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PROBLEM DEFINITION 
 
A 2017 report from Prosperity Now indicates that 27 percent of Iowans do not have any 
savings.  This, coupled with a June 2018 United Way report, which found more than a third of Iowans 
cannot afford basic expenses like housing and transportation, confirm many Iowans are experiencing 
financial struggles.  As credit union members tend to manage their finances on a month by month 
basis, emergency or unexpected expenses can create significant hardships.  With so many 
individuals in need the opportunities to help a neighbor abounds. 
 
According to CNBC Business News and Finance, 62% of Americans are unable to cover unexpected 
expenses. These expenses can range from car accidents to medical bills to home repairs. 
 
How might we better assist our members with life’s unexpected expenses? 
 

INNOVATIVE SOLUTION 
 
The “Help Your Neighbor” program was designed with the “People Helping People” credit union 
philosophy in mind.  The goal of the program is to offer assistance to fellow members who experience 
financial hardship due to one of life’s unexpected expenses.   
 
The concept is that fellow members can donate dividends from their selected account or accounts to 
be placed in a fund which will be ultimately used to help other members.  The funds they donate will 
be combined with funds from other members to create a “Help Your Neighbor” fund.   
 
Fellow members experencing unexpected or emergency expenses, will be able to apply for 
assistance.  The applications will be reviewed and applicable funds will be dispersed to members in 
need.  The program will count on dividends as a funding source; however, we envision that a 
successful implementation will also have people or entities contributing additional funds in other 
ways.   
  



Iowa Innovation Group 2018 

Help Your Neighbor  Page 5 

PROTOTYPE 
 
We created two different forms for both members that would like to donate their dividends as well as 
those members who would like to apply for them. There’s a hard copy for those to apply who don’t 
have online access to be at the teller’s stations as well as the steps for the online banking process. 
The forms are below.  

  
 
We also created a mock online banking experience to demonstrate how we envision the experience 
to look for a member wanting to donate/apply with Help Your Neighbor. 
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TEST 
 
We came up with a series of questions to see how successful this program would be if credit unions 
offered it. We tested our prototype using an online survey. Each of us at our respective credit unions 
sent the survey through e-mail to credit union employees and members and/or had it posted on social 
media, which is where all of our responses came from.  
 
The most important question we needed answered was to find out if people would actually contribute 
and donate to such a program.  The graph below indicates strongly that people would in fact donate 
to such a program. 
 

 
 
It was also necessary to inquire as to how many people would apply for assistance; one reason being 
we had to be sure that people would feel comfortable asking for assistance and secondly we had to 
make sure the supply could meet the demand.  The graph below is proof that individuals would apply 
for assistance and the percentage is such that funds donated should meet the need of those applying 
for assistance. 
 

 
 
We also wanted to look at how this could impact the credit union; with new membership as well as 
membership retention.  The graphs below support the belief that people would be attracted to Help 
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Your Neighbor and would also likely refer the credit union to others if they offered a program like Help 
Your Neighbor. 
 

 
 

 

 
OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
 
The vision for this concept would involve integration with online banking to permit the “pop up” box to 
appear after an individual has signed into online banking. The “pop up” box would allow set up for 
donations or the ability to apply for assistance.  The vision for the “pop up” box is to have it appear 
each month; the CU’s online banking vendor would have to determine if that functionality exists. 
 
The goal of Help Your Neighbor is to have the donated dividends deposited to the donator’s account 
and subsequently withdrawn and transferred to a GL for use from those that need assistance.  
Support would be needed from the IT Department to develop and potentially automate the process 
through the core system. 
 
Forms would need to be created for in branch use to allow the same access to the program for the 
members as through the online banking channel.  The forms and online banking would need to have 
a disclaimer included; would be recommended to have counsel draft the disclaimer. 
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The CU would need to form a committee to review the applications that are received and it would be 
the credit union’s discretion to determine who should make up the committee; be it solely employees 
or employees and members.  
 
In order for the program to remain viable assistance would be needed from Marketing to promote the 
program through regular channels to encourage member participation. CU management may want to 
designate a staff member to be responsible for maintaining and monitoring the program.  
 

FINANCIAL CONSIDERATIONS AND PROFORMA 
 
We believe the cost to implement Help Your Neighbor is primarily going to be time.  It will take time to 
develop and launch the program to fit with your specific credit union. It will also take time for the 
committee to meet on an ongoing basis to review applications for assistance.  
 
We estimate the initial set up of the program would take an IT Department approximately 6-8 hours to 
create a “job” or automation that would be able to pull the dividends from accounts into the Help Your 
Neighbor Fund (general ledger). 
 
On an ongoing basis we estimate it would take the IT and Finance Departments approximately two 
hours per month to maintain the GL’s and the automation. 
 
We envision the committee meeting on a bi-weekly basis to review applications for approximately two 
hours.  This could fluctuate due to number of applications received.  
 
In regards to funds donated: when taking $0.08 as the average amount that people will donate times 
25% of the membership of the credit union this would equal the amount of dividends donated to the 
Help Your Neighbor Fund. An example would be Collins Community Credit Union which has 76,000 
members and if 25% of those members give $0.08 the amount of funds would total $1,520.00.  This 
is a conservative estimate as the amount of dividends donated per member may be more generous 
than our example implies. 
 
We have a $1,500 maximum gift amount initially but that can change depending on amount of funds 
and number of applications received. 
  
The time invested in the program will only benefit credit unions and their members and will be an 
effective way to live out the credit union philosophy of people  helping people. 

 
RESULTS, COMMENTS, AND NEXT STEPS 
 
Based on survey results and general feedback there is interest in the Help Your Neighbor concept. 
People have the desire to help other people and this idea would allow members to directly help other 
members in a convenient, confidential manner.  
 
This concept has the ability to create opportunity to gain new membership, give members the 
gratification that they are positively impacting their community, giving those in need of assistance 
hope as well as cast a positive spotlight on the credit union movement. 
 
The credit union has the ability to capitalize on this opportunity and truly live the mission of people 
helping people at little cost to the credit union. After the initial program is implemented we envision 
further developing the program to include: 
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• The ability for members to donate money, other than dividends, directly to the fund 

• Allow businesses the opportunity to donate funds and in return offer free advertising on the 
credit union signage outside the branches or some type of perk 

• Consider the credit union matching funds or a percentage of funds based on what is donated 
by membership 

 
Credit Unions have an opportunity to put their words “people helping people” into action by facilitating 
and launching the “Help Your Neighbor” program. 
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FORWARD TO THE FUTURA 
CONCEPT DOCUMENT 
 
 

CHISEL 
 
 
TEAM MEMBERS 
Jeremy Smith, Policy Works LLS 
Kaylyn Maher, Federal Credit Union 
Ryan Francis, North Star Community Credit Union 
Stephanie Ludovissy, Alliant Credit Union 
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PROBLEM DEFINITION 
 
Student loan debt continues to be a mystery that most American’s are having a hard time solving. In 
fact, there are 44 million borrowers that owe roughly $1.5 trillion in student loan debt. The sad thing is 
this number is not going down either. In the first quarter of 2018 we saw this number increase by $29 
billion1. This seeminly never ending problem is especially more of a burden for our younger members. 
In 2017, roughly 64% of the outstanding student loan debt was held by borrowers under the age of 
402.  
 
So how might we help members carrying long term student loan debt pay it off quicker and in a stress 
free way? That is the question that we have set out to solve. Once college is over, these members 
are thrown into their new careers as the whirlwind of the real world starts to begin. Student loan debt 
is just a tiny blip on their radar as they start their new jobs, settle in to a new residents, and begin to 
create a new environement for themselves. As they start to take their first steps down this new path, 
student loan debt is the last thing they want to worry or think about. With our innovation Chisel, that is 
exactly how we want the process to feel for the member.  
 
INNOVATIVE SOLUTION  
 
Confuious once said “The man who moves a mountain begins by carrying away all the small stones.” 
Chisel allows the member to take these small steps toward their financial freedom by automating the 
saving and payoff process. By automating this process, Chisel allows the member to make 
incremental steps by making additional payments toward their student debt. In return, the member is 
able to achieve financial freedom earlier than expected.  
 
Most folks spin their wheels when it comes to creating a game plan for eliminating their debt. They 
believe that they can only afford to make the minimum payments if they want to continue to live the 
life they are living. Chisel helps them find that little extra with out having to sacrifice their day-to-day. 
Chisel is an application that links to the member’s account and automatically rounds up each 
transaction the member makes. That rounded up amount is then transferred to a Chisel Shared 
Aaccount created by the credit union. Once that amount reaches a goal figure predetermined by the 
member, those extra funds will be applied in addition to the already schedule student loan payment 
for that month.  
 
Along the way the member is shown the progress toward their ultimate goal through the app in the 
forms of different charts and graphs. Chisel will also give the member the option to increase the 
amount of that extra payment.  
 
Once the member has conqured their student loans, the member can still use Chisel to start 
achieving their life goals through it’s automatinc saving. Whether that is saving for their house, or 
taking that European vacation they have always wanted.  

 
 
 

1 Source: As of 1Q 2018, Federal Reserve & New York Federal Reserve 
2 Source: Federal Reserve Bank Of New York Consumer Credit Panel / Equifax 
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PROTOTYPE  
 
Chisel is a stand alone application that is paired with a special Chisel account that is opened within 
the credit union. Once the account is opened, the member will download the app and link it to their 
online banking where they can start to set up the round up process. The idea behind Chisel was to 
gamify the savings and debt elimination process. Similar gamification applications that revolve around 
the saving process have shown that compared to the average account holder, users save 25 percent 
more3.  
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
3 Source: Federal Reserve Bank of Boston - The Gamification Effect: Using Fun to Build Financial Security 
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TEST 
 
We emailed our survey to our co-workers and members at each of our places of employment. It was 
also shared on social media for members, family and friends to take. We received 56 completed 
surveys. When we described the product and asked if this was something that they would use, 88% 
said yes. 54 out of 56 (96%) currently are using online/mobile baking through their financial institution 
and 88% are currently using bill pay. This is important information for us to know since CHISEL would 
be tied into members online/mobile banking. For those not currently using bill pay, we asked if 
CHISEL would motivate them and 50% said yes while the other half said “neither likely nor unlikely” 
motivate them. We feel that we are in a good place to move forward with developing CHISEL to 
enhance our members experience and focus on helping them pay off student loan debt quicker and in 
a stress-free way. 

 
OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS  
 
One of the bigger obstacles to overcome is likely to be the successful intergration of the application 
with the participating credit unions’ core processing system. This would require extra time to be spent 
while building the app to ensure it works correctly with the various core processing system credit 
unions may be using. Core integration will increase the cost of building the application. There are 
financial institutions currently offering save as you swipe programs that enable users to save the 
“spare change” from their debit and credit card transactions; so, we know the concept and technology 
already exists for that portion of our service. Chisel would differ in that it would have participating 
members set up a separate savings account to collect and accumulate the “spare change” from their 
debit card purchases. Once the member hits a certain threshold or balance, then their extra payment 
would be made through a bill pay like feature This doesn’t just help the member save, it also helps 
drive more transactions through the other credit union accounts. This helps create that top card 
awareness a lot of credit unions are looking for.  
 

FINANCIAL CONSIDERATIONS AND PROFORMA  
 
As we mentioned earlier, we know this concept is viable, as there are already financial insitutions 
utilizing save as you swipe accounts. Our concept seeks out members who are carrying student 
loans and offers them a product/service to help escape that burden a little quicker using the “spare 
change” from their debit card purchases. Members may be willing to pay a very small free for the 
service, but in all likelihood would be most interested in using the service if it were offered free of 
charge. The credit union’s participation in the service is unlikely to bring in a monetary gain. However, 
they may see value in offering the service as it could entice members to do more of their business 
with your institution. Also, as participants of this service are paying down their student loans, their 
financial situation may improve and put them in a place where they may be able to purchase a  home. 
If you have won a greater share of those members’ business, then they may be more likely to choose 
your institituion when applying for a mortgage. Extensive use of credit union products and services is 
a key indicatior of a “Star Credit Union”, as defined in the Filene report “Thriving Midsize and Small 
Credit Unions.” These star performers over a 5 year period saw assests grow by 111% ($10M-$35M 
asset group), 119%($35M-$50M asset group), and 148%($50M-$100M asset group).  
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RESULTS, COMMENTS, AND NEXT STEPS  
 
  
Most effected members are just looking for a place to start. They have an idea of their different 
options for releaving the burden, but most get overwhelmed by the process that they put making a 
decision on hold. That is where the credit union comes in. Chisel gives the credit union the 
opportunity to really partner with their members by helping them conqur a major obstacle in 
advancing their financial future. 
 
We’re looking for 20 seed investors to partner with us to bring this prototype into development. Each 
credit union would have the opportunity to implement a white labeled Chisel application that pairs with 
a designated Share Savings Account. This gives the credit union another option for building a 
stronger relationship with their current members, while at the same time creating another avenue for 
asset growth. 
 
Join with us by providing your credit union members a great resource for conquring their student loan 
debt and brighter financial future.  
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TEAM MEMBERS 
Lorna Kohn, North Star Community Credit Union 
WesleyKrenz, Community 1st Credit Union 
Deb Luce, 1st Gateway Credit Union 
Brenda Rodriguez, Members 1st Credit Union 
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PROBLEM DEFINITION 
 
Using financial institutions to conduct basic financial transactions is the first step towards integration 
of immigrant communities into the mainstream financial service system. Among Latin American 
immigrants a high proportion remains unbanked. In Iowa, there are nearly 150,000 immigrants 
(americanimmigrationcouncil.org). These immigrants are in the workforce but many are not turning to 
financial institutions for their financial needs. 
 
There are many reasons why immigrants are not turning to financial institutions for their financial 
needs, but the main reasons are language barrier and lack of documentation.  Although some 
financial institutions have begun to accept a broader range of documents, such as Individual 
Taxpayer Identification Number (ITIN), some immigrants still struggle to meet their own financial 
needs.  Some do not turn to these financial institutions, instead they use money services business 
that charge higher rates rather than banks or credit unions. 
 
Immigrants are a young and growing part of the population in cities and suburbs across the United 
States. Even though immigrants are often employed in low-wage jobs, and many immigrant 
households are living in poverty, immigrants still have a great need for financial services especially 
when it comes to cashing checks, paying bills, sending money abroad, and lending. Immigrants 
typically use alternative financial services providers to conduct their financial business. 
 
Accepting ITINs to opens accounts and offering loans could provide your credit union with a 
competitive advantage in your area, especially if your region is experiencing rapid growth of the 
Hispanic population. 

 

SOLUTION 
 
ITIN Lending is not a new concept. All credit unions in Iowa are allowed to lend money to people who 
have an ITIN instead of social security number. Most credit unions see it as too big of a risk for them 
to take on. What if we lend them money and they leave the country? What if their immigration status 
changes and we have to cover the cost of the remainder of the loan? 
 
These are valid. These are risks. Lending money to anyone is a risk, no matter their race or 
citizenship status.Lending to minorities doesn’t just support our credit unions people helping people 
philosophy, it makes good business sense. 
 
We have developed a program called the Opportunity Lending Program. This program is easily 
adapted into an Iowa Credit Union’s current lending process. We have already assessed the risks, 
and measured the rewards. Our program includes an easy to follow implementation guide and 
marketing materials to help make the community aware of your new service. We will include a 
brochure, poster, webpage, social media posts and a radio script all available for free download in 
English or Spanish (See Appendix B). These materials are also customizable to your individual credit 
union’s brand and rates. This program will eliminate the extra workload on your credit union launching 
a new initiative, while also providing financial opportunity to an underserved population – a goal 
directly in line with the mission of the credit union movement. 
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PROTOTYPE 

 
Implementation Guide 
Credit unions by and large need more visibility. The credit union world is large, but in many ways we 
are an invisible industry to a lot of people and businesses. The Hispanic population in our nation 
accounts for almost half of our population growth, with half of that population under the age of 30. 
This demographic is also the most financially untapped market in the United States. 
Without a program such as the Opportunity Lending Program, a countless number of immigrant 
families are going to rely on predatory alternatives like, Payday Loans, Checks into Cash, owner-to-
owner deals…etc. Not to mention that for our undocumented members, establishing an ITIN is the 
only option to achieve homeownership through most mainstream financial institutions. Not only will 
the Opportunity Lending Program benefit your bottom-line, it will create diversity within and outside of 
your organization, and the business case is clear on the positive effects of being more diverse within 
your organization.  The more diversity you have, the more innovative and profitable your credit union 
will be. This lending program will help your organization become more adept to reaching and serving 
completely new markets. The Opportunity Lending Program will help your credit union embrace 
diversity and continue to serve the underserved. We are people helping people. 
 
Implementation: 
It’s important to remember that the Opportunity Lending Program promotes diversity within your credit 
union. It might be necessary to bring in experts to talk to or any possible partners that can provide 
some training to address any possible unconscious bias within your organization. 
Any new product or program implementation starts at the top with leadership. Here are some 
questions to ask before starting to implement the Opportunity Lending Program: 
 

• What is your leadership’s strategic priority? 

• What vision is your leadership laying out for the future? 

• What barriers do you have both internal and external (demographics, possibly fear of 
implementing a new program, or addressing something you haven’t addressed before)? 

• When it comes to diversity, what does that mean for your credit union? 
 
Start with knowing and understanding the opportunities in your market. You’ll also need to 
understand the important demographic statistics within your market along with any cultural 
differences (a person coming from Mexico is different than someone coming from El Salvador). This 
will help dictate what you can do to start marketing ITIN lending. 
 
To obtain these statistics, you can use the US Census or do your own research online, or just start 
conversations; this will help spread that awareness to help ensure this program is the right fit for your 
credit union. However, being a credit union, getting out in the community and possibly hosting focus 
groups will build and promote trust to help market the Opportunity Lending Program. This shows you 
are making the extra effort and asking how your credit union can better serve your demographic. 
You’ll find out they are very willing to share. You can also find out information just by talking to your 
employees, your board members, or even employees families. 
 
From that point, most of what you need is already done! 1st Tri has put together brochures and 
posters for you to use as well. Please visit www.iowaopportunitylendingprogram.org to download 
these materials, and get more information on what ITIN lending can do for your credit union.  
  

http://www.iowaopportunitylendingprogram.org/
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TEST 
 
Survey results concluded the following: 
Of 88 credit unions belonging to the Iowa Credit Union League, 77 were polled. Of those 77, 29 
responded. 23 of those accept ITIN's for membership and 6 of them do not (see appendix A). 
 
A study done by Filene Research Institute piloted an ITIN Lending Program with 40 credit unions in 
the northwest United States. They found that 100 percent of the credit unions in the study would 
recommend other credit unions adapted an ITIN lending program. That is a strong statistic. They also 
found that the AVERAGE return on assets was 3.81 percent, compared to the credit unions system 
average of .75 percent in 2017 (filene.org). 

 
OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
 
Because of today’s ever-changing environment in our industry, this plan and call to action is designed 
to address the possibilities that could have a significant impact on your organizations bottom-
line.  The intent of the lending plan is not to be hazard specific but more operational specific for ITIN 
lending, as well as increasing membership.  1st Tri believes that there should be a structured and 
organized approach to planning for the use of ITIN’s in your organization. We also understand that 
there are credit unions that already have a plan in place to accept ITIN’s, or are in the process of 
planning to start a similar process. Our program would be easily adapted into a credit unions existing 
lending process. Our implementation guide gives credit unions a step-by-step approach to 
successfully implementing ITIN lending. If a credit union is interested in starting the Opportunity 
Lending Program they should reach out to our organization – or hopefully a partnering organization – 
to get access to the materials. They will be available for download in English or Spanish on a direct 
link from our website. In the future, we would like to continue developing strategic marketing 
communication materials to better spread the word of the financial needs of minorities. 
 

FINANCIAL CONSIDERATIONS AND PROFORMA 
 
Credit unions are built on the philosophy of people helping people. Our research shows that many of 
Iowa's credit unions accept ITIN's for membership. Statistics on the immigrant population shows 
significant need for these individuals to have access to financial lending for meeting growing demand. 
While the structure of our current immigration system is in question, the United States will also be 
home to millions of immigrants. They are here, they have jobs, they pay taxes, and they need access 
to financial resources. Financial security for people living in America means financial security for 
America. 
 
By investing in our program you are not only investing in a population of people who are directly 
contributing to our states, and countries, economy, you are investing in the future of our state.Upfront 
costs for the Opportunity Lending Program would be the responsibility of the indivual credit unions 
who decide to implement it. We are offering our marketing materials and implementation guide at no 
cost. How the credit union decides to push these marketing materials and the manpower in takes 
internally to sustain the program would be up to each credit unions management team.  
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RESULTS, COMMENTS, AND NEXT STEPS 
 
Our research tells us that there is a significant need to provide minority populations with sufficient 
financial resources that are currently lacking. While we can’t control what’s in store for the future of 
immigrants in our country, we can assume that the reality will aways be that they are here. We have 
enjoyed the opportunity to highlight this issue and tell their stories. The United States is a land of 
immigrants, whether they came here a thousand years ago, or  24 hours ago. It’s time we make a 
conscious effort to include them. 
 
We are asking for partners to help us spread the word by implementating the Opportunity Lending 
Program. With this program we will fill a need with an underserved population while also ensuring 
financial future for the credit union industry. This is an untapped market, and one that we can assume 
the banks aren’t willing to help. 
Join us. 
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APPENDIX 
 
A 
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B 
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PROBLEM DEFINITION 
 
The volume of in-branch transactions is decreasing, yet not all members are willing or able to satisfy 
all of their financial needs via the numerous online services being offered. 
 
Due to increasing personal demands, physical limitations, etc. some members find themselves 
unable to travel to a traditional branch.  In other walks of life, people have grown accustomed to 
businesses bringing products and services to the end-user (food trucks vs. restaurants, Uber vs. 
public transportation, StitchFix vs. brick and mortar clothing stores).  Why should financial institutions 
be any different? 
 
The credit union movement has always been about two things: promoting a sense of community 
through a financial cooperative and serving members of their communities who struggle to find 
financial assistance through traditional channels.   
 
How might we better serve members of our financial cooperatives who have limited access to a 
physical branch?  By offering a mobile branch, which can travel to a variety of more convenient 
locations, thus bringing our products and services to the people in the community we strive to help. 
 

 INNOVATIVE SOLUTION 

 
So, you may be asking yourselves isn’t this the purpose of online banking?  Online banking is great, 
and serves a multitude of purposes, but can online banking deliver personalized service to your 
member?  The kind of service that makes a member choose YOUR FINANCIAL over all the others 
available to them in the  marketplace? 
 
Our solution, CU2U, is a concept that will set credit unions apart from other financials by delivering 
personalized services to their members and communities in a way others in this market haven’t!   Our 
mobile branch on wheels concept will provide convenience while maintaining the human interaction 
that our membership desire. 
 
CU2U is a pairing of the old and the new.  It’s a complete branch with tellers, loan officers and all the 
technology needed to  make it work.  Nearly every service completed in a traditional branch can 
happen in a mobile branch.  And this branch can deliver much more than service.  Below is a list of 
the added benefits to a credit union with a mobile branch: 
 

• Capability to test new markets – if a location is not successful, just move to another 

• Provide a cost-effective method to service smaller markets and create a more visible 
presence in underserved/underbanked populatations 

• Provide immediate disaster recovery capabilities by utilizing the mobile unit in your disastery 
recovery plan 

• A full-service presence at special events for account drives and promotions 

• Target major employers and solicit new account on site 

• Instant recognition in a competitive market by having a rolling bill-board 
 
Worried about increased risk?  No need to be! The security systems utilized in the the mobile branch 
is the same as you’d see in a traditional branch.  Security that includes a dial up alarm system that 
communicates over cellular or land lines, door contacts, motion detectors, double squeeze hold up 
buttons and indoor and outdoor security cameras. And some extras too, like ignition locks, global 
positioning systems and armor protection to keep your money and most importantly, your staff safe! 
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PROTOTYPE 
 
IV Edition created a mock-up of what our mobile branch would look like which we are calling the 
“Standard Mobile Unit” in Exhibit A. Through research, we found a company out of Sanford, FL called 
MBF Industries, INC who engineers turnkey mobile bank branches. They completely customize their 
trucks and the units come equipped with generator power, cellular communication, full wraps and a 
security system - similar to what what would be found in a brick and mortar branch. MBF works with 
your marketing team to match the interiors to your branding in order to create an experience for 
members in the mobile branch that is relatable to a visit at a brick and mortar branch. MBF industries 
has basic (generic) floor plans and fully customizable options. We’ve included a small, medium, and 
large generic floor plan of MBF’s design in our appendix to outline a detaliled version of each turnkey 
unit.  
 
Exhibit A: The Standard Mobile Unit  

 
 
 
The Standard Mobile Unit depicts our most basic idea of the mobile concept. Our goal, regardless of 
the unit size/type is to be able to provide all of the same financial services a member can get from a 
brick and mortar location.  
 

TEST 
 
Team VI Edition engaged in one type of testing, a preliminary survey to gauge member interest in a 
mobile branch on wheels. 
 
Using various survey methods (verbal, survey monkey, Facebook, etc.). 134 adult consumers 
provided feedback about how convenient their local credit union is and if offering a mobile branch on 
wheels would encourage them to reconsider their membership. The results suggested that the 
majority of members believed their local credit union was conveniently located. However one theme 
emerged; members are not as loyal to their credit unions would be more likely to obtain membership 
at a  different credit union if they offered the convenience of a  mobile branch on wheels. Through 
further testing, team VI Edition found the following results. 
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• Members typically visit their local branch between one and three times per month. 

• Members would not necessarily visit their branch more if the mobile branch on wheels option 
were available to them.  

• The top three transaction types that members engage in involve check deposits, cash 
deposits, and cash withdrawals. 

• Members feel they would benefit from a mobile branch on wheels or know someone that 
would benefit from a mobile branch on wheels.  

 
Team VI Edition suggests that CU2U will deepen current member relationships as well as drive 
membership growth through this avenue of convenience.  

 
OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
 
In terms of staffing, depending on the size of the vehicle, the driver may need a CDL.  This would 
only be needed for the larger models as the CDL requirements are driven by a vehicle’s weight.  We 
would envision the vehicle being staffed by a driver and two employees, but in an ATM-only instance, 
where the rest of the vehicle is closed, only the driver would be required. 
 
Finally, in terms of implementation, there is also the issue of permits.  While the branch may be 
mobile, they will not be able to just park anywhere. Most areas limit vehicles like what we are 
proposing to specific locations. A list of where you can and cannot park should be available from the 
county clerk. You may also have to adhere to two-hour parking restrictions and pay for parking 
meters. 
 

FINANCIAL CONSIDERATIONS AND PROFORMA 
 
Credit unions gain members in two ways: by attracting new members and by limiting the number of 
lost members.  Member engagement is largely (inversely) correlated with attrition.  Said a different 
way, the more a credit union’s members are engaged, the less likely they are to seek financial 
services elsewhere.  The goal of CU2U is less about revenue generation and more about creating 
opportunities for underserved members to become more engaged in the cooperative. 
 
Naturally, however, startup cost will certainly come into play.  Below is a cost comparison between 
opening a new branch and investing in CU2U. 
 

Freestanding Branch Costs 

  Per Sq. Foot 
2,700 Sq ft 

location 
3,750 Sq ft 

location 
5,000 Sq ft 

location 

Low $350  $945,000  $1,312,500  $1,750,000  

Avg $570  $1,539,000  $2,137,500  $2,850,000  

High $700  $1,890,000  $2,625,000  $3,500,000  

 
Freestanding branches are often more costly than their inline counterparts.  In addition to being larger 
in size, there is an additional land cost, which depending on location will add anywhere between 
$300,000 and nearly $1 million in addition to the building costs above. 
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Inline Branch Costs 

  Per Sq. Foot 
1,800 Sq ft 

location 
2,100 Sq ft 

location 
2,500 Sq ft 

location 

Low $250  $450,000  $525,000  $625,000  

Avg $360  $648,000  $756,000  $900,000  

High $500  $900,000  $1,050,000  $1,250,000  

 
Inline branches provide a smaller, less-expensive alternative to building a freestanding branch. 
 

CU2U Costs 

27 ft Model $350,000  

40 ft Model $600,000  

 
Mobile branches provide yet an even less costly alternative for our cooperatives.  These models 
come “turn-key” ready, meaning the customization and infrastructure is complete at the time of 
delivery.  When comparing the smaller vehicle to the costs associated with an inline branch, mobile 
branches provide between a 23-72% cost savings.  Comparing the larger vehicle to a freestanding 
branch shifts these numbers to 37-83%, excluding land costs. 
 
Finally, there’s a difference in staffing requirements for these three optioins.  A typical freestanding 
branch will employe 5-8 employees upon opening.  For inline branches, this number shrinks to 3-5.  
CU2U would operate using between 1-3 employees. 
 

RESULTS, COMMENTS, AND NEXT STEPS 
 
The next step for us is determining which option best suits the need of those interested in CU2U. 
We’ve outlined 3 options, that we see as viable, below. 

 
Option 1: Standard Mobile Unit; financing options available through MBF industries. Each 
organization would assume the full financial responsible for the truck and could customize it to their 
liking. 
 
Option 2: Shared/Cooperative mobile unit; costs split between X amount of Credit Unions who will 
share the mobile branch. This mobile branch can have co-branding and be customizable or a generic 
unit for ease of sharing / accessibility.  
 
Option 3: Rentable unit, vehicle housed at an agreed upon location; costs split between all who are 
willing to donate and use. This option is ideal if the ICUL wanted to be the “owner”, for example. 
Those who are associated w/ the league will be able to rent the mobile unit under contract. This 
mobile branch will have options for branding; including: LED Screens w/ specific CU graphics, or 
magnetic areas for larger graphics to be applied and easily removed. 
 

We are asking for the Iowa Credit Union League and all Iowa Credit Unions to change the way they 
think about the Financial Industry. The world is changing and companies like Amazon and Uber are 
examples of how you can adapt to change and excel. Let’s be ahead of the curve and continue to 
exceed members expectations and definition of “service”. We have an opportunity to improve the 
quality of life in a large population of our members today, and even more in the future. Who wants to 
be the first Credit Union in the state to adopt this idea?
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ABOUT ICUL 
 
The Iowa Credit Union League (ICUL) is the non-profit trade association representing the interestsof 
Iowa’s state and federally chartered credit unions and their more than one million members. ICUL 
provides the following services to Iowa’s credit union industry: 
 

• Advocacy—ICUL lobbyists hike the hill each year to speak with legislators in Iowa and 
Washington D.C. about the importance of credit unions and to discuss different issues 
affecting the industry. The legislative department also coordinates fundraisers for the Credit 
Union Political Action Committee (CUPAC) and manages and organizes grassroots 
involvement programs. 
  

• Regulatory Compliance—Iowa credit unions are heavily regulated by the National Credit 
Union Administration and the Iowa Division of Credit Unions. In partnership with PolicyWorks, 
ICUL offers support and expertise to credit unions to help them understand and comply with 
these regulations. In addition, the regulatory department offers fee-based professional audit 
products that include 24/7 Compliance Support, Lending Audit Services, BSA Independent 
Tests, Regulatory Training and Website Compliance Audits. 
  

• Professional Development—ICUL holds numerous professional development seminars for 
Iowa credit unions each year. This includes the Iowa Credit Union Convention, ICUL’s largest 
event of the year. 
  

• Management Consultation—Experienced management consultants work with individual 
credit unions to help identify goals, challenges, and prepare for the future. The consultants 
have a strong credit union background, provide educated advice and personalized service. 
  

• Communications & Marketing—The communications team works to increase awareness 
about credit unions through media outreach efforts, social media and the member 
engagement plan. 

 
In addition, ICUL continues to focus on new business development and strategic alliances to help 
achieve our stratrgic direction and mitigate reliance on dues revenue. AMC, the holding company of 
the ICUL, is driven to improve the financial lives of consumers. AMC’s family of companies – 
Coopera, PolicyWorks, TMG Financial Services and the Iowa Credit Union Foundation – achieve this 
mission through unparalleled payment solutions, compliance, advocacy and emerging markets 
expertise for our clients and consumers. 
 
Find us on Facebook at www.Facebook.com/IowaCreditUnions and on Twitter 
at www.Twitter.com/ICUL. 
 
 

 

 
 

https://www.iowacreditunions.com/icul/advocacy/state-and-federal-issues
https://www.iowacreditunions.com/icul/compliance/compliance-overview
https://www.iowacreditunions.com/icul/education/events-calendar
https://www.iowacreditunions.com/icul/resources/member-services
https://www.iowacreditunions.com/icul/news/latest-news
http://www.facebook.com/IowaCreditUnions
http://www.twitter.com/ICUL
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ABOUT FILENE 
 
Filene Research Institute is an independent, consumer finance think and do tank. We are dedicated 
to scientific and thoughtful analysis about issues affecting the future of credit unions, retail banking, 
and cooperative finance. 
 
Deeply embedded in the credit union tradition is an ongoing search for better ways to understand and 
serve credit union members. Open inquiry, the free flow of ideas, and debate are essential parts of 
the true democratic process. Since 1989, through Filene, leading scholars and thinkers have 
analyzed managerial problems, public policy questions, and consumer needs for the benefit of the 
credit union system. We support research, innovation, and impact that enhance the well-being of 
consumers and assist credit unions and other financial cooperatives in adapting to rapidly changing 
economic, legal, and social environments. 
 
We’re governed by an administrative board made up of credit union CEOs, the CEOs of CUNA & 
Affiliates and CUNA Mutual Group, and the chairman of the American Association of Credit Union 
Leagues (AACUL). Our research priorities are determined by a national Research Council comprised 
of credit union CEOs and the president/CEO of the Credit Union Executives Society. 
 
We live by the famous words of our namesake, credit union and retail pioneer Edward A. Filene: 
“Progress is the constant replacing of the best there is with something still better.” Together, Filene 
and our thousands of supporters seek progress for credit unions by challenging the status quo, 
thinking differently, looking outside, asking and answering tough questions, and collaborating with 
like-minded organizations. 
 
Filene is a 501(c)(3) nonprofit organization. Nearly 1,000 members make our research, innovation, 
and impact programs possible. Learn more at filene.org. 
 
 

“Progress is the constant replacing of the best there is with something still better.” 
 
 

—Edward A. Filene 
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