Business Plan/Executive Summary
I.

Background


Provide demographic, market, and financial data that supports the Hispanic outreach effort.

II.

Business concept


Describe why your credit union is serving the Hispanic market.
III. 
Goals and objectives


State the goals and objectives of serving the Hispanic market. What do you hope to accomplish? What 


will be your measurements for success?

IV.
Types of documentation accepted



Describe the types of personal identification accepted for credit union services.

V. 
Products



Describe the products that are offered to meet the needs of the Hispanic market. 
VI.
Services


Describe the services that are offered to meet the needs of the Hispanic market.
VII.
Facility, technical, and legal infrastructure


Describe the facility, technical, and legal implementations made to meet the needs of the Hispanic 
market. What changes have been made to your operating systems, delivery channels, office needs, and so on, that will support serving the Hispanic market?
VIII. 
Financial plan


Describe the costs associated with serving the Hispanic market (short term, up to six months vs. 



medium term, six months to three years vs. long term, more than three years). How (and when) will 


expected revenues offset implementation costs?
IX. 
Resource requirements


Reference internal and external resources (list all potential partnerships, alliances, government resources 


and expand the list as you move forward).
X. 
Marketing and promotion


Describe the marketing plan, budget, and timetable for Hispanic outreach.
XI. 
Opportunities and risks


List the opportunities and risks for Hispanic outreach. How does this outreach effort differentiate your 


credit union from other service providers?
XII. 
Key issues and considerations


Describe the impact to your credit union if you don’t reach out to the Hispanic market.
