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with dependent children" category (45.8%). The next largest group was married without 

dependent children (20.8%). Most participants had some college (34.7%), with a 4-year 

degree and an advanced degree being next and equal at 19.4%. Most participants had an 

annual household income of$40,000-$59,999 (33.3%). The next largest group was 

$20,000-39,999 (27.8%). This information can help financial counselors, planners, and 

educators determine which audiences are more likely to seek financial education. 

Procedures for Collecting Data 

At each workshop, individuals received an explanation of the study and two 

copies of a consent form, one to keep and one to sign and return (see Appendix A). 

Participants were asked to provide their name, address, and phone number. Individuals 

were assigned a number and results were tracked by this number. Their names were 

never associated with the surveys they completed. 

Before the workshop began, each participant received a survey to fill out (see 

Appendix B). Verbal instructions were given to help ensure that the participants 

understood the survey (see Appendix C). The workshops were taught by the same person 

each time to help reduce experimental confounds. An outline of the workshop along with 

key points that were covered is included (see Appendix D). 

At the end of the workshops, participants were asked to complete another copy of 

the same survey. The purpose of the second survey was to determine change from the 

pretest as a result of the workshop. 

Approximately three months after the workshop, participants received a third copy 
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of the survey to see if they made changes over the intervening time period. This final 

survey was used to help determine if The Financial Checkup program was effective in 

encouraging action over a period of time. Parti cipants were told that everyone returning 

the 3-month follow-up survey would be entered into a drawing for 50 dollars. Thirty

eight participants returned the third survey (a 53% response rate). 

A control group was also created to help assure internal validity. Participants 

were selected from a li st of individuals who desired to attend a financial management 

workshop. Like the experimental group, they were self-selected in that no one was 

requiring that they attend a financial workshop. Groups similar to the experimental 

groups were contacted. They consisted of two women ' s religious groups, one business, 

and clients at Utah State University 's Fam il y Life Center who desired to attend a financial 

management workshop. The contro l group was asked to complete a survey and then 

asked to complete another survey approx imately 3 months later. wi thout attending The 

Financia l Checkup workshop or receiving the booklet. The control group received their 

surveys during the same 6-month interval in which the experimental group was attending 

the workshops and completing their surveys. 

Measures 

The measurement tool for this research was a survey that was deve loped 

specifically for this study. This survey was approved by Utah State University's 

Institutional Review Board for use with human subjects (see Appendix E). Questions 1-5 

asked about demographics including age, sex, marital and family status, education, and 
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income. The next three questions asked if participants have completed a net worth 

statement, an income and expense statement, or used a budget in the last year. The 

survey also asked if they understand what those instruments are. 

The next nine questions involved the stages of change. For each topic covered by 

The Financial Checkup, participants were asked to choose which answer best described 

their current status. The financial topics addressed were debt. savings, retirement. taxes, 

and insurance (homeowner 's or renter ' s, auto, life, health, and disability). Following are 

the response options they could choose for each topic, the corresponding stage of change, 

and the number attached to the stage: 

Precontemplation- (DK) Don't Know, I. I don't know if I have problems in 

this area. 

Contemplation -

Preparation -

Action-

Maintenance -

(AP) Aware of Problems, 2. I am aware of problems in this 

area, but do not have current plans to take action in the next 

three months to work on these problems. 

(CP) Current Plans, 3. I am aware of problems in thi s area 

and I have plans to take action in the month to help resolve 

these problems. 

(T A) Taking Action, 4. I am currently taking action to help 

resolve problems in this area. 

(NLP) No Longer a Problem, 5. I have had problems in 

thi s area in the past but I continually take action to make 

sure I don ' t have problems again. 
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Participants may also answer: 

(DNA) Does Not Apply, 0. This topic does not apply to 

me. 

Reliability 

To examine the reliability of The Financial Checkup survey, the survey was 

admini stered to a graduate class of business majors at Utah State University and then 

given agai n I week later. The students were asked to put a number or some other 

identifying information at the top of survey one and the same identification on survey two 

to allow compari son. To assess test-retest reli ability, Table I summarizes responses to 

Table 1 

Correlation Among the Stages of Change from Survey One and Survey Two on Topics 

from The Financial Checkup (N=25) 

Debt- I Savings- I Ret irement-! Taxes-I Homeowners- I Auto- I Life- I Heal th-! Disability- I 

Debt-2 .77 66 .34 58 .67 .3 1 .58 4 1 .14 

Savings-2 .7 1 69 3 1 56 .60 .47 .56 .5 1 08 

Retirement-2 49 66 82 .40 .52 .29 .56 35 .43 

Ta.xes-2 .34 .41 10 .84 36 78 40 43 36 

1-lome-2 .18 12 37 .38 .6 1 .37 72 .53 39 

Auto-2 .26 .33 .28 .87 .58 87 62 8 1 .64 

Life-2 .33 .34 45 .51 .67 .70 .72 .60 .64 

Health-2 .22 27 . 15 .63 .27 .86 35 .67 53 

Disabi lity-2 . 10 . 13 .2 1 .58 .39 .66 .43 .39 71 
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each topic of The Financial Checkup. Survey one was compared to survey two using 

Pearson correlations. Of the nine topics, auto insurance had the strongest correlation 

(.87), followed by taxes (.84) , and retirement (.82). The weakest corre lation was 

homeowners insurance (.61). These high correlations support reliability of the measure. 

Validity 

The first step in examining validity was to look at construct validity by observing 

correlations between topics. Correlati ons between topics was generally not as strong as 

the correlation each topic had with itself(Table 1). In 72 of the between-topic 

correlations, there were 4 that were stronger than the correlation that topic had with itself. 

Those four correlations were Debt-! to Savings-2, Tax-I to Auto-2, Life-! to Home-2 , 

and Auto-! to Health-2. Two of these correlations may be explai ned. The first 

correlation is debt to savings. If people do not have a problem with debt, they are more 

likely to be able to save and therefore not have a problem with savings. The second 

correlation that may be explained is the life insurance and homeowners insurance 

correlation. It is likely that many people get life and homeowners insurance from the 

same agent because of the saving feature offered by some companies. Therefore, if they 

feel they do not have a problem in one area they likely do not have a problem in the other 

area. The other two correlations, tax to auto and auto to health, do not have associations 

that are easy to explain. However, as stated earlier, there were only 4 of the 72 

correlations that were stronger than the correlation each topic had with itself. 

The next examination of validity concerns content validity. To approach this, 
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experts in the field of financial education were given a copy of the survey and a short 

descript ion of the stages of change. These experts were asked to help determine if the 

survey tests what it is meant to test. Particular attention was paid to the comments of the 

experts who were most familiar with the stages of change. A few changes were made to 

the survey after receiving the experts· comments. Originall y the survey stated that the 

response option CP (Current Plans) was for individuals who were aware of problems in 

thi s area and have plans to take action in the next 3 months to help resolve these 

problems. Experts pointed out that thi s was not in line with the Prochaska et al. ( 1992) 

model , wh ich states that the individual has plans to take action in the next month, not the 

nex t 3 months. The survey was changed to say " in the next month" to more accurately 

portray the stages of change. 

Two other changes were made because of the experts' comments. A change was 

made to the response choices regarding NP (No Problem). Not only did one of the 

experts point out a potential problem with this choice, but the problem al so emerged from 

the pilot study. NP was changed to DNA (Does Not Apply). This change is di scussed in 

the pilot study section. 

The final change was in wording only. One expert was concerned that the 

direct ions asking participants to respond how they cunently feel about their financial 

situation was not as accurate as ask ing them to respond how they feel about their cunent 

financial situation. Asking how they currently feel would lead to more fleeting responses. 

The survey was changed to ask about their current si tuation, not their cunent feelings. 


