
Executive Summary

The pursuit of the American dream
The fiscal practices of today’s Hispanic business owners



“...That dream of a land in which life should 
be better and richer and fuller for everyone, 
with opportunity for each according to ability 
or achievement...It is not a dream of motor cars 
and high wages merely, but a dream of social 
order in which each man and each woman shall 
be able to attain to the fullest stature of which 
they are innately capable, and be recognized 
by others for what they are, regardless of the 
fortuitous circumstances of birth or position.”
- James Truslow Adams, The Epic of America
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Long before the term “American Dream” was first coined, 

people excitedly came to the United States, perceiving it to 

be a place offering limitless possibility. Here, they sought to 

pursue their passions, take advantage of opportunities and 

create a vibrant life for their families.

Today, America still holds that allure. Individuals have 

a vision of improving their quality of life in the Land of 

Opportunity. Among Hispanics, the aspiration to live the 

American Dream is no different, but their definition of 

success may be broader, encompassing their ability to 

care for and support extended families, friends, and their 

communities. And for Hispanic business owners, they see 

their businesses as an extension of themselves, putting even 

more pressure on themselves to succeed.

But turning dreams into reality in light of the economic 

downturn and the rising cost of living has become even more 

challenging without a solid financial footing and education. 

A 2011 study of business owners and entrepreneurs 

conducted by GfK Custom Research North America 

for Massachusetts Mutual Life Insurance Company 

(MassMutual) reveals that Hispanic business owners in 

particular face many challenges in achieving their  

American Dream. The research shows that Hispanics  

want control. They also feel responsible for their families 

and communities, but lack financial confidence and 

knowledge. This leads to real concerns among respondents 

related to their financial situation both at home and at their 

businesses. A need for financial knowledge and preparation 

as well as cultural differences may be stumbling blocks in 

the pathway of Hispanics fully realizing and protecting  

their dreams.

The majority of those surveyed started their businesses to 

take control of their lives, pursue their passions, and support 

their families. Yet many do not have the necessary resources 

in place to gain that control and secure a healthy financial 

future for their families. 

To protect their American Dream, they must advance their 

financial health. The financial success of Hispanic-owned 

business, of which there are an estimated 2.3 million in 

the United States, has significant implications for future 

generations of Hispanics and our American economy as a 

whole. The future of America’s economy will be influenced 

by the financial success of this group. 

Barriers on the road to the dream
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Reason National Hispanic
Provide financially  
for family

77% 89%

Be own boss 57% 79%

Have more control  
of life, time, etc.

53% 76%

Have strong passion  
for craft or trade

47% 61%

To follow your 
dreams

36% 66%

Something tangible 
to pass on to children

35% 55%

Only way to  
get ahead

32% 60%

Give back to 
community

21% 54%

Provide jobs for other 
family members

19% 31%

Other family 
members wanted  
to start business,  
so joined them

18% 26%

Reasons for Owning a Business 
Hispanics have an all-encompassing view of life and success. Their 

extended definition of family includes the community, and both are 

strongly interconnected with their businesses. This wide definition of 

family is integral to Hispanic culture, which means it’s critical for Hispanic 

business owners to position their businesses for success. Doing so is crucial 

to Hispanic business owners’ ability to achieve their dreams for both their 

businesses and their families.

Family comes first for Hispanics, whose businesses support their 

immediate and extended families.

• More than half started their business because they wanted  

something tangible to pass on to their children.

• Seventy percent plan to pass their business on to their spouse  

or children. 

• Nearly one-third started their business to provide jobs for family 

members, and 65% have one to four relatives or family members 

working with them.

• Compared to only 48% of the general population, 70% of  

Hispanics have relatives beyond spouses and children who  

are dependent on their business’ success.  

The lines between family, community, and business are blurred for 

Hispanic business owners. Fifty-eight percent, compared to 48% of the 

general population, turn to their spouses for financial advice. Thirty-eight 

percent say their child is among their most trusted financial advisors, 

compared to 27% of the general population. 

With their businesses so closely intertwined with family, Hispanics worry 

about protecting loved ones in the event of their untimely death or a 

disability. If their business falters, it will likely impact the other key areas  

of their lives. Protecting their families and businesses will help ensure their 

dreams remain intact.

Protection for their families and businesses

“My husband’s business isn’t just his life – it’s all our lives. 
Each member of our family contributes in some way, and we 
experience its successes and failures together. I wouldn’t have 
it any other way.”
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Desire for control

Command of their futures

Hispanic business owners want to command their futures and their ability 

to achieve the American Dream. For many, this is why they went into 

business. As a result, they are very hands-on with their businesses. They 

want control of the finances and related decisions, as well as how they 

spend their time. 

• Seventy-nine percent of Hispanic business owners said they started 

their business because they wanted to be their own boss, and  

76% did so to have more control of their lives and time (compared  

with 57% and 53% respectively for the general business population). 

• For just over half being in control was the only way they saw to get 

ahead, and being a business owner is one way to be in control. 

• Eighty percent like to be actively involved in all decisions regarding 

their personal finances. 

• Money management is a key priority – 81% manage everyday 

expenses to avoid debt.

While they like to be involved and in charge, Hispanic business owners 

consistently express less comfort with financial matters than general  

market business owners. More than one-third wish they were more in 

control of their personal finances and are worried about meeting long-term 

financial goals. 

A lack of control over their financial futures could compromise the dreams 

of Hispanic business owners. Gaining control of their futures with the help 

of a financial professional would empower Hispanic business owners and 

ease their concerns.
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“My family is #1. I want to make sure my business thrives so 
they can, too. But managing daily business requires a lot of  
my time. I’m not sure I have the resources to approach – or 
manage – planning for the future.” 
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Hispanic business owners are more likely than the general business owner 

population to acknowledge and believe in the importance of financial 

planning for their business, and yet just over one-third of Hispanic business 

owners who are interested in growing their businesses feel they lack the 

financial knowledge to do so. Their fiscal practices both at work and home 

reveal a need for greater financial education and planning.

Hispanic business owners are more also likely than the non-multicultural 

business owner to have individual life or disability income insurance, a will 

or other planning in place to help protect their family’s American Dream 

should they become disabled or pass away prematurely.

Retirement is another area of concern: 

• Only 53%, compared to 76% of the general population, have  

a qualified retirement savings plan. 

• Thirty-nine percent worry about having adequate income during 

their retirement years. 

• Hispanic business owners are more likely than general market 

business owners to plan on receiving income from their business 

after they retire as a primary source of income (21% vs. 15%).  

Succession planning, though, does not appear to be a significant concern 

for Hispanic business owners but perhaps should be. Eighty-three percent 

already know whom they will pass their business on to, and perhaps not 

surprisingly, it’s to family members. While it is encouraging that so many 

Hispanic business owners know whom they plan to pass their business on 

to, 35% of those individuals have not yet told the person they plan to pass 

their business on to, and only 1 in 4 has an actual succession plan in place. 

Navigating the many financial planning tools available can be daunting for 

business owners. A financial professional can help  individuals and families 

assess their needs and recommend a financial strategy to help them reach 

their goals.

Financial confidence and knowledge

Succession planning
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“I thought I had my future perfectly planned. About 10 years before I retired, a friend recommended I meet 
with a financial professional to make sure I was prepared for when the time came to turn the business over 
to my son. I’m glad I did. She helped me realize I wasn’t as ready as I thought and worked with me to 
create a plan that put me and my family in a much better place.” 
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We must come together and create strategies to make sure Hispanics do  

not just dream the dream, but have a better chance to achieve it. Helping 

them protect their families and businesses, gain control of their financial 

futures, and attain greater financial confidence and knowledge can make 

living the American Dream a reality for Hispanic business owners. 

A successful business begins with planning for and building a strong 

financial foundation. The financial professionals at MassMutual work 

closely with business owners to understand their situation and goals,  

then identify solutions to help them work through the obstacles that may 

stand in their way to building their financial future. MassMutual has been 

helping customers with their financial needs for over 160 years and has 

financial strength ratings that are among the highest of any company  

in the industry.1 As a mutual company, we focus on providing long-term 

value for our policyholders.

Visit massmutual.com today to find a MassMutual agent in your area and 

learn how to take the next step in creating a solid business strategy and 

achieving fiscal fitness. 

If you are more comfortable with a financial professional who speaks 

Spanish, do not hesitate to ask for one when you make your appointment.

Achieve the dream

“I’m living my dream – I have a 
healthy family and successful 
business doing what I enjoy. Now,  
I need to make sure I’m protecting  
it all. I’ve worked too hard to risk 
losing everything.”

    1 Financial strength ratings: A.M. Best Company: A++; Fitch Ratings: AA+; Moody’s 
Investors Service: Aa2; Standard & Poor’s: AA+. Ratings apply to Massachusetts Mutual 
Life Insurance Company (Springfield, MA 01111) and its subsidiaries, C.M. Life Insurance 
Company and MML Bay State Life Insurance Company (Enfield, CT 06082). Ratings are as 
of 7/1/2011 and are subject to change.
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