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This study assessed social, family, and personal resources

available to individuals in a financial crisis situation utilizing

mailed questionnaires. The sample consisted of 74 subjects in two

groups: (1) individuals in a financial crisis situation, identified

by their participation in a Consumer Credit Counseling Service program

and referred to in this study as the "counseling group" (47 subjects)

and (2) a comparison group of individuals who were not receiving any

type of financial counseling and referred to as the "non-counseling"

group (27 subjects) in this study.

Resources were measured by two instruments: Family Inventory

of Resources for Management (FIRM) and Family Adaptability and

Cohesion Evaluation Scales (FACES II). Between-group and within-group

analyses were conducted utilizing two-way analysis of variance tests,

tests of significance of proportions, cross-tabulations, and t tests.



Graphic analyses included scattergrams, Circumplex Model

representation, and Hill's (1949) Roller Coaster Course of Adjustment

Model representation.

Findings obtained indicated that both the counseling and

non-counseling groups had "moderate" levels of resources as measured

by FIRM. Significant differences were found for the subscales of

Financial Well-Being (FWB) and Sources of financial Support (SFS) in

which the counseling group scored significantly lower than the

non-counseling group. Interaction effects of sex X group were also

found to be significant for the SFS subscale indicating that both sex

and group representation contribute to the difference in scores. Two

of the FIRM scores approached significance: Family Strengths of

Mastery and Health (RS) and total FIRM score, suggesting the need for

additional attention in future research.

When cohesion and adaptability scores were plotted on the

Circumplex Model, differences approached significance indicating that

fewer of the subjects in the counseling group (36%) were in the

"balanced" region of the model than were the subjects in the

non-counseling group (52%).

In relation to Hill's (1949) model, 50% of the men and women

in the counseling group reported that they were in a financial crisis

and 50% reported that they were not in a financial crisis.

Within-group analyses comparing these two groups revealed significant

differences in the subscale of FWB in which those reporting a

financial crisis scored significantly lower than those not reporting a

financial crisis.
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An Integrated Approach to Financial Crisis Management:
A Study of Social, Family, and Personal Resources

Unique to Individuals in a Financial Crisis Situation

I. INTRODUCTION

It is becoming increasingly apparent that greater numbers

of individuals and families are turning toward financial counselors

for assistance with financial matters. As statistics in this area

become more abundant, they document a picture of growing concern.

Continuing inflation, rising unemployment, and dramatic increases in

the costs of food, utilities, transportation, and medical expenses

have all been factors contributing to the problem. More and more

Americans are being caught up in the struggle to stretch shrinking

financial resources to meet constantly growing needs. Indeed,

the struggle now involves fully one quarter of all Americans

("Introduction: Common Types," 1978). And recent bankruptcy

statistics suggest that the problems are often quite severe as well

as widespread. In 1960 there were 97,750 personal (non-business)

bankruptcy petitions filed in the United States. In 1981 there were

456,914 such petitions filed ("The American Way," 1982). Statistics

such as these strongly support the predictions that in the 1980's

the field of financial counseling will undergo marked expansion.

Basically, a person who is experiencing financial problems

has an unbalanced budget: income does not equal living expenses plus

debt payments. Information in financial counseling manuals ("Credit

Counselor Training", 1981; Garrison, Myhre, Garman, & Hutchins, 1979)

identifies three broad causes of this imbalance: (1) decrease or
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loss of income, (2) increase of living expenses, and (3) increase of

debt payment. Many people who seek financial counseling will have a

combination of two or more of these problems. For example, a

wage-earner may experience an illness resulting in both loss of income

and increased medical expenses.

At the present time, a variety of counseling sources exist.

Those seeking financial counseling may turn toward financial

counselors who work in community or government funded agencies which

operate on a non-profit basis. The counselors in these agencies work

with individuals and families to help them meet their immediate

financial obligations and improve their financial management skills.

The main services provided by financial counselors are debt adjustment

and money management education. Other sources of financial counseling

are social service agencies, social workers, extension agents, home

economics teachers, community action programs, credit unions, and

other lenders. Some commercial agencies exist and charge their

clients for services and operate on a profit basis.

One broadly based source of help is the Consumer Credit

Counseling Service (CCCS). CCCS was one of the first non-profit

community-based financial counseling services in America. In 1957

there were only two such agencies and now there are over 200 agencies.

CCCS will serve as the setting for this study.

Researchers evaluating the CCCS agencies (Dwyer, 1972; Hall,

1967; Langrehr & Langrehr, 1979; Olson, 1968; Schiller, 1976) reported

that the counseling programs appeared to be helping clients out of

their immediate indebtedness, but concluded that more emphasis needed
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to be spent on changing client's attitudes and behaviors to help them

avoid future financial difficulties.

Behavior change is most often prompted by attitudinal and

value changes (Rogers, 1961). It may be that clients' future

financial difficulties could be avoided if counseling focused not only

on financial aspects of the family but also on personality

characteristics and family interaction variables. In fact, it has

been acknowledged in the financial counseling literature (Sporakowski,

1979) that personality characteristics and family interaction

variables may influence one's financial crisis situation; however,

it is recommended that the financial counselors refer the client to

another type of counselor to handle those problems. One obvious

short-coming of this approach is that a client must deal with two

counselors in independent sessions. However, this need not continue.

It would be possible to eliminate this problem and expand the

entire conceptual framework of financial counseling by developing a

model which incorporates both the financial aspects and the

personality characteristics and family interaction variables into a

single framework. The task would be to provide financial counselors

with a method for identifying and utilizing this information in a

financial counseling situation. This study seeks to provide the

initial step toward that realization.

Statement of the Problem

The purpose of this study was to identify relevant social,

family, and personal resources that are unique to individuals in a
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financial crisis situation. A secondary objective was to generate a

social-demographic profile of individuals in a financial counseling

situation. Success with such an effort should provide the financial

counselor with the means to utilize information on the inter- and

intra-personal functioning of clients in the financial counseling

situation. In order to pursue this objective, existing crisis models

will be used as a basis for identifying interactional and

psychological factors having potential impact in the specific area of

financial crisis.
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II. REVIEW OF LITERATURE

The material presented in this Review of Literature can

be categorized in relation to the two major foci of this study:

financial crisis management and family stress and crisis models.

The review begins with a brief discussion of the expansion of the

financial counseling field and financial problems. This is followed

by consideration of types of financial counseling services, related

research on these services, and financial counseling training and

certification. The section then concludes with the justification for

the logic of an expanded focus in financial counseling. Following

this is a discussion of the pertinent aspects of the family stress

and crisis models relevant to this study. These models will serve as

a basis for examining the social, family, and personal resources of

the participants in this study.

Expansion of Financial Counseling Field

According to Hogan (1980) the decade of the 1980's will

mark the beginning of an era of critical adjustment in the financial

management of many American families. Faced with rising prices,

scarce energy supplies, and unemployment, families will be forced

to make adjustments in three areas: (1) rescaling or changing the

level of consumption, (2) increasing the efficiency of their resource

use, and/or (3) expanding their income. Hogan also recognized that

these adjustment options will not be feasible in all families.

That is, those families experiencing unemployment, divorce, illness,
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and other crises may have few, if any, viable alternatives for

adjustment in the near future. Also, financial adjustments will be

constrained in those families who have already adopted a frugal

pattern of living on a fixed income. Hogan suggested that support

programs as well as funds for special needs will continue to be

needed for families with few or no options for financial adjustments.

This need for adjustments in financial management comes as

no surprise; warnings came in the early 1970's. At that time,

a nationwide check showed how inflation, excessive debt, illness,

and layoffs were creating profound strains in family budgets ("Worry

Grows," 1970). Personal bankruptcies began creeping up again in 1970

and the trend has continued ("The American Way," 1982; "Bankruptcy--

no longer," 1975; "Who's Goinging Bankrupt," 1971).

At a nationwide conference sponsored by the Financial

Counseling Project at the Virginia Polytechnic Institute and State

University, experts in the field of financial counseling emphasized

that while the field is growing, it is not growing fast enough to

keep pace with those in need of assistance with financial matters

(Brown, 1979; Langrehr, 1979; Myhre, 1979). Brown's (1979) report

indicated that CCCS agencies, first established with two agencies in

1957, now numbered in excess of 220. However, he suggested that this

was far short of the number that are needed in what he labeled "our

plastic card society." Langrehr (1979), who has worked in the field

of financial counseling for a number of years, suggested that "easy

credit" and "overextension" could mean dire consequences to our

society. Sooner or later, for example, an unexpected event such as
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a job lay-off or an illness could place the family's economic

security in jeopardy. Langrehr indicated that the field of financial

counseling has an obligation to broaden its services in the future

to meet the growing needs of families whose economic security is

threatened. Myhre (1979), in his concluding remarks at the

conference, summed it up by saying that the potentialities for

growth and development are great. It is an exciting and challenging

time. There is a need to be met and the challenge is to provide the

services to meet that need.

Financial Problems

One of the more severe indications of widespread financial

crises is that personal bankruptcies are at an all-time high. During

the fiscal year ending June 30, 1960 there were 97,750 personal

(non-business) bankruptcy petitions filed in the United States.

In 1981 there were 456,914 petitions filed. The previous all-time

high occurred during the 1975 recession when 218,851 petitions were

filed ("The American Way," 1982; "The Credit Economy," 1981;

Pfeilsticker, 1980). Analyses of the causes for the escalation

of bankruptcies reveal a variety of factors including gambling,

stock-market losses, prolonged illness, and easy credit for

consumers, as well as recent changes in the Bankruptcy Code

("Bankruptcy Reform," 1980; "Who's Going Bankrupt," 1971).

Financial problems are not confined to only those people

filing for bankruptcy. Results from the General Mills American

Family Report 1974-1975 (1975) indicate that many families are having
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financial difficulties. This national survey of 1,247 families

reported the following:

38% had to dip into savings to meet current bills
54% argue about money
27% owe more money now than a year ago
37% reported a lower standard of living than

a year ago
56% feel insecure about their financial future
65% say inflation is having a serious impact on

their family

Results from this and other studies indicate that a quarter of all

Americans are experiencing some financial problems as we launch into

the 1980's ("Common Types," 1978; "The Need for Non-Profit," 1981;

O'Leary, 1981).

Types of Financial Counseling Available

Historically, financial counseling has been undertaken by

social workers, clergymen, paraprofessionals, etc., as part of their

overall helping roles with troubled individuals and families. Over

the past 20 years, three types of financial counseling programs

have developed: (1) credit unions, (2) corporate financial

counseling programs, and (3) consumer credit counseling service

agencies.

Credit union financial counseling focuses on three broad

areas: (1) remedial counseling to help members overcome immediate

financial problems and to learn long-range financial management

skills; (2) preventive counseling, with the goal of providing advice

for members who are not experiencing financial difficulties but

wish to avoid the possibility of future financial crises; and
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(3) productive counseling which attempts to assist financially

secure members to improve their financial status through sound

investment programs ("Counseling: A Basic Credit", 1974).

A most recent development in the field of financial

counseling has been the establishment of corporate financial

counseling programs. It has come to the attention of business

executives that financial concerns can affect employee morale and

productivity at all levels of corporate structure. They thus have

begun to make financial counseling services available to a wider

range of their employees. Often, large corporations employ financial

counselors to help employees make sound financial investments, plan

their estates, utilize tax shelters, and other related financial

planning (Adler, 1976; Coffin, 1977).

Since the mid-1960's, individuals in need of financial

assistance could turn to one of the many non-profit financial

counseling agencies associated with Consumer Credit Counseling

Service (CCCS) or Credit Counseling Center, Inc. (CCC). The major

goals of these agencies are to establish a program of debt repayment

and to educate the individuals and families about sound money manage-

ment practices. Two short-comings of this type of service have been

noted by Bagarozzi and Bagarozzi (1980). First, the counselors are

trained to not declare bankruptcy for their clients even though this

may be the best solution for the client. Second, the counselor

assumes responsibility for the actual budgeting and repayment of the

clients' debts. This could be a subsequent deterrent to the client's

opportunity to learn sound financial management practices.
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At present there are over 200 CCCS agencies operating in

48 states. These agencies are under the guidance of The National

Foundation for Consumer Credit headquartered in Washington, D.C.

Each CCCS agency operates on a non-profit basis and has a local board

of directors and officers. The services provided by these agencies

include assistance to the financially distressed family as well as

those who anticipate future financial problems. The specific

services offered are: (1) personal financial counseling and budget

planning, (2) arrangement and administration of debt repayment

programs, (3) free classes on family money management, (4) discus-

sions on managing personal finances to groups of corporate employees

and on radio and television, and (5) public interest articles on

financial management for newspapers and magazines. There is no fee

to the client for counseling or budget arrangement, but if the client

goes on a debt repayment program, a modest fee is usually imposed

(Sperling, 1980).

Credit Counseling Centers (CCC) of Michigan began operation as

a non-profit agency in March 1968. It has grown from one office in

1968 to 18 in 1980. Their services are available in nearly every

major city in Michigan. Services and types of counseling of the

CCC agencies are similar to those of CCCS agencies.

Research on CCCS Agencies

Several studies have been conducted using CCCS clients as

subjects. Most of these studies, however, have not been concerned

with studying the effectiveness of the CCCS agency programs.
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Instead, they have focused on characteristics of the clients. In the

period from 1967 to 1977, 12 studies were conducted to identify

social, demographic, and economic characteristics of consumer credit

counseling clients (Collins, 1972; Dolphin, 1967; Dwyer, 1972; Hall,

1967; Halvorson, 1976; Lane, 1971; Langrehr, 1979; McAffee, 1973;

Olson, 1968; Schiller, 1976; Varga, 1977; Verver, 1974). These

studies provided a general description of the CCCS clients, and it

was found that most were married, aged 30, were blue collar workers,

had two to three children, and had completed 12 years of school.

Those few studies evaluating CCCS progams have been the work

of six researchers (Dwyer, 1972; Hall, 1967; Langrehr, 1979; Olson,

1968; Schiller, 1976; Vallade, 1980). Initially, research by Hall

(1967) reviewed 50 CCCS programs and analyzed 8 selected centers

in-depth. In part of this study, Hall assessed clients' credit

use patterns in relation to the financial counseling program. The

sample consisted of 65 clients from seven different cities. Of the

65 clients, 30 were still receiving counseling from CCCS at the time

of the study, 15 were handling their own finances, 5 were clients

who were only seen once and then assumed their own debt management,

and 15 were dropouts from the program. Hall concluded from this

research that marked improvements in most families' finances had

occurred through some attitude modification toward credit and some

management practice changes. However, he reported that although

there was a change in behavior, it may not have been as great as

that reported by the clients because 45% of the clients were

still active in an income management plan with the credit counseling
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agency. Overall, most clients expressed a favorable attitude toward

the financial counseling service.

Later, Olson (1968) investigated the extent to which credit

counseling services were effective in preventing the recurrence of

clients' financial difficulties. The total number of clients

contacted was not given, but only 12 families responded to the

questionnaire. Of these 12, the majority had retained former

mismanagement practices. Olson concluded that the effectiveness of

the financial counseling program was negligible in altering financial

management patterns of clients.

Possible factors influencing the use or non-use of financial

counseling services were examined by Dwyer (1972). The sample

consisted of 69 clients. These clients were classified as parti-

cipants (clients with open or voluntary closed accounts) and

non-participants (clients who attended a counseling interview but

made no payments and those making an initial contact only). In

analyzing the responses of program participants, Dwyer found that

they perceived the services as most helpful in relieving stress and

credit harrassment, making payments easier, and teaching money

management skills. Overall, participant clients' reactions to the

counseling service were favorable. However, in his summary, Dwyer

reported that even though the respondents were positive toward their

experience with CCCS, they did not report changes in attitudes and

habits related to borrowing, buying, and saving. He also reported

that when questioned about possible future use of CCCS services,

respondents indicated that they probably would return if (1) they
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felt they could not handle their own financial affairs even after

completion of a CCCS program, and (2) the current economic situation

warranted it.

The latter finding was documented, to a degree, by Schiller

(1976) while conducting a replication of Hall's 1967 research.

Schiller found that client satisfaction was high and that 74%

of the clients in the sample would return to CCCS if financial

difficulties were ever to recur. Additionally, clients in these

studies reported that they had learned money management skills.

Seventy-five percent of the clients felt that they learned something

about how to live within their income, use credit wisely, and handle

a credit emergency.

Langrehr (1979) then expanded this research emphasis by

investigating the degree of satisfaction associated with services

received from both profit and not-for-profit counseling agencies.

The sample consisted of 85 clients, 61 from not-for-profit agencies

and 4 from profit agencies. In each type of agency, clients reported

that they were generally satisfied, and there was not statistical

evidence reported that would indicate that one type of agency

provided more satisfaction than the other. Thus Langrehr concluded

that each type of agency may be performing its tasks satisfactorily.

Collectively these five studies document that the clients

using CCCS thought that the programs were helpful and satisfying.

More objectively, the assistance offered in the programs appeared

to be helping the clients cope successfully with their immediate

indebtedness. However, the researchers were unanimous in their
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recommendation that more emphasis be placed on helping clients

effect behavioral changes with the aim of avoiding additional

future financial difficulties.

A more recent study (Vallade, 1980) investigated whether or

not the experience of CCCS counseling had any behavioral impact on

past clients' current credit practices. The sample consisted of

50 clients who had sought and obtained counseling and terminated the

counseling program between 1974 and 1979. The clients in the study

did tend to change their credit and financial practices after parti-

cipation in the CCCS program, and they reported that the CCCS program

was very helpful in assisting them with financial difficulties.

Before participation in the CCCS program, the 50 clients reported

a mean income of $7,336; mean amount of savings $2.20; mean amount

of debt $4,290.98; mean number of creditors 11.36; and mean number

of credit cards used, 2.38. At the time of the interview for the

research, the clients reported an increase in mean income to $15,290;

a considerable increase in mean amount of savings to $412.98;

a considerable decrease in mean amount of debt to $2,633.80;

a considerable decrease in mean number of creditors to 2.58; and

a decrease in mean number of credit cards used to 1.02. From these

data, Vallade concluded that the CCCS program did have a behavioral

impact on clients' current credit and financial practices. Viewed

objectively, however, the substantial rise in mean income to more

than double the figure prior to participation, could be a significant

factor beyond counseling received.
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In examining the design of the six studies evaluating CCCS

agency effectiveness, one is struck by the overall lack of control

in the use of comparison groups. Of particular note is the omission

of control for length of time that an individual was in the

counseling situation.

Financial Training and Certification

Some, but by no means all, financial counselors have taken

part in the Consumer Credit Counselor Certification Program. This

program was developed and implemented by the National Foundation for

Consumer Credit, headquartered in Washington, D.C. It is suggested

that certification be the goal of all financial counselors. The

objectives of the program are threefold:

1. to raise the professional standards and improve
the practice of consumer credit counseling and
debt management by giving special recognition
to those Consumer Credit Counselors who, by
passing suitable examinations and filling
prescribed standards of performance and conduct,
have demonstrated a high level of competence
and ethical fitness for the field of family
financial counseling;

2. to identify persons with adequate knowledge
of the principles and procedures of consumer
credit counseling, related disciplines, and
laws governing and affecting debt management;

3. to encourage Consumer Credit Counselors in
a continuing program of personal development.

("Credit Counselors Training," 1981)

While this certification program is available, testing centers are

not conveniently located throughout the United States. Thus many

counselors cannot afford to take the time or bear the expenses

associated with taking the certification exam, and as a consequence,

many counselors are not certified.
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The majority of the financial counselors rely on financial

counseling training manuals to receive their training. It has been

acknowledged in the literature (Myhre, 1979) that the complete and

definitive financial counselor training course has yet to be

developed. Materials have been developed at the Virginia Polytechnic

Institute and State University (VPI). These have been widely used

and published in different forms ("Asking Questions," 1978; "Building

Basic Financial," 1979; "Common Types," 1978; "Developing a Personal

Approach," 1979; "Developing Client's," 1978; "Financial Counseling:

Assessing," 1979; "A Financial Counseling Manual," 1977; "Observing

Non-Verbal Behavior," 1978). The Credit Counselor Training Handbook

(1981) is similar in nature to those developed at VPI.

These manuals are very thorough in their coverage of training

techniques, interview methods, and offering advice on setting up

financial plans for the clients. Emphasis is given to the financial

aspects of the clients's situation. While it is acknowledged in

these manuals that other variables may enter into the situation

(illness, divorce, mental illness, drinking problems, etc.), the

counselor is informed to be aware of such variables and be prepared

to refer the client to an appropriate counselor to handle those

problems. Myhre (1979) has suggested that the training manuals

address only limited areas of the broad field of financial counseling

and that they are prototype materials. Myhre would like to see some

national organization undertake further development of the manuals
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to broaden their scope and simultaneously develop a more compre-

hensive training program.

Need for Expanded Focus in Financial Counseling

According to Myhre (1979), a person with a financial problem

is affected mentally, physically, and spiritually. In addition, the

impact of these problems does not stop with the individual; they are

brought with the individual to every area of his or her life. Finan-

cial worries spill over into family relationships, often resulting in

family conflict. These concerns, when brought to the job, tend to

result in decreased job performance and proneness to accident and

injury. Thus personal financial problems have pernicious effects.

They are associated with marital disruption, divorce, alcoholism,

drug addiction, crime, suicide, homicide, child abuse, and a host of

other antisocial behaviors. It can be advocated, then, that finan-

cial counseling has the claim of benefiting not only the individual,

but also families, friends, employers, industry, and the community

at large. Thus financial counseling has the potential to be

a stabilizing force in the present and predicted times of

inflation and recession.

As suggested by Caplovitz (1979), family stability can be

badly shaken by the discovery that the family's resources are

suddenly incapable of maintaining the level of living to which

the family has grown accustomed. When confronted by such an event,

Caplovitz found that some families may grow stronger and come closer

together. However, in other families, the strains are likely to
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produce frustrations and there is a danger that they will take out

these frustrations on each other. The sample for this study

consisted of 1,982 individuals living in four cities: Detroit, San

Francisco, New York, and Atlanta. Participants consisted of four

subgroups: the poor, the retired, the blue collar, and the white

collar groups. Conclusions from this study indicated that inflation

and recession have a tremendous impact on family life. It can not

only produce bad consequences for marriages, but it can have

detrimental effects on mental health.

Sporakowski (1979) has conceptually tied financial problems

to the concepts of stress and crisis. He has suggested that the

effects of stress and crisis can be complex and not easily identifi-

able. For example, sometimes complaints about having no money really

are related to not being loved or to a low self-concept. For some

people their ideas about themselves (their feelings of self-worth)

are closely tied to how much they are worth in terms of dollars.

Cars, clothes, and housing are some of the outward and visible signs

of one's self-concept. Going into debt to "prove they are worth

something" is not an unusual problem. Thus it is important for the

financial counselor to be more than simply a money manager. While

this does not mean that the counselor should be a psychotherapist,

it does imply that a solid understanding of human behavior could

facilitate the counselor-client interactions and assist in making

appropriate referrals. For example, the couple which has been helped

to set up a plan for overcoming debt problems but never seems to be

able to stick to that plan, may well be reflecting individual or
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relationship problems that must be dealt with first or concurrently

with the financial difficulties. In this case, consultation with or

referral to a marriage and family therapist or other psychotherapist

may be recommended.

Financial problems and their relationship to stress-related

illnesses have been documented for quite some time. One of the first

studies to document this intertwining was conducted in 1967 by Holmes

and Rahe. Holmes and Rahe developed a list of 43 items that were

used to predict the likelihood of major illnesses. Of those items,

at least six had obvious relevance to money matters (e.g., trouble

with boss, change to different line of work, marital separation).

This inventory is merely used as one tool to help counselors assess

the amount of stress a person is experiencing. The higher the stress

score, the more likely one is to have a serious health change in the

next two years. The major conclusion that can be drawn from Holmes

and Rahe's study is that although problems may be financial in

nature, they have implications for functioning in other areas, just

as the reverse may also be true. That is, loss of a job may result

in more family arguments, poor sexual relations, divorce, and so

forth. And divorce, illness, or death in the family may have an

impact on the financial situation of the family (Holmes & Rahe, 1967;

Sporakowski, 1979).

Feldman (1976) has proposed that financial problems can be

categorized in four broad areas: (1) faulty management procedures

which have been learned; (2) environmental factors, such as economic

inflation, which are beyond the person's control; (3) family crises
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which create financial burdens; and (4) faulty financial management

practices which are believed to be symptomatic of more deeply rooted

emotional problems and personality disturbances. She has also

suggested that experiences of many kinds of social agencies have

shown that it is far from simple to ascertain whether a specific

problem stems from money attitudes or whether money attitudes create

the problem. In conclusion, Feldman recommended that effective

counseling called for a psychological approach because often

psychological problems are intertwined with money problems.

Family Stress and Crisis Models

Research on family stress began with Burgess in 1926 and

became firmly established in 1949 with the classic research by Hill.

For a complete review of family stress research, one is referred to

McCubbin and Patterson (1981). In their review, it is noted that the

two basic models of crisis presented by Hill in 1949 have remained

virtually unchanged for over 30 years. In Hill's (1949) A, B, C, X

formulation, he suggested that A (the event and related hardship)--

interacting with B (the family's crisis-meeting resources)- -

interacting with C (the definition the family makes of the event)--

produces X (the crisis). Hill's (1949) second model is titled

"The Roller-Coaster Course of Adjustment." In this model, Hill

postulated that the course of family adjustment to crisis will

involve three phases: (1) a period of disorganization,

(2) an angle of recovery, and (3) a new level of organization.
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The ABCX formulation was reworked by Burr (1973), who

advanced propositional statements to explain family behavior in

response to family crisis. Additionally, Burr has contributed two

concepts as major additions to the Hill framework: vulnerability

and regenerative power. Vulnerability denotes variation in

a family's ability to prevent potentially stressful situations

from disrupting the routine, everyday operations of the family.

Families that are usually able to cope with potentially disruptive

events by not becoming highly disrupted or disorganized are able

to resist stress and are considered low in vulnerability. Families

are high in vulnerability when their normal functioning is easily

disrupted by stressful events. Regenerative power refers to the

ability of a family to recover from a crisis situation.

Later, Burr (1976) identified six principles related

to vulnerability to stress (adaptability, integration, externaliza-

tion of blame, definition of the severity of the event, amount of

time stressful events are anticipated, and amount of prior learning

about a stressful event). Burr also suggested that three factors

related to vulnerabilty are also related to regenerative power.

These include level of adaptability, level of integration, and amount

of prior learning. In addition, Burr suggested that three other

factors are related to regenerative power: amount of consultation

in decision-making, amount of social activity of wives outside the

home, and amount of marital satisfaction.

More recently, MuCubbin and Patterson (1981) have added an

extra dimension to Hill's original ABCX Model. This new model,
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the Double ABCX Model, adds post-crisis variables to describe

the following:

(a) the additional life stressors and changes
which may make family adaptation more difficult
to achieve,

(b) the criticial psychological and social factors
families call upon and use in managing crisis
situation,

(c) the processes families engage in to achieve
satisfactory resolution, and

(d) the outcome of these famly efforts.
(McCubbin & Patterson, 1981)

It has been suggested by McCubbin and Patterson that the Double ABCX

Model will assist researcher, educators, and counselors and therapists

by broadening their perspective of variable to examine, by looking at

interactions of variables, and by broadening treatment goals.

This review has documented two findings which provide

significant impetus for the focus of this study. One is that there

have been significant increases in the number of people experiencing

financial difficulties and subsequently seeking professional

assistance. The second is that experts in the field of financial

counseling are consistently acknowledging that the financial

functioning of the family and the overall functional level of family

life are interrelated. It is apparent that one conclusion which is

warranted is that a more holistic approach, one that will include

consideration of the pertinent aspects of family interaction and

functioning, must be inaugurated by financial counselors. In order

to pursue this goal, the first task must be to identify the relevant

variables in the family's interaction and level of functioning.
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In addition, this review points out that while there are a

variety of services available to those in need of assistance with

financial matters, by far the broadest source of service stems from

CCCS agencies. Research on these agencies suggests that clients find

CCCS programs to be helpful and satisfying in coping with immediate

indebtedness. However, for the most part, behavioral change has not

been affected by the programs, and it was recommended by the

researchers that more emphasis be place on helping clients effect

behavioral changes with the aim of avoiding additional future

financial difficulties.

Finally, a review of existing family crisis models points the

way to begin research in the area of financial crisis management. The

specific initial steps in the needed research are: (a) to identify

available resources of clients and (b) generate a profile of

individuals in the financial counseling situation. Fulfilling these

two needs is the major purpose of the present study.



24

III. METHODOLOGY

Subjects

The sample for this study consisted of a total of 74 subjects

comprising two groups: a counseling group (47) and a non-counseling

group (27). The counseling group consisted of clients and their

spouses who were receiving counseling at the Consumer Credit

Counseling Service Agency of Albany, Oregon. One or both of the

spouses were in the counseling situation and both husbands and wives

were asked to complete questionnaires. The total of 47 participants

represented 22 couples plus three families in which only one spouse

responded. The non-counseling group consisted of individuals who were

not receiving any type of financial counseling. Both husbands and

wives were asked to complete the questionnaires. In this group the

total of 27 participants represented 13 couples and one family where

only one spouse responded. Subjects in both groups came from intact

families.

Data Collection

Names and addresses for the counseling group were provided by

the Consumer Credit Counseling Service agency of Albany, Oregon. One

hundred names were on file with the CCCS agency, however, 27 of those

names were not available for research purposes because of agency

choice or client choice. Questionnaires were mailed to the remaining

73 clients with the request that both husband and wife complete the

questionnaires. Of these 73, 6 were returned marked "not deliverable
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as addressed, unable to forward". For the remaining 67 clients, 27

responded and 22 of these included both husband and wife responses.

The result was a response rate of 41%, representing a total of 47

participants in the counseling group.

Names and addresses for the non-counseling group were obtained

by asking each member of the counseling group to identify three people

they knew who "were like themselves (e.g., similar education, same

kind of job, about same income) but not in a financial jam". A total

of 35 names and addresses were provided and questionnaires were mailed

to them. Again, both husbands and wives were asked to complete the

questionnaires. Responses were returned by 13 couples and one

additional family where only one spouse responded. This brought the

total to 27 participants in the non-counseling group representing a

40 percent response rate.

All subjects were mailed a cover letter on Oregon State

University letterhead describing the importance of the study and

separate questionnaires for the husband and wife to fill out

independently. The questionnaires were in a 12-page booklet complete

with instructions and consisted of questions from two instruments

(FIRM, FACES) and selected social-demographic variables. (See

Appendix B.) Format for the booklet was obtained from Diliman (1978).

The couples were requested to complete the questionnaires

and return them within a week. To facilitate this task, an addressed,

stamped envelope was included. Anonymity of the participants was

guaranteed and they were promised a statement of results on request.

To ensure that both husband and wife questionnaires were kept
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together, the back of the return envelope was printed "Have you

enclosed both spouses' questionnaires? Thank you!"

Following a modified approach of Dillman's (1978) survey

methods, a total of four contacts were made with the subjects to

enlist their response to the questionnaires. The first three contacts

were by mail. (See Appendix A for copies of the cover letters.)

The first mailing consisted of the cover letter, two questionnaires,

and a postage-paid return envelope. Three weeks after the first

mailing a postcard reminder was sent to all subjects. Those subjects

who had not replied to either of the first two mailings were sent a

third mailing two weeks after the postcard was sent. This third

mailing consisted of a new cover letter, two questionnaires, and a

postage-paid return envelope. Finally, those subjects who failed to

respond to any of the three mailings were called on the phone two

weeks after the third mailing and again asked to participate in the

study. While Dillman (1978) recommended that the fourth contact be by

registered mail consisting of a cover letter and another set of

questionnaires, time and money constraints dictated a decision to

utilize the quickness of the phone for the final contact. The above

procedures applied to the counseling group. The same contacts were

made with the non-counseling group, however, the time between contacts

was one week.

Data was collected using two instruments: Family Inventory of

Resources for Management (FIRM), and Family Adaptability and Cohesion

Evaluation Scales (FACES). In addition, information about several

social demographic variables were solicited. These included the
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following: sex, age, family income, occupation, education, parents'

education, marital status, length of marriage, number of children,

ethnicity, and length of time in counseling (for counseling group

only). Social status was determined using Hollingshead's (1977)

four factor index of social status.

Instruments

The review of family crisis models has shown that specific

factors may be related to the production of a crisis situation (Hill,

1949). Burr (1973, 76) further identified certain principles that may

be related to one's vulnerability to stress and recovery from a crisis

situation. Finally, McCubbin and Patterson (1981) added post-crisis

variables to the original model developed by Hill in 1949. The two

instruments selected for use in this study reflect the factors,

principles, and variables that these researchers have mentioned as

being relevant to the study of family crisis.

The Family Inventory of Resources for Management (FIRM)

consists of 69 items that assess the family's repertoire of resources

(McCubbin & Patterson, 1981). The selection of items for FIRM was

influenced by literature and theory from family crisis research and

family resource management frameworks. The initial FIRM instrument

consisted of 98 self-report items. After pilot testing with 322

families with a chronically ill child, and after performing factor

analytic procedures on the data, the 98 items were reduced to 69

items. Four scales representing perceived family resources emerged.
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The internal reliability for these four scales is .79 (Chronbach's

alpha). The four scales and internal reliability are as follows:

I. Family Strengths I: Esteem and Communication
This factor reflects the personal, family system,
and social support resources in six areas:
(a) family esteem (respect from friends,
relatives, co-workers, and among family
members); (b) communication (sharing feelings,
discussing decisions), (c) mutual assistance
(helping each other and relatives); (d) optimism;
(e) problem solving ability; and (f) encourage-
ment of autonomy among family members.
Internal Reliability = .85 (Chronbach's alpha).

II. Family Strengths II: Mastery and Health
This factor includes items that reflect personal,
family system, and social support resources along
three dimensions: (a) sense of mastery over
family events and outcomes (fate control,
flexibility, managerial abilities); (b) family
mutuality (emotional support, togetherness,
cooperation); (c) physical and emotional health.
Internal Reliability = .85 (Chronbach's alpha).

III. Extended Family Social Support
This scale contains items which indicate the
mutual help and support given to and received
from relatives. Internal Reliability = .62
(Chronbach's alpha).

IV. Financial Well-Being
This factor reflects the family's perceived
financial efficacy: (a) ability to meet financial
commitments; (b) adequacy of financial reserves;
(c) ability to help others (relatives, the needy);
(d) optimism about the family's financial future
(adequacy of insurance, employment benefits,
retirement, income, earning power, and the family's
financial progress). Internal Reliability = .85
(Chronbach's alpha).

Two additional scales were included in FIRM. The first was

the Sources of Financial Support Scale. Due to the dichotomous nature

of the items in this scale, it was not included in the factor

analysis. Low reliability is reported for this scale (alpha = .44)

but the authors still felt it could provide useful information when

viewed in conjunction with actual income. The discrepancy between
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perceived and actual income may reflect the sense of stability and/or

esteem associated with income. The second index was a Social

Desirability Scale based on Edmond's Scale of marital convention-

alization. This scale served as a check on whether or not the

participant was responding to the questions honestly or merely trying

to look good in the eyes of the researcher by providing "socially

acceptable" responses.

The validity of FIRM was established by generating an inter-

correlation matrix using all of the six scales. The scales were

found to correlate moderately and significantly. Additionally,

it was hypothesized that the FIRM scales would be moderately and

significantly correlated with selected Family Environment Scales.

Significant positive correlations were found between the FIRM scales

and the independently measured family environment dimensions of

cohesion, expressiveness, and organization. Negative correlations

were found between four family environment dimensions, family

conflict, and the four main FIRM scales.

The second instrument, Family Adaptability and Cohesion

Evaluation Scales (FACES II) evaluates two central dimensions of

family behavior: cohesion and adaptability (Olson et al., 1982).

FACES II consists of 30 items that assess cohesion and adaptability as

perceived by each family member. Family cohesion is defined as: "The

emotional bonding which members have toward one another." Cohesion is

measured by the following concepts: emotional bonding, boundaries,

coalitions, time, space, friends, decision-making, and interests and

recreation. Family adaptability represents the extent to which the
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family system is flexible and able to change. Family adaptability is

defined as "the ability of a marital or family system to change its

power structure, role relationships, and relationship rules in

response to situational and developmental stress." Adaptability is

measured by the following concepts: family power (assertiveness,

control, discipline), negotiation style, role relationships, and

relationship rules (Olson, McCubbin, Barnes, Larsen, Murxen, & Wilson,

1982).

FACES II was developed in order to overcome some of the

limitations with the original FACES which was developed in 1978 in the

dissertation work of Joyce Portner and Richard Bell (Olson et al.,

1982). FACES was an 111-item self-report scale tested by two

populations: 410 young adults to assess the empirical validity and 35

marriage and family counselors to assess the clinical validity of the

scale. After this initial evaluation, FACES was used in a study of

210 parent/adolescent triads. Results indicated that the alpha

reliability of the cohesion was .83 and .75 for adaptability.

Item development of FACES II began in the Spring of 1981 and

included three phases. During each phase, the scale was piloted and

tested for validity by way of factor analysis and was tested for

reliability utilizing Chronbach Alpha analysis. Initially, 90 items

were developed and piloted using 464 adults with an average age of

30.5. The 90 items covered 15 content areas of cohesion and

adaptability with 6 items per content area. Some of these items

represented "moderate" items from the original FACES. On the basis
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of factor analysis and reliability (alpha) analysis, these 90 items

were reduced to 50 items.

During the second phase, construct validity and reliability

were determined for the 50-item scale. Factor analysis was done

separately for the cohesion (13 factors) and adaptability (9 factors)

items. It was found that the first four factors for each dimension

accounted for approximately 75% of the variance. The Chronbach Alpha

reliability for cohesion was .91 and it was .80 for adaptability.

This 50-item scale was then piloted on a sample of 2,412 individuals

who participated in a National Survey. On the basis of further factor

analysis and reliability checks, the 50-item scale was reduced to 30

items.

The final phase involved the testing of the reduced 30-item

scale utilizing the sample of 2,412 individuals in the National

Survey. Again, construct validity was determined by factor analysis

and internal consistency by Chronbach Alpha figures (cohesion was .87

and adaptability was .78).

The final 30-item scale contains 16 cohesion items and 14

adaptability items. There are 2 items for each of 8 concepts related

to cohesion and they are listed below:

1. Emotional Bonding. (a) Family members are
supportive of each other during difficult times.
(b) Family members feel very close to each other.

2. Family Boundaries. (a) It is easier to discuss
problems with people outside the family than with
other family members. (b) Family members feel
closer to people outside the family than to other
family members.

3. Coalitions. (a) In our family, everyone goes
his/her own way. (b) Family members pair up
rather than do things as a total family.
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4. Time. (a) Our family does things together.
(b) Family members like to spend their free
time with each other.

5. Space. (a) Our family gathers together in the
same room. (b) Family members avoid each other
at home.

6. Friends. (a) Family members know each other's close
friends. (b) We approve of each other's friends.

7. Decision-Making. (a) Family members consult other
family members on their decisions. (b) Family
members go along with what the family decides to do.

8. Interests and Recreation. (a) We have difficulty
thinking of things to do as a family. (b) Family
members share interests and hobbies with each other.
(Olson et al., 1982)

There are 2 or 3 items for each of the 6 concepts related to

adaptability and they are listed below:

1. Assertiveness. (a) In our family, it is easy for
everyone to express his/her opinion. (b) Family
members say what they want. (c) Family members
are afraid to say what is on their minds.

2. Leadership (control). (a) Each family member has
input in major family decisions. (b) In solving
problems, the children's suggestions are followed.

3. Discipline. (a) Children have a say in their
discipline. (b) Discipline is fair in our family.

4. Negotiation. (a) Family members discuss problems
and feel good about the solutions. (b) Our family
tries new ways of dealing with problems. (c) When
problems arise, we compromise.

5. Roles. (a) We shift household responsibilities
7715Eperson to person. (b) In our family, everyone
shares responsibilities.

6. Rules. (a) It is hard to know what the rules are
in our family. (b) It is difficult to get a rule
changed in our family. (Olson et al., 1982)

Analysis of Data

Participants were scored on the FIRM scales according to

procedures developed by McCubbin and Patterson (1981). Subscale

scores were totaled to produce a total FIRM score. These scores were

interpreted according to guidelines developed by McCubbin and

Patterson. A score indicated one of the following: (1) a lack of or
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depletion of resources, (2) a better-than-average supply of resources

which the family can call upon, or (3) a score similar to most of the

families who completed FIRM in research studies and indicated a

moderate resource level.

The FACES II instrument yielded scores for cohesion and for

adaptability. Individuals and couples were then classified into one

of four levels of cohesion (disengaged, separated, connected, or

enmeshed) and one of four levels of family adaptability (rigid,

structured, flexible, or chaotic).

Two Factor Analysis of Variance was utilized in examining the

FIRM scores for differences between the counseling and non-counseling

groups. In support of these analyses, frequency distributions, means,

and standard deviations were generated for each of the seven FIRM

scores (see Table 1, Part III). This same analysis scheme was applied

to the data obtained from FACES II for the major dimensions of

cohesion and adaptability. In addition, cross-tabulations and Chi

Square analyses were generated for each of the 30 FACES II items.

These items are listed on pages 31 and 32 of this chapter. The

results of these major analyses dictated a series of sub-analyses

consisting of generating scattergrams and tests of significance of

difference of proportions in relation to the Circumplex Model.

Social demographic variables were analyzed by means of

contingency tables, Chi Square analysis, and t tests as appropriate.

In the interests of clarity, Tables 1 and 2 were prepared to

present an explanation of the dependent variables and their relation

to the FIRM and FACES II instruments.
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Table 1. Explanation of Dependent Variables: FIRM

I. Family Inventory of Resources for Management (FIRM)

A. Consists of 6 scales totaling 69 items
1. FS--Family Strenghts I: Esteem & Communication
2. RS--Family Strengths II: Mastery & Health
3. SS--Extended Family Social Support
4. FWB--Financial Well-being
5. SFS--Sources of Financial Support
6. SD--Social Desirability

II. Scoring

A. Add up the first four scale scores:
(FS + RS + SS + FWB = total FIRM)

B. Add up all items on the SFS scale
C. Add up all items on the SD scale

III. Interpretation of Scores

A. FS
1. 0-28 lack or depletion of resources
2. 29-41 moderate resource level
3. 42-60 better-than-average supply of resources

B. RS

1. 0-29 lack or depletion of resources
2. 30-48 moderate resource level
3. 49-60 better-than-average supple of resources

C. SS

1. 0-6 lack or depletion of resources
2. 7-11 moderate resource level
3. 12-60 better-than-average supply of resources

D. FWB
1. 0-18 lack or depletion of resources
2. 19-37 moderate resource level
3. 38-60 better-than-average supply of resources

E. Total FIRM
1. 0-92 lack or depletion of resources
2. 93-129 moderate resource level
3. 130-165 better-than-average supply of resources

F. SFS
1. 0-3 lack or depletion of resources
2. 4-6 moderate resource level
3. 7 & up better-than-average supply of resources

G. SD

1. 0-8 lack or depletion of resources
2. 9-15 moderate resource level
3. 16-20 better-than-average supply of resources
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Table 2. Explanation of Dependent Variables: FACES II

I. Family Adaptability and Cohesion Evaluation Scales (FACES II)

A. Cohesion Scale
1. Emotional Bonding
2. Family Boundaries
3. Coalitions
4. Time
5. Space
6. Friends
7. Decision-Making
8. Interests & Recreation

B. Adaptability Scale
1. Assertiveness
2. Leadership
3. Discipline
4. Negotiation
5. Roles
6. Rules

II. Scoring and Interpretion

A. Cutting points for cohesion
I. Disengaged score = 56.9 or below
2. Separated score = 57-65.0
3. Connected score = 65.1-73
4. Enmeshed score = 73.1 and above

B. Cutting points for adaptability
1. Chaotic score = 56.1 or above
2. Flexible score = 50.1-56.0
3. Structured score = 44.0-50.0
4. Rigid score = 43.9 or below
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IV. RESULTS

The major objective of this study was to identify relevant

social, family, and personal resources unique to individuals in a

financial crisis situation. A secondary objective was to generate a

social-demographic profile of individuals in a financial crisis

situation. The sample consisted of two groups: (1) individuals in a

financial crisis situation, identified by their participation in a

Consumer Credit Counseling Service program and referred to in this

study as the "counseling group" and (2) a comparison group of

individuals who were not receiving any type of financial counseling

and referred to as the "non-counseling group" in this study. Mailed

questionnaires were returned by a total of 47 subjects in the

counseling group and 27 subjects in the non-counseling group. In

order to provide an orientation to the variety of empirical and

descriptive analyses which were necessary in this study, the format

and chronology of this results chapter are presented next.

In relation to the major objective of the study, the social,

family, and personal resources of individuals were measured by

utilizing responses to the Family Inventory of Resources for

Management (FIRM) and the Family Adaptability and Cohesion Evaluation

Scales (FACES II). Scores from both of these inventories were used in

a series of two-way analysis of variance tests, and the results of

these between group comparisons are presented first.

Following these empirical analyses, the data from FACES II are

presented in the vector-plot format of the Circumplex Model utilizing
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the cohesion and adaptability dimensions. This allows additional

between-group comparisons. Empirical tests accompany this descriptive

analysis in the form of tests for significance of difference in

proportions.

Attention is then directed to a within-group analysis of the

subjects in the counseling group. Interestingly enough, approximately

50% of this group reported that they were not experiencing a financial

crisis. This apparent discrepency in perception necessitated further

analyses which consisted of scattergram plotting, cross-tabulations,

and t tests. In the latter analysis, data from FACES II and FIRM are

summarized in a single table.

Continuing with the within-group analysis of the subjects in

the counseling group, the self-reported degree of disorganization or

adjustment and recovery was plotted in relation to Hill's (1949)

Roller Coaster Course of Adjustment Model. This allowed male-female

comparisons of degree of adjustment for those subjects who perceived

themselves to be in a financial crisis.

Finally, the social-demographic characteristics of the

counseling and non-counseling groups are presented in comparative

format. This is in support of the secondary objective of the

study--to produce a social-demographic profile of individuals in a

financial crisis.

A summary of all major findings from this study is presented

in Appendix D.
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Family Inventory of Resources for Management (FIRM)

Inspection of the means and standard deviations on the FIRM

measurements (Table 3) revealed that both the counseling and

non-counseling groups may be generally described as reporting a

"moderate" resource level on all six subscales, as well as on the

total FIRM score. However, results of the analysis of variance tests

which were subsequently applied to these data indicated that there

were significant differences between the counseling and non-counseling

group for the two subscales measuring financial resources: Financial

Well-Being (FWB) and Sources of Financial Support (SFS). The usual

analysis of variance tables are presented in Appendix C. The

significance levels of the F-values associated with these tests are

listed in Table 3 with the appropriate scales. The differences in the

Financial Well-Being scale may be attributed directly to the

counseling/non-counseling attribute. However, there was additional

significance for the sex X group interaction term in the Sources of

Financial Support scale. This indicates that the difference here is

influenced not only by membership in the counseling or non-counseling

group, but also by male or female representation. The direction and

degree of this interaction is displayed in Table 4 where the mean

scale values are recorded in relation to the two main effects included

in the analysis of variance. In effect then, the significant

interaction term which accompanies the significant main effect of

group is a warning that while real differences do exist between the

groups, they must be interpreted with the additional information that

sex of the respondent is contributory to the difference. In this
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Table 3

Mean Scores on FIRM Inventory for
Counseling and Non-Counseling Groups

Group
Mean p Value

Subscale n Score SD for F Test

Counseling FS 47 34.98 6.80
Non-Counseling FS 27 37.63 4.64

Counseling RS 47 39.09 7.77
Non-Counseling RS 27 43.15 6.60

Counseling SS 47 6.81 1.90
Non-Counseling SS 27 6.63 1.90

Counseling FWB 47 20.36 8.39
Non-Counseling FWB 27 37.00 7.09

Counseling SFS 47 4.06 1.17

Non-Counseling SFS 27 5.19 .92

Counseling SD 47 12.55 2.99
Non-Counseling SD 27 13.89 3.24

Counseling FIRM 47 101.23 19.10
Non-Counseling FIRM 27 124.41 13.33

.159

.061

.907

.000*

.001*a

.192

.079

*p > .001

aSex X Group Interaction also significant, p > .004
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Table 4

Mean Values on SFS Scale Involved
in Significant Sex X Group Interaction

Counseling Non-Counseling
Sex Group Group Totals

Male 3.82 5.38 9.20

Female 4.29 5.00 9.29

Totals 8.11 10.38
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case, it appears that the contributory factor is simply a reversal of

male-female sources of support.

On a secondary level, it should be noted that the analysis of

variance tests for the scale of Family Strengths of Mastery andA

Health (RS) and the FIRM total score approached significance at the 5%

level. Therefore, these variables deserve additional attention in

future research.

The major conclusion that can be drawn from analyses of the

responses to the FIRM inventory is that the counseling group had fewer

sources of financial support than did the non-counseling group.

A summary of the major findings for the FIRM inventory is

presented in the outline below.

I. Analysis of scores
A. Counseling group

1. Moderate resource level on all 6 subscales
2. Moderate resource level on total FIRM inventory

B. Non-counseling group
1. Moderate resource level on all 6 subscales
2. Moderate resource level on total FIRM inventory

II. Analysis of variance
A. Counseling group scored significantly lower

than the non-counseling group on subscales of
Financial Well-Being (FWB) and Sources of
Financial Support (SFS)

B. Subscale of Family Strengths II: Master and
Health approached significance (p = .06)
1. Counseling group mean score = 39
2. Non-counseling group mean score = 43

C. Total FIRM score approached significance (p = .08)
1. Counseling goup mean score = 101
2. Non-counseling group mean score = 124
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Family Adaptability and Cohesion Evaluation Scales (FACES II)

Mean scores for the major dimensions of FACES II, cohesion and

adaptability, are presented in Table 5. Analysis of variance tests

revealed no significant differences between the counseling and the

non-counseling groups on these dimensions. However, scattergrams were

then plotted for each of the examples and these vector-point plots

presented quite a different impression. Based on the indications from

these scattergrams the scores were transferred to a more meaningful

placement on the Circumplex Model.

The continuum of scores on both the cohesion and adaptability

dimensions have "range of scores" definitions for four positions. In

relation to the model then, a four by four matrix is available for

classification of a total of 16 possible types of marital and family

systems. As is common in this circumplex conceptualization, middle

positions or plots tend to be considered more desirable or more

favorable and the degree of desirability fades as one moves from the

center to the more extreme or outside classifications.

As illustrated in Figure 1, 4 of these 16 types are considered

moderate or balanced on both the cohesion and adaptability dimensions.

There are 8 types which are extreme on one dimension and moderate on

the other dimension and are considered mid-range. Finally, there are

4 types which are extreme on both dimensions and thus are considered

extreme.

Several types of plotting combinations were attempted and the

most unambiguous seemed to be separate plotting by group. The

placement of the counseling group on the Circumplex Model is shown in
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Table 5

FACES II Mean Scale Scores for
Counseling and Non-Counseling Groups

Mean 2 Value
Group Scale n Score SD for F Test

Counseling Cohesion 47 63.55 6.82
Non-Counseling Cohesion 27 65.30 6.93

Counseling Adaptability 47 55.06 6.64
Non-Counseling Adaptability 27 55.30 7.82

.321

.915
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Figure 2 and that of the non-counseling group is in Figure 3.

Percentages of subjects classified in the various ranges are presented

in Table 6 for comparison purposes. Statistical comparisons of the

percentages in the three categories indicated no significant

differences. However, differences in the mid-range and extreme

percentages approached significance at the 5% level and therefore

warrant further testing in future samples.

The Circumplex Model examines both cohesion and adaptability

dimensions together. As shown in Table 5, neither the cohesion nor

adaptability scales were significantly different. In addition,

further analysis of each of these dimensions did not reveal any

significant differences between the counseling and non-counseling

groups. As seen in Table 7, none of the values for the different

types of cohesion and adaptability reached the 5% level of

significance. A graphic presentation of the percentages in each of

the four areas of cohesion and adaptability is presented in Figures 4

and 5. It is shown in Figure 4 that a majority of both the counseling

(83%) and non-counseling (93%) participants fell within the balanced

range representing the "separated" and "connected" types of cohesion.

It was also reported that 17% of the counseling participants were in

the "disengaged" type compared to only 4% of the participants in the

non-counseling group. Furthermore, 4% of the non-counseling group

were in that type. As shown in Figure 5, 55% of the counseling group

participants and 52% of the non-counseling group participants were

located in the balanced range representing the "flexible" and

"structured" types of adaptability. It also was indicated that a
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Table 6

Percentages of Subjects in Circumplex Categories
Based on FACES II Responses

Model

Category
Group

Counseling Non-Counseling E Valuesa

Balanced 36% 52% .18

Mid-Region 64% 41% .06

Extreme 0 7% .08

allone of the E values were significant at the .05 level.
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Table 7

Analysis of Significance of Difference
Between the Counseling and Non-Counseling Groups

for Types of Cohesion and Adaptability

n Scale Type Z Value p Valuea

74 Cohesion Separated 0.25 .80
74 Cohesion Connected 0.59 .56
74 Cohesion Disengaged 1.63 .10
74 Cohesion Enmeshed 1.18 .24
74 Cohesion Sep. & Conn. Comb. 1.25 .21

74 Adaptability Chaotic 0.17 .87
74 Adaptability Flexible 0.96 .34
74 Adaptability Structured 1.50 .13
74 Adaptability Rigid 0.25 .80
74 Adaptability Flex. & Struc. Comb. 0.25 .80

aTwo-tailed test of significance
(none significant at the .05 level)



Counseling Group

Figure 4. Percentages of subjects in the four types of cohesion.

Non-Counseling Group



Counseling Group

Figure 5. Percentages of subjects in the four types of adaptability.

Non-Counseling Group
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large percentage of participants in both the counseling (43%) and

non-counseling (45%) groups were located in the extreme range

representing the "chaotic" type of adaptability. Similar results were

also obtained for both groups representing the opposite extreme range

of the "rigid" type (2% of the counseling group and 4% of the

non-counseling group).

The final analysis attempted on the data from FACES II was

directed to the most specific level of data: each of the 30

individual items in the inventory. Cross-tabulations of scoring

patterns for both the counseling and non-counseling groups were

computed and Chi-square analysis was applied to the distributions.

These analyses of the 30 FACES II items revealed a statistically

significant relationship between treatment groups (counseling and

non-counseling) only for item number 6 (X2 = 10.76, 3 df, j = .01).

In conclusion then, the only FACES II item that was statistically

significant referred to discipline within the family with the

non-counseling group reporting that children in their family were more

likely to have a say in their own discipline than were children in the

counseling group.

A summary of the major findings for FACES II is presented in

the outline below.

I. Analysis of variance
A. No significant difference between groups

in cohesion
B. No significant difference between groups

in adaptability
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II. Circumplex Model
A. Counseling group

1. 36% in balanced region
2. 64% in mid-region

B. Non-counseling group
1. 52% in balanced region
2. 41% in mid-region
3. 7% in extreme region

C. No significant differences between groups as
indicated by proportional tests of significance

III. Cross-tabulations and Chi-Square analysis
A. Significant difference between groups found

for item #6
B. No significant differences found for the

remaining 29 items

Analyses Pertaining to Perception of Whether or Not
One Is in a Financial Crisis Situation

It was discovered that 48% of the men and 50% of the women in

the counseling group reported that they were in a financial crisis.

Thus half the group perceived themselves not to be in a financial

crisis. Analyses were then conducted within the counseling group,

dividing the group into those who perceived themselves to be in a

financial crisis and those who did not perceive themselves as being in

a financial crisis. Inspection of the mean scores for FIRM revealed

that those who perceived themselves to be in a financial crisis

reported a "moderate" resource level in Family Strengths I and II,

Extended Family Social Supports, and total FIRM score. They reported

a "lack" or "depletion" of resources in the Financial Well-Being

scale. Those who did not perceive themselves to be in a financial

crisis reported a "moderate" resource level in Family Strengths I and

II, Financial Well-Being, and total FIRM score. They reported a

"lack" or "depletion" of resources in the scale of Extended Family
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Social Supports. Results of t test analysis for these two groups

revealed significant differences for the subscale of Financial

Well-Being (FWB). However, the subscale of Extended Family Social

Supports (SS) approached significance (p = .06). As shown in Table 8,

those who perceived themselves to be in a financial crisis had a

significantly lower mean score for FWB (16.23) than did those who did

not perceive themselves to be in a financial crisis (23.44). It was

interesting that those who perceived themselves to be in a financial

crisis had a higher mean score for SS (7.27) than did those who did

not perceive themselves to be in a financial crisis (6.22).

Mean scores for the cohesion and adaptability scales were

similar and were not found to be statistically different. Interesting

results were obtained when the cohesion and adaptability scores were

plotted on the Circumplex Model. It was found that of those who

perceived themselves to be in a financial crisis, 45.45% were in the

balanced range and 54.55% were in the mid-range on the Circumplex

Model. This compared to 30.43% in the balanced range and 69.57% in

the mid-range for those who did not perceive themselves to be in a

financial crisis. These differences were not found to be

statistically significant at the .05 level.

Analyses of the cohesion and adaptability dimensions

separately revealed significant differences between the groups in

cohesion but not in adaptability. See Figures 6 and 7 for graphic

presentation and Table 9 for descriptive statistics. Percentage

representation in each of the four types of cohesion is presented in

Figure 6 and results of the two-tailed test of significance are
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Table 8

Summary of t Tests Comparing Counseling Group Subjects
Perceived in and Not Perceived in Financial Crisis,

on FACES II and FIRM Scales

Scale
Mean Two-tailed

Group n Score SD t Value Probability

FACES II

Cohesion

Adaptability

No crisis
Crisis

23 62.35 7.99
-1.07

22 64.55 5.45

No crisis 23 55.22 5.62
Crisis 22 55.00 7.86

0.11

.289

.915

FIRM

FS

RS

SS

FWB

Total FIRM

No crisis

Crisis

23 33.61 7.73
-1.17

22 36.00 5.80

No crisis 23 40.65 6.41

Crisis 22 37.63 9.14

No crisis

Crisis

1.29

23 6.22 2.15
-1.92

22 7.27 1.45

No crisis 23 23.44 7.35

Crisis 22 16.23 7.59

No crisis 23 103.91 19.32

Crisis 22 97.14 18.95

3.24*

.249

.205

.062

.002

1.19 .242

*p > .01



Not in Financial Crisis

CONNECTED (40.9%)

SEPARATED (54.5%)

In Financial Crisis

Figure 6. Percentage of the counseling subjects in the four types of cohesion.

DISENGAGED
4.6



Not in Financial Crisis In Financial Crisis

Figure 7. Percentage of the counseling subjects in the four types of adaptability.
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Table 9

Analysis of Significance of Difference Between
Those Perceived in and Not Perceived in Financial Crisis,

for Types of Cohesion and Adaptability

n Scale Type Z Value p Valuea

45 Cohesion Separated 2.50 .01b
45 Cohesion Connected 0.50 .62,
45 Cohesion Disengaged 2.08 .04u
45 Cohesion Rigid 0.00 .00
45 Cohesion Sep. & Conn. Comb. 8.3 .001b

45 Adaptability Chaotic 0.50 .62
45 Adaptability Flexible 1.86 .06
45 Adaptability Structured 0.83 .41
45 Adaptability Rigid 1.50 .13
45 Adaptability Flex. & Struc. Comb. 1.07 .29

!Two-tailed test of significance
uSignificant at the .05 level
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presented in Table 9. As shown in Figure 6, the majority (95%) of

those who perceived themselves to be in a financial crisis scored

within the separated and connected types of cohesion. This is

considered the "balanced" range on the Circumplex Model. Also, the

majority (70%) of those who did not perceive themselves to be in a

financial crisis scored in the separated and connected types of

cohesion. It also was found that 30% of those who did not perceive

themselves to be in a financial crisis scored within the disengaged

type of cohesion. This compares with 5% of those who perceived

themselves to be in a financial crisis.

One final comparison between the groups revealed that both

groups were receiving financial counseling for similar periods of

time. Those in a financial crisis had been receiving financial

counseling for a mean of 23.5 months and those not in a financial

crisis had been receiving financial counseling for a mean of 20.3

months.

A summary of the major findings for sub-analysis of the

counseling group is presented below.

I. Analysis of FIRM scores
A. In a financial crisis (approximately 50% of

the counseling group).
1. Moderate resource level in Family Strengths I

and II, Extended Family Social Supports, and
total FIRM score

2. Lack or depletion of resources in Financial
Well-Being

B. Not in a financial crisis (approximately 50% of
the counseling group)
1. Moderate resource level in Family Strengths I

and II, Financial Well-Being, and total
FIRM score

2. Lack or depletion of resources in Extended
Family Social Supports
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C. Analysis by t tests
1. Significint difference between groups in

FWB subscale scores
a. In a financial crisis mean score = 16
b. Not in a financial crisis mean

score = 23
2. Subscale of SS approached significance

(p = .06)
a. In a financial crisis mean score = 7
b. Not in a financial crisis mean

score = 6

II. Analysis of FACES II
A. No significant differences between groups in

mean scores (t-test analysis)
1. In a financial crisis

a. Cohesion mean score = 65
b. Adaptability mean score = 55

2. Not in a financial crisis
a. Cohesion mean score = 62
b. Adaptability mean score = 55

B. Circumplex Model
1. In a financial crisis

a. 46% in balanced region
b. 54% in mid-region

2. Not in a financial crisis
a. 30% in balanced region
b. 70% in mid-region

Roller Coaster Course of Adjustment

Hill's (1949) crisis model was conceptually integrated with

this study early in the formulative stages. Considerable thought was

given to a process by which individuals who were involved in a

financial crisis could be defined in relation to this general model of

reaction to crisis. The Roller Coaster Course of Adjustment

hypothesized by Hill's model is illustrated in Figure 8, and in this

study three questions (16, 17, 18 in the questionnaire; see

Appendix B) were utilized to have subjects indicate their feelings

regarding the present level of adjustment to their financial crisis.
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Responses to the questions were translated directly to positions on

the illustrated model as shown in Figure 9.

Before discussing placement of the subjects in the counseling

group in this adjustment cycle one interesting development should be

noted. Even though the members of this group were, by definition,

involved in a financial crisis, approximately 50% of them responded

that they were not so involved at the time. Possible reasons for this

response are discussed in Chapter V, however, the net result of this

reaction was to reduce almost one-half the number of subjects

available for analysis in relation to the general crisis model.

Specifically, only 48% of males and 50% of females reported

that they were in a financial crisis. As indicated above, responses

to questions 16, 17, and 18 are shown in Figure 9. As shown in Figure

9, about 60% of the men and women experiencing a financial crisis felt

in control of the situation, and approximately 40% felt overwhelmed.

It also was reported that 62% of the men and 46% of the women

experiencing a financial crisis felt that things had turned around for

them. Finally, approximately 70% of the men and women experiencing a

financial crisis reported that they felt better now than when they

first discovered they were in a financial crisis. From these results,

it can be concluded that the majority of those experiencing a

financial crisis were on the road to recovery as expressed by their

feelings of being in control, of feeling better about their situation,

and having had things turn around for them.
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A summary of the major findings pertaining to the counseling

group placement on the Roller Coaster Model is presented in the

outline below.

I. Perceived to be in a financial crisis
A. 48% of the men in the counseling group

1. 60% of these men felt in control of the
situation

2. 40% of these men felt overwhelmed by the
situation

3. 62% of these men felt things had turned
around for them

4. 70% of these men felt better now
B. 50% of the women in the counseling group

1. 60% of these women felt in control of
the situation

2. 40% of these women felt overwhelmed by the
situation

3. 42% of these women felt things had turned
around for them

4. 70% of these women felt better now

Social Demographic Profile

A profile of the counseling group was limited to social

demographic characteristics and analysis of this data presented the

following general profile of individuals in a financial crisis

situation. All were Caucasian, married approximately 8 years, and had

2 children. The majority of the men were employed full-time and the

majority of the women were employed to some extent. The couples

represented the social strata of skilled, clerical, and sales workers

with a total family income of over $16,000. A majority of the men had

attained some college education and were in their early thirties. A

majority of the women had attained trade school or some college

education and were in their late twenties.
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Differences in social demographic characteristics between the

counseling and non-counseling groups were limited to age, years

married, education, income, and employment. With respect to these

dimensions, the counseling group may best be described as being

slightly younger, married fewer years, and earning less money.

Additionally, men in the counseling group had attained slightly lower

educational level than their counterparts, and women had attained

slightly higher educational level than their counterparts. Finally,

men and women in the counseling group were more likely to be

unemployed than were their counterparts.

Detailed discriptions of the social demographic

characteristics of the subjects for this study are provided below.

Ethnicity

All participants were Caucasian. Of the participants in both

groups, 96% reported being of Caucasian ethnicity. The remaining 4%

left that category blank and their ethnicity was verified by records

in the Albany CCCS agency.

Years Married

All participants were married. As determined by t-test

analysis there was a significant difference in years married between

the counseling (7.69 mean years) and non-counseling (14.0 mean years)

groups. See Table 10 for descriptive statistics.

Employment

There was not a significant relationship between employment

and treatment groups (counseling and non-counseling). As shown in

Table 11, 78.3% of the men and 20.8% of the women in the counseling
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Table 10

Comparison of Years Married for Counseling and Non-Counseling Groups

Mean Years Two-Tailed
Group n Married SO t Value Probability- -

Counseling 42 7.69 4.60

Non-Counseling 25 14.0 5.12
-5.20* .000

*p > .001
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Table 11

Employment Characteristics of Counseling
and Non-Counseling Groups by Sex

Group n

Percentages
Full-
time

Part-
time

Employed
in Home Unemployed Student

Counseling

Male 23 78.3% 4.3% 4.3% 8.7% 4.3%

Female 24 20.8% 25.0% 37.5% 16.7%

Non-Counseling

Male 13 100.0% -

Female 14 28.6% 35.7% 21.4% 14.3%



68

group were employed full time. Also, 8.7% of the men and 16.7% of the

women in the counseling group reported being unemployed. The

remainder of this group were either employed part-time, employed in

the home, or reported being a student. Of the non-counseling group,

100% of the men and 28.6% of the women reported being employed

full-time. Of the women in this group, 14.3 % were unemployed and the

remainder were either employed part-time or not outside the home.

Social Status

Social status for couples was determined by Hollingshead's

Four Factor Index of Social Status. The possible range of scores is

from a high of 66 to a low of 8, representing five different social

strata. Mean scores for this index indicate that both groups fell

within the same social strata including the following descriptors:

skilled craftsmen, clerical, and sales workers. All participants fell

within the top four social stratas as seen in Table 12.

Income

Reported total family income for both groups revealed that the

majority of the non-counseling couples (57.7%) received $25,000 to

$29,999 a year. The remainder of the couples fell within three other

categories with 26.91% receiving over $30,000. The counseling group

fell within eight separate categories ranging from a low of less than

$3,000 (4.3%) to a high of over $30,000 (10.6%). Reported incomes for

both groups appear in Table 13.

Education

According to Chi Square analysis, there was a significant

relationship between education and treatment groups (counseling
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Table 12

Percentage of Counseling and Non-Counseling Couples
in Various Levels of Social Strata

Percentages
Social Strata Counse ing

Groupa
on- ounge ing

Group

I. Major business and
professional 8.0% 14.29%

II. Medium business, minor
professional, technical 32.0% 28.57%

III. Skilled craftsmen, clerical,
sales workers 52.0% 42.86%

IV. Machine operators, semi-
skilled workers 8.0% 14.29%

V. Unskilled laborers, menial
service workers

an = 25 couples for counseling group
bn = 14 couples for non-counseling group
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Table 13

Income Representation of Counseling and
Non-Counseling Groups by Percentages

Counseling Group Non-Counseling Group
Male Female Combined tale Female Combined

n 23 24 47 13 13 26

Less than
$3,000 4.3% 4.2% 4.3% - -

$7,000-
$9,999 17.4% 16.7% 17.0%

$10,000-
12,999 4.3% 8.3% 6.4%

$13,000-
$15,999 21.7% 16.7% 19.1%

$16,000-
$19,999 8.7% 16.7% 12.8% 7.7% 7.7% 7.7%

$20,000-
$24,999 26.1% 16.7% 21.3% 15.4% 7.7%

$25,000-
$29,999 8.7% 8.3% 8.5% 61.5% 53.8% 57.7%

Over
$30,000 8.7% 12.5% 10.6% 30.8% 23.1% 26.9%
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and non-counseling). However, the Chi Square statistic is weak in

this analysis because several of the expected cell frequencies were

less than one. On Table 14 educational attainment is presented by

percentages for males and females within the counseling and

non-counseling groups. As shown in this table, the largest percentage

of men and women in the counseling group had attained some college

education. The largest percentage of the men in the non-counseling

group had attained a college degree and the largest percentage of the

women in this group had attained a high school diploma.

Age

Age was significantly related to the treatment groups of

counseling and non-counseling for females but not for males. Within

the counseling group the mean age for men was 32.3 years and the mean

age for women was 29.71 years. For the non-counseling group the mean

age for men was 35.23 years and the mean age for women was 33.08

years. See Table 15 for descriptive statistics.

Children

Number of children was not significantly related to treatment

groups. The mean number of children for the counseling group was 1.94

children compared to a mean of 2.59 children for the non-counseling

group.

Parents' Education

There were no significant relationships between parents'

education and the two treatment groups: counseling and

non-counseling. The majority of the men in the counseling group

(65.2%) had mothers who had attained high school or trade school
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Table 14

Highest Educational Attainment of Counseling and
Non-Counseling Groups by Percentages

Counseling Group Non-Counseling Group
Male Female Male Female

n 23 24 13 14

Some high school 4.3% 8.3% -

High school 21.1% 33.3% 15.4% 42.9%

Trade school 20.8% 15.4% 14.3%

Some college 56.5% 37.5% 15.4% 21.4%

College 4.3% 38.5% 14.3%

Some graduate school 4.3% 7.7% -

Graduate degree 4.3% 7.7% 7.1%
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Table 15

Comparison of Ages for Counseling and Non-Counseling Groups

Group
Mean Years Two-Tailed

n of Age SD t Value Probability

Male
Counseling 23 32.30 4.70
Non-Counseling 13 35.23 4.64

Female
Counseling 24 29.71 4.29
Non-Counseling 13 33.08 4.31

-1.80 .08

-2.28* .03

*p > .05
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education. This category was also the most reported by men in the

non-counseling group (46.2%). Of the women in the counseling group,

29.2% reported that their mothers had attained some high school

education. This was the highest percentage of any category for the

women in the counseling group. Women in the non-counseling group

reported two categories with equally high percentages: some high

school (28.6%) and high school or trade school (28.6%).
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V. DISCUSSION

The principal objective of this study was to identify relevant

social, family, and personal resources that were unique to individuals

in a financial crisis situation. This information, in turn, provided

the data making it possible to generate a profile of those individuals

in a finanical crisis situation. The sample consisted of two groups:

(1) individuals in a financial crisis situation as identified by their

participation in a Consumer Credit Counseling Service program and

referred to in this study as the counseling group and (2) a comparison

group of individuals who were not receiving any type of financial

counseling and referred to as the non-counseling group in this study.

Specifically, this study assessed available resources utilizing

participant responses to the Family Adaptability and Cohesion

Evaluation Scales (FACES II) and the Family Inventory of Resources for

Management (FIRM). Additionally, level of crisis on Hill's (1949)

Roller Coaster Course of Adjustment was determined by questions

pertaining only to the counseling group by asking about their feelings

concerning being in a financial crisis situation. Finally, social

demographic data were obtained to complete the profile of individuals

in a financial crisis situation.

Because of the exploratory nature of this study, hypotheses

were not generated to test differences between the two research

groups. Instead, data were collected from the two groups with the

specific purpose of describing them and then comparing the

similarities and differences between the groups. It was anticipated
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that the counseling group would differ from the non-counseling group,

and these differences would provide data from which to generate a

profile of those individuals in a financial crisis situation.

Since the primary purpose of this study was to identify those

resources that were unique to individuals in a financial crisis

situation and to generate a profile of those individuals, this chapter

will focus only on the data that is pertinent to meet these ends.

A discussion of the characteristics unique to the members of the

non-counseling group will not be disscused nor will a profile of them

be generated. Rather, the non-counseling group will be utilized

exclusively as a means of comparison.

Family Inventory of Resources for Management (FIRM)

An inventory of the resources available to those in a

financial crisis situation was obtained from scale scores on the FIRM

instrument. This instrument consists of six scales: Family Strengths

I, Esteem and Communication (FS); Family Strengths II, Mastery and

Health (RS); Extended Family Social Support (SS); Financial Well-Being

(FWB); Sources of Financial Support (SFS); and Social Desirability

(SD). A totaling of these first four scales provided a total FIRM

score representing a total resource level. Findings indicated that

participants in the counseling group had a moderate resource level in

all six of the areas as well as in the total FIRM score. Significant

differences existed between the counseling group and the

non-counseling group on two of the scales: FWB and SFS. In each

instance, the counseling group had lower scale scores than the
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non-counseling group. Additionally, two scores approached

significance: total FIRM and RS. Again, in each instance, the

counseling group had lower scale scores than the non-counseling

group.

Observations of the results from the FIRM inventory provided

the following summary of resources that are unique to individuals in a

financial crisis situation as identified by counseling group scores:

(1) They had a moderate resource level of family strengths of esteem

and communication. That is, to a moderate degree, they felt respect

from friends, relatives, co-workers, and among family members. Also,

to a moderate degree, they shared feelings, discussed decisions,

helped each other and relatives, were optimistic, could problem solve,

and encouraged autonomy among family members. (2) They had a moderate

resource level of extended family social support. That is, to a

moderate degree, they felt that they give and receive mutual help to

and from relatives. (3) They had a moderate resource level of family

strengths of mastery and health and the trend in these data was toward

a significantly lower resource level than that of the non-counseling

group. (4) The counseling group had a moderate resource level of

financial well-being, however, this represented a less moderate level

of this resource than that of the non-counseling group. That is, the

counseling group perceived themselves to have a moderate ability to

meet financial commitments, to be moderately adequate in financial

reserves, to have a moderate ability to help others, and to have a

moderate optimism about the family's financial future. All of these
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standings were significantly less than those of the non-counseling

group.

It was surprising to find that the counseling group perceived

themselves to be moderate in all the FIRM resources. It was expected

that the group would perceive themselves as being inadequate or to

lack some of the resources as stipulated in the FIRM inventory. As

indicated in the financial counseling literature, individuals who seek

financial counseling are generally experiencing an unbalanced

budget--income does not meet living expenses. And all of those in the

counseling group were receiving counseling and were identified by

their counselors as being in debt and experiencing a financial crisis.

However, only 50% of those in the counseling perceived themselves as

being in a financial crisis situation. And 50% of those who did

perceive themselves as being in a financial crisis situation felt that

things had turned around for them and that they were in control.

However, according to the financial counselor, all those who were

receiving counseling did not have enough money to pay their everyday

living expenses and their bills. Many of them did, however, have

adequate funds to pay the reduced payments and living expenses mapped

out by the counselor. Perhaps this took some of the pressure off the

clients and allowed them then to perceive that they had moderate

levels of the resources stipulated in the FIRM inventory or

resources.

Another possible explanation may stem from the sampling

procedure of the study. Not all clients' names were made available to

the researcher. That is, 27% of the names on file in the Albany CCCS
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agency were withheld by agency choice or by prior client choice. The

counselors felt that some clients were experiencing too much stress

and did not need the added stress of answering a questionnaire about

their finances. In addition, some clients had specified when they

signed up for the counseling program that they never wanted their

names revealed to any outside source. It may be that these 27% would

have answered the questionnaires differently from those who did

participate.

It is also possible that only those who felt in control or

somewhat in control returned the questionnaires, and, conversely that

those who truly perceived themselves in a financial crisis situation

were the ones who did not return questionnaires.

While there is no way of knowing for sure what the reasons were

for not returning the questionnaires, some clues were revealed when

the researcher made the final phone contact to initiate responses.

During several of the phone conversations, it became clear that those

who said they could not return the questionnaires were experciencing

distress in their lives. One woman indicated in a shaky and tearful

voice that she had six children and her husband had two jobs and there

just wasn't enough time to answer a questionnaire. The tone of her

voice and the concerns she uttered rendered the impression that she

felt overwhelmed. Similar concerns were given by two other women.

Two men also indicated that it was too personal a request for them to

divulge financial information about their families. Three more men

indicated concern that their names would be revealed to other sources

and thus did not want to divulge any personal or financial
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information. Several clients had moved and some had unlisted phone

numbers, making it impossible to contact them. In view of the

telephone conversations, it seems quite possible that many of those

experiencing a lack in resources chose not to respond.

It has been documented that some people with financial

problems are affected mentally, physically, and spiritually and that

financial problems are associated with marital disruption, divorce,

alcoholism, drug addiction, crime, suicide, homicide, child abuse, and

a host of other antisocial behaviors (Myhre, 1979). Caplovitz (1979)

also suggested that in some families experiencing financial problems

the strains are likely to produce frustrations and there is a danger

that they will take out these frustrations on each other. From the

analysis of the data from the FIRM inventory, it appears that those

individuals identified as experiencing a financial crisis have

adequate resources to meet family needs and are not in jeopardy of

abuse as described by Myhre or Caplovitz. In the development of the

FIRM inventory it was hypothesized that families possessing a larger

repertoire of resources would be able to manage more effectively and

would be better able to adapt to stressful situations. It appears

that the counseling group did possess a large enough repertoire to

weather the stresses and strains of a financial crisis situation. In

fact, when examining the counseling group, it was found that those who

perceived themselves as being in a financial crisis had a higher mean

score for the scale of extended family social supports than did those

who did not perceive themselves as being in a financial crisis. This

is an indication that those who perceive themselves in a financial



81

crisis are receiving mutual help and support from their relatives.

This, in turn, may be one of the factors which lead them to believe

they are not experiencing a financial crisis, because they know that

they have family they can turn to.

Within the counseling group, it was discovered that roughly

50% perceived themselves as being in a financial crisis situation and

50% did not. It was further discovered that there was a significant

difference between these two groups in the financial well-being

subscale. Those who were in a financial crisis reported having less

adequate perceptions concerning their financial adequacy. This

information, together with comparisons reported for the counseling and

non-counseling group analyses, suggests that lack of financial

resources is the predominant difference between the counseling and

non-counseling groups in the FIRM inventory of resources. This

conclusion would support the notion that the financial counselor

should focus primarily on financial matters in the counseling session.

However, additional information from this study would tend to qualify

that support. For example, analyses of the FACES II data showed that

the counseling and non-counseling groups differed in the combining of

cohesion and adaptability scores on the Circumplex Model. This may

indicate that there are personal and family interactional systems in

operation that are different for the two groups. While this study

does not identify exactly what those differences are, it opens up a

potential area for future research.
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Family Adaptability and Cohesion Evaluation Scales (FACES II)

Analysis of data from the Family Adaptability and Cohesion

Evaluation Scales (FACES II) revealed that the majority (64%) of the

participants in the counseling group scored in the mid-range on the

Circumplex Model and the majority (52%) of the participants in the

non-counseling group scored in the balanced range on the Circumplex

Model. These findings agree with results from similar studies in

which clinic or counseling groups were compared to non-clinic or

non-counseling groups (Olson et al., 1982). The general hypotheses

derived from the Circumplex theoretical model and tested by research

have direct relevance to the present study. Research by Russell

(1979) found that couples and families who generally function more

adequately had balanced cohesion and adaptability scores.

Furthermore, Russell found that couples and families without serious

problems tended to have more balanced scores on both dimensions and

that couples and families with serious problems will tend to have more

extreme scores on one or both of these dimensions.

While the differences between the counseling and non-counseling

groups were not statistically significant with respect to either the

cohesion or adaptability scales, closer scrutiny of their scores

revealed differences which support the research findings by Russell

(1979) mentioned above. First, while both the counseling and

non-counseling groups scored well within the balanced ranges of

cohesion, the counseling group had a much higher percentage of

respondents in the disengaged extreme of the cohesion dimension than

did the non-counseling group (17% vs 4%). This lends some support to
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the earlier findings that those who tend to have a more balanced score

will tend not to have serious problems. Indeed, the non-counseling

group in this study had not perceived their problems as being serious

enough to warrant outside help while the counseling group did.

Second, closer scrutiny of the adaptability dimension indicates that

the non-counseling group may be better able to adapt to change and

deal with stress successfully, because on the subscales they indicated

being more flexible and less structured than did the counseling group.

Thus on both dimensions, cohesion and adaptability, the data trends

tend to support previous research findings.

A more difficult finding to explain was that a high percentage

(over 40%) of both those in the counseling and non-counseling groups

were in the chaotic type of adaptability. One possible explanation

could involve the participants general reaction to uncertain economic

times. Perhaps individuals in both groups perceive the economy to be

so chaotic that they, in turn, react to the situation by feeling

chaotic. In fact, the supposition that participants in both groups

felt overwhelmed by current economic stress was reinforced by their

unsolicited written comments on the questionnaires. One woman in the

non-counseling group summarized the feelings expressed by others in

that group:

We feel so lost. Not knowing which way to go. My
husband's job is on a weekly basis, with just 3 weeks
off since July, but the strain does show sometimes.
We see everybody's job in jeopardy because of the
economy. New taxes are hitting us from all sides.
Social security is not going to be there when we
retire. Now a tax on savings interest! Costs are
rising everyday. Heating bill, groceries. Now our
telephone! (a $50.00 expected cost just to have one).



84

Similarly, a man in the counseling group summarized the feelings

of many in that group:

The everyday stress and pressure that comes from
never having enough money to do anything is over-
whelming at times. Groceries, gas, medicine are
top priority in all cases. We eat first--get medicine
for our children and try to keep decent clothes on
them. Never going anywhere--shows, beach, etc.--is
depressing.

When plotted on scattergrams, it was interesting to note that

the non-counseling group tended to cluster at the extreme high end of

cohesion and adaptability and that the counseling group was more

scattered about the mid-section of cohesion and adaptability. One

possible explanation of this stems from unsolicited written responses

from the non-counseling group. Several of the couples in the extreme

high end of cohesion and adaptability wrote that being a Christian

helped them in stressful financial times and that they relied on God

or Jesus for counsel. A few quotations from different respondents

illustrate this point well.

The main reason we are financially secure is because
of our committment to Biblical concepts and our
faithful and personal savior Jesus. We pray over
decisions and use our money wisely.

We are now a Christian family so our past is truly
past. As far as being in control of our life, it is
now the Lord that is in control.

Yes, you have overlooked the single critical factor
in coping with financial crisis--having a prayerful
relationship to the living God and seeking his counsel
in all financial arrangement is a resource that
absolutely cannot fail.

We believe that Jesus Christ is the answer to our
problems and we have faith that He will help us in
ALL our problems if we ask and lean on Him for help.
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It is possible that these families scored on the extremes of

cohesion and adaptability because they are looking for support outside

the family rather than within. Their family system may thus be less

cohesive and adaptable due to strict religious beliefs that move over

into family life and the family thus becomes more rigid and enmeshed.

This religious support is not represented in the measurement utilized

in this study, and if reliance on this resource is perceived as

superceding other resources, then the measurement may not represent

these subjects accurately.

Examination of the results from the cohesion and adaptability

scores for those participants within the counseling group provide an

enigma. It was found that those who did not perceive themselves as

being in a financial crisis were more disengaged and more flexible

than those who perceived themselves as being in a financial crisis.

It is possible that factors other than those measured in this study

are entering in and distorting the scores. It is also possible that

being flexible allows the individuals in a counseling situation to

perceive themselves in a more favorable light and thus deceive

themselves into thinking that they are not in a financial crisis

situation.

Roller Coaster Course of Adjustment

From the financial counselor's perspective, it would be

helpful in the counseling situation to know where clients perceived

themselves to be on Hill's Roller Coaster Course of Adjustment. Hill



86

postulated that the course of family adjustment to crisis will involve

three phases: (1) a period of disorganization, (2) an angle of

recovery, and (3) a new level of organization. For purposes of this

study, Hill's model was modified to fit the financial counseling

situation.

The counselor is interested in three key areas on the Roller

Coaster. First, the counselor wants to be able to determine if

clients perceive themselves to be in a financial crisis situation.

Second, the counselor wants to know if clients perceive themselves to

be in the disorganized phase or in the recovery phase of the Roller

Coaster. Finally, the counselor wants to know which level of

recovery the clients have reached at the end of the counseling

program. Hill's modified model thus consists of three levels

pertaining to a financial crisis situation. According to this model

if the clients report that they are in a financial crisis situation,

they are considered to be in level 2. If the clients report that they

are not in a financial crisis situation, the model suggests that they

are in either the disorganized or the recovery phase of adjustment.

They may have reached a new level of organization and are seeking

counseling to reach an even higher level; however, this study focused

on the disorganized and recovery phases and did not allow for analysis

of clients in the new level of organization phase.

All clients were identified to be in a financial crisis

situation and thus should have placed within the disorganized or

recovery level on the Roller Coaster model. However, only 50% of the

clients perceived themselves to be in a financial crisis situation.
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Even though they did not have enough money to pay monthly expenses and

bills, it is possible that they may have perceived themselves to have

had such funds. It is possible that since the counselor had made

reduced payments possible and had set up a monthly budget for them to

follow, the clients felt as though they were meeting their financial

obligations even though in reality they were not and were still very

much in debt. In any event, it is probable that those clients had

definitely felt the burden of being in a financial crisis situation

removed or reduced from their shoulders.

Future studies should examine more closely those persons who

objectively are in a financial crisis yet perceive they are not. Such

information on family and individual perceptions could prove to be

helpful for financial counselors. It may also be that the individuals

do not perceive themselves to be in a financial crisis because they

have already recovered from the crisis. Future research should,

therefore, include a dimension measuring possible recovery from the

crisis situation.

Since 50% of the counseling couples did not perceive themselves

to be in a financial crisis situation, this could account for why they

perceive their resources to be adequate or moderate according to the

FIRM inventory. However, since there were reported differences in the

cohesion and adaptability scales (FACES II) for these subjects, the

clients who perceive themselves as not being in a financial crisis

situation may well be deceiving themselves.

Future research in this area might well include an analysis of

data comparing those who perceive themselves to be in a financial
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crisis situation and those who do not perceive themselves to be in

such a situation. The principal purpose of this study was to identify

those resources that were unique to individuals in a financial crisis

situation. One of the unique characteristics or resources may well be

that many of them do not even perceive themselves to be in such a

crisis situation. Future research focusing on these differences

within a counseling group might focus specifically on what has

happened to make these people think that the crisis is over, or under

control.

A possible explanation for differences in perceptions

concerning being in a financial crisis came from written comments by a

man in the counseling group.

I feel the question of "economic crisis" is a matter
of relativeness to goals and expectations of young
couples today. To many, knowing they will likely
not own the two cars, ranch home, and cabin cruiser
is THE economic crisis. We are by no means satisfied
with our immediate economic picture and from a crisis
"outlook" we have been able to deal with other matters
of importance -- namely our marriage, children, and
overall life philosophy. And surprise! these things
are in fact NOT connected to any "real" economic
situation. We have found that "happiness" is closely
tied to money in those families who most often face
"economic crises."

Of those who considered themselves to be in a financial crisis

situation, approximately 60% felt in control, felt things had turned

around for them, and felt better than when they first discovered they

were in a financial crisis situation. On the other hand, then, 40%

felt overwhelmed and felt that things had not turned around for them.

Additionally, 25% of the men and 8% of the women felt worse now than

when they first discovered they were in a financial crisis situation.
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Only 8% of the men and 23% of the women felt the same as they did when

they first discovered they were in a financial crisis situation. Thus

a large percentage (40%) appear to be at the disorganized or crisis

level on the Roller Coaster model and an even greater percentage (60%)

appear to be at the recovery level on the Roller Coaster model. The

purpose of this study was merely to determine where the clients place

on the model. In the counseling situation, it would then be possible

for the counselor to focus appropriate attention on clients at each

level. Obviously, delineation of "appropriate attention" should also

be a subject of future research. In addition, utilizing responses to

the FACES and FIRM inventories, the counselor could determine areas of

concern on which to focus client counseling sessions to work to the

best advantage for each family in financial crisis.

The fact that 40% of those who feel they are in a financial

crisis are feeling overwhelmed, suggest that for them, more emphasis

may need to be placed on personal interactional concerns rather than

just financial concerns. The strength of individuals in a financial

crisis was demonstrated by written responses from a woman in the

counseling group.

We may not like our situation but we have learned
to deal with it. Do everything to help and take
advantage of any type of aid. Our income is
raising r.sic] and I feel we may come out of this
with out losing everything. We have had great
help from our family.
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Social Demographics

Analysis of the social demographic data from the counseling

group provided the following profile of individuals in a financial

crisis situation. All participants were Caucasian, had been married

an average of 7.69 years, and had an average of 1.94 children. The

majority of the men were employed full-time and the majority of the

women were employed either part-time or not outside the home. The

social status of the group, determined by Hollingshead's four factor

index of social status, represented the social strata of skilled

craftsmen, clerical, and sales workers with an income of over $16,000.

A majority of the men had attained some college education and a

majority of the women had attained trade school or some college

education. The men had a mean age of 32.3 years and the women had a

mean age of 29.71 years.

In comparison to the non-counseling group, differences in

social demographic representation occurred. The non-counseling group

was married longer (14 mean years) and had a mean of 2.59 children.

Also, 100% of the men in the non-counseling were employed full-time

and a majority of the women in the non-counseling group were employed

to some extent. Income was higher for the non-counseling group with a

majority earning over $25,000 a year. Both men (35.23 mean years) and

women (33.03 mean years) in the non-counseling group were older than

their counterparts in the counseling group (32.3 and 29.71 mean years,

respectively). Differences in highest level of education attained

were also found between the counseling and non-counseling groups. The

majority of the men in the counseling group had attained some college



91

education and a majority of the women had attained some college or

trade school education. A majority of the men in the non-counseling

group had attained a college degree or a graduate degree. A majority

of the women in the non-counseling group had attained a high school

diploma or trade school education.

In comparative terms then, the counseling group profile shows

slightly fewer children, slightly younger, fewer years married, and

earning less money than the non-counseling group. Additionally, men

in the counseling group had attained slightly lower educational level

than their counterparts, and women had attained slightly higher

educational level than their counterparts. Finally, men and women in

the counseling group were more likely to be unemployed than were their

counterparts.

Tables 16, 17, and 18 have been prepared to present a summary

of a comparative social-demographic profile, a comparative resource

profile for the counseling and non-counseling group, and a comparative

resource profile of the counseling group regarding representation in a

financial crisis situation.

General Summary

This study has provided a general report of the resources

available to individuals in a financial crisis, as well as a general

social demographic description of such individuals. For purposes of

this study those individuals in a financial crisis situation were

identified as the participants in the counseling group. With

resources measured by FIRM and FACES II, it was found that those
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Table 16

Comparative Social-Demographic Profile
Between Counseling and Non-Counseling Groups

Variable
Group

Comparative
Description of
Counseling GroupCounseling Non-Counseling

Years Married 7.69 14 Fewer years

Nbr. of Children 1.94 2.59 Fewer children

Age
Males 32.30 35.23 Slightly younger
Females 29.71 33.03 Slightly younger

Income Category $16,000+ $25,000+ Lower income

Full-time Employment
Males 78.3% 100% Fewer employed

Females 20.8% 28.6% Fewer employed

Education
Males Some college College degree/ Less education

Graduate degree
Females Some college/ High school/ Slightly more

Trade school Trade school education

Social Status Score 39.4 39.0 Same
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Table 17

Comparative Resource Profile Between
Counseling and Non-Counseling Groups

Variable

Group

Comparative Description
of Counseling GroupCounseling

Non-
Counseling

Cohesion Score 63.55 65.30 No significant difference

Adaptability Score 55.01 55.30 No significant difference

Circumplex Model
Balanced 36.17% 51.85% Fewer in balanced region
Mid-Region 63.82% 40.74% More in mid-region
Extreme 0 7.0% Fewer in extreme region

FS Score 34.98 37.63 No significant difference

RS Score 39.09 43.15 Approached significance- -

somewhat lower report
of family strengths

SS Score 6.81 6.63 No significant difference

FWB Score 20.36 37.00 Significantly lower
reports of financial
resources

SFS Score 4.06 5.19 Significantly lower
reports of financial
supports

Total FIRM Score 101.23 124.41 Approached significance- -
generally lower total
resources
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Table 18

Comparative Resource Profile Within Counseling Group

Variable
In Financial Crisis

Yes No
Comparative Description of
Group in Financial Crisis

Cohesion 64.55 62.35 No significant difference

Adaptability 55.00 55.21 No significant difference

Circumplex Model
Balanced 45.45% 30.43% More in balanced region
Mid-Region 54.55% 69.57% Fewer in mid-region
Exteme 0.00% 0.00%

FS Score 36.00 33.61 No significant difference

RS Score 37.64 40.65 No significant difference

SS Score 7.27 6.22 Approached significance--

somewhat more reports of
social supports

FWB Score 16.23 23.44 Significantly lower reports
of financial resources

Total FIRM Score 97.14 103.91 No significant difference
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individuals in the counseling group had moderate levels of resources

in the following: Family Strengths I and II, Extended Family Social

Supports, and Financial Well-Being. When compared to a group of

individuals in a non-counseling situation, the counseling group was

found to score significantly lower on the scales determining resources

involving financial supports. Additionally, group differences for the

resource of Family Strengths II approached significance, with the

counseling group scoring lower in this area. Finally, the score

measuring total resources (FIRM) also approached significance with the

counseling group again reporting lower scores than the non-counseling

group.

Significant differences were not found between the two groups

on the dimensions of family cohesion and adaptability. However, the

two groups did present different clusters on the Circumplex Model.

That is, in the counseling group, 36% of the participants were in the

balanced region of the model and 64% were in the mid-range of the

model. This compared with the non-counseling group, where 52% of the

participants were in the balanced region, 41% were in the mid-region,

and 7% were in the extreme region.

All participants in the counseling group were considered to be

in a financial crisis. That is, they did not have enough money to

meet regular monthly bills and outstanding credit payments. It was

found, however, that approximately 50% of those in the counseling

group did not perceive themselves as being in a financial crisis

situation. Further analyses of the counseling group revealed

interesting differences between those who perceived themselves to be
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in a financial crisis and those who perceived themselves not to be in

a financial crisis. It was found that those in a financial crisis

situation reported the following: approximately 60% felt in control

of the situation, 40% felt overwhelmed by the situation, and 70% felt

better now than they did when they first discovered they were in a

financial crisis situation. It was further found that they reported a

moderate resource level for all FIRM scales except the scale of

Financial Well-Being, where they reported a lack or depletion of

resources. Those participants in the counseling group who did not

perceive themselves to be in a financial crisis reported a moderate

resource level for all FIRM scales except the scale of Extended Family

Social Support, where they reported a lack or depletion of resources.

It was found that the differences between these two groups were

significant only for the scale of Financial Well-Being.

There were no significant differences between the two groups

on the dimensions of cohesion and adaptability even though their

scores presented a different cluster on the Circumplex Model.

Analysis of the social demographic data provided a general

profile of those individuals in a financial crisis situation. They

were Caucasion, married about 8 years, had two children, and were

employed in skilled, clerical, or sales jobs. The majority of the men

had attained some college education and were in their early thirties.

The majority of the women had attained trade school or some college

education and were in their late twenties.
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Limitations and Suggestions for Future Research

Although certain resources were found to be unique to

individuals in a financial crisis situation and a general profile of

those individuals was generated, certain limitations specific to this

study suggest important suggestions for future research.

One of the most important limitations concerned the sample of

the present study. It must be cautioned that generalizations of the

results from this study not be made beyond the population utilized in

this study. To gain a broader picture of those individuals in a

financial crisis situation, it is suggested that a much larger sample

be obtained. A study on the national level utilizing a sample from

all 200 CCCS agencies would provide data from which to make broader

generalizations. Another fruitful sample for comparison would be

individuals who have been unemployed for a specified period of time.

Other possible samples could be obtained by contacting Housing

Authority agencies, which have many clients who experience

difficulties meeting expenses. To gain an even broader perspective of

the psychological and sociological interactions which may impact the

financial situation, one could seek a sample from marital and family

counselors. It is generally acknowledged that many marital and family

problems impact the financial arena.

An obvious limitation of the present sample was the uneven

numbers of participants in the two groups. The comparison group

consisting of non-counseling participants was much smaller than the

counseling group. This may have been the result of the method

utilized to gain the comparison population. Asking clients to give
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out names of people like themselves may have been too much to expect.

These clients were already experiencing much stress in their lives and

many expressed being embarrassed about being in such a situation. It

may have seemed a heavy burden to make their plight seemingly public

by asking them to give names of other individuals. It is therefore

suggested that future research utilize a different method for

obtaining a comparison group. Possible future methods might include

contacting public schools and large companies and advertising in the

local newspaper.

Results from this study suggest possible additions to the

instruments utilized in the study. While FACES II provided valuable

data concering cohesion and adaptability, statistical tools are not

currently available to appropriately analyze the two dimensions

simultaneously. It seems that FACES II is more adequate as a

counseling tool to assist the counselor in determining exactly which

areas to focus on in counseling sessions. Taken together, FACES II

and FIRM did not ferret out major social and psychological

interactions of the participants. Instead, they provided more global

descriptions. To obtain such information, it is suggested that future

research consider an unstructured interview schedule. This would

allow each participant to give individualized, unsolicited responses,

thus allowing the researcher to gain data which may prove fruitful

that was previously not even considered by the researcher.

Use of an interview schedule brings up another suggestion for

future research. Due to the expensive and impersonal nature of a

mailed questionnaire, it is recommended that an interview technique be
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utilized in the future. Many of the participants in this study

expressed a desire to talk further about their feelings and were

frustrated by the limitations imposed by the mailed questionnaire.

While personal interviews are time-consuming and expensive, it is

suggested that they may elicit more response and generally be more

acceptable to the participants. Such an interview should include

general questions which are asked of all participants and allow for

open responses from the participants. It is not suggested that the

interview replace the FACES II and FIRM instruments, but be in

addition to those instruments. Data obtained from both interview and

instruments could provide a broader and more specific base of

information about financial crises.

Results from this study indicated that participants in the

counseling group differed in their perceptions about being in a

financial crisis situation. It is therefore suggested that future

research focus attention on comparisons of individuals within groups

as well as between groups. Analysis of where individuals were on the

Roller Coaster Model also suggests possible areas of future research.

It would be useful to the counselor to be able to identify more

precisely where individual clients perceive themselves to be in their

financial crisis situation. The present study examined whether or not

clients perceived themselves to be in a financial crisis situation.

It would also be of help to know where the clients were on the Roller

Coaster if they perceived themselves to be at the recovery level. It

is possible that some clients may be at a low level of recovery and
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are in the counseling situation to elevate themselves to a more

functional level.

It was also found in this study that a large number of clients

were still feeling overwhelmed by their situation. It is suggested

that they are especially in need of counseling to move them into the

recovery level. The Roller Coaster Model provided a framework from

which to work and it is recommended that more sophisticated

measurement be developed to better describe where a client is on such

a Roller Coaster. Just as FACES II was utilized to place individuals

on the Circumplex Model, it would be possible to generate an inventory

to describe those on the Roller Coaster. The counselor could utilize

such information in the counseling setting. Again, this may prove to

be a more useful counseling tool than a research tool, but it is,

nonetheless, valuable.
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Many Americans are alarmed about rising inflation, increased unemployment,
and just making ends meet. Unfortunately, professionals have only a
sketchy idea of how people cope during these troubled times. This survey
has been developed to identify resources available to families to help
them cope with economic crises.

As a Ph.D. student in Family Studies at Oregon State University, I am
interested in identifying ways of helping individuals and families out
of economic crises and developing ways for them to avoid future financial
crises. You and your spouse are part of a select number of people asked
to give their opinion on these matters. In order for the results to be
truly representative of families, it is important that both you and your
spouse complete the enclosed questionnaires.

Responding to the questionnaire should take only 30 minutes of your time,
and you may be assured of complete confidentiality. The questionnaires
have identification numbers for mailing purposes only. This is so your
name may be checked off the mailing list when your questionnaire is
returned. Your name will never be placed on the questionnaire. Early
responses from those of you selected will be particularly helpful because
of the time involved in working with the information you provide. There-
fore, if at all possible, please return the completed questionnaires within
a week. A postage paid envelope is enclosed for your convenience.

The value of this research is very much dependent upon establishing what
is called "controls" (people to compare responses). For this reason, you
are asked to list in the space provided in the questionnaire, names,
addresses, and phone numbers of three people you feel are like yourself
(e.g., similar age, similar education, similar job, similar income) but
not, to the best of your knowledge, in a financial jam. People whose
names you provide will not know that you were the source of their name.
They will be asked to complete a questionnaire similar to yours.

I hope you enjoy completing these questionnaires. : would be most happy
to answer any questions you might have. Please call or write. The
telephone number is (503) 754-8431.

Thank you for your assistance!

Sincerely,

Joan Brandt-Erichsen
Human Development & Family Studies.
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Text of postcard:

December 31, 1982

About a week ago questionnaires seeking your opinion about economic
crises were mailed to you. If you have already completed and returned
them to us please accept our sincere thanks. If not, please return
them today. In order for the results to be truly representative of
families, it is important that both you and your spouse complete the
questionnaires.

If by some chance you did not receive the questionnaires, or they got
misplaced, please call me collect (503-754-8431) right now, and I will
get them in the mail to you today.

Sincerely,

Joan Brandt-Erichsen
Project Director
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Corvallis, Oregon 97331 cam) ?mass,

About two weeks ago I wrote to you seeking your opinion about social,

family, and personal resources available to families to help them cope

with economic crises. As of today, I have not yet received your

completed questionnaires.

This survey was undertaken to identify ways of helping individuals and

families out of finanical crises and to develop ways of preventing such

crises from occurring again in the future. This study is the first

attempt to focus on these critical issues.

I am writing to you again because of the significance each questionnaire

has to the usefulness of this study. Since professionals have only a

sketchy idea of how people cope during these troubled economic times,

your completed questionnaires are of vital importance. As mentioned

in my las: letter, it is most important that both zou and your spouse

complete the enclosed questionnaires.

In the event that my other correspondence did not reach you, replacement

questionnaires are enclosed. May I urge you to complete and return them

as quickly as possible.

Your cooperation and contribution to the success of this study will be

greatly appreciated.

Most sincerely,

Joan BrandtErichsen
Human Development & Family Studies

Project Director
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AN OREGON SURVEY: SOCIAL, FAMILY, AND

PERSONAL RESOURCES AVAILABLE TO FAMILIES

This survey was developed to identify resources available to families

in these troubled economic times to help them better cope with

economic crises. Please answer all questions and give your spouse

the other questionnaire to answer independently. Both questionnaires

may be returned in the postage paid envelope provided. You may use

the back page to answer any question in more detail.

Your help with this effort is greatly appreciated. Thank you!

OREGON

SOCIAL, FAMILY, ANL PERSONAL

RESOURCES

Human Development & Family Studies

Oregon State University

Corvallis, Oregon 97331

J
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FAMILY RESOURCES I

Q-1 Here are some statements about families.. Please read the list one at a tint.
In each statement "family" means your immediate family (mother and/or father
and children).

Then ask yourself: "How does the statement describe our family now?"

Then make your decision by circling one of the following:

AN--ALMOST NEVER
0 ONCE IN A WHILE
S --SOMETIMES
F --FREQUENTLY
AA--ALMOST ALWAYS

Please begin--read and record your decision for each and every statement below.

Family Statements

Describes Our Family Now
(Please circle the best answer)

ALMOST ONCE IN SOME AMMO'S?
NEVER A WHILE TIMES FREQUENTLY ALWAYS

1 Family members are supportive of
each other during difficult times. AN 0

2 In our family, it is easy for every
one to express his/her opinion AN 0

3 It is easier to discuss problems
with people outside the family
than with other family members AN 0

4 Each family member has input in
major family decisions AN 0

5 Our family gathers together in the
same room AN 0

6 Children have a say in their
discipline AN 0

7 Our family does things together. . AN 0

B Family members discuss problems and
feel good about the solutions. . . AN 0

9 in our family, everyone goes his/her
own way AN 0

10 We shift household responsibilities
from person to person AN 0

11 Family members know each other's
close friends AN 0

12 It is hard to know what the rules
are in our family AN 0

AA

AA

AA

AA

AA

AA

AA

AA

AA

AA

AA

AA
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Family Statements (continued)

13 Family members consult other family
members on their decisions

14 Family members say what they want .

15 We have difficulty thinking of
things to do as a family

16 :n solving problems, the children's
suggestions are followed

17 Family members feel very close to
each other

18 Discipline is fair in our family. .

19 Family members feel closer to people
outside the family than to other
family members

20 :Yur family tries new ways of dealing
with problems

21 Family members go along with what
the family decides to do

22 :n our family, everyone shares
responsibilities

23 Family members like to spend their
free time with each other

24 :t is difficult to get a rule
changed in our family

25 Family members avoid each other at
home

26 When problems arise, we compromise.

27 We approve of each other's friends.

28 Family members are afraid to say
what is on their minds

29 Family members pair up rather than
do things as a total family . . .

30 Family members share interests and
hobbies with each other

Describes Our Family Now
(Please circle the best answer)

ALMOST ONCE IN SOME
NEVER A WHILE TIMES FREQUENTLY

ALMOST
ALWAYS

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA

AN 0 S F AA
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FAMILY RESOURCES II

Q-2 Here are some more statements about families. Again, please read the list one
at a time.

Then ask yourself: "How well does the statement describe our family situation?"

Than make your decision by circling one of the following"

NA NOT AT ALL This statement does not describe our family situation.
This does not happen in our family.

MINMINIMALLY --This statement describes our family situation only
slightly. Our family may be like this one in a while.

MOD MODERATELY This statement describes our family situation-fairly
well. Our family is like this some of the time.

VW VERY WELL---This statement describes our family very accurately.
Our family is like this most of the time.

Please begin read and record your decision for each and every statement below.

Family statements

1 We have money coming in from our invest-
ments (such as rental property, stocks,
bonds, etc )

2 Being physically tired much of the time
is a problem in our family

3 We have to nag each other to get things
done

4 We do not plan too far ahead because
many things turn out to be a matter of
good or bad luck anyway

5 Our family is as well adjusted as any
family in this world can be

6 Having only one person in the family
earning money is for would be) a problem
in our family

7 It seems that members of our family take
each other for granted

S Sometimes we feel we don't have enough
control over the direction our lives are
taking

9 Certain members of our family do all the
giving, while others do all the taking. . NA

10 We depend almost entirely upon financial
support from welfare or other public
assistance programs

II We seem to put off making decisions

Describes Our Family Now
(Please circle the best answer)

NOT AT VERY
ALL MINIMALLY MODERATELY WELL

NA MIN MOD VW

NA MIN MOD VW

NA MIN MOD VW

NA MIN MOD VW

NA MIN MOD VW

NA MIN MOD Vw

NA MIN MOD VW

NA MIN MOD CSC

MIN MOD V;;

NA MIN MOD VW

NA MIN MCD VW
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Describes Our Family Now
(Please circle the best answer)

NOT AT VERY
Family Statements (continued) ALL MINIMALLY MODERATELY WELL

12 Family members understand each other
completely NA MIN MOD VW

13 Our family is under a lot of emotional
stress NA MIN MOD VW

14 Many things seem to interfere with family
members being able to share concerns. . . NA MIN MOD VW

15 Most of the money decisions are made by
only one person in our family NA MIN MOD VW

16 There are times when family members do
things that make other members unhappy. . NA MIN MOD VW

17 It seems that we have more illness (colds,
flu, etc.) in our family than other
people do NA MIN MOD VW

18 In our family some members have many
responsibilities while others don't
have enough NA MIN MOD VW

19 No one could be happier than our family
when we are together NA MIN MOD VW

20 It is upsetting to our family when things
don't work out as planned NA MIN MOD VW

21 We depend almost entirely on income from
alimony and/or child support NA MIN MOD VW

22 Being sad or "down" is a problem in our
family NA MIN MOD VW

23 It is hard to get family members to
cooperate with each other NA MIN MOD VW

24 If our family has any faults, we are not
aware of them NA MIN MOD VW

25 We depend almost entirely on social
security retirement income NA MIN MOD VW

26 Many times we feel we have little influence
over the things that happen to us . . . . NA MIN MOD VW

27 We have the same problems over and over--we
don't seem to learn from past mistakes. . NA MIN MOD VW

28 One or more working members of our family
are presently unemployed NA MIN MOD VW

29 There are things at home we need to do that
we don't seem to get done NA MIN MOD VW

30 We feel our family is a perfect success . . NA MIN MOD VW
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Family Statements (continued)

Describes Our Family Now
(Please circle the best answer)

NOT AT VERY
ALL MINIMALLY MODERATELY WELL

31 We own land or property besides our place
of residence NA MIN MOD VW

32 We seem to be so involved with work and or
school activities that we don't spend
enough time together as a family NA MIN MOD VW

33 We own (are buying) a home (single family,
condominium, townhouse, etc.) NA MIN MOD VW

34 There are times when we do not feel a
great deal of love and affection for
each other NA MIN MOD VW

35 If a close relative were having financial
problems we feel we could afford to help
them out NA MIN MOD VW.

36 Friends seem to enjoy coming to our house
for visits NA MIN MOD VW

37 We feel we have a good retirement income
program NA MIN MOD VW

38 When we make plans we are almost certain
we can make them work NA MIN MOD VW

39 In our family we understand what help we
can expect from each other NA MIN MOD VW

40 We seem to have little or no problem
paying our bills on time NA MIN MOD VW

41 Our relatives seem to take from us, but
give little in return NA MIN MOD VW

42 We would have no problem getting a loan at
a bank if we wanted one NA MIN MOD VW

43 We feel we have enough money on hand to
cover small unexpected expenses (under
S100) NA MIN MOD VW

44 When we face a problem, we look at the
good and bad of each-possible solution. . NA MIN MOD VW

45 The member(s) who earn our family income
seem to have good employee benefits (such
as paid insurance, stocks, car, education
etc. NA MIN MOD VW

46 No matter what happens to us, we try to
look at the bright side of things . . . . NA MIN MOD vW

47 We feel we are able to go out to eat
occasionally without hurting our budget . NA MIN MOD VW

48 We try to keep in touch with our relatives
as much as possible NA MIN MOD VW
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Describes Our Family Now
(Please circle the best answer)

NOT AT VERY
Family Statements (continued) ALL MINIMALLY MODERATELY WELL

49 It seems that we need more life insurance
than we have NA MIN MOD VW

50 In our family it is "okay" for members to
show our positive feelings about each
other NA MIN MOD VW

51 We feel we are able to make financial
contributions to a good cause (needy
people, church, etc.) NA MIN MOD VW

52 We seem to be happier with our lives than
many families we know NA , MIN MOD VW

53 It is "okay" for family members to express
sadness by crying, even in front of
others NA MIN MOD VW

54 When we need something that can't be post
poned, we have money in savings to cover
it NA MIN MOD VW

55 We discuss our decisions with other family
members before carrying them out NA MIN MOD VW

56 Our relative(s) are willing to listen to
our problems NA MIN MOD VW

57 We worry about how we would cover a large
unexpected bill (for home, auto repairs,
etc, for about $100) NA MIN MOD VW

58 We zet great satisfaction when we can help
cne another in our family NA MIN MOD VW

59 In our family we feel it is important to
save for the future NA MIN MOD VW

60 The working members of our family seem to
be respected by their coworkers NA MIN MOD VW

61 We have written checks knowing there
wasn't enough money in the account to
cover it NA MIN MOD VW

62 The members of our family respect one
another NA MIN MOD VW

63 We save our extra spending money for
special things NA MIN MOD VW

64 We feel confident that if our main bread
winner lost his/her job, (s)he could
find another one NA MIN MOD VW

65 Members of our family are encouraged to
have their own interests and abilities. . NA MIN MOD VW
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Describes Our Family Now
(Please circle the best answer)

NOT AT VERY
Family statements (continued) ALL MINIMALLY MODERATELY WELL

66 Our relatives do and say things to make
us feel appreciated NA MIN MOD VW

67 The members of our family are known to be
good citizens and neighbors NA MIN MOD VW

68 We make an effort to help our relatives
when we can NA MIN MOD VW

69 We feel we are financially better off now
than 5 years ago NA' MIN MOD VW

Finally, we would like to ask a few questions about yourself to help with analysis
of the results.

Q -3 Are you: (Please circle number of your answer.)

I MALE
2 FEMALE

Q -4 Your present marital status: (Circle number)

I NEVER MARRIED
2 MARRIED (If married, state how long: YEARS.

3 DIVORCED
4 SEPARATED
5 WIDOWED
6 LIVING TOGETHER, NOT MARRIED

Q -5 Are you: (Circle number)

1 EMPLOYED FULL TIME
2 EMPLOYED PART TIME
3 NOT EMPLOYED OUTSIDE HOME
4 UNEMPLOYED
5 STUDENT
6 RETIRED

Q -6 Your usual occupation when employed (or before retirement):

TITLE:
KIND OF WORK:
TYPE OF COMPANY OR BUSINESS:

Q -7 Number of children you have in each age group. (If none, write "0".)

NUMBER OF CHILDREN
UNDER 5 YEARS OF AGE
5 TO 15 YEARS OF AGE
16 TO 18 YEARS OF AGE
19 TO 24 YEARS OF AGE
25 AND OVER



Q -8 Your highest level of education: (Circle number)

I NO FORMAL EDUCATION
2 GRADE SCHOOL
3 SOME HIGH SCHOOL
4 HIGH SCHOOL GRADUATE
5 TRADE SCHOOL
6 SOME COLLEGE
7 COLLEGE GRADUATE
8 SOME GRADUATE WORK
9 A GRADUATE DEGREE

Q -9 Your mother's highest level of education: (Circle number)

I NO FORMAL EDUCATION
2 GRADE SCHOOL
3 SOME HIGH SCHOOL
4 HIGH SCHOOL GRADUATE
5 TRADE SCHOOL
6 SOME COLLEGE
7 COLLEGE GRADUATE
8 SOME GRADUATE WORK
9 A GRADUATE DEGREE

Q-10 Your father's highest level of education: (Circle number)

I NO FORMAL EDUCATION
2 GRADE SCHOOL
3 SOME HIGH SCHOOL
4 HIGH SCHOOL GRADUATE
5 TRADE SCHOOL
6 SOME COLLEGE
7 COLLEGE GRADUATE
8 SOME GRADUATE WORK
9 A GRADUATE DEGREE

Q-11 Which of these categories describes your total family income? (Please circle

the number of the appropriate category.)

1 LESS THAN $3,000 5 $13,000 TO $15,999

2 $3,000 TO $4,999 7 $16,000 TO $19,999

3 $5,000 TO $6,999 S $20,000 TO $24,999

4 $7,000 TO $9,999 9 $25,000 TO $29,999

5 $10,000 TO $12,999 IC OVER $30,000

Q -12 Your present age: YEARS

Q-13 Are you currently receiving counseling fro= a Consumer Credit Counseling
agency or other financial counseling agency? (Circle number)

I NO
2 YES

(If yes)
Please state how long you have been receiving counseling:

YEARS MONTHS
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Q -14 Are you currently experiencing a financial crisis (do not have enough income
to pay living expenses and all your bills)? (Circle number)

I NO

YES

(If yes, please continue on with the questionnaire).

(If no, please skip to Q -19 at the bottom
of this page).

Q -15 How long do you think you have been experiencing a financial crisis?

YEARS MONTHS

Q -16 How do you feel about this situation? Please circle the dot on the line that
best describes your feelings. The dots represent different degrees of
feelings about your situation. The middle point "in control" represents a
feeling that you can cope with the situation okay.

EXTREMELY MODERATELY IN CONTROL VERY MUCH TOTALLY
OVERWHELMED OVERWHELMED IN CONTROL IN CONTROL

Q17 Do you think that things have turned around for you yet? (Circle number)

I NO
2 YES

Q-18 How do you feel now in relation to how you felt when you first discovered
you were in a financial crisis situation? Please circle the number below
that best describes your feelings.

I I FEEL BETTER
2 I FEEL ABOUT THE SAME
3 I FEEL WORSE

Q-19 Which of the following best describes your racial or ethnic identification?
(Please circle number)

I BLACK (NEGRO)
2 CHICANO (MEXICANAMERICAN)
3 NATIVE AMERICAN (AMERICAN INDIAN)
4 WHITE (CAUCASIAN)
5 ORIENTAL
6 OTHERSPECIFY
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Q-20 Please list in the space provided below the names, addresses, and phone
numbers of three people you feel are like yourself (e.g. similar age, similar
education, similar job, similar income, etc.) but not, to the best of your
knowledge, in a financial jam.

1 NAME:

ADDRESS:

PHONE NUM:1ER:

2 NAME:

ADDRESS:

PHONE NT.:113ER:

3 NAME:

ADDRESS:

PHONE NI:113ER:
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Is there anything we may have overlooked? Please use this space for any

additional comments you would like to make.

VOW*. conte:-Locakon to dteatty app/teciated. :7 you Lae a

4umm.v...y the runt your. name ahc addke44 on the bac the keturtn

enve.c.pe (NOT on th.4.4 queztae). A:at 4ee that you tece.cve

Appreciation is extended :o H. McCubbin, J. Comeau, and J. Harkins CFamily
Stress 6 Coping ?roject, University of Minnesota) for use of FIRM inventory. Also,

appreciation is extended to :. Dlson, J. Fortner, and R. Bell (University of

Minnesota) for use of FACES :: inventory.
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Appendix C

Table 19

Analysis of Variance Tables for FIRM Inventory

Scale
Source of
Variation DF

Sum of
Squares

Mean
Square F Value p Value

FS Treatment 1 121.40 121.40 2.08 .159
Error 33 1926.54 58.38
Sex 1 37.16 37.16 2.29 .140
Sex X Trmt 1 44.42 44.42 2.74 .108
Error 33 535.93 16.24

RS Treatment 1 283.65 283.65 3.78 .061*
Error 33 2479.12 75.12
Sex 1 2.06 2.06 .06 .806
Sex X Trmt 1 68.49 68.49 2.04 .162
Error 33 1106.45 33.53

SS Treatment 1 .09 .09 .01 .907
Error 33 211.11 6.40
Sex 1 2.41 2.41 2.10 .157

Sex X Trmt 1 1.06 1.06 .92 .343
Error 33 38.02 1.15

FWB Treatment 1 5201.90 5201.90 59.29 .000**
Error 33 2895.39 87.74
Sex 1 .23 .23 .01 .922
Sex X Trmt 1 .38 .38 .02 .899
Error 33 768.39 23.29

SFS Treatment 1 25.04 25.04 12.63 .001**
Error 33 65.45 1.98
Sex 1 .13 .13 .53 .474
Sex X Trmt 1 2.29 2.29 9.34 .004**
Error 33 8.08 .25

SD Treatment 1 27.65 27.65 1.78 .192
Error 33 513.29 15.55
Sex 1 0.00 0.00 0.00 1.000
Sex X Trmt 1 15.66 15.66 3.46 .072

Error 33 149.34 4.53

Total Treatment 1 759.74 759.74 3.29 .079*
FIRM Error 33 7621.55 230.96

Sex 1 82.51 82.51 1.08 .306

Sex X Trmt 1 193.46 193.46 2.54 .121

Error 33 2515.03 76.21

*Approached significance p > .05
**p > .01
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Table 20

Analysis of Variance Tables for FACES II Inventory

Scale
Source of
Variation DF

Sum of
Squares

Mean
Square F Value .2. Value

Cohesion Treatmemt 1 71.81 71.81 1.02 .321
Error 33 2332.13 70.67
Sex 1 5.71 5.71 .22 .644
Sex X Trmt 1 1.20 1.20 .05 .832
Error 33 867.09 26.28

Adaptability Treatmemt 1 .84 .84 .01 .915
Error 33 2380.73 72.14
Sex 1 2.06 2.06 .07 .800
Sex X Trmt 1 2.55 2.55 .08 .777
Error 33 1036.39 31.41
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APPENDIX D

Summary of Major Findings

I. FIRM Inventory
A. Analysis of scores

1. Counseling group
a. Moderate resource level on all 6 subscales
b. Moderate resource level on total FIRM inventory

2. Non-counseling group
a. Moderate resource level on all 6 subscales
b. Moderate resource level on total FIRM inventory

B. Analysis of Variance
1. Counseling group scored significantly lower than

the non-counseling group on subscales of Financial
Well-Being (FWB) and Sources of Financial Support (SFS)

2. Subscale of Family Strengths II: Mastery and Health
approached significance (p = .06)
a. Counseling group mean score = 39
b. Non-counseling group mean score = 43

3. Total FIRM score approached significance (p = .08)
a. Counseling group mean score = 101
b. Non-counseling group mean score = 124

II. FACES II
A. Analysis of Variance

1. No significant difference between groups in cohesion
2. No significant difference between groups in adaptability

B. Scattergrams
1. Counseling group scattered about the mid-region
2. Non-counseling group clustered in upper-right

C. Circumplex Model
1. Counseling group

a. 36% in balanced region
b. 64% in mid-region

2. Non-counseling group
a. 52% in balanced region
b. 41% in mid-region
c. 7% in extreme region

3. No significant differences between groups as indicated
by proportional tests of significance

D. Cross-tabulations and Chi-Square analysis
1. Significant difference between groups found for item #6
2. No significant differences found for the remaining

29 items
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Summary of Major Findings: Counseling Group

I. Sub-analysis of counseling group
A. Analysis of FIRM scores

1. Not in a financial crisis (approximately 50% of the
counseling group)
a. Moderate resource level in Family Strengths I

and II, Financial Well-being, and total FIRM score
b. Lack or depletion of resources in Extended Family

Social Supports (SS)
2. In a financial crisis (approximately 50% of the

counseling group)
a. Moderate resource level in Family Strengths I

and II, Extended Family Social Supports, and
total FIRM score

b. Lack or depletion of resources in Financial
Well-Being (FWB)

3. Analysis of t test
a. Significant difference between groups in FWB

subscale scores
(1) Not in financial crisis mean score = 23
(2) In financial crisis mean score = 16

b. Subscale of SS approached significance (p = .06)
(1) Not in financial crisis mean score 76
(2) In financial crisis mean score = 7

B. FACES II
1. No significant differences between groups in mean

scores (t-test analysis)
a. Not in a financial crisis

(1) Cohesion mean score = 62
(2) Adaptability mean score = 55

b. In a financial crisis
(1) Cohesion mean score = 65
(2) Adaptability mean score = 55

2. Circumplex Model
a. Not in a financial crisis

(1) 30% balanced range
(2) 70% mid-range

b. In a financial crisis
(1) 46% in balanced range
(2) 54% in mid-range

c. Differences not found to be statistically different

II. Roller Coaster Model
A. Perceived to be in a financial crisis

1. 48% of the men in the counseling group
a. 60% of these men felt in control of the situation
b. 40% of these men felt overwhelmed by the situation
c. 62% of these men felt things had turned around

for them
d. 70% of these men felt better now
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2. 50% of the women in the counseling group
a. 60% of these women felt in control of the

situation
b. 40% of these women felt overwhelmed by the

situation
c. 42% of these women felt things had turned

around for them
d. 70% of these women felt better now


