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THE MARKETTHE MARKET

 

 

Market SegmentationMarket Segmentation
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Residential MortgageResidential Mortgage
Market Sizing the SegmentsMarket Sizing the Segments
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U.S. Competitors (cont.)
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ProblemsProblems &   &   ChallengesChallenges

“Islamic”

Cost (Mark to Market)
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Definition

Channel Issues

Communication

Awareness 
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Proposed SolutionsProposed Solutions

Common equivalent terms

Training Muslim American Bankers

Community Reinvestment Approval 
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ConclusionConclusion

Enormous Demand ; Little Supply

Potential for Exponential Market Growth

Delineate Authority

Tradition of Innovation must be inclusive 


