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Step 1

Obtain Initial Board Approval to Research
Serving the Hispanic Market

ight about now you’re asking: Why do
we need to ask the board of directors
for their blessing to research a special
initiative to reach out to serve
Hispanics? Some boards of directors

may not realize how the growing Hispanic market
could benefit your credit union. You may need to
show your board the impact this market may have.

You may not need board approval if that market
already is included in your credit union’s field of
membership. But getting board support is always
advisable. That’s because you want your Hispanic
initiative to have the full support of the credit
union—from top to bottom. If your staff knows the
board is marching toward the Hispanic outreach
program, staff will get in lockstep behind that
effort.

Of course, reaching out to serve this market will
take a plan so your credit union can marshal its

resources. The “Hispanic
Quick-Start Kit” has most
of the tools you’ll need to
do this.

Where should you start?
At the beginning of course,
with a project plan. You
want to present an organ-
ized look and approach to your effort. 
We’ve created a template for you to complete and
distribute to your board of directors. And we’ve
included a Microsoft PowerPoint presentation that
you can modify and present to the board for its
approval to proceed. 

The “Hispanic Quick-Start Kit” is a full-fledged
project management plan that walks you—step-
by-step—through the process of building an 
outreach program.
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Serving the Hispanic Market
Project Plan

Date:

Project Mission: The Serving the Hispanic Market project’s mission is to:

Statement of Opportunity: The Serving the Hispanic Market project’s opportunities are:

Business Objectives: The Serving the Hispanic Market project is being conducted to:

Project Scope: The Serving the Hispanic Market project will consist of the 
following areas:

Assumptions: The Serving the Hispanic Market project assumptions are as follows:

Risk Management: The Serving the Hispanic Market project risks are as follows:

Project Essentials Defined:

• Budgeted dollars:

• Revenue expectations:  

• Break-even analysis:  

• Team members and roles:

• Project start date:  

• Project completion date:  

• How the Hispanic project will be developed (internal/external/both): 

• How the project will be delivered (print/CD/Web): 

• Who will fulfill the project (internal/external):  

• How the project will be marketed:  

• How the resulting products and services will be priced:  

• Competition: 
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