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The DCED provides a credit union
enrolled in the program with $25,000
in loan loss reserves, which are held in
Trust by a third party. Each time a loan
is originated by a credit union under
this program, the lender deposits funds
into the Trust equal to 0.5% to 3% of
the principal amount of the loan; DCED,
in turn, also deposits 2.5 times the
amount of fees deposited by the lender
on each loan. These deposited fees are
added to the original $25,000 held in
Trust, building the loan loss reserves for
each credit union, helping to mitigate
future loans on loans made under this
program.
The loan loss reserves are non-loan
specific; therefore, as a credit union
writes off a loan made under this
program, the credit union can decide
to take as much or as little from the

accumulated funds held in Trust to
mitigate its loan loss.
Loans under the fund must be used
for the purchase of land, building,
equipment, and working capital. Loans
are limited to $75,000 maximum, but
there is no minimum loan amount.
For information
about this
program, view this
archived webinar
or contact Molly
Snody, Director,
Business Advisory
Services at
800-932-0661,
ext. 5209, or
email her at
molly.snody@pcua.org.
Want to stay up-to-date on
member business services and
network with others? Join the LinkedIn
Group, Credit Union Business Services
Professionals.

Fed Reserve Report Highlights Findings of
2013 Survey of Young Workers

Get Wild About Saving: April 1-30, 2015

C

redit unions will encourage youth to go Wild
About Saving in April 2015. Your credit union can
join in the month long celebration by encouraging
youth to set up savings accounts and learn how to
manage money.
Traditionally, credit unions used one week in April
to celebrate National Credit Union Youth Week™, but
now the festivities will last all month. Youth Week has
now grown to “April is National Credit Union Youth
Month™.” Celebrate all month long or just a week.
By attracting younger members, you can lower
the age demographic of your credit union, while
increasing the loyalty of their parents. Official Youth
Month marketing resources, articles, and celebration
materials will be available in January.

T

he Federal Reserve Board recently published a new
report, based on its 2013 Survey of Young Workers,
that provides insight into numerous labor market topics, including the educational attainment, work experience, and expectations of adults aged
18 to 30.
In the Shadow of the Great Recession: Experiences and
Perspectives of Young Workers, takes an in-depth look
at the experiences and aspirations of young adults
entering the workforce. Despite a changing labor
market that is recovering slowly from the recession,
many young adults remain optimistic about their
job future. The survey found that 45 percent of
respondents are optimistic about future employment
opportunities compared to 21 percent who are
pessimistic, and 34 percent who are not sure.
Respondents with higher levels of education, work
experience, and job opportunities were more likely to
be optimistic about their job future than respondents
who lack such skills and experiences.
The survey results show that young workers are
responding to the labor market’s increasing demand
for postsecondary credentials and degrees. Thirtyseven percent of the respondents reported that they
have the level of education and training needed for
the type of job they would like to hold in the next five
years. The respondents’ confidence in their education
increased with each level of attainment. In addition,
nearly one-third of the total respondents are
currently enrolled in an education or training
program. Nonstudents who are interested in
additional education named financial considerations
as their top barriers to enrollment.
Despite the importance of education and work
experience, intangibles still play a role in the labor
market. According to the survey results, finding a
job is still heavily based on personal connections.
Respondents identified personal networks as a
primary source in their job search process.
The survey found that young workers value job
stability. When given the choice, respondents generally
preferred steady employment (67 percent) to higher
pay (30 percent). Jobs that are permanent and
full-time are associated with “careers” and upward
mobility, while opportunities associated with
part-time and temporary work are less clear.
Read full report.
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Register Now for CEO Summit,
January 18-21, Key West, FL
CEO Summit features leading experts on critical
topics including brand experience, innovation, and
the future of credit unions. Join us to discover new
approaches to strategic thinking and how to position
your credit union for opportunities ahead.
CEO Summit offers the opportunity to refresh and
recharge. Our daily agenda allows plenty of time to
network with fellow CEOs and enjoy the sunshine.
Westin Key West Resort & Marina is a premier
hotel located in Old Town Key West. Our group rate
is available until December 17. Early-bird conference
registration of just $649 has been extended until
November 28. Get details.

Training Scholarships
Want to offer training to your staff or volunteers
for little to no cost to your credit union? Both credit
union staff and volunteers can apply for scholarships
to attend trainings conducted by the Association.
Multiple scholarships are available for credit union
professionals to gain management skills at the 2015
Judge/Bradley Leadership School, August 9-13, 2015,
at the Penn Stater Conference Center Hotel in State
College. The week-long training offers a basic and
advanced track.
Further, scholarships are also offered to attend the
Association’s Connect 2015 (Annual Convention &
Expo) and 2015 Fall Leadership Conference.
Scholarship forms are posted on the Association’s
website, click here for an application. Deadline for
scholarship applications is December 31, 2014.
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Grow Membership Through Lending

1. A properly pre-screened mailing/email list:
Selecting the proper parameters for pre-screening
membership data takes experience. It’s easy to
make mistakes—such as not screening out your
credit union’s own auto loans—that will cost
the credit union money or result in too many
non-qualified members receiving letters.
2. An incentive: Consumers are bombarded with auto
loan offers with impressive-looking interest rates.
Make your offer stand out by offering something
useful: a gas card is typical. If you project that
your interest margin will be too thin to justify the
cost of an incentive, consider offering favorable
terms such as deferring the first payment for 60
or 90 days. Be sure any incentives comply with
limits or restrictions required by state or federal
regulations.
3. A strong, professional, legally compliant letter/
email: When creating the marketing piece, try to
be objective about your in-house copywriting and
design capabilities. The design and packaging need
to compete for a busy person’s attention, and the
text must make your offer compelling enough to
draw a response—these are jobs for experienced
direct-marketing pros. Keep in mind, however,
that your credit union is responsible for ensuring
that the language complies with regulations, so
choose a partner with credit union experience in
your state.
4. Service oriented cross-selling skills: The letter
itself is a springboard to conversation. Lending
staffs must be trained to engage members to learn
about the member’s financial situation, and find
additional credit union products and services that
meet their needs. Creating a stream of non-interest
income through warranties and payment protection products could help offset the cost of the
campaign.

A

s we move into the New Year, many signs point to
economic optimism among consumers and small
businesses, which is always great news for credit
unions. Although, as the past few years have taught
us all too well, that confidence can sometimes be
long-lasting and other times short-lived. Either way,
diversity will serve your loan portfolio—and your
entire credit union—well.

Merchant lending, or providing point-of-sale
financing through local retailers, is one effective way
to diversify your credit union’s loan portfolio. Arm
your business development specialists with a merchant
lending option as they are talking to local businesses.
A program with the help of CRIF Lending Solutions
has benefits to the merchant, your members, as well
as the credit union. With merchant lending services
from CRIF Select, credit unions can:
•

Offer convenient point-of-sale member
financing for products outside of automobiles
(home improvements, medical/dental
procedures, furniture, jewelry, etc.)

•

Increase loan volume while acquiring new
members

•

Develop deeper relationships with your SEGs
and other local small businesses in addition to
providing traditional business services

•

Build a pipeline of unsecured and secured loans

To start diversifying your loan portfolio, contact
your Association Account Executive.

Four Things That Improve Auto-Loan
Refinance Results

Track the “Halo Effect”
Each campaign should include a return-oninvestment analysis including refinance loans closed
for those on the mailing list, the average credit score
and loan balance for all respondents, and other
factors.
In addition, measure the halo effect, that is, all of
the products—not just auto loans—acquired by those
on the mailing list over the following six months. If
you consistently see a halo effect, it’s a good indication your campaign is running effectively.
If you have questions about lending solutions from
CUNA Mutual Group or the Association, contact
your Association Account Executive.

I

f your auto loan portfolio has been steadily
increasing along with the lending industry as a
whole, that’s great. But don’t be content.
Consumers are returning to car dealerships
(virtually and in person) and that means some will
end up with interest rates, loan terms, and warranties
or payment protection options that your credit union
can beat—if you can find these buyers and deliver an
effective message.
Auto loan refinancing programs can help you reach
these recent car buyers. However, your results can
vary a great deal based on these four factors:
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Credit Unions in the News

Events
Calendar

January 2015
18-21
CEO Summit
SPOJNIA Credit Union, Scranton, celebrated
its 40th Anniversary, on October 17. Pictured
at the celebration are: Secretary Joan
Scheuneman; Treasurer John Andrzejewski, III;
President Jan Cwikla; Mayor of Scranton
William Courtright; Vice-President Jacek
Grotnik; Manager Karen Rieder; and Director
John Ostroski, Jr.

Northampton Area School District
Employees Credit Union was recognized for its 75th Anniversary
at the October meeting of the
Lehigh Valley Chapter of Credit
Unions. Assocation Compliance
Consultant Denise Sickonic
presents the clock and a plaque
to Danny Diefenderfer (left) and
Thomas Schwartz.

TruMark Financial® Credit Union held a
ribbon-cutting ceremony to celebrate the
opening of its new branch on Bucks County
Community College’s campus on October 24.
TruMark Financial employees, officials, and
college representatives attended the ceremony
to commemorate the occasion.

Clearview FCU employees are
pictured celebrating Lee National
Denim Day on October 10.
Clearview has participed since
2000, and this year, Clearview
matched each employee’s donation to total $2,460. The donation match, $10 per employee,
was made in celebration of
Clearview’s 10th anniversary as
a community chartered credit
union.

Becky Braun, Internal
Auditor/Compliance Officer,
and Tara Houser, VP of
Marketing, work the First
Capital FCU table during
Leg Up Farm’s Fall Fest.
Leg Up Farm is a
non-profit therapy center
in York County for children
with disabilities and
developmental delays.

Pam Palotas (left), Marketing Director, Erie Community Credit
Union, receives the credit union’s First Place Award in the
small business category at the 26th Annual Bread Box Awards
Luncheon from Karen Seggi, Executive Director, Second
Harvest Food Bank. Erie Community Credit Union was
recognized for its Community Shred Event held to benefit the
Second Harvest’s BackPack Program.
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Visit www.pcua.org
or contact the
Association’s Education
Department for details
on education programs
and webinars.

