
Rhonda Ashburn, the new Executive 

Director of the AFSA Education 

Foundation (AFSAEF), hit the ground 

running shortly after she was hired in late 

2016 as the successor to Susie Irvine, 

who retired as the head of the foundation. 

Ashburn convened a meeting of the 

AFSAEF board and AFSA staffers in early 

January for the purpose of mapping out a 

strategic planning initiative.

As a result of that all-day session, 

Ashburn in March introduced AFSAEF’s 

Strategic Plan Draft to the board with 

an emphasis on programs designed “to 

improve people’s financial confidence 

and ability to make informed financial 

decisions.”

The plan is based on four principles or “pillars” that will guide AFSAEF going forward: 

User Experience and Accessibility

Financial Education Impact

Targeted Segment Strategies

Marketing and Member Adoption

“One of our key goals is marketing the value of MoneySKILL®, resulting in additional student 

users, adult learners and key partnerships,” Ashburn said. “Based on the four pillars, 

we see AFSA members as the ambassadors of the program. Clearly, member company 

representatives are passionate about MoneySKILL® and truly care about the importance of 

financial literacy.”
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AFSAEF has a goal of getting to one million users 

by the end of 2018, up from the present 770,000 

users since the program was launched in 2008.  

As a way to step up the pace and accessibility 

of MoneySKILL® to a wider audience, Ashburn is 

planning on increasing the program’s reach. For 

example, AFSAEF is targeting career and technical 

educators via outreach to states with strong 

financial education standards and various nonprofit 

organizations.

“The bottom line from a teacher’s perspective, 

this is a very user-friendly program,” Ashburn 

said. “Teachers are using MoneySKILL® more and 

more as a result of these teachers being open to 

technology and the need to learn finances in every 

career.”  

Ramping up student and teacher enrollment in 

MoneySKILL® through targeted segment marketing 

and partnership outreach with “high potential 

groups” is a key strategic priority under the 

Member and Marketing Adoption pillar. 

Other priorities under that pillar are:

Launching an AFSA member Ambassador 

Program 

Using targeted public relations and social media 

outreach

Developing a Hispanic partnership strategy 

In her effort to spread the word on the benefits of 

MoneySKILL® around the country, Ashburn gave 

the keynote address at the 99th Annual Conference 

of the North Carolina Association of Family and 

Consumer Sciences, emphasizing the need for 

financial literacy in our society.

“The success of a financially fit consumer means 

the success of the consumer credit industry and 

the American economy,” said Ashburn. “The 

AFSA Education Foundation continues to ensure 

that financial education becomes an essential 

cornerstone in programs across the country.”
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