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Top 100 Lending

Presented by 
Rory R. Rowland

Top 100 Lenders

1 New Car lending is down1. New Car lending is down.  
Recapture programs.

New World CU Pat Wagner, CEO

2) Do we have someone 
l ki t th id ff llooking at the paid off loan 
report in our credit union?  

www.sertech.com
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3) B t th d l3) Beat the dealer.

Top 100 Lenders

3) B t th d l3) Beat the dealer.



3

Top 100 Lenders

4) Top 100 CUs 
use the 4 Ms

Top 100 Lenders

5) MCIF fil b d5) MCIF files can be used 
to market to members, look 
at your car payoffs, and 
market to the members whomarket to the members who 
are having a car paid off in 
the near future.
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6) Closed end wording in our loan policies6) Closed end wording in our loan policies.  
Make your loan policy flexible, so that you can 
get more loans, not fewer loans.

7) Why do we ask for a down payment on a 
used car? 

Top 100 Lenders

8) Why not charge the same rate8) Why not charge the same rate 
for new and used cars?  Pentagon 
Credit Union in Washington D.C. 
has gone to a same rate for new 
and used cars and they haveand used cars, and they have 
experienced tremendous success.
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9) Deliver loans fast App times9) Deliver loans fast.  App times.

10)   Simple, fast and easy.  Is our 
lending process simple and easy?lending process simple and easy?  
Can we make it easier?  Can we 
make it simpler?

Top 100 Lenders

11)   Debt ratios, are they 
accurate predictors of a 
member’s ability to borrow, and y
pay back the loan with interest?  
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Top 100 Lenders

12)  Regulators can recommend, but 
they can’t demand.  If you are running 
a safe and sound institution then you 
can get rid of debt ratioscan get rid of debt ratios.

Top 100 Lenders

13)  Make the Mortgage business part of 
your business.  Two simple and easy 
ways to do this   CUNA Mortgage, or 
team up with a larger credit union that p g
has the resources and wants the loans.
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14) O d t k L h t14)  Order takers.  Learn how to 
say “Super Size” or “would you 
like fries with that burger?”

Top 100 Lenders

15) Wh ll15) When we cross sell, or 
cross service, 3 out of 10 take 
the opportunity, and 7 out of 10 
feel great that you asked.feel great that you asked.  
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16) Master Loan Agreement16) Master Loan Agreement
17)   Turn members into borrowers.  
18)   Credit Bureau at time of 

opening.opening.
19)   Membership/Loan Application

7 Strategies

K bKnow your member
Easy application
Loan applications that work.
Know your competitors
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7 Strategies

P lPre-approval program
The power of repetition
The power of integration

Build the e-relationship

Have systems that are simpleHave systems that are simple 
for your best members.
Why verify income on an A and 
B member.
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Build the e-relationship

Master Loan AgreementMaster Loan Agreement
Credit Bureau approval on step 
one.
Integrate your systems.Integrate your systems.

Build the e-relationship

The results
.2% delinquency
.2% charge-off
D h f C d DDo more research for C and D 
members.
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Build the eBuild the e--relationshiprelationship

Be ready before they are.

Trends

E A li tiEasy Application
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Why is it important?

What percentage of your members areWhat percentage of your members are 
using your website?
What percentage are using home banking?
What percentage of members are using bill 
pay?p y
Why not give it free?
Find the money!

Do you know what drives me 
crazy about CU Websites?

Just ask and watch me froth. 

Go ahead and ask. 

Have courage. 
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Membership application

Membership Application

How can we improve it?How can we improve it?

Membership application

Membership Application

How can we improve it?How can we improve it?
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Where are the Loans?

Loan Specials
I like this next web site. 
It has the loan specials first.It has the loan specials first. 
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The Laws of Branding

Be firstBe first
Be differentBe differentBe different Be different 
or be dead!or be dead!

Educate the members

1 Sl d1 Sl d1.      Slow down1.      Slow down
2.      Never buy a car on the 2.      Never buy a car on the first first visit.visit.
3.      Do Your Homework!3.      Do Your Homework!
4.      Never leave a deposit until the 4.      Never leave a deposit until the pp

seller has agreed to your price.seller has agreed to your price.
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Educate the members

5 Don't fall for "spot" delivery5 Don't fall for "spot" delivery5.      Don't fall for "spot" delivery.5.      Don't fall for "spot" delivery.
6.      Avoid mandatory arbitration 6.      Avoid mandatory arbitration 

agreements.agreements.
7.      Be smart when it comes to financing.7.      Be smart when it comes to financing.
8 Remember that the price of the new8 Remember that the price of the new8.      Remember that the price of the new 8.      Remember that the price of the new 

car isn't where the sellers make money.car isn't where the sellers make money.

Educate the members

9 Know which extras you may want and9 Know which extras you may want and9.      Know which extras you may want and 9.      Know which extras you may want and 
are actually valuable to have.are actually valuable to have.

10.    Remember that “The CU” is different 10.    Remember that “The CU” is different 
from any Internet site, bank, or from any Internet site, bank, or 
dealership.  We want the best deal for dealership.  We want the best deal for pp
you. you. 
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Build the e-relationship

Have systems that are simpleHave systems that are simple 
for your best members.
Why verify income on an A and 
B member.
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Trends

Wh th tit ?Who are the competitors?
LendingTree 
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The competitorsThe competitors

There are still e-loan competitorsThere are still e-loan competitors.  
Just recently I received this email.
E-loan made it’s first profit in the 4th

quarter of last year.  They will not be 
going away.going away.

Build the eBuild the e--relationshiprelationship

There are still e-loan competitors.  
Just this morning this is the email I 
received.
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Pay the member

Page 13Page 13
Heritage Family Credit Union in Rutland, 
Vermont uses an incentive plan that pays the 
member. They advertise everywhere that they 
will pay their member $5.00 for 5 minutes of 
their time If the credit union cannot save thetheir time. If the credit union cannot save the 
member money then, the credit union pays 
the member $25.00 This program is reported 
to have been very successful.
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Pay the member

Page 13Page 13
Heritage Family Credit Union in Rutland, 
Vermont uses an incentive plan that pays the 
member. They advertise everywhere that they 
will pay their member $5.00 for 5 minutes of 
their time If the credit union cannot save thetheir time. If the credit union cannot save the 
member money then, the credit union pays 
the member $25.00 This program is reported 
to have been very successful.

The Winners Edge 
- Knowledge



23

The More You LearnThe More You Learn
the More You Earnthe More You Earn

Learn more = Earn more. 

Traveling UniversityTraveling University

If you commute 15 minutes per day, in 
4 years you will spend more time in 
your car than a college student spends 
in class.
Turn your car into a traveling universityTurn your car into a traveling university.  
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Top 100 CU’s have Libraries Top 100 CU’s have Libraries 
for their Employees. for their Employees. 

If you don’t have a personal library = 
get one. 
If you don’t have a corporate library = 
get one.

Experts Earn MoreExperts Earn More

Become an expert. 
If you read 15 minutes a day on one 
topic for 5 years, you will have read 50 
to 75 books. That puts you in the top 
1% of people on that topic1% of people on that topic. 
Experts earn more money. 
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Knowledge is Hidden Knowledge is Hidden 
Capital.Capital.

Knowledge is Wealth.

What is the net worth of your brain?What is the net worth of your brain?

Increase your brain power. 
A tt f i d f i t ld thi tAn attorney friend of mine told me this story.  

One of his clients increased the sales of his 
company from $1 million to $10 million in 5 
years, and tripled profits and the bank called 
the line of credit. 

Why, because they didn’t increase their fixed 
assets at the same rate and the bankassets at the same rate, and the bank 
considered them high risk. 

What is your brain power worth? Has it doubled 
in the last 5 years? Has your employees brain 
power increased?
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The Winners Edge Concept.The Winners Edge Concept.

Top 100 CU’s know this = winners edge. 
One of the most powerful ideas of the 20th

Century. 
“It states that a small difference in 
k l d d b l l dknowledge and ability can lead to a great 
difference in results.”

The Winners EdgeThe Winners Edge

The Winners Edge. 
One Top 100 CEO said 
“Our ability to learn and apply new 
ideas faster than our competition is our 

l l donly real sustained competitive 
advantage.”
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Ben Ben Franklin

Two ways to gain knowledgeTwo ways to gain knowledge. 

“We can either buy it or borrow it.”

Buy it = full price through trial and error. 
Borrow it = some one else did the trial and error 

and you travel down a lit and smoother path.

Be An ExpertBe An Expert

Your goal should be to become
one of the most knowledgeable 

experts in your field.
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Never Stop learning –
go for the winners edge.

Top 10 List 

What did we learn?What did we learn?
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Top Ten:Top Ten:

11
22
33
44
55
66
77
88
99
1010

FICO ScoreFICO Score



30

Service Selling is Service Selling is 
Being an AssetBeing an Asset

Building a deck?
Or buying wood?

Service Selling is Service Selling is 
Being an AssetBeing an Asset

Building a deck?
Or buying wood?
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Service Selling is Service Selling is 
Being an AssetBeing an Asset
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Service Selling is Service Selling is 
Being an AssetBeing an Asset

Building a deck?
Or buying wood?

FICO ScoreFICO Score

U th t idUse these percentages as a guide:

35% - Your Payment History
30% - Amounts You Owe
15% - Length of Your Credit History
10% - Types of Credit Used
10% - New Credit
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FICO ScoreFICO Score

US population in 2003:
Up to 499: 1%Up to 499: 1%
500 - 549: 5%
550 - 599: 7%
600 - 649: 11%
650 - 699: 16%
700 - 749: 20%
750 - 799: 29%
Over 800: 11%
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Improving the score

Keep Debt to a Minimum
Keep your credit card balances low. 
High debt-to-credit-limit ratios drive 
your scores down.
Owing the same amounts, but havingOwing the same amounts, but having 
fewer open accounts, can lower your 
score if you max out the accounts 
involved.

Improving the score

Don't close unused accounts, because 
zero balance might help your score.

Don't open new accounts that you don't 
d i ki h t lt ineed as a quickie approach to altering 

your debt-to-credit-limit ratios. That can 
lower your score.
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Improving the score

Don't open several new accounts in a 
short period, especially if your credit 
history is less than three years. Adding 
accounts too rapidly sends up a red flag 
that you might not be able to handlethat you might not be able to handle 
your credit responsibly.

Improving the score

Several credit inquiries during a short 
period means you are attempting to 
open multiple new accounts, and that 
lowers your credit scores.
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Improving the score

Checking your own credit report does 
not affect your scores.
Do try to open a few new accounts if 
you've had credit problems in the past. 
Pay them on time and don't max outPay them on time and don t max out 
your credit limits.

Information

Rory Rowland
14401 Covington
Independence, MO 64055
816-478-3249
roryrowland@yahoo.com
rrr3@ix.netcom.com


