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Financial Empowerment Curriculum

Module 4: Building Financial Foundations
Time Clock: 1:00-2:00

Module Objectives:

(1) Explain the various types of financial paperwork that exist.

(2) Describe the difference between the various loan options.

(3) Apply for a loan and recall how to prepare for the application process.

(4) Recall the various home options to consider when seeking financial living independence.
(5) Describe the path to achieve home ownership.

Module Overview

Explain that the purpose of this module is to help
individuals learn the more advanced facets of
financial management.

Financial Empowerment Curriculum
Moving Ahead Through Financial Management

Module Four:

Building Financial
Foundations

Homes, Loans and
Automobiles

L

Slide 1

Say “As you may know, the Financial
Empowerment Curriculum was developed
through the partnership of The Allstate
Foundation and the National Network to End
Domestic Violence. As you can see, the
curriculum consists of five separate learning
modules that can be delivered in a group or one-
on-one setting, and can be delivered together
during a five hour course or independently with
each module lasting about one hour.”

TRANSITION

Slide 2 “Today, we are going to review module four as
part of a <insert time allocated> session. There is
quite of information that we’ll be covering, so
please ask questions and share your personal
experiences. After all, that is how we all learn!”

Financial Empowerment Curriculum
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Financial Empowerment Curriculum

Module Overview (continued)

# Module Four Objectives

B Explain the various types of financial paperwork that exists.
B Describe the difference between the various loan options.

®_ Apply for a loan and recall how to prepare for the application
process.

B Recall the various home options to consider when seeking
financial living independence.

m Describe the path to achieve home ownership.

Slide 3

Module Four Opening Exercise

|t | =00 Veal et

B Before we begin to discuss how to apply for a loan, buy a car or

purchase a home, | want you to take a moment to reflect on
your personal experience.

B On a scale of 1-10, how comfortable are you with the loan
application process?

B Why would you rate yourself the way you did? What life
experiences have provided you the opportunity to apply for a
loan?

B Be prepared to share your ideas and thoughts with the class.

® You have five minutes.

Slide 4

Display the slide “Module Four Objectives.”

Read the bulleted items on the slide that reviews the
module objectives.

Display the slide “Module Four Opening Exercise.”

Read the bulleted items on the corresponding slide
which provide an overview of the discussion activity.

Allow five to ten minutes for participants to gather
their thoughts.

Ask for someone to share how comfortable they feel
with the loan application process, using a scale 1-10.
After they answer, ask why they believe they rated
themselves that number? What caused it to be high
or low?

Allow participants to share stories and thoughts.
Although you don’t want to move too quickly during
this segment of the course, you also want to manage
the discussion.

TRANSITION

“Thank you for sharing your stories and
experiences. This module will not only help you
better understand the loan process, but we will
also talk about buying a car, owning a home as
well as the power of investing.”
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Financial Empowerment Curriculum

Topic 1: Financial Paperwork

Module Four:

Building Financial
Foundations

IFinanciaI Paperwork l
Loan Options

Loan Application Process
Home Options

Home Ownership

Slide 5

Financial Paperwork

Be mindful as you collect and hide financial documents.

If you eannot get access to your birth cerfificate or Social Security
Nunmiber, you can use your driverss license or state ID card to
request a copy of your birth certificate or 8S card later,

You need only the most recent copy of your bank, investment or
credit card statements.

If you cannot find paper copies of documents, request an electronic
copy be sent to a private email account or pick it up in person.
Don t worry if you can't access your utility or other monthly
expenses because your most recent bank statement will provide
information about monthly expenses (or if you pay via money
orders, make copies of the statements).

Slide 6

Financial Paperwork

Store document in the following categories:

Financial Records

B Retirement, life insurance
Legal Documents

M Child support or custody papers, divorce decree
Property Documents

M Record of repairs, large purchases, lease agreements
Health Records

M Immunizations, statement from doctors
Expense Documents

M Credit card statements, utility bills

Slide 7

Display the slide “Module Four-Financial
Paperwork.”

Say “Module Four of the Financial Empowerment
Curriculum: Moving Ahead Through Financial
Management has a total of five topics.”

Read topics shown on the corresponding slide.

Say “The first topic we are going to be discussing
is Financial Paperwork.”

Display the slide “Financial Paperwork.”

Say “Before we talk about the more advanced
finance topics, it is important for us to review the
basics of collecting financial documentation.
This topic helps reinforce what the basics we
learned in earlier modules.”

Ask for a volunteer from the audience to read the
bullet points on the corresponding slide.

Display the slide “Financial Paperwork.”

Say “As you begin to collect documentation,
including your credit report, store them in
separate categories for easy reference.”

Ask for a volunteer from the audience to read the
bullet points that display on the corresponding slide.
TRANSITION

“Nice work! Now let’s move to our second topic
of Module Four.”
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Financial Empowerment Curriculum

Topic 2: Loan Options

Display the slide “Module Four-Building Financial
Foundations.”

Module Four:

Building Financial
Foundations

Say “As you can see, our second topic of Module
Financial Paperwork Four is Loan Options.”

Loan Application Process
Home Options

Home Ownership

Slide 8

Display the slide “Loan Options.”

Loan Options

Say “Now let’s discuss some of the various loan
options available. The first one that we will
address is an unsecured loan.”

What is an unsecured loan?

An unsecured loan is a loan obtained without collateral (such as a
house or car). This loan s also cailed a signature loan. There are
three main types of unsecured loans:

Hni Ask for a volunteer from the audience to read the
Grotit a1 omn bullet points displayed on the corresponding slide.

Secured Loan

Slide 9

Display the slide “Loan Options.”

el Say “Now that we know a little about an

unsecured loan, let’s talk about secured loans.”

What is an secured loan?

Secured loans are those |oans that are protected by an asset or

collateral of some sort (such as a car or house). From a lender's point Read the bu"et points dISplayed on the

of view, these types of loans are less of a risk because the lender can

recover their loss by the asset used for the loan. corres p on d | n g S I |d e.

Debt Consolidation Loan

Car Loan

Mortgage Loan

Slide 10
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Financial Empowerment Curriculum

Topic 2: Loan Options (continued)

Loan Options

Before you buy a car, consider the following:

The primary difference between loans for new and used cars is that
new care loans tend to come at a lower interest rate.

You should be very careful when shopping for a car loan to ensure
that they get the best loan for their needs.

Visit winw edmonds cam to determine how much of a car loan you
can afford.

As a general rule, loans with short terms are better because
borrowers pay less interest, and the lower the interest rate, the less
costly the used car financing.  However, the monthly payment will
be higher.

Slide 11

Loan Options

Loan Options

Before you apply for a mortgage, be familiar with:

Frepaymenl penalties are monetary penalties should a borrower
payoff a loan earlier than was originally agreed,

Negative Amortization (Neg Am) may be appealing to first time
buyers who can't afford huge upfront mortgage payments, however
may result in unmanageable monthly payments in the end.
Predatory lending Is the practice of using unfair, deceptive, and
abusive taclics in lending money.

Payday loans are short-term loans are offered to individuals without
regard to credit. Though these loans are relatively easy to obtain,
they are granted at unreasonably high interest rates.

Slide 13

Display the slide “Loan Options.”

Say “One of your first secured loans will probably
be when you buy a car. Before you buy a car,
what are the different items to consider?”

Ask for a volunteer from the audience to read the
bullet points that are displayed on the corresponding
slide.

Display the slide “Loan Options.”

Say “Thank you for reading that slide. In addition
to a car loan, the next major secured loan will be
when you purchase a home. Let’s review four of
the main types of mortgage loans available.”

Read the bullet points displayed on the
corresponding slide.

Display the slide “Loan Options.”

Say “In addition to knowing the various mortgage
loans available, what else should you be familiar
with before apply for a home loan?”

Ask for a volunteer from the audience to read the
bullet points that display on the corresponding slide.
TRANSITION

“Again, many thanks for all of your help! Now
let’s move to our third topic of Module Three.”
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Financial Empowerment Curriculum

Topic 3: Loan Application Process

Display the slide “Module Three-Building Financial
Foundations.”

Module Four:

Building Financial
Foundations

Say “As you can see, our third topic of Module
Financial Paperwork Three is the Loan Application Process.”

Loan Options

ILoan Application Process l
Home Options

Home Ownership

Slide 14

Display the slide “Loan Application Process.”

Loan Application Process

Say “First, let’s discuss the different components
lenders use to evaluate loan applications.”

The following are used to evaluate loan applications:

Employment History: Mosl lenders look for two consecutive years

of employment within the same industy. Ask for a volunteer from the audience to read the
it b el bullet points displayed on the corresponding slide.

Pl notexcee 42 percentof out mony camngs. Say “Although this list in not all encompassing of
Cash and Asset Re_serves: Lef!ders mayrgques.t information a” the facet considered for a Ioan approval they
about your cash available (checking and savings). H

are the four primary components a lender will
evaluate your loan application.”

Slide 15

Display the slide “Loan Application Process.”
Loan Application Process

Say “What else do you think is good to know
before applying for a mortgage?”

The following is good to know before applying for a mortgage:

Loan prequaiification is a process that pre-approves a homebuyer for a

specific loan amount when purchase a home. It helps you look for Ask for a Volunteer from the audience to read the

homes you can afford and gives you a compelitive advantage. . . . .

The mortgage application not only asks for information about you but bU"et pOIntS that dlsplay on the Correspondlng SI Ide .
also requires information about the property (since it will be used as

collateral). The property information can be found in the appraisal. TR A N S I TIO N

Before submitting a mortgage application, many home loan experts
recommend that borrowers check their credit.

“Again, this isn’t all encompassing on the loan

Another important part of a mortgage application is the documentation

a borrower provides since it confirms all the information isaccurate:; : application process; however, it does provide
-—:- | you with a sound foundation to build upon.
Slide 16 Thanks again for sharing everyone! Now let’s

move to our fourth topic of Module Three.”
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Financial Empowerment Curriculum

Topic 4: Home Options

Module Four:

Building Financial
Foundations

Financial Paperwork
Loan Options
Loan Application Process

Home Options

Home Ownership

Slide 17

Home Options

If you decide to leave your abuser, you have housing options:

Transitional housing programs can be an option for someone who is
leaving an emergency shelter or Is nol yet in a position to afford living
compietely independently.

Before you rent, determine how much you can afford. Itis
recommended that your rent to 25%-30% of your income.

If you are on a lease or rental agreement with your abuser, lease
bifurcation you may allow you to remove your name or have the
abusers name removed from the lease.

The Section 8 program makes privately owned rental housing
affordable to low-income households. [t provides rent subsidies
(elther rental certificates or vouchers) for eligible tenants.

Slide 18

Home Options

Consider the following before signing a lease:

Do not put money down unless you're sure you want the unit,

Caleulate the anticipated costs of utilities (e, heat, electricity)
when determining whether you can afford an apartment.

Check the apartment to ensure that it's in acceptable condition and
put all agreements for repairs in writing.

Evaluate how the superintendent or landlord responds to
emergencies.

Talk with prospective neighbors about the landlord.

Visit the property at night and during the weekend to become more
familiar with the community.

Slide 19

Display the slide “Module Four-Building Financial
Foundations.”

Say “As you can see, our fourth topic of Module
Three is Home Options. Even though many of us
dream about owning our own home, it might not
be an option to initially consider when first
leaving an abusive relationship. However, there
are other housing options available.”

Display the slide “Home Options.”
Say “What are some of the housing options
available?”

Ask for a volunteer from the audience to read the
bullet points that are displayed on the corresponding
slide.

Display the slide “Home Options.”
Say “If you are considering leasing an apartment
or home, what should you consider?”

Ask for a volunteer from the audience to read the
bullet points that display on the corresponding slide.

TRANSITION

“Thanks everyone. Now let’s move to the fifth
and final topic of Module Three.”
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Financial Empowerment Curriculum

Topic 5:

Home Ownership

Module Four:

Building Financial
Foundations

Financial Paperwork
Loan Options
Loan Application Process

Home Options
Home Ownership

Slide 20

Home Ownership

Before buying a home, ask yourself these questions:

Do you have a steady income and a stable job?

Do you plan to stay in the same city for at least three o five years?
Do you have a budget? Do you stick fo it?

Do you have a good credit history?

Do you have savings for a down payment and closing costs?

Have you researched programs that offer down payments and closing
Costs for survivors of domestic violence?

Have you looked at low- and moderate-income mortgage programs?
Have you taken homebuyer-education classes?

e

Slide 21

Home Ownership

Below are some additional tips when looking to buy a home:

Get help before you sign. If you're concerned about being a victim of

predatory lending, have a counselor review the loan documents,

Read the fine print. Watch for balloon payments, high interest rates
and fees, and credit life insurance.

Shop around. Comparison shop fo get a loan with the best terms.

Avoid high-pressure sales, Take your time when comparing lenders.

Review total costs. A low monthly payment isn'l always a deal

Watch what you sign. Never sign a blank document or any document

the lender promises to fill in later.

Slide 22

Display the slide “Module Four-Building Financial
Foundations.”

Say “As you can see, our last topic of Module
One is Privacy Challenges and Identity Change.
Once you decide to leave an abuser, protecting
you identity and privacy will be more important
then ever. Let’s take some time to discuss some
of the things you should consider when it comes
to protecting your privacy.”

Display the slide “Home Ownership.”

Say “There are many things to consider before
buying a home. Let’s review a few basic
questions that you may want to ask yourself
before considering home ownership as an
option.”

Ask for a volunteer from the audience to read the
bullet points that are displayed on the corresponding
slide.

Display the slide “Home Ownership.”

Say “We would also like to share some additional
tips when looking to purchase a home.”

Read the bullet points on the corresponding slide and
expand on each one of the topics.

TRANSITION

“Thanks for sharing everyone! Now let’s wrap-up
this module with a short discussion activity. This
forum will provide all of us a good summary of
what we learned.”
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Financial Empowerment Curriculum

Module Review

Module Four Review Exercise Display the slide “Module Three Review Exercise.”
| =04 er:: it Read the bulleted items on the corresponding slide to
L i . ..
review the activity
B Think about what we have discussed during the past hour.
- ity 2 0 A v 2 Allow five to ten minutes for participants to gather
information you learned today? .
B What is one action item you will commit doing to improve your the'r thoug htS .
current situation?
® Be prepared to share your ideas and thoughts with the class. Ask for someone to Share the most helpful or

® You have five minutes.

important information they learned today? When did
the “light bulb” go off for them? Encourage others in
the audience to also share their thoughts.

o

Slide 23 Ask for someone to share one action item they
learned in this module that they intend to do within
the next seven days. Encourage others in the
audience to share their thoughts and advise them to
transfer their “next steps” into their portfolio.

Note: The most effective way to get someone to
change their behavior is to: (1) tell them how to
change, (2) have them tell you how they want to
change and then (3) get them to write it down. The
process of writing the behavior or action transfers
accountability and ownership and increases the
chances of the action actually taking place.

TRANSITION

“Thank again for sharing your stories and
experiences.”

Transition

Ask if anyone has any questions before closing the

Financial Empowerment Curriculum session or moving to Module Five.
Moving Ahead Through Financial Management
TRANSITION

Note: How you close the session will be determine
whether or not you are delivering this module as a
stand-alone or in tandem with other module(s).

, L.
Ly
Sy

b

I yardl
SlARE |._I| y . 1 . /
}:J“%EEEL.I:}] will cover Creating Budgeting Strategies!”

Say “Now let’s move to Module Five where we

Say “Thank you again for your sharing your
insight. We look forward to continuing to

Slide 24 support you and your family in the future as you
achieve financial independence!”
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