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Credit Unions Exist to Serve the Needs of 
Their Members 

• They are not interested in what you can’t do for them; what they 
are very interested in is what you can do for them

• What members expect when they have great credit and high 
scores:

• Service – they won’t wait because you are “too busy”, they have options
• Not interested in filling out paperwork they have already filled out before
• They want and expect it to be fast and easy
• They also want the best rates they can get and ask you to go even lower
• They do not want to be sold something they don’t need
• The only reason they will take your product is when you save them 

money
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Credit Unions Exist to Serve the Needs of 
Their Members  (continued)

• They want you to know and recognize they have worked 
hard and are proud of their accomplishments.  

• Tell them you appreciate their business and let them know 
how much you care, they are family and always come to us 
first.

• The good news is that they will pay you. The bad news is 
that you won’t earn much because your competition wants 
their business too. They will also probably pay off their loan 
early because they don’t like owing you or anybody else.  
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Helping Members 
Who Need It Most
• They want someone to tell them something that 

they don’t already know.
• They want someone who is friendly, knows how to 

smile, and listen. 
• Climbing the credit ladder from 400 all the way to 

700+ - it can be done! We will show you how, and 
they will never forget you!

• Be just as positive with the 400 member as you are 
with all your members, all the way up the ladder!

• Remember, bad things happen to good people, its 
up to us to come up with a solution and never 
judge.
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Remember…

• You must be willing to take risk. Most CUs deny 50-75% of 
loans – that’s way too high!

• Their score should never be their primary focus.  
• We will show you how easy it is.

There is no better job satisfaction than people helping people.
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New Member Example
• Joined credit union for $5 deposit
• We found out nothing about her
• Has a car loan with Santander for $13,600; she has 

made 34 payments and never missed a single 
payment

• Santander has a yield of 19.45%
• She has paid $13,736 and still owes $5,324
• Santander will make a lot of money on this member

• We got nothing, we don’t know the motivation for 
joining and we left money on the table.

This was a lose/lose for everyone.
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It’s a shame she is D paper 
because she pays her car 
and has no collections 
other than medical (note: 
if you are using FICO 
version 9 or newer you 
would never have seen 
these medical collections).   
If these were gone, her 
score would be in the 
700s. What an 
opportunity for us!  Do 
you think she will tell 
others on how we helped 
her credit score?  (Note 
her age.)

She is also scoring 
566 because she 
has no revolving 
accounts.  We 
have a product to 
fix this.  If she 
opens up our 
credit card and 
keeps it less than 
30% used, she can 
immediately pick 
up 70 points.  How 
many would say 
‘yes’ with a score 
in the mid-600s?
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Note:  Only 17 payments 
left on the loan – we 
should  not only be 
looking at refinancing, 
but making sure we get 
the next car loan too!   

Santander 
will make a 
minimum of 
$6,000 on 
this loan.



How do we make sure the member with less 
than perfect credit is getting a good price on 
their auto?
1. Teach your member to not let the dealer pull their credit. 

Remember they are not borrowing money, we are their 
money.

2. If the member says the dealer told me “he has to do this,” 
just tell your members to get up and walk out; they will 
chase them.

3. Make sure the dealer knows it’s a cash deal.
4. Tell your member to dress for success.
5. Get a diagnostic check done to ensure the car is in good 

shape.
I believe passionately that a 500 and an 800 score should pay the same on 
the price of the auto.
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Showing Members How Much They Can Save By 
Improving Their Scores

Loan 
Amount Term Score Rate Payment

Total of 
Payments

Interest 
Paid Savings

$20,000 60 mos. 730+ 2.95% $359.00 $21,540.42 $1,540.42 $0

$20,000 60 mos. 680-729 3.95% $367.95 $22,077.29 $2,077.29 $536.87

$20,000 60 mos. 640-679 5.95% $386.26 $23,175.78 $3,175.78 $1,635.36

$20,000 60 mos. 600-639 11.95% $444.45 $26,666.71 $6,666.71 $5,126.29

$20,000 60 mos. 550-599 14.95% $475.33 $28,519.82 $8,519.82 $6,979.40

$20,000 60 mos. 549 and below 17.95% $507.38 $30,442.60 $10,442.60 $8,809.18

Note: The “E” paper member will end up paying $148.38 more than the “A+” member pays per
month. The cumulative interest is $8,809.18 more than the “A+” member has to pay over 60 months.

The point is this:  It pays to have a good score.

Very important
1. Show the members their scores.
2. Show them how many points they need to get to the next level.
3. They need to clearly understand what it takes.
4. Finally, offer them the opportunity to refinance their loan after 1 year, if they contact you,

provided their score has improved.
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A Turndown Worth a 2nd Look

An example where the non-member paid his 
last car loan, never missed a payment in 
three years, graduated from college, and has 
a stable job.

“If you are focusing on the problem, 
you can’t see the solution!”
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Loan Summary
Lots to like:
• Knows the car she wants
• Had been paying rent 4 years – she must be 

paying
• Job time is 6 years – she must like it, they 

must like her
• She was buying a car that was only 65% of her 

income 
• She is not a bankruptcy threat
• She has hardly any unsecured debt
• She had paid another car for 34 months and 

never missed a payment
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There were no loan notes or effort put into this loan. It was easy to say 
‘no’ because of the score.
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Note: you 
should get 
excited when 
you see a 600 
score with code 
38 and 18 in 
the first two 
places.  Code 
10 in the 3rd

place is not a 
problem!
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Note:  Capital One didn’t 
take the time to tell her 
what maxing her card out 
would do to her score; we 
should be better than 
Capital One. We did not 
only lose the car loan but 
we lost a credit card. She 
is 27 years old and we lost 
a lifetime relationship. 
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We can help our members, 
even in collections, come up 
with a solution and re-build 

their credit.
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Remember… “You have two 
hands.  One to help yourself, 
the second to help others.” 
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Upcoming Classes:

 June 20-22: Denver, CO; 3-Day University of Lending featuring Jack Kelly

 August 7-11: Crystal Lake, IL; 5-Day University of Lending featuring Rex Johnson

 September 26-28: Syracuse, NY; 3-Day University of Lending featuring Ed Swanson

 October 3-5: Los Angeles, CA; Collections Institute featuring Karin Brown-Purtell

 October 16-20: Crystal Lake, IL; 5-Day University of Lending featuring Rex Johnson

 November 7-9: Charlotte, NC; 3-Day University of Lending featuring Bob Schroeder

 November 14-16: Las Vegas, NV; Indirect Lending Institute featuring Ed Swanson

 Nov 27 - Dec 1: Las Vegas, NV; 5-Day University of Lending featuring Rex Johnson
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