
RateMatch™
A New Member and New Loan Acquisition Product



The Problem
+ Market penetration and the inability of the

credit unions to compete for membership.



Location, Location, Location

+ Three out of four loan applications in
2008 were started on-line.

+ 75 percent of those who applied for a
loan online in 2008 did so on an
aggregator site.

+ By 2010, 70 percent of loans will be
originated by Gen X and Gen Y
consumers. They expect CUs to be
where and when they do business.

Source:  Forrester Research



The Market Opportunity

+ Over-extended consumers seek
guidance: Tens of millions of consumers
are learning the downside of extensive
debt and leverage.

+ Implication: This is a great time to get
consumers hooked on tools that help
them manage their spending, savings,
and debt.



RateMatch: Matches Needs, Wants

+ Matches consumers to credit unions on
sites that sell more than 175,000 credit
reports each month.

+ Automatically finds payment savings
available at a local credit union.

+ Forwards new member and loan leads to
credit unions for follow-up – 24/7.



Satisfies CU Needs

+ Acquires new members.
+ Acquires new loans.
+ Reduces new member and new loan

acquisition costs.
+ Generates revenue.

Helps CUs compete against popular online portals such as
bankrate.com and loan aggregators such as lendingtree.com



Satisfies Consumer Wants
+ Delivers on what consumers want most

when shopping on-line:  anonymity and
savings.

+ And, delivers the information consumers
want quickly, easily and accurately – all
in one place.

Forrester research reports that 77 percent of borrowers using
the Internet for research are looking for rate and fee
information.  Consumers that purchase credit reports are
researching their credit history.  RateMatch puts both at a
potential credit union members’ fingertips.



RateMatch: Current Process Flow



Savings Opportunities Revealed



Consumer Value Demonstrated



RateMatch: Right Place, Right Time

+ RateMatch turns every credit report sale into a
potential new member or new borrower.

+ Offers outreach beyond CU’s traditional
marketing base.

+ Puts CUs in the buy cycle for loans at the
earliest point: when prospects are researching.

+ Reduces cost per new member – from $125 on
average to $35.*

Source: Aite Group


