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 Hoosier Heartland State Bank will “Create-a-Buzz” in our community by bringing our 

“Mission” to life and putting it into action!  We also intend to prolong the buzz by incorporating 

our mission into our 90 day follow up plan for real estate mortgage loans. 

 
The two main aspects of our Mission Statement that we will focus on are: 
 
 “Hoosier Heartland State Bank is a dedicated community partner.”……….. 
 
 And 
 
 “We are a “Mission” minded institution with a goal of returning 10% of our net 
income annually to the communities we serve.” 
 
In addition to creating a general buzz in our community, the goals for our “Create-a-Buzz” 
program are: 
 
#1. To energize our employees by demonstrating that we are a “Mission” minded bank and 
a true community partner. 
#2. To re-energize our mortgage lending program that has been a major source of revenue 
for the bank in recent years. 
#3. To touch as many Centers-of-Influence as we can in a short amount of time. 
 
In order to accomplish these goals, we will utilize community outreach activities that will in turn 
promote the real estate mortgage program of our bank.  The 90 day follow up program will also 
be used to solidify our standing as a community partner and create the goodwill necessary to 
generate referrals. 
 

Step-by-step Procedures to “Create-a-Buzz”: 
 
Step 1: 
 
 After a rough winter it is public knowledge that our local food bank (F.I.S.H.) is in need 
of donations.  Our bank also has available a repossessed truck that we have decided to retain 
and use for our own purposes.  (See addendum) Between now and April 25th we will advertise a 
“Fill the Truck Challenge” campaign to raise donations of canned goods to deliver to the local 
food bank.  We will hold a competition among all our six branches to see what branch can 
collect the greatest amount of canned goods.  We will award all employees at the winning 
branch with $100 gift certificates.  We will also set up a rotating schedule with the 4 major food 
outlets in our community to collect donations during the challenge.  Having employees and the 
truck at these locations will create high visibility for the bank and this program.  On April 25th 



we will also be hosting a blood drive at our Crawfordsville Branch.  We will have our truck 
parked in our lot and ask people to bring a canned good donation when they call to sign up for 
a time slot to give.  We will utilize the local newspaper and radio outlets to advertise this 
program. 
 
Step 2: 
 
 Although mortgage customers and non-profit organizations have been allowed use of 
the bank’s truck when needed, the bank has never publicized its availability.  Instead, we have 
always relied on word of mouth.  With our “Create-a-Buzz” program we will be promoting the 
truck as an additional benefit of obtaining a mortgage at HHSB.  In every advertisement and 
mention of the food drive the truck’s availability to HHSB mortgage customers will be 
highlighted.   
 
Step 3: 
 
 At each real estate mortgage closing you usually have multiple COI’s in attendance.  The 
buyer’s realtor, the seller’s realtor and the Title Closer (which in our community can be a COI 
due to local ownership) are examples.  Also from time to time a local attorney will be in 
attendance depending on the circumstances.  Therefore, each closing will be critical to our plan 
and a great opportunity to demonstrate our community partnership.  At every closing a gift 
basket will be presented to our customer – in front of all in attendance.  This gift basket will be 
different in one major aspect – the basket’s contents will promote local businesses while also 
promoting some of the most profitable customers of our bank (small businesses utilizing 
multiple services) or a top 100 prospect’s business!  We will also make the gifts as personal as 
possible for the recipient using information gathered during the application process.  There is a 
high probability that the recipient as well as the COI’s in attendance will appreciate our efforts 
to help support local business.  A survey of our best customers and other local businesses has 
resulted in the following local products being targeted for inclusion in our gift baskets: 
 

 A local orchard grows and makes its own brand of Apple Butter, Jams and Jellies. 

 Several local bee keeper operations sell pure honey. 

 A good customer of the bank runs an organic farm and produces great salsa as well 
as many other home grown products. 

 A local greenhouse raises and sells many different types of flowering plants that a 
new homeowner would appreciate. 

 Gift certificates to our small town grocery stores.  (If the customer will be living in 
that area – we service some smaller communities who have a hard time competing 
with the bigger stores in nearby towns) 

 Several locally owned lawn care service companies that can provide a 
complementary mowing and trimming. 

 Several local pizza establishments that can be utilized for free pizza on moving day. 



 Local lock smith services can be utilized to offer a new homeowner a free change of 
all locks. 

 There are two local carpet cleaning services that can be utilized for a free carpet 
cleaning prior to moving in. 

 There are several in-home businesses in our area that produce and sell homemade 
dish and hand towel sets. 

 Our community has a strong farmers market and we can utilize many home grown 
items from this source. 

 The employees of HHSB also have a special place in their heart to raise funds for 
breast cancer research and support a fund raising organization called “Making 
Strides”.  There have been many affected in our community and our HHSB family by 
this awful disease.  The employees of the bank have put together a fund raising cook 
book and offer them with a good will donation to Making Strides.  The cook books 
will be included in each gift basket with the customer knowing that a donation has 
been made in their name to Making Strides.  (See addendum for picture of 
cookbook.  Available for $10, copies can be ordered by emailing 
lbuck@myhhsb.com) 

 
In addition to these product ideas, we will produce HHSB’s own version of the “Yellow Pages”.  
This will be a bound booklet that contains information and coupons for goods and services 
(after obtaining the required permission of the business owners) provided to homeowners by 
HHSB’s valued customers.  This will be included in the gift basket and will be a great way to 
create customer loyalty from our present small business customers while also adding the 
“Buzz” we are creating. 
 
 
Step 4: 
 
 At every closing, a card signed by the President of the bank will be included with the gift 
basket that reads: 
 
 Thank you for your business!  HHSB is a dedicated community partner and a “Mission” 
minded bank.  It is our “Mission” to give 10% of our annual net income to the communities 
we serve.  Please invite all your friends and family to bank with us!  Together, we can make a 
huge difference! 
 
 Every loan officer attending a closing will be responsible for presenting the card and 
verbalizing our intentions so that the COI’s in attendance will also understand our “Mission”.    
 
Step 5: 
 
 Our fifth and final step is to include a 90 day follow up program for all closed mortgages.  
This will ensure that we capitalize on the goodwill being created by the “Create-a-Buzz” 
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program by providing “Extraordinary” service to our customers and to also ask again for 
referrals. 
 
The 90 day follow up program will be tracked by the originating loan officer who will be 
accountable for ensuring that all steps are completed in a timely manner.  A simple spread 
sheet will be utilized for tracking and will contain the following: 
 
Day 2:  Loan officer sends personalized thank you note. 
 
Day 10 - 14: Loan officer makes follow up phone call to find out when the customer will be   
moving and how everything is going.  If the customer opted to use a coupon book to make 
payments then this call will correspond to the date of the expected coupon book delivery.  The 
loan officer can check with the customer for receipt and accuracy. 
 
1 Day prior to “Moving Day”:  Loan officer calls customer – checks to see how 
things are going and offers to arrange for pizza delivery.  If our bank truck is being utilized, 
confirm the pick-up time and make sure the truck is gassed up, clean and ready to go.  
 
Day 30 – 45: This date will correspond with the customer’s first payment due date.  If ACH or 
other electronic means, confirm that the payment has been made and see if they have any 
questions.  Check to see if they have received their receipt from the county assessor’s office 
regarding their mortgage exemption.  If not, follow up with the title company that closed the 
mortgage and get back to the customer.  Ask if they enjoyed the items in their gift basket – did 
they have any favorites?   
 
Day 60: Call ahead and make a visit to the customer’s home.  Bring another round of 
their “favorite” item as discussed previously.  Thank them again for their business and ask for 
their referral business.      
 
Day 90: Mail follow-up information about other accounts that will address the 
customer’s needs and that may be on interest.  (The customers overall needs will be discussed 
during the application process). 
 
Other:  Our loan department will send email notices to the responsible loan officers 
when taxes and insurance have been paid through escrow.  This will create a good follow up 
opportunity as the loan officer can phone the customer to confirm payment and ask if they 
have any questions concerning the escrow process.  Annually, when new escrow analysis 
statements are mailed, a follow up phone call will be made by either the loan officer or our loan 
department to see if they have any questions or concerns.  This will also create an opportunity 
to ask “How else can I help you today?” These opportunities will become an ongoing procedure 
regarding the escrow operations of our bank. 
 

 



Conclusion: 
 
 HHSB will “Create-a-Buzz” by telling and showing our market who we are.  We will do 
this by incorporating our “mission” into every product and service we offer and we will 
publicize our dedication to our community every step along the way.  This will position our bank 
as a TRUE community bank and this will become our greatest USP! 
 
 
  

ADDENDUM 
 
 

HHSB TRUCK 
 
     
 

 
 
 
      



 
HHSB FUND RAISER “COOK BOOK” 

       
 
 
     
 

 
 
Our gift to you in appreciation for your $10 or greater donation to “Making 
Strides – Breast Cancer awareness.  If interested please email us at 
lbuck@myhhsb.com 
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