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Presenta0on	materials	and	video	replay	will	be	provided	within	one	week.	
	
Have	ques0ons?	Use	the	ques0ons	panel	–								we’ll	field	them	as	we	go	and	
during	the	Q&A	recap	at	the	end	of	the	call.			



Today’s	Speakers	
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Stephenie	Williams	
Director,	Market	Strategist,	Lending	Solu0ons,	Harland	Clarke	

More	than	20	years	direct	marke0ng	experience	in	retail	and		
financial	services		

Specializes	Helps	clients	understand	and	maximize	the	value	of	their	loan	porPolio	

CRM-	and	ROI-focused	skillset	

	

	Doug	Roman		
Director,	Market	Strategy,	Harland	Clarke	

More	than	18	years	of	tradi0onal	and	interac0ve	direct	marke0ng	experience	
serving	industries	such	as	financial	services,	telecommunica0ons	and	credit	card	

Leader	in	developing	and	implemen0ng	proven	direct	response	marke0ng	
ini0a0ves	as	well	as	developing	innova0ve	strategies	to	acquire	new	business	

Analy0cally	based	direct	response	marke0ng	specialist	



What	We’ll	Cover	Today	

3	

●  Current	Lending	Environment	

●  Home	Lending	Trends	

●  Auto	Lending	Landscape	

●  Technology	Trends	That	Lie	Ahead	

●  What	They	All	Mean	for	Your	Credit	Union	

●  Ac0on	Items	for	Success	



Current	Lending	Environment	
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Credit	Card	Debt	Is	At	An	All-Time	High	
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5.2%	

	
1	h^ps://www.mpamag.com/news/household-debt-grows-in-q4-at-fastest-pace-since-2007-94569.aspx)	

2	h^ps://wallethub.com/edu/crdit-card-debt-study/24400/)	

3	Source:	Na0onal	Associa0on	of	Realtors	

4	Source:	(h^ps://www.mpamag.com/news/household-debt-grows-in-q4-at-fastest-pace-since-2007-94569.aspx)	

$92		
Billion	

3.8%	

increase	in	annual	
rate	of	U.S.	household	
debt	in	Q4	20171	

	
ContribuOng	Factors:		

●  5.3%	quarter-over-quarter		
increase	in	na0onal	median		
price	of	an	exis0ng	home3	

●  S&P	500	Index	gained	6.1%		
to	record	its	best		
performance	in	2	years4	

	
	

	

	

new	debt		
added	by	U.S.	
consumers		
in	last	year2	

fastest	increase		
in	consumer		
spending		
in	more	than		
a	year4	
	



Record	Credit	Card	Outstandings	
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h^ps://wallethub.com/edu/credit-card-debt-study/24400/	



Credit	Card	Debt	Trends	
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Stat	 Q1	2018	 Q1	2017	
Average	Credit	Card	Debt	per	household	 $8166	 $7792	

Total	Credit	Card	Debt	 $958.60	billion	 $911.40	billion	

Quarter	Net	Increase	 -40.40	billion	 -30.60	billion	

Percent	Change	

+5%	
+5%	
+32%	



Mortgage	Debt	Trends	
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h^ps://www.federalreserve.gov/data/mortoutstand/current.htm	

11.1%	
Increase	
over	3.5	
years	



What	This	Means	for	Credit	Unions	

The	current	lending	boom	offers	a	rare	opportunity	to	grow		
membership	faster	and	increase	balances	with	exis0ng	members.	

9	



AcOon	Item	for	Success	

o  Home	Equity	Lines	of	Credit	(HELOCs)	

o  Low-rate	credit	cards	
o  Debt	consolida0on	
o  Balance	transfers	
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Consumers	are	dealing	with	the	pain	of	growing	monthly	payments	–	
seeking	relief	

Focus	Lending	offers	on	the	benefit	of	lowering	or	managing	Monthly	payments	

Focus	products	with	fixed	and	lower	rates	



Home	Lending	Trends	
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Refinance	Mortgages	Are	Lowest	In	17	Years	
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5	h^ps://www.investopedia.com/news/refis-account-smallest-por0on-mortgage-market-twenty-years/	
h^ps://www.mba.org/news-research-and-resources/research-and-economics/forecasts-and-commentary	

Mortgage	Origina0on	Distribu0on 

ContribuOng	Factors	
●  Rising	interest	rates	result	in	less	incen0ve	to	refinance	

●  Just	35	percent	of	the	mortgage	origina0on	volume	in	2017	came		
from	refinancing	an	exis0ng	loan5	

●  Mortgage	interest	cap	for	tax	deduc0ons	

Refinance	mortgages	
are	lowest	in	17	years	



Mortgages	Are	UP	
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4.69%  

3.8%  

13%  

average	interest	rate	for	30-yr	fixed-rate		
mortgage	-	highest	since	Jan.	2014	

projected	rate	of	increase	in	housing		
sales	for	20186	

increase	in	average	monthly		
mortgage	payment	from	a	year	ago	

Source:	
h^p://www.builderonline.com/money/mortgage-finance/mba-weekly-survey-mortgage-applica0ons-rise-09_o	
	



What	This	Means	for	Credit	Unions	

●  Act	now	to	expand	rela0onships	with	members	and	engage	prospects		

●  Consumers	who	u0lized	mortgage	refinance	will	be	seeking	low-cost		
financing	alterna0ves	

●  Mortgage	prospects	have	migrated	to	home	buyers	–	many	will	need		
educa0on	on	the	process	
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AcOon	Items	for	Success	
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Educate	members	on	mortgage	offerings	to	capture	origina0on	volume				

Promote	the	financial	benefits	of	membership	–	i.e.,	lower	rates,	closing	cost	savings	

Con0nue	to	engage	with	referral	sources	to	capture	available	purchase	volume	

Are	your	mortgage	loan	officers	hos0ng	home	buying	seminars?	



10M		
consumers	are	expected	to		
originate	a	home	equity	line	of		
credit	between	2018	and	2022		

80%	 borrowers	spending		
on	home	renova0on	

$152B	
spent	on		
remodeling		
in	2017	

Home	Equity	Opportunity	ConOnues	

	
ContribuOng	Factors:		

●  Older	housing	stock	
●  New	construc0on	not		

enough	to	meet	demand	
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Source:	
h^ps://newsroom.transunion.com/the-return-of-the-heloc-the-number-of-consumers-opening-helocs-may-double-
during-the-next-five-years/	
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Broader	Home	Equity	Market	

HELOCs	End-of-Draw	Period:	The	Beginning	of	the	Next	Mortgage	Crisis? 

Source:	RealtyTrac®	



What	This	Means	for	Credit	Unions	

●  Home	equity	products	will	remain	viable	in	2018	

●  Consumers	who	refinanced	during	historical	low-rate	environment	need	an	alterna0ve	
funding	source	as	they	are	reluctant	to	give	up	their	low-rate	first	mortgages	

●  Increased	consumer	awareness	of	available	home	equity	and	loan	op0ons		

●  Increased	consumer	responsiveness	to	HELOC	affordability		

●  Consumers	will	seek	HELOCs	that	offer	fixed-rate	term-out	func0onality	

●  Borrowers	with	HELOCs	conver0ng	to	payout	are	seeking	payment	relief	—	consider	
closed-end	home	equity	offers	
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AcOon	Items	for	Success	
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Revisit	current	home	equity	offerings	

Consider	increasing	fixed-rate	op0ons	for	stability	

Consider	increasing	term	op0ons	for	added	flexibility	

Improve	product	visibility	through	increased	marke0ng	



Auto	Lending	Landscape	
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Auto	Loan	OriginaOons	Are	Flat	
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USA	Today	

Consumers	send	warning:	
Auto	Sales	Slowdown	

Auto	Sales	(%	change	YoY)	



PlummeOng	passenger	car	sales	are	taking	a	toll	on	the	auto	industry	

●  New	vehicle	sales	declined	2.4	percent	for	February	2018	
●  Overcrowded	and	highly	compe00ve	market	for	crossover	vehicles		
●  Strong	used	car	market	is	driving	down	new	car	sales	

	

Minimal	Impact	of	Disruptors:	Uber®,	Ly`®,	ride	sharing,	car	sharing,	self-driving	cars	
o  Cost-per-mile	advantage	of	ownership	
o  Fully	autonomous	vehicle	impact	not	expected	un0l	2030	

Auto	Loan	OriginaOons	Are	Flat	
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USA	Today	

Splintered	buyer	pool	
o  Boomers	 	36	percent	
o  Gen	X 	 	25	percent	
o  Millennials 	29	percent	

Source:	JD	Power	



Car	Buyers	Spend	60%	of	Their	Time	Online	
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Source:	Cox	Automo0veTM,	2018	



What	This	Means	for	Credit	Unions	

●  Core	lending	source	is	fading	

●  Need	to	increase	member	acquisi0on	to	offset	fading	rela0onships	with	auto	dealers	

●  Need	to	maximize	cross-sell	and	engagement	of	current	members	
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AcOon	Items	for	Success	
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Promote	household	and	deposit	acquisi0on	campaigns	to	increase	membership	

Con0nuously	cross-sell	loan	products	to	members	

Invest	in	a	highly	personalized,	trigger-based	loan	acquisi0on	solu0on	that	reaches	
members	and	prospects	while	they’re	shopping	for	a	loan	

U0lize	an	“always-on”	turnkey	marke0ng	style	that	boosts	engagement,	delights	
members,	and	increases	loan	volume	



Emerging	Technology	
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What	you	need	to	know:	

	

Digital	Lending	
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Digital	end-to-end	mortgages	are		
becoming	differen0ators	

Fintech	lenders	are	making	loan	educa0on		
and	the	applica0on	process	“simple”	

Tradi0onal	auto	financing	is	being		
transformed	by	new	models	of	mobility		



Mortgage	ApplicaOon	RevoluOon	
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h^ps://www.nerdwallet.com/blog/mortgages/rocket-mortgage-review/	



Ease	of	Fintech	Borrowing	
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What	This	Means	for	Credit	Unions	

●  Need	to	examine	the	user	experience	for	mortgage	and	all	lending	products	

●  Importance	of	educa0ng	members	on	their	loan	op0ons	
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AcOon	Items	for	Success	
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Audit	the	loan	applica0on	and	origina0on	experience	for	your	members	

Develop	proac0ve	pre-approval	lending	plan	to	enhance	member	awareness	

Offer	loan	educa0on	to	members	reinforcing	the	thought	to	come	to	their		
credit	union	first	for	borrowing	needs	



Q&A	Wrap	Up	

Type	your	quesOon	in	the	quesOons	panel	

Stephenie Williams 
Director, Market Strategist, Lending Solutions, Harland Clarke 
	
Doug Roman  
Director, Market Strategy, Harland Clarke	
	

PresentaOon	materials	and	video	replay	
will	be	provided	within	one	week.	
	
Visit	harlandclarke.com/webcasts	for	this	
and	previous	events.	

harlandclarke.com/LinkedIn	

harlandclarke.com/Twi^er	

www.harlandclarke.com/webcasts	
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Thank	You	


