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1. Introduction 

 

In August 2014 Quaker Social Action (QSA) commissioned OPM (Office for Public 

Management) to evaluate the Moneytalk programme in Bournemouth. OPM carried out a 

qualitative study and this report presents the findings from interviews conducted with 27 

stakeholders. QSA carried out the quantitative research and the findings have been 

integrated into this report. 

This report sets out: 

 The background to the programme 

 The evaluation aims and methods 

 Findings from the set-up phase of the project 

 Findings from the delivery phase of the project 

 Findings about the impact of the programme on participants, including workshop 

participants and facilitator trainees 

 Learning and recommendations 

 Conclusions 

About Moneytalk Bournemouth 

Moneytalk Bournemouth is a financial education programme run by QSA. It sought to 

provide a practical response to the difficulties of living on a low income. The programme 

focused its activities in the areas of Boscombe and West Howe, two of the most deprived 

areas in Bournemouth. The programme aimed to equip people with the information, 

knowledge and tools they need to cope with the financial difficulties they face.  

Moneytalk is a discrete one off project that has been operating at a distance from Quaker 

Social Action’s (QSA) base in London. JPMorgan Chase Foundation funded QSA to run their 

financial education programme over an 18 month period. Unlike Made of Money, a national 

financial education programme run by QSA, Moneytalk is focused on one geographic area. 

The programme was run by a small team of three, including two development workers and 

one project manager.  The QSA Operations Manager in London oversaw the project. 

Aims of the programme 

  

The Moneytalk programme involves direct delivery of workshops to low income residents 

in Bournemouth on financial education. 
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It aims to give participants the tools to increase their confidence in money management 

and their ability to address their financial issues.  

“With direct delivery the aim was to enable people to become confident 

about managing their money.” (Moneytalk development worker) 

The workshops also try to provide people with accessible information to help them make 

informed decisions regarding their finances. They try to create a safe space that allows 

participants to talk about money issues and share their experiences. The hope is that people 

will feel less isolated with financial issues and that the workshops will raise awareness about 

where people can go for help and support. Moneytalk staff identified that the programme 

was addressing a particular need around confidence to deal with financial issues, budgeting 

skills and debt.  

“We give information that is in the public domain, but it can be very 

overwhelming. We hand it over in a way they can relate to their normal 

lives, so they can then do something with it.”  (Moneytalk development 

worker) 

The Moneytalk financial education programme targeted a wide range of service users, with 

the only selection criteria being ‘low-income’ residents in Bournemouth. To begin with the 

programme targeted a similar audience to Made of Money (schools and children’s centres), 

and QSA London staff made contacts in those areas. Once Moneytalk staff had been 

recruited, they mostly targeted the programme in areas where these staff had been working 

before.  

“We were targeting anybody who lived in Bournemouth that needed help 

in gaining confidence in managing their money.” (Moneytalk manager)  

Although the programme targeted low income residents, there was an acceptance from staff 

that there was a universal need for information, skills and confidence around managing  

finances that Moneytalk could address, and that it was suitable and relevant to most people.  

“I would say there was a universal need, perhaps especially for those on 

lower incomes but everyone could learn something from these workshops. 

Even professionals who have sat in on workshops I have run have also 

said they could benefit from what we were teaching.” (Moneytalk development 

worker) 

Alongside direct delivery of the workshops, the programme also delivers training 

workshops to professionals in Bournemouth so that they are able to provide financial 

education for the residents of Bournemouth in the long term. The aim is that the 

programme will have left behind a legacy where various organisations are able to 

sustainably continue the work that QSA started.   
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Structure of the programme 

Workshops 

 The Moneytalk workshops are generally very similar to those run by QSA’s other 

financial programmes, Made of Money and Futureproof. The workshops include 

six sessions which are run over six weeks. Each session is two hours long. 

 The first session is an introductory session were participants are introduced to the 

spending diary. Group discussions around what influences people’s spending also 

take place. The next five sessions are themed and include: budgeting; credit; 

debt; communication and children and money.  

 The Moneytalk workshops work in a group setting, normally through existing 

groups of services users.  

Moneytalk Bournemouth adapted the workshops and resources for some particular service 

user groups over the course of the 18 months of delivery.  The team sometimes made the 

sessions shorter, adapted the language they used, or added in more information.  For 

example, one development worker adapted the workshops to three sessions and edited the 

content for a group of apprentices in their early twenties. However, for the most part the 

workshops ran according to the set format.    

Facilitator training 

 The Moneytalk facilitator training is very similar to the Made of Money facilitator 

training format. 

 The facilitator training takes place over two consecutive full days. 

 The aim is to train a wide range of organisations so they can run the workshops 

themselves with their service users. It covers all the modular content of the six 

workshop sessions. The training also explores different facilitator styles and 

techniques that might allow organisations to run the workshops in the most 

effective way for their service users. 

 Bournemouth Moneytalk also developed a co-facilitation model for organisations 

that took part in the facilitator training. A member of the Moneytalk team co-

facilitated their first run of workshop sessions alongside the trainee. This provided 

the trainee with a work shadowing opportunity and on hand support. As each 

week went by, the trainee would facilitate larger segments of the workshop 

session, ending with running session six alone. 

Moneytalk Bournemouth has adapted the facilitator training in certain situations. For 

example, they cut down the two day course into a one day course for children’s centre 

employees or volunteers from several organisations. This was either because they were 

using the workshop content and resources for one to one advice and support work, or 

because it was not feasible for them to attend a two day course.  
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2. Evaluation aims and methods  

Aims of the evaluation 

The evaluation sought to assess the effectiveness of the Moneytalk programme in achieving 

its desired outcomes and to generate learning from the programme’s implementation. The 

evaluation research questions were: 

 How effectively has the Moneytalk model been translated into a new 

location which is geographically distant from QSA’s base in London? 

 What impact has the programme had on the residents that have taken part 

in the workshops? 

 What impact has the programme had on the organisations that have taken 

part in the facilitator training and what is the legacy of the programme in 

Bournemouth? 

 What is it about this programme that has helped achieve this impact? What 

has worked well and what has worked less well during the delivery phase? 

 How effective do local agencies and stakeholders in Bournemouth consider 

the programme to be? 

Methodology 

For the data collection, QSA undertook quantitative data collection (monitoring data and 

participant surveys), while OPM undertook the qualitative fieldwork with participants, 

stakeholders and Moneytalk staff and analysis. OPM produced this report, with QSA 

providing analysis of quantitative data. This collaborative approach makes best use of the 

capacity and expertise of both organisations. 

Interviews: The evaluation was designed to make it as easy as possible for participants to 

share their experiences and opinions about the Moneytalk programme. 

QSA were interested in hearing from: 

 Workshop participants 

 Referral partners that had helped recruit and focus QSA Moneytalk 

workshops 

 Professionals that had taken part in the facilitator training 

 Bournemouth local authority stakeholders 

 QSA staff in Bournemouth and in London that had helped run Moneytalk 
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The qualitative research involved interviews over the phone with the wide range of 

stakeholders using tailored topic guides for each group.  

Interviews were conducted between May and November 2015. The evaluation methodology 

was designed so that OPM spoke to workshop participants, referral partners and facilitator 

trainees over the seven month period. This meant that the evaluation was able to capture the 

experiences and insights of those involved once the Moneytalk team were more established 

and the programme was at an advanced stage of delivery. Talking to those involved later on 

in the programme cycle also ensured the evaluation caught some initial insights about the 

experiences of organisations that had managed to run their own Moneytalk workshops 

following the facilitator training.  

In total 27 interviews took place:  

 

Analysis and Reporting 

OPM conducted the qualitative analysis of the interview data using a thematic content 

analysis methodology. OPM developed the analytical framework and report structure. QSA 

conducted the quantitative analysis of the survey data and fed into the report structure. A 

thematic approach to analysis and reporting was taken in order to follow the linear journey of 

the project. This report explores the set-up phase of the project, followed by the main 

delivery phase, before looking at the impact the programme has had on workshop 

participants, facilitator trainees, partner organisations and QSA. Finally the report looks at 

learning and recommendations that have emerged from the findings in relation to the 

workshops, the facilitator training, and the programme as a whole. 
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3. Set Up                                                                                                                          

 

This section of the report looks at the successes and challenges of 

setting up the Moneytalk programme in Bournemouth. It aims to 

answer the question about how effectively the programme was translated into a new location 

separate from QSA’s base in London and in an area where QSA had never previously 

worked. Common insights about what worked well and what was more difficult during the set 

up process have emerged from the interviews with workshops participants, referral partners, 

facilitator trainees, local authority staff and QSA staff. The main themes were around 

building relationships from scratch; staff recruitment; training and management; and 

Moneytalk marketing and recruitment. 

Building relationships 

QSA had to build relationships entirely from scratch in Bournemouth. Interviews with 

QSA staff in London and the Moneytalk team in Bournemouth indicate that the organisation 

understood the importance of building relationships on the ground in Bournemouth before 

Moneytalk launched. A lot of effort was placed on getting ‘buy in’ and support from any 

potential partners they might work with. QSA staff contacted most organisations on the 

Bournemouth Council for Voluntary Services (CVS) list and attended several local area 

forum meetings. They also made contact with the Head of Community Regeneration at 

Bournemouth Borough Council, who is responsible for Bournemouth’s community 

development team. She was able to put QSA in contact with key stakeholders and invite 

them to events and forums where further networking could take place. The meetings QSA 

attended were strategic, positioning the project within the Bournemouth area, as well as 

looking for delivery opportunities for the workshops and training. 

“Before the project even launched lots of relationships were built and a lot 

of work went into massaging the client base, before we even had an office 

there. This was something that was really successful.” (QSA Operations 

Manager) 

The Head of Community Regeneration accredited QSA with their humble approach to 

setting up a new project in Bournemouth. She believes QSA understood the importance 

of not overlapping with existing projects and the sensitivities involved with an external 

organisation entering a new area to deliver a new project. It was important that the right 

message was put across to Bournemouth organisations that showed respect and sensitivity 

for their work. 

“What struck me was that QSA understood that to deliver a programme in a 

short time, you need introductions by known people. And they understood 
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that you have to respect other organisations on the ground doing similar work 

who may feel that they would have done better with the JPMorgan money.” 

(Bournemouth LA Head of Community Regeneration) 

The Head of Community Regeneration also felt that QSA did their homework and had a 

good understanding of who all the different stakeholders were, what they were doing 

and who they were working with. This strengthened their ability to refer and signpost 

effectively through the Moneytalk programme.  Furthermore, they could make certain they 

were not replicating work already being done in Bournemouth, and get the message out that 

they were doing something different. 

“It was important for QSA to know who on the ground was doing what so as to be 

able to refer and signpost, but also so as not to compete. I am confident 

QSA had respect for what was on the ground. They were able to talk about 

their unique product and say they wanted to add value.” (Bournemouth LA 

Head of Community Regeneration) 

Staff recruitment, training and management 

Staff recruitment 

The QSA Operations Manager felt that the recruitment process for Moneytalk staff was the 

building block for the subsequent success of the project. 

“Recruitment of the team was Moneytalk’s greatest asset and strength; 

even the way QSA handled recruitment. We did it fast and we did it well.” 

(QSA Operations Manager) 

All three members of the Moneytalk team were recruited from Bournemouth and had all 

previously worked in the third sector or public sector. They had pre-existing contacts with 

a range of organisations in Bournemouth that were relevant and useful partners for the 

Moneytalk programme. Moneytalk staff commented on how beneficial this was given QSA 

was unknown to many organisations in Bournemouth, and yet the staff could build 

relationships with organisations they had worked with in the past. 

“With the staff we hired – they were all Bournemouth residents who had 

connections with organisations we could work with. We were able to recruit 

very committed and professional development workers who enormously 

contributed to the success of the project.” (QSA Operations Manager) 

Staff training  

The two development workers on the Moneytalk team felt that their roles had been clearly 

defined and that they received the necessary training to effectively carry out their new 

roles. This was important because financial education was a new area of work for both 
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development workers.  Some of the team had also not facilitated sessions of this kind before 

but felt that the training they received prepared them well.  

“The training and support QSA gave me was enough [to facilitate the 

workshops].” (Moneytalk development worker) 

The team participated in the same two day training session they would then go on to deliver, 

which was run by Made of Money in London. They also did some work shadowing alongside 

Futureproof facilitators running workshops and facilitator training in Haringey. The Moneytalk 

team thought the training they received was excellent. 

“Two day facilitator training course by Made of Money was most useful, 

alongside the work shadowing with Futureproof. I think the training was 

brilliant.”  (Moneytalk development worker) 

The Moneytalk team also took part in two external training courses: an online financial 

capability training course called ‘Teach me’; and a two day training course on facilitation 

called ‘Teach others’. The development workers felt that the internal training was more 

effective. The development workers commented that they felt they could always turn to the 

London Futureproof and Made of Money team for help, advice and support.  

“If anything has come up that I have not been quite sure of, the Made of 

Money team have always been on hand and we can always go to them for 

help or with questions.” (Moneytalk development worker) 

Staff management 

Although the Moneytalk team were using the Made of Money and Futureproof project 

model and materials, they were able to develop their own approach. The team were 

given the space to adapt the programme as they saw fit. This worked well since they had 

to adapt the workshops for new contexts and audiences. All the team members were part 

of the design and the planning. This meant it was a learning process for the whole 

team.  

Moneytalk staff valued the QSA approach to management. The development workers felt 

like they were treated like professionals who were capable of getting on with the job, but 

also provided with the necessary support by QSA in London. 

“I like QSA’s approach. I always felt like I was respected, I could get on with 

my job and had the back up if I needed it. They have been very fair.” 

(Moneytalk Development worker) 
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Moneytalk marketing and recruitment 

Initial recruitment 

Moneytalk staff initially tried to recruit partner organisations for both the facilitator training 

and for the direct delivery of the programme. However, taking on board learning from the 

Futureproof project, they decided to focus more on direct delivery to begin with. The 

Futureproof experience had shown QSA that recruiting for facilitator training too early on 

could inadvertently saturate the market for direct delivery of workshops. By focusing first on 

recruitment for delivery, Moneytalk was able to reach its targets for both direct delivery and 

for facilitator training.  

Moneytalk staff spoke about the reciprocal nature of recruitment between workshops and 

facilitator training delivery. It was often easier to recruit for direct delivery workshop sessions 

when someone in the partner organisation helping recruit and host for the workshops had 

completed the facilitator training. Staff that had taken part in the facilitator training 

understood the value of the workshops and were therefore more committed to the 

recruitment process for the workshops. However, Moneytalk staff also said that recruitment 

for facilitator training often came from the same organisations where they had run 

workshops. 

“With quite a few of those we have trained, the relationships have come 

from the direct delivery we have done, so they were able to see the impact.” 

(Moneytalk development worker) 

Recruitment to workshops 

The biggest challenge the Moneytalk team faced was around engagement with potential 

and existing workshop participants. Having diversified their target group more than Made 

of Money and or even Futureproof, the Moneytalk team were often attempting to recruit 

very vulnerable adults to their workshops. They worked through partner organisations 

that included mental health groups, young mums groups, and homeless drop in centres. The 

team acknowledged that they were often working with service users whose lives were less 

stable and more chaotic that the usual QSA financial education target audience. This meant 

that sometimes numbers would drop and attendance would not remain constant throughout 

the six week course. Some of the Moneytalk team felt that it would have been easier 

providing these workshops for “clients that were in a more stable environment and who might 

therefore be able to benefit most from the course.” (Moneytalk development worker) 

Prior to the first workshop, the Moneytalk team had to rely on their partner organisations 

(referred to from now on as referral partners) to do the recruitment. Referral partners had 

contact details for their services users, and it was felt that it would be more effective if the 

first contact came from someone the service user already knew. This meant that the 

challenge was around getting the buy in from referral partners that were helping QSA 

recruit for the workshops. The difficulty was in making contact with the relevant person within 
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an organisation that understood the value of the workshops for their service users and 

therefore saw recruitment for the workshops as part of their job rather than an additional 

burden. It was important for the Moneytalk team to be strategic when choosing who to try 

and build a relationship with within an organisation. The success of the relationship with the 

referral partner was also very dependent not just on the individual contact staying engaged, 

but on that contact staying in that job or not being ill at crucial times.   

“Some of our successes and failures have been down to strong partnerships 

that help us get the bums on seats or to partnerships that do not help us.” 

(Moneytalk development worker) 

The referral partners who were interviewed all agreed they were best placed to recruit 

workshop participants from their service user group due to their pre-existing relationships.  

“The fact that they [service users] all know me and they approach me for 

other things means I know how to manage them, I know how to put things 

across to them, I know what angle to use, and how to relate to them as 

well.” (Referral partner) 

Most workshop participants interviewed for the evaluation had heard about the Moneytalk 

workshops through the referral partner organisation. The majority said they were told about it 

from a member of staff that they had a pre-existing relationship with, or another service user 

from the referral partner organisation. Hearing about it from someone they trusted was 

definitely a strong factor that led to them deciding to take part. One workshop participant 

spoke about hearing it from a range of sources, through a parent coffee morning, a leaflet 

sent home with her child, and on a school website. She commended this multi avenue 

approach as having the potential to capture a wide range of parents who might engage with 

information in different ways. In contrast some workshop participants commented on the lack 

of information about the workshops beyond the organisation they were already in contact 

with. They were surprised they had only heard about it through a professional at the 

organisation they were in contact with and they thought the workshops should have been 

advertised more extensively. 

“I found out about it at a coffee morning, and through a leaflet, and it was 

put on the website. You should tell parents through all these different ways 

because not everyone can attend a coffee morning, or can have access to 

the internet.” (Workshop participant) 

Feedback from referral partners also demonstrated that the Moneytalk team were very 

flexible and accommodating in their approach to organising the workshops, which 

made referral partners feel supported and understood. The Moneytalk team would work 

around the needs and convenience of the referral organisations rather than setting a fixed 

format and timetable. 

“It was really good that QSA did not pressurise us. It was good that they let 

us negotiate any boundaries; they didn’t say it had to be done a certain way 

and made it very flexible in order to meet our needs. And very good at never 
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making us feel bad about anything that didn’t work perfectly.” (Referral partner) 

Recruitment to facilitator training 

Interviews with facilitator trainees and referral partners indicated that their recruitment 

normally involved QSA sending an initial email and following this up with phone calls. 

Following this, a member of the Moneytalk team would try and organise a one to one 

meeting with someone in the organisation to discuss the content of the facilitator training or 

the workshops and run through all the resources. The facilitator trainees and referral 

partners that were interviewed were in agreement that the way in which QSA recruited or 

enlisted their support was very effective. Everyone said they really appreciated the face to 

face conversations and the personalised approach the Moneytalk team took in bringing 

them on board. Having a Moneytalk team member come along and talk with them in person 

with examples of the resources left a strong impression.  

“When the Moneytalk development worker came and showed me what it would 

involve I was impressed. She communicated it well and went through one of 

the activities with me, which left an impression with me. And it felt really 

relevant to what we do here and what we offer or should be offering to our 

clients.” (Referral partner) 

Motivations 

In order to understand the most common reasons for participating in the workshops or 

facilitator training, respondents were asked about what had motivated them to take part. 

Workshops 

The most common motivations for taking part in the workshops that emerged from the 

interviews with workshop participants were: 

 To access support in getting their own finances in order;  

“I was in a lot of money troubles and I was hoping going to this course may 

help me sort my problems out.” (Workshop participant)  

 To learn how to spend less and save more; 

“Hoping it would save me money and help me understand what I was spending 

on so as to also not get caught out by scams.” (Workshop participant) 

 To learn how to manage their money effectively. They were interested in tips 

around managing their money better and learning to budget, as a preventative 

measure in order to feel more informed and empowered. 

“I didn’t have the first clue about finances and how money works. It was not 

something I was informed about at all. My expectations were to understand 
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finances more and how I can make sure I make as few mistakes as possible. 

That was my goal, that I wouldn’t make mistakes now so I would not have 

problems later on.” (Workshop participant) 

 To access support when transitioning from one stage of their life to another. For 

example, when a participant was about to get married, start their first job, or to move 

out of supported accommodation, they saw this as an opportunity to get support and 

information that would help them to prepare. 

“To prepare me better for next step I was taking.” (Workshop participant)  

Other motivating factors unrelated to their financial context included taking advantage of 

a learning opportunity that was being offered for free; the availability of a crèche; and a 

social opportunity to meet others over tea and biscuits. 

Facilitator training 

The most common motivations for taking part in the facilitator training are summarised 

below: 

 All the trainees spoken to for the evaluation said that being able to deliver these 

workshops was was very relevant for their organisation’s client group, but also an 

area or work they did not have enough experience in. The Moneytalk facilitator 

training was filling a common gap for these organisations.  

“There was a gap here and I think the program was well needed. Although we 

were offering advice and guidance in terms of finances, there was no structured 

programme, so to have that structure and be able to give them a spending diary, 

or take them through the issues of borrowing money, and with all the other the 

bits and pieces is really useful.” (Facilitator trainee) 

 There was a common message that the training would complement the wider range 

of services these organisations offered their client groups. Many of the facilitator 

trainees spoke about how the style and the format of the programme fitted in well with 

their general ethos around respect, empowerment and capacity building for their 

clients. 

 Some of the organisations had been looking for a financial education course to place 

several members off staff on but had failed to find the right course. Moneytalk stood 

out as being the first programme they had come across that was particularly relevant 

to their client group. 

“I thought it [Moneytalk] applied particularly to the families I was working with 

while other courses on financial education were more focused on the elderly and 

were about investing your money  or very heavy debt.  Many were not 

appropriate for the families we work with but this one felt a bit more relevant and 

was applicable to the families we work with and the things they’re saying to us.” 

(Facilitator trainee) 
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 The ease with which organisations and staff could pick up and deliver the resources 

was another key factor that attracted people to take part in the training. It was obvious 

to the facilitator trainees from their first meetings with QSA staff how user friendly the 

resources were and how they would be handed a well structured ready to run 

workshop package.  . 

“Moneytalk has given us a credible structure to help people. Looking at the 

resources that QSA first brought along and the folder and how it was all laid out, 

it was so clear that it was manageable and deliverable; it was a tool we could 

really honestly deliver. It looked instantly like an accessible tool we could pick up 

and turn into something we could deliver, in a really easy and friendly way.” 

(Facilitator trainee) 

 The fact that the resources were free was an important factor for many of the 

organisations who had seen their budgets cut for training and development.  

 The offer of co-facilitation for the first round of workshops was also a very big 

selling point. It made trainees feel more confident about taking part in the training and 

organising their first workshops.  

Main Delivery phase 

About the Moneytalk team 

The QSA ethos of reflection and learning was inherent in the way the Moneytalk team 

worked during the delivery phase of the project. Moneytalk staff talked about their 

continual process of improvement, always reviewing what they had done before and 

thinking about how they could do things differently. They held weekly team meetings and 

filled in learning logs after every session. The logs became a way of recording anything of 

significance from a session and noting down any learning. The Moneytalk staff used 

these logs in their team meetings, which they also referred to as reflection sessions. This 

enabled the team to have constructive discussions about how to constantly improve the 

workshops. Given how small the team was, the logs were also a practical way of getting 

up to speed when staff had to cover someone else’s session due to sick leave or annual 

leave. 

Process 

This section explores what worked well and less well about the format and style of the 

workshops and the facilitator training. The aim was to try and understand what factors had 

led to the success of the programme. 



OPM Group Evaluation of Moneytalk Bournemouth 

Restricted External 
Final – Version: 3.11 
  Page 17 of 47 

Workshops: what worked well 

There were some key themes around the format and style of the workshops that Moneytalk 

staff, referral partners and workshop participants all identified as contributing to their 

success.  

 Participants in the evaluation often commented on how friendly and approachable 

the QSA facilitators were. They made people feel comfortable, listened too and 

supported during every session. 

“Conversation flowed quite well and I think this was because of the facilitator. 

She didn’t talk too much and made it feel very relaxed.” (Workshop participant)  

 The flexible approach the Moneytalk team took to organising and planning the 

workshops was valued by several participants and referral partners. They commented 

on how QSA would go out of their way to adapt and change the practicalities of the 

workshops to best suit the needs of the participants, whether this was with timings, 

venue or the length of the sessions. 

“They asked what day and time worked for us, it was really good they asked us, 

rather than just saying show up at this time or don’t.” (Workshop participant)  

 The Moneytalk team also adapted the content of the workshops depending on the 

client group: sometimes focusing on issues that were most relevant, or removing 

sections that did not apply. Referral partners commented on how beneficial this 

targeted approach was. 

 The range of exercises were seen as a real strength. Participants appreciated the mix 

of information giving, activities and group discussions and many said this 

balance made the workshops engaging and allowed people with different learning 

styles to digest information and contribute in a way that suited them best. 

 “The balance of how we were taught was perfect.” (Workshop participant)  

 Participants, trainees and Moneytalk staff frequently commented on how fun the 

workshops were. This was seen as an influencing factor that encouraged many 

participants  to come back to each session. 

“All of us in the session said it was one of our favourite times of the week. It was 

good fun, we got to chat and talk to people I wouldn’t otherwise have gone out 

of my way to talk too.” (Workshop participant) 

 Creating the space for dialogue and sharing information was also well regarded.  

Participants appreciated discussing issues with their peers and enjoyed learning from 

one another. This made people feel less alone and that they were not the only ones 

struggling with their finances.  

“I enjoyed the group discussions the most, because then I could explain how I 

managed my money, and then everyone else did the same, it was a nice way to 

learn and a good way to share. Many gave tips you can pick up.” (Workshop 
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participant) 

 Similarly a common message emerged about participants feeling safe and 

encouraged to talk but never feeling forced to participate. Participants felt it was very 

positive to create an environment were participants knew they were free to contribute 

as much or as little as they were comfortable.  

“You would talk as much as you were comfortable with, and if you wanted to talk 

fine, if not then that was also fine.” (Workshop participant)  

 Workshop participants really appreciated not being lectured too or chastised by 

facilitators. The facilitators were non-judgmental and created a discussion among 

equals. This led to participants being far more inclined to reflect and consider 

changing their own behaviours regarding money.  

“The non-judgemental attitude – the equal stance, it was not like school, with the 

teacher and the children, it was an all-round discussion, going round on equal 

terms and not judging each other about what we said.” (Workshop participant) 

 The language used by the workshop facilitators was deliberately jargon-free. 

Topics were broken down into sizeable chunks and having one distinct topic per 

session really helped participants focus and digest the information. This suited 

different people’s learning styles and the information was easy for people to take in. 

“The delivery of the course itself was good. It was very simplified so even a 10 

year old could take something away from it. This was good as everyone has 

different levels of comprehension. There was not too much jargon or trying to 

ram too much information down your throat.” (Workshop participant) 

 The workshops included relevant and practical tools and tips that participants 

could instantly and easily apply to their everyday lives.  

 The psychological focus of the workshops was a real strength. Participants enjoyed 

that the workshops encouraged self-reflection. Many spoke about how it made 

them think about what drove their decision making and behaviour in relation to 

money. 

“The workshops were not just looking at what you were buying but also looking at 

why and how you were shopping.  Linking your emotions to your shopping habits, 

it was something I hadn’t thought about, looking at patterns of how you are 

spending, that was really good.” (Workshop participant) 
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Good practice: Moneytalk Tools -The Spending Diary 

The spending diary was the tool that the majority of participants found most useful. 

Participants reported that they continued to use this following the workshops. They 

said it had helped them track, understand and change their spending habits, as well 

as budget more effectively. Comments on the spending diary included: 

“The spending diary helped me track through what I was spending most on and 

helped with budgeting. I have absolutely found that useful. I have put it into a spread 

sheet and now continue to use it myself every day.”   

“The spending diaries helped me, before I didn’t take much notice of what was going 

out of my bank account and was buying things unnecessarily.”    

 

Workshops: what worked less well 

The majority of workshop participants that were interviewed said they could not think of 

any improvements that could be made to the workshops. 

“I cannot think of anything they could possible do to make it any better.”  

(Workshop participant) 

“Compared to the other workshops I have done, with this one I wouldn’t change a 

thing.” (Workshop participant) 

A few interviewees mentioned a few factors that could sometimes make the workshops a bit 

more challenging: 

 The size of the group was an important factor for several workshop participants. 

Some spoke about issues with the flow of the conversation, or atmosphere of the 

group if the group was too small, and not everyone felt comfortable contributing. 

Some also mentioned that if the group was too large it made it hard for everyone to 

contribute as well.  

“A group that is not too small or too big is just right. If it was too small then 

conversation would die, and if too many, then you don’t get to know everybody. 

But with ten everyone has time to talk and you can interact with everybody and it 

is much more possible to do group activities.” (Workshop participant) 

 Some interviewees acknowledged that it was not the size that mattered but the need 

to have a group that worked well together and encouraged everyone to participate. 

On the rare occassions when group dynamics did not work, it could stifle 

conversation. Moneytalk staff said they had run a few sessions that were open to 

anyone and these had tended not to work as well as when sessions are run for 

people that have something in common - for example, a group for services users 

from the same organisation. 
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“We scrapped the open session models. It works better if people in the room 

have something in common, even if they have never met before.” (Moneytalk 

development worker) 

 Some participants were reluctant to talk about their financial situation, especially in a 

group setting. For those who were shy or suffered from low self-esteem, the group 

setting of these workshops tended not to suit them.  

“I would not recommend it to those working with people that find working in 

groups difficult. The most anxious and self-conscious in group situations did not 

continue with it and I just do not know what can be done about that.” (Referral 

partner) 

 Regular attendance and maintaining the commitment of participants throughout all 

six sessions has been a big challenge. QSA staff and referral partners spoke about 

how, despite sometimes starting out with good numbers, participants would drop out 

for a wide range of reasons. Staff reflected that regular attendance could have been 

more of a challenge for Moneytalk than other financial education courses QSA runs 

due to the fact they were working with more vulnerable groups.   

 A lack of a crèche for some workshop sessions was an occasional challenge. They 

were not always supplied by organisations QSA worked with and could not always be 

funded by Moneytalk. The development workers both said they would not run 

sessions without a crèche if it meant participants would have babies or small children 

with them as this could cause too much of a distraction.   

“When we worked with children centre they put on a crèche, and when they 

couldn’t we did use budget to part fund it – would never run it without a crèche, 

knew it would not be feasible without it.” (Moneytalk development worker) 

 Short timeframes for the Moneytalk programme: facilitators felt that as soon as they 

were getting well underway with the workshops they were already having to plan for 

the end of the programme. 

“It is a relatively short programme, frustrations for me that as soon as things got 

going you were already planning for the end of it.” (Moneytalk development 

worker) 

Facilitator training: what worked well 

 “I came away thinking it was the best training I have ever been on. They made a 

dry subject really interesting and the way it was facilitated was such a good 

approach, light hearted and fun but really got the message across.” (Facilitator 

trainee) 

There were some key themes around the format and style of the facilitator training that 

Moneytalk staff and facilitator trainees identified as contributing to their success. These 

include: 
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 The informal and friendly approach worked well for everyone spoken to as part of 

the evaluation. They found it a very easy environment to learn in, as well as engaging, 

fun and interactive. 

“I have been on so much training that is delivered in a really 1 dimensional way. 

This was not like that, it was engaging from the outset.” (Facilitator trainee) 

 The flexibility and space for conversation to evolve: facilitator trainees 

appreciated that they were also in control of discussions, and were not passive 

recipients of information. The trainees enjoyed having other professionals to bounce 

ideas off and that the training was not just led by facilitator, but also by the trainees. 

“I liked the range of information available, and the flexibility for discussions to 

evolve. It was not just facilitators dictating content; it was more of a discussion, 

not just us being talked at.” (Facilitator trainee) 

 The flexible and open approach was also balanced with a strong workshop 

structure. The training led the participants through the resource pack and how to use 

them with all six sessions in a straightforward manner. It was done in a way that made 

participants feel confident they could walk away and deliver the workshops 

themselves. 

“I think it was very simplistic, great resources, and therefore so easy to facilitate 

yourself and for a new organisation to pick up.” (Facilitator trainee) 

 The facilitators very seen to be committed and knowledgeable. Trainees spoke 

about how QSA had developed strong relationships with them all. 

“The relationships QSA have formed with us have been great, which is important 

in making us buy in and then living it ourselves.” (Facilitator trainee) 

 Creating the space during the training for organisations to talk about how they would 

adapt the sessions for their own client groups was seen as particularly useful. 

“There were discussions about our different client groups, and how we could use 

the resources and different facilitation styles for different clients, and how it could 

be condensed or expanded. There was sharing of ideas of how it could be 

adapted depending on the client group.” (Facilitator trainee) 

 The resources were seen as being excellent and successful in aiding the trainees to 

have the confidence and self-belief to run the workshops themselves. 

“Because the resources are so self-explanatory – you don’t spend hours coming 

up with lesson plans and formats. So it is just a question of delivering it and so 

you have more space to focus on adapting if needed. Ideal for us because time is 

of the essence.” (Facilitator trainee) 

 The fact that the training was free was a significant factor for many organisations. 

“The fact that it is free is a massive positive for us, we’re so lucky that’s available 

and service users will benefit from training and from workshops.” (Facilitator 
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trainee) 

 Further support provided by QSA in Bournemouth through a co-facilitation model 

was another useful learning process. Those who experienced said it gave them a 

chance to build their own confidence and style in faciliation over the six week period.  

“The co-facilitation model has been really helpful. I get feedback from the 

Moneytalk facilitator about the bits I can improve upon – and someone giving you 

a well done and reassurance at the end. So you get negative and positive 

feedback and advice on how you can change or do it differently. And being able 

to observe them do it has given me prompts on how I can do it.” (Facilitator 

trainee) 

Facilitator training: what worked less well 

 Several trainees spoke about the frustrations of only being allowed two people 

from any organisation on the facilitator training course. Many said they wished more 

colleagues could have taken part. On the occasions when spaces became available 

and organisations could send more than two staff, trainees mentioned how beneficial 

it was to their ability and capacity to sustainably run the workshops themselves. It 

allowed organisations to send staff at different levels doing different roles that could 

then use the training in different ways. 

“After the course there were a few spare places so managed to get another 

member of staff and an ex resident to do the training. This is good because we 

have people within our organisation at different levels that can facilitate.” 

(Facilitator trainee) 

 A challenge identified by Moneytalk staff was running the training session for a mix of 

both professionals and volunteers who had different backgrounds and skill sets. 

This could sometimes make training sessions harder to run in a manner that suited 

everyone’s needs. 

“I had one group of community volunteers and professionals, that all worked on 

the same estate. There was a little bit of discomfort around conflict of interests 

and we wondered whether we keep volunteers and professional training 

separate. We didn’t come to a decision on this and it depends on the individuals I 

think.” (Moneytalk development worker) 

 The timing was tight and having to fit all the content in two days could be challenging, 

not least because it is an intense training course. When Moneytalk staff had to adapt 

the training and fit it into one day it meant having to lose a lot of valuable sections. 

Staff would not recommend offering one day training. 

 Running training for staff only from one organisation was more difficult. 

Moneytalk staff found it more manageable to faciliate and manage a group when 

there was a mix of organisations in the room. 



OPM Group Evaluation of Moneytalk Bournemouth 

Restricted External 
Final – Version: 3.11 
  Page 23 of 47 

“I find it easier when there are people from different organisations in the room.  

When you get quite a few people from the same organisation their behaviours 

can be different from when they are just a few or on their own, you get less in 

jokes that distract people and less whispering among people when you are trying 

to facilitate. It makes it easier to facilitate with different organisations in the room 

and gives them an opportunity to network.” (Moneytalk development worker) 

 Moneytalk adopted a less strict approach than Futureproof and did not specify that 

the training was only for those already experienced in facilitation. A challenge 

therefore emerged about the difficulties in having to train those with little experience in 

facilitation. Moneytalk staff felt that the responsibility for identifying which staff should 

take part in training and would benefit most from it had to lie with the organisations 

themselves. 

“If you are not already confident in facilitating then that can be a problem for 

people. It can be quite ambitious to expect those that haven’t facilitated before to 

be able to do that. But I think this targeting needs to be down to the 

organisations, they should send the people who are best for the course and who 

will get most out of it. Those who are not experienced in facilitation will be at a 

disadvantage.” (Moneytalk development worker) 

 A less frequent challenge for the Moneytalk facilitators was having to manage 

difficult and dominating characters during the training. 

“It was very rare, but with any group, there is always the risk that a person can 

take over. This is more likely with a group of professionals. But we have 

equipped ourselves with that, and knew how to try and tackle that.” (Moneytalk 

development worker) 

 A challenge sometimes emerged with the co-facilitation model. A tension could exist 

for the Moneytalk facilitator between the needs of the workshop participants and the 

trainee facilitator they were trying to support. The Moneytalk facilitator could find 

themselves having to choose between the two, and could only suit the needs of one 

or the other. 

“Sometimes there was a conflict, or a competing focus between the needs of the 

service users and the facilitator trainee. For example with a children centre, one 

lady did the workshops as a participant, then the training, then co-facilitated at a 

children’s centre. She was doing the TV exercise, speeding through it, and I had 

to stop her so that it would have full impact for the group. If I had just been 

focusing on her training I would have let her go through it all and learn from her 

mistakes.” (Moneytalk development worker) 
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4. Impact of Moneytalk 

Impact on Moneytalk workshop participants 

OPM conducted 12 individual interviews with workshop participants and asked them to 

reflect on the impact of the workshops on their daily lives. We also spoke with several 

referral partners that helped recruit and host workshops and shared their observations about 

the impact on their service users. Moneytalk worked with a diverse range of client groups 

and individuals, and the impact of the workshops inevitably was varied. Overall, the feedback 

from participants and referral partners was overwhelmingly positive. Some common 

messages did emerge from the interviews, which have been summarised below.  

“In terms of service user feedback, they were very happy with it and all found it 

very relevant.” (Referral partner) 

Many interviewees reported that one of the most significant impacts to emerge from 

the workshops was boosting the self-confidence of participants - both in terms of their 

ability to manage household finances as well as to address financial problems.  Many spoke 

about having ignored their financial problems but that following on from these workshops 

they felt more able to deal with them. 

“I am starting to sort out my debt that I have. It doesn’t seem that daunting or 

scary anymore.” (Workshop participant) 

Several workshop participants noted that they had been able to use their learning from the 

workshops to communicate with and negotiate with debtors, creditors and bailiffs. It 

gave them the confidence and the knowledge needed to have these difficult conversations. 

“There were certain tools I took away with me – like not being afraid to speak up. 

I suffer from anxiety so I can feel very scared to go talk to someone, but after the 

workshops I called the debt companies and sorted things out. The facilitator gave 

me the confidence and a bit of a boost to go do that.” (Workshop participant) 

Increasing participant’s knowledge and awareness of the wide range of support 

available to them was another common benefit of the workshops. Many reported receiving 

information and signposting for further support and now felt more able and willing to access 

this if needed.  

“Whether it is financial troubles, or whatever your problem, I am now aware there 

are solutions out there. There is always help out there, always someone or 

somewhere to turn to. Never bury your head, always turn to someone or 

something to seek help.” (Workshop participant) 

Referral partners observed that their client groups tended to be more willing to seek help and 

access existing support offered by that organisation following on from the Moneytalk course. 
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“It has encouraged them to work closely with our CAB advisor. The course 

encouraged more people to use the advisor; it took away shame and stigma.” 

(Referral partner) 

The majority of participants agreed that they felt more informed about their finances and 

were more aware of their spending as a result of the workshops. Interviewees spoke about 

having better oversight and management of their finances and understanding which bills they 

needed to prioritise. 

“Through the workshops I also became more organised. With all my bills for 

example, I know what all my bills are and when they are due.” (Workshop 

participant) 

Several people agreed that the learning from the workshops had helped them to save 

small sums of money. By being more informed and attentive to what they were spending 

their money on, many spoke about spending less on things they did not need and being 

better at prioritising. 

“The spending dairies were good, I could write down everything I spend, and that 

has helped. I have cut down on my spending now, and just buy necessary things, 

not just wasting it on silly things.” (Workshop participant) 

Some participants also reported how the workshops helped them change their relationship 

towards credit and borrowing. Interviewees spoke about how they were now more likely to 

save over time than to borrow in order to purchase something right away. 

“I don’t overspend, if I can’t afford it I don’t buy it until I can afford it. I save now.” 

(Workshop participant) 

Most workshop participants said that they now felt less stressed about their financial 

situation and that the workshops had helped remove some of their anxieties around it. 

Feeling more in control and more informed about their own finances, and having tools and 

strategies in place to plan and address their finances, was having a positive effect on their 

emotional wellbeing. The workshops had also helped be less self-critical about the situation 

they might have found themselves in due to financial troubles. 

“It has had an impact on my emotional wellbeing. Now I know that I have money 

spare after spending the bills and saving, I am not so down, I know I can go buy 

myself a treat and enjoy myself a bit more. It has led to me feeling less stressed.” 

(Workshop participant) 

The workshops had a very clear impact on participants in terms of their increased ability to 

talk about money with partners and with friends and family. Several commented that it 

had been very helpful to discuss how to talk about money with their partners without being 

accusatory or confrontational, and how to be honest and open about money difficulties with 

friends and family. They also now felt much more comfortable in instigating conversations 

about money and finances. Participants and referral partners gave examples of how the 

workshops had helped service users communicate about money with the referral partner 

organisation as well. 
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“Now I make sure we do talk about it [money], and that we are both involved in it 

[finances], so it is not just me keeping it all up in my head, that’s the main thing. 

And have learnt to be honest and non-judgemental with each other, and to be 

forgiving with one another. If either of us makes a bad mistake, it wouldn’t be 

helpful if we weren’t forgiving.” (Workshop participant) 

Other participants mentioned that they had been able to talk to their children about the 

importance of saving, and felt that their children were also more aware of money as a 

result of the workshops. It helped some participants consider how their own behaviour and 

the way they talked about money with the family were impacting their children’s perceptions 

and behaviour towards money. It also provided participants with ideas and tools of how to 

approach and discuss money with their children due to the sharing of experiences that had 

taken place in the group discussions. 

“The workshops helped me think about how I spoke about money with the 

children, for example do I make them do a task for their pocket money. And 

everyone there had different aged children so it was really interesting to see how 

people dealt with money at different ages.” (Workshop participant) 

Several participants also reported that the workshops had been very useful for helping them 

to reflect on the emotional aspects of budgeting and spending, and to recognise the 

relationship between how they were feeling and the way in which they dealt with money. 

They understood their own triggers and pressure points that could lead to bad decision 

making. Interviewees spoke about how the workshops helped them reflect on and change 

their behaviour for themselves, rather than being told what to change.  

“It has impacted my understanding of my behaviours and attitude to money, so it 

helps me understand how I think about money and how it impacts my decisions.” 

(Workshop participant) 

“The workshops helped me to understand how I get myself into difficult 

situations, and this helps you stop sliding too far.” (Workshop participant) 

Some participants said they were now financially better off as a result of attending the 

workshops. This was mostly due to being able to budget more effectively, save more and 

clear or remove certain debts. However, most participants said it was too early to say 

whether or not they were financially better off following the workshops. They did reflect that 

they now had the tools and the information in order to achieve this in the future.  

“If I keep [managing my finances] this way, and I really do intend to, then it will 

definitely become financially better off. I now feel I am on the right direction.” 

(Workshop participant) 
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Impact on participants from workshops run by facilitator 

trainees 

OPM spoke to seven people from a wide range of organisations in Bournemouth that had 

taken part in the facilitator training. A few of them had gone on to run workshops themselves 

with their client group, or co-facilitated workshops alongside QSA. The majority of facilitator 

trainees had also used the learning in one to one sessions with service users.  

Many said it was too early to reflect on the impact of their training on their service users, 

whether through workshops or one to one advice and support. Some commented on the lack 

of monitoring data they had in order to assess the impact and acknowledged this was an 

area they needed to improve on.  

Interviewees did share anecdotal or observational evidence about the likely impact of their 

workshops or one to one advice using workshop training. Many of these impacts mirror those 

mentioned above. The main reoccurring themes are summarised below: 

 More confident to face, manage and deal with their finances; 

“Some gained the confidence to look at their expenditure in the bigger picture, so 

not just about saving, but the confidence to make choices about their expenditure 

they were previously scared of facing.”  (Facilitator trainee) 

 Able to save more money; 

“After we ran our first workshop session, 50% of those that took part were able to 

save £10 a week, and that’s just looking at what you are spending and how you 

can spend differently.” (Facilitator trainee) 

 Helping manage finances more sensibly, prioritise and make decisions based 

on sound information; 

 Improving the ability to budget effectively and make better spending 

decisions; 

“I have anecdotal evidence of it having an impact on budgeting and spending 

habits – for example one mum noticed that her spending habits around having to 

use her card meant she was spending more than 5 pounds each time – so she 

began carrying cash around and this affected her spending habits.” (Facilitator 

trainee) 

 Giving people greater access to information about services and support 

available; 

 Service users accessing more support from other services. 

“The signposting we did increased the support people were able to access, for 

example people registered with the credit union after.” (Facilitator trainee) 

Facilitator trainees talked about their hope that the workshops could act as both a 

preventative measure (providing people with tools and skills to avoid getting into financial 
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trouble) but also as a reactive measure  (for example, helping them sort out their debts). 

However, many organisations we spoke to saw the learning from their training as having the 

potential to act as a preventive measure first and foremost and that their primary focus 

should be on supporting people before they get into financial trouble. 

Furthermore, several facilitator trainees spoke about how the impact from workshops or one 

to one support and advice, would be stronger and more effective for those at a point where 

they were willing to seek help and wanted things to change. A few people who had done the 

facilitator training and used the learning to deliver workshops gave examples where those 

that had attended the workshops were not ready to face their financial situation, and as a 

result, had benefited little from taking part.  

Impact on partner organisations taking part in facilitator training 

Interviewees that had taken part in the facilitator training were asked whether the training 

had equipped them to better serve their clients. Everyone said that the training would be 

very relevant and useful for their service users. It not only equipped organisations to run 

the workshops but also meant they were able to offer advice, information and 

signposting around the area of financial education, which was really relevant for many of 

their service users. Many professionals commented on how useful the training was in light of 

recent cuts to services and welfare, which was leaving many of their service users in an 

even more vulnerable financial position than before. 

“I have had really good feedback from all the facilitator training we have done, 

and when we check whether it is relevant with their clients/ service users, they 

are saying very much indeed.” (Moneytalk development worker) 

All facilitator trainees we spoke with said they feel able to take the learning from the 

facilitator training and run the workshops themselves. They felt that the training had 

prepared them well and that the resources would make facilitating the workshops 

themselves easy. Most agreed they would run the workshops to begin with in the same way 

as QSA. The few that had already delivered some workshops themselves said it had gone 

really well and that they had adapted very little.  

“We stuck with the format and it really worked. We have not changed it at all, 

used all the same activities. I think it flows quite easily. Maybe over time we will 

tweak bits.” (Facilitator trainee) 

“The resources were absolutely brilliant, all the sessions are laid out and really 

clear to follow. It’s all ready to use and go with.” (Facilitator trainee) 

However, facilitators were also confident that they would be able to easily adapt the 

workshops if necessary because the resources were so good and the format so flexible. 

Some interviewees did say they felt much more confident about delivering the workshops 

just after doing the training and less confident as time went by.  This was a common issue as 

many facilitator trainees were unable to deliver workshops directly after taking part in the 
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training, and several have experienced a long delay before being able to put their skills into 

practice. 

“The training provided reassurance because there was a tried and tested method 

and plan they were handing over. And because of the quality of the resource 

pack and how easy it is to change and adapt, you have that to fall back on, it 

makes facilitating easier.” (Facilitator trainee) 

We asked interviewees what impact the facilitator training had on their facilitating skills. 

Everyone agreed that the training had provided them with the knowledge and tools to 

facilitate on this particular topic, but many also spoke about how the training had taught them 

a lot around how to improve their facilitation in general. This included being reminded about 

the importance of: 

 Facilitating rather than leading a discussion; 

“Some of the training was about listening – which is the biggest skill you have. 

With listening you can tell an awful lot, rather than telling people what you think 

they should do.” (Facilitator trainee) 

 Including more interactive activities and group discussions within a session; 

“I have taken learning around facilitation in general – using more activities and 

making sure everything is interactive.” (Facilitator trainee) 

 Encouraging a more participatory approach; 

“It reinforced the way I deliver workshops myself, focusing on a variety of 

activities, how I give over information, and that it is peer led, with people involved 

and sharing their own information. So it is making sure that service users are 

involved.” (Facilitator trainee) 

 Creating a safe environment for difficult conversations. 

Staff who had taken part in the facilitator training were also asked how they were likely to 

use the training they had received in the future. Many felt it gave them the opportunity to 

offer their client group another service with the workshops, but also provide tailored support 

and advice in an area they had previously felt ill equipped in.  

“There have been plenty of times over the last year since doing the training, 

where I now have an answer to issues and questions that come up from my 

service users. If I hadn’t done the training, then lots of times I would have had to 

send them to someone else.” (Facilitator trainee) 

Many comments were made about how the resources, and learning from the training 

could easily be used in different contexts. Staff said they were easily able to integrate 

these into current services or programmes they were running, or extend other existing 

workshop sessions to include Moneytalk content. This meant they were able to use what 

they had learnt through the training to reach many more of their service users, including 

those who would not attend group workshop sessions. It also meant they could tailor their 
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approach to each individual service user, passing on the Moneytalk workshop learning in a 

format that was most appropriate for that particular person. 

 “I have used the resources in small groups or one to one sessions, or even 

within other courses we are running. You can bring in the Moneytalk resources 

within existing projects and programmes.  I use them on a one to one basis as 

well, so when I am having conversations with young people and money issues 

come up, I use the resources to talk about their options and to discuss things 

through with them.” (Facilitator trainee) 

Some interviewees mentioned passing on the learning and resources from the facilitator 

training to other departments within their organisation. Some facilitator trainees said 

that financial education was an area of work their organisation would have had to develop 

workshops and resources for anyhow, so the training and resources provided by QSA had 

saved them time and money.  

“Part of our remit here is to make young people more independently savvy – and 

this [QSA training and resources] helps – such good resources that we are able 

to incorporate it into any programme we roll out is brilliant. It saves us time of 

coming up with a brand new programme ourselves for financial education.”  

(Facilitator trainee) 

Impact for Quaker Social Action 

The Moneytalk team felt that the programme in Bournemouth had helped to protect and 

enhance QSA’s reputation in the area. This message was reinforced by the referral 

partners that had helped to recruit and host workshops. They all said they would recommend 

working with QSA to other organisations and spoke highly of the organisation’s ethics and 

values. QSA was highly respected among the organisations interviewed as part of this 

evaluation. 

“Yes absolutely I would recommend this to other organisations. And everyone 

else I have spoken to about QSA have always spoken highly of them, they 

always say ‘oh you are so lucky you have got them, they are so good.’” (Referral 

partner) 

Moneytalk and QSA staff were asked whether they felt the programme would leave a 

sustainable legacy behind. Although it is too early to ascertain whether this has occurred, 

staff felt positive about initial indicators. Moneytalk staff referred to several organisations 

that had taken part in the facilitator training, who were now training more members of their 

staff internally. This was perceived by the Moneytalk team as one of the best ways of 

ensuring a legacy was left behind.  

“Yes I do think a legacy will be left behind – I already know organisations are 

training their staff using Moneytalk materials. I think this will be the best way to 

keep knowledge within the organisation and keep cascading it.” (Moneytalk 
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Development worker) 

However, the Moneytalk team did acknowledge that organisations that had undergone the 

facilitator training may not accomplish the same reach that QSA are capable off, especially 

as most organisations might use the training to do one to one work rather than run a series 

of workshops.  

At the time of writing, QSA were planning to hold a legacy event in December 2015 with the 

aim of exploring how organisations could keep the momentum going and access further 

support from QSA going forward. QSA run a similar national financial education programme 

called Made of Money, which has an online platform that allows organisations who have 

done the training to access further resources and join a forum where they can speak to one 

another and share learning.  Moneytalk were also in the process of exploring whether the 

Bournemouth organisations they had worked with could join this platform. 

The Moneytalk programme did face time constraints, having to deliver and meet its targets 

within a 15 month window, coupled with working in an area QSA had never worked in before. 

This meant having to build relationships entirely from scratch. This programme was therefore 

also a learning opportunity for QSA in many respects, and although QSA do not have 

plans to work geographically offsite in the same way, it has provided them with lessons 

learnt and a model to build upon if funding opportunities to do something similar again 

presented itself.  

“There was learning/ test – to see how it would be and what it would be like to 

deliver with an offsite office.” (QSA Operations Manager)  

Learning and Recommendations 

Workshops 

Workshop participants and referral partners were asked if there was anything about the 

Moneytalk workshops they felt could be improved. The majority of interviewees said they 

could not think of anything that QSA could have done differently and had no 

recommendations or criticisms about the workshops.  

“I can’t think of anything they could have done better.” (Referral partner) 

 “I have absolutely nothing negative to say about it, it was just brilliant, it really 

was.” (Workshop participant) 

Promotion 

As previously noted, a few workshop participants spoke about how the Moneytalk 

workshops should have had better marketing and promotion. Some suggested placing 

information about the workshops in local newspapers. A few mentioned a need to 

change the language used to describe the workshops, as the current wording on flyers 

or posters could risk giving the wrong impression about who the workshops were for. 
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They felt that many might be discouraged from taking part in the workshops because 

they would assume it was aimed only for people who were having serious money 

problems. Others might decide not to attend because they may worry about what others 

would think. Respondents felt more work needed to go into sending out the right 

message that these workshops are for everyone, whether in financial trouble or not.  

“The leaflets from the school didn’t give everyone an idea of what to expect, they 

thought it was just about money problems. A lot of people got put off or were 

embarrassed to go as they thought then others would think they were in financial 

trouble.” (Workshop participant) 

In line with these comments, QSA staff agreed that there needed to be more advertising 

about the Moneytalk workshops and that a lack of publicity meant not as many people heard 

about the workshops. Members of the Moneytalk team also felt that QSA needed to work on 

sending out a clearer message about how universal the workshops were. 

“It needs a bit more advertising at the beginning and I don’t think there was done 

enough at the start. I don’t think there was any general advertising, in 

newspapers and magazines, so people didn’t hear about us. Now people are 

starting hear more about it as we come to an end.” (QSA Development worker) 

“Feedback from a group at a school was that they felt you could only go [to the 

workshops] if you had money problems, so the marketing should have been done 

differently. The marketing should be more universal and push that it can be 

helpful for everyone. I know there were some materials with that message but not 

enough.” (QSA Development worker) 

Audience 

Many workshop participants spoke about how the course should be offered to everyone. 

Several participants felt that in particular it should be offered to those just starting their 

independent financial lives. They believed the workshops would be very useful for young 

adults and those still at school but preparing to leave. Offering these workshops courses 

to secondary school students was a common recommendation by those who had taken 

part in the workshops. Moneytalk staff agreed that there was a high demand for these 

workshops in schools and that the resources could definitely be adapted for this. QSA could 

also look to work with youth clubs and other service providers for young people. 

The Moneytalk programme is such a great idea and should be done in schools 

so as to target children at a young age. This needs to be rolled out.” (Workshop 

participant) 

“I think this basic framework could be adapted so many groups. I can see a huge 

potential for sixth form and pre university audience that could really do with the 

workshops.” (Moneytalk development worker) 

Amongst the QSA staff there was some disagreement over who the target audience for the 

workshops should be. Some felt that the programme would achieve the most impact if they 
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had worked mostly with those who were willing to seek help or advice about their 

financial situation, rather than those who are more vulnerable and hesitant about seeking 

help. Some staff felt that the most vulnerable participants were not always in a position to 

fully benefit from the workshops.  

“We could have worked with more people and had more benefit if we had worked 

with those that were more amenable to learn and benefit from the workshops.  

So a bit of cost benefit analysis if there were others we could have targeted more 

effectively.” (QSA development worker) 

Other QSA and Moneytalk staff thought it was risky to decide who to target based on this 

premise because it would involve making assumptions about who is ready and willing to take 

part. By doing so, it might be possible to miss out on targeting people who could benefit 

greatly from the workshops.   

“I am quite open in terms of who we target because I think significant impact can 

be had with those that aren’t willing and open to it to start with. You can never 

fully know how ready or open they are or what impact it might have on them in 

the long term.” (QSA Operations manager) 

Some referral partners also spoke about how the workshops might be best suited not to 

those already in deep financial trouble but for vulnerable members of the population who are 

at risk but have not yet got into serious financial difficulties.  They preferred a preventative 

approach in the workshops.  

“A lot of families we are involved with have already got into a mess with debt, and 

with them it might be too late [for the workshops]. So it is about reaching out to 

people who haven’t got to that stage and to prevent them from getting there.” 

(Referral partners) 

Follow-up 

A few workshop participants said it would have been useful to have been called by one of 

the Moneytalk team members a few weeks after the Moneytalk course had finished. Follow-

up conversations would help them reflect on what they had learnt and how they were using 

that learning. From an evaluation point of view, some Moneytalk staff and referral partners 

also commented on the potential value of follow up calls. One of the Moneytalk staff agreed 

that six week follow up calls to the workshop participants should have been included in the 

programme’s evaluation plan. Similarly, a few referral partners said they found it hard to 

speculate on the impact of the workshops on their clients in the immediate aftermath of the 

workshops and thought it would be useful to make follow up calls three and six months after 

they had taken place.  

“We don’t do the six week follow up call which is a shame; I don’t know why that 

was not built in. We do an evaluation at the end of the workshops, but six weeks 

after would be good too.” (Moneytalk development worker) 
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“It’s difficult to speculate on the impact; I think we need to do follow up calls with 

parents. It should happen, with everything we do – but time consuming, but we 

will call 3 months after then 6 months.” (Referral partner) 

Format 

One of the Moneytalk development workers stated that the nature of the activities meant 

some of the six workshop sessions were better than others. For example, the sessions 

on debt and credit contain a number of activities that the Moneytalk team member felt made 

a real impact on participants. In contrast the session on communication was seen as being 

the hardest to facilitate because the activities were not as interactive and engaging. It was 

suggested that all sessions have the same range of different and engaging activities.  

“Session 5 is very samey throughout. The role playing activity doesn’t punch the 

same weight as other activities in other sessions.” (Moneytalk development 

worker)  

Facilitator training 

There was little criticism about the facilitator training from the trainees interviewed for the 

evaluation.    

“I really couldn’t think of anything [they could do differently], it really stood out for 

me, I can’t think of anything that didn’t work. Nothing. And I’m someone that likes 

to look for constructive feedback.” (Facilitator trainee) 

A few suggestions were made about what could be done differently and these are 

summarised below:  

Being able to have more than two staff members from each organisation take part in the 

training was a recommendation made by several trainees. It was suggested that if more staff 

could take part it would be more likely that the organisation could run the workshops or 

use the learning in sustainable way. Training only two staff members could limit the 

organisations ability to run the workshops regularly or reliably.  

 “With more than 2 or 3 staff members going through the training in the 

organisation, it would give us more potential to run full courses ourselves on a 

more regular basis. As it stands I can only do it 1 or 2 times a year, but with more 

of us, it could be more on-going.” (Facilitator trainee) 

A more detailed section in the facilitator training around how to monitor and capture 

feedback and impact following on from workshops they run would be helpful. Several 

trainees spoke about struggling with implementing a monitoring and evaluation system 

alongside running the workshops. They had ideas about what they could do but had not put 

them into place. Although monitoring feedback forms are provided to organisations as part of 

the resource pack, a practical session on how to adapt and implement these to suit the 

needs of their client group and their organisation could be helpful.   
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Organisations said they would also benefit from the training spending more time focusing 

on how organisations could use the workshop content and resources in different 

ways. QSA could develop some tips and ideas about how to adapt and use the learning and 

resources for one to one support for example, which would be very helpful because many of 

the organisations will be using it this way. 

“A lot of professionals come to learn how to use the resources in one to one 

sessions.  This is probably how it will be used most. We are not experienced in 

how to adapt it to 1:1 so it was hard to share ideas with them about it.” (QSA 

development worker) 

The co-facilitation model was very positive and something that could potentially be 

integrated into the national offer through Made of Money. A few trainees said that similar 

programmes run by QSA should always include the co-facilitation offer. However, QSA staff 

noted that it could be a bit more difficult with the national offer to send people to co-facilitate 

over six weeks all over the country. Exploring whether there is practical option that included 

co-facilitation could be worthwhile. 

“Perhaps learning around this [Moneytalk] that QSA can take away is around all 

the work we did in coaching and supporting organisations through a co-

facilitation model. So if the resources available this is a good model to replicate. 

Especially if you get people quite quickly after the training to start doing the 

workshops, but support them through it and facilitate with them. I think this will 

lead to more sustainable model and I know it’s been appreciated by clients.” 

(Moneytalk project manager) 

A few suggestions were made about specific resources and tools QSA could develop and 

include in their workshops sessions. Facilitator trainees felt QSA would be best placed to 

design and develop these tools, given their expertise in the area, and they could then 

disseminate them for wider use. Some of these suggestions included: 

 A phone app instead of a physical spending diary; 

 A video with role play scenarios that help put some of the learning and information 

into context; 

 A website that every organisation in Bournemouth who took part in the training could 

go to for all the resources and information on how they can be used. This could 

include a monthly newsletter or bulletin that disseminates new relevant information 

alongside a forum for organisations to share learning and insights.  

The Moneytalk team did adapt the two day facilitator training for certain contexts, 

including cutting down the training to one day in response to requests from some of the 

organisations. Moneytalk staff said that following on from these one day facilitator training 

courses, the trainees often wished they had done the two day course instead. Moneytalk 

staff spoke about how much harder it was to do it in one day and that they would always 

recommend sticking with a two day course, even if organisations sending staff to be trained 

only want to use the leaning for 1:1 support rather than running group workshops.  
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“The 1 day training course is harder to facilitate when you are trying to keep all 

the information in. I would recommend staying with the two day course even if 

the organisations being trained do not use all of it.” (Moneytalk development 

worker) 

Overall programme 

The Moneytalk development workers, programme manager and the QSA Operations 

Manager reflected on the overall learning they had acquired from running the programme. 

Some of the main learning points included: 

 Building relationships and communicating with new organisations worked best 

through face to face meetings and conversations over the phone.  Sending too 

many emails to potential organisations could be counterproductive before meeting 

them for the first time.  

“The way we approach schools could be done differently. With schools we didn’t 

get as much uptake as we thought. We tried to do it with a lot with emails and 

calls and maybe too many emails. I think better on the phone or just to go down 

there and take resources with you.” (Development worker) 

 When QSA are managing a project off site,  it is important to be aware that the 

project team will not have the same access to wider QSA support structures. 

While formal support structures were put in place, working in another city means 

missing out on all the informal support structures that working alongside other teams 

and colleagues can provide.  Small teams in particular can feel isolated from the rest 

of the organisation. It is therefore important to find ways of compensating for this and 

ensuring there is a mechanism for informal support to still take place.  

“If I have a management support problem I have several colleagues I can turn to 

– but down there they are a bit more removed and it can be harder to get support 

or chat [with other colleagues] in a more casual way. So there is learning about 

being aware of that in similar situations and thinking early on about how to 

mitigate or counteract those issues. Need to provide as much support as 

possible especially in times of stress, so focus on the informal support 

structures.” (QSA Operations Manager) 

 The QSA operations manager believes the organisation has an embedded culture of 

taking safe risks. This gives the programmes QSA run the flexibility and freedom 

to try new things, such as identify and work with new groups with their latest 

financial education programme.  He sees this as a strength that allows the QSA to 

grow and learn through each new programme they run.  
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Conclusion 

In this final section the key messages from the findings 

presented in this report are drawn together. 

Process 

The Moneytalk team have taken a very flexible and creative approach to delivering this 

programme. They began to work with an increasingly diverse range of organisations, 

exploring ways to engage vulnerable groups of adults who were not just parents. The 

Moneytalk team have demonstrated that the QSA model of financial education can be 

adapted to a wide variety of contexts. The team always aimed to adapt the six session 

workshops depending on the context, availability and need. They have also experimented 

with different models of delivery to suit different patterns of engagement. The ethos was 

that the Moneytalk model might not always be right for a new audience and that they 

should collectively come up with solutions and make amendments.  

The team ensured they always communicated with one another about the challenges 

they faced and learned from each other’s experiences, using logs and regular team 

reflection sessions. The facilitators felt that they were working in a very open and 

supportive environment which enabled the team to have constructive and reflective 

discussions about how to constantly improve the workshops. As a result, the 

Moneytalk team ended with a range of adapted materials and resources that were more 

meaningful for different contexts.  

Format 

The financial education direct delivery workshops take on a very holistic approach. 

Rather than just looking at how to budget and manage one’s finances, the programme 

explores the links between money and emotions, motivations and wellbeing. It explores 

the psychology behind spending habits and asks participants to become more self-

aware of why they make certain choices and decisions about money and spending. This 

sets it apart from other financial education programmes and makes it a unique model.  

“Other [financial education programmes] don’t look at what influences our 

spending, the psychology of spending, and people get a lot of confidence from 

the workshops. So it includes the emotional aspects that other [financial 

education programmes] are missing.” (Moneytalk development worker) 

The Moneytalk workshops, along with similar financial education programmes run by QSA, 

place a strong emphasis on the importance of peer support and peer learning. The 

workshops are not supposed to be just about passing on information from the facilitator to 

the workshop participants, but about creating a space for dialogue between participants – 

to encourage sharing and learning among the group. The importance of creating spaces 
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that are non-judgemental is also part of the QSA ethos that has been a key feature of this 

programme. 

“The workshops are aimed at being empowering, it’s not about the facilitator 

telling people what to think, it’s about peer support.” (Moneytalk development 

worker) 

The workshops are purposively run over six weeks to try and have an impact on habits 

and allow participants to reflect and slowly build their confidence. The intention is 

therefore to have a more sustainable longer lasting impact. Moneytalk staff mentioned 

how this mirrors Quaker values around the importance of reflecting and learning processes, 

which are embedded in all of QSA’s work. 

Impact 

The interviews with workshop participants indicated that the workshops had a strong impact 

on those that took part. Many reported that the workshops have boosted their self-

confidence to address and deal with their finances. Several interviewees agreed that the 

learning from the workshops had helped them to save small sums of money, prioritise 

spending and budget more effectively. Many also spoke about how, even if they were not 

financially better off yet, they had the knowledge and tools to manage their finances 

better and were therefore confident they would become financially better off in the future. 

Other participants noted that they had been able to use the training to negotiate with 

creditors and bailiffs. A few mentioned that the workshops helped them change their 

attitude to borrowing. One of the most apparent impacts on the participants was their 

increased ability to talk about money with partners, friends, family and even other 

professionals. Several participants commented that it had been very helpful to discuss how 

to talk about money with their partners without being accusatory or confrontational, and to be 

honest about money difficulties with family. Others had been able to talk to their children 

about the importance of saving, and felt that their children were now more aware of money 

as a result of the workshops. 

Several participants also reflected that the workshops had been very useful for helping them 

to reflect on the emotional aspects of budgeting and spending, and to recognise the 

relationship between how they were feeling and the way in which they dealt with money. This 

led them to not only better understand their behaviour, but to identify and change their 

behaviour in order to make better decisions about money. Some also spoke about the 

workshops having a positive impact on their emotional wellbeing, mainly due to relieving 

their anxieties about their financial situation. 

Referral partners that helped recruit for and host Moneytalk workshops were particularly 

impressed by the interactive style of the workshops and the innovative activities which 

kept participants engaged and interested. Staff reported that participants were evidently 

engaged and genuinely enjoyed the sessions. This was evidenced by informal feedback to 

staff that was always positive. 
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Interviewees that had taken part in the facilitator training said that it was clear, 

innovative and very effective. They felt that the way the training was run and the 

quality of the resources the organisations were provided with made it incredibly easy 

to then implement the workshops themselves.  Most felt that not much adaptation 

was necessary and that the content and the style were very relevant and appropriate 

for their client groups. Interviewees did not feel that any improvements needed to be 

made to the facilitator training. The impact on the clients that took part in the workshops 

that the Moneytalk trainees conducted was reported to be positive and worthwhile. Co-

facilitating the first run of workshop sessions with an organisation that would then go 

on to run the workshops alone also proved to be very effective. 

Challenges and learning 

Guaranteeing regular attendance throughout the six session workshops was an ongoing 

challenge. Having participants drop out or very irregular attendance was a common 

issue. One of the main reasons for this was that Moneytalk worked with very vulnerable 

groups of young people and adults. Often they were running workshops with people 

whose lives were not stable and it was inevitable that attendance would not be 

consistent. If QSA were to run a similar programme, they would need to reflect on what 

their main objective would be regarding their audience - whether it is to work with the 

most vulnerable, or to work with those who could perhaps benefit more from the 

workshops due to being in a more stable place. Opinion over this issue was split amongst 

Moneytalk and wider QSA staff, as well as among facilitator trainees. Several people felt 

that the workshops had the potential to act as a preventive measure first and foremost 

and that they should therefore focus primarily on supporting before they get into financial 

trouble. 

The workshops relied on effective collaboration with the partner organisations that QSA 

worked with. The partnership element was central to the overall success of the project. 

The partners were responsible for recruiting the Bournemouth residents that took part in the 

workshops and therefore their relationship with those clients was integral for retention during 

the workshops. Ensuring QSA strategically identified a member of staff within the 

partner organisation that was committed, understood the value of the Moneytalk 

workshops for their service users, and who talked face to face with the organisation’s 

clients was key. Furthermore an effective partnership also allows for a more holistic 

approach to the support and advice delivered to workshop participants – for example, 

ensuring that if an issue arose that was outside of the remit of the Moneytalk facilitators and 

the workshop, that these needs were met. 

QSA values the importance of monitoring and evaluation highly and are very capable 

in this area. However, the facilitator trainees spoke about their own lack of monitoring 

data in order to assess the impact of the workshops they run and acknowledged this was an 

area they needed to improve on. In the future, QSA could think about how the facilitator 

training could look at this in more detail and help organisations think about how to embed 

monitoring and evaluation into the ways they use the Moneytalk learning and resources. 
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Being able to continually adapt was another important factor that was repeatedly stressed 

throughout the evaluation interviews. This included adapting all the materials Moneytalk 

have used to suit the different groups they were working with.  

Moneytalk were not able to work with as many organisations as they would have liked to, for 

example they needed more time to build the necessary relationships with secondary 

schools. This is undoubtedly due to 18 months being a relatively short timeframe to set up 

and deliver the programme. All stakeholders commented on how much a service such as 

this one was needed in colleges, sixth forms and schools in particular, and how working with 

these groups would really contribute to a sustainable legacy. This would be possible with 

more time and resources in the future.  Moneytalk staff expressed their frustrations at feeling 

that their programme had only just reached its full potential when they had to bring things to 

a close. 

Workshop participants and Moneytalk staff both spoke about how important it was to 

improve the way the workshops are advertised – particularly emphasising that they are 

universal. Participants spoke about their peers being reluctant to attend because they felt the 

workshops were just for those with financial problems and were either embarrassed about 

the potential stigma or felt it was not applicable to them. 

Moneytalk staff talked about the need to stay informed about regulation and legislation to be 

able to respond to any queries that arose during the training and the workshops. They made 

a conscious effort to keep abreast of these. However, they also accepted that they could not 

be experts in every field that they were not trained in, and were careful not to answer 

questions or provide information on subjects they are not 100% confident they could 

address. Understanding their limitations was an important lesson. 

The Moneytalk offer was fundamentally about building capacity. The programme built the 

capacity of organisations to host/run sessions and train up frontline staff so that they would 

not be needed to deliver workshops in the long run. The positive feedback from facilitator 

trainees implies that the QSA Moneytalk strategy to leave a legacy in Bournemouth was 

a sound one. Organisations OPM spoke to plan to continue running these workshops or to 

use the learning in other ways, such as one to one support work. Many organisations also 

spoke about integrating the learning and resources from the training into existing 

programmes and projects already being run. Everyone agreed that there is a need among 

their clients for a service like this one. 
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Quantitative Data 

 

Moneytalk Bournemouth Workshops 

 

Key Output Target Actual Outcome 

Individuals Trained 200 254 Target exceeded 

Partnerships formed 15-30 organisations 35 organisations Target exceeded 

Number of Moneytalk 

Bournemouth 

courses run 

30-60 43 Target met 

The key targets for direct delivery of the Moneytalk workshops were to develop partnerships 

with 15-30 local organisations through which Moneytalk Bournemouth (MTB) would directly 

deliver 30-50 3 to 6 week courses, attended by 200 residents. MTB exceeded their targets 

for the number of individuals trained as well as the number of local partnerships developed, 

as the table illustrates above. They met their target of running 30-60 courses, with the final 

number reaching 43. 

Workshop participants  

Monitoring data 

The graphs and charts below display the demographic information collected on the individual 

participants that took part in the Moneytalk workshops directly delivered by QSA. 
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Gender (n=254) 

 

 
Employment status (n=254) 

 

 
Housing (n=254) 
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Income (n=254) 

 

Disability (n=254) 

 

 

The figures above demonstrate that MTB were able to target a range of individuals with 

diverse backgrounds and needs. Just under two thirds of participants were female. The 

percentage of male participants (35%) that engaged in the MTB was an increase on similar 

financial education programmes run by QSA, such as Made of Money and Futureproof. In all 

likelihood this is a reflection of the more varied types of organisations that QSA worked with 

in Bournemouth. Significantly, 42% of participants were unemployed when they took part in 

these workshops, and 52% were on benefits. These figures illustrate that QSA were able to 

target low income residents as intended.   

Impact data 

MTB also asked participants to fill in a survey at the end of the workshop sessions that 

aimed to measure the impact the workshops had on them. The outcomes the project aimed 

to bring about are listed below. Each outcome is framed as a statement and participants 

were asked how much they agreed, on a scale of strongly agree to not relevant, with that 

statement. The findings below show what percentage of respondents (out of the number that 
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answered the question) answered positively. This means they either said they ‘strongly 

agreed’ or ‘agreed’ with the statement. For each finding, it also states how many people 

answered that question.  

 

 

MTB had targets for some of these outcomes. They were hoping that the following 

percentage of participants would answer positively to the following statements:  80% feel 

more in control of finances; 80% manage their money better; 70% feel better off financially; 
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and 80% feel less anxious and stressed about money. As you can see from the figure above, 

they exceeded each of these targets. 

Participants were asked if they have made changes regarding their money since taking part 

in the workshops. MTB had a target of 80% for the percentage of participants that answered 

‘strongly agree’ or ‘agree’ with that statement. The figure below shows the findings, as well 

as a breakdown of the kind of changes participants said they had made. 100% of 

participants who answered this question said they had made changes. 
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Participants were asked if they were doing things differently with their kids around money, as 

well as if conversations with family or friends had improved. MTB had a target of 80% for the 

percentage of participants that answered ‘strongly agree’ or ‘agree’ to both of these 

statements. The figure below shows that 92% of participants (who answered this question) 

plan to do things differently with their kids around money. Only 65% of participants said they 

agreed or strongly agreed that their conversations around money have improved since 

taking part in the workshops. This did not meet the target but is still a positive outcome. Due 

to the kind of organisations that MTB worked with, it is important to note that many of the 

individuals that took part were single, and did not have significant financial relationships 

within a family. This figure may therefore be misleading and not reflect the extent of the 

impact these workshops had on participants who did have family and their ability to have 

better conversations about money. 

 



OPM Group Evaluation of Moneytalk Bournemouth 

Restricted External 
Final – Version: 3.11 
  Page 47 of 47 

 

 

Moneytalk Bournemouth Facilitator Training 

Key Output Target Actual Outcome 

Professionals trained 60 98 Target exceeded 

Partnerships formed 20-40 organisations 36 Target met 

Facilitator training 

sessions run 

6-10 11 Target exceeded 

The key targets for delivery of the Moneytalk Facilitator training were to develop partnerships 

with 20-40 local organisations through whom MTB would deliver 6-10 one or two day training 

sessions, attended by 60 practitioners. MTB exceeded their targets for the number of 

professionals trained as well as the number training sessions run, as the table illustrates 

above. They met their target of developing partnerships with 20-40 organisations, and had 

formed 36 partnerships by the end of the programme. 

MTB also asked trainees to fill in a survey following the training that aimed to measure the 

impact the workshops had on them. The findings below show what percentage of 

respondents (out of the number that answered the question) that answered positively. This 

means they either said they ‘strongly agreed’ or ‘agreed’ with the statement. 

 100% of trainees either ‘strongly agreed’ or ‘agreed’ that the information 

covered on the training was relevant to their client’s issues (n=93).  

 99% of trainees either ‘strongly agreed’ or ‘agreed’ that the training has given 

them the skills to support their clients around money (n=95).  

 98% of trainees either ‘strongly agreed’ or ‘agreed’ that the training has 

increased their confidence to help their clients (n=95).  

 95% of trainees either ‘strongly agreed’ or ‘agreed’ that they felt equipped to run 

the Moneytalk Bournemouth course following the training (n=91).   

 87% of trainees either ‘strongly agreed’ or ‘agreed’ that they were likely to run 

the course with their own clients within the next 6 months following the training 

(n=86). 

 

 

 

 

 


