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i Top 100 Lenders

1. New Car lending is down.

Recapture programs.
New World CU Pat Wagner, CEO

2) Do we have someone
looking at the paid off loan
report in our credit union?

www.sertech.com




COMPETITOR'S MATCH

‘I matched an interest rate from another institution at Flotida State
University Credit Union and got the best service around.”
We know that as a member of Florida State UHIVEFSIT{{ Credit Union you are Used to

getting the best value for your money. Only now, you think you've found a lower rate for
your next vehicle at another financial institution or through the dealer? Think Again!

Bring us proof of the lower rate and we guarantee we'l not only match the rate but beat it by at
least 1/25% APR or give you 5100

Give us a chance to win your financial business. We provide great semvice and make financing
easy and affordable.

Our loan process is quick and easy and most importantly, can save you money! Take advantage
of the Competitors Match Program by calling 877-GO-FSU-CU.

i Top 100 Lenders

= 3) Beat the dealer.
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4) Top 100 CUs
use the 4 Ms

i Top 100 Lenders

95) MCIF files can be used
to market to members, look
at your car payoffs, and
market to the members who
are having a car paid off in
the near future.




:-L Top 100 Lenders

6) 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?

i Top 100 Lenders

8) 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 have
experienced tremendous success.
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9) Deliver loans fast. App times.

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

i Top 100 Lenders

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

i 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
has the resources and wants the loans.
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14) Order takers. Learn how to
say “Super Size” or “would you
like fries with that burger?”

i Top 100 Lenders

15) When we cross sell, or
cross service, 3 out of 10 take
the opportunity, and 7 out of 10
feel great that you asked.
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16) Master Loan Agreement

17) Turn members into borrowers.

18) Credit Bureau at time of
opening.

19) Membership/Loan Application

i 7 Strategies

= Know your member

= Easy application

= Loan applications that work.
= Know your competitors




:-L 7 Strategies

= Pre-approval program
= The power of repetition
= The power of integration

v

i Build the e-relationship

= Have systems that are simple
for your best members.

= Why verify income on an A and
B member.




$ Build the e-relationship

= Master Loan Agreement

= Credit Bureau approval on step
one.

= Integrate your systems.

i Build the e-relationship

= The results ottt

= .2% delinguency
= .2% charge-off

= Do more research for C and D
members.
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i Build the e-relationship

= Be ready before they are.

i Trends

= Easy Application
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Why is it important?

= What percentage of your members are
using your website?

= What percentage are using home banking?

= What percentage of members are using bill
pay?

= Why not give it free?

= Find the money!

Do you know what drives me
i crazy about CU Websites?

= Just ask and watch me froth.

= Go ahead and ask.

= Have courage.

12



PARK

C O MMUNITEY
FEDERAL CREDIT UNION

About Us Info. Center Online Applications

No Pain.

Penalty-Free Access

Jdanuary 31, 2005

Nice Gain
A Great
3.5%
- APY*

28-month term

To Your Cash

...With a No-Penalty Share Certificate!

"Click hare for details

MasterCard.

Learn more
It's a new service that will
enhance your existing
Pronto Debit/ATh
MasterCard® account by
using a private code

Register here

Sign up to
receive your
eStatements!
You can now receive your
statements on-line. Sign up
by contacting your local
branch

If you are already enrolled,
click here to access your
eStatement.

“ou have access to over
5,000 ATk's nationally!
We'e added FastBank Free
& Republic Bank AThs to
our surcharge free netwaork.™

Whether traveling around
the country-or around the
block-you'll be close to the
cash you need
with nationwide fee-free
ATh access.

=1 NCGUA

LENGER LS

PARK COMMUNITY FEDERAL CREDIT UNION
6101 Ferm Walley Road
Louisville, K 40228
Local: (502 965-3651 Toll Free: (300) 626-2870
F ase (900) 626-1318

To Us, Its Derdasal.

Whats New

¥ Promotions

Contact Us

EAG

Locations and Hours
Privacy Palicy

Turho Tax for the Weh

Return to
Home
Previous Page

Apply For A Loan
Automobile Value

»Check Reorder

To Us, Its Persanal,

i Membership application

= Membership Application

= How can we improve it?
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Membership Application

Please provide all the requested inforrmation. YWhen you have completed the
forrm, press the Subrmit button to send your application. If necessary, we
will contact you for additional information

The items marked with (*) are required fields

General Information

Will there be a co-applicant on this application?
@ Mo

O Yes, 1 co-applicant

O Yes, 2 co-applicants

(If Yes, the co-applicant section has the same required fields as the primanr applicant

Membership Eligibility
*I am eligible for rmembership through:

(Ermpioyer Mame)
[CJEmployer

(Family Mernbers hame)
[C1Family Member

(Cornmunity NMarme)
[ community

Back to top of page | Jurmp to Submit Button

Primary Applicant

*Last Marme
*First Mame
hiddle Mame
*Social Security Mumber (TIM) n |
*Date of Birth | |

*Haorme Phone Mumber | |

il e, Ll L

i Where are the Loans?

= Loan Specials
= | like this next web site.
= [t has the loan specials first.
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%Here's ohe example of purchasing
a $25,000 new vehicle.

Credit Union
Fimancing

Dealer Special

Amount borrowed

Annual
Fercentage Rate

60 monthly
payments

Total Payback
Amount

20,000

(Rebate—%5,000) $£25,000
3.90% APR 0=
%$367.43 £416.67

Credit Union Savings to you...

& Educate the members

Slow down
Never buy a car on the first visit.

1.
2.
3. Do Your Homework!
4,

Never leave a deposit until the
seller has agreed to your price.
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:-L Educate the members

5. Don't fall for "spot" delivery.

6. Avoid mandatory arbitration
agreements.

7. Be smart when it comes to financing.

8. Remember that the price of the new
car isn't where the sellers make money.

i Educate the members

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

10. Remember that “The CU” is different
from any Internet site, bank, or
dealership. We want the best deal for
you.
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" Abetterway to get a loan.”
Privacy and security Guarantesd.

HOME | REFINANCE | HOME | AUTO&MOTORCYCLE |  AUTO PERSONAL PERSONAL FINANCING | CREDIT CREDIT =] Cortad
PURCHASE | MORTGAGE | EQUITY PURCHASE REFINANCE |  LOANS STRATEGIES PROBLEMS | REPORTS

with a great rate and no hassle.

Inztart decizion and phone callin 15 minutes.

W I Getyour moneyfast,  rsosar

HOMEPURCHASE LOANS

HOMEEQUITY Returning Customers

No ori-site home appraisal or auto inspection. MORTGAGE REFIHANCE Morgage Home Equity

My Loan Status: Home

Tools & Help

Free Credt Report v G0

Finish Application:

|
|
Today's Best Rates Terms Nolender Fees! and terms for your siuation
Rate APR Rate APR | Select Loan Purpose v |
5 Year ARM 4250%  4.391% Equity Line of Credit 3750%  3.750%
. Own a home? O ‘Yeg O Mo
1% Year Fixed 4500%  4.809% 36 Month Auto Purchase 3.85%  3.85% P —
SEARCH RATES
30 Vear Fized 5250% 5448% (DLSEARCHRATES ) - Learn More
Debt Check-uj
Other Loan Types P
Get a personalized action plan to
Personal Loans Bad Credit? 100% Home Financing save Mmaney an your existing dekt.

Less paperwork than anyone else - guarantzed. VEHICLE PURCHASE LOANS E-Track Loan Status:
Cash as fast a3 vou want . You're in controll

’ AUTOREFINANCE
Kniow everything upiront.

Home Auto

Search Rates Loan Adrisor
Find the loans with the best rate

ISR E=Y N W A better way to get a loan

1-888-E-LOAN-22

Home Equity Application safandseave 2

The first step in applving is to create or log in to yvour hiy
E-LOAN account so that wour application data will be saved at every step.

» Ower 59 billion in loans funded! » Privacy Policy » Secure Site é‘i
» HOME EQUITY APPLICATION
Begin Application Approval Finish 15min Call Back
Takes 5 minutes Get a decision the One-on-nnef',
in 90 se application, help at

every step

You can also apply by phone:
1-877-356-2600

Choose a My E-LOAMN username and password:

First name: M.l.:Last name:

Username: r3-z4 characters)

Remember my username (not passwword).

Password: (510 characters) Password: (verify)

by asking wou the following question and will email
Wwaour newvs password to the address below

E-mail address:

Question:

| &.d., My spouse's nams

If wou forget vour password we will verify wour identity

Already have a username?

Loans not offered

for:

s«Borrowwer's self-employed for
less than 2 yvears

+hohile homes

*hanufactured homes

=Co-0ps

+Properties over 10 acres

«Construction lnans (on property
being financed)

ehdUlti-unit rertal properties
(=ingle family rental properties
may gqualify)

«Properties that generate
inzome, e.g. farms and kennels

«hlixed use properties, where
the structure has been atered
for business, e.a., hair salon
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Y E-LOAN A better way to get a loan

1-888-E-LOAN-22

¢ Over 39 billion inloans funded! » Privacy Policy » Secure Site 21
» HOME EQUITY APPLICATION

Begin Application Approval Finish 15min Call Back

Takes 5 minutes (Geta decision / the One-on-ane

in90 seconds ~ application help at
- every step
Home Equity Application soamdsear 5 You can also apply by phone:

The first step in applying is to create or log in to your My 1-877-356-2600
E-LOAN account so that your application data will be saved at every step.

Choose a My E-LOAN username and password: Already have a username?

First name: M.L:Last name: fa Cantured by Snagl

i

i Trends

= Who are the competitors?
= LendingTree
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: | Login to Your Account
£ Et Email:
LendmgTree A | «
WHEN BANKS COMPETE YOU WIN® paSSWDI’d l Oﬂln '

vIFind It Now! WI orgot Your Password? |
i - Saved Your Place?
|® Home Equity |
“Over 6 million loan requests and Uneed a REALTOR®?
|® Mortgage |

more than $21 billion in closed loans.*"

® Refinance
Mortgage

"HOUSE]

| FOR_
C:\Ir 1

|‘E’ Find a REALTOR® |

|® Auto & Motorcycle | -
| 1. Fill out one 2. Receive up to 3. Accept an offer to Meet Your Exact
simple form, four offers.  and close your loan. Needs

Find the Right REALTOR®

|® Refinance Auto

|® Personal |

Does LendingTree charge consumers? Mo, Here's why... Choose from local, leading
full service real estate

® credit card
| companies and receive up

Am I obligated to accept an offer?

, Debt to $1000 at The Home
Consolidation I want to know mare about the Lenders on your Depat®)
Netwark,
|® Small Business | S
|® Student Loan | Canditions

® Membership 1 Mortgage Rates At Record Lows U Home Equity

Proaram Save thousands over the life  Line/Loan
|rm credit | of your loan, take advantage

® Credit Card

LendmgTree

whEn pass comraTe K vou wine

Saturday, September 21,

Customize Your Credit Card

g ek Ste m‘) Consumers with excellent credit may qualify for cards with rates as low as
GettngYour Loan| 0% intro and 9.99% fixed. Click here for examples. We also provide
:)W credit cards for consumers who are building or rebuilding their credit.

2. Tell us about yourself
3. Tell us about your work

o What kind of credit card are you looking for? The answers to the questions

below will help the lenders in our network tailor their offers to your specific
needs.

= At this time, we cannot accept Q-forms for borrowers located in Arizona or Tennessee.

Please do not use the
Back button on your

omveer ysunessa 1. What features are most important to you? (Check only what
back up to a previous applieS)

page, please use the
Back button within the

G, pLow Intro Rate DAutomobile Rewards

DAirine Travel Rewards  nGasoline Rewards
Information OCash Back Shopping Rewards

I brivacy Poliey OSmart Card / Chip Card  0Other Rewards (not listed)

I» Electronic Disclosure I:IHOtel ReWardS
I»_Licenses and
Disclosures

I Terms of Use

I Does LendingTree

D Build or Rebuild Credit

oNo Preference
Occasionally, no credit card company can provide an offer that exactly matches your
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i The competitors

= There are still e-loan competitors.
= Just recently | received this email.

= E-loan made it’s first profit in the 4
guarter of last year. They will not be
going away.

Lowest Mortgage Rates of the Year

Mortgage Rates have fallen to their lowest point in over elght menths.
Interest rates are at the mer%of a volatile stock market.
Take advantage of this rate drop by applying today.

Mortgage Rates: Search and Apply
Lower your monthly payment by refinancing. Get more cash.

Home Equity Rates: Search and Apply
Rates below Prime, already at historic lows.

Auto Rates as low as 4.79% aer
Apply today, Drive off today.
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EARN $5"

AsSK ME How TobAYy!

Heritage Family

Your Credit $core.

Three little numbers on vour credit report that "MEASURE" your credit rating.

Are you aware of what makes up a good credit score?
We can help you understand the meaning of those numbers
and how to increase your score.

EETrell WY TEE V¥ AT ¥l TN 0 F A WATE TN W T F 1 171 S
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Threq:gttle numbers on your credit report that "MEASURE" your credit rating.

Are you aware of what makes up a good credit score?
We can help you understand the meaning of those numbers
and how to increase your score.

MAKE AN APPOINTMENT TODAY AND RECEIVE....
$5_0° Plus Your FREE Credit Score Evaluation *

or
sz 5 00 If We Can't Help You Save Money On
= Existing Loans With Others +

% Heritage Family

CRE B1 T UNION

call us at: 1-B88-252-8932 or visit us on the web at: www.hfcuvt.com

* Limited time only. Certain restrictions apply.

i

The Winners Edge
- Knowledge
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The More You Learn
ihe More You Earn

= Learn more = Earn more.

i Traveling 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 university.
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Top 100 CU’s have Libraries
i for their Employees.

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

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

i Experts 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 topic.

= Experts earn more money.
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Knowledge is Hidden

;LCapital.

= Knowledge is Wealth.

What is the net worth of your brain?

increase your brain power.

An 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 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?

25



i The Winners Edge Concept.

= Top 100 CU’s know this = winners edge.

= One of the most powerful ideas of the 20t
Century.

= “It states that a small difference in
knowledge and ability can lead to a great
difference in results.”

i The Winners Edge

= The Winners Edge.
= One Top 100 CEO said

= “Our ability to learn and apply new
ideas faster than our competition is our
only real sustained competitive
advantage.”
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iBen Franklin

Two 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.

iBe 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?
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i Top Ten:

© 00O ~NO b WNP

[ERN
o

i FICO Score
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S
Score Index

T Score Index
696 The average credit zeore bazed on a
B30 reprezentative sample of LS. consurmer
684 credit profiles.
hverage|| 678
676 675
Yalue
570 673
| 655
4
15 Pacific  [Mountain| west [ Wwest | East East South | Middle | Wew
Hatiohal Horth [ Sowth | Morth  |South  [Atlantic | Aflantic |England
Central |Central | Central |Central .
Print all Graphs
$15676 Debt
The average amount of money owed per
individual on revolving credit accounts
{e.q. credit cards) and fised payment
dverage $12755 $12258 accounts (e.0. auto loan), excluding real
Va1 gng7a $11755 $11505 estate mortgages,
$10831 $11134
‘ I $9590 ‘ I $9864
] |
5. Pacific  [Mountain| West [ West | East East South [ Middle | Mew
Hational Morth [ South | Morth | South  |Atlantic | Atlantic |England
Central | Central |Central |Central .
Print all Graphs

25.5% | Credit Usage
The average percentage of debt owed
| 24.8% compared to the credit limit on
247% 24.6% 24.4% vevalving accounts. dlso known as
!| Average : balance-to-limit ratio.
Vale 24.1%
23.7% 23.7%
23.3%
| I 22.9%
|
115 Pacific  |Mountain | West | 'Wwest | East Eazt South | Middle  New
Natiohal Marth | South  [Merth  [Sowth  |Atlantic | Atlaetic (England
Central |Central |Central |Central .
Print all Graphs

$634 | Minimum Monthly Payments
The average minimurn amount due on a
$580 triothly basis to satisfy all current loan
" 4516 ssi8 6520 obligations {fixed or revolving). This
WErage excludes real extate loanz, and any
Walue $499 $497 s financial obligations tupically not found
$451 on a credit file such az rent, utiities,
inzurance, etc.
I §397
|
15, Pacific  |Mountain| West | ‘west | East East South | Middle  [Hew
Hatianal Morth | South  [Merth  [South  |Atlantic | Atlantic |England
Central | Central |Central |Central .
Print all Graphs
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Open Credit Cards

3.74 3.82 Open Credit Cards
B The awerage number of open credit

accounts or credit accounts on record,
including bank cardz and retail cards.

Average 3.29 3.27

Walue 3n 3.01 3.05

2.78
I 2.60 2.59
a 1
5. Pacific | Mountain | ‘west ezt East Eazt South Middle  |New
Hational Horth South Horth South  |Atlantic | Atlantic | England
Central | Central | Central |Central

Print all Graphs

Late Payments

1.3 Late Payments
The average number of accounts that
are currently past due, by at least one
1.05 1 payrnent or rmore.
Average 0.95
Walue 0.9 0.93
0.73 0.72 0.7
b L] -y
T |
115, Pacific | Mountain | ezt west Eazt Eazt South Middle | Hew
Mational North South Narth South Atlantic | Atlantic | England
Central | Central | Central |Central .
Print all Graphs
.0 3B Credit Inquiries
The average number of credit reparts
requested by lenders within the last 2
23g  2A¥ | uears for loan applications.
fcerang|| 2-29 218
Yalue "
1.93
¥l 1.68
‘ I ‘ I 134
|
13 Pacific  [Mountain |'West  |west |East |East  |South  |Middle |Mew
Matianal Marth  [South  [Morth  (South  (Adlaetic | &tlatic |England
Central |Central |Central |Central

Print all Graphs
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Get the facts on your state and country

Please Select: g
[unit=d States w |

i
i
.
v

Us 200000 CENSUS POPULATION @ 281.421,.906

Average Score for 18-29 637
Average Score for 20-39 654
Average Score for 40-49 675
Average Score for 50-59 697
Average Score for 6G0-59 T2z
Average Score for 70+ 747

i FICO Score

= Use 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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i FICO Score

|Weighr_ing of factors in a FICO score

1oss

Type of
credit use
35%
M Fayment history
| 1035 V
Mew credit
15%
Langeh of
credit history 1\?\"
30%
\ Amounts owed
(balance ro credic
DDDDDD : FAIR, ISAAC lirnic mtln:l

i US population in 2003:

= 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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:-L 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 having
fewer open accounts, can lower your
score if you max out the accounts
involved.

i Improving the score

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

Don't open new accounts that you don't
need as a quickie approach to altering
your debt-to-credit-limit ratios. That can
lower your score.
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:-L 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 handle
your credit responsibly.

i 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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:-L 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 out
your credit limits.

i Information

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