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• Tampa, FL

• Approx. $18.5B in assets

• Over 1.2M members

• 2,501 FTEs

• 78 branches


About Suncoast Credit Union
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The Challenge/Opportunity
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• Does a market expansion align with your strategy?

• What are your institution’s priorities? Will entering a new market help you 

achieve them? 

• Take time to fully analyze the market prior to site selection

• Segmentation evaluation is also useful to understand key factors such as:


• Family lifecycle

• Percent of existing members

• Underbanked or underserved communities

• Employment industries

Selecting New Markets







CENTRAL FLORIDA
Photos Of Our Recently Opened Branch, 

Osceola Pkwy 

DECISION FACTORS:

• Fastest growing population in Florida, household 

growth quadrupled that of the country

• Strong financial value based on peer analysis

• Strong representation with Dealership Partners

• Established presence and visibility with community 

organizations and existing sponsorships 

• Large population of the Hispanic population 

• 11,000+ existing members 

• 2,000 households per financial institution

CONSIDERATIONS:

• Expanded brand awareness

• Transitory nature of some communities

• Other credit unions currently within the 

market



Designing for the local 
community: 


Downtown St.  Petersburg

Designing for the local community ensures 

relevance, engagement, accessibility, economic 
impact, and sustainability by tailoring services and 

spaces to meet the specific needs and 
preferences of the local population. This location 
features contemporary architecture, state-of-the-
art technology, and customer-centric services to 
cater to the vibrant, diverse population and the 
influx of visitors in Downtown St. Petersburg. 

Designing a branch with the local community in 
mind enhances locals’ connection to the 

institution, makes them feel welcome, and fosters 
trust and loyalty.
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1. Before Expanding Into the New Market

2. When Your Institution Enters the Market

3. Measuring Impact / Validating the Decision 

Post-expansion

Key Considerations for Each Phase



Q&A Discussion Period



1001 Connecticut Ave NW

Ste. 1001

Washington, DC 20036

800-446-7453callahan@callahan.com

www.callahan.com

THANK YOU FOR 
WATCHING


