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Listening to the Webinar
• The audio for today’s webinar is being broadcast through 

your computer. Please make sure your speakers are turned 

on or your headphones are plugged in.

• You can control the audio broadcast via the audio 

broadcast panel

• If you accidentally close the panel, you can re-open by 

going to the Communicate menu (at the top of the screen) 

and choosing Join Audio Broadcast 
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Listening to the Webinar, continued

If you do not have 

sound capabilities on 

your computer or 

prefer to listen by 

phone, dial:

1-650-479-3207

1-855-244-8681
(Toll-Free Number) 

Meeting Code: 
661 080 824

Note: You do not need to 
enter an attendee ID.
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Captioning

• Real-time captioning is provided during this webinar.

• The captions can be found in Media Viewer panel, which 

appears in the lower-right corner of the webinar platform.

• If you do not see the captions, you may need to open the 

Media Viewer panel by selecting the Media Viewer button 

in the upper right corner of the webinar platform. 

• If you want to make the Media Viewer panel larger, you 

can minimize other panels like Chat, Q&A, and/or 

Participants.



Submitting Questions
For Q&A: Please use the chat box or Q&A box to send any 
questions you have during the webinar to Katie Metz or NDI 
Admin and we will direct the questions accordingly during 
the Q&A portion.

• If you are listening by phone and not logged in to the webinar, 
you may also ask questions by emailing questions to 
kmetz@ndi-inc.org. 

Please note: This webinar is being recorded and the materials will be 
placed on the National Disability Institute website at 

www.realeconomicimpact.org

http://www.realeconomicimpact.org


Technical Assistance

• If you experience any technical difficulties 
during the webinar, please use the chat box to 
send a message to the host NDI Admin, or you 
may also email nmatthews@ndi-inc.org. 



National Disability Institute

The mission of National Disability Institute is to 
drive social impact to build a better economic 

future for people with disabilities and their 
families.
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NDI’s Real Economic Impact Network
• An alliance of organizations & individuals dedicated to advancing the 

economic empowerment of people with disabilities. 

• Consists of more than 4,500 members located throughout the United 
States.

• Includes non-profits, community tax coalitions, asset development 
organizations, financial education initiatives, corporations & private-
sector businesses, federal/state/local governments & agencies, and 
individuals & families with disabilities.

• All partners join forces to embrace, promote & pursue access to & 
inclusion of people with disabilities in the economic mainstream.

Learn more about the REI Network at 
www.realeconomicimpact.org/REI-Network.aspx
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Presenter
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AFC® certificant

Director of Financial 
Education

MD CASH (Creating Assets, 
Savings and Hope) Campaign



Maryland CASH (Creating Assets, Savings and Hope) 
Campaign: 

Promotes programs, products, and policies that increase 
the financial security of low- to moderate- income 

individuals across the state.  



 Advocacy

 Partners with 40 organizations in MD to 
provide VITA, Financial Education/Coaching, &
capacity building and training

 Pilot programs



Learning Objectives:

 Define motivational interviewing

 Understand the impact of motivational interviewing

 Learn the process and skills for using motivational 
interviewing

 Identify examples of questions that engage and motivate 
clients



 Traditional case management model = assessing, crisis 
assistance, counseling, advising, directing action 

 Coaching or motivating model = partnering, supporting, 
building person’s confidence to find, develop and implement 
their goals



Motivational interviewing is a way of being with a client, not 
just a set of techniques for doing counseling. Miller and 

Rollnick, 1991



 Non-confrontational, empathic 
style

 Research based method

 Successful with different high 
risk populations

 Successful in even brief 
sessions

 Non-specialist can learn and 
use





Research shows positive results when MI used :

 treating substance abuse, chronic illness, childhood obesity

 Research shows positive impact of coaching/MI style for 
financial wellbeing



Skills/Tools: 

 Open ended questions

 Ability to provide affirmation/support

 Capacity for reflective listening 

 Ability to periodically provide summary statements to the 
client



Process:

 Engaging talking about issue & relationship building

 Focusing habit/behavior to change

 Evoking importance, confidence and readiness for         
change

 Planning practical steps to implement



 Counselor/Coach is a partner
 Participant should feel heard
 Create a safe atmosphere to explore alternatives 
 Skillful reflective listening is fundamental

Questions:
What’s been happening since we last met?
What’s one thing you are proud of that happened since we 

last spoke?
Tell me what you’ve tried before?



 Defining the Goal/Behavior Change

 Encourage short term, achievable  goal setting

 Start small

 Is it emotional for participant?

Questions:

What would you like to work on? Why is this important to you?

Who within your family or friends thinks you can do this?

What are your other options?



 Discuss client’s feelings and experiences

 Don’t assume client is ready to change

 Talk about benefits and barriers to change

 Identify participant’s personal reasons for wanting to make 
change

 Have client identify his/her own motivation



Work with ambivalence
 Ambivalence is normal, acceptable, understandable
 Attachment to the behavior is part of ambivalence
 Ambivalence is the unresolved conflict between the pros and cons, 

and leads to continues engagement of the behavior

 Persistent ambivalence is the principal impediment to change

Questions

“On the one  hand…On the other hand…”

“So part of you wants…But another part of you feels…”



How Important Ruler

0       1       2       3       4       5       6       7       8       9       10

Not At All Important Extremely Important

Ask participant: “How important is this change?” 

“Why Not Lower?”



Rate your current 

financial status with 0 

being poor and in the 

middle of the circle 

and 10 being high and 

at the outside of the 

circle.

Savings 

Credit Record 

Budgeting 

Renters / Homeowners / 

Car / Life Insurance 

Retirement 

Banking 

Health 

Benefits / 

Coverage 

Debt 



 Building confidence exercises

 Explore with participant a time when they were successful 

 Expressing faith in the participant helps participant have faith 
in self

Questions:

You say you can’t solve this problem, 
but you’ve solved others in the past
-what’s different?

What have you tried so far? 

Confidence in 
ability to do 

something greatly 
affects whether or 
not it is tried, how 
much effort goes 
into it, and how 

long you will persist 
in your efforts



 Defining goal and 1st steps

 Written and visual

Questions:

What are the first three steps to achieve this goal?

What might be obstacles? What can you do when you hit these 
obstacle?



 I will go to the gym 3 times this week

 On a scale of 1-10, how confident am I that I can do it? 7

 What could make it difficult to do? I’m so busy and tired after 
work

 What can I do to overcome the difficulties? Go on my lunch 
break two days and one time on the weekend



 Be Supportive

 Reinforce all positive progress

 Help client build self confidence

 Help client monitor gains and decrease barriers

 Offer community resources in case the participant wants 
new challenges

 Remind them that stumbles are temporary and can be 
viewed as a learning situation rather than a fail

Congratulati
ons!!



Review Learning Objectives:

 Define motivational interviewing

 Understand the impact of motivational interviewing

 Learn the process and skills for using motivational 
interviewing

 Identify examples of questions that engage and motivate 
clients



Sue Rogan

Director of Financial Education

MD CASH Campaign

sue@mdcash.org

443-692-9425

mailto:sue@mdcash.org


QUESTIONS?
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Disable Poverty Campaign

• DISABLE POVERTY, which aims to increase 
awareness about the nearly one in three Americans 
with disabilities that live in poverty and remain 
outside the economic mainstream. 

• The two overarching goals of the campaign, to be 
achieved in the next 10 years, are to:

• DECREASE the number of working-age adults with 
disabilities living in poverty by 50 percent, and

• INCREASE the use of mainstream banking products and 
services among Americans with disabilities by 50 
percent. 

• Take the pledge at DISABLEPOVERTY.ORG



Join the Movement!
NDI’s Real Economic Impact Network

Sign-up at bit.ly/NDI-sign-me-up

If you have questions on strategies to build the financial 
wellness of persons with disabilities, you can send your 

question to ask@ndi-inc.org.
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http://bit.ly/NDI-sign-me-up


Wrap-Up 
&

Thank You
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Find us at:
www.realeconomicimpact.org

twitter.com/realeconimpact

facebook.com/realeconimpact

youtube.com/user/RealEconomicImpact

flickr.com/photos/realeconomicimpact/

realeconomicimpact.tumblr.com
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http://www.realeconomicimpact.org/

