participants monthly range of giving back decreased 2 years ago 
from 1.73/5, to 1.60/5 1 year ago and now 1.47/5. These results also indicated that 
the percent of individuals who do not give back remained constant from 2 years 
ago (25.00%), to 1 year ago (25.00%) and have decreased currently (22.73%). 
Results show that participants of the FSP showed significantly more increase in 
monthly range for giving back than those who did not go through the FSP but 
showed a significantly lower percentage of individuals who converted from not 
giving back to giving back.

Social Return on Investment (SROI) 

Step 1: The scope of this analysis will cover aspects such as marriage, bettering 
relationships with spouse, foreclosure, mental health, transportation and housing. 
Stakeholders of this analysis would be the staff and board of Build Wealth MN, 
Sponsors of the FSP, the participants, local churches and the Metropolitan area.  

Step 2: The cost for participating in the FSP includes a $60 enrollment fee and 
then $108 per year, coming to a total of $276 for two years. Participation in the 
program leads to outputs that include increased financial knowledge and financial 
stability, values identified and long-term goals created. These outputs lead to 
outcomes such as obtaining a better relationship with spouse/significant other, 
avoiding divorce, giving back (volunteering or tithing) and avoiding a foreclosed 
home. 

Step 3: Forty-three percent of survey participants admitted that going through 
FSP has helped their relationship, N=44. Helping marriages can be monetized 
by the amount saved from not going into divorce, which is $15,000 according to 
Seeger (2013). 

Fifty-seven percent of participants admitted that after going through the 
FSP that they agree more with their spouse/significant other on financial 
situations. As mentioned earlier, conflict dealing with finances is the 
main cause of stress within relationships; with that being said the conflict 
resolution can be monetized by the amount saved from seeing relationship 
counselors. www.allaboutcounseling.com sets the average grand total of 
receiving marriage counseling comes to around $1,200. 
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As mentioned earlier in the results section, there was an increase in the amount 
of participants that engage in giving back to communities and/or churches after 
completing the FSP, while 99% of participants in the survey claim to give back to 
the community through tithes/volunteering. Giving back can be monetized by the 
amount spent on tithes, which is usually 10% percent of total income in which the 
Department of Numbers indicates that the median family household income for 
by size, family of 2 Minnesotans, was $63,654 in the year 2013. This suggests that 
churches would receive $6,365.40 extra annually per giver. 

Seventeen percent of participants of the SROI survey admit that the FSP helped 
them avoid foreclosure but 71% have never dealt with a foreclosure, raising the 
percentage of participants being helped to avoid foreclosure to 59%, N=58. 
Avoiding foreclosed homes can be monetized by the amount saved from not 
having to foreclose on a home, which is around $50,000 according to Guerra 
(2015). The annual budget of the FSP is around $368,436 and consists of 3 
separate courses ($122,812) and the average enrollment rate of in each course is 
around 27 participants.

During the focus group around 40% of the participants had gone through a 
different financial literacy program before FSP. Ninety-six percent of participants 
of the SROI survey admit that they have learned beneficial information that will 
last a lifetime through the FSP, N=57. By learning this information through the FSP, 
participants will save approximately $1,000 to $3,000 by not having to go through 
another financial literacy program according to Verne (2014).
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As mentioned earlier in the results 
section, average participants that are 
home owners had their homes increase 
in equity. According to the results of 
the equity tracker report, FSP strategies 
helped to increase home equity for 
homeowners by $1,912,649 for all 
participants who are homeowners that 
have gone through the program.



Step 4:
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(S)ROI Scenario for Participants
Initial 

Investment
Benefits Avg. # of 

Clients (S)ROI for Participants

SROI for helping marriages

 $276

$15,000  [$15,000 - 
$276]/ $276

$53.34 per every dollar spent for enrollment 
in the FSP

SROI for conflict resolution with 
spouse/significant other $1,200 [$1,200 - 

$276]/ $276
$3.35 per every dollar spent for enrollment in 

the FSP

SROI for giving back/volunteering $6,365.40 [$6,365.40  - 
$276]/ $276

$20.99 per every dollar spent for enrollment 
in the FSP

SROI for families avoiding 
foreclosures $50,000 [$50,000 - 

$276]/ $276
$180.16 per every dollar spent for enrollment 

in the FSP

SROI for participants who 
obtain reduced debt $7,563 [$7,563 - 

$276]/ $276
$26.40 per every dollar spent for enrollment 

in the FSP

SROI for participants who learned 
lifelong values/information $1,000 [$1,000 - 

$276]/ $276
$2.62 per every dollar spent for enrollment in 

the FSP

ROI for participants with increased 
home equity $15,938.74 [$15,938.74 - 

$276]/ $276
$56.75 per every dollar spent for enrollment 

in the FSP

ROI for participants with interest 
saved from Mortgage modifiers $108,030.36 [$108,030.36 - 

$276]/ $276
$390.41 per every dollar spent for enrollment 

in the FSP

Step 5:

(S)ROI Scenario for Participants
and Stakeholders

Initial 
Investment Benefits Avg. # of 

Clients
(S)ROI for 

Participants
(S)ROI for Funders
and Stakeholders

SROI for helping marriages

 $122,812.00

$15,000  12 $180,000.00

$1,843,019.60
-$122,812.00/

122,812.00

SROI for conflict resolution with 
spouse/significant other $1,200 16 $19,200.00

SROI for giving back/volunteering $6,365.40 27 $171,865.8

SROI for families avoiding 
foreclosures $50,000 5 $250,000.00

SROI for participants who 
obtain reduced debt $7,563 27 $204,201.00

SROI for participants who learned 
lifelong values/information $1,000 26 $26,000.00

ROI for participants with increased 
home equity $15,938.74 8 $127,509.92

ROI for participants with interest 
saved from Mortgage modifiers $108,030.36 8 $864,242.88

Totals $122,812.00 $205,097.50 - $1,843,019.60 $14.01



Conclusion
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Program
Participation
Perception
A common change mentioned among all three focus groups was the distribution 
of household roles. “…Everyone has their role now…didn’t at first, it was just all 
over the place…it’s more stable,” said a participant during the first focus group. 
After roles were distributed there was less conflict within the household; less 
conflict led to less stress. “Yes, definitely, stress-free now. We communicate 
better, no one’s fussing with each other; people know what they’re supposed to 
do. My two children are showing maturity and growth, and that’s the main thing 
I wanted.” 

Through the FSP program Build Wealth coaches and staff teach financial concepts 
through real life examples that help participants recognize what they truly value. 
As a focus group participant in the first focus group session explained “…the 
emphasis is on family and how to create wealth through generations, talking about 
psychological things, talking about your value systems, ‘cause if you don’t have 
those value systems then you don’t see the value. Money is not good and it’s not 
evil. It is what the [person] that’s utilizing it assigns to it.”

 1 PROGRAM PARTICIPANT PERCEPTION
    
 2 SUB PROGRAM PARTICIPANT PERCEPTION
   
 3 DISCUSSION

 4 PROGRAM STAFF / COACH PERCEPTION
 
 5 BENEFITS / LIMITATIONS

 6 IMPLICATIONS      
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Program Participation Perception
After gaining an understanding of one’s values, participants set long term goals. 
Many of the participants’ long term goals indicated that children were their most 
important value. Some participants even explained how the FSP helped improve their 
relationship with their children. 

Although most participants had positive changes within their family, there were 
a few exceptions. One participant stated “I can’t say that things have been less 
stressful…if I hadn’t lost my job and my home, and everything, along with loved ones, 
things probably would be a lot different as far as stress and things like that…” This 
implies that other factors may or may not have contributed or taken away from the 
benefits of going through the FSP. In general, participants agreed that FSP helped 
them get through their hardships more efficiently than if they were all on their own.

Many of the focus group participants agreed that children reap benefits of what 
parent’s learned during FSP. 

Participants explained that after completing FSP not only did their children gain more 
financial knowledge but their academic lives improved as well. One participant noted 
that before establishing roles and responsibilities their child had numerous absences 
from school and failed classes. After learning how to distribute roles their children’s 
attendance in school increased and their grades improved as well.  

 

“It’s not just a program that I graduate from…this is something 
that I’m leaving for my grandchildren and children, as well.”
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“For me, it (FSP) basically saved my relationship with my son because prior to 
coming to Build Wealth, I hadn’t actually started foreclosure or anything like that. 
I was working two jobs and never got a chance to see my son, while trying to save 
the house. My son started hanging out with the wrong type of people because I 
was never home. When I entered into the program it helped me, with my coach, 
to re-evaluate everything. He asked if my credit score and this house were more 
important than my son. I hadn’t even really realized it, because I was just so busy 
in survival mode, trying to keep the house and trying to keep everything going. So I 
when I sat down and re-evaluated everything, my son was the most important thing. 
I was trying to provide a safe, stable environment for him but what I was actually 
doing was neglecting him by trying to provide that safe, stable environment. I 
came to the decision that I’m just going to let the house go. It was a bad decision 
and a bad investment. I started spending more time with my son and we started 
rebuilding our relationship. Now we have a really good relationship,” Participants 
agreed that they’ve grown from just letting life happen to actually being a 
participant of life and enjoy it’s many fruits.



Participants with children who did not commit to or respect, the new rules and 
roles within the household found themselves having to force their child to pay a 
bill on their own or even find a new place to live. One participant explained that 
after forcing her son to pay the cable bill in his individual room he gained a new 
respect and understanding of the privileges his parent provided. Another participant 
explained how after she forced her son to find a place of his own, she saw significant 
growth in maturity and money management. Both participants stated that their 
relationship with their child was rocky after making those adjustments but as 
time went on their children respected them and grew in areas making them more 
responsible and better members of society. 

When asked how FSP has influenced individual social wealth, most participants felt 
David McGee planted the seed of social wealth through his value-based teaching 
methods. They acknowledged that social wealth starts at home (internal) and then 
extends to the community (external). Participants explained that they have begun to 
engage with their community more as recommended in FSP. 

Another participant declared: “I learned since I’ve been a homeowner. I’ve talked and 
engaged with some of the neighbors who are on the same page as me that they don’t 
want that crap (problem house) in their neighborhood.” As a result this participant 
has become part of the neighborhood board and helped implement positive changes 
in her neighborhood.

Participants also explained how they expanded their social wealth by giving back to 
their community and churches. Many participants now understand the gift of giving 
was as important as the gift of receiving. As a result participants were more engaged 
in tipping and tithing at their local churches. Participants also shared information 
about the FSP program with others.

Participants recounted examples of using their social wealth in positive ways rather 
than misusing social wealth or power against perceived enemies or antagonists. For 
example, after being appointed to the neighborhood board the participant previously 
mentioned, “To be able to make those kinds of decisions. I don’t want to put 
someone out their home, but at the same time you need to respect your neighbors 
and others around your community.” Though this decision was set to benefit the 
neighborhood as a whole, the power earned by this individual could have easily been 
misused against a neighbor.
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“The program took away a lot of my stress 
and  I’m actually outgoing and do more in the 
community now.” 



Participants explained they felt more at peace, confident and comfortable. Some 
admitted to feeling like a better person in general; they described a sense of 
contributing to life and encouragement to move forward. “I came into the program 
on my ‘queendom’, if you will, but what it has done for me is it’s made me a better 
person, and it really has underscored being a long-time proponent of lifelong 
learning.” Participants learned to set goals and develop the steps to complete a plan 
to achieve those goals; in focus groups they talked about being in control of their 
lives and transforming from victim to victor. 

A common theme from the focus groups were comparisons between other financial 
literacy programs and the FSP program. They described FSP as a unique family/value 
system based approach that motivated them to make changes that improved overall 
well-being rather than just financial management. “As far as financial literacy, this 
program is unique because of the perspective of looking at the family.” 

Participant Suggestions  
One suggestion was to incorporate more programming to manage emotional and 
psychological stress. Participants valued kind words of encouragement as well as 
advice from the Executive Program Administrator, Regina McGee, which helped 
give them emotional relief, but they desired more programming designed to support 
emotional health. 

Class sizes were also mentioned. Participants felt that the course would be more 
personal and in depth if the classes were smaller. Participants also suggested adding 
a day where those who had completed the program shared their testimonies and 
progress; former participants could form an alumni group.
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Concluding quotes The focus group participants articulated gratitude for 
the FSP program. “I just want to say thank you to the program, as it is moving 
me a little more quickly on my journey to self-actualization.” “I know from 
the program that I have the tools to continue moving forward.” “The biggest 
thing these programs (FSP and partners) have done for me is realizing the 
value of teamwork. We often get caught in the ‘I can do it;’ teamwork is 
what makes it.” When asked to describe FSP and explain how their feeling 
about themselves had been modified, adjectives included amazing, peaceful, 
accountable, confident, feel good, knowledgeable, matriarch, empowered, 
powerful, joyful, balanced and less stressed. 

“Now my blood pressure has gone down, so I’m more at  
peace with my inner self, and able to communicate without 

yelling. I’m more confident, you know; I approach things 
differently, I think things through more.”
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Sub Program
Participant
Perception

New Dimensions Men’s Project

By participating in the New Dimension Men’s Project, participants 
felt they became better in multiple areas. In phone interviews, 
participants claimed to be a better father, brother, husband, 
man of faith and member of society; while 75% of interviewees 
described being a better son towards their parents (the other 
25% have deceased parents). Some participants mentioned that 
the NDMP had helped them to understand the mistakes they’ve 
made as parents and significant others; it helped them develop the 
strength to be more present in their children’s lives. One participant 
explained how he now limits the amount of “significant others” he 
has in his life. Other participants told stories of how their spirituality 
has been strengthened by the weekly ‘Table to the Floor’ activities. 
They now felt closer to God by better following scriptures and 
developing a greater awareness of God’s presence in their lives.

Not only were participants able to better fulfill their roles, their 
overall interactions with other men improved. “The ‘Table to the 
Floor’ has helped me to mature… I don’t feel alone in my everyday 
struggles,” said one interviewee. All interviewees agreed that the 
NDMP provided fellowship and opportunities to bond with other 
men. Ninety-one percent of interviewees  admitted they were more 
confident in mentoring others as well as more able to relax and 
accept being mentored. The NDMP helped 63.64% of interviewees 
learn to take a break from everyday stressors. One participant 
commented, “Stress that life throws at you needs to be relieved.” 
Although one interviewee explained that it can get stressful when 
members of NDMP disagree, 72.73% of interviewees agreed that 
NDMP helped them to relieve stress. “It (‘Table to the Floor’) helps 
me get through my weeks,” says one participant. 
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While their interaction with other men improved, the interviewees also mentioned their social 
wealth had increased as well. When asked what being socially wealthy meant, a common theme 
was the power of relationships, and ability to gain and maintain those relationships. Some 
interviewees had definitions that related to wealth in general, stating that social wealth means 
they’re financially secure. When asked about finances, 54.55% of interviewees said their financial 
situations had improved from either the NDMP or a combo of the FSP and NDMP. Interviewees 
explained that developing social wealth included being able to deal with and participate in 
society and community and environment; being able to give back. “By plugging into humanity one 
receives and will be provided with things according to their holistic values,” said one interviewee. 
Another way of gaining social wealth is by simply fellowshipping with brethren. “Coming to the 
table (table to the floor) helped with my communication skills. Before I felt withdrawn from 
communication,” said another interviewee. 

To better understand the outcomes of NDMP, interviewees were asked to share their most 
notable outcomes. Most interviewees described feeling more mature, which helped to build 
character. Others explained the program helped them to maintain their composure and keep 
focused on the right path even during times of hardship and failure. During times of hardship and 
failure, all interviewees felt that NDMP provided opportunities to communicate, fellowship  during 
the getaway trips, meet a variety of men from different places and learn from one another, all of 
which helped them stay relaxed and maintain a positive state of mind. All of the interviewees also 
agreed that the program had helped to bring them closer to God. One interviewee mentioned how 
the program had helped him to lower his bills by $200.

60

“Most come damaged. God wants you to learn to 
depend on him and being independent while still 
walking with the lord.”



Program
Staff/Coach
Perception

Program staff and participants agreed that the Family 
Stabilization Plan was an effective program with 
significant outcomes for families and communities but 
could be improved in a couple areas. Both the program 
staff and participants felt that increasing the staff at Build 
Wealth MN would help more families, lower the number 
of clients assigned to each coach and decrease the size of 
classes or cohorts. Since the program started, participants 
have grown from around 20 families a session in 2009 to 
150 families in 2015, which are divided among 6 coaches.  
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Executive Program Director of Build Wealth MN, David McGee, stated that the increase of 
families have caused growing pains and that an ideal staff for the growing number of participants 
would consist of 9 full time, 3 part time and 6 volunteer employees. Obtaining a full staff would 
only increase the Family Stabilization’s impact on program participants by allowing the staff at 
Build Wealth MN to deal with fewer clients at a time, enabling them to focus more on individual 
needs. 

As mentioned both the program staff and participants agreed that the Family Stabilization Plan 
is an effective program with most of the credit going to the value based program model. Both 
the program staff and participants agreed that they would like to see the Family Stabilization 
Plan program model expand, to reach more families. Furthermore, there is a need to implement 
education and support for young adults and late adolescents. This initiative should reach and 
create long-term development in the youth who will give back to their communities. Program 
Director David McGee also expressed the need to develop a sub program that replicates the New 
Dimension Men’s Project for women. Implementing holistic programs for specific cohorts that 
interact could exponentially expand the SROI for communities. Furthermore, David McGee has 
a goal to expand the model regionally and eventually nationwide. Continued rigorous program 
evaluation can add to the knowledge base of family financial management and stress.
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Discussion
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The results of the study support the hypothesis that the FSP program improved the financial, 
psychological and socio economic well-being of the participants. The findings are consistent with 
research that financial stress negatively influences emotional health (Verne, 2014). The findings 
suggest that lowering financial stress through financial literacy lowers stress and anxiety, and 
increases life satisfaction. 

The results also support Grinstein-Weiss et al. (2012) findings that a major outcome of financial 
literacy is asset accumulation through changes in individuals’ attitudes, behaviors and decisions 
that improve their financial and social well-being. The findings of the present study add a 
numerical value to social aspects in order to gain a better understanding of outcomes and the 
return on investment that can not be measured in currency but influences the family by improving 
well-being and avoiding crises such as foreclosure or divorce. The findings of the current study 
also support the research of how finances of families have on economic aspects by Hung et al 
(2009).  By gaining financial literacy FSP participants showed improvement in aspects controlled 
by the economy such as transportation cost and APR rates. 

The findings expand the evaluation by Bowie (2010) by analyzing quizzes that measure 
comprehension. The mean scores of the quizzes showed that participants scored over 75% for 
each quiz implying that the majority of the content taught in FSP is comprehended. Financial 
coaches offered by BWM monitor the application of FSP principles in real life settings. The efforts 
of the coaches help to assure that decisions are not made contrary to FSP principles and smart 
consumer financial decision-making takes place. This counters any possible issues with financial 
literacy programs according to Carlin & Robinson (2012).
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Benefits/
Limitations
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Benefits of this study included real life data, including qualitative testimonies, interviews, and 
focus groups as well as quantitative statistical analysis of the FSP participants.  A combination 
of qualitative and quantitative data strengthen the analysis and triangulated interpretation. The 
primary researcher, the child of an African American leader of the Twin Cities community David 
McGee (CEO of BWM), had keen understanding, knowledge and exposure to the program before 
the research. Trained researchers were consulted on the project; it was a collaborative effort of 
the staff and officials of Build Wealth Minnesota, Dr. Bruin in Housing Studies, and the Center 
of Urban and Regional Affairs at the University of Minnesota. Multiple aspects of each category 
were evaluated to increase the validity of the study. A large sample (20%) represented the 
program population so findings were assumed to be generalized enough to the entire population 
of FSP participants. 

Limitations of the study include the primary researcher being the child of the Program director and 
CEO of BWM. To bracket biases, University of Minnesota’s full professor Marilyn Bruin (Housing 
Studies Program Director an, Associate Journal Editor of Housing and Society) was consulted on 
qualitative data collection and analysis. Another limitation included the reliance on self-reported 
surveys and focus group responses. Participants recalled occurrences from events that may have 
happened up to four to five years prior. The data describes and measures outcomes of program 
participants. They were compared to individuals who have not completed the program. Other 
factors may have caused the improvements reported in this study. However, researchers were 
unable to control for other outside contributing factors.
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Implications
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Future research should include comparative analysis of FSP to other financial literacy programs. 
Further research is needed to measure personality characteristics of participants to help 
understand what type of personalities benefit most from the FSP and how. Understanding how 
the program impacts different personalities may result in an adjustment to the delivery method of 
concepts to increase the impact, comprehension and effectiveness of the program. Research may 
also help inform how the program works in different groups.

This study will be used to highlight the subjective and objective outcomes of the FSP program and 
BWM. Empowering communities is the goal of BWM; the program begins with the families who 
create communities. FSP’s goal is to exemplify best practices in the state of Minnesota by helping 
families develop financially, socially and economically to improve the community as a whole.  
Specifically, findings in this research study imply that participants will show relatively higher 
improvement in various areas of life such as credit, housing debt, social return on their investment 
(for investors and stakeholders as well), businesses, equity accumulation, stress levels, anxiety 
levels and life satisfaction level, after the FSP program. However non-participants also have 
decreased spending on transportation and monthly housing burden but generally at lower rates 
than FSP participants. 

Qualitative results also imply that class sizes are becoming too large, possibly leading to a 
disconnect between the instructor and participants. Participants suggested that creating a FSP 
alumni group would be great inspiration to new participants. Analysis from NDMP interviewees 
suggested the men’s program has a huge impact in their lives. Implementing a women’s program 
may also benefit women similarly, who are the majority of FSP participants.  
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Appendix A 

Financial  

1. What is your approximate average monthly household income? 

 $0-$2,074 $2,075-
$3,454 

$3,455-
$5,524 

$5,525-
$6,909 

$6910-
$7,944 

$7,945 
and up 

N
/
A 

Before Family Stabilization 
Plan        

During Family Stabilization 
Plan        

After Family Stabilization Plan        

2. What do you spend the majority of your income on? 

Bills/ Mortgage/ Rent 

Food/ Groceries 

Transportation 

Family  

House Hold/Personal Products 

Entertainment 

3. My current employment is... 

A career choice (ex. suits education, calling/dream job) 

A job just to get bills paid 

Temporary until things get better (ex. underemployed) 

Does not pay me what I feel I am Worth 

Other (please specify) 
 
 

4. My current employment fits my needs 

Yes 

No 

I am unemployed 
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5. I would consider a job change if... 

 Education attainment increased 

Job training was available 

Past record was not a problem 

Better Transportation 

Job paid more money 

Other (please specify) 
6. What is your approximate credit score? 

 519 and 
under  520 – 579 580 - 679 680 - 880 880 – up 

Before Family Stabilization Plan      

During Family Stabilization Plan      

After Family Stabilization Plan      

7. What is your approximate monthly cost Burden? [Formula: Housing (Rent or 
Mortgage) divided by Gross Monthly Income]  

 Below 30% 30% - 34% 35% - 39% 40% - 44% 45% and 
above 

Before Family Stabilization 
Plan 

 
     

During Family Stabilization 
Plan      

After Family Stabilization Plan      
 

 

8. What range would your housing equity fall into? (House value minus what you owe) 

 $-20,000 
to $0 

$0 to 
$19,999 

$20,000 to 
$39,999 

$40,000 to 
$59,999 

$60,000 
and up 

Don't 
own a 
home 

Before Family Stabilization 
Plan       

During Family Stabilization 
Plan       



74

After Family Stabilization 
Plan       

9. What is your monthly range for savings? 

 $0 - $299 $300 - 
$749 

$750 - 
$999 

$1,000 - 
$1,499 

$1,500 or 
higher 

I don't 
save 

Before Family Stabilization 
Plan       

During Family Stabilization 
Plan       

After Family Stabilization 
Plan       

10. What is your monthly range for giving back (Tithes, donations, volunteer)? 

 $0 - $299 $300 - 
$749 

$750 - 
$999 

$1,000 - 
$1,499 

$1,500 or 
more 

I don't 
give back 

Before Family Stabilization 
Plan       

During Family Stabilization 
Plan       

After Family Stabilization 
Plan       

11. Family Stabilization Plan has helped me improve... 

My income 

My credit 

My monthly cost burden 

My Equity 

My saving 

My efforts to give back (ex. tithes, donations, volunteer) 

None 

Other (please specify) 
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Appendix B 

Social Return On Investment Survey 

1. Marital status 

 Single Married Engaged Divorced 
Before Family Stabilization 
Plan     

During Family Stabilization 
Plan.      

After Family Stabilization 
Plan.     

2. Has the Family Stabilization Plan helped your marriage in anyway? 

 No 

If your answer is yes, then how? 

 
3. My spouse or significant other was on the same page (accord) when it comes to finances... 

 Yes Sort of No 
Before Family Stabilization 
Plan    

During Family Stabilization 
Plan    

After Family Stabilization Plan    

4. My parents/guardians have taught me to... 

Bank 

Save 

Budget 

Give (ex. Tithes/offering, donations, services) 
5. Do you have children? 

Yes 

No 
 

6. I have taught my children to... 



76

 
Before Family 
Stabilization 

Plan 

During Family 
Stabilization 

Plan 

After Family 
Stabilization 

Plan 
N/A 

Save     

Budget     

Give (ex. Tithes/offering, donations, 
services)     

7. My social wealth (Networking + Relationship Building) has increased since completing 
the Family Stabilization Plan 

 No 

If yes, by approximately how many people? 
 
8. Has the Family Stabilization Plan helped you to avoid foreclosure? 

Never dealt with foreclosed home 

If yes, then how? 
 
9. Do you feel the Family Stabilization Plan has taught you beneficial values that will last a 
lifetime? 

 Yes 

No 
10. My relationships with the following have improved since completing the Family 
Stabilization Plan 

Creditors 

Family members 

Co- workers 

Friends 

Financial institutions 
11. How many people outside of your household have benefitted from what you 
have learned from the Family Stabilization Plan? 

 
12. I have reprioritized my values in a more productive way since being in the Family 
Stabilization Plan program?  

Yes 

No 
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13. What were the most important priorities to me Before Family Stabilization Plan? 
(Rank from 1 to 8) 

Family 

Education 

Housing 

Employment 

Savings 

Credit 

Faith 

Social Wealth (Relationships & Networking) 

14. What were the most important priorities to me after the Family Stabilization Plan? 
(Rank from 1 to 8) 

Family 

Education 

Housing 

Employment 

Savings 

Credit 

Faith 

Social Wealth (Relationships & Networking) 

15. Do you follow the Build Wealth MN Facebook Page? 

Yes 

If no, there will be a link in the email that this survey came in. It will look like 
this https://www.facebook.com/buildwealthmn?ref=hl 
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Appendix C 

Business/Entrepreneur Survey  

1. Has your business been started or advanced through Build Wealth MN's programming? 

Yes 

No 
2. In what ways has Build Wealth MN's progressing assisted you or your business? 

Example #1  
Example #2  
Example #3  

3. In what ways has Build Wealth MN's programming limited you or your business? 

Example #1  
Example #2  
Example #3  

4. Did you complete a business plan? 

Complete Plan 

Executive Summary 

Financial Projections 

Marketing Plan 

Other 

Didn't complete one 
5. Who did you complete your business plan with? 

Who did you complete your business plan with?  Build Wealth Minnesota 

Partners in association with Build Wealth Minnesota 

By yourself 

Other 

Didn't complete one  
 

6. Did Family Stabilization Plan help start/strengthen Business expansion? 

 Yes 
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No 
7. What were your barriers (issues) with starting/advancing your business? 

 Before Financial 
Literacy 

During Financial 
Literacy 

After Financial 
Literacy 

Access to Capital (ex. Funding)    

Accounting/Legal    

Marketing    

Technology (ex. social media, web 
design, etc.)    

Other    

8. Rate your barriers (issues) with starting/advancing your business 

 Not an 
issue 

Withstand 
able issue 

Moderate 
issue 

Major 
issue 

Severe 
issue 

Access to Capital (ex. Funding)      

Accounting/Legal      

Marketing      

Technology (ex. social media, web 
design, etc.)      

Other      

9. What is your annual sales level? 

 $0-$10,000 $10,001-$50,000 $50,001-$250,000 $250,000 
or over 

Before Family Stabilization Plan     

During Family Stabilization Plan     

After Family Stabilization Plan     

10. What does your Business still need support with? 

 Before Financial 
Literacy 

During Financial 
Literacy 

After Financial 
Literacy 

Access to Capital (ex. Funding)    
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Accounting/Legal    

Marketing    

Technology (ex. social media, web 
design, etc.)    

Nothing    

Other    
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Appendix D 

Emotional Health 

1. How would you rate your stress level? 

 No Stress Low Stress Moderate 
Stress High Stress Severe 

Stress 
Before Family Stabilization 
Plan      

During Family Stabilization 
Plan      

After Family Stabilization 
Plan      

2. What are your main causes of Stress? 

Finances (ex. Credit, Income, Bills, High Cost of Housing) 

Social issues (ex. Family, Friends) 

Economic issues (ex. Transportation, Equity, Entrepreneurship) 

Education 

Work (ex. issues with boss, coworkers, too many/not enough hours) 

Faith (ex. Religion) 

Health 
3. How would you rate the amount of stress each option gives you? 

 No 
Stress 

Low 
Stress 

Moderate 
Stress 

High 
Stress 

Severe 
Stress 

Financial issues (ex. Credit, income, High 
Cost of Housing, Bills)      

Social issues (ex. Family, Friends)      

Economic issues (ex. Transportation, Equity, 
Entrepreneurship)      

Education      

Work (ex. issues with boss, coworkers, too 
many/not enough hours)      

Faith (ex. Religion)      

Health      
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4. How would you rate your anxiety level? 

 Calm. Aroused Panic 
Before Family Stabilization 
Plan    

During Family Stabilization 
Plan    

After Family Stabilization Plan    

5. What are your main causes of anxiety? 

Finances (ex. Credit, Income, High Cost of Housing, Bills) 

Social issues (ex. Family, Friends) 

Economic issues (ex. Transportation, Equity, Entrepreneurship) 

Education 

Work (ex. issues with boss, coworkers, too many/not enough hours) 

Faith (Ex. Religion) 

Health 
6. How would you rate the amount of anxiety each option gives you? 

 Calm Aroused Panic 
Finances (ex. Credit, Income, High Cost of 
Housing, Bills)    

Social issues (ex. Family, Friends, Community)    

Economic issues (ex. Transportation, Equity, 
Entrepreneurship)    

Education    

Work (ex. Issues with boss/coworkers, too 
many/not enough hours)    

Faith (ex. Religion)    

Health    
 

7. How would you rate your life satisfaction? 

 Very 
dissatisfied Dissatisfied Content Satisfied Very 

Satisfied 
Before Family Stabilization Plan 
program      
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During Family Stabilization Plan 
program      

After Family Stabilization Plan 
program      

8. What gives your life the most satisfaction? 

Financial stability (ex. Bills paid, Good Credit, Low debt) 

Social aspects (ex. Family, Friends, Relationships) 

Economic stability ( ex. Entrepreneurship success, High equity, stable Transportation) 

Education 

Occupation 

Faith (ex. Religion) 

Health 
9. How satisfied are you with each option? 

 Very 
dissatisfied Dissatisfied Content Satisfied Very 

Satisfied 
Financial stability (ex. Bills paid, Credit, 
debt)      

Social aspects (ex. Family, Friends, 
Relationships)      

Economic stability (ex. Transportation, 
Equity, Entrepreneurship)      

Education      

Occupation      

Faith (ex. Religion)      

Health      
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Appendix E  

CONSENT FORM 
Family Stabilization Program 

Background Information 
You are invited to participate in a research study about the influence of the Family Stabilization 
Program (FSP) on you and your family. You were selected as a possible participant because you 
participate in FSP. We are seeking your input to better understand your experience, goals, and 
motivations to participate in FSP and how the education and tools of the program influence your 
family life. 
Procedures 
If you agree to be in this study, we will ask you to participate in a focus group interview asking 
for your opinions and needs. We will not anyone to share confidential information about you.  
Rather we want your own opinion. We will ask focus group members to refrain from sharing 
information shared in the interview. 
Risks and Benefits of Participating in the Study 
The study poses minimal risks. Interview questions will ask for your opinion, along with your 
needs and desires. You may refuse to answer any question that may make you uncomfortable. 
Compensation 
There is a $30 gift card offered as compensation with this research study. 
Confidentiality 
Interview answers and observation notes will be kept confidential. No individual will be named 
on interview or observation sheets, as well as any reports or presentations made on behalf of 
FSP. Final reports and presentations will not include any information that will identify a 
participant. 
 
Research records will be kept in a secure, safe location at the University of Minnesota and only 
researchers will have access to those materials. All data, records, and potential photographs will 
be securely destroyed and shredded at the 10 years after completion of the study. 
  
Voluntary Nature of the Study 
All participation in this study is voluntary. The decision of whether or not to participate in the 
study will not affect your relationship with your FSP (including staff and administration) or the 
University of Minnesota. If you decide to participate in the study, you are welcome to refuse any 
answer or withdraw your participation at any time without affecting the aforementioned 
relationships. 
  
Contacts and Questions 
Any questions or comments you may have about the project, interviews, observations, 
photographs, reports, or presentations may be directed to Dr. Marilyn Bruin, mbruin@umn.edu, 
(612) 624-3780. Any questions you may have now or later are welcomed. 
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If you have any questions or concerns of the study that you would like to discuss with someone 
other than Dr. Marilyn Bruin, you are encouraged to contact the Research Subjects’ Advocate 
Line, D528 Mayo, 420 Delaware Street SE, Minneapolis, MN 55455, or (612) 625-1650. 
  
Participant signature______________________________________Date_______________ 
  
Investigator signature_____________________________________Date_______________ 
   
Investigator signature_____________________________________Date_______________ 
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Appendix F 

FSP Focus Group Questions 

1.     When you think back to the ways people managed their money before taking this course, 
what are the habits that often got people into money trouble? 

a. What habits and attitudes cause problems? 

b. Examples of myths or misinformation that cause problems? 

c. Values? 

2.     In your opinion, how has FSP changed families? We are interested in hearing about how 
families changed; does it change the behavior of the family? Stress/anxiety? Money 
management? Long-term goals? Social awareness? Housing? 

3.     How has the change in your family influenced the relationship with your spouse/significant 
other? 

a. Agreeableness on financial decisions? 

b. General arguments 

c. Parenting 

4.     Describe how the change in your family has influenced your children? 

a. Education 

                                              i.  Attendance in school? 

                                             ii.  Calls home from school? 

                                           iii.  Grades 

b. Money management 

                                              i.  Spending habits 

                                             ii.  Saving habits 

c. Behavior 

                                              i.  Disciplinary 

                                             ii.  Relationship with siblings 
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                                           iii.  Acceptance of role in family 

5.     Define Social Wealth? 

6.     Describe how FSP has influenced your social wealth? 

a. Engagement with community 

b. Resources 

c.       Relationships 

7.     How do you feel about yourself after participating in FSP? 

8.     Is there anything else you want to tell us about your experience with FSP? Is there anything 
else we should be asking? 
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Appendix G 

Email to Family Stabilization Participation For Focus Groups 

Dear Family Stabilization Plan participants, 
  
You are being asked to participate in a focus group study as a part of the reevaluation of the 
Family Stabilization Plan program. There will be a $20 cub foods or gas card given for your 
presence in the group study if you choose to participate. There will be a total of 3 sessions that 
last up to 90 minutes each. The meetings will be held at the Build Wealth MN office on 2100 
Plymouth Ave. N Minneapolis 55411. Group sessions will be held from 1 pm to 2:30 pm on 
Saturdays: February 28th, March 7th and March 14th. Eight to fifteen participants are needed for 
each session and will be accepted for the date of their choice on a first come first serve basis. For 
questions or to RSVP contact Marilyn Bruin by phone: 651-497-9687 or by email: 
mbruin@umn.edu 
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APPENDIX H 
Credit Smart: Modules 1-3 Quiz 

 
1.  T F    Good credit is important for achieving long-term goals, not short-term ones. 
2.  T F    Financial stability requires discipline and knowledge about how credit works. 
3.  T F    If you can’t save 10% of your income, it isn’t worth it to open a savings account. 
4.  T F    You can expect to reach a medium term year within 1 to 5 years. 
5.  T F    Setting goals makes managing your finances easier. 
 
Fill in the Blank: 
 
6. A ________  ________ helps you combat the temptations of spending and take control of your 
money. It requires you to prioritize and distinguish your needs from your wants. 
 
7. When expenses stay the same every month, they are called ___________ expenses. When they 
change from month to month, they are called ____________ expenses. 
 
Multiple Choice: 
 
8. Credit… 
 
a. Reflects your reputation as a debtor. 
b. Is a right to which everyone has access. 
c. Grows based on a demonstrated willingness and ability to repay debt. 
d. Both A and C. 
 
9. Children should learn to… 
a. Work for it rather than just wish for it 
b. Save their own money 
c. Take care of their own possessions 
d. Learn how to comparison shop 
e. All of the above 
 
Short Answer (Open Book): 
 
List three of the steps for developing a successful spending plan.  
 
 

List three tips for using credit cards wisely. 
 
 
 
Write down your top financial goals and the target dates for reaching them. 
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APPENDIX I 

Credit Smart: Modules 4-6 Quiz 
 
True or False: 
 
1.  T F    Keeping savings at home is risky and costly compared to using a bank. 
2.  T F    Interest is the money the bank earns from letting you use its resources. 
3.  T F    You should wait until you have stable income before establishing credit. 
4.  T F    Partners in a relationship should apply for credit in their own names. 
5.  T F    If you are turned down for credit, apply somewhere else immediately. 
6.  T F    Owing 70% or less of the maximum on a line of credit protects your credit score. 
 
Fill in the Blank: 
 
7. The three types of accounts typically used by credit grantors are ___________ (I), 
_______________(R), and _____________(O). Hint: Examples of each of these are student 
loans (I), credit cards (R), and cell phones (O). 
 
8. The three national credit reporting agencies where you can get a free annual credit report are 
________________, _________________, and _________________. 
 
Multiple Choice: 
 
9. Building a relationship with a financial institution can NOT help you: 
a. Establish a credit history 
b. Fix errors on your credit report 
c. Save more money 
d. Get a loan or mortgage 
 
10. You can demonstrate your stability to creditors by: 

a. Having 2 year of stable income and employment 
b. Having 2 or more children 
c. Having 2 or more residences 
d. Both A and B 

 
Short Answer (Open Book): 
 
11. List three things that are not considered in calculating a person’s credit risk (page 99). 
 

12. List three of the most helpful tips for raising your credit score (page 101). 
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APPENDIX J 

Credit Smart: Modules 7-9 Quiz 
True or False: 
1.  T F    Trying to understand how lenders think isn’t worth your time. 
2.  T F    Check cashing services are more expensive than using a bank or credit union. 
3.  T F    Payday loans are very expensive, but they are still legal in all 50 states. 
4.  T F    You can take out a home equity loan or line of credit without risk to your home. 
5.  T F    Garage sales and second jobs are sometimes good steps to restoring credit. 
 
Fill in the Blank: 
6. A ____________   ______________ mortgage (PPM) requires that you pay a fee if you repay 
your entire loan too quickly. However, this type of mortgage might have lower _____________ 
rates. 
 
7. Three of the warning signs of credit problems are 
___________________,   ___________________, and _________________. 
 
Multiple Choice: 
 
8. What factor do lenders NOT consider when rating your creditworthiness? 
a. Do you have sufficient income? 
b. Do you have savings that can be liquidated? 
c. Do you have a good track record giving back to the community? 
d. Do you have a good credit history? 
e. Is there property that can be used as security against a debt? 
 
9. Which of the following is not a credit trap? 
a. Rent-to-own products with a monthly rental fee 
b. Cash advance loans with interest and fees 
c. Direct withdrawal bill payments 
d. Instant income tax refunds 
e. Phone and internet solicitations 
 
10. What is one way you should NOT cope with a financial crisis? 
a. Pay yourself first. 
b. Seek help from local nonprofits. 
c. Call the lender. 
d. Pay off the mean creditors first to reduce stress. 
e. Don’t give up. 
 
Short Answer (Open Book): 
11. How can you protect yourself against identity theft? 
 
12. What are some of the Better Business Bureau’s tips for home repair? 
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APPENDIX K 

Credit Smart: Modules 10-12 Quiz 
 
True or False: 
1.  T F    With the right attitude and focus, you can achieve your financial goals. 
2.  T F    Fixed-rate mortgages can have variable payments. 
3.  T F    Credit companies are eager to lend you more money when you own a home. 
4.  T F    Get quotes from at least 10 lenders before deciding on a loan. 
5.  T F    Regular maintenance is important in keeping the value of your home high. 
 
Fill in the Blank: 
 
6. Fill in one tip for reaching each of the following steps to financial success. 

Securing your future.  _______________________________________ 
Keeping your credit in good shape.  _______________________________________ 
Thinking long-term.  _______________________________________ 
Hope for the best; prepare for the 

worst.  _______________________________________ 
 
7. What are the four components of a mortgage payment? (Hint: PITI) 
______________________________________________________________________________
___________________________ 
 
Multiple Choice: 
 
8. Which of the following costs are NOT associated with buying a home? 
a. Savings for a down payment 
b. Closing costs and moving expenses 
c. Mortgage payments and maintenance expenses 
d. Homeowners insurance and property taxes 
e. None of the above 
 
9. Homeowner’s don’t seek help when they get behind in mortgage payments because: 
a. They think they can handle it on their own 
b. They think the lender benefits by taking ownership 
c. They are embarrassed or scared 
d. They don’t know lenders can help 
e. All of the above 
 
Short Answer (Open Book): 
 
10. Values help shape your financial goals. What do you value? 
11. Where can you get help choosing a mortgage that is right for you? 
12. What are some good alternatives to foreclosure? 
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APPENDIX L 

Quiz 1: Budgeting to Create Savings 
True or False: 
 
1.  T F    Your gross income is less than your net pay. 
2.  T F    Paying down debt is sometimes more important than having food and medicine. 
3.  T F    If you make a lot of money, you should worry less about your spending habits. 
4.  T F    You should keep important financial papers distributed around your home. 
5.  T F    A tax deduction is subtracted directly from the taxes you owe. 
 

Multiple Choice: 
 
6. Which of the following are types of savings accounts you should try to build? 
 
a. A put-and-take account for periodic expenses 
b. An emergency savings account 
c. Retirement savings account 
d. Both B and C 
e. All of the above 
 
7. Which is NOT an effective way to combat the effects of advertising? 
a. Go to the store with a list 
b. Always buy things when they are on sale 
c. Mute TV commercials 
d. Opt out of junk mail and telemarketing 
e. Ask yourself, “Is this part of my spending plan or can it wait?” 
 

Short Answer (Open Book): 
 
8. List three of your favorite thriftiness tips from page 9. 
 
 
 

9. List three of your favorite ideas for raising money-smart children from page 12. 
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APPENDIX M 

 
Quiz 2: Debt Reduction and Asset Building 

 

True or False: 
 
1.  T F    Your debt-to-income ratio includes housing costs, credit cards, and loans. 
2.  T F    If you miss a credit card payment, the lender can raise your interest rate. 
3.  T F    All consumer credit counseling services help you set up a debt management plan. 
4.  T F    An asset is something that you own that has lasting or growing value. 
5.  T F    It is safer to buy a mix of investments and hold them over long periods of time. 
 

Multiple Choice: 
 
6. Living debt-free is a great goal, but until then, a healthy debt-to-income ratio is ______. 
a. 10% 
b. 15% 
c. 20% 
 
7. The most important type of debt to pay off is: 
a. Priority unsecured debt 
b. Unsecured debt 
c. Secured debt 
 
8. Your wages might be garnished if… 
a. You default on your student loans. 
b. Do not pay your taxes. 
c. Declare bankruptcy. 
d. Both A and B. 
 
9. Which is NOT usually considered an asset? 
a. Owning a home. 
b. Getting a college degree. 
c. Buying a new car on credit. 
d. Contributions to a retirement and savings account. 
 

Short Answer (Open Book): 
 
10. List three of the most helpful tips for dealing with creditors on page 17. 
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APPENDIX N 

Quiz 3: Building a Good Credit Rating 
 

True or False: 
 
1.  T F    If there is a mistake on your credit report, you can’t fix it. 
2.  T F    Bad debts generally stay on your credit report for 7 years. 
3.  T F    If you can’t make your payments, you should call the creditor and set up a plan. 
 
Fill in the Blank: 
 
4. List two of the three national credit repositories that you can go to for free annual credit 
reports (list all three for bonus points). 
 
_________________________  _________________________ 
 _________________________ 
 
Multiple Choice: 
 
5. A credit score can range from: 
a. Zero to 850 
b. 300 to 900 
c. Zero to 900 
d. 300 to 850 
 
6. The two most important things you can do to improve your credit score are: 
a. Remove errors in the reports 
b. Don’t max out your credit cards 
c. Pay your bills consistently and on time 
d. Avoid a lot of inquiries into your credit 
e. Maintain a healthy mix of credit types 
 

Short Answer (Open Book): 
 
7. What is a FICO score and how is it calculated? 
 
 

8. What do you want your credit score to be by the end of this two-year program, and how will 
you accomplish this? 
 

 



96

APPENDIX O 

Quiz 4: Consumer Protection and Financial Institutions 
 

True or False: 
 
1.  T F    It is better to have a credit card than use a payday loan service. 
2.  T F    If you’ve had bad experiences with banks, keep your savings at home. 
3.  T F    A mother and a woman without children need the same amount of life insurance. 
4.  T F    Trustworthy lenders give you mortgage papers the day of the closing. 
5.  T F    Be skeptical if asked for your social security number over the phone or online. 
 

Fill in the Blank: 
 
6. List two local places you can go for consumer protection information. 
 
_____________________________  _____________________________ 
 

Multiple Choice: 
 
7. You can keep your checking account healthy by: 
a. Using direct deposit for your paychecks 
b. Keeping your pin number private 
c. Finding a credit union or bank with a large monthly fee 
d. Keeping track of what you put in and take out of your account 
 
8. Which of the following is usually NOT an insurance you need? 
a. Private Mortgage Insurance 
b. Health Insurance 
c. Homeowner’s Insurance 
d. Car Insurance 
e. Disability Insurance 
 

Short Answer (Open Book): 
 
9. What does the Equal Credit Opportunity Act prohibit (page 35)? 
 

10. List some of the main predatory practices aimed at homeowners (page 42). 
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Appendix P 

New Dimension Men’s Project Interview Questions 

1. Were you a participant of the FSP? 
 
2. I have participated in...(Choose all that apply) 

Trips 

Table to the floor 

Group Fellowship 

Presentation 
3. How did you hear about this program? 

Friend 

Family member 

Church member 

Family Stabilization Program 

Other (please specify) 
 
4. The New Dimension Men's Program helped me to...(Choose all that apply) 

Relieve stress/anxiety 

Fellowship 

Bond 

Mentor others 

Be mentored by others 

Take a break from everyday life 

Other (please specify) 
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5. Since participating in the New Dimension Men's Project, how has your role changed as 
a... 

  Better Worse No change   

Father  
 

 
 

 

 
 

 

 
 

 
  

Son    
 
 

 
 

Brother    
 
 
 

 
 

Husband/ 
Significant other      

Man of Faith    
 
  

Member of Society      
 
6. Define social wealth 
 
 
7. Since attending the New Dimension Men's Program your social wealth has increased? 
 
8. Define stability  
 
9. Has your financial condition changed since engaging in New Dimension Men's Project? 
 
10. What were your best outcomes? 
 
11. What were your worst outcomes? 
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Appendix Q 

Residency N=Population  Residency N=Population 
North Minneapolis 40%  St. Louis Park 1% 
South Minneapolis 11%  Crystal 1% 

St. Paul 12%  Plymouth 2% 
Burnsville 1%  Albertville 0.20% 

Brooklyn Park 11%  Robinsdale 1% 
Andover 0.20%  Maple Grove 0.05% 
Blaine 0.20%  Champlin 0.05% 

Hopkins 0.20%  Shakopee 0.05% 
Brooklyn Center 4%  Fridley 1% 

Service Area Code 1%  St. Anthony 0.20% 
New Hope 2%  Vadnais Heights 0.20% 
Stillwater 0.20%  New Hope 0.20% 

Osseo 0.50%  Saint Bonifacius 0.20% 
Minnetonka 1%  Coon Rapids 1% 
Farmington 0.20%  Bloomington 0.20% 
Roseville 0.50%  Richfield 0.20% 
Oakdale 0.20%  Columbia Heights 0.20% 

Spring Lake Park 0.20%  Out of state 0.20% 
Inver Grove Heights 0.20%    
     
     

Ethnicity N=Population  Education N=258 
Black 85%  No degree 3.49% 
White 8%  High School/GED 29.46% 
Latino 2.93%  In college 3.88% 
Asian 1%  Associates Degree 26.36% 

African 0.20%  Bachelors 28.68% 
Pacific Islander 0.20%  Masters 7.75% 

Multiracial 2.74%  Ph.D. 0.39% 
     

     

    

 
 
 
 
 

Residency N=Population  Residency N=Population 
North Minneapolis 40%  Andover 0.20% 

St. Paul 12%  Blaine 0.20% 
South Minneapolis 11%  Bloomington 0.20% 

Brooklyn Park 11%  Champlin 0.05% 
Brooklyn Center 4%  Columbia Heights 0.20% 

New Hope 2%  Farmington 0.20% 
Plymouth 2%  Hopkins 0.20% 
Burnsville 1%  Inver Grove Heights 0.20% 

Coon Rapids 1%  Maple Grove 0.05% 
Crystal 1%  New Hope 0.20% 
Fridley 1%  Saint Bonifacius 0.20% 

Minnetonka 1%  Shakopee 0.05% 
St. Louis Park 1%  Spring Lake Park 0.20% 

Robinsdale 1%  St. Anthony 0.20% 
Service Area Code 1%  Stillwater 0.20% 

Oakdale 0.50%  Richfield 0.20% 
Osseo 0.50%  Vadnais Heights 0.20% 

Roseville 0.50%  Out of state 0.20% 
Albertville 0.20%    
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Marital Status N=Population  Gender N=Population 
Single 64.71%  Men 32.60% 

Married 31%  Women 67.4 
Divorced/Separate

d 3.85%    
Widow(er) 0.01%    

     
     

Home owner/renter N=Population  Employment Status N=391 
Own 18.14%  Yes 371 
Rent 81.86%  No 20 

 
     

Initial Averages N= Population  Church Home N=80 
Annual income $36,005.32   Mighty Fortress 36.25% 
Housing Cost/ 

Month $979.04   
Piercing Faith 

Church 16.25% 
Monthly Debt $1,083.16  Greater Fellowship  5% 

Assets $49,009.63  Shiloh Temple  3.75% 
Liability $52,361.95  St. James AME 3.75% 

Net worth $2,658.85  
 Progressive 
Missionary 3.75% 

Age 38.50  Speak the Word 3.75% 
Family Size 3.20  Other 27.50% 
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Appendix R 

Interview Guide with Program Staff: David McGee 

 

1.) Who are you? What is your background and expertise? What made you want to help 
families? 

2.) Define financial stabilization. 
3.) What is Build Wealth MN? What role does Family Stabilization Plan play within your 

business? What purpose does it serve for its participants and for the community? 
4.) Describe the structure of the Family Stabilization Plan? 
5.) How is it funded? 
6.) What are your future goals for Build Wealth MN and the Family Stabilization Plan? 

 

Interview with Client Coaches: Jeffery Robinson, Bertha Daniels and Casey Ware 

 

1.) What does a financial coach do for BWM? How does one become a coach? 
2.) What types of issues do you think most often lead individuals to needing assistance from 

BWM? 
3.) What resources do you think BWM needs to be as successful as possible? 
4.) Is there anything you would like to see changed about the program? 
5.) In your opinion what role does BWM play in changing the lives of it’s participants? What 

role do the coaches play? 
6.) What do you think participants need to stay engaged for the entire two-year program? 
7.) Do outcomes vary for different clients? 
8.)  Is there anything else you want to share about your experience with build wealth? 
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Appendix S 

FSP Survey Questions 

1. Is FSP the first financial literacy program have you been in? 

2.  Describe what a program like FSP needs to be successful? 

A. Leadership (personality, experience, coaching styles) 

B. Participation (# of clients, diversity, non-judgement, comfort) 

C. Program design 

D. Program outcomes 

3. Were the quizzes/homework beneficial? 

4.  Is there anything you would like to see changed about the program? 

 A. Logistics 

 B. Curriculum 

 C. Delivery 

5. How did you stay engaged for two years? 

6. What tips would you give to the new families coming into the program? 
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May 13, 2015 

Marilyn J Bruin 
CDes Design, Housing & Apparel 
Room 240 McNH 
6136E
1985 Buford Ave 
St Paul, MN 55108 

RE: "Outcomes of the Family Stabilization Program" 
       IRB Code Number: 1502S63601

Dear Dr. Bruin: 

The Institutional Review Board (IRB) received your response to its stipulations. Since this 
information satisfies the federal criteria for approval at 45CFR46.111 and the requirements set 
by the IRB, final approval for the project is noted in our files. Upon receipt of this letter, you 
may begin your research. 

IRB approval of this study includes the consent form received May 10, 2015 and recruitment 
materials received February 18, 2015. 

The IRB would like to stress that subjects who go through the consent process are considered 
enrolled participants and are counted toward the total number of subjects, even if they have no 
further participation in the study. Please keep this in mind when calculating the number of 
subjects you request. This study is currently approved for 80 subjects. If you desire an increase in 
the number of approved subjects, you will need to make a formal request to the IRB.   

For your records and for grant certification purposes, the approval date for the referenced project 
is March 2, 2015 and the Assurance of Compliance number is FWA00000312 (Fairview Health 
Systems Research FWA00000325, Gillette Children's Specialty Healthcare FWA00004003). 
Research projects are subject to continuing review and renewal; approval will expire one year 
from that date. You will receive a report form two months before the expiration date. If you 
would like us to send certification of approval to a funding agency, please tell us the name and 
address of your contact person at the agency. 

As Principal Investigator of this project, you are required by federal regulations to inform the 
IRB of any proposed changes in your research that will affect human subjects. Changes should 
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not be initiated until written IRB approval is received. Unanticipated problems or serious 
unexpected adverse events should be reported to the IRB as they occur.

The IRB wishes you success with this research. If you have questions, please call the IRB office 
at 612-626-5654. 

Sincerely,

Clinton Dietrich, MA 
Research Compliance Supervisor 
CD/bw

CC: Demitri McGee 

Clinton Dietrich
Digitally signed by Clinton Dietrich 
DN: c=US, st=Minnesota, l=Minneapolis, ou=Human Research 
Protection Program, email=dietr006@umn.edu, o=University of 
Minnesota, cn=Clinton Dietrich 
Date: 2015.05.14 11:35:37 -05'00'



1. What is your main source of transportation? 

Car 

Bus 

Walk/ Bike Ride 

Car Pool 

Lightrail 
 

2. On average, how much do you spend on transportation monthly? 

 $0- $150 $151- $350 $351- $500 $500 or 
greater  

Before Family Stabilization Plan 
program      

During Family Stabilization Plan 
program      

After Family Stabilization Plan 
program      

 

3. What is the main contributor to your Transportation cost?? 

 Public Transportation cost (ex. Bus, Light Rail) 

Insurance 

Car loan/note 

Fuel (ex. Gas/Oil) 

Maintenance 
 

4. Would you consider alternative ways of transportation if it saved you money? 

Yes 

No 
 
5. What modes would you consider most? ( rank from 1 to 6) 

Car Pool 

Bus 

Walk/ Bike Ride 

Car Share (Short term car rental) 

Lightrail 
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6. What is the interest rate on your car loan (APR)? 

 0 - 8% 9% - 12% 13% - 18% 
19% and 

above N/A 
Before Family Stabilization Plan 
program      

During Family Stabilization Plan 
program      

After Family Stabilization Plan 
program      

 

7. What is the term of your Car Loan? 
 

 0 - 12 
months 

11 - 24 
months 

25 - 36 
months 

37 - 48 
months 

49 months 
or higher N/A  

Before Family Stabilization 
Plan       

During Family Stabilization 
Plan       

After Family Stabilization 
Plan       

 

8. I consider my car payment too high because... 

 Bad or no Credit 

No Co-signer 

No Down Payment 

No Banking Relationship 

N/A - No car payment 
 

9. I dont have a car because… 

 Income or Assets 

License issues or violations 

Insurance too high 

Child support 

Good Public Transportation 

Other (please specify) 
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Demitri McGee, B.A. in Psychology
Certified University of Minnesota Intitutional Official:

Human Subject Research & Social/Behavioral or 
Humanistic Research Investigators and Key Personnel

Build Wealth
2100 Plymouth Avenue North, Suite # 104

Minneapolis, MN 55411
Phone: 612-877-4182 Fax: 5612-436-5418

Email: info@buildwealthmn.org
Website: www.buildwealthmn.org

Marilyn J. Bruin, PhD.
Professor, Housing Studies Program
Associate Editor Housing and Society
240 McNeal, 1985 Buford Avenue

Saint Paul, MN 55108
Phone: 612-624-3780
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