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Introduction to this Guide 

This Guide is a resource for people who are considering delivering the Cash Smart Credit Savvy in 

their organisation. It is intended to help people understand more about the programme and its 

objectives, to know about the different ways the material can be delivered and to decide how best 

to use the material for themselves, their organisation and their clients.  

Section One of the Guide gives an introduction to CSCS – what it is, what impact it has, and how it 

can be used. Section Two offers practical guidance to help people decide how best to use CSCS in 

their organisation and with their clients. Once that decision has been made, the Guide helps people 

to consider what will need to be done before getting started and in order to deliver the programme 

well. Finally, it gives some tips about how to understand the impact of CSCS in building financial 

capability and how to make its delivery sustainable.  

We hope this is a useful resource for you as you think through how to use CSCS. If you have any 

additional questions, please do not hesitate to get in touch with the team: enquiries@jff.org.uk. 

 

  



SECTION ONE 

 

1.1  What is Cash Smart Credit Savvy? 

CSCS is a short, accessible programme that offers an introduction to budgeting skills and financial 

capability. The programme aims to improve financial wellbeing by increasing people’s confidence in 

talking about money and making informed choices about how to use their own resources. It also 

seeks to promote a stronger savings culture and encourage people to share their learning with 

others.  

CSCS is designed as an early intervention that builds the general money management skills we all 

need and that can prevent financial challenges becoming a crisis. It covers six main topics: 

• Savvy spending 

• Building a budget 

• Credit and loans 

• Debt 

• Savings 

• Universal Credit (UCSavvy) 

The programme can be helpful for anyone and is not just for those in problem debt. The material is 

designed to be accessible to a wide range of people and, where appropriate, to encourage people to 

access other advice services and more intensive financial capability programmes.  

Originally developed by Trent Vineyard Church and Transforming Notts Together, CSCS is now 

managed and delivered by the Just Finance Foundation (JFF). The content of the programme has 

been developed in light of the Financial Capability Strategy for the UK and over the last two years it 

has been successfully trialled in several different regions with funding from the Money Advice 

Service. 

CSCS is designed to be delivered by staff and volunteers in frontline services who already have 

trusted relationships with clients. The programme is: 

• Relevant – it is modular and so facilitators can customise the programme by using the 

modules that will be most relevant for their clients 

• Accessible – it makes sense of complex topics, helps people to overcome their fears and 

combines clear principles with quick hints and tips 

• Empowering – the programme is informal and includes fun, participatory activities and 

tools. It draws on people’s prior experience and aims to build people’s agency, encouraging 

them to take practical action 

The flexibility of the programme material and its adaptability to different client groups means that it 

is an effective tool that has been proven to build people’s confidence and motivation to learn more 

about and address other aspects of money management. 

 



1.2  What difference does Cash Smart Credit Savvy make?  

As an outreach and engagement tool, CSCS helps people overcome the barriers that prevent them 

managing their money and tapping into the information, advice and guidance available to help 

them. While practical skills and actions are important outcomes of the programme, the distinctive 

offering of CSCS is that it helps to build people’s motivation to manage their money and to take 

control. These outcomes mean that CSCS can be delivered by agencies that may not be specialists in 

money but who specialise in reaching and empowering vulnerable groups. 

A recent independent evaluation found that CSCS: 

• Increases confidence in making decisions about money - before and after the programme, 

there was a 28% percentage point increase in participants’ confidence in working out the 

total cost of a loan or credit purchase 

• Increases intentions to save - following attending CSCS, 86% of participants said they intend 

to save money most months or more frequently 

• Enhances budgeting skills – 94% of participants said they intend to plan how they will spend 

their money over the coming week or month 

• Boosts confidence in talking about money - 72% of participants said they had shared their 

newly-gained knowledge with friends and colleagues, with 95% saying they were confident 

doing so 

For more information on the impact of CSCS, the full evaluation report is available on the JFF 

website.1 

 

1.3  How can Cash Smart Credit Savvy be delivered? 

If an organisation decides to embed CSCS into their service provision, staff and volunteers can be 

trained to use the material in three different ways. 

1. One-to-one support: they could incorporate relevant CSCS modules into existing one-to-one 

work with clients. For example, in sessions between a housing officer and individuals 

beginning a tenancy, or between a support worker and a young person entering the world of 

work for the first time. In this context, where a trusted relationship has already been 

established, the case worker will be able to select the most relevant modules and exercises 

to suit the needs and capacity of their client.  

 

2. Facilitated group work: they could deliver the full programme of six modules to a group in 

two two-hour sessions in bite-size, individual modules, taking the time to explore in more 

depth. These groups could be ones that already exist within the organisation’s service or 

they could be new groups set up for the purpose of CSCS. These group sessions work best 

when they are fun and participatory and also allow peer-to-peer learning.  

 

                                                           
1 https://www.justfinancefoundation.org.uk/our-work/capability-and-access/  

https://www.justfinancefoundation.org.uk/our-work/capability-and-access/


3. Train-the-trainer: they could go on to train others to use the CSCS material. This approach 

helps to cascade the material throughout an organisation more quickly, but requires people 

who are confident training others, have a very good understanding of the material and are 

able to offer ongoing support to those that they train.  

CSCS is modular and customisable, which means that organisations or individuals can choose 

different delivery modes at different times. Each of the programme’s six modules can be delivered in 

a group workshop or one-to-one session, as a standalone topic or in conjunction with others – 

though all aspects are needed to be financially resilient. This degree of flexibility means that 

organisations can choose the delivery mode that will be most effective for their clients and 

organisational structure. The rest of the Guide offers guidance on how to determine which delivery 

mode is best for you, your organisation and your clients.  

 

 

  



SECTION TWO 

 

2.1 What is the best way for me to use Cash Smart Credit Savvy? 

When deciding how to use the CSCS material, it is crucial to think carefully about two things: first, 

the financial needs within your client group and also their level of capacity to understand the 

material and motivation to engage; second, the resources available within your organisation in 

terms of skills, time and money. In the rest of this section, we include guides to help you think 

through what might be the right delivery approach for your clients and your organisation.  

Before addressing these two aspects, it is also important to consider the fit between the objectives 

of CSCS (to improve financial wellbeing) and your organisation. If the strategic fit is there, it will be 

much easier to win the support of senior management and therefore embed the material into the 

day-to-day running of the organisation on a long-term basis. Examples of agencies using CSCS 

include food banks, housing associations, nurseries, addiction services, troubled family and mental 

health services and refugee support groups.  

Identifying the needs, capacity and motivation within your target audience 

CSCS can be used with a wide range of beneficiary groups and in many different situations, so the 

first step of effective delivery and customisation is identifying the target audience and 

understanding their particular needs. CSCS could be useful for any of the following groups:  

• Vulnerable groups and individuals: Individuals who are struggling with poor physical or 

mental health, relationship breakdown, addiction, job loss or other significant personal 

issues are at greater risk of falling into problem debt and could benefit from support to 

ensure that financial problems don’t mount up while they deal with other issues. 

  

• The ‘financially squeezed’: According to the Money Advice Service, a broad segment of the 

UK population are ‘financially squeezed’ which means that they have significant financial 

commitments and relatively little ability to cope with sudden changes in their financial 

circumstances. One unexpected bill, being made redundant or an unexpected medical cost 

could push them into problem debt. CSCS can help this group to develop the money 

management skills to plan for the future, begin saving and build their financial resilience. 

 

• Those at greater risk of financial problems: CSCS can also be used as a preventative 

intervention to help groups at increased risk of indebtedness such as students, people on 

low incomes, and younger working-age adults, engaging them at the point of making key life 

decisions such as those about employment, housing choices or starting a family. Outreach to 

these groups can be coordinated with money advice agencies and community finance 

providers to ensure that the right people are reached. CSCS can also be used to undertake 

legacy work, helping clients who have experienced financial difficulties to reduce the risk of 

similar problems re-occurring. 

 



• Those already in problem debt: CSCS facilitators are not expected to be or substitute for 

specialist financial or debt advisors, and should not, by law, stray into offering financial 

advice (see below). But by using CSCS to open up the issues and understand where greater 

technical knowledge is needed, they can signpost those in problem debt to relevant local 

services and telephone helplines.  

Having considered the financial needs of your target audience, it is also important to think about 

their level of capacity to engage with the programme material. Depending on their situation, 

financial needs and capacity, you may choose to use CSCS in different ways. The diagram below gives 

some guidance about what delivery modes will work best with different client groups.  

 

 

 

 



Here are some case studies to further illustrate how the programme material can be used with 

people in different situations. 

Case study 1 

Daniel has not used alcohol or drugs for a whole year. With the help of a local charity, he has been 

able to start rebuilding his life following many years of addiction to drugs and alcohol, but one of 

the hardest things to deal with is his finances, and the number of bills he has to manage is 

overwhelming. Just the thought of managing it all makes Daniel feel incredibly anxious and 

stressed. It stops him sleeping at night and makes it very tempting to start drinking again.  

His Support Worker has noticed his anxiety and offered to meet with him on a 1-2-1 basis to work 

through the CSCS modules. They aim to cover the whole programme over the next couple of 

months, meeting every 1 or 2 weeks.  

At the end of the programme (it took three months in the end as Daniel missed a couple of 

sessions), Daniel is able to set his own budget and has decided where and when he will do his 

shopping. He’s worked out that he can even save £3 a week and for the first time in a long time, he 

feels hopeful. 

Case study 2 

Sam has just started a new tenancy with the Star Housing Association. He was a bit nervous about 

how he was going to make ends meet on his labourer’s wages, so his Housing Support Officer, 

Sandra, encouraged him to attend a CSCS programme. He attended the two two-hour sessions the 

month before his tenancy began.  

The programme was really helpful, he particularly enjoyed meeting other people and hearing their 

stories, but there were some parts that he found difficult to understand and he was still anxious 

about living on his own for the first time. Sandra invited him into the office to talk through the 

budgeting exercises in more detail. Together, the two of them were able to run through the 

module until Sam felt confident about setting his own budget.  Next month they are going to meet 

again to discuss the Savvy Spending module so that he can work out ways to reduce his living costs.  

Case study 3 

Charlotte is 25 and mum to 5-year old Ethan. She works part-time in her local supermarket, but 

with the cost of rent and food, plus her bills, she barely has enough to get by each month. Charlotte 

is very involved in her community and always tries to help out where she can. She knows the 

people who run her local children’s centre and they invited her to attend a CSCS programme.  

Since going on the programme Charlotte has been able to reduce her electricity bill, the cost of her 

internet and the weekly food shop. To do so she has practised using price comparison sites and an 

online budgeting tool. This means she is able to save a small amount each month, giving her much 

greater peace of mind. She has also been able to tell her friends about what she learned on the 

programme.  



Next month Charlotte is going to attend a CSCS train-the-trainers programme so that in future she 

will be able to facilitate the programme herself. This will be a great way for her to share what she 

has learned with others, encouraging them to make the small changes that make a big difference, 

and also to build her own skills and work experience. 

 

Reflecting on the resources available within your organisation 

The next stage to deciding how to use the CSCS material is reflecting on the resources you will need 

to implement your chosen delivery method. The table below gives some pointers about the 

resources you will need in place to move forward.  

 

 What do we need to 

deliver CSCS via one-to-

one support?  

What do we need to 

deliver CSCS via facilitated 

group work? 

What do we need to 

deliver CSCS via a train-

the-trainer model? 

Staff and 

volunteer 

skillset 

Staff and/or volunteers 

who have experience of 

delivering one-to-one 

support work with your 

client group. This can be 

demanding work, so if your 

organisation does not 

currently offer this type of 

provision, it will take 

significant time and 

investment to develop the 

right skillset internally.  

Staff and/or volunteers 

with experience of 

delivering training and 

facilitating discussion with 

your client group, or the 

confidence to have a go – 

with support.  

Staff and/or volunteers 

who are willing to learn 

new material on financial 

resilience, have the 

capacity to understand the 

material well and the 

motivation to provide 

ongoing support to those  

they train.  

Time If your organisation is 

already offering one-to-one 

support services, then no 

additional staff time will be 

required to incorporate 

CSCS material into those 

sessions on an ongoing 

basis – though time will be 

needed for training. 

However, it might be that 

you will have to stop 

delivering other material in 

order to make time for 

CSCS. Prioritisation will be 

If your organisation already 

offers group sessions, then 

it will be relatively 

straightforward to 

schedule another training 

programme. If it is not 

running groups, it will take 

more time to identify the 

right clients, think through 

the best way to advertise 

the programme to them 

and support them to 

attend. It will also take 

time to train staff to deliver 

the material. Planning 

It will take a small amount 

of time to train the staff 

and/or volunteers to use 

the CSCS material, but 

more time to plan how the 

material will be used in 

your organisation on an 

ongoing basis. Support 

from senior leadership will 

be important in ensuring 

that the CSCS content is 

embedded into service 

provision. Planning needs 

to start some months in 



needed.  needs to start 6-9 months 

in advance. 

advance.    

Money If your organisation is 

already offering one-to-one 

support services, the only 

costs involved in adding 

CSCS will be the cost of 

staff attending a short 

training session and the 

cost of producing 

programme materials - 

£110 for a set of 

programme materials for 

10 participants. 

Costs for each programme 

delivered could include 

hiring the programme 

venue, paying the 

facilitator, buying the 

programme materials, 

providing refreshments 

and perhaps subsidising 

the travel costs of 

participants. 

The initial training 

programme will cost a 

small amount, but ongoing 

costs will depend on the 

way in which you choose to 

cascade the material. See 

the adjacent columns for 

costs of 1-2-1 sessions or 

group work. 

 

2.2 Customising Cash Smart Credit Savvy to maximise impact? 

 In order to design the most effective intervention, it is important to consider each of these factors 

and the extent to which they are present in the target audience. You will then be able to put in place 

small measures that will make behaviour change more likely. The table below gives more detail 

about the factors mentioned above and their implication for the way in which CSCS might be 

delivered. For more detail see the Nesta report Making the Change: Behavioural factors in person- 

and community-centred approaches for health and wellbeing. 

 

 Definition Implication for delivery of CSCS 

Capability 

Growth mindset People with a ‘growth mindset’ 

believe that capabilities can be 

developed (as opposed to those 

with ‘fixed mindsets’ who see 

people’s basic abilities as 

unchangeable). 

People with growth mindsets are more 

likely to reap the benefit from an 

intervention. You can encourage this 

mindset by reminding clients of the 

brain’s ability to change as a result of 

putting effort into a task. 

Self-efficacy Self-efficacy is a belief in one’s 

own ability to complete 

challenging tasks, achieve goals 

and cope in spite of obstacles. 

This can be built through experiences of 

several small personal achievements, 

and through the achievements of 

others. Peer support and allowing 

people to share their own successes is 



key to building confidence.  

‘Grit’ Grit is the determination to 

persevere at something over a 

long period of time. 

Where people have a growth mindset 

and self-efficacy they are more likely to 

persevere when the going gets tough. 

Encouraging these factors will make it 

more likely that clients experience long-

term benefits from CSCS. 

Opportunity 

Removing friction 

costs 

Seemingly small increases in the 

effort (friction costs) required to 

perform a behaviour can make a 

surprisingly large difference to 

whether a behaviour change 

occurs.  

You can minimise clients’ friction costs 

to accessing the CSCS material by 

paying travel costs, getting the right 

venue etc., and to putting the material 

into practice by making sure they can 

access the material easily in the future, 

sending follow-up emails etc.   

Social 

connections 

Social networks within 

communities create ‘social 

capital’ meaning that people are 

richer in support, reciprocity and 

knowledge sharing across social 

divides.  

Offering CSCS to existing groups may 

well be more effective as a context of 

trust and friendship will encourage 

people to adopt new behaviours, and 

peer support will make it more likely 

that they will sustain that change.  

Motivation 

Intrinsic 

motivation 

This is experienced when we find 

something inherently satisfying as 

opposed to doing something for 

an external reward.  

Intrinsic motivation is based on people’s 

values. Helping people to link money 

management to the things they care 

about most in life – their friends, family 

etc. – can help to stimulate more 

change. 

Goal-setting and 

feedback 

Achieving a goal often involves 

more than deciding what to aim 

for and then working at it. 

Breaking goals down into 

manageable ‘chunks’ and 

receiving timely feedback along 

the way can make it more likely 

that a person will stay on track 

and ultimately achieve their goal. 

Pro-active goal setting can be effective 

for promoting change. Encouraging 

people to set precise, actionable plans 

and achievable goals will encourage 

them to sustain new behaviours in the 

long term.  

 

 



2.3 What do I need to do before getting started? 

Once you have identified your target audience and decided on the best delivery mode, you are ready 

to start the detailed planning. Here are some tips on things to think about at this stage. 

Setting a timeline for implementation: it takes time to introduce new material into an 

organisation’s services. Before you begin talking with people, it can be helpful to set out a broad 

time line. Here are some things to consider: 

• Planning phase: this could be 6 – 9 months and involves communicating with key 

stakeholders, training staff, preparing the materials and promoting the new sessions or 

programmes.  

• Trial period: you may choose to trial the new materials over a period of 3 – 4 months, during 

which time the sessions are closely monitored and feedback is gathered regularly.   

• Review period: at the end of the trial period, it is helpful to gather all stakeholders together 

to discuss what went well and what needs improving.  

• Roll-out: once the review is completed, the materials can be rolled out across the 

organisation. Although ongoing monitoring will be important, this can happen at a lower 

level.  

• Celebrating successes: once the material has been used for at least six months, it will be 

important to collate data on impact and begin to communicate positive stories of change. 

This will motivate staff and encourage other people to engage with the material. 

Getting the support of senior management: now that your ideas are taking shape, it’s time to share 

your plans with the leaders of your organisation. Communicating the strategic objectives of using 

the material and your implementation plan at this stage will help to smooth delivery later on down 

the line.  

Tailoring CSCS materials to your local context: some of the programme materials will need to be 

customised to your context by adding details of local agencies, including those that can offer 

financial advice and help with debt. Building relationships with these organisations will also be 

important for making referrals at a later date. For your reference, local agencies can be found by 

searching the following databases: 

• Turn2Us: advicefinder.turn2us.org.uk 

• Money Advice Service Debt Advice Locator: www.moneyadviceservice.org.uk/en/tools/debt-

advice-locator  

• Community Money Advice: www.communitymoneyadvice.com  

• Christians Against Poverty: www.capuk.org  

• Find Your Credit Union: www.findyourcreditunion.co.uk 

 

Just Finance has also created Money First Aid Kit with more guidance and resources for common 

issues: www.justfinancefoundation.org.uk/moneyfirstaidkit 

On-boarding and training frontline staff and volunteers: introducing new material always requires 

an investment of time and energy to build support. Many people are overworked and busy, and so 

one stand-alone training programme is unlikely to result in regular delivery. It will be important to 

http://www.moneyadviceservice.org.uk/en/tools/debt-advice-locator
http://www.moneyadviceservice.org.uk/en/tools/debt-advice-locator
http://www.communitymoneyadvice.com/
http://www.capuk.org/
http://www.findyourcreditunion.co.uk/
http://www.justfinancefoundation.org.uk/moneyfirstaidkit


plan how you will introduce the material to different stakeholders, communicate the 

implementation plan, coach people on how to use the materials and then manage and monitor their 

take-up. It may be worth trialling the material with a small number of people first, who will then be 

able to champion the materials and share their experience with others.  

Promotion: depending on your chosen delivery mode you will need to promote the material in 

different ways. If you are setting up new groups, this will need careful planning. How will you reach 

your chosen audience and how can you best encourage them to come along? Positive, accessible  

messaging tends to be most effective in encouraging attendance, as well as making sure that the 

timings and the venue are convenient. Remember to sell the benefits and make it friendly. 

The first few weeks: it is important to think about what you will need to do in the first few weeks of 

implementation in order to maximise success and impact. Scheduling feedback meetings with key 

staff, attending the first group sessions, or meeting with new facilitators in advance of the 

programme can help to identify any potential teething problems. 

User-led delivery: as we have mentioned above, peer support is very effective in building people’s 

confidence to try new behaviours. During the first weeks and months of implementation, you can 

identify enthusiastic participants who might be interested in being trained as facilitators for future 

programmes.   

 

2.4 How can I make sure I deliver the programme well?  

CSCS has been designed to be a fun, interactive programme that breaks down the barriers that stop 

people engaging with questions of money. The facilitator is crucial in setting the right tone for group 

or one-to-one sessions. The facilitator’s role is to build people’s confidence in talking about money, 

grow their capacity to manage money and to facilitate reflection on their own decision-making 

practices. The whole programme is about empowering individuals to take greater control of their 

financial situation, shifting the power towards the client so they can leave the programme feeling 

enabled to make and sustain changes in their money management.  

As such, it is important when delivering CSCS to think about all the small ways that you can indicate 

to participants that they have capacity to make good decisions. For example, if you are running one-

to-one sessions you might write all the module names down on separate pieces of card and then 

offer the pack of cards to the client so that they can decide which topics they would like to focus on. 

Reiterating the value of their own experiences, good and bad, can also help to build people’s 

confidence to participate in discussions and feel that they have something to offer other people.   

Giving participants an experience of positive change cab be a real boast. So addressing their 

priorities and incorporating opportunities plan, do and reflect are good ideas. 

The goal of CSCS is to encourage people to manage their own behaviours with money. This can be 

tricky as people tend to be overwhelmed with the amount of information on offer, seek to minimise 

effort and typically stick with the ways things are. These factors mean that efforts to change 

behaviours simply by offering more information are not likely to be effective.   



If you want to encourage different behaviours in your clients, it’s important to make it Easy, 

Attractive, Social and Timely (or EAST). 

• Make it Easy: Small, seemingly irrelevant, details that make a task more challenging or 

effortful can make the difference between doing something and putting it off – sometimes 

indefinitely. The facilitator can help people to set small, achievable goals and make it easy 

for them to access ongoing support. 

• Make it Attractive: Attracting attention and incentivising behaviour are important for 

prompting people to behave in a new way and maintain behaviour change. Think about 

ways that you can celebrate small achievements in the group to encourage people to 

continue making changes. 

• Make it Social: People are social creatures; we are influenced by what those around us do 

and say, often more than we are consciously aware of. Facilitators can use group sessions to 

help people build relationships with peers or consider how to involve family members, and 

incorporate social commitments into the future plans. 

• Make it Timely: The same offer or ‘prompt’ to change behaviour made at different times 

can have different effects. Those organising the programme should offer support when 

people are most receptive for example, people are more open to support before or after a 

major life change such as leaving home or having a new baby or applying for a new benefit 

like Universal Credit. Giving delivery a seasonal theme could also work e.g. reducing the cost 

of Christmas.  

For information on this EAST approach, please see the full Nesta report.2  

 

The importance of not giving financial advice 

It is crucial that facilitators do not give financial advice or recommend a specific provider of finance 

or financial services without being a trained and accredited advisor recognised by the regulator, the 

FCA. Following guidance from the regulator, it is possible for facilitators to do the following things 

without straying into giving advice: 

• Use the CSCS signposting resources. These resources outline types of responsible providers 

and set out a range of national options and directories. They invite you to add local 

examples. If there is only one example of a certain kind of provider serving a local 

community, you are not construed to have promoted or recommended them. 

• Ask beneficiaries what they seek and what they think the benefits of choosing different 

providers might be so they are better informed as they make choices. 

• Offer support with applications or a visit, should it be needed, or provide opportunities for a 

responsible provider to explain and promote their own services. 

Further guidance for facilitators is provided in the CSCS resources. If you are training other people to 

deliver the CSCS resources, please ensure that they know about and understand the difference 

between facilitating the programme and offering financial advice.  

 

                                                           
2 Supporting Self-Management, Nesta, 2016 



2.5 How can I know I’m making a difference? 

However you decide to use CSCS, it is important to understand the impact your intervention is 

having in the lives of your clients. Before you start, think about what data would help you to 

understand that impact, and then when and how you will be able to collect that data. We 

recommend giving group participants short surveys at the start of the first session and the end of 

the second session, and if possible, sending out another short survey by email three months later. 

This will allow you to track the short- and longer-term impact of attending the programme. The 

same mechanisms could be used for one-to-one clients, or you may feel it more appropriate to talk 

the questions through rather than ask someone to complete a paper questionnaire on their own.   

Data collection can be burdensome for clients and organisations, so it’s very important to be very 

clear about why you are asking people for certain information. All questions should be orientated 

towards helping you understand if you are achieving your objectives for using the material, for 

example, CSCS aims to build confidence so simple questions on levels of confidence with the topic, 

asked at the start and end of the programme, will help you to understand if engaging with the 

material is having the desired effect.  

Questions asked about the delivery of the material can also help organisations to spot trends in their 

service provision – are you always reaching the same people, are you systematically missing a 

certain group of people? – and can also help to show where changes need to be made in 

implementation – do the timings of events work for people, is there too much or too little 

information? Reflecting with participants during and at the end of sessions can also help to make 

organic improvements in the way the material is delivered.  

Sharing impact data and case studies with colleagues and the wider community can also help to 

evidence the effectiveness of CSCS and so increase participation. Using data well to celebrate change 

and to allow people to share their stories are very powerful mechanisms that can be used in 

promotional material.  

Just finance would also like to hear about the difference you make. We can promote your work and 

show funders what CSCS can achieve. 

2.6 How can I make my Cash Smart Credit Savvy sustainable? 

Making any intervention sustainable is key to having long-term impact. Before you start using CSCS, 

consider how you might continue to use the material in the future and the resources and funding 

you will need. These resources will vary depending on how you are using the material. If you are 

embedding it into an existing one-to-one service or using it with established groups, then any 

additional costs will be minimal and perhaps can be funded directly by your organisation or existing 

grant funders. In this situation, impact data can be used to show the added value to your clients of 

using CSCS. For example, if you are supporting clients suffering from stress and anxiety and you have 

been able to do something constructive to help them sort out their money, a common source of 

stress, you will be able to communicate this as additional value for your funders.   

However, if you are seeking to set up new groups or reach a new client base, this will have greater 

resource implications and you will perhaps need to mobilise more volunteers or seek additional 

funding. If this is the case, then securing funding to do a small trial which is thoroughly monitored 



and evaluated can help to prove the business case for extending the offering to more clients. Once 

you are confident that you can consistently deliver a set of outcomes, you could explore the 

possibility of seeking contracts to deliver this service on behalf of other organisations or statutory 

agencies. Whatever your chosen delivery method, it is essential to build in sustainability into your 

delivery model so that you can continue to provide effective support to your clients in the long term.  

 


