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Managing money has become very complex…



And yet, consumers, (especially millennials and the 
underbanked) perceive three needs for banking…
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Traditional:
• Credit card/Line of 

Credit
• Overdraft Fees
• Mortgage & Secured 

Loans

Traditional:
• Savings/CDs
• Mutual funds
• 401ks & IRAs
• Investment advisory partners

Traditional:
• Checking
• Debit/Credit
• ACH/Wire transfers



Pay 
Someone

Protect 
the  Nest 

Egg

Need 
More 

Money

Traditional:
• Checking
• Debit/Credit
• ACH/Wire transfers

Millennials and Financially Challenged:
• P2P (Venmo/Cash)
• Digital Wallets (Apple Pay, Android Pay, PayPal, etc.)
• Neo-banks/Challenger banks reloadable debit cards
• Retailer “rewards” cards/apps (Amazon, Starbucks, etc.

Traditional:
• Credit card/Line of 

Credit
• Overdraft Fees/LOC
• Mortgage & Secured

Traditional:
• Savings/CDs
• Mutual funds
• 401ks & IRAs
• Investment advisory partners

Millennials and Financially Challenged:
• Payday loans
• Mobile/Online: Rocket Mortgage, Lending Club
• Research First/Retailer Financing, Amazon
• Secured Credit Cards, Big Issuer Reward Cards

Millennials and Financially Challenged:
• Fractional Shares (Acorns/Robinhood)
• Investment companies with checking: Etrade, etc.
• Neo-banks and Challenger banks “round up” savings
• Sadly, more difficult for the financially challenged

IMPORTANT 
ROLE OF
FINANCIAL
EDUCATION

And yet, consumers, (especially millennials and the 
underbanked) perceive three needs for banking…





TRUST IS THE DIFFERENTIATOR FOR CREDIT UNIONS

YOUR 
MONEY IS 

SAFE!!



Prepaid 
Disruptors

Neo-Bank 
Disruptors

Challenger & 
Beta Bank 
Disruptors

Credit & 
Lending 
Disruptors

Investing & 
Crypto 
Disruptors

PFM & 
Aggregation 
Disruptors

Tech & Non-
Bank 
Disruptors
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• 12M U.S. customers
• 6% of U.S. consumers 

have used them
• 76% earn under $40k
• Only around since ’93
• High poverty & 

bankruptcy correlation
• Legal in 27 states with 

36% rate cap
• 15,000 stores and 

83,000 employees
• Growth is down due to 

the strong economy 
and new online 
competition





Payday Lenders
Response:

NCUA PALs Program:

• $200-$1,000 loans
• Can charge up to a $20 fee and 28% interest
• 1-6 month term with 1 month minimum
• Up to 3 PALs per borrower during 6-month 

period, but no rollovers
• $500 loan for 1-month loan = 76% APR
• Must be member for 1-month minimum

Federal Credit Unions*:

Michigan









• $37 Million in Assets
• Based in Detroit
• Offered MyPay Today Since 2008 
• $10 M Loaned Since Inception
• 17% of Members Use the Program with an average of 8 draws 

per year
• $70 Annual Fee plus 18% Interest
• 22% Net Return Since Inception
• Total Cost to Members = 22% of Check N Go Fees
• The Real Value is in the Service, not the Loan



Payday Loan Stores Focus on Customer Experience Too!



An Estimated 60% of Payday Loans Are Done Online!













Key Takeaways for Credit Unions
• Payday Lenders’ growth has slowed because of 

the stronger economy, regulations and online 
options vs. storefronts. But growth will return.

• Higher-risk borrowers need a credit union 
solution and there ought to be a way for credit 
unions to collaborate in offering solutions like 
WSECU’s “Q-Cash”.  One Detroit’s “My Pay 
Today”, or Wright-Patt CU’s “Stretch Pay.”

• Credit unions need to fight the negative stigma 
associated with these loans and be firm in 
their convictions behind the “why” for serving 
this market. More “visibility” of offerings is 
needed. Not a matter of “if”, but “how”?!

• CUSG’s Life Step Solutions, LLC will seek to 
collaborate with credit unions in Michigan and 
nationally to deliver new products that serve 
the underbanked and millennials via credit 
unions.
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BankMobile,
A division of
Customer’s 
Bank

Incredible 
Bank, a 
division of 
River Valley 
Bank

Purepoint
Financial, a 
division of 
MUFG 
Union Bank

Marcus, by 
Goldman 
Sachs Bank

Finn by 
Chase  Bank

Greenhouse 
by Wells 
Fargo Bank





























Key Takeaways for Credit Unions

• Challenger banks and neo-banks are targeting the 
underbanked and millennials with a message of, 
”you can trust us more to offer truly affordable 
services along with money management tools.”

• Popular features include: 1-2 day early payroll 
deposit, cash-back instant alerts, ”reload at the 
register” for cash deposits, high-yield checking based 
on required deposits and interchange fees, fractional 
share investing, financial education, low fees, etc.

• Credit unions should own this space but are 
currently slow to respond. At a minimum, our 
messaging needs to improve. Ideally, so should our 
product suite.

• CUSG’s Life Step Solutions, LLC will seek to 
collaborate with credit unions in Michigan and 
nationally to deliver new products that serve the 
underbanked and millennials via credit unions.



Welcome the Panel:  Can Credit Unions Be the Disruptors?

• “We’re underbanked because banks do a lousy 
job of serving us.”

– Lisa Servon,  Author of “The
Unbanking of America” & 
University of Pennsylvania
Professor

• “Underbanked consumers won’t even hear you 
until you solve the loan issue. But financial 
wellness tools should be tied to lending.” 

– Kevin Foster-Keddie, CEO, WSECU &
Q-Cash Financial

• “Unique strengths and fortuitous timing could 
position credit unions to compete aggressively 
with Neo-Banks and Challenger Banks, increase 
overall membership and better serve the 
unbanked and underbanked market.” 

- Sean King, Founder/CEO, UXOps &
Former Greendot Designer
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