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AutoAuto--ViseVise--GPS LoanGPS Loan

A loan where members have a GPS installed in their vehicle
being purchased.
• Benefits of the installation

1. GPS locator - Credit Union can quickly locate vehicle on-line
2. Payment reminder – If the member is late on payment an on-

dash light will flash.
3. Startup interrupter – The system will prevent the member from

starting their car when delinquent (the credit union determines
the specific timeframe).

• GPS is installed at the member’s expense and at the time
of closing.
• Cost = $170 per unit



• Loan/Vehicle Requirements
– GPS is required when the credit card score is less than 600

(this can be waived for long time members with direct
deposit, previous loans with payroll deduction, good
payment history with CU)

– Vehicle cannot exceed 10 years old
– Mileage does not exceed 75,000
– Verification of Income
– Verification of Insurance
– Car Fax completed

• General loan guidelines for underwriting guidelines

AutoAuto--ViseVise--GPS LoanGPS Loan
RequirementsRequirements



Agreement protects the credit union:
• Member agrees that they understand the GPS device is

on the vehicle and they elected to finance the vehicle
with the credit union.

• Member agrees to not tamper with the device
• Member is aware the credit union has the right to

disable to vehicle
• Releases credit union of liability of the device

Agreement designed by our attorney.

Members sign GPS Tracking AgreementMembers sign GPS Tracking Agreement



• Tracking
– Credit Union can quickly locate vehicle to repossess
– Warning signal – if member pays late
– Engine interrupt ability

• How we track
– Each unit is logged into an excel log
– Each unit is logged into ARS website for tracking

ability

GPS TrackingGPS Tracking



FCU
Auto

GPS Online LocatorGPS Online Locator



There is still time to
win. I know a few of
you have loans closing
this week. Last week’s
quarterly training we
based on pending
applications and we
now all know what
happens when you
work pending loans, so
work your pending
loans.

Employee IncentiveEmployee Incentive



ResultsResults

• Results
Started in June 2011
88% of total loans makes up D and E paper
Total of 227 loans approved
Average Net Yield 12.02

Used Auto WAY Balance Loan C/O Net Yield
C 9.51 204,971.23 5,064.45 6.55
D 11.88 683,675.38 0 11.88
E 14.81 853,465.13 0 14.81

Total Balance 12.31 1,742,111.74 5,064.45 12.02

Note: Our recommended rates for D and E paper is 17.95% for 60
months.



No Hassel
Credit Rebuilder Loan



• Requirements
– Member in good standing
– 1 year on current job
– Direct deposit
– Maximum unsecured with credit union = $1500 (including the No Hassel Loan)

• $1000 limit
• 17.99% for 12 months
• $75 processing fee
• Net Yield = 16.12% after charge offs

HO10_11 WAY Loan Bal Loan C/O C/O % Net
Yield

A 17.99 2,001.73 0.00 17.99
B 17.99 14,203.46 0.00 17.99
B+ 17.99 3,824.70 0.00 17.99
C 17.99 38,974.05 2,230.93 5.72 12.27
C+ 17.99 22,596.33 0.00 17.99
D 17.98 212,639.98 866.74 0.41 17.57
D+ 17.98 51,958.39 760.83 1.46 16.51
E 17.85 303,074.29 7,971.79 2.63 15.22
M 17.99 6,716.34 0.00 17.99
Total 17.92 655,989.27 11,830.29 1.80 16.12

No Hassel LoanNo Hassel Loan



Get a loan while learning how
to save. Show members how
to put $500 in their pocket.



Put $500 in Your PocketPut $500 in Your Pocket

• Member takes out $1000
• The member receives $500 and $500 goes into a frozen

share account until loan is paid. Once loan is paid the
member has $500 on deposit.

• 18% for 12 months
• Once the loan is paid off, the credit union will help the

member get good transportation for around $12,000. This
is an extra incentive.

• The credit union’s approval rate is 98% for all loan request.
• ROA = 2.75%
• Loan Yield = 13.26%
• Loan Delinquency = 2.85%



Buy One Loan and Get a
Second at Half Price



• The member applies and receives two loans
– Minimum of 1 secured
– The discount is applied to the loan amount of equal or

lesser value
– All types of loans are included with the exception of

credit cards and 1st mortgages.
• Results

– In three months, this promotion generated
$1,453,522 in new loans at a blended average interest
rate of 7.65% and the average term was 48 months.

– Employees started to take the initiative to look for
additional business for members to take advantage of
this offer.

Buy One Get One ½ OffBuy One Get One ½ Off



Direct Used Auto Loan Program
• Cars are priced at $6,000 to $12,000.
• They are inspected and a CarFax is

available.
• Good solid transportation at a great price.
This $149 million credit union averages 367
car loan a month plus the credit union
keeps all the income from the back end
products such as GAP, credit life and
disability. They average 173 GAP sales a
month.



CSE worked with their local dealers and their members to get a great used auto with a
great price.

• Pricing: Our rates are NOT the LOWEST in town! We are very careful when we set
and establish interest rates. We use several reports and ways to establish our
interest rate structure. We consider: competitor rates, loan yield after charge off,
current loan volume, etc.

• Fees: No application fees for our loans

Results

Month
# Used Car

Loans Disbursed Avg Amt
GAP Policies

Sold
May 361 3,255,121.00$ 9,016.96$ 197
June 377 3,520,356.00$ 9,337.81$ 178
July 346 3,015,982.00$ 8,716.71$ 162
August 377 3,248,220.00$ 8,615.97$ 181
September 413 3,644,066.00$ 8,823.40$ 193
October 358 2,714,362.84$ 7,584.81$ 155
November 367 2,929,279.57$ 7,981.69$ 163
December 335 2,644,902.75$ 7,895.23$ 154

Used Car Market without IndirectUsed Car Market without Indirect



One of my loan officers sent me an email a couple of weeks ago. This demonstrates our
impact.

“…he wanted me to pass along his thanks. He said he truly feels that CSE singlehandedly
saved the auto sales business in Stark County. He said if we weren’t around, he
thinks a lot of dealerships would have went under over the past couple years from
not being able to get deals done. I’m not sure if this is a sentiment you get often
from dealers, but I thought it was a nice thing to be said.”

In December I received a phone call from one of our branch managers that went like this,
“A sales rep from CUAC stopped by one of our dealerships that we do a lot of business

with to drum up business of his own. The gentleman at the dealership said no
thanks we work with CSE. The sales representativefrom CUAC told the dealer that
we (CSE) won’t be in business for long because we don’t repo enough of our cars. He
knows this because he does not see our cars going to auctions. We let our members
stay in the cars too long.”

After I stopped laughing, I immediately went to our collection department and told them
to stop working with our members and start repossessing more cars so that we can
stay in business!

Amie Jones, AVP of Lending

Dealers CommentsDealers Comments



Predicting Bankruptcy,
before is it happens, just
got a whole lot easier
thanks to the new and
improved HYLS
Underwriting Guide







































Michigan First CU Fully
Integrated HYLS and Look at
Their Results



Michigan First Credit Union’s 2011 Results

• Number of applications taken 22,867

• 8,500 Unsecured loans closed in 2011

• $20MM in unsecured volume in 2011 (increased 6.5%)

• Unsecured Delinquency = 2.70%

• 2011 Written Unsecured APR = 16.24%

• 2011 Interest on Loans = $27.1MM (increased $1.7MM)

• 2011 ROA w/o NCUSIF = 1.07%

HYLS Underwriting GuideHYLS Underwriting Guide



How to Drive Up Your
Earnings by “Other” Income?
• You may think that if you added

a $75 loan application fee, your
loan volume would go down.
Well, you may be wrong.

• FCU had its best loan growth
since 2006 and picked up
$715,335 in fee income



Loan Processing FeesLoan Processing Fees

• Loan processing fee income
– $75 fee on all loans (fee may be waived to

recapture a loan)
– Total Fee income for 2011 was $715,335



Insurance Income
You need to make a high priority.
• Consumers CU in Waukegan, IL

increased their penetration in
2007 from 21.1% to 66.5% today.

• Asset size = $568,000,000
• Their insurance income increased

from $610,000 to $1,000,000 in
five years.



Idea/concept
• Improve the penetration of payment protection for Consumers Credit Union’s (CCU) consumer, vehicle and

home equity loans. The business case is to better protect our loans, providing benefits to both the
Member (loans protected against unexpected events such as unemployment, disability, death, etc.) and to
the credit union (better protected collateral and non-interest income).

When was program initiated?
• January 1, 2008, and ongoing since.

Description of how it works.
• Employees responsible for taking loan applications are trained to encourage Members to adopt payment

protection on all qualifying loans. We work with CUNA Mutual Group (now CUMIS), our product provider,
to properly educate staff on the benefits of payment protection, how to present, how to overcome
objections, etc.

• Key reasons for our success: focus, increased expectations, fun competition (internally as well as
externally), an evolving incentives plan that focuses on results by giving additional control to staff and
management support at all levels.

Results
• Payment protection penetration results/trends for past five (5) years are as follows:

2007 - 21.1% (baseline year)
2008 - 22.6% (first year of promotion; goal = 30%)
2009 - 50.2% (increased goal to 50% at start of year)
2010 - 58.2% (increased goal to 60% in May 2010)
2011 - 66.5%



“The recent Management Institute that Rex Johnson hosted in Orlando
can be summed up in one word - Outstanding, Productive, Energetic,
Worthwhile, Needed, Perfect. Yes, that is more than just ‘one
word,’ but the overall experience was beyond words! Having been in
the credit union movement for nearly 20 years, my associate and I
thought that the format was perfect. What better experience than
having an organized parade of credit union employees present to you
exactly how they became successful. There were no attitudes and no
egos; just great ideas from all directions, for 3 days! Rex is the perfect
person to lead this type of discussion. Too bad we need to wait
another year before we can be riddled with more great ideas! We
have already implemented roughly 4 ideas and strategies since
returning from the Sunshine State. Sign us up for next year!”

Dan Mathews & Hal Coxon
Consumers Credit Union

Positive FeedbackPositive Feedback



How to Sell Credit Life and DisabilityHow to Sell Credit Life and Disability
• Never tell the member their payment, make them tell you what they want to pay.

• Be flexible on the terms. Finance 66 months or 68 months vs. 60 months.

• Never raise the rate if you extend the term, this gives the member a reason to say “no.”

• Never change the payment once you give them the payment they ask for, change the term instead.

• Post the total claims paid in every employees’ cubicle, the largest life and largest disability.

• Offer to discount the loan by .25% if the loan is protected. You earn a lot more on the insurance than
you do on the loan. Check with compliance department of your insurance provider

• Set goals for every employee:
– “D & E” Paper = 80% life, 70% disability
– “B & C” Paper = 60% life, 50% disability
– “A+ & A” Paper = 40% life, 30% disability

• Make insurance sales part of their performance evaluation.

• Reward the employee who is making the sale by giving him/her the first month’s premium.



GAP Volume Credit Life/Disability Volume

Policies Sold CU Income** CU Volume CU Income
Ex perience Rated

Premium Agmt

2002 172 ------ 2002 ------

2003 307 ------ 2003 62,674.00$
2004 401 38,095.00$ 2004 64,475.00$
2005* 599 56,905.00$ 2005* 91,381.00$
2006 671 63,745.00$ 2006 150,163.00$ 15,016.30$ 20,580.00$

2007 762 72,390.00$ 2007 226,240.00$ 22,624.00$ 73,407.00$
2008 733 94,557.00$ 2008 265,150.00$ 26,515.00$ 88,449.00$
2009 907 117,003.00$ 2009 276,657.00$ 27,666.00$ 123,729.00$
2010 1127 145,383.00$ 2010 362,142.65$ 36,214.27$ 56,170.00$

2011 1977 255,033.00$ 2011 405,577.00$ 40,558.00$ 12,300.00$

CSE’s Insurance ProductsCSE’s Insurance Products



Waiving Fees, how much is
this costing your credit

union?
• Employees love the members

and would like to give
everything away.

• They also love to make money.
• An incentive by FCU generated

$76,000 in income and cost
$8,000 in incentives. Now
that’s a good return on your
investments.



IncentivesIncentives

• Incentive to curb waiving fees
– $3 to employees who don’t waive fees
– In 2011 FLCU refunded $76,000 less in fees

compared to 2010
– Total incentive payout for this fee was $8,000



Is it a bird, a plane, no its
Super Credit Union!



Forward Financial CU in Niagara, WI opened a new
branch in Iron Mountain, MI. This is not your typical
branch, what’s different

• It’s a retail outlet
• Free Wi-Fi to the public
• Coffee Café, sold at cost
• Credit Union apparel
• Community Room, used 27 out of 31 days a month
The credit union calls its branch the Café Branch. This
new branch is doing booming business in a depressed
area and by they way, Wal-Mart moved in next door.

Forward Thinking in Branch DesignForward Thinking in Branch Design







Implementing these ideas is
easy but to have success the
right people with the right
ATTITUDE have to be in place
to achieve your goals.



Upcoming Events
1. University of Lending - May 21-25, 2012 in Crystal Lake, IL

• Special $200 discount for attendees of this webinar
• March University of Lending had almost 100 attendees

2. Las Vegas, here we come - November 26-30, 2012
• You’re going to love this school
• The fabulous Embassy Suites Hotel Convention Center
• Each room is a suite and includes free breakfast, $99 a

night
3. Princess Cruise Line - January 20-27, 2013

• Spend 7 days in the Caribbean on the all new “Ruby”
Princess cruise ship.

• Unbelievable cruise full of new ideas
4. Management Institute - January 29-31, 2013 –Disney

World
• That’s right, this school will take place on the

“Boardwalk Inn and Resort” located on Disney Property.
• This was voted the “Best” Management Institute we

have ever had.
Register Now at www.rexcuadvice.com


