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Module 1: Objective

• Globally, consumers and communities are 
struggling financially
• Serving financially vulnerable populations are a 

huge opportunity: bolster their and the financial 
institution’s bottom line
• Practicing financial inclusion is a differentiator 

that has bottom line implications
• Financial inclusion is about serving EVERYONE, 

but do not ignore the fastest growing population 
in the U.S. - Hispanics
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Financial Inclusion—What is it?

• Increase in assets
• Financial Security
• Drives growth – Access to credit promotes entrepreneurship
• Job creation 
• Reduces inequality 
• Empowers whole communities 
• Key enabler to reducing poverty and boosting prosperity 

Financial inclusion means that individuals and businesses 
have access to useful and affordable financial products and 
services that meet their needs – transactions, payments, 
savings, credit and insurance – delivered in a responsible 
and sustainable way.

3Source: https://www.worldbank.org/en/topic/financialinclusion



Poverty in the US – Our Backyard
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Poverty in the US – Our Backyard

40 MILLION

12.3% of the population
in the United States 

lives under the poverty line.

Teachers, firefighters, tellers, 
minimum wage jobs, hardworking 

Americans.

AMERICANS
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The Moral Imperative 
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31.5%

8.4 million households
14.1 million adults 
6.4 million children

UNBANKED

of U.S. households are 
unbanked, underbanked 
or of unknown status 

24.2 U.S. households
48.9 million adults 

15.4 million children

UNDERBANKED

Source: https://fdic.gov/householdsurvey/



The Moral Imperative – Barriers  
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• Financial Education
• Distrust
• Fees
• Inconvenience

• Lack of relevant and affordable 
products and services

• Credit
• Income volatility

Source: https://fdic.gov/householdsurvey/



The Moral Imperative – Breakdown
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Underbanked

30.4% Black
28.9% Hispanic

17.5% Asian
14.1% White
28%   Other

Hispanics, African Americans and immigrants are populations that 
traditionally have high rates of unbanked and underbanked consumers. 

Source: https://fdic.gov/householdsurvey/



$173.2 Billion
Fees & Interest in 2016

$1.94 Trillion
In transactions

$10.7 Billion
2016 Overall market 

revenue growth 

The Cost 
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We need to step up 
to the plate!

Source: https://cfsinnovation.org/research/2017-financially-underserved-market-size-
study/



The Cost 

Source: Center for Responsible Lending  The Debt Trap of Triple-Digit Interest 
Rate Loans: Payday, Car-Title, and High-Cost Installment Loans

• The typical payday loan borrower is trapped in 10 loans per 
year;

• Car-title borrowers typically refinance the same loan a total 
of 8 times.

• In states that cap annual interest for these loans at 36% or 
less, consumers save over $5 billion in fees every year—
$2.3 billion from payday lending, plus another $2.8 billion 
from car-title lending

• 391% Payday loan average APR

Community oriented financial institutions have 
an opportunity to better serve consumer with affordable 

and quality alternatives to payday lending.
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Source: https://www.inclusiv.org/wp-content/uploads/2018/10/Inclusive-
Finance-October-2018-v4.pdf

The Cost 
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•Credit Unions that focus on community 
development and financial inclusion are more 
profitable, grow faster and are more active 
lenders than their peers across the country

•Every year since 2013, the median CDFI credit 
union has recorded a higher ROA than the 
median non CDFI.

•CDFI's in every asset class are more active 
lenders than their non CDFI peers



Households of Color – Market Size
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• 35 Million Households, 30% of 
the total
• US Minority Household annual 

income is over $2 trillion, that’s 
about the same as the GDP of 
Canada or Italy

Source: https://filene.org/learn-something/reports/reaching-minority-
households-learning-from-minority-credit-unions



Filene’s RMH Report – Product ROA

13Source: https://filene.org/learn-something/reports/reaching-minority-
households-incubator



Financial Opportunity is Real-ITIN

14

Consumer Impact:

• Consumer survey results showed largely positive reaction: nearly 100% of 
respondents (97%) reported they would recommend ITIN lending to family 
and friends

• 96% said they would use ITIN lending again if the need arose
• 95% said the program had a positive impact on their lives.

Scalability and Demand:

• 100% of testers agreed that they would refer ITIN lending to other 
financial institutions and that members liked the program

• 67% of borrowers in this program were new to their credit unions.
Financial Viability:

• Return on assets was an impressive 3.81% 
vs. a system average of 0.75%.



Serving Hispanics and Immigrants
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59.9 million 
Hispanics in the United States  

$1.9 trillion 
in purchasing power

More than half of the U.S. 
Hispanic population is under 

the age of 29

Source: 2017 National Population Projections and Vintage 2017 Population Estimates
www.census.gov/popest and www.census.gov/programs-surveys/popproj.html



Driving Growth in Financial Services
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From 2012-2017 Hispanics 
represented:

• 61% user growth  in 
checking and savings 
accounts

• 57% of user growth in 
401k accounts

• 35% of growth in credit 
card users from 2012-
2017

Sources: Descubrimiento Digital, The Online live of Latinx Consumers, 2018, The Nielsen Company Harris Poll, Banking on Latinos for Growth GFK MRI 2017
http://culturemarketingcouncil.org/Portals/0/Market%20Research/2017/Banking%20on%20Hispanics%20for%20Growth%20FINAL.pdf?ver=2017-10-23-140204-483

http://culturemarketingcouncil.org/Portals/0/Market%20Research/2017/Banking%20on%20Hispanics%20for%20Growth%20FINAL.pdf?ver=2017-10-23-140204-483


Driving Growth in Financial Services
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Serving Hispanics and Immigrants
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• There is a tremendous untapped market for 
responsible financial products and services 
among immigrants 

• High degree of loyalty

• Immigrant consumers represent growth 
opportunities

• Even institutions that excel at serving this 
population may be leaving opportunities on 
the table

• If you successfully bank an immigrant member, 
you will often end up banking their family and 
friends and building a community 

Source: https://www.inclusiv.org/beyond-financial-access



Closing Recap
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• Identifying and bringing down the barriers 
that keep Hispanics and immigrants outside 
the financial mainstream
o Language
o Culture
o Lack of familiarity
o Documentation
o Negative experiences

• Visualizing the US in 2050
o Staying relevant in the market place
o Multicultural/diverse communities



What’s Your Financial Inclusion Business Case?
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Discuss the communities you serve:
• What are the top three emerging 

consumer/community needs?
• Who is being left behind? (Think gender, those 

with criminal records, race, ethnicity, religion, 
sexual orientation, age, immigration status)

GROUP DISCUSSION
• Share your perspectives on the emerging 

consumer and community needs
• Does your credit union/organization meet 

or see an opportunity to meet these needs? 
How?

GROUP EXERCISE



Thank you to Visa for 
their generous financial 
support and guidance.

Thank You!

Pablo DeFilippi &
René Vargas Martínez

Pablo@inclusiv.org

RVargasMartinez@inclusiv.org
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