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PROBLEM DEFINITION 
 
The opportunity before us is how might we help parents with grown children living at home 
navigate the challenge of helping their grown child secure their financial future and 
independence, while relieving some of the stress and even, resentment that can exist in the 
situation 
 
 
According to a 2011 Pew Research study, three-in-ten young adults ages 25 to 34 (29%) 
have lived at home during the rough economy of recent years. In that same study, nearly 
27% of adults, ages 40-59 years old, are the primary financial supporters of a grown child, 
18 years or older, and an additional 21% of adults are providing some financial support, 
compared to 20% and 22%, respectively, in 2005.  
 
This rise in young adults living at home is attributed to four primary causes, according to the 
same Pew Research study:  
 

o Economic stress & the lack of jobs - For new college graduates, 50% are 
unemployed or underemployed. 

o Millennials’ satisfaction with these arrangements - 78% of 25- to 34-year-olds 
who moved back in with their parents say they are satisfied with their living 
arrangements. 

o Millennial family ties - A survey of Millennials ages 18 to 25 years found 
that: 

§  About 50% said they talked to their parents on a daily basis 
§ 64% said they turn to families for advice when they have a serious problem 

(versus 54% for Gen Xers and 38% for boomers.) 
§ 73% reported getting financial help from their parents in the last year 
§  64% reported getting help from their parents with running errands, 

housework, or home repairs 
o Parental expectations - Parents are pushing out the age when they feel their 

children should achieve financial independence from them. 
§ In 1993, 80% of parents with young children said that children should achieve 

financial independence by age 22.  
§ Only 67% now say that, and 31% say this milestone should come at 25 or 

later. 
§ This factor alone could reinforce the boomerang trend for a decade or more, 

as young Millennials won’t reach 25 until well into the 2020’s. 
 

Additionally, as we interviewed parents in this situation, we learned: 
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§ There’s guilt and stress associated with grown children moving back home.  
§ Parents feel unprepared to help their children find their way into their own space. 
§ They told us about some of the approaches they have tried, including motivating 

their children through “renting” and savings accounts, and using books like the 7 
Habits of Highly Effective People to help their children build an independence plan. 

§ Talking about moving out and paying rent was not an easy conversation to have. 
 
 
 
 
 
 
INNOVATIVE SOLUTION 
 
relaunch is the first online savings reward program designed to create financial 
independence for grown children living at home. Each month, the grown child will make a 
deposit into two accounts, sort of like paying rent (an amount agreed upon by both parties) – 
one account that’s designed for future savings and the second to assist with household 
expenses.  Concurrently, the credit union provides educational opportunities for the grown 
child through online reward modules, courses like Budgeting, Paying Off Student Debt, 
Getting a Job, etc.,  designed to help him/her further his/her financial independence. The 
parent is provided regular updates and can login to a read-only version of the modules to 
provide support for their grown child. And, each time a reward module is completed, the 
credit union rewards the grown child with a bonus deposited into the shared account. At the 
end of the savings term and if the child stays on track with the reward modules, s/he has 
“earned” the amount in the shared account, both what s/he contributes and what the credit 
union provides as a bonus.  A very nice nest egg to get them out on their own and into the 
world as educated consumers prepared to better manage their finances. 
. 
 
 
 
PROTOTYPE 
 
A website was built that allows the parent and grown child to build and utilize a shared 
financial tool with educational modules. Two accounts are created with one shared by both 
the parent and the grown child and the other for just the grown child. Educational modules 
on a variety of relevant topics are available with the completion of each module leading to 
an additional reward deposited by the credit union. In this format, both the parent and grown 
child are aligned on the same team, instead of pit against each other. The credit union 
becomes the neutral, trusted resource, cheering both parent and child on to the finish line. 
The dynamic totally shifts from a negative to a positive 
 
 
 
 
 
 



	  

September 19, 2013 | CONCEPT DOCUMENT | Filene i3 | Page 4 

 



 

September 19, 2013 | CONCEPT DOCUMENT | Page 5 

TEST 
 
The team developed the curriculum for the project that included education pieces for buying 
and renting, tips for conducting a job search, managing student loan debt, and budgeting. 
The pilot institution, Lake Trust Credit union, developed the website design and created the 
wireframes. The team worked to develop the login method, identifying what information will 
be used and how it would be distributed to the participants. Once these steps were 
completed, the Lake Trust team developed the website and created a qualification web form 
that integrated with the database. The team then identified the administrative method that 
would work best for rewarding the members for completing the modules.  
 
Lake Trust Credit Union identified members in their data base that fit the criteria, resulting in 
about 2000 potential candidates. A target list was created as well as a recruitment email and 
other miscellaneous communication pieces. The team then developed and administered 
training to the call center for handling outbound and inbound calls.  



 

September 19, 2013 | CONCEPT DOCUMENT | Page 6 

RESULTS, COMMENTS, AND NEXT STEPS 
 
Lake Trust members were contacted via email to gauge interest in joining the pilot and 
those interested, 36 families, submitted an application. 7 family applicants that met the 
criteria for the pilot were instructed on how to proceed. Staff members at Lake Trust were 
presented with the project and trained on how to assist the member through the pilot. Lake 
Trust tracked the deposit activity and the module completion activity to pay the bonus for the 
completion of the modules. As of the date that this document was written, 8 modules have 
been started with 7 completed, and 39 checklists items are underway.  
 
Follow up with the pilot participants will happen via survey monkey to receive feedback on 
the current product as well as gather feedback for enhancements and improvements. 
However, there has already been positive feedback from participants with one stating that 
they were very proud that their credit union would offer such a product.  
 
The team has identified some areas for modification based on the pilot results thus far. We 
believe there is real value in pairing this pilot with an on-line account opening solution. We 
would recommend that the content of the modules be enhanced based upon questions from 
participants. We also would find value in sending reminder emails to the families and 
encourage ongoing communication throughout the process. With the goal of continuous 
engagement in mind, adding a feedback button on every page for more information should 
be considered.  
 
Lake Trust will continue the pilot for an additional 60 days to gauge full results and follow up 
with members in the program. During this time we expect to engage more members and 
gain further insight into the success of the savings program and how those funds are 
allocated to improve the lives of our families in the pilot. 
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ABOUT FILENE 
 
Filene Research Institute is an independent, consumer finance think and do tank. We are 
dedicated to scientific and thoughtful analysis about issues affecting the future of credit 
unions, retail banking, and cooperative finance. 
 
Deeply embedded in the credit union tradition is an ongoing search for better ways to 
understand and serve credit union members. Open inquiry, the free flow of ideas, and debate 
are essential parts of the true democratic process. Since 1989, through Filene, leading 
scholars and thinkers have analyzed managerial problems, public policy questions, and 
consumer needs for the benefit of the credit union system. We support research, innovation, 
and impact that enhance the well-being of consumers and assist credit unions and other 
financial cooperatives in adapting to rapidly changing economic, legal, and social 
environments. 
 
We’re governed by an administrative board made up of credit union CEOs, the CEOs of 
CUNA & Affiliates and CUNA Mutual Group, and the Chairman of the American Association 
of Credit Union Leagues (AACUL). Our research priorities are determined by a national 
Research Council comprised of credit union CEOs and the President/CEO of the Credit 
Union Executives Society. 
 
We live by the famous words of our namesake, credit union and retail pioneer Edward A. 
Filene: “Progress is the constant replacing of the best there is with something still better.” 
Together, Filene and our thousands of supporters seek progress for credit unions by 
challenging the status quo, thinking differently, looking outside, asking and answering tough 
questions, and collaborating with like-minded organizations. 
 
Filene is a 501(c)(3) not-for-profit organization. Nearly 1,000 members make our research, 
innovation, and impact programs possible. Learn more at filene.org. 
 
 
“Progress is the constant replacing of the best there is with something still better!” 
 
 

—Edward A. Filene 


