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Always look
at how a
member
handles
checking!
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What Can We Learn From Emily?
• There are lots of Emily’s out there.
• She paid her bills before the bankruptcy.
• Her score would have been in the 700+ range before the bankruptcy.
• She has no new debt in over a year.
• Only one inquiry.
• Good job and stability.
• Money in her checking.
• Would have gladly paid you a good rate .
• Needs a credit card.

Ask yourself:
• Will you loan money to members who cause you a loss?
• Are you marketing to former bankrupts?
• Do you get a list from the bankruptcy court of discharged bankruptcies?
• Would your employees have said “no” (as this credit union did) if Emily’s score was “796”? We think 796 more accurately

reflects true risk.

Relationship Lending
• Everybody pays somebody
• Give the member a reason to pay you

Most members will continue to need credit after they go bankrupt:

• Auto loans
• Credit cards
• Possibly a mortgage

Credit unions should be looking for a lifetime relationship, not one and done.
Credit unions that teach employees to focus on relationship lending will prosper, while others struggle.

Page 28 of 43



Make sure to connect the dots
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Saving You Money with HYLS
Predicting What Is Going to Happen

HYLS vs. Traditional Scoring Model

It would be very difficult to predict the outcome of a loan based on:

– Past credit history
– Current credit history

There are many other factors we have just discussed which will give you a better overall picture.

Loan Example

On the following pages is a loan example on a member who wanted to borrow $31,732. The credit
bureau score was 758 or A++ business. The HYLS score was 498 or “E- - -.” Why would the scores be so
far apart? Let’s take a look at the loan application, credit bureau report and interviewer notes and then
you decide which score best represents the risk you are taking.

Note: Focus on the interview and the write-up notes. This credit union gets it!
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Note: This
credit union is
marketing to
public to get rid
of their credit
card debt.
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These are great
notes!!!
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Loan Officer Notes

The credit union does an outstanding job with their notes. A++! Most
of you are saying “There’s no way, we don’t have time.” This loan was
a $31,732 decision with an “A++” score. This member is a prime
bankruptcy candidate - maybe we do have time. Ask yourself, would
these notes have made your decision easier?

Solutions
This credit union did a great job; however, to insure the relationship
you might have paid off the existing auto loan (if there was equity) or
financed a new auto loan. If they got a great deal on a new auto, you
would get a re-affirmation.

Loan Application
Begin the process with a good application.
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Review
Good Interviewers are:
• Very passionate

• Positive

• Confident

• Friendly

• Like people

• High energy

• Driven

• Curious

• Great listeners

• Don’t give up

• Good at knowing how to make it happen

By the way, they often end up
as C.E.O.s, I can attest to that.
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