
DEBT
Wha t  fe e lings  
d oe s  t h is  word  e voke ? 



PRACTICING
F IN A N C IA L W E L L N E S S
T H R O U G H
A C U L T U R A L L E N S

Mone y, De b t  Ma na ge m e nt  & 
Fina nc ia l Tra um a



Register for the full series at  raisetexas.org/events/
Tuesday, March 18 Cultural Humility, Saving & Investing

Tuesday, April 1 Cultural Humility & Credit

Tuesday, April 15 Consumer Protections

Thursday, May 8 Influencing Financial Decisions with Behavioral Science



Tha nk You



Expectations

• Be  Pre s e n t  & Re fle c t ive
• Be  O p e n  t o  Be in g  Un c o m fo r t a b le
• Ma ke  Sp a c e  a n d  Ta ke  Up  Sp a c e



SPEAKERS Dr. Melinda Perez, AFC

Nathan Astle, CFT-I, LMFT 

CNM Certified Financial Coach

Certified Financial Therapist
Financial Therapy Clinical Institute

Dr. Richard Simonds 
Assistance Professor

Social Work
University of Houston Downtown



1 2 3

Ob je c t ive s

Und ers tand  the  role  
of financ ial t rauma 
in money & d eb t  
management .

Und e rs tand  the  
role  of culture  
and  b ehavioral 
e conomics  in 
money & d eb t  
management .

Learn ab out  d eb t  
management  tools .



What has been the biggest 
influenc e  on your money 
management  s tyle?

123 Anywhere., Any City, ST 12345 

+123-456-7890 

www.reallygreatsite.com 



https://bit.ly/2025MoneyHistory

https://bit.ly/2025MoneyHistory


What realizations did you have 
d oing this  exe rc ise?

hello@reallygreatsite.com 



Powe r Dis t a nc e

Ind ivid ua lis m  vs . 
Colle c t ivis m

Mot iva t ion  for 
Ac hie ve m e nt

Tole ra nc e  of 
Unc e rt a in t y 

Long vs . Short  
Orie nt a t ion

Ind ulge nc e  vs . 
Re s t ra in t

Hofs t e d e 's   6  
Cult ura l 

Dim e ns ions

Hofs t e d e 's  Cult ura l Dim e ns ions : Cult ure   &  Ps yc hology



Hofs t e d e 's  Cult ura l Dim e ns ions : Cult ure   &  Ps yc hology

Powe r Dis t a nc e Tole ra nc e  of Unc e rt a in t y

High 

VS

Low



Hofs t e d e 's  Cult ura l Dim e ns ions : Cult ure   &  Ps yc hology

Ind ivid ua lis m   vs . Colle c t ivis m Long vs . Short  Orie nt a t ion



Hofs t e d e 's  Cult ura l Dim e ns ions : Cult ure   &  Ps yc hology

Mot iva t ion  for Ac hie ve m e nt Ind ulge nc e  vs . Re s t ra in t

https://www.hofstede - ins ights .com/count ry- comparison- tool

https://www.hofstede-insights.com/country-comparison-tool




How can we use Hofstede’s 6 Cultural 
Dimens ions  as  financ ial p rac t it ione rs?



hello@reallygreatsite.com 



Source: https://www.innovativeleadershipinstitute.com/defining-personal-
values-for-college-students-erics-story/

Personal Values Checklist

• Select 15 values that resonate

• Narrow those to your top 10

• Refine the list to the 5 values 
that are most important to you. 

https://www.innovativeleadershipinstitute.com/defining-personal-values-for-college-students-erics-story/


hello@reallygreatsite.com 



25% of Americ ans (36 % of 
millennials ) reported  symptoms  of 
PTSD c aused  by financ ial d is tre s s .
– New York Times



Financial Trauma



Trauma informs every aspect of the 
financ ial ad vis ing engagement .

A p e rson’s  t rauma will affe c t  the ir autonomic  ne rvous  sys te m 
(think fight / flight ). This  is  ofte n t rigge re d  b y d iffic ult  top ic s  

that  b ring up  old  e mot ions  (se x, in- laws , mone y). 
This  make s  me e t ing with an ad visor inhe re nt ly thre ate ning.



Trauma informs every aspect of the 
financ ial ad vis ing engagement .

Ad visor’s  t rauma will affe c t  how the y e ngage  with c e rtain c lie nts  
(re me mb e r se lf- of- the - p lanne r). 

Your vie ws  on mone y, c oup le s , family d ynamic s , p olit ic s , 
a ll affe c t  how you e ngage  with your c lie nts .



Social factors outside the individual (racism, gender discrimination, 
se xual orie ntat ion, p olit ic al d ivid e s , p and e mic s , e tc .) a ll affe c t  how a 

c lie nt  e xp e rie nc e s  the ir world .

Trauma informs  eve ry asp ec t  of the  
financ ial ad vis ing engagement .

The y b ring t ha t  world  in t o  your 
offic e .



Som e  Bra in  Sc ie nc e !
Our brain’s job is to keep us safe and func tioning, in that order.

⚬ Pre frontal cortex
￭ In charge of logic and rational decision making and

problem- solving
￭ You want this part in charge when dealing with money!

⚬ Am ygdala
￭ In charge of safety and emotional processing.

When overstimulated, it detaches from the prefrontal cortex, making
effective problem- solving an impossibility!

￭ Physical threat = Emotional threat
￭ Calming the amygdala and engaging the prefrontal cortex is

the highest priority for financial advising!



Trauma affects...everything.
Trauma has  b een shown to s ignific ant ly affec t  b rain 
func t ioning and  ove rrid e  the  amygd ala.

• Everything is  a  t ige r!
It  a lso affec t s :

• Relat ionship  sat is fac t ion
• Life  sat is fac t ion
• Inc reased  sub s tance  use
• Phys ical health challenges
• Mental health challenges
• Fe tal d eve lop ment
• Inc reased  d omes t ic  violence
• Inc rease  in c rime
• De c rease d  financ ial we ll- b e ing

And  more



CLUES YOUR CLIENT IS EXPERIENCING A
TRAUMA REPSPONSE

• Re p la ying m e m orie s
“I c an’t  s top  thinking about taking out  that  deb t  in college .”

• Ange r
“I c an’t  be lieve  I c an’t  figure  this  out!! It’s  not  that  hard !”

• Anxie t y
This  mee ting has  de finite ly caus ed  me  s ome  s tre s s  this  week.”

• Sa d ne s s / e xc e s s ive  guilt  a nd  s ha m e
“Why am I s o s tup id  with this  s tuff? I re ally s c rewed  up  he re .”

• Fe e ling num b / e m ot ionle s s
This  c an look like  eyes  glazed  ove r, talking about d ifficult  top ic s  in 
the  “s upe r logical”, s tut te red  or s lurred  s peech, e tc .



CLUES YOUR CLIENT IS EXPERIENCING A
TRAUMA REPSPONSE

• Avoid a nc e
Refuse s  to talk about c e rtain top ic s  or changes  the  sub jec t  
when you as k ques tions .

• Diffic ult y Trus t ing Pe op le
Res is tance  to your sugges tions , back- talk, pushback, e tc .

• Fe e lings  of he lp le s s ne s s / hop e le s s ne s s
“I jus t  don’t  know how I’m going to ge t  out  of this  mes s .”

• Pa nic  a t t a c ks
Increased heart rate, hyperventilation, loss of sensory 
functioning, lightheadedness, etc.



What Can I Do? 
• # 1 thing that  c alms  an aroused  

amygd ala is  witne ss ing a c alm one  
from someone  you t rus t . 
⚬ This  is  why we  foc used  so muc h 

on emp athy, c omp ass ion, and  
t rus t  b uild ing. 

• When they go high, you go low.



What Can I Do? Learn and teach some mental health CPR:

• Deep breathing exercises (draw the box)

• Mindfulness activities (describe what you 

can see, smell, hear, and touch in the room)

• Have them imagine going back to a calm 

place in their mind (real or imagined)



What Can I Do? 
“Money (inse rt  top ic  he re ) c an be  really 

s cary and  hard  to deal with for a lot  of 

peop le . I am he re  to he lp  things  be  a 

lit t le  e as ie r as  we  ge t  a p lan toge the r, 

but lots  of my c lients  have  found  

working with a the rap is t  as  a he lp ful 

way to take  the  s teps  neces sary as  

he lp ful. Some times  you need  jus t  a  lit t le  

extra boos t  when things  are  extra hard .”



What Can I Do? 

Nat ional Allianc e  on Me ntal Illne ss  (NAMI) 
Call: 1- 80 0 - 9 50 - NAMI (6 26 4)
Te xt : "He lp Line " to 6 26 40  
Email: he lp line @nami.org
Hours : M- F 10  am to 10  p m ET

Sub s tanc e  Ab use  & Me ntal He alth 
Ad minis t rat ion (SAMHSA) 1- 80 0 - 6 6 2- 4354

Psyc hology Tod ay

Dial 9 - 8- 8

Community Me ntal He alth Age nc ie s

mailto:helpline@nami.org




De b t  Ma na ge m e nt



What types of debt are you most 
c ommonly see ing among your 
c lients?

hello@reallygreatsite.com 



https://datalab.texas2036.org/qiccwwe/consumer - c re d it - t re nd s- at - s tate - and - msa- le ve l- in- u- s

Ave ra ge  De b t  in  Low- Mod e ra t e  Inc om e  Hous e hold s  

in  Te xa s  (Q2, 20 22)

Auto Loans  
$19 ,114

Cre d it  Card s  
$4,418

Stud e nt  
Loans

$29 ,319



The racial wealth divide 
and  ed uc at ional 

ineq uality re inforc e  
one  anothe r.

The Student Debt Crisis is a Racial Justice Issue

Due to the racial wealth divide, students of color:

• Take on more student debt due to limited generational wealth and fewer 
financial resources.

• Are more likely to receive riskier, high-interest loans due to systemic 
barriers in credit access and financial support.

• Face greater challenges in repayment, leading to longer debt cycles 
and financial insecurity.

Structural inequities in wealth, wages, and loan policies deepen the 
burden of student debt for communities of color—making racial 
economic justice central to solving the crisis.



Coaching Tools 
& Prac t ic e s



Goa l Se t t ing for Mone y a nd  De b t  Ma na ge m e nt

S=Specific 
M=Me asurab le  
A= Ac t ion Oriented
R=Re alis t ic  
T=Time - Bound
E= Eva lua t e
R= Re d e fine



Goal Setting Worksheet

https://advanced -hindsight.com/blog/a -how -to -guide -for -setting -better -goals/

1. Choose Your Big Goal
Make it SMART: Specific, Measurable, Achievable, Relevant, Time-bound
(Example: “I want to stay hydrated by drinking 8 glasses of water daily.”)

2. List Your Goal Steps
Outline actionable steps to reach your goal
(Example: Schedule specific times to drink water, bring a water bottle, etc.)

3. Identify Your Obstacles
Anticipate potential challenges that might hinder progress
(Example: Forgetting to drink water in the morning, preferring coffee over water, 
etc.)

4. Make an If-Then Plan
Develop contingency strategies for each obstacle
(Example: If I forget to drink in the morning, then I’ll have an extra glass with 
breakfast.)

https://advanced-hindsight.com/blog/a-how-to-guide-for-setting-better-goals/


Debt Load 
Assessment 
Tool

https://www.nerdwallet.com/article/finance/pay-off-debt

https://www.nerdwallet.com/article/finance/pay-off-debt


Debt Management Strategies
Snowball:  Focus on paying off your smallest balance first. Put any extra money 
toward that account while continuing to pay the minimums on other balances. 

Avalanche:  Focus on the debt with the highest interest rate first (while paying 
minimums on the others), then the next highest rate, etc.

High Credit Utilization: Focus on paying down your credit cards with the highest 
credit utilization — the highest percentage of the credit limit being used. Credit 
utilization plays a big role in your credit score, so this strategy may significantly 
improve your credit score.

https://www.nerdwallet.com/article/finance/pay-off-debt

https://www.nerdwallet.com/article/finance/pay-off-debt


Debt Management Strategies

Debt Consolidation
Take your high- interest credit card balances, 
and roll them into one monthly payment, 
ideally at a lower interest rate. 

https://www.nerdwallet.com/article/finance/pay-off-debt

https://www.nerdwallet.com/article/finance/pay-off-debt


Debt Consolidation
Advantages

• Simplify your debt repayment

• Get a fixed monthly payment

• Lower your interest rate

• Repay your debt more quickly

• Improve your credit (maybe)

Disadvantages

• Improve your credit (maybe)

• Not a magic fix

• Might not get a lower interest rate



Third- Party Debt Management Options
When to Use: 
• If you can’t pay off unsecured debt within 5 years 
• If total unsecured debt equals 50% or more of your gross income

Debt management plan

Debt settlement

Bankruptcy

https://www.nerdwallet.com/article/finance/pay-off-debt

https://www.nerdwallet.com/article/finance/pay-off-debt


Non- Negot iab le s
in Money & Deb t  

Management  



Non- Ne got ia b le s  in  Mone y & De b t  Ma na ge m e nt  

Questions for clients to ask themselves to identify spending priorities:

• What is my philosophy on paying for college for my children?

• How much financial support do I need to provide to other family members?

• How important are schools in considering where I want to live?

• Is tithing or a religious contribution a priority?



Other Ways to Define Non-Negotiables

The 50/30/20 Reflection:
Instead of focusing only on budgeting percentages, guide clients to assign 
meaning to their spending. Which categories are non - negotiable, and 
which are flexible?

The ‘What Would You Cut?’ Exercise:
If a client had to reduce their spending by 20%, what would they protect at 
all costs? This can reveal deeply held priorities.

A Personal Values Alignment Check:
Similar to our earlier values exercise, help clients assess whether their 
spending habits align with their values —and if not, what adjustments need 
to be made.







RESOURCES

https://goodsensemovement.org/spending - p riorit ie s - non- negot iab le s /

ht tp s :/ /www.hofs ted e - ins ights .c om/c ount ry- c omp arison- tool

https ://advanced -hindsight.com/blog/a -how -to -guide -for -setting -better -
goals/

https://www.nerdwallet.com/article/finance/pay-off-debt

https://goodsensemovement.org/spending-priorities-non-negotiables/
https://www.hofstede-insights.com/country-comparison-tool
https://advanced-hindsight.com/blog/a-how-to-guide-for-setting-better-goals/
https://www.nerdwallet.com/article/finance/pay-off-debt


Cont a c t  us
NATHAN ASTLE 
NATE@ FINANCIALTHERAPYCLINICALINSTITUTE.COM

MELINDA PEREZ 
MELINDA@ DRMELINDAJ P.COM

CHARLENE HURST 
CHURST@ RAISETEXAS.ORG

ELIZABETH COLVIN
ECOLVIN@ RAISETEXAS.ORG
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