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WHAT WE WILL COVER
• Differentiating your credit union from others
• Making meaningful financial decisions

• Teaching new members how to boost their credit score
• Deepening member relationships
• Asking the critical questions to your new member



POLL





90 SECOND RULE 
ENGAGING YOUR MEMBERS 



• Take good notes! 
• Uncover the motivation – Why us? Why Now?
• How did they hear about the credit union? 
• Why did they decide to see us today? 
• How did they get to the credit union today?
• What are their financial goals? 
• Activate your listening skills to find solutions 
• Invite the new member to a free credit report analysis

When Opening New Accounts, Remember To: 

NEW MEMBER PROCESS :  
CRITICAL QUESTIONS TO ASK



3 FOR 1
CONCEPT

Every new member 
receives three loan 

products/services or a 
game plan to get them 

qualified for a loan in the 
next 6 months.

Prepare the member for the future



Teach members how 
to boost their score 
50+ points 
• Increasing available 

revolving capacity 
boosts your score 

• Mix of credit 

SHOW MEMBERS HOW TO PAY LESS







TIPS FOR REPAIR FINANCIAL HEALTH 

PROFILE: 
• Set up direct deposit with the credit union
• Use “overdraft” products sparingly
• Maintain a positive deposit account balance
• Maintain gainful employment without interruptions in direct deposit
• Maintain a stable housing environment

SCORE ENHANCEMENT: 
• No new credit inquiries 
• Pay down debt as much as possible (Make more than just the minimum payments)
• Maintain a consistently positive payment history with all creditors
• Do not borrow from any of the sub-prime lenders or finance companies 



January 2019
• The function of the card is to only increase the score at this point

• Use card for a small monthly bill that is paid by the end of 3rd week 

3-6 Months
• Score should trend up with available capacity and on time 

payments 

• Move to an unsecured credit card - increase limit with on time 
payments 

• Can provide a personal loan to provide a score boost (mix of credit) 

6-9 Months
• Score continues to improve if member stays on track 

• New Auto Loan - 50% of income 

9-12 Months
Eligible for a mortgage 

THE PLAN
IMPROVING THE 
CREDIT SCORE
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BENEFITS OF AN IMPROVED SCORE



Train on the Following:
• What type of car they driving?
• How did they get to the credit union?
• Time on a credit card 
• Credit balance in relation to limit
• Calculate the interest rate on other loans

Keep It Simple: 
• Teach they gain or lose points when it comes 

to credit cards 
• Look out for cars that almost paid 

Seasonal Selling:
• Debt Consolidation in January 
• Boats and Cars in Summer 
• Back to School in August 
• Holiday Loans in November 

DEVELOPING
A REFERRAL 

CULTURE



DIFFERENTIATE YOURSELF FROM THE REST 

Provide members with a FREE credit analysis.



UNCOVERING OPPORTUNITIES

• Use their Credit Bureau as an opportunity sheet
• Listen to the member’s needs
• Vehicle pre-approval if current automobile is older
• Refinance if we can beat their current rate
• Look into mortgage refinancing
• Possible equity approval for debt consolidation or 

home improvements
• Credit card with potential balance transfers 



• Mike came to the credit union to open a checking and savings account
• He has been using Wal-Mart to cash checks and pays in cash

• Opened account with $4,600 cash he’s saved
• We provided a free credit analysis 
• He’s been on his job with the county as a sanitation employee for 5 years
• Earns $42,000 annually 
• Has 2015 Ford F150 financed at a “Buy Here-Pay Here” dealer and not on 

the credit report

Can you guess what we did?  

NEW MEMBER OPPORTUNITY - MIKE



New Member Mike    25 years old  

NEW MEMBER OPPORTUNITIES

Take the time to get to know your members and review credit with them. 
A 595-score trending up has a lot of opportunity.

The key is being able to identify why the codes hit and how to fix them. 

All codes are related to delinquency – let’s see why…



Code 38 – Charge off and Collections
Code 18 –Multiple accounts with delinquency   

Code 13 - Recent 
delinquencies 

Code 34 –
Amount
owed on 

delinquencies 



NO OPEN ACCOUNTS 

NEVER MISSED A PAYMENT ON THE AUTO LOAN 





Loan Amount Rate Term Interest on 
Current Loan New Rate Interest on New 

Loan 

$14,370.00 30.00% 48 $10,465.49 14.25% $4,565.33

REAL RESULTS

Member Savings

$5,900.17

He also received a $2000 credit card and how to boost his score to 
come back in 60 days and refinance for a lower rate! 



• Sue came to the credit union to open a checking and savings account 
• She moved back home after graduating college 
• Saving to move out next year after she pays off her student loans

• Opened account with $450 cash
• We provided a free credit analysis 
• She’s been on her new job for 6 months as a Teacher’s Aide
• Earns $28,000 annually 
• Drives a 2017 Nissan Rogue 

Can you guess what we did?  

NEW MEMBER OPPORTUNITY - SUE



NEW MEMBER OPPORTUNITY - SUE

New Member Sue 24 years old  



Code 38
Collections  

Code 16 – Lack of recent 
revolving info  

Code 14
Length of time 
accounts have 
been established

Code 03
Proportion of loan 
balances to loan 
amounts is too high 

Why did the codes hit?



What's my interest rate? 
Loan Amount $8,944.00
Monthly Payment $280.00
Term in months 41

Interest Rate 14.97%
Paying 14.97% - Made 11 on time payments 



Medical Collections:
Sue shared her mom is 
helping her straighten the 
collections out because she 
is still on her parent's 
insurance. 





• We provided Sue with a plan to boost her credit score
• Educated her on her credit report 
• Approved her for a $2,000 Credit Card (Helps with Code 16) 
• How to use of her new credit card to maximize points 

• She was receiving a great rate on her auto loan already, but we can 
beat it when her score goes up in 30 – 60 days 

• Set up direct deposit  - making it easy with a letter to provide her 
employer

• Set an appointment to follow up with Sue to review her credit again 
and refinance her auto loan 

RESULTS 



CHALLENGE

REVIEW YOUR LAST 10 NEW 
MEMBER ACCOUNTS

Look for opportunities to save your 
new member money

• Refinance auto loan
• Offer vehicle pre-approval
• Refinance home equity loan 
• Offer a credit card

How many did you find?



Credit 
Score 

Valid 
Score Score Codes Direction of 

Score 

Reviewed Credit  
with New 
Member 

New Account Signed for Direct 
Deposit Cross Sell #1 Cross Sell #2

New Member #1 577 Y 38,18,10,13 UP Y Savings Y $12,458 Auto Refinance $1500 Credit Card 

New Member #2 595 Y 38,8,10,5 Down Y Checking and Savings N $9,786 Auto Refinance $2500 Credit Card 

New Member #3 584 Y 38,10,8,5 Down Y Checking and Savings Y $15,000 Auto Pre-Approval 

New Member #4 680 Y 10,14,30,5 Down Y Checking and Savings Y $12,000 Debt Consolidation Loan $24,690 Auto Refinance 

New Member #5 715 Y 10,30,8,3 Down Y Checking and Savings N $15,000 Debt Consolidation Loan 

New Member #6 670 Y 10,18,12,3 Down Y Checking and Savings N $5,000 Credit Card 

New Member #7 620 Y N/A Flat Y Savings Y $1500 Personal Loan 

New Member #8 558 Y 38,14,16,3 Flat  Y Savings Y $2500 Credit Card 

New Member #9 627 Y 38,12,5,3 Down Y Checking and Savings Y $18,765 Auto Refinance

New Member #10 412 Y 39,13,18,10 Up Y Checking and Savings N Set up a plan 

$120,699 New loans and Credit Cards! 

REAL RESULTS 



Q&A



THANK YOU.
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