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EXECUTIVE SUMMARY 
 
2017 marks the fifth year the Iowa Credit Union League’s Iowa Innovation Group. This 
program, which is extended as a benefit of affiliation with the League, offers the opportunity 
to credit union professionals in the State of Iowa to engage in a six-month experience aimed 
at benefiting Iowa credit unions and their members. 
 
In partnership with the Filene Research Institute, more than 85 credit union professionals 
have taken part of this program since its inception. This year, twenty individuals collaborated 
to develop and test five innovative concepts summarized in this report.  Each team 
presented the concepts at the September 2017 Iowa Credit Union Convention keynote 
session in Des Moines  during a seven-minute pitch: 
 

® LENDSAY is a voice recognition technology that empowers applicants to use their 
mobile device, Amazon Echo, or Google Home to apply for a credit union loan using 
a voice connection. The simple, intuitive nature of LENDSAY avoids redundancy, 
diminishes the chance of abandonment, and gives members instant gratification and 
a feeling of accomplishment. 
 

® Remoraty aims at helping Iowa join a number of States that allow remote 
notarizations. Using the latest audio and video technology, signers will appear in 
person before a notary and complete the notarization via webcam. Remotary is a 
white-labeled solution which will offer convenience to members and remote lending 
efficiencies for your credit union.   

 
® Growing Up facilitates inter-generational money conversations through an intuitive, 

online platform that helps parents teach their children vital financial education 
information. “My Allowance” feature allows parents to transfer funds to their children 
as they complete each Growing Up module, and opens the door for communication.   

 
® Earn with Starburst solves the credit union challenge of motivating employees in a 

way that is meaningful and that increases engagement. This mobile app solution 
allows managers and employees to centralize coaching discussions and share 
Stars, which can then be redeemed for various rewards. 

 
® CommUNITY unites the three local pillars of community, credit unions and small 

businesses by simplifying the process for small businesses that need support and 
funding. Built as a Credit Union Service Organization, CommUNITY Business loans 
are funded by member-funded CDs (offering a high rate of return). The loans are 
offered in partnership with Small Business Development Centers of Iowa, who will be 
available for small business financial counselling. 

	
The concept documents in this summary provide a description of the prototype that each 
team built, along with testing results, and ideas for next steps toward commercialization.  
Each prototype will require additional development and testing in order to be market ready. 
The Iowa Credit Union League will provide updates as these ideas continue to develop.  We 
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welcome your thoughts about how to take these ideas to market and invite you to share 
your interest in participating in continued prototype testing.  
  
Progress is essential to the success of our ecosystem. The Iowa Innovation Group program 
will continue to invest in innovation on behalf of and for the benefit of all credit unions in 
Iowa. In the words of Ed. Filene, “Progress is the constant replacing of the best there is with 
something still better.”   
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  Because your members deserve more than the way things used to be. 

LJ2K 
CONCEPT DOCUMENT 

LENDSAY 
TEAM MEMBERS 
Josh Murphy, Affinity Credit Union 
Kris Laufer, Affinity Credit Union 
Kelly Ruegnitz, Dupaco Credit Union 
Lindsey Ramos, IH Mississippi Valley Credit Union 
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PROBLEM DEFINITION 

How might we make applying for a loan easier? 

Many financial institutions have some portion of their account opening and loan application process 
online, but the reality is that it’s confusing, tedious, and a lot of work for members to complete.   

Many companies are clearly aware that having an engagement strategy is an important part of 
business, but so far very few have managed to put a reliable system in place. 

The online loan application process is purposely streamlined for the customer’s convenience, yet 
there is still a 10 to 15 minute, or longer, time investment involved. Approximately one-third of loan 
applicants complete the application without officially submitting for approval. 1 

There could be any number of reasons as to why applicants abandon the loan process after filling out 
the application: maybe dinner is ready, maybe the kids needed attention, perhaps the phone rang.  
What if it is a matter of cold feet, and the applicant just isn’t convinced that your product is the right 
solution?  

Per SaleCycle’s Remarketing Report, finance abandonment rates for new loan applications were an 
average of 79.3% for July, August and September 2016, higher than the overall average of 74.4% for 
all sectors.  In fact, the only sector with higher abandonment rates was travel, at 80.4%. Travel and 
finance have something in common though: forms are often longer and more complicated to 
complete than in retail.2 (Appendix A)  

In a recent webinar, Peter Wannemacher, Senior Analyst at Forrester, reports that abandon rates for 
online banking applications are at an all-time high of 97%.  This is huge, wasted opportunity 
considering that customers who attempt to complete an application are expressing interest in the 
Credit Union’s products and services. The problem is we often unwittingly require a lot of effort on the 
part of consumers to complete a digital transaction.  If fact, CEB research found that “making it easy”, 
or reducing effort, goes further towards building satisfaction and loyalty than the contention wisdom of 
delighted customers. 3  

1	"Info	Center	Categories."	Centrinex.	N.p.,	n.d.	Web.	07	Sept.	2017.	
2	Charlton,	Graham.	“Why	Do	People	Abandon	Financial	Applications	Online?”	SaleCycle	Blog,	14	Dec.	
2016,	blog.salecycle.com/strategies/people-abandon-financial-applications-online/	
3	“Measuring	and	Reducing	Friction	in	Account	Opening.”	The	Financial	Brand,	19	Jan.	2016,	
thefinancialbrand.com/56792/bank_account-opening-application-improvement-scoring/.	
2	Charlton,	Graham.	“Why	Do	People	Abandon	Financial	Applications	Online?”	SaleCycle	Blog,	14	Dec.	
2016,	blog.salecycle.com/strategies/people-abandon-financial-applications-online/	
3	“Measuring	and	Reducing	Friction	in	Account	Opening.”	The	Financial	Brand,	19	Jan.	2016,	
thefinancialbrand.com/56792/bank_account-opening-application-improvement-scoring/.	
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INNOVATIVE SOLUTION 
 
The loan application process has always been and remains a process that people fear and dread. 
 
As mentioned above, nearly 80% of all loan applications end in abandonment because the industry 
has failed to evolve.   During our research, we identified several key factors that contribute to 
abandonment rates among traditional online loan applications: asking too much personal information, 
confusing language that the member does not understand, and lengthy application forms. 
 
Last year, nearly 70 percent of smart phone owners in the U.S. used voice assistants, per the 2016 
Internet Trends Report, a popular annual overview by tech investor Mary Meeker. 4 (Appendix B)  
 
By utilizing the convenience of voice technology, LENDSAY provides a modern-day solution.  The 
key for LENDSAY is making the application process as simple and quick as possible.  
 
Voice recognition technology differentiates this application from others on the market today.  
LENDSAY will allow an applicant to use their mobile device to establish a voice connection to online 
banking. They will then provide responses to a series of questions that will allow the online banking 
platform to gather necessary information to start the application process.  The simple, intuitive nature 
of LENDSAY avoids redundancy, diminishes the chance of abandonment, and gives members 
instant gratification and a feeling of accomplishment.

																																																								
4	Shahani,	Aarti.	“Voice	Recognition	Software	Finally	Beats	Humans	At	Typing,	Study	Finds.”NPR,	NPR,	24	
Aug.	2016,	www.npr.org/sections/alltechconsidered/2016/08/24/491156218/voice-recognition-
software-finally-beats-humans-at-typing-study-finds.	
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PROTOTYPE 

Upon signing into online banking, LENDSAY provides members with an expedited application 
resource accessible by clicking on the microphone icon. Because the program is accessed through 
online banking, we can use single sign on technology (SSO) to pull all applicable member data into 
the application without having to ask them to repeat it. The member will have the opportunity to speak 
their desired loan request, much like asking Siri or Alexa a question through Apple and Amazon 
platforms.  

Sample LENDSAY transaction: 
1. Member: Lendsay, I need a loan.

LENDSAY: What type of loan do you need?

2. Member: I need money for a family vacation.
a. Based on the request, Lendsay would recommend best product option (auto, unsecured,

tapping home equity if available, etc…)

LENDSAY: I suggest we consider an unsecured loan. How much money do you need? 

3. Member: $5,000

LENDSAY: No problem, I see you have other people associated with your account. Would
you like to add a co-borrower? 

4. Member: No.

LENDSAY: I will submit a request for a $5,000 unsecured loan on your behalf. Does this
sound correct? 

5. Member: Yes

LENDSAY: Thank you – you will be contacted within the next business day.

LENDSAY graphics would be tailored to each individual credit union’s needs
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TEST 
 
 
While voice recognition technology exists today, LENDSAY is a hypothetical concept at this stage. 
Therefore, we were not able to perform actual product testing. We tested our problem statement and 
innovative solution by asking a cross-section of credit union members and employees, 40 total, if they 
would be interested in using voice recognition technology to apply for a loan.   
 
“Anything to make the process easier would be of interest to me. With a full-time job and kids 
at home, I just don’t have the time to mess with it.” – Jason, credit union member 
 
Jason’s comments echo the overall feedback from consumers that they would be excited to use this 
type of technology   Even though they must wait for a credit union representative to call them for final 
loan approval, having the ability to complete the loan application process and to receive confirmation 
that they submitted the application, gives members a sense of perceived accomplishment. LENDSAY 
is a practical way for members to cross an item off their “to-do” list. 
 
 
RESULTS, COMMENTS, AND NEXT STEPS 
Feedback received about the prototype provided helpful information about how consumers 
want to do business with credit unions.  People clearly want the ability to complete 
applications online, saving themselves the hassle of scheduling appointments and traveling 
to branches.  What separates LENDSAY apart from other voice assistant technology is the 
ability to sync to the credit union’s online banking platform -  in turn, creating a more secure, 
less labor-intensive solution when applying for a loan. 
 
Initial pilot testing metrics to be measured after implementing LENDSAY would include the 
following: 
 

• An increase in total applications received  
• A decrease in loan abandonment rate  
• A par level in the “look to book” or “pull through” percentages  

	
If this project moves forward, next steps will include partnering with technology companies to 
assist in practical development of talk-to-text technology, and further Single Sign On 
integration research with mobile banking and core processing platforms.  
 
A $60,000 monetary investment would be necessary to facilitate these needs.  
 
Invest in LENDSAY and lead the charge toward an easier loan application experience.
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Appendix A 
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F3 
CONCEPT DOCUMENT 

Remotary 
TEAM MEMBERS 
Cathy Davis, University of Iowa Community Credit Union 
Callie Hilgendorf, 1st Gateway Credit Union 
Ben Schwechel, Collins Community Credit Union 
Patrick Beaman, Co-Op Financial Services   

Remotary 
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PROBLEM DEFINITION 
 
How might we make notarization a remote service to our members, as well as the entire state of 
Iowa? 
 
In a credit union call center, we are always looking for ways to be self-sufficient. One process that 
has been impossible to complete in the Call Center is a Home Equity loan.  We were able to 
DocuSign all of the paper work to the member but we could now notarize the paper work 
electronically.  Therefore, members have had to travel to our branches in order to finalize the loan.   
 
Beyond home equity loans, Senior Members have a consistent need for notarized documents. Many 
of them are at nursing homes or homebound, and therefore are unable to come to a branch office 
when they have notarization needs.    
 
 
INNOVATIVE SOLUTION 
 
Remotary is a mobile application that brings notaries and signers together without the inconvenience 
of leaving their home or office.  Using the latest audio and video technology, signers will be able to 
personally appear before a notary and complete the notarization via webcam.   
 
Society has evolved in to a mobile dependent world.  People now expect to be able to perform a wide 
range of tasks such as order groceries, make appointments, request a ride, and complete financial 
transactions with their cellular phone.  Existing technology allows credit unions the ability to almost 
complete the mortgage process (from application to closing) electronically. The one exception is 
document notarization.  Remotary bridges that gap, allowing members to complete the entire 
mortgage process without ever traveling to a branch.   
 
Remotary is a credit union branded solution that will allow you to increase revenue and reduce wait 
time in your branch.  In-app payments allow you to generate notarization revenue on all types of 
documents. Video notarization will add a layer of security as every interaction will be recorded, and 
then can be viewed if there is a dispute.  Remotary will include an appointment scheduling service 
which will allow your notaries to perform their duties when their schedule permits.  Your staff can 
focus on the financial needs members visiting the branch, and then connect remotely during slower 
traffic times. 
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PROTOTYPE 
When we started our app prototype, we drew a few screens to show what we wanted the members to 
be able to access. We ultimately converted those drawings into a working app. The main features of 
the app include: a direct way to contact a notary, storage for your notarized documents, a mobile 
wallet for your ID, and the ability to make an appointment with a notary. With these options, the 
inconvenience of having a document notarized has become a whole lot easier! 
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TEST

Testing the prototype proved a little difficult.  We were able to share the app with friends and family by 
sending them an email link.  

Once the app was downloaded, testing reviews were consistent. Overall, all respondents thought the 
app was easy to use and appealing (Appendix A) 

• 75% of respondents have needed notary services in the past
• Almost 53% stated that remote notary services would be appealing
• 69% of respondents found the ability to remotely sign and store loan documents appealing

App security was the main concern. We explained our plan to implement the upcoming “Mobile ID” 
format that will be available in 2018, and also to use a type of PIN, or thumb print ID confirmation in 
the future.  

OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
Remotary is a completely white label solution.  With the purchase of Remotary, each credit union 
will be provided with an app customized to their branding scheme that will be loaded in to the Apple 
and Android app stores.  You will simply direct members to download the app on their mobile phone 
or tablet.   

Your staff will need to be equipped with a mobile device that includes Remotary and a webcam. 
With this simple configuration, your credit union will be on the way to remote notarization!  

FINANCIAL CONSIDERATIONS AND PROFORMA 
Based on our research, we estimate that Remotary will need an initial startup budget of $50,000 
(Appendix B) to create and launch the app.  This figure includes the salary of an application 
developer, hardware and software requirements, and web hosting of the app.  Remotary will charge 
each credit union a one-time startup fee of $2,000 to license and launch the app.  Each credit union 
will drive revenue from their investment from both the cost of individual notarizations as well as 
increased loan production.  
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RESULTS, COMMENTS, AND NEXT STEPS 
 
 
The app will soon be available on the App Store and the Play Store, so people will easily be able to 
download the app. 
 
Remotary needs your help.  Remote video notarization is currently legal in the states of Florida, 
Montana, and Virginia.  Additionally, Kentucky, Maryland, Minnesota, Nebraska, Oklahoma, and 
Texas are exploring new legislation for legalization in their states.  Webcam notarization has been 
endorsed by Fannie Mae, Freddie Mac, and Quicken Loans. According to the National Notary 
Association, in a joint letter (Appendix C), Fannie Mae and Freddie Mac wrote that they “strongly 
support” removing the barriers to electronic notarization, including “remote electronic notarization, 
whereby the requirement for the ‘personal appearance’ or the ‘presence’ of the signer is satisfied via 
a live audio and video connection.”(Lewis)  Recent advancements in legislation have pushed 
electronic notary services closer to legalization in Iowa.  Your voice is important.  Please sign our 
letter letting your representatives know this is an important issue for your financial institution.   
 
Financial backing will also be required to move this project from its prototype phase to a working 
application.  An App Developer will be hired to complete the required functionality of the product and 
staff will be needed for ongoing support.  Remotary will provide the infrastructure to store and 
product on demand all archived videos and documents. Once development is complete, Remotary 
will go to market as a white label solution capable of being branded and customized to each individual 
credit union.  Please consider supporting this offering and don’t be left behind in the digital 
movement.                   
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Appendix A 
 
 

 
 
 
 
 
 
 
Works Cited 



Iowa Innovation Group 2017 

Remotary
Page	16	



Iowa Innovation Group 2017	
	
	

Remotary   Page	17	

Appendix B 
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Appendix C
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Growing Up 
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Beth Baird, Linn Area Credit Union 
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PROBLEM DEFINITION 
 
Total household debt climbed to 12.58 trillion at the end of 2016. In the same year, household debt 
increased by $460 billion.i Eventually, financial institutions will have to address this issue, but how 
can we be effective without making proper education available for those whom we are trying to help?   
To address this problem, we need to start teaching financial literacy and education at a young age. 
Knowledge is power, and it appears that lack of knowledge is leading us to increasing debt and to 
more U.S. consumers finding themselves buried before they even realize what has happened. By 
learning financial education in steps, it will be easy to increase our power in the future. 
 
As if increasing debt is not concerning enough, we must also take into the consideration the fast- 
paced and busy lives that we all lead. Gone are the days of family dinners and staying connected with 
our young children and teenagers. Now we text, chat and message to relay important information. To 
prepare younger generations for the future, we must find a way to break the communications barrier 
and work as a team.  
 
How might we aid parents in teaching financial education through modern technology? 
 
 
INNOVATIVE SOLUTION 
 
Research indicates that 30-40 percent of U.S wealth inequality can be attributed to financial 
knowledge.ii While financial knowledge and practice is incorporated in our school curriculums, a lack 
of funding limits exposure and structure. Schools do not have the budget to offer a class structured 
around teaching today’s youth the importance of savings, interest rates, or future loan needs.   
 
A platform that is inviting and welcoming for users of all backgrounds will be important to success. To 
engage our audience, we created Growing Up, an app that will include a fun and functional way for 
parents to teach children the importance of saving. Growing Up will include the following features: 
games, quizzes, badges, points, educational modules, calendar and chat. Based on results from our 
survey, we determined that technology can be found in almost all homes, regardless of 
socioeconomic status. Therefore, Growing Up opens up communication lines that are currently 
underutilized or missing entirely. Parents will have assistance when teaching their children vital 
information for their future success. 
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PROTOTYPE 
 
Our prototype includes screen images of Growing Up. The overall look and feel is designed 
to welcome parents and children of all ages to explore and engage in an easy to navigate 
app. A feature that sets our app apart is the reloadable gift card option or the “My Allowance” 
module. Parents have the ability to help children with a budget by loading an amount onto the 
gift card for them to spend. Other modules that will keep users engaged include games, 
quizzes, badges for completion of modules, and a calendar so parents are able to set goals 
for their children.  
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TEST 
 
To test interest in and viability of Growing Up, we sent a survey to our friends, family, and 
peers via social media. We received responses from 109 people from a variety of age, life 
stages and educational backgrounds. Summary results of the survey are listed below. Please 
refer to Appendix A for details. 
 

• 73% of respondents talk to their children sometimes or often about financial literacy 
• 84% of respondents would be interested in an online/mobile app to help educate their 

kids about money 
• 72% of respondents indicate that their children use mobile apps to play games, 

music, or videos/movies today 
 
Survey respondents indicated that they have at least two devices in their home that enable 
access to the internet. We also learned that while people do not spend time talking to their 
children about financial literacy today, they desire to do this more in the future. Respondents 
use their devices for several reasons, and the top three are games, social media and videos 
or movies. 
 
OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
 
When implementing Growing Up, credit unions will need to consider white-label branding 
and marketing the app to members.   We recommend a regulatory and compliance review of 
issuing reloadable gift cards to children who sign up. Another option to consider will be 
choosing app features that best meet the needs of each credit union. A third opportunity to 
consider will be partnership with local schools who would in turn offer the app to students as 
part of the financial education curriculum.   
 
Credit Unions will want to be sure to train their staff on the benefits of parents allowing their 
children to sign up and utilize the app.  The more that staff encourages and promotes the use 
of the app, the more success a credit union will see in the launch.  A potential consideration 
will be to flag Growing Up users in the credit union’s core system so that staff is aware when 
members are actively using the app.   
 
 
FINANCIAL CONSIDERATIONS AND PROFORMA 
 
Growing Up will include Credit Union implementation costs such as branding, marketing 
materials, and training.  After the launch of the app, Credit Unions could expect return on 
investment through increased member loyalty, brand recognition starting at a younger age, as 
well as lower future risk by having more financially knowledgeable members.   
 
Ongoing costs will include an annual fee that supports software updates, relevant content, 
and security features. In our research, support costs varied significantly so we will need to 
conduct further research so that we can develop a firm annual fee structure.   
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RESULTS, COMMENTS, AND NEXT STEPS 
 
The next step for Growing Up will be to develop our prototype into a working app. Next, we 
plan to conduct additional testing by asking actual users to try the app so that we can gather 
feedback. We would look to gauge the ease of signing up, use of each Growing Up module, 
the frequency in which the app starts family conversations, and the overall feelings of the 
app. At this point we would also focus on feedback around the “My Allowance” module: do 
parents see value in this, would it be an option they would use and what would they change 
within this function?  
 
After we test it, we plan to launch Growing Up at credit unions, and to work with schools to 
grow awareness. This could take the form of town hall meetings, PTA presentations or simply 
informing parents in a school newsletter. With your partnership we ask that you help us raise 
the future generation of credit union members.   
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Appendix A 
1. What is the highest level of education you 
completed? Responses   
Did not complete high school 0 0.00% 
High School/GED 17 15.60% 
Some College 40 36.70% 
Bachelor's Degree 44 40.37% 
Master's Degree 5 4.59% 
Advanced Graduate work or Ph.D. 3 2.75% 
Total: 109 100.00% 

   
   2. How many children are in your family? Responses   
1 24 26.09% 
2 39 42.39% 
3 15 16.30% 
4 8 8.70% 
5 3 3.26% 
6 0 0.00% 
7+ 3 3.26% 
Total 92 100.00% 

   
   3. Please tell us the ages of all the children in 
your household. Check all that apply. Responses   
Under 1 7 4.49% 
1-4 23 14.74% 
5-7 14 8.97% 
8-10 22 14.10% 
11-13 24 15.38% 
14-17 26 16.67% 
18 and older 40 25.64% 
Total 156 100.00% 

   
   4. How often do you talk to your child(ren) 
about financial literacy? Responses   
Often 26 26.80% 
Sometimes 45 46.39% 
Rarely 11 11.34% 
Never 15 15.46% 
Total 97 100.00% 

   
   5. How interested would you be in an 
online/mobile education program to help 
your child(ren) save for future expenses? 

Responses 

  
Very interested 38 37.25% 
Somewhat interested 48 47.06% 
Not interested 16 15.69% 
Total 102 100.00% 
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   6. How many mobile devices do you have in 
your household? Responses   
1 6 5.50% 
2 18 16.51% 
3 17 15.60% 
4 23 21.10% 
5+ 45 41.28% 
Total 109 100.00% 

   
   7. What activities does your child(ren) 
access on your mobile devices? Check all 
that apply. Responses   
Games 48 24.62% 
Music 48 24.62% 
Videos/Movies 46 23.59% 
Not Applicable 17 8.72% 
Other 36 18.46% 

Social Media 24   
Email 1   
Texting 11   
Educational Sites from School 2   
Anything they want 2   
Maps 1   
Google 1   
Total 195   

 
 



Iowa Innovation Group 2017	

	
TYPE	THE	DOCUMENT	TITLE 2

7

	

Team Starburst 
CONCEPT DOCUMENT

Earn with Starburst
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Kristin Kuennen, Veridian Credit Union	
Jake Ward, RIA Federal Credit Union	
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PROBLEM DEFINITION 
 
How might we motivate and reward employees to keep them engaged and feeling valued to retain 
talent?  
 
Turnover rates in the credit union world have long been an issue that creates frustration within 
organizations and with members as they work with faces that continually change in the branch. 
credit union Human Resource Departments and Managers expressed difficulty keeping employees 
engaged, trouble with goal setting, and lack of incentives to keep high performance employees 
happy. Credit Unions are seeing increased competition and staff is leaving for higher paying jobs. 
According to R.I.A. Federal Credit Union’s Executive VP, the credit union loses 10-12% of their 
employees a year. This would put a mid size credit union of 100 employees losing up to 12 
employees a year. The cost to train these employees can cost the credit union about to $15,000 per 
employee.  
 
Staff retention challenges can be felt among staff across the credit union as managers continually 
look for qualified applicants to represent their credit union on the front lines, the face of our credit 
unions. Current credit unions incentive programs are outdated, lack appropriate incentives, and 
have minimal interaction / usage.  Out of 143 credit union employees who responded to our survey, 
over 46% feel neutral or dissatisfied with their current incentive program.  

 
 
 
 
 
 
 
 
 
 
 
 
 

INNOVATIVE SOLUTION 
 
What if you could have a tool to help increase employee engagement using  employee rewards and 
incentives? In order to understand how individuals are motivated differently, we conducted a survey 
of fellow credit union employees. Out of 500 individuals taking the survey, 29% said they are most 
motivated by Paid Time Off (PTO).. Yet, does your credit union offer PTO  as a reward?  
 
Below are the top 9 rewards that would motivate credit union staff. Let’s take a look at how Earn 
with Starburst will create a unique experience for each employee. 
 
Earn with Starburst is an app designed from  the concept of a rewards credit card. A rewards 
credit card gives the consumer what they want (self directed rewards) when they want it. According 
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to a study in 2015, 83% of Americans have a rewards credit card. Of those individuals with a 
rewards card, 90% are pleased with their rewards.  
 
Let’s take a look at our prototype and how it might work at your credit union. 
 
PROTOTYPE 
 
 
Earn with Starburst prototype is an app (also available as web program) that empowers employees 
to  customize rewards based on what motivates them individually. We envision Earn with Starburst 
as the main platform used across the credit union to track incentives/rewards, and to provide instant 
and continuous feedback/recognition, in addition to a coaching tool.  
 
Please see Appendix A for Screen Shots of Earn with Starburst 
 
Log in Screen:  
App-easy access via mobile phone using fingerprint authentication or traditional user 
name/password if preferred.   
Web Based- can be accessed via time card, so that staff  can view their Earn with Starburst 
rewards.  
 
Welcome Screen: Easy, one-click to where you want to go! 
 
New Today**: Encourages employee interaction with Starburst. It can be updated with quotes of 
the day, games related to finances or member service, quizzes, Starburst specials like Double Star 
Day. Stars can be earned by checking in and completing various activities in the app.  Notifications 
can also be configured to  pop up for phone or when logged in to the web based program.  
 
View My Stars: View current total reward, along with the breakdown of rewards and the  
employee’s progress toward the star goal that they set.   
 
Log Stars: Track/earn  stars from Cross-selling, volunteering, taking surveys and attending 
seminars.  
 
Send Stars: Sending stars is a great way for people throughout the credit union to recognize each 
other for service that goes s above and beyond what is expected, great member service recognized 
and member compliments that come in. Managers can send stars as well as employees to each 
other along with a note that explains why they are receiving stars!  
 
Redeem Stars: Ready to redeem what you have earned? A full listing of available rewards will 
display, as well as the goal that the employee set  for themselves. Employees can either  continue 
working towards the end goal, or they can  redeem a few stars for smaller prizes throughout the 
year, if they would prefer to do that.  
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     TEST 
 
To test our prototype, we developed a slide presentation (see appendix), which could be e-mailed to 
our peers in the Iowa Innovation Group, our co-workers in our respective credit unions, and 
especially the Human Resources Directors at each of our credit unions.   
 
The slide presentation provided detailed information about the background of our app and moved 
the potential user through the process, screen-by-screen, listing the functions and capabilities of 
each screen. After viewing the slide presentation, testers were asked to complete our survey.  
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To take things a step further, we wanted to find out what aspects of the app stuck out most to staff. 
Below are some of the top survey comments we received: 

● Looks easy to use 
● Opportunity to choose a reward that is important to me 
● You can set goals to achieve your optimal reward 
● Ability to motivate one another 
● Great flexibility 
● Customizable to each employee's needs/wants 
● Ability to track your progress 

 
Last, we asked employees to share what rewards would be most important to them. Below is a 
graph showing the top seven responses. How many of these do you typically offer as 
incentives/rewards at your credit union? 
 
OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
  
 
Employee engagement cannot be achieved overnight. While money and bonuses are motivating, 
they might not mean the same thing to every employee. Employee rewards aren’t and shouldn’t be 
one size fits all, yet they typically are.   By giving employees the opportunity to choose what rewards 
are meaningful to them, it will increase their Engagement with your organization. For example, being 
able to cash out PTO when needed might be the best fit for one employee, while another may find 
paying for daycare more rewarding.  This is precisely where Starburst can help. 
  
Starburst will be available as a web program (to use during working hours) in addition to an app that 
employees can access when they are aware from work (if the employee chooses to do so).  
 
Starburst will include both an employee interface in addition to a management interface.  
 
The system will sync to the credit union’s payroll software platform. This will help streamline the 
information that needs pushed into the app. Items that could be automatically uploaded from payroll 
may include: bonuses, volunteer hours, milestone incentives and any other incentive currently being 
paid through the payroll software. Managers and employees would be able to send stars as a way to 
acknowledge the contributions of their team/co-workers. 
 
Of the credit union employees that took our survey and viewed our prototype, over 84% said they 
would use this platform if it were implemented. Of those that said they wouldn’t use it, most shared 
concern over downloading a work related app to their personal phone. The app is optional because 
a web interface will also be in place.  
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FINANCIAL CONSIDERATIONS AND PROFORMA 
  
 
We estimate that the cost to develop and integrate Starburst will be approximately $50,000.  
 
Employee retention is a challenge for nearly every organization. Even the best leaders have a hard 
time keeping top talent. However, knowing that up to 52% of turnover happens within the first year 
of employment, it is vital to capture their engagement with your credit union from day one. The 
single most important way to keep your talent is to award and recognize them for the value they 
bring to your organization.  
 
A recent poll by Gallup 5 found that if an employee is offered a pay increase up to 20% more than 
what they are currently making, it would be enough to encourage them to move on. For disengaged 
employees, this number was as high as 54%, half of your new hires. When employees are actively 
engaged with your credit union, this number dropped down to 37%.  
 
Are you doing all you can to keep your new recruits in the door? We are confident that deploying a 
tool such as the Starburst app would be a positive step in the right direction for not only your new 
staff but your experienced employees as well. 
 
 
RESULTS, COMMENTS, AND NEXT STEPS 
 
Survey results and interactions with our credit union colleagues indicate there is a strong interest in 
having the ability to choose their own rewards. In the Amazon Prime world, things are more instant. 
Giving your employees the ability to self-direct their stars, and to choose a reward that is meaningful 
to them, will have a positive impact in your overall employee engagement.  
 
In order to move the Starburst app into development, we are looking for support from Iowa Credit 
Unions and the Iowa Credit Union League. We need approximately $50,000 to launch this app and 
feel that an annual contract fee for partners to use the app would more than cover the cost of 
investment.  
 
Reward tracking and execution will be key from an HR perspective. In order to comply with taxation 
laws in Iowa, all gifts/awards will need to run through the payroll system to properly track what an 
employee is receiving monetarily. Integration with the credit union's payroll system will be necessary 
to support automated tracking for the employee, manager and human resources.  
 
Overall we are very pleased about the interest from our peers about this idea. Why not give your 
employees the capability to choose an award that is special to them? It will help your engagement 
and your bottom line.  
 
Who is ready to get these stars burstin

																																																								
5	Rigoni, B. and Nelson, B. (2016, Jan 15) Retaining Employees, How much Does 
Money Matter? Retrieved from 
http://www.gallup.com/businessjournal/188399/retaining-employees-money-
matter.aspx?g_source=RETENTION&g_medium=topic&g_campaign=tiles  	
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Appendix - App prototype screens  
 
Log in Screen 
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Home Page 
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View Stars 
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Log Stars 
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Send Stars 
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Redeem Stars 
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PROBLEM DEFINITION 
 
 
 
Local businesses are vital to growth in smaller communities because they keep dollars in the local 
economy by recycling a much larger share of their revenue back into their local area.  For every $100 
spent at a local business, roughly $68 stays in the local economy. By comparison, the same amount 
spent at a large business only retains $43 for the local economy.iii In Iowa, small businesses 
employed about half of the state’s private workforce (637,837) in 2012. Firms with fewer than 100 
employees have the largest share of small business employment, at 34% of the private workforce 
combined.iv  
 
A significant share of locally owned businesses throughout Iowa are struggling to secure the financing 
they need to grow. The 2014 Independent Business Survey found that 42 percent of local businesses 
that needed a loan in the previous two years had been unable to obtain one v.  According to Amy 
Dutton, Regional Director from Small Business Development Center (SBDC), University of Northern 
Iowa, “Funding is the biggest problem for most of my clients. Many ask, ‘Why would I have to have 
money to borrow money?’ People don’t understand what it takes to qualify for a loan.” In first half of 
2017, Amy has worked with over 100 clients but only one has closed on a business loan. She advises 
that any tools to make funding easier are greatly needed.
 
 
Small businesses link neighbors in a web of economic and social relationships and contribute to local 
causes. Local business ownership ensures that important decisions are made by people who live in 
the community and who feel the impacts of those decisions. They play an important part in the 
workforce.  As more startups emerge and thrive in the marketplace, Credit Unions can play a bigger 
part in helping small businesses fund loans and in providing ongoing financial counseling to help 
those organizations ensure success.
 
Team Wildcard’s passion is to help communities support local businesses in true credit union “People 
Helping People” fashion. The problem we considered is “How might we increase access to credit for 
business owners trying to fund local business growth? 
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INNOVATIVE SOLUTION 
 
 
CommUNITY Business unites the three local pillars of community, credit unions and small 
businesses by simplifying the process for a small business to get support and funding. Business 
owners apply for a CommUNITY Business loan directly through a web service. It guides them through 
an application process designed to improve follow-through, and to make the applicant a more 
attractive loan candidate and equip them for future success.  
 
Key to our innovative solution is a strategic partnership with the Small Business Development 
Centers of Iowa (SBDC Iowa). The CommUNITY Business loan process integrates directly with 
SBDC Iowa’s existing expert small business counseling service. A SBDC Iowa counselor will help 
each business applicant establish and review a business plan and financials, both of which are 
required to complete the CommUNITY Business loan application. Continued small business 
development counseling is built into the loan structure, incentivizing the business to participate 
actively throughout the life of the loan.  
 
Each CommUNITY Business loan is serviced by a Credit Union Service Organization (CUSO) in the 
back office.  The CUSO construct will provide expertise and economy of scale required to offer credit 
unions across Iowa the ability to offer a white-labeled instance of the web service for their 
membership and community, while leveraging a statewide funding pool.  
 
Credit union members who are interested in supporting local business may choose to participate in 
CommUNITY Business loans. They will commit funds via variable interest Certificate of Deposit 
(CD) accounts for a minimum three-year term that will in turn be used to fund the loans. The funds 
are then invested by each participating credit union within the CUSO, who will write and service their 
own CommUNITY Business loans. Participating credit unions receive a 1.33% referral bounty for 
each loan written and are paid back a dividend on any return realized by the CUSO. The service 
agreement between the CUSO and the participating credit unions will be written so that this dividend 
is equitably disbursed among the original CD investors. In the end, when local businesses grow, so 
does the credit union member’s investment, because the CUSO will guarantee the original principal 
loan amount to the CD investor. 
 
The CommUNITY Business web service will seamlessly integrate all stakeholders into the small 
business’ success, whether providing tools for SBDC small business counselors or including a portal 
for credit union members to setup a CD investment at their local credit union. It will also feature 
backend portals that will allow participating credit unions to pull reports to monitor their CUSO 
investment, and to oversee the proper disbursement of any dividends paid. It will also enable CUSO 
underwriters to generate an application from the data captured in the SBDC counseling process. 
 
We believe that the integrated local support for businesses will strengthen local communities and the 
businesses themselves. CommUNITY Business loans unite the community and will benefit more 
than just the businesses that receive the funds. Building in and utilizing the SBDC for continued 
business counseling and development will further enhance the chance of success for all parties 
involved. 
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PROTOTYPE 
 
Our prototype begins with a concept map of the CUSO to show how it will function. 
 

 
 
 
Next, we built out initial portal interfaces for the CommUNITY Business Loans website for the 
borrower, for the member who contributes funds, for the SBDC, the CUSO and for each credit union 
that participates. Below is a sample of our website prototype. Participating credit unions can link to a 
custom branded CUSO site. The web portal itself will be hosted by the CUSO. Please see Appendix 
A for a more detailed description of what we have developed so far. 
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TEST 
 
First, we interviewed a variety of experts in the financial services industry to gather their thoughts and 
feedback about the CommUNITY Business model. We spoke with experts in commercial lending, 
underwriting, collections, and compliance.  In addition, we met with credit union industry leaders, and 
finally with a CUSO attorney. We also connected with the Regional Director at the University of 
Northern Iowa office of SBDC Iowa, Amy Dutton, to get more information on her experience in our 
target market. Dutton stated, “Many of the entrepreneurs we work with expressed significant interest 
in an easier way to access funding.”  
 
We interviewed lenders to get a better understanding of what they have seen among small and 
medium-sized businesses. We learned that credit union commercial lenders are often unable to make 
loans to our target market, due to current in-house policies. However, the lenders we spoke with were 
excited to learn that CommUNITY Business loans will include a counseling component.  
Overwhelming, their comments indicated that they believe CommUNITY Business loans will be 
extremely helpful in vetting applicants and in preparing small businesses for success.   
 
We researched information on Small Business Administration (SBA) lending to get a better 
understanding of other options that are available for entrepreneurs who want access to credit. We 
also studied websites that attempt to fill the small business funding niche (Lending Club, Prosper, 
Kiva, Kabbage, Kickstarter, GoFundMe, OnDeck, Fundation, Auxuda, Zopa, GrowthFountain, etc.) to 
understand how CommUNITY Business would be different.   
 
Team Wildcard sent out two surveys: one solicited direct feedback from potential small business 
startups, while the second survey gauged interest in allocating one’s own funds in to assist with loans 
for small local businesses.  
 
We received twenty-one responses from entrepreneurs specifically that support the CommUNITY 
Business innovative idea. Moving forward, we realize that expanding feedback from a larger 
respondent pool will be important. 

• It is interesting to note that almost 48 percent of respondents were between the ages of 25-
35. 

• 35% said they have been working on their business for more than two years. We hope to 
attract small business owners with experience. Along with their other responses, our idea 
appears desirable among them. 		

• 42% responded that access to funds is the biggest obstacle that prevents them growing their 
business. 

• 40% percent said that they have already tried to use a financial institution as a funding 
source.  

o Respondents offered a broad range of reasons for why they have been denied credit, 
including: bad credit, not enough collateral, a loan process that was too lengthy, loan 
requirements, and lack of knowledge about where to and how to get funds. 
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We also conducted a survey to measure consumer perceptions of the CommUNITY Business 
variable rate CD. We received 80 responses:  
 

• 91% of respondents reacted positively to the product idea. The average rating was a 6.23 on 
a 10-point scale: 5 indicated “something to think about” and a 10 indicated “great idea!”  

• 35% indicated a moderate to high likelihood of participating in our CD.  
• Among the wide range of survey participants, the most represented age group was 35-45. 

Many participants expressed excitement about helping small local businesses. One 
respondent going so far as write, “I love the idea of helping myself and helping the 
community!” 

.  
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OPERATIONAL AND IMPLEMENTATION CONSIDERATIONS 
 
 
Credit Unions who want to participate in business loan referrals to the CUSO will need to decide on 
several procedural components:  
 

• A mechanism to move funds through the CUSO 
• Backend reporting configuration settings for funds transfers 
• An agreement to standardize the current business checking account application  
• Marketing considerations: 

o Portal branding and solution positioning 
o How to handle community Public Relations  
o How to present CommUNITY Business loans as a “program” in each participating 

credit union  
• Settlement reporting to quantify how return interest gets deposited to participating members  
• Problem/question resolution between each Credit Union and the CUSO  
	

The CUSO will ultimately help and define a general implementation process. CommUNITY Business 
will make all these considerations as simple as possible.  
 
FINANCIAL CONSIDERATIONS AND PROFORMA 
 
 
The CommUNITY Business concept has potential value to a variety of stakeholders. It will allow 
business borrowers the ability to obtain a loan at a market interest rate.  These borrowers may not 
otherwise qualify for an SBA loan through a credit union or an alternate loan program. CommUNITY 
Business also mitigates traditional institutional barriers to startup funding, such as collateral or credit 
history requirements, leveraging the CD investment funding vehicle. Applicants can qualify for a 
business loan for up to $10,000 with a three-year term. Our proposed strategic partnership with 
SBDC Iowa small business counseling will integrate small business startup planning into the business 
loan application process, creating a strong vetting process while equipping potential applicants. 
Borrowers continue to qualify for incentive pricing (1% discount) as they continue to engage in SBDC 
small business counseling throughout the life of the loan. 
 
Credit Union members now have the opportunity to strengthen their community through investment in 
local business. We project that investment in CommUNITY Business has the potential to return 3% 
more interest than standard deposit products offered by many Iowa credit unions. As the CUSO loan 
portfolio performs, a dividend is paid out to each credit union to be distributed to among the 
participating CDs. The CUSO guarantees the principal funds of each CD deposit at the end of the 3- 
year term in order to minimize participation risk. 
 
Participating credit unions will reap the reputational benefits of giving back to the community and 
investing in local business. Credit unions will also receive about a 1.33% referral bounty each year 
over the life of the loan for any referred and approved applications. This allows credit unions to attract 
through applicant referrals new market segments (local entrepreneurs & new-to-credit Millennials) 
that are often underserved by credit union products. Furthermore, credit unions can retain these new 
business members by using CommUNITY Business products as an entry point to deepen product 
relationships by cross-selling more traditional credit union products as the business’s capital 
requirements mature over time. 
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We also performed financial analysis to test the viability of the CUSO concept. Please see Appendix 
B for details. Assumptions underpinning the models (based on our research) are included in the 
footnotes. 
 
We structured the loan with a three-year term, a 25% variable APR and $10,000 maximum loan 
amount. This will provide a healthy margin for the CUSO to cover costs inherent in loan setup, 
operation and servicing.  We anticipate a 20% default rate and 35% recovery rate across the loan 
portfolio over any given three-year period. Even with these conservative estimates, we still expect the 
CUSO to be profitable by year four. The CUSO takes steps to reduce lending risk on the front-end 
through the vetting process created with the strategic SBDC Iowa partnership, and on the back end 
by leveraging recovery expertise provided by the CUSO. 
 
 
RESULTS, COMMENTS, AND NEXT STEPS 
 
Our research points to a clear opportunity to simplify and enhance business lending for the 
entrepreneur and small business owner. It is critically important to support local business in order to 
make local communities stronger, and the CommUNITY Business CUSO addresses that need. The 
CUSO will also incorporate valuable education and counseling components, that to date are not 
available.  

Based on our research and our collective passion for serving local small businesses, we think a 
partnership with the SBDC makes sense for many reasons. The SBDC has fifteen centers across 
Iowa. that are connected and housed at universities and offer free service to any business looking for 
advice. They walk businesses through creating a business plan and financials, tell them how to 
maintain regulatory compliance, and provide counseling on broad topics including how to run a 
business, and how to talk/prepare for a lender. All services and support currently provided by SBDC 
will directly correlate to helping small businesses succeed and will provide those organizations with 
tools they need to pay back debts, such as a business and budget planning.  

Why choose CommUNITY Business when other options exist? Crowdfunding and other alternative 
financing vehicles offer similar valuable features, including convenient application and investment 
experiences, data integration and quick funding.  However, they do not obviate the need to address 
structural problems in our banking system that impede local business development. Community 
Business differentiates because it mitigates lending risks using an innovative CD investment vehicle.  
 
Crowdfunding portals are not permitted to provide investment advice or make recommendationsvi. A 
huge advantage to pitching to sophisticated investors is the amount and quality of feedback received. 
They can give advice not only on the business or product, but on the actual business model. Since 
crowdfunding typically involves peers and members of the community, feedback might lack the 
expertise needed to improve the small business modelvii. CommUNITY Business links together 
SBDC counseling expertise with credit union involvement to build a feedback loop into the application 
and loan lifecycles, both of which will help drive funding that keeps small, local businesses booming.  
 
In the short term, next steps for CUSO development will focus on refining the lending application 
algorithm/guidelines, as well as continuing to detail the back office structure for loan origination 
services and pooling of deposited funds. We will then further develop and complete the website 
portals for all stakeholders (CUSO lender, participating credit union, CD investor, SBDC small 
business counselor).   
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We want you to be as excited as we are and get involved! CommUNITY Business is seeking Credit 
Unions to:  

• Partner with us to design and launch a pilot of the program, so that we can verify the 
preliminary profitability analysis on the business loan product 

• Invest in legal expertise to write terms and conditions for borrowers and investors that will 
meet regulatory guidelines and financial obligations 

• Help draft a service contract between the CUSO servicing the product and credit unions 
offering the product. The contract will define the relationship and how returns will be 
distributed back to investors once the CUSO pays the credit union. In this way, the product 
will function in a fashion similar to a CD investment from an investor perspective 

• Build out a portal the can handle adjudication, business counseling and settlement between 
parties. 

• Integrate their business checking account application criteria with the CUSO's business loan 
application 

• Capitalize the CUSO with startup funding 
• Sit on a client advisory committee to review underwriting, collections and pricing criteria 

during the pilot phase 
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Appendix A – Detailed Web Portal Prototype 
 

 

A Landing Page will be setup by CommUNITY Business CUSO for 
Credit Unions offering a CommUNITY Business product.  
 
 

 

The Landing Page may be co-branded with participating credit union’s 
logo and linked to its main banking page 
 
“Borrow” hyperlinks to business borrower application process 
 
“Enroll” hyperlinks to CD enrollment process 
 
“Login” - Users may log in under following User Roles 

• Borrower – business borrower returning to complete 
application or check Borrower Dashboard 
• Directs to profile on Borrower dashboard if application 

complete 
• Community Member – CD investor returning to complete 

enrollment process or check profile on Community Member 
Dashboard 
• Directs to profile on Community Member dashboard if 

CD enrollment complete 
• SBDC Counselor - Links straight to Counselor Portal 

where counselor can manage cases and view attached 
documents 

• Lender - Links to CUSO underwriting work queues 
• Credit Union - Links to backend reporting portal for 

participating credit unions 
 

 

A portal for business borrowers which includes business application 
that pulls through to a borrower dashboard after loan approval. 

 

Feeds into borrower enrollment and application from hyperlink on main 
Landing Page 
 
Screen describes application process, including partnership between 
Credit Union, CommUNITY Business and SBDC Iowa. 
 
 

 

Borrower begins by enrolling in account. This information is used to 
create a borrower login for future web services, such as: 

• Continuing application at later date 
• Checking application progress 
• Uploading application documents 
• Scheduling appointment with a SBDC Counselor 



Iowa Innovation Group 2017 	
	
	
	

CommUNITY	 	 	 	  Page	49	

• Making payments on business loan 
• Viewing Bower Dashboard after loan approval and funding 

 

 

 
Fields collected in account enrollment process feed into existing SBDC 
Iowa web form to schedule a small business counseling appointment 

 

Screen includes hyperlink to read more about SBDC Iowa and the 
services it provides to Iowa small business startups. 
 
Also includes hyperlink with further details on how to qualify for and 
maintain incentive pricing on CommUNITY Business loan through 
participation in SBDC Iowa small business counseling. 

 

Back-end Application Programmer Interface (API) to Google Maps 
required for selection feature 
 
When business borrower clicks on local business development center, 
information captured in step 1 (Setup account) is fed into SBDC Iowa’s 
counseling enrollment form – This will require a backend API to SBDC 
Iowa’s counseling enrollment form 
https://iowasbdc.ecenterdirect.com/signup/  – with note that this is a 
Community Business applicant applying through ABC Credit Union. 
 

 

 
Requires API to scheduling service, such as Book Fresh. 
 
Or build out calendar feature which allows SBDC counselors to post 
their availability using this portal 
 
Business Borrower should receive automated email with iCal invitation, 
containing their assigned SBDC Iowa counselor’s contact information 
 
SBDC Counselor should receive iCal invitation with business 
borrower’s name, business name and link to case within Community 
Business Counselor portal 
 
Applicant will not be able to progress beyond this screen until SBDC 
counselor marks case as complete in Counselor portal 
 

 

Application will include information required in “Setup Account” stage – 
this will populate on the back end for a CUSO underwriter to review. 
 
SBDC counseling completed field will automatically be check-
marked when SBDC Iowa counselor marks case complete in 
Counselor Portal 
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Click “upload” to upload Financial Worksheets completed with an 
SBDC Counselor. 
 
SBDC Iowa Counselor may also upload through Counselor Portal if 
completed during appointment. 
 
SBDC Iowa Borrower may also download fillable PDF templates of 
these Financial Worksheets for completion. 
 

 

Borrower Portal will use this information to do a hard credit bureau pull 
on the business applicant  
 
Results will only be visible to CUSO underwriters to prove applicant 
has thin credit profile and look any derogatory history 
 
Business borrower is required to applying as a personal guarantor to a 
business line of credit 
 

 

Verify identity feature include optical character recognition (ORC) to 
pick up key data points from image captured for proof of identification.  
 
These data points (such as driver license number and expiration date) 
will need to be cross-referenced against secure database. This will 
likely require additional identity tools to be built into the backend. 
 
SSN, Date of Birth and Current Residence will be validated against 
credit report to create a reasonable belief of borrower identity 
  

 

Must acknowledge terms and conditions to receive funds. Terms and 
conditions should include: 

• Any servicing fees 
• Guidance on potential interest rates and credit line assignment 

min/max 
• Minimum requirements to apply 
• Statement of equal opportunity lending 
• Terms of debt collection and credit recovery 
• How loan application and repayment history will be reflected 

on credit bureau 
• Terms of repayment 

 

Business loan funds must be deposited into an approved checking 
account. 
 
This means borrower must setup a new business checking account 
with the credit union generating the referral to receive loan funds (if 
approved) 
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Applications will likely need to be manual review by a CUSO 
underwriter 
  
Note: It may be valuable to explore options to further automate 
decision process, such as integrating with Amazon Marketplace or 
PayPal Business API to leverage their Big Data utility. 
 
This would require the CUSO to create a data profile of the applicant 
for probability based lending. 
 
Business borrower will be able to log in and view the progress of the 
application through the decision process. As application moves queues 
a checkmark becomes visible to the borrower.  A description of 
application stage populates in the green bubble in the lower-left corner, 
along with any further instructions (such as: “We have questions on 
your application, please call 555-555-5555”). 
When it gets to the funding stage, the application fields are fed through 
to the referring credit union to apply for business checking account as 
part of process. 
 
“Funds Ready! Go your profile” appears in the green bubble in the 
lower left hand corner when application is fully approved and funded.  
 
Business Borrower will receive email or SMS updates funds are when 
available 
 
A web service automatically integrates information submitted in 
previous applications steps to complete a standardized application for 
a business checking account at the referring credit union.  
 
The web service pulls together the following application fields to submit 
to the referring credit union through their online business checking 
application.  These same fields a considered by CUSO underwriter in 
approving loan in CUSO Lender Portal 
 
Applicant Information displayed on backend 

• First Name 
• Last Name 
• Business Email 
• Business Phone 
• Current Residence 
• Length of residence 

  
Other Sources of Income 

• Employer 
• Title 
• Personal Annual Income 
• Length of time at current employer 

Business Information 
• Company Name 
• Business Type 
• Website 
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• Date Established 
• How long have you been in business? 
• Product or Service Description 

Counseling Incentive 
• Dates of SBDC Counseling Appointments 
• SBDC Counseling Location 
• SBDC Counseling completed? 
• Apply incentive rate? 

Loan Request Information 
• Requested Credit line 
• Purpose of the business loan? 

Attachments 
• Financial worksheets (attached) 
• Business Plan (attached) 

Proof of Identity 
• Driver’s license/birth certificate/passport image (attached) 
• Social security number 
• Date of Birth 

Business checking account 
• Financial institution 
• Account number 

 

This is the dashboard to which Business Borrowers will login in the 
future (after approved for loan).  
 
Populates the name of the company at the top of the screen – field 
captured in application process. 
 
Here Business Borrowers can check remaining balance, SBDC 
incentive rate discount, interest rate, current amount due, due date 
 
They can make a payment from the dashboard. This feature will 
prepopulate their new business checking account as a payment 
account, since application capture this field. 

 

The Community Member Portal will require further definition in the next 
iteration of this concept. 
 
It should include seamless enrollment process that allows credit union 
member to setup and fund a special CD-like investment vehicle. 
 
It should clearly communicate upfront the terms, conditions and risks in 
making such an investment and capture investor acknowledgement. 
 
The Community Member Portal should also include a dashboard 
feature that allows credit union members to view the high-level terms of 
their CD, as well as any return/dividend deposited within. 
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The SBDC Counselor Portal  will require further definition in the next 
iteration of the concept: 
 
It should include the following case management tools to allow SBDC 
counselors to easily log into the portal to counsel small business 
applicants: 

• Open cases tracking 
• Appointment scheduling 
• Post availability 
• Document upload progress monitoring 
• Ability to upload completed documents during a counseling 

appointment 
• Access to template library of documents required in both 

SBDC counseling and CommUnity Business application 
process 

• Case closures (which triggers incentive pricing and unlocks 
Borrower Dashboard) 

Documents produced by the completion of SBDC small business 
counseling will then be automatically integrates into application 
reviewed by CUSO underwriter 

 

The Credit Union Portal  will require further definition in the next 
iteration of the concept: 
 
Participating credit unions may log into this client portal to access 
backend B2B reporting, to include:  

• Fund pooling at CUSO 
• Loan portfolio performance across pools 
• Dividend disbursement to CD investor 

 

 

The CUSO Lender Portal will require further definition in the next 
iteration of the concept: 
 
CUSO Lenders will log in to adjudicate business applications that have 
cleared the SBDC small business counseling stage. 
 
This will include a Loan Approval Dashboard. 

 

Loan Approval Dashboard used by CUSO underwriters will mirror the 
visual interface provided to business borrowers monitoring the 
progress of their application.  
 
Underwriters may click on various stages of the loan decision process 
to access/work applications currently in that stage queue. 
 
Through this dashboard underwriters may request/review uploaded 
documentation or approve/fund/decline an application. 
 
The portal will pull data from across the application process to 
generate an “application” for the underwriter to review. This will include 
the available fields 
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Appendix B – CommUNITY Business CUSO Financials 
	

Pro Forma Balance Sheet 
 Year	

Interest	Income	
1	 2	 3	 4	 5	 6	 7	 8	 9	 10	

1	 Loan	Interest	 $	 982,560.46	 $					1,326,456.62	 $					1,790,716.44	 $					2,417,467.20	 $					3,263,580.72	 $					4,275,290.74	 $					5,429,619.24	 $					6,678,431.66	 $					7,947,333.68	 $					9,139,433.73	
2	 Investment	Interest	 4,500.00	 4,950.00	 5,445.00	 5,989.50	 6,588.45	 7,247.30	 7,972.02	 8,769.23	 9,646.15	 10,610.76	

 Total	Interest	Income	 987,060.46	 1,331,406.62	 1,796,161.44	 2,423,456.70	 3,270,169.17	 4,282,538.03	 5,437,591.26	 6,687,200.89	 7,956,979.83	 9,150,044.50	
	

3	
Interest	Expense	
Credit	Union	Origination	Fees	

	

46,704.67	

	

63,051.30	

	

85,119.26	

	

114,911.00	

	

155,129.85	

	

203,220.11	

	

258,089.53	

	

317,450.13	

	

377,765.65	

	

434,430.50	
4	 CD	Interest	Expense	 68,627.27	 92,646.81	 125,073.20	 168,848.82	 227,945.90	 298,609.13	 379,233.60	 466,457.33	 555,084.22	 638,346.86	
5	 Interest	on	Long	Term	Debt	 105,000.00	 100,821.56	 96,350.64	 91,566.75	 156,447.98	 148,185.28	 139,344.19	 129,884.23	 119,762.07	 108,931.35	

 Total	Interest	Expense	 220,331.94	 256,519.68	 306,543.10	 375,326.57	 539,523.74	 650,014.52	 776,667.33	 913,791.68	 1,052,611.94	 1,181,708.70	
 

Net	Interest	Income	 766,728.52	 1,074,886.94	 1,489,618.35	 2,048,130.13	 2,730,645.43	 3,632,523.51	 4,660,923.93	 5,773,409.20	 6,904,367.89	 7,968,335.79	
6	 Provision	for	Loan	Losses	 618,333.33	 834,750.00	 1,126,912.50	 1,521,331.88	 2,053,798.03	 2,690,475.42	 3,416,903.78	 4,202,791.66	 5,001,322.07	 5,751,520.38	

 Net	Interest	Income	after	PLL	 148,395.19	 240,136.94	 362,705.85	 526,798.26	 676,847.40	 942,048.09	 1,244,020.15	 1,570,617.55	 1,903,045.82	 2,216,815.41	

 Non-Interest	Income	           
7	 CD	Early	Withdrawal	Income	 5,000.00	 6,750.00	 9,112.50	 12,301.88	 16,607.53	 21,755.87	 27,629.95	 33,984.84	 40,441.96	 46,508.25	
8	 Loan	Origination	Income	 175,000.00	 61,250.00	 82,687.50	 430,565.63	 581,263.59	 761,455.31	 967,048.24	 1,189,469.34	 1,415,468.51	 1,627,788.79	
9	 Late	Payment	Income	 1,225.00	 1,653.75	 2,232.56	 3,013.96	 4,068.85	 5,492.94	 7,415.47	 10,010.88	 13,514.69	 18,244.84	

10	 Loan	Servicing	Income	 17,930.33	 24,205.94	 32,678.02	 44,115.33	 59,555.70	 80,400.19	 108,540.26	 146,529.35	 197,814.62	 267,049.73	
 Total	Non-Interest	Income	 194,155.33	 87,109.69	 117,598.09	 477,694.91	 644,888.13	 847,348.44	 1,083,003.97	 1,346,009.57	 1,626,797.82	 1,913,083.36	
 

Non-Interest	Expenses	
          

11	 Payroll,	Payroll	Taxes,	and	Benefits	 613,725.00	 625,999.50	 638,519.49	 651,289.88	 830,394.60	 1,016,402.99	 1,209,519.55	 1,409,954.22	 1,617,922.47	 1,833,645.47	
12	 Rent	 18,120.00	 18,482.40	 18,852.05	 19,229.09	 24,517.09	 30,008.92	 35,710.61	 41,628.37	 47,768.55	 54,137.69	
13	 Other	Operating	Expenses	 149,128.02	 166,322.83	 189,535.82	 220,873.36	 263,179.04	 313,764.54	 371,480.96	 433,921.58	 497,366.68	 556,971.69	
14	 Amortization	and	Depreciation	 76,190.48	 76,190.48	 76,190.48	 83,333.33	 83,333.33	 98,809.52	 98,809.52	 66,666.67	 66,666.67	 77,380.95	

 Total	Non-Interest	Expenses	 857,163.50	 886,995.21	 923,097.84	 974,725.66	 1,201,424.05	 1,458,985.96	 1,715,520.65	 1,952,170.84	 2,229,724.37	 2,522,135.80	
            

 Net	Income	(Loss)	 $	 (514,612.98)	 $	 (559,748.57)	 $	 (442,793.91)	 $	 29,767.51	 $	 120,311.48	 $	 330,410.56	 $	 611,503.47	 $	 964,456.28	 $					1,300,119.27	 $					1,607,762.97	

 
1. Cash and cash equivalents are backed into using the statement of cash flows. 

 

2. Loans receivable is calculated assuming a starting balance of $3,500,000 growing by 35.00% in the first five years, with growth tapering down to 15.00% by year 10. Comparatively, in Lending Club's first 
full year (2008) they issued $14,390,275 in loans. From Q1 2011 to Q1 2017, Lending Club's outstanding loan balance has grown by an average of 126.23%. 

 
3. Provisions for loan loss is calculated assuming 20.00% of outstanding loans default over the course of their life, while taking into consideration the annual growth of the outstanding loans. Comparatively, 
Lending Club offers two different loan terms,   36 months and 60 months. Lending Club's chargeoff rate from Q1 2015 to Q2 2017 is 13.85% and a longer look back from Q1 2011 to Q2 2017 shows a chargeoff 
rate of 16.06% 

 
4. Investments are assumed to start at $150,000 and the CUSO will continuously invest an additional 10.00% year over year 

 
5. Fixed assets are estimated to be $300,000 of equipment purchased at the end of year one with continual purchases starting in year four. Fixed assets are estimated to have no salvage value and a useful life of 

7 years 
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6. Net intangible assets are estimated to be $400,000.00 in software developed for internal use, capitalizing only the costs incurred in the application development stage. Assuming the CUSO incurs costs at 
year one with a substantial improvement in year 6. Intangible assets are estimated to have a finite useful life and are correspondingly amortized over 12 years. 

 
7. Accounts payable are estimated to be 1 month of payroll, payroll taxes, and benefits plus other operating expenses accrued in the current year 

 
8. Origination interest payable is calculated by accruing 1 month of credit union origination fees of 1.33% of the outstanding loans receivable 

 

9. CD interest payable is estimated to be the current year's CD deposit balance times the estimated average CD interest payment, 3.43%, plus the prior year's CD deposit balance times the estimated average 
CD interest payment, less 2 years prior's CD deposit balance times the estimated average CD interest payment. 

 
10. CD deposits are calculated assuming a starting balance of $2,000,000 in initial CD investment, growing at 35.00% for the first five years, with growth tapering down to 15.00% by year 10, accruing an average 

interest rate of 3.43% over 10 years. 
 

11. Long term debt assumes an initial loan of $1,500,000 in year one with an addition loan of $1,000,000 taken out in year four. Loan terms are estimated to be 7.00% interest, payable over 15 years 
 

12. Common stock is estimated to be the initial CUSO investment of $2,500,000 provided by credit union investors, with additional investments of $500,000 and $1,000,000 occurring in years 4 and 6, respectively 
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Pro Forma Income Statement 
 Year	

Interest	Income	
1	 2	 3	 4	 5	 6	 7	 8	 9	 10	

1	 Loan	Interest	 $	 982,560.46	 $					1,326,456.62	 $					1,790,716.44	 $					2,417,467.20	 $					3,263,580.72	 $					4,275,290.74	 $					5,429,619.24	 $					6,678,431.66	 $					7,947,333.68	 $					9,139,433.73	
2	 Investment	Interest	 4,500.00	 4,950.00	 5,445.00	 5,989.50	 6,588.45	 7,247.30	 7,972.02	 8,769.23	 9,646.15	 10,610.76	

 Total	Interest	Income	 987,060.46	 1,331,406.62	 1,796,161.44	 2,423,456.70	 3,270,169.17	 4,282,538.03	 5,437,591.26	 6,687,200.89	 7,956,979.83	 9,150,044.50	
	

3	
Interest	Expense	
Credit	Union	Origination	Fees	

	

46,704.67	

	

63,051.30	

	

85,119.26	

	

114,911.00	

	

155,129.85	

	

203,220.11	

	

258,089.53	

	

317,450.13	

	

377,765.65	

	

434,430.50	
4	 CD	Interest	Expense	 68,627.27	 92,646.81	 125,073.20	 168,848.82	 227,945.90	 298,609.13	 379,233.60	 466,457.33	 555,084.22	 638,346.86	
5	 Interest	on	Long	Term	Debt	 105,000.00	 100,821.56	 96,350.64	 91,566.75	 156,447.98	 148,185.28	 139,344.19	 129,884.23	 119,762.07	 108,931.35	

 Total	Interest	Expense	 220,331.94	 256,519.68	 306,543.10	 375,326.57	 539,523.74	 650,014.52	 776,667.33	 913,791.68	 1,052,611.94	 1,181,708.70	
 

Net	Interest	Income	 766,728.52	 1,074,886.94	 1,489,618.35	 2,048,130.13	 2,730,645.43	 3,632,523.51	 4,660,923.93	 5,773,409.20	 6,904,367.89	 7,968,335.79	
6	 Provision	for	Loan	Losses	 618,333.33	 834,750.00	 1,126,912.50	 1,521,331.88	 2,053,798.03	 2,690,475.42	 3,416,903.78	 4,202,791.66	 5,001,322.07	 5,751,520.38	

 Net	Interest	Income	after	PLL	 148,395.19	 240,136.94	 362,705.85	 526,798.26	 676,847.40	 942,048.09	 1,244,020.15	 1,570,617.55	 1,903,045.82	 2,216,815.41	

 Non-Interest	Income	           
7	 CD	Early	Withdrawal	Income	 5,000.00	 6,750.00	 9,112.50	 12,301.88	 16,607.53	 21,755.87	 27,629.95	 33,984.84	 40,441.96	 46,508.25	
8	 Loan	Origination	Income	 175,000.00	 61,250.00	 82,687.50	 430,565.63	 581,263.59	 761,455.31	 967,048.24	 1,189,469.34	 1,415,468.51	 1,627,788.79	
9	 Late	Payment	Income	 1,225.00	 1,653.75	 2,232.56	 3,013.96	 4,068.85	 5,492.94	 7,415.47	 10,010.88	 13,514.69	 18,244.84	

10	 Loan	Servicing	Income	 17,930.33	 24,205.94	 32,678.02	 44,115.33	 59,555.70	 80,400.19	 108,540.26	 146,529.35	 197,814.62	 267,049.73	
 Total	Non-Interest	Income	 194,155.33	 87,109.69	 117,598.09	 477,694.91	 644,888.13	 847,348.44	 1,083,003.97	 1,346,009.57	 1,626,797.82	 1,913,083.36	
 

Non-Interest	Expenses	
          

11	 Payroll,	Payroll	Taxes,	and	Benefits	 613,725.00	 625,999.50	 638,519.49	 651,289.88	 830,394.60	 1,016,402.99	 1,209,519.55	 1,409,954.22	 1,617,922.47	 1,833,645.47	
12	 Rent	 18,120.00	 18,482.40	 18,852.05	 19,229.09	 24,517.09	 30,008.92	 35,710.61	 41,628.37	 47,768.55	 54,137.69	
13	 Other	Operating	Expenses	 149,128.02	 166,322.83	 189,535.82	 220,873.36	 263,179.04	 313,764.54	 371,480.96	 433,921.58	 497,366.68	 556,971.69	
14	 Amortization	and	Depreciation	 76,190.48	 76,190.48	 76,190.48	 83,333.33	 83,333.33	 98,809.52	 98,809.52	 66,666.67	 66,666.67	 77,380.95	

 Total	Non-Interst	Expenses	 857,163.50	 886,995.21	 923,097.84	 974,725.66	 1,201,424.05	 1,458,985.96	 1,715,520.65	 1,952,170.84	 2,229,724.37	 2,522,135.80	
            

 Net	Income	(Loss)	 $	 (514,612.98)	 $	 (559,748.57)	 $	 (442,793.91)	 $	 29,767.51	 $	 120,311.48	 $	 330,410.56	 $	 611,503.47	 $	 964,456.28	 $					1,300,119.27	 $					1,607,762.97	

1. Loan interest is calculated assuming a starting balance of $3,500,000 in loans receivable, with an average interest rate of 25.00%, compounded monthly at 28.07%, growing by 35.00% in the first five years, with growth tapering down to 
15.00% at the end of year 10. Comparatively, in Lending Club's first full year (2008) they issued $14,390,275 in loans. Today, Q1 and Q2 2017, the lowest graded loans have average interest rates of: E 24.46%, F 29.61%, and G 30.88%. 
From Q1 2011 to Q1 2017, Lending Club's outstanding loan balance has grown by an average of 126.23%. 

2. Investment interest is calculated assuming cash is invested in short term treasury bills averaging a 3.00% interest rate over 10 years. 

3. Credit union origination fees are given to credit unions for referring small businesses to us. These fees are dependent on the performance of the referred loans with an expected APR of 1.33% earning a maximum of 1.75%. Calculated 
by multiplying the origination fee times the outstanding loan balance. 

4. CD interest expense is calculated assuming a starting balance of $2,000,000 in initial CD investment, growing at 35.00% for the first five years, with growth tapering down to 15.00% at the end of year 10, accruing an expected APR of 
3.43% with the potential to earn up to 4.50% annually. 

5. Interest on long term debt is calculated assuming an initial loan of $1,500,000 with an addition loan of $1,000,000 taken out in year four. Loan terms are estimated to be 7.00% interest, payable over 15 years. 

6. Provision for loan losses is calculated assuming a default rate of 20.00% over three years, with collections amounting to 35.00% of the amount of defaulted loans. Comparatively, Lending Club's chargeoff rate for the most 
recent year of completed loans, loans issued from Q3 2013 to Q2 2014, is 19.90% and a longer look back from Q1 2007 to Q2 2015 shows a chargeoff rate of 20.00% 

7. CD early withdrawal income is calculated assuming 5.00% of the CDs will be withdrawn early, accruing a penalty of 5.00% of the total withdrawn amount. 

8. Loan origination income in calculated assuming fees of 5.00% of the loan amount taken out. Comparatively, Lending Club charges an origination fee of between 0.99% - 6.99% of the loan balance. 

9. Late payment income is calculated assuming 5.00% of the loans pay late, accruing a penalty of $35. 

10. Loan servicing income is calculated assuming a 1.00% fee charged on payments. Comparatively, Lending Club charges a fee of 1% of the payment due. 

11. Payroll, payroll taxes, and benefits is calculated assuming that 12 employees will start in year one, growing to 30 by year 10. Payrolls were estimated using current market rates for employees with added compensation coming from 
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the Bureau for Labor Statistics, amounting to an additional 4.00% of total payroll going towards retirement benefits and 7.60% of total payroll going towards health insurance. The remaining taxes are calculated based on current payroll 
tax rates and a yearly cost of 

12. Rent is calculated based on a CoreNet Global study showing US offices average 151 square feet per employee, and the average rent per square foot of office space in Des Moines, Iowa is approximately $10.00. Also, assuming rent 
will grow by 2.00% per year. 

13. Other operating expenses are calculated based on the estimate that 5.00% of interest income would go towards variable expenses. Additionally, it is estimated that $100,000.00 yearly would be more fixed in nature and would 
be included in operating expenses as well. 

14. The amortization and depreciation estimate is based on $700,000 in assets completed at the end of year one, broken down into $300,000 in equipment and $400,000 in intangible assets. Equipment is depreciated over 7 years and 
intangible assets are amortized over 12 years. 

 
Pro Forma Statement of Cash Flows 

 Year	
Cash	Flows	from	Operating	Activities	

1	 2	 3	 4	 5	 6	 7	 8	 9	 10	

 Net	Income	(Loss)	 $	 (514,612.98)	 $	 (559,748.57)			$	 (442,793.91)			$	 29,767.51	 $	 120,311.48				 $	 330,410.56	 $	 611,503.47				 $	 964,456.28				$	 1,300,119.27	 $					1,607,762.97	
 Amortization	and	Depreciation	 76,190.48	 76,190.48	 76,190.48	 83,333.33	 83,333.33	 98,809.52	 98,809.52	 66,666.67	 66,666.67	 77,380.95	
 Change	in	PLL	 548,333.33	 191,916.67	 259,087.50	 349,768.13	 472,186.97	 564,600.70	 644,191.19	 696,919.43	 708,130.74	 665,270.20	
 Change	in	Accounts	Payable	 63,571.09	 2,455.78	 2,977.75	 3,675.66	 18,450.87	 19,716.16	 20,902.75	 21,906.27	 22,617.78	 22,944.00	
 Change	in	Origination	Interest	Payable	 3,892.06	 1,362.22	 1,839.00	 2,482.65	 3,351.57	 4,007.52	 4,572.45	 4,946.72	 5,026.29	 4,722.07	
 Change	in	CD	Interest	Payable	 68,627.27	 92,646.81	 56,445.93	 76,202.00	 102,872.71	 129,760.32	 151,287.70	 167,848.19	 175,850.62	 171,889.53	
 Net	Cash	Provided	(Used)	by	Operating	Activities	 246,001.24	 (195,176.62)	 (46,253.26)	 545,229.28	 800,506.92	 1,147,304.79	 1,531,267.08	 1,922,743.56	 2,278,411.37	 2,549,969.72	
	

	
1	

	
Cash	Flows	from	Investing	Activities	
Net	Increase	in	Loans	Outstanding	

	

	
(3,500,000.00)	

	

	
(1,225,000.00)	

	

	
(1,653,750.00)	

	

	
(2,232,562.50)	

	

	
(3,013,959.38)	

	

	
(3,603,834.28)	

	

	
(4,111,858.66)	

	

	
(4,448,421.91)	

	

	
(4,519,983.48)	

	

	
(4,246,405.53)	

2	 Purchases	of	Equipment	 (300,000.00)	 -	 -	 (50,000.00)	 -	 (50,000.00)	 -	 (75,000.00)	 -	 (75,000.00)	
3	 Purchases	of	Intangible	Assets	 (400,000.00)	 -	 -	 -	 -	 (100,000.00)	 -	 -	 -	 -	
4	 Purchases		of	Investments	 (150,000.00)	 (15,000.00)	 (16,500.00)	 (18,150.00)	 (19,965.00)	 (21,961.50)	 (24,157.65)	 (26,573.42)	 (29,230.76)	 (32,153.83)	

 Net	Cash	Provided	(Used)	by	Investing	Activities	 (4,350,000.00)	 (1,240,000.00)	 (1,670,250.00)	 (2,300,712.50)	 (3,033,924.38)	 (3,775,795.78)	 (4,136,016.31)	 (4,549,995.32)	 (4,549,214.23)	 (4,353,559.36)	

 
Cash	Flows	from	Financing	Activities	

          

5	 Issuances	of	Common	Stock	 2,500,000.00	 -	 -	 500,000.00	 -	 1,000,000.00	 -	 -	 -	 -	
6	 Net	Increase	in	CD	Deposits	 2,000,000.00	 700,000.00	 945,000.00	 1,275,750.00	 1,722,262.50	 2,059,333.88	 2,349,633.52	 2,541,955.38	 2,582,847.70	 2,426,517.45	
7	 Issuances	of	Long	Term	Debt	 1,500,000.00	 -	 -	 1,000,000.00	 -	 -	 -	 -	 -	 -	
8	 Principal	Payments	of	Long	Term	Debt	 (59,691.94)	 (63,870.37)	 (68,341.30)	 (73,125.19)	 (118,038.58)	 (126,301.28)	 (135,142.37)	 (144,602.33)	 (154,724.50)	 (165,555.21)	

 Net	Cash	Provided	(Used)	by	Financing	Activities	 5,940,308.06	 636,129.63	 876,658.70	 2,702,624.81	 1,604,223.92	 2,933,032.60	 2,214,491.15	 2,397,353.04	 2,428,123.21	 2,260,962.23	
 	
Change	in	Cash	and	Cash	Equivalents	

	
1,836,309.30	

	
(799,046.99)	

	
(839,844.55)	

	
947,141.59	

	
(629,193.53)	

	
304,541.60	

	
(390,258.08)	

	
(229,898.72)	

	
157,320.34	

	
457,372.59	

 Prior	Year's	Cash	and	Cash	Equivalents	 -	 1,836,309.30	 1,037,262.31	 197,417.75	 1,144,559.34	 515,365.81	 819,907.41	 429,649.33	 199,750.61	 357,070.95	
 Cash	and	Cash	Equivalents	at	year	end	 $					1,836,309.30	 $						1,037,262.31				$	 197,417.75				$	 1,144,559.34	 $	 515,365.81				 $	 819,907.41	 $	 429,649.33				 $	 199,750.61				$	 357,070.95	 $	 814,443.54	

	
1. Purchases of loans outstanding is calculated assuming a starting balance of $3,500,000 growing by 35.00% in the first five years, with growth tapering down to 15.00% by year 10 

 
2. Purchases of equipment is estimated to be $300,000 in assets completed at the end of year one with periodic purchases made starting in year four, depreciated over 7 years 

 

3. Purchases of intangible assets are estimated to be $400,000 of software developed for internal use, capitalizing only the costs incurred in the application development stage. Assuming the CUSO incurs costs at year one with a 
substantial improvement    in year  
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4. Purchases of investments are assumed to start at $150,000 and the CUSO will continuously invest an addition 10.00% year over year 
 

5. Issuances of common stock is estimated to be the initial CUSO investment of $2,500,000 provided by credit unions, with additional investments of $500,000 and $1,000,000 occurring in years 4 and 6, respectively 
 

6. Net increase in CD deposits are calculated assuming a starting balance of $2,000,000 in initial CD deposits, growing at 35.00% for the first five years, with growth tapering down to 15.00% by year 10, accruing an average 
interest rate of 3.43% over 10 years. 

 
7 & 8. Long term debt assumes an initial loan of $1,500,000 in year one with an addition loan of $1,000,000 taken out in year four. Loan terms are estimated to be 7.00% interest, payable over 1
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ABOUT ICUL 
 
The Iowa Credit Union League is the non-profit trade association that represents the interests 
of Iowa’s state and federally chartered credit unions and their nearly one million members. 
ICUL was established in 1930 and its vision is “to foster financial stability and success of our 
member credit unions.” ICUL is a dynamic organization that provides the following services to 
Iowa’s credit union industry: 
 

• Legislative Advocacy — ICUL lobbyists hike the hill in Des Moines and 
Washington, D.C. each legislative session to speak with legislators 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. 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, Vendor Management 
Services and Website Compliance Audits. 

 
• Public Affairs & Marketing — The ICUL communications team disseminates 

pertinent information to the media and community about Iowa credit unions and new 
developments in the industry. Staff also works on an annual Advocacy Campaign 
that targets legislators and consumers through advertising and other materials which 
emphasize the importance of credit unions. 

 
• Professional Development — ICUL, in partnership with CUNA, holds numerous 

professional development seminars each year for Iowa credit unions to help them 
learn more about how to best serve their members. This includes the Iowa Credit 
Union Annual Convention, ICUL’s largest event of the year. 

 
• Management Consultation — The management consultants at ICUL are strategic 

partners with individual credit unions to help them identify goals, challenges, and 
prepare for the future development of their credit union. ICUL’s consultants have a 
strong credit union background, provide educated advice and personalized service. 

 
In addition, ICUL continues to focus on new business development and strategic alliances to 
help achieve our strategic direction and mitigate reliance on dues revenue. ICUL is invested 
in affiliate companies, The Members Group, TMG Financial Services, Coopera, and 
PolicyWorks who partner with credit unions on a wide range of financial service solutions. 
ICUL provides additional legislative, operational and technical support to our member credit 
unions through an affiliation with the Credit Union National Association and also has a 
marketing partnership with CUNA Mutual Group. 
 
Find us on Facebook at facebook.com/IowaCreditUnions and on Twitter at twitter.com/ICU
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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 mad  e 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 

i	CNN Money “Household debt is dangerously close to 2008 levels” 
 By: Kathryn Vasel Published Feb 16, 2017. 
ii	Filene “Financial Education isn’t Working”  
filene.org/blog/post/financial-education-isnt-working by: Holly Fearing Published April 19, 2017.
iii	Civic Economics Study in Grand Rapids, MI, civiceconomics.com, 2008). 
iv	“Advocacy: the voice of small business in government”, sba.gov/advocacy	
v	Access to Capital for Local Businesses, ISLR, 2014	
vi	(7 Reasons to Avoid Crowdfunding, Foxbusines.com, 2012)	
vii	(Disadvantages of Crowdfunding, thestartupgarage.com	
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