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Background 
Senior Money Mentors is a Tower Hamlets-based financial education programme for older people 

aged 55 or over and in retirement. It is a one-year pilot programme that explores the engagement 

of older people in financial education and tests peer-learning as a method of sharing knowledge of 

financial issues amongst older people. 

Toynbee Hall designed and currently delivers the popular financial education programme, Community Money Mentors, which has 

trained over 450 new Money Mentors since 2012. Despite the success of the project, older people in retirement make up only a 

small proportion of Community Money Mentors. Senior Money Mentors aims to fill this gap by meeting the financial education 

needs of older people in a way they will find engaging. At the beginning of the project, Toynbee Hall planned to: 

 Recruit at least 10 service users from its LinkAge Plus Partnership of older people’s centres to train as Senior Money 

Mentors 

 Train Senior Money Mentors in identifying scams, planning ahead for life events and welfare benefits; over a period of 

10 weeks  

 Work with Senior Money Mentors to develop resources and lesson plans for use in sharing their new-found knowledge  

 Support Senior Money Mentors to share their knowledge to at least 50 other service users, in total, at their older people’s 

centre through peer-learning sessions 

About this Report 
This Interim summary report covers the first two stages of project delivery – Recruit & Train. It was produced by Toynbee Hall to 

summarise and communicate what we have learnt so far about financial education and older people. The report is based on the 

interim findings of our process and impact evaluations, which are examined in-depth in the University of Salford’s Interim 

Findings Report, which accompanies this document.  



 

Key interim findings and achievements 
 

Older people can be 
engaged by financial 
education 

16 trained Senior 
Money Mentors 

88% participant 
retention 

 

Senior Money Mentors has 
shown that older people will 
engage with financial 
education, even over a 
sustained period  

 

The programme exceeded its 
aim of training 10 older people 
as Senior Money Mentors  

 

 

Of the 16 older people who 
attended the first training 
session 14 continued to the 
end and are still engaged with 
the programme 
 

Increased confidence 
in financial ability 

38% increase in 
funeral planning 

‘Warming-up’ to 
financial education 

 

Despite starting high, Senior 
Money Mentors boosted the 
average financial confidence of 
Mentors from 7.4/10 to 8.5 

 

The programme succeeded in 
encouraging Mentors to plan 
for funeral costs 

 

Older people needed time to 
understand the concept of 
financial education but were 
enthusiastic when they did 

 

 



 

Profile of Senior Money Mentors 
 
 

 
 

 
 

 
 

 

 

69% female 70 average age 50% Asian 

British 

   
 
 

 

 
 

 
 

 
 

 
 
 

73% have a 

disability 
50% live in 

social housing 
80% home 

internet access 

  

   

 



 

Recruitment  
 

We originally planned to advertise Senior Money Mentors as an 

opportunity that interested service users could apply for. We 

expected participants to apply and interview for the role but this 

approach was changed when we realised recruiting was more difficult 

than expected.  

What happened? 

After the slow response to our recruitment leaflets and posters we 

went into centres to talk to service users and recruit participants 

directly. We discovered that financial education as a concept doesn’t 

appeal to older people in the same way it appeals to adults of 

working age.  

What works? 

 Plain English: avoid using phrases such as ‘financial education’ or 

‘financial inclusion’ 

 

 Emphasise language and concepts that older people will 

recognise such as ‘scams’   

 

 Recruit directly, in person and get help from staff if recruiting 

through centres  

 

 Remove barriers and use incentives – e.g. put on taxis to and 

from the destination and offer free lunch and refreshments 



 

It’s getting us out of our own environment into another 

environment, which is good, because a lot of us don’t go 

very far from we live so it’s nice to come this far. 

Senior Money Mentor 

 

Training 
 

We planned for the training of Senior Money Mentors to last three 

hours a week over ten weeks and to cover: scams, planning 

ahead for life events and welfare benefits.  

There was some nervousness in the team about whether or not 

older people would be interested in the course and how much we 

could touch on topics such as digital scams and sensitive topics 

such as planning for illness or death.  

 

“I found it very interesting because first of all we were learning 

about scamming. You can get scammed in lots of different ways, 

through the door, letters and a lot of scamming people don’t 

realise when they’re being scammed so it’s good to have your 

eyes open to see this. Even me, I learnt something about 

banking, which I didn’t know, talking about different projects, 

talking about funerals, burials and how to manage your money, 

things like that.” 

Senior Money Mentor 

 



 

What happened? 

16 older people attended our first session, 14 of whom would 

stay with the course to the end and are still engaged with the 

project. Our participants came from across Tower Hamlets and 

sessions took place every Friday at noon in Toynbee Hall’s 

Wellbeing Centre.  

We provided free lunch and refreshments and taxis to and from 

the venue. In the end, the training lasted 11 weeks as certain 

parts of the training took longer than expected.  

Our expectations about what the older people would be 

interested in shifted as the course progressed. For example, 

despite our concerns before the course, we found that planning 

for funerals and writing wills were some of the most popular 

parts of the course and that older people were very interested 

in learning about digital scams.  

In order to keep things relevant we tried as much as possible to 

be led by the Mentors concerns and interests. We asked the 

Mentors to identify the issues that were important to them (see 

picture, right) and we did a whole session on paying for care as 

a result of their feedback.  

This approach meant changing lesson plans and course 

content as we ran the course, which, while sometimes intense 

for project staff, kept the Mentors interested and gave them a 

sense of ownership over the programme. The team tried some 

different teaching styles before settling into a pattern of delivery 

based on what tutors felt engaged participants best. In 

particular tutors felt that group work and short, interactive 

activities worked best in keeping participants engaged.  



 

What works? 

Based on feedback from tutors and participants, we found:  

 

“I was a bit surprised of how well it worked. It was nice 

working with group who were very direct. They’re able to tell 

people if they’re not happy and if it’s not relevant. I was 

impressed by the buy-in, contribution and ownership of the 

programme.”  

Project Manager 

“The funeral plan was very good. What you would like to 

have at your own funeral, the hymns. I found that very useful 

because a lot of people don’t think about that. It’s one of the 

things we don’t really talk about, funerals.” 

Senior Money Mentor 

 A regular time and date makes it a part of participants’ 
weekly activities 
 

 Working on tasks in small groups works well.  
 
 Adapting the course to match the group’s interests 

helped to engage participants 
 

 Course tutors need assistance to meet the needs of the 
class. Older people will need time to use the toilet or 
they will need regular refreshments or breaks 
 

 Make it fun – use discussions, quizzes and other games 
to keep participants interested. 



 

Evaluation 
 

We planned our evaluation in two parts – an impact evaluation and a process evaluation. Our understanding of how to carry out a 

process evaluation changed quickly as the project started. We initially expected feedback from participants to form the basis of the 

process evaluation but we changed this to include the reflections of the team and analysis of our activities. The first part of our 

impact evaluation, which focuses on the impact on Senior Money Mentors following their training was based around pre and post 

course surveys made up of questions taken from Money Advice Service Older People in Retirement Outcomes Framework.  

What we found  

The data generated from our surveys was good, but in practice we found that the questions from the Older People in Retirement 

Outcomes Framework were lengthy and resource intensive to complete with our particular cohort of older people. Many of our 

participants needed assistance with completing surveys which meant having a number of volunteers on hand.  

For the end of course survey we kept the same questions but reformatted the layout to make it easier to follow, which was well 

received by participants and volunteers assisting with the surveys.  

Using quizzes to test pre and post course knowledge was a good way of assessing impact  as it is not only engaging for 

participants, but also provides more robust evidence of improvement and overcomes possible bias caused by direct questioning 

and self-reporting of gained knowledge 

Weekly team meetings helped us to reflect on our experiences and plan ahead and also to capture this thinking for the process 

evaluation.  

Impact: Due to the small number of participants and the short period in which they have been involved with the project, impact is 

difficult to measure at this stage. However, we have started to see the impact of the course reflected in our engagements with older 

people: 

 One Senior Money Mentor came to use with a letter she received that turned out to be a scam  

 Another Mentor has registered to see a free solicitor to have her Will updated   

 Another Mentor has supported a neighbour with financial problems to access Toynbee Hall’s free advice service  



 

 

What’s next? 
 Co-production of peer-learning resources and lesson 

plans between Senior Money Mentors and Toynbee Hall 

(September 2017) 

 
 Delivery of peer-learning by Senior Money Mentors 

(October – December) 

 

 Gathering of data for impact of peer learning (October 

– December) 

 

 Data analysis and report writing (December 2017 – 

February 2018) 

 
 

Before I was thinking I can’t do it. Now I want to take a 

part and if I’m not very good on the internet or something, 

I want to learn it now. I want to do more.” 

Senior Money Mentor 

 

 

Now read: Senior Money Mentors Interim Findings 
Report by the University of Salford 
 



 

 

 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Senior Money Mentors 
 
 
 
 

Interim Findings Report 

September 2017 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
Dr Pål Vik 
Community Finance Solutions, University of Salford 



 

 

Community Finance Solutions 

 

Community Finance Solutions (CFS) is an award winning independent research unit 

specialising in financial and social inclusion, and community asset ownership. Located within 

the University of Salford, CFS offers independent research and advisory services to social 

landlords, local authorities, national government, charities and other organisations and 

agencies. Founded in 1999 by Professor Karl Dayson and Dr Bob Paterson, CFS was 

established to help empower communities to solve local problems relating to land and financial 

inclusion. Between them they developed solutions for securing community ownership of land 

and also models for the provision of loans to low income households who found themselves 

excluded from mainstream lending. These solutions have gradually extended over time and 

now CFS remains at the forefront of pioneering social research. 

 
Community Finance Solutions 
University of Salford 
 
Room 6.45 
New Adelphi Building 
Salford M5 4WT 
t: +44(0) 161 295 2841 
www.salford.ac.uk/research/amc/research-groups/community-finance-solutions 
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1. Introduction 
 

LinkAge Older People’s Money Mentor Project is a one-year pilot project run by Toynbee Hall 
and funded by the Money Advice Service’s (MAS) ‘What Works Fund’. The project is a peer-
to-peer financial information sharing project for older people (aged 55 or above and in 
retirement). It was developed in response to the low take-up of financial capability training 
among this group.  
 
As part of the project Toynbee Hall recruited 16 service users from five LinkAge Plus partner 
agencies who were trained informally as Money Mentors. The training covered issues 
identified as being faced by older people, including keeping yourself safe from financial scams, 
planning for unexpected life events and using technology to save money on goods and 
services. Toynbee Hall is currently supporting the Money Mentors to develop resources for 
sharing their learning with 50 other services users from their older people’s project (5 for each 
Money Mentors) through group sessions. 
 

5 LinkAge Plus agencies 

16 service users 

50 other services users, to be supported by the Money Mentors 

 
 
Community Finance Solutions at the University of Salford was commissioned by Toynbee Hall 
to conduct an independent evaluation of the project. This document presents the interim 
findings from this evaluation following the conclusion of the training provided by Toynbee Hall. 
The remainder of the report is organised as follows: 

• Literature review: Provides an overview of the academic literature on ageing, and 
financial exclusion and capability. 

• Methods: Describes the project methodology. 

• Interim findings: Presents the interim findings from the analysis of the project 
concerning process and outcomes. 

• Conclusion and next steps: Concludes and lists the next steps. 
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2. Literature review 
 

 Older people make up a sizeable and growing 
proportion of the UK population. In 2016, 18% of 
the UK population were aged 65 years and 
above. This was up from 16% in 2006 and 14% 
in 1976. By 2046, this group will make up nearly 
a quarter of the UK population.1 On the whole, 
older people are financially capable and 
manage money well compared with the general 
population.2 Evidence suggests that there is a 
gradual improvement in day-to-day money 
management by age until around the age 75, at 
which point it drops slightly. Retired people are 
also almost twice as likely to have savings equal 
to at least three months’ income compared with 
working-age people.3 
 
However, older people face particular challenges in relation to money management, including  

 digital exclusion 
 lack of planning for long-term care 
 reluctance to talk about money 
 significant decline in financial skills and knowledge with age 

 
They are also less likely to have access internet and to be happy to bank online.4 Older people 
tend to have fewer coping strategies in that they cannot increase working hours.5 There is also 
evidence that older people in financial difficulties are more likely to experience reduced levels 
of mental wellbeing compared with other groups.6 
 
There have been a number of interventions aimed at improving the financial capability and 
position of older people. These appear to largely consist of face-to-face advice and support, 
including case work, group awareness sessions, general money management information, 
and guides and self-help material. They cover a range of topics related to money management 
including, affordable warmth, debt, online money management tools, budgeting, benefit take-
up and planning for life events. The author has not come across any other peer learning 
financial capability projects aimed at older people. 
 
A recent review of the evidence on financial capability interventions aimed at older people 
noted that there was a lack of systematic evidence of their impact.7 Many evaluations are 

                                                           
1 “Overview of the UK population: March 2017, Office for National Statistics (2017).  
2 Shed Research Consulting (2016). Understanding Retirement: A deep dive into financial capability among older 
people. Report produced for the Money Advice Service, August 2016. 
3Money Advice Service (2015). Financial Capability in the UK 2015: Initial results from the 2015 UK Financial 
Capability Survey”, November 2015 
4Money Advice Service (2015). Financial Capability in the UK 
5ILC (2016). What works? A review of the evidence on financial capability interventions and older people in 
retirement. Money Advice Service, August 2016. 
6Hayes, D. (2014). The relationship between mental wellbeing and financial management among older people: 
An analysis using the third wave of Understanding Society, Personal Finance Research Centre, University of 
Bristol, January 2014. 
7 ILC (2016). What works 

Population of over 65's 
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qualitative and do not use control groups to isolate the impact of the intervention. The 
evaluations that exist indicate a number of effects, including enhanced wellbeing, increased 
confidence, greater knowledge about options and choices, higher take-up of benefits and 
reduced debts, and savings to public purse due to reduced staff time and financial resources.  
 

3. Methods 
 

When completed, the independent evaluation of the project will seek to understand what 
changed for the beneficiaries following the intervention by Toynbee Hall and how well peer-
led financial education engages older people in retirement. The following methods will be 
applied to fulfil these objectives: 

• Interviews with project staff: Interviews have been conducted with two project staff. 
These have focused on the effectiveness of the training programme in terms of 
recruitment and delivery. 

• Analysis of survey data: Fourteen money mentors filled in a questionnaire before 
and after the training. 

• Focus groups with money mentors: A focus group was conducted with six of the 
senior money mentors at the end of the training. Once the mentors have delivered 
the peer training, the evaluator will conduct further focus groups and interviews. 

• Analysis of project documents: The authored reviewed and analysed minutes, 
correspondence and other project documentation 

 

4. Interim findings 
 
This section presents the interim results of the analysis of data from the focus group with the 
senior money mentors, the survey and the interviews with delivery staff. The findings cover 
both the process and method, and the outcomes and impacts. 
 

4.1. Process evaluation 
 
This section presents the findings from the process evaluation and covers overall project 
management, recruitment, teaching techniques and material. It should be noted that these 
findings are interim given as the senior money mentors have yet to deliver sessions at the 
their centres. 
 

4.1.1. Project management 
 
In terms of the overall project management, the three core members of the project team met 
on a weekly basis to discuss a wide range of issues, including lessons learnt (what worked 
well), any problems arising and how to resolve these. This included logistical and practical 
issues (times for picking up and dropping off the mentors, room set-up etc.), teaching methods 
(e.g. presentations, role play etc.), mood and user experience (mood and atmosphere in group 
and direct feedback from mentors), and the evaluation and monitoring of the project. On the 
back of these discussions, the project team made continuous changes to delivery and 
organisation based on perceived effectiveness of the different approaches and the experience 
of the money mentors. 
 

4.1.2. Recruitment 
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Sixteen participants were recruited from five LinkAge centres. Their characteristics of the 
participants are displayed in the table below. 
 
Categories Percent 

Female 69% 
Disability 73% 
Age 

50-59 
60-69 
70-79 
80-89 

NA 

 
19% 
31% 
19% 
19% 
12% 

Health condition 
Memory problems 
Mobility problems 
Hearing problems 

Other 

 
25% 
35% 
25% 
15% 

Housing tenure 
Home owner 

Private rented 
Social housing 

NA 

 
36% 
14% 
50% 
7% 

Ethnicity  
White British 

Indian 
Pakistani 

Bangladeshi 
Mixed 
Other 

 
36% 
29% 
14% 
7% 
7% 
7% 

 

It is interesting to note that there is representation from across the age range, including people 
over the age of 80. This is relevant for financial capability because research finds there is a 
slight drop in money management skills after the age of 75. They are also like to experience 
different kinds of financial issues at different stages. The participants also have a number of 
health conditions that may make them more vulnerable to a decline in money management 
skills. 
 
There has been very few financial education programmes aimed exclusively at older people. 
Partly because of this, the project team were uncertain about recruiting and retaining older 
people for such training. They identified a number of potential difficulties, including: 

 The interest and capabilities (e.g. memory loss, access issues etc.) of older 
people to take part and how this would affect recruitment and retention; 

 Difficulty in recruiting people who may not have thought about financial issues 
as a topic for a long time; 

 
Indeed the recruitment of participants for the Senior Money Mentor training was challenging 
as many of the users of the centres were apprehensive and sceptical about signing up to the 
training for a number of reasons: 
 

“The first one was like some health concerns. Just getting out of their routine because they 

would just say we don’t have time… They had such a planned schedule getting out of that 

planned schedule it was very hard… Some said they were not interested. They couldn’t be 

bothered.” (Project staff) 
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This was also confirmed in the senior money mentor focus group discussions. Focus group 
participants highlighted that many in their centres were apprehensive about signing up to the 
training: 
 

“Jo and I were the only two people who volunteered to do this [in our centre]. On Tuesday 

we had 30 people come to bingo. As soon as you mentioned going on a course to do 

something they’re uptight. ‘Oh I can’t do that.’ We’re too old, you see, that’s the trouble. 

They think they’re too old to do anything.” (Lucy, senior money mentor) 
 
 
Nevertheless, the project succeeded in recruiting a group of 16 older people, who, as 
discussed below, were highly motivated and committed to the training. There were four 
elements of the recruitment that worked very well with this group: 
 

 Outreach work vital: It was very important to do extensive outreach work 
among older people as part of the groundwork for the recruitment of 
participants. The project staff visited the centres and spent time with the 
users, which gave people the opportunity to bond with and get to know the 
trainer. Once the older people knew and trusted the trainer, it was easier to 
overcome some of the initial apprehensions of the centre users. 

 Trusted partners: The project staff found that working through trusted 
partners made it easier to recruit participants. In the LinkAge centres with a 
high level of buy into the project, it was easier to recruit compared with those 
with lower levels. Some of the focus group participants also said that they had 
decided to participate because they had been asked by centre staff. 

 Incentives: The project team found that offering lunch and organising 
transport made it easier to recruit and retain participants. For the focus group 
participants it was important that they felt that they were being cared for by 
the staff. 

 Recruitment material: Any material to be handed out and used to recruit 
older people has to be done in plain English to meet the access needs of the 
users. 

 
 

 
It was also discussed if organising the event in the LinkAge centres instead of at Toynbee Hall 
would have made it easier to recruit participants. Whilst recognising the benefits of bringing 
people together from different settings, one project staff member believed running the 
sessions in local centres would have been made it easier and less resource intensive to 
recruit. However, the senior money mentors much preferred going to one location enabling 
them to meet new, like-minded people and go out of their normal environment: 
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One project staff member also believed bringing people together from different centres 
increased the social capital and connections of participants, and prevented established group 
dynamics from hindering the acquisition of new knowledge. 
 
Once the centre users had signed up to the programme, they showed a very high level of 
commitment to the programme. Only two people dropped out from the original groups who 
attended the first session: 
 

“It is a different target group. Older people like their routine. At the beginning 

it was a barrier to them. Then it changed. Once they got into the course we had 

almost no drop-outs because they got really excited.” (Project staff) 
 
In addition to the very high level of attendance, the project staff were impressed by the level 
of engagement, participation and ownership of the senior money mentors: 
 

“I was a bit surprised of how well it worked. It was nice working with group 

who was very direct. They’re able to tell people if you’re not happy and if it’s 

not relevant. I was impressed by the buy-in, contribution and ownership of the 

programme.” (Project staff) 
 

4.1.3. Training techniques, delivery and material 
 
The training drew on the input from older people. Before the launch of the pilot, Toynbee 
Hall conducted focus groups with older people exploring the financial capability issues most 
pertinent to the group. The senior money mentor participants also provided input to the content 
and delivery of the programme. As a result of this consultation, the training focused on 
planning for funerals and wills, paying for social care, understanding the benefit system, 
keeping yourself safe from financial scams and using online comparison website. 
 
Generally, the senior money mentors found the content to be very interesting and engaging, 
in particular scams: 
 

 

 

“It’s getting us out of our own 
environment into another 
environment, which is good, 
because a lot of us don’t go very 
far from we live so it’s nice to 
come this far.”  
 

Lucy, Senior Money Mentor 
 

 

 

 

“It’s nice to be together with 

likeminded people because in the 

centre, as I said, the only ones 

interested were the two of us. 

Wouldn’t have been any good to do 

it in our centre.”  
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“I found it very interesting because first of all we were learning about 

scamming. You can get scammed in lots of different ways, through the door, 

letters and a lot of scamming people don’t realise when they’re being scammed 

so it’s good to have your eyes open to see this. Even me, I learnt something 

about banking, which I didn’t know, talking about different projects, talking 

about funerals, burials and how to manage your money, things like that.”  

(Jo, senior money mentor) 
 
Planning ahead for funeral costs was another topic the participants thought was useful: 
 

“The funeral plan was very good. What you would like to have at your own funeral, 

the hymns. I found that very useful because a lot of people don’t think about that. It’s 

one of the things we don’t really talk about, funerals.” (Nick, senior money mentor) 

 

 
 
In the planning and running of the project, the project team learn that delivering financial 
capability training to older people requires a different approach than from delivering training to 
other groups (i.e. young people, people in work etc.). The project staff found that the practical 
organisation and logistics of the training had important implications for the training itself. They 
identified three main lessons from this aspect: 

• Welcoming and supportive environment: It was important for the mentors to 
learn in a caring and supportive environment. Several of the focus group 
participants expressed concerns about their ability to undertake training so 
encouragement was important for them. 

• Logistics and organisation: The logistics and organisation of the training had 
to be adjusted to the needs of the group. The timing and the pace of the activities 
(e.g. changing groups, getting to and from lunch) had to take into account the 
reduced mobility of some members of the group. The seating arrangements and 
screen location and size had to be adjusted to the needs of visually impaired 
participants. 

• Co-deliverer: Delivering training to this group required more than one trainer. 
A co-trainer was needed to help people move around (to different groups) and 
keep discussions on track. In addition, the delivery required staff or volunteers 
to welcome and assist the participants. 

 

 
The training itself also had to be adjusted to the needs of the group. As part of the pilot, the 
team tested out a wide range of techniques and approaches to delivering financial capability 
training to older people, including quizzes, classroom presentations, videos, class 
discussions, small group discussions, role play and games. Drawing on the project 
documentation, the focus group discussion with the senior money mentors and the interviews 
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with project staff, there were four features of training that worked particularly well with older 
people. These are now discussed in turn. 
 
First, the trainers found that the sessions worked best when they were interactive allowing 
for discussion and involvement of the senior money mentors. According to one of the trainers, 
“it was very practical and engaging, otherwise they would just drift.” Structured issue based 
discussions were seen as particularly effective. This was echoed by the mentors who enjoyed 
learning from other mentors 
 

“The only thing I was going to add was that the only thing I found formative 

was the sort of group discussions that we’re having now when there’s a larger 

group of us obviously. Questions backwards and forwards. What everybody 

else might do.” (Peter, senior money mentor) 
 
The senior money mentors found it difficult to follow and engage with conventional 
presentations: 
 

"Frontal presentation was not really good. One time we had someone talking 

about [topic] and it was not that engaging and they [the mentors] were just a 

bit tired. That didn’t work." (Project staff) 
 
Second, the senior money mentors generally worked best in small groups. They produced 
the best outputs and got the most out of this form of working. In larger groups, some 
participants had difficulties hearing each other leading to people talking over each other. The 
trainers also thought it was important to keep changing the groups. The best way to do this, 
they felt, was to assign participants to groups using coloured notes. Several of the senior 
money mentors also felt that changing groups made the sessions more interesting: 
 

“Antonella gave us little pieces of paper and different colours so we wouldn’t 

be next to each other so it could be yellow, green, red… So then we were 

coming together as a group. That was very good.”  

(Lucy, senior money mentor) 
 

“I mean first time I was going there, there was a group of three of us. Then I 

go with them [point at other group]. Not the same group all the time. Different 

groups” (Tracy, senior money mentor) 
 
Third, the sessions had to be well structured to ensure that participants stayed on topic 
and learnt from the session. Task-orientated activities (e.g. writing a list etc.) were seen as 
particularly effective with this group: What I’ve usually been doing is give them a task…and 
report back. That worked very well (project staff). 
 
Finally, the senior money mentors enjoyed learning through games and especially quizzes. 
These were experienced as a fun and interactive way of learning about financial issues: 
 

"We did a lot of games, quiz, they love them. I invented other games, very 

engaging activities…" (Project staff) 
 
The participants liked the quizzes because they could test their knowledge and track their 
progress: 
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For the trainers the quizzes were useful 
capturing learning and retention of 
knowledge. 
 

4.2. Outcomes and impacts 
 
The Senior Money Mentors project aims 
to generate a number of outcomes for 
the participating mentors and partner 
organisations. This section of the report 
discusses the data from the senior 
money mentor survey and the focus 
group relating to outcomes in four main 

areas: financial wellbeing, seeking help, scams and planning ahead. It is important to stress 
that any observations about outcomes will only be tentative and indicative at this stage for a 
number of reasons: 

 It is simply too early to tell if the project is generating outcomes at this stage. 
Any effects on the participants will need time to materialise. Further, the 
evaluator will conduct in-depth interviews with senior money managers later 
in project to assess the impact. 

 Many of the external shocks facing this group (e.g. illness, prolonged hospital 
stays, requiring social care etc.) require complex solutions (in legal and 
financial terms) that people cannot be realistically learn or apply based on a 
short course. Measuring such potential is out of the scope of this evaluation. 

 The sample is far too small to draw conclusions from alone. As noted above, 
the evaluator will explore the results through interviews with the mentors. 

 

4.2.1. Financial wellbeing 
 
The chart below shows the proportion of money mentors agreeing or strongly agreeing with a 
set of statements around financial wellbeing. 
 
 
 

 

 
“The games were good. They made 
you think about what you learnt 
because that little bit of knowledge 
makes you remember what you 
learnt, sometimes you forget”  

 
Nick, Senior money mentor 
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It indicates that the mentors feel they have a greater say over their finances. There has been 
a slight increase in the proportion worrying about their finances though there was a fall in the 
number of respondents strongly agreeing with this statement. When asked to rate their level 
of confidence of managing their money on a scale from one to ten, six out of the fourteen 
respondents report an increase in confidence. One person reported feeling less confident.  
Some focus group participants also felt more confident, not only in relation to money 
management but also in terms of their ability to learn and attend training: 
 
 

“I am more careful now better than before, more confident I’ve done one course, I’ve 

done two and I’m doing the third one. I mean I got confidence now. Before I was 

thinking I can’t do it. Now I want to take a part and if I’m not very good in internet or 

something, like telephone as well, the mobile, I want to learn it now. I want to do 

more.” (Tracy, Senior money mentor) 

 
 

4.2.2. Seeking help 
 
Given the legal and financial complexity of planning for care and other unexpected events that 
may affect older people, it is important to know where to go for independent advice. 
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Surprisingly the mentors appeared to be more uncertain about where to go for advice after the 
training. It is not clear why this is the case but the second wave of fieldwork would seek to 
clarify this. The focus group participants noted that they would be in a better position to 
signpost other users at their centre as a result of the training.  
 

4.2.3. Scams 
 
The training had a particular focus on recognising and protecting oneself against financial 
scams. 

 
 

Older people are at greater risk of scams compared with the overall population. On the whole, 
the survey results suggest an increased level of awareness of scams among the mentors. The 
greatest improvement was in recognising if they were taken advantage of and being more 
cautious if an offer seems too good to be true. The focus group discussion revealed that the 
participants had increased their knowledge of scams because of the training: 
 

“…the first one [quiz] I remember being about scams on the phone with your bank 

calling you to say to you that…something to do with your credit card. Please give your 
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credit card details. A) do you give them your credit card details, b) you phone them 

back straight away on a different number or c) do you wait a while. I didn’t know that 

you’re supposed to wait a while and I gave the wrong answer. When we did the quiz 

again I remember giving the right answer.” (Jo, senior money mentor) 

 
The participants also noted that they were more vigilant in relation to scams: 
 

“We are more vigilant now definitely. We don’t take everything at face-value any 

more… Because people try to have one up on you… So that’s what I’ve learnt. I mean I 

was already but now I am more vigilant” (Bhavika, senior money mentor) 

 

4.2.4. Planning ahead 
 
Another focus of the training was on helping the mentors to plan ahead for expected and 
unexpected events. The chart below shows the proportion of the mentors that have a rough 
or concrete plan to fund certain events. 
 

 
 
There was an increase in the proportion of people with a plan for funding funeral costs, whilst 
funding a hospital stay and mortgage repayments were largely unchanged. The mentors 
participating in the focus group discussion reported being more aware of the importance of 
shopping around for funeral plans and cover: 
 

“It did show us that we’ve got to look around. With me, we’ve always gone to the same 

funeral parlour in [London borough], because I’ve lived there all my life and you 

automatically, because your parents, your grandparents were all buried from there but 

now I’ve learn that I’ve got to think and go other places” (Lucy, senior money mentor) 
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5. Conclusions and next steps 
 
The Senior Money Mentors pilot has generated important lessons about how to run financial capability 
training courses for older people. The main lesson is that if appropriately designed and delivered, it is 
possible to deliver financial capability training that older people think is relevant and rewarding. The 
observations from the trainers and the money mentors suggest that: 
 

1. The recruitment of older people for financial capability training is more effective when one is 
cognizant of the apprehensions of older people towards participating, builds trust and rapport 
between trainers and recipients, and works with trusted partners; 
 

2. Once signed up, the people that took senior money mentor training were highly motivated 
with high attendance rates and low drop-out rates; 
 

3. Older people need a supportive and encouraging setting adjusted to their particular needs 
and requirements (e.g. mobility, access etc.) to benefit from financial capability training; 
 

4. Financial capability training for older people works best when it is engaging, interactive, task-
orientated, structured, in small groups and when delivered by more than one trainer; 

 
 
The next stage of the pilot will focus on: 
 

 The completion of resources for peer learning; 
 

 Preparing money mentors to deliver resources; 
 

 Delivering the peer sessions in the centres 
 
 
The next stage of the evaluation will focus on two aspects. First, how does the peer-learning work in 
this group. This will be explored through follow-up interviews of project staff and interviews with the 
senior money mentors. Second, what are the outcomes of the training in terms of knowledge, skills 
and confidence? This will explored through interviews with the senior money mentors. 
 



 

 

 
 


