
The Preposterous Question:
Can We Drive $100 Million 

in New Loans?
Yes!



• Why So Preposterous?
• Tell The World
• The Promotions
• Change The Culture
• The Results – Not So Preposterous!

TODAY’S CONVERSATION



$100,000,000?!?



• $246,099,568 in Assets
• 5 Branches
• Community Charter
• 40 Credit Unions with $4.46 billion in assets, which 

makes up 10.81% of Ohio’s total credit unions. 
• Real competition is 5/3, Chase and PNC 

(65% market share)

DAY AIR CREDIT UNION



THE TREND

$40,000,000

$50,000,000

$60,000,000

$70,000,000

$80,000,000

$90,000,000

$100,000,000

$110,000,000

$120,000,000

2008 2009 2010 2011

Loans Year-to-Date $



NOW WHAT?
STRATEGY



WHERE ARE THE LOAN $s
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• Loans rebounding after sharp fall
• Auto loans represent 38% of our portfolio
• Membership growth of 4-7% each year
• 2.6 accounts per member
• Credit card accounts growing, but balances declining
• Lines of credit declining
• We are comfortable carrying more mortgage balance 

on our books

OPPORTUNITIES CHALLENGES
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• Auto loans
• Mortgage
• Overall member relationships
• Internal communications

FOCUS



DECLARE YOUR 
INTENTIONS!



TELL THE WORLD



SAY IT LOUD

• Website
• Lobby monitors
• Teller tents
• Window clings
• Newsletters
• Ads



THE
PROMOTIONS



DRIVING SUCCESS



GET THE NEXT CAR



• Analyze current dealers
• Total loans
• Quality paper

• Build relationship with key dealers
• Focus on internal processes (faster response)

INDIRECT LENDING

Indirect loans grew 56.9% for $10M



THE RESULTS

+29.72%
$15.7M 
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MG1 I would make the graph smaller, maybe max of 100,000,000 vs 140? will make the growth look bigger :)
Monica Giesler, 3/26/2015



HOME LOANS



SIGNATURE LOANS



MORE THAN 
LOANS



CHECKING LOANS

Credit Unions with high checking penetration have:

• More accounts per member
• Better loan penetration
• Higher loan balances per member



GROW CHECKING GROW LOANS

Checking grew 7.5% 



ONBOARDING

© Day Air Credit Union 2012



ONBOARDING

• New member, no checking
• New member, no auto loan
• New member, no credit card
• New member, no mortgage

Total accounts grew 7.5% 



CONSTANT REMINDERS









A woman needs $800 for a used car so she 
can get a new job across town…



A single mom walks in your branch 2 minutes before 
closing on Friday, racing straight from work so she can 
deposit her check and pay her utility bills that will keep 

the water on that weekend...



A young man loses his wallet on Friday night and 
needs someone to tell him how to safeguard his 

missing debit and credit card…



A high school student lays the foundation of 
healthy financial fitness when she learns to set a 

budget and balance a checkbook…



A man, laid off from his job, needs 30-60 days of 
understanding while he gets back on his feet...



• Begin each department or branch meeting with 5-10 
minutes of customer "life changing" sharing

• Create a process of sharing "life changing" stories on an 
intranet page or email list serve for the entire staff to see

• Recognize and reward the "life changing moment" of the 
week

• Constantly update them on progress!

REMIND YOUR STAFF THEY ARE IMPORTANT

This is a focused, on-going effort that can lead to more 
satisfied employees, more fulfilled customers, higher 
returns and an entirely new corporate culture.



LIFE STAGES



THE CONVERSION

• Faster transactions
• More time to cross-sell
• Easier point of sale 

member research



HOW 
PREPOSTEROUS

WAS IT?



THE RESULTS
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• $105,027,524 in new loans funded!
• 77.76% loan growth (year-to-date)
• 20.02% increase in total loan balances

o 29.72% increase in total vehicle loan balance
o 29.04% increase in total 1st mortgage balance

• 4.81% increase in total loan accounts
o 14.51% increase in average loan balance

THE DREAM COME TRUE



• 3,590 new vehicles on the road
• 548 people new homes
• 185 small businesses growing
• 417 students through college

$100,000,000 WORTH OF DREAMS



TELL THE WORLD



SHARE THE SUCCESS



• Shout from the roof-tops

• Focus – Think more, smaller campaigns

• Remember how important every single person is

• Act Like Financial First Responders

• Culture Trumps Promotion

• Work and Celebrate as a TEAM!!!

SUM IT UP





MarketMatch.com

www.WeKnowCreditUnions.com

WeAreMarketMatch

FOLLOW US

@baclapp



How to Reach MarketMatch

Bruce A. Clapp
President 

(937) 832-7894

baclapp@MarketMatch.com

www.WeKnowCreditUnions.com


