Instructors Guide: Financial
College EdUCOtoy
Council

Financial Capability
Curriculum







Financial Capability
Curriculum

Instructors Guide

College

Resources Feedback Reprinting

Share
Access Your Feedback, Order

Resource & Comments & Additional
Details on Student Guide

Training .
Center Your Program Reprints

FinancialEducatorsCouncil.org FinancialEducatorsCouncil.org FinancialEducatorsCouncil.org
/Courses/Log-In /Feedback-Center /Reprint

Nationall
Financial
Educators
Council

www.FinancialEducatorsCouncil.org



Copyright 2015 by the National Financial Educators Council.
All Rights reserved. No part of this book may be reproduced.
Library of Congress Cataloging-in-Publication Data

ISBN: 978-0-9797853-2-0

Printed in the United States of America

Requests for permission to make copies of any part of this book can be made to the National
Financial Educators Council at Admin@FinancialEducatorsCouncil.org

Read full terms and conditions of the usage of the instructor’s guides and PowerPoint
presentations at http://www.financialeducatorscouncil.org/curriculum-cfei-terms/

No Earnings Projections, Promises, or Representations You recognize and agree that we have
made no implications, warranties, promises, suggestions, projections, representations or
guarantees whatsoever to you about future prospects or earnings, or that you will earn any
money, with respect to your purchase of this financial education curriculum, and that we have
not authorized any such projection, promise, or representation by others.

Any earnings or income statements, or any earnings or income examples, are only examples for
educational purposes. There is no assurance you will do as well as stated in any examples. If you
rely upon any figures provided, you must accept the entire risk of not doing as well as the
information provided. This applies whether the earnings or income examples are monetary in
nature or pertain to advertising credits that may be earned (whether such credits are convertible
to cash or not).

Due Diligence You are advised to do your own due diligence when it comes to making business
decisions and should use caution and seek the advice of qualified professionals. You should
check with your accountant, lawyer, investment advisor, or other appropriate professional before
acting on any investment information. You may not consider any examples, documents, or other
content on the course or otherwise provided by us to be the equivalent of legal, accounting, or
investment advice.

Nothing contained in the course or in materials available for sale or download on the website
provides legal, investment, or accounting advice in any way. You should consult with your own
attorney, financial investment advisor, and accountant with any questions you may have. We
assume no responsibility for any losses or damages resulting from your use of any information or
opportunity contained within the course, on the related website, or within any information
disclosed by the owner of the course and the website in any form whatsoever. Visit
www.FinancialEducatorsCouncil.org to review the complete earnings disclaimer and terms &
conditions.

Read full terms and conditions at back of manual.



Sample Guide Contents

Sample Guide Table of Contents

Full Curriculum Contents 7
Financial Psychology 7

Budgeting 8

Account Management 8

Credit Profile 8

Loans & Debt 9

Jobs & Careers 10

Entrepreneurship 11

Economic & Government Influences 11

Risk management & Insurance 12

Evaluating Your Current Retirement Situation 12

Investments 13

Lessons 15
How Does Financial Psychology Develop? [F2] 18

Quantifying Your College Decision [L3] 26

Invest in Your Future [L4] 31

Terms & Conditions 37

Financial
Educators
Council






Table of Contents

FINANCIAL PSYCHOLOGY
LESSON TITLE LESSON DURATION
ID (MINUTES)
The Most Important Thing F1 10-30
How Does Financial Psychology Develop? F2 20-30
Where Did You Learn About Money? F3 20-40
Money & Emotions F4 20-30
Changing Your Financial Behavior F5 20-40
Dreams F6 10-40
Goals F7 10-40
Lifestyle Choices F8 20-30
Become a Life-Long Learner F9 10-20
Naiional

Financial
Educators
Council



Table of Contents

BUDGETING
LESSON TITLE LESSON DURATION
ID (MINUTES)
Wants vs. Needs B1 10-30
Money Management Styles B2 20-40
Can I Afford That: Vehicle B3 20-40
Can [ Afford That: Renting B4 20-60
Let’s Learn to Budget B5 30-60
ACCOUNT MANAGEMENT
LESSON TITLE LESSON DURATION
ID (MINUTES)
Banking Basics Al 20-40
Banking Essentials A2 20-40
Debit Card v. Credit Card A3 10-30
CREDIT PROFILE
LESSON TITLE LESSON DURATION
ID (MINUTES)
What is Credit? C1 20-40
Credit History C2 20-40
Identity Theft C3 20-40




Table of Contents

LOANS & DEBT
LESSON TITLE LES;EON ?“:I’:LAJT'CE’:;
Good Debt v. Bad Debt L1 10-30
Cost & Benefits of College L2 20-30
Quantifying Your College Decision L3 20-40
Invest in Your Future L4 30-40
Funding College L5 30-40
How to Pay Off Debt L6 30-40
Car Loans L7 20-40
Loan Manager L8 20-50
Loan Qualification L9 10-30
Consequences of Default L10 20-30
National

Financial
Educators
Council



Table of Contents

JOBS & CAREERS
LESSON TITLE LESSON DURATION
ID (MINUTES)
Identifying Passions J1 10-40
Career Changes J2 20-30
Resumes & Job Applications J3 30-120
Interviews J4 30-120
Growing & Shrinking Industries J5 20-30
Don't Get Lost In The Crowd J6 20-30
Prepare for Your Dream Job Today! J7 20-40
Networking in Your Field J8 20-30
Networking & Mentors JO 10-30




Table of Contents

ENTREPRENEURSHIP
LESSON TITLE LESISDON '()“;’:LAJT'CE’:;
Be An Entrepreneur - Is It Right For You? El 20-40
What is a Social Entrepreneur E2 20-40
Do You Have Entrepreneurial Mindset? E3 20-40
Internet-based Businesses E4 20-40
How to Start Your Internet Business E5 20-40
Calculated Risks E6 20-40
Creating a Social Enterprise! E7 20-40
Magazine Enterprise E8 20-40
ECONOMIC & GOVERNMENT INFLUENCES
LESSON TITLE LESSON DURATION
ID (MINUTES)
Taxes G1 20-50
Naiional

Financial
Educators
Council



Table of Contents

RISK MANAGEMENT & INSURANCE

LESSON TITLE LESISDON ?“;’:LAJT'CE’:;
What's My Risk? R1 20-30
What is Insurance? R2 20-40
What Insurance Do I Need? The Basics R3 20-40
What Insurance Do [ Need? Advanced R4 60-90
How Insurance Policies Work R5 20-40
Insurance Claims R6 20-40
How to Reduce Your Risk R7 20-30
Prepare for Disaster R8 20-40
Wills & Trusts R9 20-40

EVALUATING YOUR CURRENT RETIRMENT SITUATION

LESSON TITLE LESSON DURATION

ID (MINUTES)
Questions about Retirement S1 30-60
Retirement & Family S2 20-30
Retirement & Income S3 30-40
Retirement Plans S4 30-40




Table of Contents

INVESTMENTS
LESSON TITLE LES;SDON ?“;’:LAJT'CE’:;
Why People Invest Vi1 40-60
Introduction to Investing V2 20-30
Preparing to Invest V3 30-40
Compound Interest V4 30-60
Risk & Potential V5 10-20
Building a Team of Trusted Advisors V6 30-40
Types of Investments V7 30-45
The Stock Market V8 40-60
Investing in Real Estate V9 30-50
Investment Diversification V10 30-50
Investment Checklist V11 20-30
National

Financial
Educators
Council






Financial
Psychology




Financial Psychology

In this unit students will develop an understanding of how their financial
psychology relates to achieving their financial and lifestyle goals. Students
will explore these concepts by looking in-depth at how their personalities,
goals, dreams, and emotions can affect their attitudes toward money.







How Does Financial Psychology Develop?

How Does Financial Psychology Develop?

Duration ¢ 20-30 minutes

Lesson Overview ¢ |n this lesson, students will learn how financial beliefs and
behaviors are related to the general psychological principles of
needs, wants, and environmental influences.

Big Idea ¢ Your ability to change your behavior impacts your financial well-
being.
¢ There’s a relationship between your values, emotions and personal
finances.
¢ Your financial traits and habits impact your finances.
¢ Your values and emotions will influence your financial decisions.
¢ There are factors that influence your decisions.

Essential Questions At the end of the lesson, your students should be able to answer the

following:

¢ How does Maslow’s hierarchy of needs relate to an individual’s
financial attitudes and behavior and motivate you to get money?

¢ How does the concept of human conditioning relate to an
individual’s financial attitudes and behavior?

¢ What level of Maslow’s hierarchy of need do you identify with in
terms of your financial life?

¢ How has human conditioning shaped your financial life?

Skills ¢ Assess how different emotional states can lead to different actions
being taken.
¢ You can assess external information to make informed decisions
that align with your goals.

Vocabulary Hierarchy of needs
Physiological needs
Security needs

Love and belonging needs
Esteem needs
Self-actualizing needs

Human conditioning

L BK 2R R R R JR 2




Financial Psychology

Anticipatory Set

Ask students to complete the Warm-up Activity in their Student Guides. Give the following
instructions:

e Pretend you have just received $1,000 to spend any way you please, with no strings
attached.

e Take a few minutes to write down what you would do with

the money.

e After you’ve figured out how you’d spend the $1,000, take

a few minutes to explain why you’d spend it that way. For

example,

0 If you're going to put it all in savings, what are you saving
for?
0 If you're going to buy gifts, what’s the occasion?”

MASLOW'’S HIERARCHY OF NEEDS

Self-Actualizing Needs. The highest level of Maslow’s Hierarchy of
Needs is self-actualizing. This is when people focus on personal
growth, legacy, and making a positive difference.

Esteem Needs. Fourth on Maslow’s Hierarchy of Needs includes the
desire for personal achievement, accomplishment, status, and earning respect.

Love and Belonging Needs. These social needs include the desire to be accepted and loved, and share
affection.

Security Needs. The next level of Maslow’s Hierarchy of Needs includes the desire for safety and
security.

Physiological Needs. Maslow believed that needs such as food, water, air, and sleep are the most basic,
fundamental, and instinctive. All other needs described in this hierarchy become secondary until core
physiological needs are met.

Developed by Abraham Maslow in his 1943 paper A Theory of Human Motivation. Please note: This coursework is not validating
Maslow’s theory. However, it gives us a good framework to understand the impact of finances on our lives.

Lesson Explanation

Ask students to review the graphic of Maslow’s Hierarchy of Needs in the Student Guide. To
facilitate in-class instruction, ask student volunteers to give examples from their own lives
demonstrating each type of need.

Financial
Educators
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How Does Financial Psychology Develop?

Tell students: “Psychologist Abraham Maslow developed his Hierarchy of Needs theory in 1943.
As we can see from the pyramid graphic, according to Maslow, the higher people climb up the
needs hierarchy, the better their lives will be.

Now, where does a person fall on the pyramid when he or she is suffering from heavy financial
stress? If you're about to lose your home, you’re probably not thinking about self-actualization.
Financial issues place you in the lower levels of need. You must address the issues before you
can address the higher levels of need.

Tell students to take a minute to look over their answers from the earlier activity.

e When you had $1,000 to spend, how did you spend it?

e What need did that money fulfill?

e If you were relieved to have money for electricity, gas, and rent your financial life probably
centers on your physiological needs right now.

e |f you decided to save that $1,000 for retirement, you were fulfilling a security need.

For in-class instruction, ask student volunteers to share examples (if they feel comfortable
doing so.)

Say, “Now that we’ve seen how finances can fulfill different psychological needs, let’s think
about how we’ve learned to use money to fill those needs in our lives. We're going to step
away from Maslow for a minute and talk about human conditioning.”

Humans are conditioned to move away from pain and toward pleasure. That makes sense,

right? Let’s think about that on a financial basis.

e [f you take pleasure in your daily latte or your monthly manicure, it’s easy to justify
spending your money on those things.

e If your favorite place to be is the beach, it’s probably easier for you to save money to spend
on gas and a rental board and boardwalk fries for your next trip to the beach.

These all are financial decisions that move us toward pleasure—we’re using money to get what
we want.

We also make financial decisions that avoid pain. The positive aspects of pain avoidance are
things like using money to buy insurance to avoid the future pain of paying medical bills out-of-
pocket; or putting money in savings to avoid the fear that comes when you get your paycheck
and it’s less than you need to cover monthly expenses. The negative aspects come in when we
avoid spending money wisely because it’s not as much fun as spending money on fun. That’s
how we get into situations where we spend $4 a day on coffee but don’t have anything saved
for retirement.




Financial Psychology

Often the difference between making smart financial decisions and foolish financial decisions
comes down to whether we’re conditioned to think about money in terms of long-term pain
and pleasure, or short-term pain and pleasure.

e Someone who knows from life experience that it’s painful not to have enough money for
rent or food or medicine will probably take steps to avoid that pain by saving, planning, and
thinking about long-term stability.

e Someone who has always been fairly comfortable in terms of meeting their physiological
and security needs but uses money to reward themselves or loved ones—that is, someone
who's always used money to meet love and belonging needs—will find it pretty painful to
cut back on spending money to buy gifts.

Tell students, “Think back to the way you spent your imaginary $1,000 at the beginning of the
lesson. What were your motivations? Avoiding pain, seeking pleasure, or both?”

Lesson Activity: Applying Maslow’s Needs Hierarchy

Instruct Students to go to the Applying Maslow’s Needs Hierarchy Activity in the Student
Guide and reach each scenario. Then ask the class:

e What level of need in Maslow’s hierarchy is each person trying to meet?

e What do you think is motivating the person—seeking pleasure or avoiding pain?"
Facilitate discussion about motivation and how it relates to a person’s needs.

e Clarissa’s hours were just cut at work. She has enough savings to make her rent
payment this month, but the loss of salary will mean that she will have to choose
whether to pay her electric bill or her phone bill. Clarissa cancels plans with friends to go
to a concert and takes a weekend job babysitting to earn extra money. What level of
Maslow's hierarchy of needs is she seeking to fulfill? Would you say Clarissa is seeking
pleasure or avoiding pain?

e Every year, Bill's neighborhood goes all-out on holiday celebrations. Every neighbor
participates in a house-decorating contest, a cookie exchange, a White Elephant gift
exchange, and the block party. Only one neighbor has ever opted out, and everyone
gossiped about her at the block party that year. Bill doesn’t particularly enjoy the
holidays, but he still plans to spend over $500 on neighborhood events this holiday
season. What level of Maslow’s hierarchy of needs is he seeking to fulfill? Would you say
Bill is seeking pleasure or avoiding pain?

Fi ial
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How Does Financial Psychology Develop?

Melody is planning to start an after-school program teaching dance to underprivileged
children. She hopes the program will help inspire children to work hard and find a
passion for creative expression, just like she did when she started taking dancing lessons
at age four. Now that Melody has a successful dance studio and a booming business, she
wants to pass the same opportunities along to others. What level of Maslow’s hierarchy
of needs is she seeking to fulfill? Would you say Melody is seeking pleasure or avoiding
pain?

When Damien was growing up, his parents lived paycheck-to-paycheck. He remembers
not having enough money for new clothes or shoes, and even a few times when they
didn’t have enough to eat. Now that Damien is an adult, he has a good salary and a
stable job. However, Damien always worries about what would happen if he lost his job.
He still buys everything used and puts as much as he can into savings, just in case. What
level of Maslow’s hierarchy of needs is he seeking to fulfill? Would you say Damien is
seeking pleasure or avoiding pain?

Lesson Questions

1. Which statement best describes Maslow’s Hierarchy of Needs theory?

a. Therise to the top is slow.

b. The rise to the top is rapid.

c. The slower the rise, the happier the person’s life will be.
d. The higher people climb, the better their lives will be.

2. Which of the following statements is NOT true about human conditioning?

a. Humans move toward pleasure.

b. Humans move away from pain.

c. Humans make financial decisions based on logic rather than emotions.

d. Humans usually make smart financial decisions by considering short-term
pain and pleasure.

3. Maslow’s hierarchy of needs suggests that basic needs, like food, water, and shelter,

must be satisfied before higher level needs, such as esteem and self-actualization.
a. True
b. False



Financial Psychology

4. Humans are conditionedto ____ pleasureand ____ pain.
a. enjoy; dislike
b. accept; reject
c. seek; avoid
d. take; give

Lesson Review ¢ |Instruct participants to complete the Essential Questions in the
Student Guide.

Closing Activity/ ¢ Discuss the answers to the Essential Questions.
Remarks
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LLoans & Debt

Students will develop a basic understanding of loans and the loan qualification
process. Students will gain awareness of types of debt, investment in one’s
education and the dangers of defaulting on loans.




Quantifying Your Decision

Quantifying Your College Decision

Duration ¢ 20-40 minutes

Lesson Overview ¢ Students will learn to evaluate college options that support their
goals and chosen career fields.

2

There are ways to evaluate loans and their impact on your personal
financial plan.

There are reasons and consequences to taking on debt.

Debt can be a part of your financial plan.

There are tools that help us calculate loan payments.

There are consequences to not paying debt.

Major expenses should be planned for in advance.

There are things you can do to prepare to qualify for a loan.

Loan decisions should align with your personal financial goals.

Big Idea

® ¢ 6 6 6 0 0

Essential Question At the end of the lesson, students should be able to answer the
following:
¢ What is the best college option for my chosen career?

Skills ¢ Ability to create a sensible financial plan for attending college.
¢ Ability to make a checklist to estimate college expenses.

Vocabulary ¢ Higher education
Training school
¢ Community college

2

Anticipatory Set

Have students complete the Warm-up Activity in the Student Guide by answering the following
questions:

e How many years of higher education are required for my desired occupation?

e |s a college education required?




Loans & Debt

Lesson Explanation:

Tell participants to think about the following questions:
e Whatis it about college that is necessary for your profession?
e Do you simply need to acquire a particular type of knowledge?
e Ordoyou need to learn a particular skill?
e Isitimportant to have a college degree from a high-caliber university?
e Does that matter in your chosen field?

Explain that not everyone benefits equally from a college degree, even in terms of professional
aspirations. There are alternatives to college. Let’s think about those.
e There are specialized training schools for some fields. Is that a possibility for you?

e You can also obtain a lot of basic college credits from community colleges. The
benefit of community college is that most community college credits have a lower
price tag than a four-year college or university, even when course content and
teaching are virtually identical.

If college aligns with your goals and fits with your important motivators, chances are you should
put in the effort and work toward getting a degree. But although there are many benefits to
college that you may not realize until you get there, if you find that your goals and motivators
don’t fit with college, finding an alternative may be your best route.

Lesson Activity: College Options

Direct students to the College Options Activity in the Student Guide. You may go through each
form separately with the whole class or address questions as they arise.

e If computers and internet access are readily available for all students, ask them to
spend 20 — 30 minutes researching college options and their respective costs.

e If such access is unavailable, assign as research homework and have them use their
research to complete the following activities.

Instruct students to complete the activity by answering the questions.

e Based on the research you did, how many years of higher education
(education after high school) will you need? years

e Is college a good option for you? [ Yes [ No

e Does the business or job that you desire require a college education? [ Yes [ No

What other options may fit your situation best?

Financial
Educaior}
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Quantifying Your Decision

Now that you know the education requirements for your chosen career, research your college

options. Finding which college best suits you is a difficult choice in life. Take time to browse a

few possibilities to begin looking at all the financial aspects. In order to really look at the

financial differences, you will research five different types of colleges. Write down the name

and tuition per year for one of each of the following:

vk wNRe

State college in your home state
State college in another state
Private college

Community college

Technical college

In addition to choosing the college that best fits you, one of the most difficult things about

college can be figuring how you will fund it. There are lots of options out there for you!

Have students take a minute to brainstorm some things you will need to consider when
planning to finance your college education. Have them write their answers in the workbook.

Lesson Explanation

Another extremely important part of reckoning the cost of college is calculating college

expenses. Ask students:

e What do you think your college expenses will be?

e  What types of expenses do you need to include?
Examples: tuition; books; room and board; rent; food.

Listen to their responses, then prompt further discussion by asking:

What about travel costs?

What about your paper and pens (stationery)?

What about cell phones and computer access?

What about entertainment while you are in college?

Unless you are extremely well-disciplined, you will sometimes want to let your hair
down a bit and go out, right? Well, entertainment costs money. You need to make
allowances for that.

What about health care costs?

Do any of you have children?

Single parents often get a lot of encouragement to go or go back to college. They're
told it’s the route to a better life for both them and their kids — and that’s probably
true. However, if you have children or even are just in a position where you have to
care for someone, then you have a dependent and you must factor their needs into
your college costs, too.



Loans & Debt

e What about emergencies? You can’t predict the future, but you have to try to
prepare for it, right?
0 What if you had to fly or drive home an extra time during the college semester?
0 What if you find yourself needing books beyond your prescribed reading list?
0 What if you have to move unexpectedly or have to buy yourself a new computer
because your old one broke? It happens. And you have to make some
allowances.

Lesson Activity: Developing a Checklist of College Expenses

Ask students to consider and forecast their potential college expenses. Reiterate that these

expenses are in addition to base tuition at their colleges of choice.

Suggest that creating an Excel sheet at home will help them track their expenses as they grow

or as they consider new items they had not thought of initially.

Lesson Activity: Running the Numbers

Now, by estimating, we are going to calculate the amount you will take out in student loans in

order to receive the higher education you desire.

Pick three of the schools you researched above, and fill out the information below.

SCHOOL #1, 2,3

How much will your total tuition be: S

Will you be eligible for the National Pell Grant? [ Yes I No
Go to http://studentaid.ed.gov/types/grants-scholarships/pell.

This website will also help you assess your expected aid.

Feel free to play around and see what you are eligible for. S

Will you be eligible for any additional scholarships or grants

that you have found O Yes 0 No
If so, calculate the amount you believe you will receive: S
Will you be working? O Yes 0 No

If not, you will need to add in monthly living expenses as part of your student loans.

Go to the college’s Financial Aid website. They will often provide “expected living costs.”
If not, do your best to estimate your monthly living expenses in college. Include rent,
food, car, books, gas, etc. S

Total Needed in Student Loans: S

Fi ial
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Quantifying Your Decision

‘ Lesson Questions

1. If you decide to attend college rather than receive a trade certificate, what is one way to
reduce the total cost of your degree?

a. Go to a university out of state.
b. Negotiate better tuition expenses with your financial aid officer.

c. Attend a community college to gain transferable credits then transfer to a
university.

d. Max out student loans. They will remain in deferment as long as you are in
college.

2. All high-paying, satisfying careers require a college education.

a. True
b. False
Lesson Review ¢ Instruct students to answer the Essential Questions in the Student
Guide.
Closing Activity/ ¢ Discuss the answers to the Essential Questions.

Remarks
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L.oans & Debt

Invest in Your Future

30-40 minutes

Lesson Overview

Big Idea

2
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In this lesson, students will gain in-depth knowledge of how to
calculate return on investment by pursuing higher education, to
demonstrate how continued education is an investment in their
financial independence later in life.

There are ways to evaluate loans and their impact on your personal
financial plan.

Major expenses should be planned for in advance.

There are reasons and consequences to taking on debt.

Debt can be a part of your financial plan.

There are tools that help us calculate loan payments.

There are consequences to not paying debt.

There are things you can do to prepare to qualify for a loan.

Loan decisions should align with your personal financial goals.

Essential Questions

At the end of the lesson, students should be able to answer the

following:
¢ How is college an investment?
¢ Whatis ROI?
¢ \What is one way to see ROl from attending college?
Skills ¢ Ability to calculate the return on investment of a college education.
¢ Students will understand how to achieve a good return on
investment from higher education to promote their financial
independence.
Vocabulary ¢ ROl (Return on Investment) — the profit or return from the original
invested amount.
¢ |ncome potential
¢ FAFSA
¢ COA - Cost of attendance, or the amount of money one needs to

attend a given institute of higher education.
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Invest in Your Future

‘ Anticipatory Set

Read the following quote to students and have them write what they think it means in the
Warm-Up Activity in the Student Guide.

“If you must work for money, find a way to work and be happy. That is financial
intelligence.” ~Robert Kiyosaki

Discuss the quote and why it is important to pursue one’s personal passion when choosing a
career and higher education.

Lesson Activity: A College Degree Is Valuable!

Hook the participants into the session by presenting the video C7 - Student Debt Documentary.
Upon conclusion of the video, pose the following questions:

e What are some of the lessons we can learn from this video?

e Does anyone share any of the concerns raised in the video?

e What are some actions you might take to mitigate these concerns?

Lesson Explanation

Present the following information to participants to help them understand the benefits of
earning a college degree:

e Georgetown’s Center on Education and the Workforce study reflects that
O adoctoral degree holder will earn $3.3 million over a lifetime,
O a college graduate will earn $2.3 million, and
0 those with just a high school diploma will earn $1.3 million.

e A recent study conducted by the College Board reflects that college graduates earn
80 % more on average than high school graduates, which can add up to more than
S1 million over a lifetime.

Of course, the college you attend also has an impact on your earning potential.

Today we will be talking about ways you can maximize the return on this important investment.
We will also talk about how to protect your investment and how to reduce the risks associated
with investing in a college education.

e How do you define return on investment?

e Whatis a return on investment or ROI?”

Let’s talk about how you work out the return on investment for college by looking purely at
numbers.
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So how do you calculate ROI? The short answer is that you take the total cost of attendance for
your chosen college and work out what you will actually pay out to meet that cost. If you have a
lot of financial aid, you know your out-of-pocket expense will be lower. You probably still will
bear some costs for your college education, but chances are it will be much lower and thus you
will have a higher ROI.

Example: if you invested $100 into your education in a specified time period and made $50
more in the next time period than you would have that is a 50% ROI. (50 divided by 100 = 0.5).

Tell students that regardless whether they attend college, trade school, or vocational school,
higher education is an investment. Explain that receiving any type of education beyond high
school will increase income potential over one’s lifetime.

e Discuss the income potential of a massage therapist and that person’s entrepreneurial
possibilities.
Examples: Own a day spa; personal massage therapist; work at a spa or doctor’s office, etc.
Explain that this type of training can be attained at a vocational school.

e [f the students choose to pursue college, they must determine which school is the best
choice for a good ROI.
Example: If they want to become a personal fitness coach who makes an average of $40K
per year, is it smart to receive a degree from Harvard that costs $420K?

e Discuss how college loans may be suitable as an investment towards their futures. Explain
that it is important to be careful when choosing a college, because college loans are loans
for school that must be repaid when college is complete.

Describe the following individuals and have students compare the two and determine which
option is the better investment:

1. A graduate with $180,000 in student loans who earns $38,000 per year.
2. Agraduate who got the same degree for $28,000 and who earns $36,000 per year.

Give students the following tips to prepare for college and determine the best investment
option for their educational investments.
e Attend a community college.
e Apply for scholarships.
e Fill out the FAFSA.
e Work with a college planner.
e Apply for federal, state and college scholarships. Sometimes more expensive
schools can actually be cheaper depending on the aid package a student
receives.
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Invest in Your Future

Advise students that once they have worked out the cost, they need to look at the annual
repayments they will make on any loans.

Then look up the average salary for their profession earned by people with college degrees, and
compare that to the average salary for professionals in that field who do not have college
degrees.

Explain that they can also look at the return on investment over a period of years. A great tool
for assessing ROl is http://www.payscale.com/college-roi. This organizes a scale of cost and

annual ROI per college. The ROl appears as a percentage and you can search for the schools or
types of schools that interest you. You can also look at the return with or without financial aid,
on campus, off campus, or off campus with family.

The tool can also look at ROI by major as well as by a number of other categories. This tool is
well worth looking into.

Lesson Activity: Which Would You Choose?

Direct students to the Which Would You Choose Activity in the Student Guide, and walk
through the following education investments students can pursue. Allow them to work in small
groups together (if preferred), and have them determine the best option and its ROI.

SCENARIOS

1. You are a teller at your local bank. Your boss suggests that if you attend a banking
seminar and complete the coursework you will receive a raise of $250 more per month.
The seminar costs $500 that you must pay out-of-pocket.
e What is the ROI after the first year? Answer: $3000 / $500 = 600% ROI
e [sthe ROI positive? Answer: Yes
e When do you break even? Answer: After 2 months
e Will this seminar benefit you in the future? Answer: Yes
e Will you make more money over time? Answer: Yes

2. You have a desire to become an accountant. The degree will cost you $35,000 at your
local university and you will graduate in 4 years. You will pay for all of this with student
loans. The average accountant in your area makes $50,000 per year. Or you can choose
to go to work right away and earn $35,000 per year; however, you will be unlikely to
receive any major raises.

e What is the ROl on this degree? Answer: 15k / [35k + (35k * 4)] =~ 8.5% ROI
e How beneficial will attaining the degree be? Answer: Marginally; similar to other
investments such as stocks



http://www.payscale.com/college-roi

L.oans & Debt

e Without considering student loan interest, when will you break even on this
decision? Answer: 11.66 Years
e Considering the ROI shown in this example, what choice would you make?

After the students complete the scenarios, ask them if they understand how an education is a
ROI. Discuss each scenario and how each situation has benefits to receive a ROI.

Lesson Questions:

1.  Whatis typically a person’s first large investment?
a. Anautomobile.
b. Ahouse.
c. A college or trade school education.
d. A high school education.

2. What does ROl stand for?
a. Refund of Interest.

b. Refund of Investment.
c. Return on Investment.
d. Return of Interest.
Lesson Review # Instruct students to answers the Essential Questions in the Student
Guide.
Closing Activity/ ¢ Discuss the answers to the Essential Questions.
Remarks ¢ Encourage students to conduct the financial aid research projects
outlined in their student guides.
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Terms & Conditions

Terms & Conditions — NFEC’s Complimentary Material

The National Financial Educators Council (“NFEC” or “Licensor”) grants the registered user of the NFEC’s
Complimentary Material (“Licensee”) a limited, non-exclusive, license to use the NFECs” Complimentary
Material (“Material”). This license is non-transferable and is limited to the Licensee that registered for the
Complimentary Programming and Reports offered by the Licensor in accordance with the terms below.

The NFEC retains the Copyright and all rights not expressly granted to Licensee. In consideration for the
rights granted under this Organization License Agreement (“Agreement”), the Licensee agrees to be bound
to the terms herein and agrees that this License shall govern the rights and obligations of the Licensor and
Licensee.

1. License Acceptance. The End User accepts the Organization License Agreement by doing any of the
following:

a) Accessing Licensees Programs through the Licensors webpages.

b) Receiving any Program material sent electronically or via other delivery methods to the Licensee
by the Licensor or the Licensor’s third party distributors, product fulfillment companies or personnel.

c¢) Downloading any of the Training or Program material.
d) Visiting any of the Licensors websites.

2. Authorized End User. This Agreement applies to the person registered that is identified through the
name and email address entered when registering for the Program and can be defined as a single individual
that will utilize this material (“End User”). The End User is responsible to notify others within their
organization that they are bound by the terms of this Agreement. The Licensee may add another End User
by having them register through the Licensors website - only those registered directly through the NFEC’s
websites may use the Material.

3. License Granted. This licensing agreement is for a non-exclusive, revocable License to use content for
non-commercial education purposes. Licensor may cancel your revocable License at any point, for any
reason.

a) License may make up to 50 copies of the Student Guide only that associated with the free workshops
provided through the Program. This can only be delivered to people in a live audience setting and programs
may not be delivered via online or any other method. Additional copies may be requested by
emailing admin@financialeducatorscouncil.org.

b) No copies may be made of the PowerPoint presentation and one copy can be made of the Instructors
Guide. Nothing can be modified. Only one copy can be made of the reports and other data.

c) The National Financial Capability Strategy, Framework for Teaching Personal Finance, Financial
Literacy Framework & Standards may not be used in course instruction, presentations or any other method
of delivery. Only one copy can be made for use by registered End User.

4. Prohibited Uses. The Licensee recognizes and agrees that the Program, Training and Presentations are
the property of the Licensor, the National Financial Educators Council, and are copyrighted. The Program
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contains proprietary information of the National Financial Educators Council and the Licensee may not do
any of the following:

a) Copy, reproduce, display, share or disclose information other than as consistent with the License
Granted section of this Agreement.

b) Sell, transfer, license, rent, sublicense, repurpose, combine or adapt the Programs or use them in
any manner not expressly authorized by this agreement.

c) Remove or alter the copyright notice or other legal disclaimers contained within the Program,
Training or Presentations.

d) Licensees may not conduct virtual events with any NFEC Presentations.

e) Licensee may videotape themselves using Licensed Presentations. Audiotaping, live streaming and
all other forms of delivery besides live, in-person, presentations are prohibited.

f) Credit card companies, the federal reserve or lenders whose main business is in high-interest rate
loans (defined as above 18% APR) or those being sponsored by these organizations are strictly
prohibited from using the Material, the NFEC name or any other service provided by the NFEC
without written permission.

g) The Licensee may only uses Licensors material when conduction complimentary events — they can
receive no payment when using the Complimentary Material provided by the NFEC.

h) The Reports including the National Financial Capability Strategy, Framework for Teaching
Personal Finance, Financial Literacy Framework & Standards may not be used in course instruction,
presentations or any other method of delivery.

5. Name Usage.

The Licensee cannot mention any affiliation with the National Financial Educators Council. Users of
the NFEC’s Material can state — this material was provided complimentary by the NFEC or National
Financial Educators Council. You are prohibited from making any statements that insinuates,
suggests or implies any endorsement or any other affiliation with your organization.

Licensees are prohibited from using any of the Licensors name or brand names in any of their
presentations, marketing, promotions or any other method of communication, including: marketing,
press releases, outreach efforts, email blasts, direct mailers, television advertisements, internet
marketing and all forms of media, outreach and marketing. These Names include but is not limited to
NFEC, National Financial Capability Strategy, Financial Educators Day, Real Money Experience,
Family Savings Challenge, Framework for Teaching Personal Finance, Financial Literacy Framework
& Standards, SavingsFund, Financial Educators Council, Certified Financial Education Instructor,
Certified Financial Education Professional, Financial EduNation, Money XLive, Cash Cow & Pig E.
Bank, Financial EduNation Campaign, Revive the American Dream Movement, Financial Education
Leadership Award, Financial Education Instructor Award, Financial Education Community,
Ambassador Award, Financial Education Program Award, Financial Education Patriot Award,
Financial Education Patron Award, Financial Education Advocate Award, Financial Education Book
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Award, Financial Education Organization Award, Financial Education Technology Award, Financial
Education Game Award, Financial Education Research Award, Financial Literacy Testing Survey
Center, Family Money Challenge, Financial Independence Week, Financial Education Publication
Award, Core 12 Financial Capability Curriculum, Core 80 Financial Capability Curriculum, Life
Stages Financial Literacy Curriculum.

Licensee is prohibited from using any of the NFEC’s brand names as URLSs’ social media page names, or
in any online format.

Licensee is prohibited from using any of the Licensors name or branded names or similar names in
conjunction with any domain names or corporate names.

6. Assignment. Recipient may not assign its rights, duties or obligations under this Agreement without
the prior written approval of the NFEC. The NFEC shall have the right to transfer its interest in this
Agreement without the consent of the End User.

7. Governing Law. This Agreement shall be construed in accordance with, and governed in all respects
by, the laws of the State of Nevada, without regard to conflicts of law principles.

8. Counterparts. This Agreement may be executed in several counterparts, each of which shall constitute
an original and all of which, when taken together, shall constitute one agreement.

9. Severability. If any part or parts of this Agreement shall be held unenforceable for any reason, the
remainder of this Agreement shall continue in full force and effect. If any provision of this Agreement is
deemed invalid or unenforceable by any court of competent jurisdiction, and if limiting such provision
would make the provision valid, then such provision shall be deemed to be construed as so limited.

10. The Licensor may cancel your License to use the Material at any point. Licensees will be notified via
email and the use of the Licensors Material must stop within 30 days of the email. The Licensor can cancel
your License for any reason.

11. Entire Agreement. This Agreement constitutes the entire agreement between the NFEC and End User,
and supersedes any prior understanding or representation of any kind preceding the date of this Agreement.
There are no other promises, conditions, understandings or other agreements, whether oral or written,
relating to the subject matter of this Agreement.

12. No Earnings Projections, Promises or Representations. Licensee understands and agrees that there are
important risk factors that should be considered by you when deciding whether to implement any of the
strategies or techniques taught in this financial education course. You recognize and agree that we have
made no implications, warranties, promises, suggestions, projections, representations or guarantees
whatsoever to you about future prospects or earnings, or that you will earn any money, with respect to
your purchase of this financial education course, and that we have not authorized any such projection,
promise, or representation by others.

Any earnings or income statements, or any earnings or income examples, are only estimates of what we
think you could earn. There is no assurance you will do as well as stated in any examples. If you rely
upon any figures provided, you must accept the entire risk of not doing as well as the information
provided. This applies whether the earnings or income examples are monetary in nature or pertain to
advertising credits which may be earned (whether such credits are convertible to cash or not). There is no
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assurance that any prior successes or past results as to earnings or income (whether monetary or
advertising credits, whether convertible to cash or not) will apply, nor can any prior successes be used, as
an indication of your future success or results from any of the information, content, or strategies. Any and
all claims or representations as to income or earnings (whether monetary or advertising credits, whether
convertible to cash or not) are not to be considered as "average earnings". You understand that this
financial education course has not been available for purchase long enough to provide an accurate
earnings history.

a) The Economy. The economy, where you live and do business, and on a national and even worldwide
scale, creates additional uncertainty and economic risk. An economic recession or depression might
negatively affect the results produced by this financial education course.

b) Your Success or Lack of It. Your success in using the information or strategies provided by this course
depends on a variety of factors. We have no way of knowing how well you will do, as we do not know
you, your background, your work ethic, your dedication, your motivation, your desire, or your business
skills or practices. Therefore, we do not guarantee or imply that you will get rich, that you will do as well,
or that you will have any earnings (whether monetary or advertising credits, whether convertible to cash
or not), at all. Businesses and earnings derived there from, involve unknown risks and are not suitable for
everyone. You may not rely on any information presented in the course or otherwise provided by us,
unless you do so with the knowledge and understanding that you can experience significant losses
(including, but not limited to, the loss of any monies paid to purchase the course, and/or any monies spent
in reliance upon the information provided in the course, and further, that you may have no earnings at all
(whether monetary or advertising credits, whether convertible to cash or not).

c¢) Forward-Looking Statements. Materials contained in this course, or on the website where the course
was purchased, may contain information that includes or is based upon forward-looking statements within
the meaning of the securities litigation reform act of 1995. Forward-looking statements give our
expectations or forecasts of future events. You can identify these statements by the fact that they do not
relate strictly to historical or current facts. They use words such as “anticipate,” “estimate,” “expect,”
“project,” “i plan,” “believe,” and other words and terms of similar meaning in connection with a

intend,
description of potential earnings or financial performance. Any and all forward looking statements in the
course or on the website are intended to express our opinion of earnings potential. Many factors will be
important in determining your actual results and no guarantees are made that you will achieve results
similar to ours or anybody else, in fact no guarantees are made that you will achieve any results from our
ideas and techniques in our materials.

d) Due Diligence. You are advised to do Your own due diligence when it comes to making business
decisions and should use caution and seek the advice of qualified professionals. You should check with
Your accountant, lawyer, investment advisor, or other appropriate professional before acting on this or
any information. You may not consider any examples, documents, or other content on the course or
otherwise provided by us to be the equivalent of legal, accounting, or investment advice. Nothing
contained in the course or in materials available for sale or download on the website provides legal,
investment, or accounting advice in any way. You should consult with your own attorney, financial
investment advisor, and accountant with any questions you may have. We assume no responsibility for
any losses or damages resulting from your use of any information or opportunity contained within the
course, on the related website, or within any information disclosed by the owner of the course and the
website in any form whatsoever.

e) Purchase Price. Although we believe the price is fair for the value that you receive, you understand and
agree that the purchase price for this financial education course has been arbitrarily set by us. This price
bears no relationship to objective standards.
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f) Testimonials & Examples. Testimonials and examples for this course and on the related website are
exceptional results, do not reflect the typical purchaser's experience, don’t apply to the average person
and are not intended to represent or guarantee that anyone will achieve the same or similar results. Where
specific income or earnings (whether monetary or advertising credits, whether convertible to cash or not),
figures are used and attributed to a specific individual or business, that individual or business has earned
that amount. There is no assurance that you will do as well using the same information or strategies. If
you rely on the specific income or earnings figures used, you must accept all the risk of not doing as well.
The described experiences are atypical. Your financial results are likely to differ from those described in
the testimonials. You understand that this course has not been available for purchase long enough for us
to determine what are typical financial results.
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