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WE 

ARE
Asset Funders Network (AFN) 

is a membership organization of 

advancing economic opportunity and prosperity for 

low and moderate income people through 

philanthropy.

ASSETFUNDERS.ORG



foundations and grantmakers to leverage their resources 

to make more effective and strategic funding decisions, 

allowing each dollar invested to have greater impact.

ASSETFUNDERS.ORG
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CENSUS 
BACKGROUND

• FIRST DEVELOPED IN 2015 WITH 

STAKEHOLDER INPUT AND FEEDBACK

• REVISED AND LAUNCHED SECOND 

WAVE IN FALL OF 2016

• ELECTRONIC SURVEY 

• DISTRIBUTED WIDELY 

• CONSISTS OF THREE TRACKS WITH 

APPROXIMATELY 10 QUESTIONS: 

o FUNDERS OF FINANCIAL 

COACHING

o MANAGER/LEADERS OF 

COACHING PROGRAMS

o PRACTITIONERS OF FINANCIAL 

COACHING
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WHAT IS THE SIZE AND 
SCOPE OF THE FIELD?

• Median of 5 coaches per 

organization

• 2,265 coaches nationally

• Median of 15 clients per month

• Median of 40 clients coached per 

month by organizations

• 18,120 clients receive financial 

coaching services per month by 

participating organizations`



RACE AND ETHNICITY OF 
COACHING CLIENTS



HOW MANY COACHING 
SESSIONS DO CLIENTS 
ATTEND?

• Coaches cited an average client engagement of        

6 sessions, median of 3 sessions

• Managers cited an average client engagement of 

5.5 sessions, median of 3 sessions



HOW DO COACHES SPEND 
THEIR WORK WEEK?



HOW IS COACHING 
FUNDED?



HOW IS COACHING 
IMPLEMENTED?



HOW IS COACHING 
BEING DELIVERED?



HOW IS COACHING 
BEING DELIVERED?



QUESTIONS?



HOW ARE COACHES 
BEING TRAINED?



HOW IS THE FIELD TRACKING CLIENT 
PROGRESS OR SUCCESS THROUGH 
FINANCIAL INDICATORS? 



IS FINANCIAL 
COACHING EFFECTIVE?



QUESTIONS?



WHAT OPPORTUNITIES 
DOES THE FIELD HAVE 

FOR GROWTH AND 
IMPROVEMENT?



WHAT ISSUES ARE CITED 
AS KEY BARRIERS?

FUNDERS:MANAGERS:

• LACK OF DEDICATED 

FUNDING FOR 

COACHING— 43%

• LACK OF FOLLOW-

THROUGH BY EXISTING 

CLIENTS— 36%

• COMPETING DEMANDS 

ON MY TIME— 32%

• LACK OF STANDARDIZATION 

AND CLEAR BEST PRACTICES    

IN THE FIELD— 46%

• LACK OF TAKE-UP AND LOW 

UTILIZATION RATES OF 

FINANCIAL COACHING 

SERVICES BY TARGETED 

POPULATIONS— 43%

• IMPLEMENTATION OR 

PROGRAM INTEGRATION 

CHALLENGES— 41%

COACHES:

• LACK OF FOLLOW-THROUGH 

BY EXISTING CLIENTS— 57%

• COMPETING DEMANDS        

ON MY TIME— 39%

• LACK OF INTEREST OF BUY-

IN BY CLIENTS TO USE THE 

SERVICE— 37%



WHAT RESOURCES ARE 
CONSIDERED MOST HELPFUL?

FUNDERS:MANAGERS:

• IN-PERSON TRAINING 

OR PROFESSIONAL 

DEVELOPMENT— 76%

• DIGITAL OR WEB-BASED 

TOOLS— 64%

• ONLINE TRAINING 

TOOLS— 61%

COACHES:

• IN-PERSON TRAINING 

OR PROFESSIONAL 

DEVELOPMENT— 67%

• DIGITAL OR WEB-BASED 

TOOLS— 66%

• STANDARDIZED 

COACHING 

COMPETENCIES 

GUIDE(S)— 61% 

• IN-PERSON TRAINING              

OR PROFESSIONAL 

DEVELOPMENT— 72%

• OUTCOME MEASUREMENT 

GUIDE— 72%

• ADDITIONAL RESEARCH AND 

EVALUATION DATA AND 

INSIGHTS ABOUT 

EFFECTIVENESS— 63%



REFLECTIONS FROM 
2015 TO 2016…
• Approximately 33% of funders indicated that they were not 

funding training in 2015, this fell to 24% in 2016. 



REFLECTIONS FROM 
2015 TO 2016…

• In 2015, managers cited “other” including internal and partner 

organization trainings as the most utilized by their 

organizations. In 2016, the most utilized training shifted to 

NeighborWorks America for managers.

• In-person coaching is by far the most widely used method of 

coaching across all three tracks with 100% of funders, 95% of 

managers and 96% of coaches choosing this method. 



REFLECTIONS FROM 
2015 TO 2016…

• In 2015, 72% of funders, 65% of managers, and 66% of coaches indicated that 

financial coaching improved clients' financial situations. In 2016, this belief 

increased to 77% of funders, 69% of managers and 78% of coaches. 



REFLECTION:

REFLECTIONS AND NEXT STEPS…

Managers and Coaches cited lack of 

follow-through by existing clients as 

one of the most persistent challenges in 

delivering coaching.  

FOSTER A FOCUS ON 

ACCESSIBILITY AND 

INCLUSION

RECOMMENDATION:

RECOMMENDATION:

UNDERSTANDING

CLIENT NEEDS AND 

PREFERENCES TO 

INCREASE 

ENGAGEMENT

REFLECTION:

Low-utilization rates or lack of take-

up was specified as a barrier by Funders, 

Managers and Coaches.  



REFLECTION:

REFLECTIONS AND NEXT STEPS…

Almost half of coaching is delivered as 

a bundled or integrated service and 

application of coaching skills to other 

financial services makes up ¼ of delivery 

type.

RECOMMENDATION:

REFLECTION: RECOMMENDATION:

DIFFERENTIATE THE TERM 

“FINANCIAL COACHING” FROM 

OTHER SERVICES

EXPANDING 

TRAINING AND 

ONGOING 

DEVELOPMENT 

OPPORTUNITIES

Coaches, Managers, and Funders all 

identified in-person training and 

opportunities for professional 

development as one of the most highly 

valued resources. 



REFLECTION:

REFLECTIONS AND NEXT STEPS…

Managers and coaches identified 

digital and web-based tools as very 

useful, yet online coaching was the 

least cited method of coaching.

RECOMMENDATION:

REFLECTION: RECOMMENDATION:

INVEST IN TARGETED 

RESEARCH AND 

EVALUATION 

LEVERAGE TECHNOLOGY

TO ENHANCE FINANCIAL 

COACHING 

Funders identified additional 

research and evaluation of 

effectiveness to be a top rated 

resource.



QUESTIONS & DISCUSSION

CONTROL 

PANEL

Click the QUESTIONS

box to share a question 

for the presenters.

QUESTIONS
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PLEASE FILL OUT OUR SURVEY
`̀

WE VALUE YOUR TIME,

AND YOUR RESPONSES WILL INFORM 

OUR FUTURE PLANNING  

Thank you for attending today’s 

Asset Funders Network 

session


