
Financial Therapy With Groups: A Case of the Five-Step
Model

Financial therapy is used to address the psychological, emotional, and behavioral components involved in the
process of learning and utilizing new financial literacy skills. This study describes the use of a manualized
financial therapy financial therapy intervention, the Five-Step Model, as it is piloted in a group setting. Current
economic theories support the use of an intervention model that differs from traditional financial literacy
teachings. Behavioral economics and the Transtheoretical Model of Behavior Change is used as a foundation for
the Five-Step Model. A case study illustrates the key principles and effectiveness of the intervention model.
Reflections and feedback from the members of the group are provided, along with a discussion of implications
and directions for further inquiry.
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Financial difficulties are prevalent across society.
Although bookstore shelves are lined with finan-
cial self-help books and television programs promis-

ing to share new approaches to debt-free living, consumers
remain lost in their search for a sustainable lifestyle. Teach-
ing financial literacy skills is not a new concept and numer-
ous workshops are routinely made available to consumers.
However, it is also likely that a purely educational strat-
egy will have limited success. Huston (2010) argued that
financial knowledge alone does not solve personal finance
problems because there are two components to financial
literacy, namely financial knowledge and its application.
The application of financial knowledge requires individ-
uals to change their existing patterns of financial behav-
iors. Resistance may occur if one is not psychologically
prepared to make changes to their lifestyle, and this readi-
ness to change occurs as a gradual process (Prochaska &
DiClemente, 1984). The application of financial knowledge
may further be hindered by several factors that address
financial decision-making, such as self-control (Beverly
et al., 2008), cognitive short cuts, and/or heuristics (Tver-
sky&Kahneman, 1974), and emotions (Rick&Lowenstein,

2008). A promising approach is the integration of therapeu-
tic techniques and financial literacy education to help con-
sumers consistently apply the personal finance concepts and
skills that are offered in books and workshops. This tech-
nique is known as financial therapy. According to Grable,
McGill, and Britt (2010), financial therapy is “the study of
cognitive, emotional, behavioral, relational, economic, and
integrative aspects of financial health” (p. 1). Financial ther-
apy can be conducted with individuals, couples, and fami-
lies, and people in group settings.

A review of the literature provided support that individuals
significantly benefit from receiving various types of therapy
in a group setting. Group therapy is a time-honored, eco-
nomical form of treatment for clients. The cost-effectiveness
of a group approach makes it particularly beneficial for
clients in need of financial therapy who are likely to be
dealing with economic hardship. However, therapists that
specialize in therapeutic group modalities who have not
received formal training in financial literacy may be hesi-
tant to conduct financial therapy. One way to counter this
lack of training is to use a manualized form of financial
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therapy. This study describes the use of a manualized
financial therapy intervention model in a group setting.
Although the intervention was originally developed to focus
on individuals, the authors adapted it to evaluate its effec-
tiveness when used with groups.

This article will begin by providing an overview of behav-
ioral economics and the Transtheoretical Model of Behavior
Change. Behavioral economics explores irrational behav-
ior in regards to finances and thus, its perspectives have
informed some of the concepts used in the Five-StepModel,
such as heuristics. The Transtheoretical Model of Behav-
ior Change is comprised of the theoretical foundations
upon which the manualized Five-Step Model (Smith, Nel-
son, Richards, & Shelton, 2012a, 2012b; Smith, Shelton,
& Richards, 2014, 2015) of financial therapy is based.
A case study will then be provided, which explores and
evaluates the effectiveness of a pilot implementation of the
Five-Step Model of financial therapy in a group setting.
Implications and future directions for research will then be
discussed.

Behavioral Economics
Over the last decade, a major shift has occurred in accepted
theoretical explanations of consumers’ financial behav-
ior. Theories of behavioral economic theories provide
support for financial therapy. In contrast to neoclassical
economic theorists, behavioral economists take into con-
sideration factors such as self-control, delayed discounting,
future orientation, and limited cognitive ability (Beverly
et al., 2008; Cole & Shastry, 2012; Laibson, 1997). Behav-
ioral economics is largely comprised of the direct observa-
tions of consumers behavior. In contrast to the assumptions
of neoclassical economics, the observations of behavioral
economists not only reveal that individuals act in seemingly
irrational ways, but that they also act in predictable ways
(Ariely, 2009). When faced with a multitude of choices,
behavioral economics postulates that consumers resort to a
default option and assume that it is their best choice. Not
surprisingly, their confidence often results in a disservice. In
addition, it is assumed that consumers’ lack of self-control
further contributes to damaging spending habits. Beverly
et al. (2008) describes studies which have found that resist-
ing impulsive spending is a common problem among con-
sumers trying to stay within a budget or save money.
Baumeister, Vohs, and Tice (2007) observed that if individ-
uals can focus their self-control efforts in one area, other

areas of life will also benefit. Their conclusions support the
need for a psychosocial approach to financial literacy that
includes attention to human foibles.

Cognitive Appraisal and Emotions in Economics
Tversky and Kahneman (1974) found that individuals often
use mental shortcuts when making financial decisions and
judgments. These shortcuts are termed heuristics. Some
heuristics prove useful, as they reduce the amount of men-
tal effort that one has to exert when making cognitive
appraisals, but others lead to problematic decision-making,
given the minimal conscious effort. Availability and repre-
sentativeness are two types of mental shortcuts that Tver-
sky and Kahneman discuss. These occur when people make
decisions based on examples and information that eas-
ily come to mind. Rather than exerting mental effort into
examining different aspects of an issue, a person who uses
the heuristic of availability relies on information that eas-
ily comes to mind. Likewise, representativeness is another
judgmental shortcut in which people overestimate the likeli-
hood of an event taking place, based on how frequently they
see other similar events take place. Because mental short-
cuts do not always result in the maximization of personal
finances, relying on them reveals why behavior and spend-
ing patterns might occur in seemingly irrational ways.

Rick and Lowenstein (2008) explored the role of emotions
in economic behavior and distinguished between expected
and immediate emotions. The consequentialist perspective
of economics, which assumes that economic choices are
made based on calculated expectations and desirability of
outcomes, supports the consideration of expected emotions.
It states that expected emotions influence the utility an indi-
vidual associates with an outcome (Rick & Lowenstein,
2008). Expected emotions are the feelings that a person is
anticipating as a result of their decisions. However, the con-
sideration of immediate emotions, which can be described
as emotions that are experienced at the moment a decision is
made, departs further from neoclassical economics. Imme-
diate emotions can be divided into two categories: integral
and incidental emotions. Integral emotions are defined as
emotions that are experienced as a result of contemplat-
ing a decision. By contrast, incidental emotions are experi-
enced when contemplating a decision but are unrelated to
the actual decision at hand. While both conventional and
behavioral economists have studied the effects of expectedPdf_Folio:19
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emotions, the latter group has more recently began study-
ing how immediate emotions affect decision-making. Stud-
ies show that immediate emotions, particularly incidental
emotions, cause individuals to make decisions differently
than expected emotions would (Rick & Lowenstein, 2008).
Emotions play a fundamental role in decision-making and
should be considered when working with clients who face
financial difficulties.

Financial Therapy and Behavioral Economics
The study of financial decision-making in the last decade
has shown that impulsivity, cognitive ability, heuris-
tics, and emotions all contribute to individuals’ financial
habits. Among other factors, financial therapy addresses
the cognitive habits and emotions of people. While behav-
ioral economists use interventions focused on behaviors,
financial therapists address cognitive habits and emotions
through therapeutic strategies. One approach involves using
integrated client-centered strategies drawn from multiple
therapeutic models. Combining therapeutic techniques with
financial literacy skills addresses the emotional side of one’s
finances while promoting behavioral changes. The Five-
Step Model described in this article is the first known
attempt at manualizing a financial therapy intervention that
incorporates these insights and attributes (Smith et al.,
2012a, 2012b, 2014, 2015).

Five-Step Model and the Transtheoretical Model
of Behavior Change
In addition to concepts found within behavioral economics,
the Five-Step Model relies on Prochaska and DiClemente’s
(1984) five-stage process that individuals encounter when
making a lifestyle change. Researchers such as Kerk-
mann (1998), Shockey and Seiling (2004), Xiao, Newman,
Prochaska, et al. (2004), Xiao, O’Neill, Prochaska, et al.
(2004), Xiao and Wu (2006) first applied this model to
financial behavior. They used Prochaska and DiClemente’s
(1984) five stages of change: Precontemplative, Contem-
plative, Preparation, Action, and Maintenance to analyze
how clients make lasting changes. Each stage of change
represents the extent to which an individual is prepared to
make changes; they also correlate with the process of the
Five-Step Model that is discussed in this article. The levels
range from the precontemplative stage in which clients do
not desire to make changes in their current lifestyle to the
maintenance stage in which individuals are actively sustain-
ing successful changes. Use of the Transtheoretical Model

of Behavior Change allows therapists to assign appropriate
tasks to clients and then guide them through the exercises
provided by the manual.

Applying the Transtheoretical Model of Behavior Change
to financial literacy education is a key contribution of finan-
cial therapy. Traditional financial literacy education begins
with the premise that clients are ready to make changes to
their financial lifestyle. It requires individuals to be in an
action stage of change that may be incongruent with their
actual entry stage (Miller & Rollnick, 2002). Financial ther-
apy recognizes that clientsmay not be psychologically ready
to make a financial lifestyle change and thus allows clients
to progress at a comfortable pace.

Financial Therapy in a Group Setting
Therapeutic models based on the Transtheoretical Model
of Behavior Change have been used successfully in the
past with groups. For example, Velasquez, Maurer, Crouch,
and DiClemente (2001) used a similar model to treat sub-
stance abuse in a group setting. Using activities and inter-
ventions that help the client groups cycle through the
stages of change allows for natural development of a ther-
apeutic environment. In precontemplative or contempla-
tive stages of change, clients recognize that a problem
exists, but have not made the decision to act. Techniques
such as consciousness-raising and self-reevaluation pro-
cesses help clients become more aware of problems and
the behaviors causing them (Velasquez et al., 2001). As
clients progress through the preparation and action stages of
change, group members encourage each other while making
personal changes. Throughout the Five-Step Model, clients
are asked to make decisions about the priorities, partic-
ipation, budget formation, and implementation of a new
financial lifestyle. A group setting provides support and
encouragement for clients facing the demands of a changing
financial lifestyle.

Unlike other theorists of group development that catego-
rize groups as either task oriented or therapeutic/emotion
driven, Bales (1965) developed a recurring-phase model.
In this model, Bales asserted that groups attempt to seek
equilibrium by oscillating between task oriented work and
emotional and interpersonal expression. At times, group
members focus on tasks that lead to goal completion while
simultaneously focusing on the social and emotional needs
of the group. Financial therapy conducted in a group settingPdf_Folio:20
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can enhance an individual’s experiences and provide unique
benefits. This allows them to successfully progress through
the financial therapy process by encouraging advancement
along the stages of change. The following pilot case study
illustrates how the Five-StepModel of financial therapy was
implemented in a group setting.

Case Study of the Five-Step Model in a Group
Setting
After several years of pilot studies, Smith and his
colleagues developed the Five-Step Model of financial
therapy (Smith et al., 2012a, 2012b, 2014, 2015). In addi-
tional to insights from behavioral economics, the Five-
Step Model integrated contemporary therapeutic models
such as Acceptance and Commitment Therapy, Cognitive-
Behavioral Therapy, Emotion-Focused Therapy, Family
Systems Therapies, and Narrative Therapy. These mod-
els influenced the explanations, handouts, and worksheets
used in the Five-Step Model. This manualized financial
therapy intervention model also uses the Transtheoretical
Model of Behavior Change to teach financial literacy skills
based on the stages of readiness for change (Prochaska &
DiClemente, 1984). The group case study described in this
article illustrates how the Five-Step Model helped group
members move through the stages of change as they learned
and began to apply important financial literacy skills in their
lives.

Although the intervention model of Smith et al. (2012a,
2012b, 2014, 2015) was originally published for use with
individuals, it could be easily adapted to group sessions.
Many processes used in individual therapy can be carried
over to group models (Zastrow, 2009). When treating indi-
viduals or groups, therapists progress through the steps
of intake, assessment and planning, intervention, evalua-
tion, and termination. With financial therapy, individuals
and groups go through the same tasks at the same level of
readiness.

To evaluate the effectiveness of the Five-Step Model in a
group setting, group members were recruited from the local
community. Flyers were posted at two universities, and at
a community college. Interested members were encouraged
to contact the group leader, who screened each person based
upon the severity of their financial circumstances, and their
current stage of readiness to make financial changes in their
life.

The group consisted of seven members, three of whomwere
male. Members ranged in age from 21 to 46 years old.
All the members accepted into the group were experienc-
ing moderate to moderately high levels of financial distress
(e.g., had accumulated enough debt so that they were in
default or in danger of defaulting on a mortgage or major
loan), and eachmemberwas at the precontemplative or stage
of readiness for change. All identifying details of the group
members have been changed to protect their confidentiality.

Group sessions were held on a weekly basis for 12 weeks.
Each week, the group leader would introduce a new finan-
cial therapy concept, and then members were provided with
the corresponding exercises. Members were encouraged to
provide feedback and reflections through weekly journal-
ing assignments. These journal entries gave insight into
the effectiveness of the intervention, along with the unique
dynamics that exist when conducting financial therapy in
groups. In this case study, each stage of the Five-StepModel
will be outlined, along with a description of the correspond-
ing processes that the group experienced as they progressed
through the intervention.

Step One: WANT
The WANT step allows clients to explore goals and prior-
itize wants. It includes tasks that are appropriate for indi-
viduals in the precontemplative stage of change. Exploring
goals help individuals determinewhy they are in therapy and
provide them with a direction for their personal finances.
Group member #1 expressed that they “liked how it (ther-
apy) didn’t start with the idea of not spendingmoney in order
to save but it asked what financial goals the individual had
as well as the type of lifestyle that was desired.” The Mir-
acle Question, a technique deriving from Solution-Focused
Therapy, was used to help clients construct a picture of their
desired lifestyle (De Jong & Berg, 2007). When using this
technique, therapists ask their clients to envision what their
life would look like if the problem they were dealing with
(e.g., debt, a low-income job) suddenly vanished from their
lives.

The Step One activities had clients address their “wants”
by placing desired purchases in essential and nonessential
categories. In the Five-Step Model, clients are not asked to
eliminate items to save money, but instead to create priori-
ties. This form of prioritization is essential to creating bud-
gets. Prioritizing wants included listing financial expensesPdf_Folio:21
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that are not essential to daily living. Examples of items on
this list could include the purchase of jewelry or books, eat-
ing at restaurants, or activities such as going to the movies
or sporting events. Clients utilizing the Five-Step Model are
encouraged to make purchases according to their “wants”
list, as long as a personal finance budget has been estab-
lished for them.

Group member #3 recognized the importance of discussing
wants, writing in her journal that it was “crucial to have
wants in session one so that we understood that just because
you’re developing a budget and developing smarter spend-
ing habits does not mean that you can’t still want things.” In
financial therapy, wants and needs are prioritized together
in order to develop a new financial lifestyle.

In a society in which wealth equals success, clients who face
financial difficulties struggle with self-esteem issues. Fortu-
nately, the group setting alleviated these issues by allowing
members to feel understood and valuedwhen they expressed
their thoughts and advice. Universality, a concept identified
by Yalom (1995) as one of the curative therapeutic factors in
group therapy settings, helps group members feel a sense of
belonging and cohesiveness as they acknowledge and rec-
ognize mutual feelings and experiences. As group members
shared stories about their personal finances, they discovered
similarities and found validation in regards to their financial
desires. This experience helped them rethink their feelings
of shame that stemmed from the false belief and shame that
were unique in how much they wanted.

Step Two: NEED
For the NEED step, groupmembers assumed the contempla-
tive stage, where they began considering the idea of change.
During this step, clients focused on prioritizing needs (i.e.,
items that are necessary for daily living and functioning),
and we also introduced the idea of heuristics. As we have
described earlier, heuristics are mental shortcuts used in
financial decision-making. Heuristics used by clients are
derived from their narrative. With that said, these clients
may have developed a pattern of using heuristics to jus-
tify unnecessary purchases disguised as needs. In this step,
such patterns are identified, and clients are encouraged to
use conscious effort when examining the reasoning behind
their purchases as opposed to relying on heuristics. Group
member #5 found this understanding of heuristics especially

helpful, writing “if I’m ever going to be able to control my
spending, I need to understand what motivates it.”

Another exercise used in this step is known as the financial
genogram. Groupmembers completed a financial genogram
to explore their family of origin’s financial history and
beliefs (Gallo, 2001; Mumford & Weeks, 2003). Group
member #7 captured the purpose of the financial genogram
bywriting, it “helpedme realize where I came from andwhy
I spend my money the way that I do.” The concept of dif-
ferentiation was discussed to help group members separate
their distinct financial intellect and emotional understanding
as compared to their families (Bowen, 1966).

Throughout this process, groupmembers also became aware
of the influence that expected and immediate emotions
had on their financial behaviors. Group members were
frequently able to trace the origin of expected emotions
associated with financial decisions to patterns of beliefs or
behaviors within their families. In particular, this exercise
also helped group members identify the root causes under-
lying financial decisions based upon incidental emotions.
Group members were therefore able to differentiate the inci-
dental emotions they experienced when making financial
decisions from the decision at hand. For example, a group
member may not fuse the sadness they feel when paying
their bills with childhood experiences of witnessing their
parents fighting over such bills. As a result, theymight avoid
paying their bills because of these incidental emotions. Rec-
ognizing the origin of these incidental emotions can allow
a group member to understand why they are experiencing
this emotion and thus avoid having it negatively impact their
financial behaviors.

Group therapy helps individuals recapitulate their primary
family experience (Yalom, 1995). Individuals often transfer
thoughts and feelings stemming from their family experi-
ences onto group members and leaders. This phenomenon,
known as transference, has been defined as “the inappro-
priate repetition in the present of a relationship that was
important in a person’s childhood” (Kapelovitz, 1987,
p. 66). When transference occurred, the group leader
helped members explore how experiences connected to
their family of origin shaped current habits. Addressing
these transference issues helped members avoid unhelpful
heuristics. Furthermore, by gaining an understanding of
how their family of origin can influence their emotions
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and thus impact their associated financial decision, group
members were provided with the opportunity to exercise
greater control over their spending behaviors. Finally, the
transference issues experienced in a group setting may
have allowed members to obtain a deeper understanding of
family of origin issues than they would have gained in an
individual therapeutic environment. Because there are mul-
tiple members in a group, the setting makes transference
issues more likely to arise, and also, as a result, provides
greater subsequent insight into the issues.

Step Three: HAVE
In theHAVE step, which focuses on individuals in the prepa-
ration stage of change, group members were asked to exam-
ine their current financial situation and gather documents
in preparation for creating a budget. Changes implemented
prematurely are less likely to be successful. Therefore, this
activity was structured in a way that allowed groupmembers
to gradually begin preparing for change. This helped mem-
bers avoid feeling overwhelmed. Group member #3 stated
“the (Mapping the Financial Landscape) worksheet helped
me understand all of the documents I would need to cre-
ate my budget, and it eased the pressure I felt by allowing
me to break everything up into small steps.” The Mapping
the Financial Landscape activity requires clients to gather
documents that will help them become aware of their past
spending and savings habits, and thus gain a holistic under-
standing of their financial behavior patterns, as well as the
impact of their emotions on these behaviors.

After the group members finished compiling all the neces-
sary documents, they completed a current budget worksheet
that lists current spending habits. Next, these documents
were displayed in front of them as a type of mirror, act-
ing as a reflection of their financial self. Group member #6
described the process as a “hugewake-up call.” Groupmem-
ber #1 identified the influence that this exercise had on their
expected and immediate emotions when stating: “it was a
method that helped me clearly see the patterns and strug-
gles I faced with making choices that are in my best inter-
est.” Members also reported that sharing their experiences
and emotions with a supportive group helped relieve their
feelings of shame and guilt related to financial difficulties.
These feelings are most often a challenge for individuals to
overcome as they complete activities in which the true state
of their finances is revealed to them. Relief from stressful
emotions caused by past mistakes allowed group members

to focus their emotional energy on preparing themselves for
lifestyle changes. Group member #5 wrote that the session
“got me emotionally ready, it showed me where I was.”

Step Four: DO
The DO step guided group members through the process
of creating a budget and establishing changes in financial
habits. Tasks in this step were intended for individuals in
the action stage of readiness for change. Group members
listed their budget items in order of priority and were only
allowed purchases that were affordable based on their bud-
get. The DO step allowed group members to closely exam-
ine the changes they were making, and provided them with
an opportunity to reassess their decisions, along with the
expected and immediate emotions associated with them.
Furthermore, it provided them with an opportunity to dis-
cuss this with other members and receive feedback and sup-
port. These benefits of the group process were expounded by
Group member #4, who wrote: “it’s helpful to have so many
outside perspectives from people who seem to really care.”

The Five-Step Model of financial therapy assumes that a
budget is an ever-evolving personalized guideline, changing
with new priorities, life circumstances, and mistakes. Thus,
each budget is a representation of a group member’s wants,
needs, and priorities. Group member #6 demonstrated this
concept by writing that: “at first, I wanted to do a full 180-
degree change. But the fact is that this isn’t likely to happen.
Everyone needs to have a budget that allows for mistakes
and fun before life gets too boring and we all quit.”

Step Five: PLAN
The final step that was referred to as PLAN, focused on
sustaining group member’s new financial lifestyles and
planning for financial emergencies or setbacks during the
maintenance stage of readiness for change. The activities
used in this step addressed special situations, such as elimi-
nating credit card debt or addressing the relational concerns
that occur when relatives or friends ask for loans and gifts.
Additionally, clients explore important financial literacy
information regarding bank accounts, savings, and insur-
ance. This final step helped group members feel confident
in leaving the group setting with the motivation necessary
to sustain the changes they had achieved. As group member
#7 wrote: “there is a massive impetus to stop growing after
the completion of an important or difficult task and this stepPdf_Folio:23
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gave me the opportunity to address the prospect of this hap-
pening in advance. I don’t feel as scared about going back
to where I was before I joined the group.”

Conclusion
Group members’ appraisal of the intervention was unan-
imously positive. The feedback provided in their journal
entries praised the use of the Five-StepModel within a group
setting. One important advantage of group therapy is the
cohesiveness that forms among group members. As group
members strive toward the improvement of financial diffi-
culties, they feel a sense of belonging and acceptance. Liv-
ing a life of financial distress engenders rejection, isolation,
and shame. A group therapy setting allows clients to over-
come such feelings. Group member #2 wrote in his journal
that he was initially skeptical of the group format and also:
“didn’t think it would function smoothly, but was surprised
to see that the group seemed to have a natural flow.”

As the case study demonstrates, there are unique bene-
fits to conducting financial therapeutic interventions, such
as the Five-Step Model, in a group setting. The univer-
sality experienced in a group setting can help diminish
the feelings of shame experienced by those facing finan-
cial hardships. By interacting with others experiencing sim-
ilar circumstances, members gradually feel less ashamed
and more motivated to face the reality of their current
circumstances. Furthermore, a therapeutic group environ-
ment allows for the development of greater opportuni-
ties that help resolve transference issues, thus providing
members with a deeper understanding of the origins of
their emotions, beliefs, and subsequent financial behav-
iors. A group consisting of multiple members also pro-
vides members with more opportunities for ideas and
strategies to be exchanged as members work through
the different stages of change. Finally, participation in a
group provides members with a unique feeling of val-
idation and support from other people going through a
similar process.

Implications for Further Studies
The success of this pilot case study indicates support for
a formal group adaptation of the Five-Step Model. This
initial presentation of the Five-Step Model of financial-
Step Model was written for practitioners with a background
in traditional psychotherapy. However, the manualized
format of the model makes it accessible for those with

training in other disciplines as well, such as business and
financial counseling. Future studies could evaluate the
effectiveness of the Five-Step Model in groups led by prac-
titioners with backgrounds in these areas. Because of the
large variations in financial literacy (Lusardi & Mitchell,
2009), additional research on the Five-Step Model with dif-
ferent populations will provide directions for future devel-
opment of the model. For example, previous studies have
shown that a lack of basic financial experience can impede
the success of financial education programs (Lyons, Chang,
& Scherpf, 2006). It is likely that such deficiencies will
have similar effects on the Five-StepModel.While the Five-
Step Model only employs simple financial literacy skills, it
may need additional refinement to be effective with popu-
lations of differing needs, in order to reach the maximum
number of people in an efficient manner. Additionally,
the Five-Step Model may benefit from incorporating a
culturally competent approach, as research has identified
differences in financial behavior patterns, as delineated by
gender and racial/ethnic characteristics (Coleman, 2003;
Fisher, 2010; Yao, Gutter, & Hanna, 2005). The Five-Step
Model has not been piloted in a group setting where clients
are living in extreme levels of poverty. Nonetheless, in
these cases, it is conceivable that some form of a group
approach would be beneficial. That is, due to the cost-
effective nature of groups, as well as the ability to reach
multiple people at once. Groups of this nature could be held
by caseworkers in homeless shelters, or transitional living
environments. A group approach should be considered
whenever clients with similar needs could gain equal bene-
fits from this group-based approach to financial therapy as
they would in an individual setting. It should also be con-
sidered, if a group-based approach would simultaneously
be more cost-effective for the clients. However, it is impor-
tant to note the constraints of a group approach as well,
which would include having less time to focus on individ-
ual needs. Additional promising avenues include incorpo-
rating explanations of different personality types and traits,
along with their associated financial behavior into the model
(Ksendzova, Donnelly, & Howell, 2017; McKenna, Hylle-
gard, & Linder, 2003), as well as creating alternative ver-
sions of the model specifically tailored to the sociocultural
needs of its intended audience (Lown & Ju, 2000; Rhine,
& Toussaint-Comeau, 2002). Though further exploration
is needed, the Five-Step Model shows promising results
and has potential for being used in various forms of group
settings.
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