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Chapter 1: Executive Summary 
 
This document is the business plan and charter application for the proposed New 

Economy Credit Union.  New Economy Credit Union – occasionally referred to as NECU or the 
credit union in this business plan – will be a basic services, community organizing credit union 
located in and serving the 53212 zip code of Milwaukee, Wisconsin.  The World Council of 
Credit Unions defines credit unions as follows: 
 

Credit unions, called by various names around the world, are member-owned, not-for-
profit financial cooperatives that provide savings, credit and other financial services to 
their members. Credit union membership is based on a common bond, a linkage shared 
by savers and borrowers who belong to a specific community, organization, religion or 
place of employment. Credit unions pool their members' savings deposits and shares to 
finance their own loan portfolios rather than rely on outside capital. Members benefit 
from higher returns on savings, lower rates on loans and fewer fees on average.1  

 
Credit unions traditionally follow the motto not for profit, not for charity, but for service.  

As stated in Chapter 2: Mission Statement, New Economy Credit Union will be a “a cooperative 
financial institution that provides financial services, fosters new cooperative businesses, and 
organizes our community to challenge the power of the big banks, Wall Street, and the richest 
1%.  We organize toward economic democracy - where the workers and communities who 
create wealth decide how that wealth is used, and economic decisions are made 
democratically.” 
 

This effort is being led by the New Economy Credit Union Organizing Committee – 
referred to as the Organizing Committee or OC in this plan – which is an unincorporated 
association of individuals meeting regularly and organizing the new credit union.  NECU will be 
a state-chartered, federally-insured credit union.  The Organizing Committee is seeking a 
charter to operate from the Office of Credit Unions (OCU), a division of the Department of 
Financial Institutions (DFI), State of Wisconsin.  It also seeks share (savings) insurance from the 
National Credit Union Administration (NCUA), a federal agency.  The NCUA is the credit union 
equivalent of the Federal Deposit Insurance Corporation (FDIC) for banks.  The organizing effort 
for the new credit union is supported by the Riverwest Cooperative Alliance (RCA), with 
Cooperative Development Fund of CDS, a nonprofit based in St. Paul, Minnesota, as the fiscal 
agent.   
 
Major Events in Chartering NECU  
 Residents of the 53212 zip code of Milwaukee first began discussing the idea of a locally-
oriented credit union in September of 2013.  Local, neighborhood-based credit unions were 
prevalent in Milwaukee as recent as the 1970s and 1980s: First Hub Credit Union served the 
Riverwest neighborhood, Cream City Credit Union served the Near West Side, and First 

                                                      
1 Woccu.org. (2016). What is a Credit Union? | World Council of Credit Unions. [online] Available at: 

http://www.woccu.org/about/creditunion [Accessed 31 May 2016]. 
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Neighborhood Credit Union served the Brady Street neighborhood.  The Organizing Committee 
saw the need for that type of institution and began to meet starting in June of 2015 to organize 
what is now the proposed New Economy Credit Union.   

 
The initial organizers knocked on over 1,700 doors in the 53212 zip code to gauge 

support.  In the fall of 2016, the Organizing Committee launched its fundraising efforts to raise 
the capital necessary to open.  This is still an ongoing effort.  In early 2017, a market survey was 
conducted which gave the Organizing Committee the data necessary to create pro forma 
financial information and project membership and product usage.  On December 4, 2017, the 
Organizing Committee submitted an initial application to the Wisconsin Office of Credit Unions.  
On January 25, 2018, the Organizing Committee met with OCU officials to continue the 
discussion and receive feedback, and again on May 21, 2018.  This document is the second 
submission to Wisconsin’s OCU-DFI.   

 
It should be noted that the beginning organizing efforts to establish a new credit union 

began under the name Riverwest & Harambee Credit Union.  In September of 2017, the 
Organizing Committee changed the proposed name to New Economy Credit Union.  Some 
materials in this application refer to the original credit union name.   
 

This application is divided into six sections: Introduction, Marketing, Operations, 
Financial Information, Policies, and Appendices.  The first four sections make up the business 
plan, and each section is summarized in brief below.  All sections and materials of the 
application are available on the website of NECU under the page called “Our Application.”  
Please visit NewEconomyCU.org.   
 
Introduction  
 Section A: Introduction is composed of this executive summary, the mission statement, 
field of membership, and the evidence of member support, which is the analysis of the market 
survey.  The market survey analysis is one of the most essential components of this application 
– it outlines the projections for membership and usage of every product NECU intends to offer.   
 
Marketing   
 NECU has a rigorous marketing plan detailed in Section B: Marketing.  NECU will spend 
over $13,000 in Year One to market our new credit union to the 53212 zip code.  NECU will 
utilize traditional and new mediums to market to potential members: radio, newspaper, 
internet, community meetings, mailings, vending, door-to-door conversations, and promotional 
items.  The crux of NECU’s marketing will be a door-to-door canvassing campaign.  This door-to-
door effort will be the primary way that NECU connects with potential members, to build trust-
based relationships that can result in financial success for members.   
 
Operations  

The Organizing Committee aims to open New Economy Credit Union on July 1, 2019.  
This will entail receiving a charter from the State of Wisconsin before the end of 2018, and 
Share Insurance approval by NCUA before opening.  NECU will be a basic services, community 
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organizing credit union.  That means we will initially offer savings (called shares by credit 
unions) and small-dollar loans.  NECU will be staffed by a volunteer president and a part-time 
hourly assistant.  NECU will initially be open to members from 9:00 a.m. to 1:00 p.m. every 
Saturday.  
 
Financial Information  

New Economy Credit Union will be a financially healthy cooperative with a positive 
capital position at all times.  At the end of Year One of operations, we project $699,006.93 in 
assets, with a net worth ratio of 23.45%.  Year Two will end with $826,911.76 in assets and a 
net worth ratio of 20.31%.  As far as net income is concerned, the credit union can project 
profitability starting in Quarter Five.  Please see Section D: Financial Information for more 
details and Chapter 22: Pro Forma Financial Projections and Ratio Analysis.   
 
Financials in Brief, New Economy Credit Union  

 Year One Year Two 

Assets  $699,006.93 $826,911.76 

Liabilities $535,117.88 $658,924.83 

Equity 163,889.05 $167,986.93 

Income2 $75,023.50 $50,277.50 

Operating Expenses $53,657.95 $37,228.43 

Cost of Funds $2,883.50 $4,238.20 

Provision for Loan Loss $4,593.00 $4,713.00 

Net Income $13,889.05 $4,097.87 

Net Worth Ratio 23.45% 20.31% 

 
Before opening, the Organizing Committee will need to raise money to cover expenses 

before the credit union becomes profitable.  This is the capitalization effort.  NECU will 
capitalize through donations and secondary capital.  The donations will come from community 
supporters, foundations, and other financial institutions.  Secondary capital is special deposit 
that is not insured that can be used as equity – it is the equivalent of start-up loan.  NECU will 
acquire secondary capital from a corporation or another financial institution, such as a larger 
credit union or a bank.  More information can be found in Chapter 20: Capitalization. 
 
Capitalization in Brief, New Economy Credit Union 

 Year One Year Two Total 

Use of Funds    

  Expenses    

    Operations $53,657.95 $37,228.43 $90,886.37 

    Additional Operations   $74,456.85 

    Cost of Funds $2,883.50 $4,238.20 $7,121.70 

                                                      
2 Income for Year One is significantly higher than Year Two because the donated capital raised is counted as 
income in the first year, in accordance with NCUA accounting practices.   
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 Year One Year Two Total 

    Provision for Loan Loss $4,593.00 $4,713.00 $9,306.00 

  Equity    $15,000 

Total Capital Required   $196,770.93 

Sources of Funds     

  Secondary Capital    $150,000 

  Donated Capital    $50,000 

Total Capital to Raise   $200,000.00 

 
Policies  
 Policies are the course of action NECU will take for specific situations.  Section E: Policies 
is all of the proposed polices written for NECU with the assistance of NECU’s mentor credit 
unions: Stoppenbach Credit Union and FOCUS Credit Union.     
 
Appendices  
 The Appendices represent all of the supporting documents for this application.  Major 
documents of interest in Section F: Appendices include the proposed bylaws, lease, market 
survey materials, core processor agreement, an academic paper written about NECU, and 
relevant news articles.       
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Chapter 2: Mission Statement 
 
New Economy Credit Union is a cooperative financial institution that provides financial 

services, fosters new cooperative businesses, and organizes our community to challenge the 
power of the big banks, Wall Street, and the richest 1%.  We organize toward economic 
democracy - where the workers and communities who create wealth decide how that wealth is 
used, and economic decisions are made democratically.   
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Chapter 3: Field of Membership 
 
New Economy Credit Union will serve the 53212 zip code: its residents, workers, and 

people who have an affinity to the 53212 zip code.  For credit unions, the people and 
businesses they serve are called the Field of Membership.  Fields of Membership are highly 
regulated parts of credit union operations.  NECU’s Field of Membership will be defined as 
follows: 
 

Persons or members of their immediate family who live, work, worship, attend school or 
participate in associations headquartered in the 53212 zip code, including member-
owners of cooperatives; persons participating in programs to alleviate poverty or distress 
which are located in the 53212 zip code; unincorporated and incorporated organizations 
or businesses located in or maintaining a facility in the 53212 zip code, and organizations 
of such persons.   

 
This is based on the Low-Income Designated credit union example fields of membership 

outlined in the NCUA Regulations3.   
 

Boundaries 
The boundaries of the 53212 zip code begin where Juneau Avenue crosses the 

Milwaukee River in Milwaukee, WI, USA, and becomes West Juneau Avenue.  The boundary 
continues along West Juneau Avenue westward to its intersection with Winnebago Street, 
along Winnebago Street westward to its crossing of US Interstate 43, then along US Interstate 
43 northward to its crossing of the Milwaukee River, and along the path of the Milwaukee River 
southward back to where it runs under West Juneau Avenue.   

 
Definitions 
 A cooperative business is one that is organized under Wisconsin Statutes, Chapter 185, 
and for the purposes of this credit union, has its headquarters located in the 53212 zip code.  A 
program to alleviate poverty or distress will be defined as one that is generally run by a non-
profit or government entity that helps individuals find a job, learn new skills, become financially 
independent, or generally works to move individuals from at-risk situations into stable, 
contributing lives.  These programs must operate out of the 53212 zip code.  The NECU Board 
of Directors will maintain a list of programs that it believes meet this definition. 
 
Current list of programs to alleviate poverty or distress: 
Financial Opportunity Center, Riverworks 

Development Corp. 
Riverwest Food Pantry 
Milwaukee Urban League  
YWCA Milwaukee 

                                                      
3 Chapter 3, Section II.E of the “Chartering and Field of Membership Manual” -  Appendix B to 12 CFR 701, United 

States Code of Federal Regulations  

Northcott Neighborhood House 
Running Rebels 
Diverse and Resilient   
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Chapter 4: Evidence of Member Support  
 
4.1 Introduction 

To gauge interest in the proposed credit union, the New Economy Credit Union 
Organizing Committee conducted a Market Survey in the spring of 2017.  This Market Survey 
was a thorough look at the financial needs and desires of future membership.   

 
The Market Survey suggested strong support for New Economy Credit Union.  The 

Market Survey Results - the raw data derived from the responses - are in the Appendices under 
Appendix F: Market Survey Materials.  The Organizing Committee, sometimes referred to as the 
OC in this business plan, analyzed the market survey results in the summer of 2017 to create 
this analysis.   

 
Every effort was made to derive realistic projections. Collected data from the Market 

Survey, data from other credit unions, and common sense were used in deriving the 
projections.  As with any survey, factors that were not measured could affect New Economy 
Credit Union; however, it is safe for the reader to assume that we have been very conservative 
in our analysis. 
 
4.2 Survey Methodology 

This survey was conducted online at the website 53212creditunionsurvey.org, using a 
Google Form embedded on the site.  To direct potential members to the site, the Organizing 
Committee used several tactics: 1) a postcard identifying the website was sent to every address 
in the 53212 zip code using USPS’s Every Door Direct Mail (EDDM) program, 2) randomized 
portions of the zip code were canvassed, where volunteers would knock on doors and give 
residents a second copy of the postcard, reminding them to take the survey, and 3) online 
promotion of the survey through email and postings to several community Facebook pages.  
Our complete methodology is described in our Market Survey Plan, which is in Appendix F: 
Market Survey Materials.   
 

The Market Survey questions were very broad in scope and over 100 separate questions 
were asked of potential members.  Questions were asked about the types of products and 
services that we could offer - from mortgages to motorcycle loans to notary services.  This 
analysis chapter only looks at the products that are relevant to this business plan - the products 
we intend to offer in the first two years.  While we collected data on other products, we do not 
present them in this chapter.    

 
For the complete Market Survey questions, responses, and other materials, please see 

Appendix F: Market Survey Materials.   
 
4.3 Analysis Methodology 

To determine the number of members who will use a product, and average balance 
(deposited or borrowed) amount for each product being offered by the New Economy Credit 
Union, we used the data from our Market Survey and considered the analysis examples in the 
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Federal Credit Union Charter Application Guide, a National Credit Union Administration (NCUA) 
publication referred to as the Application Guide hereafter.  Examples are provided in 
Attachment F and Attachment J of the Application Guide.  Attachment F states that the example 
it provides “is not the required format nor all-inclusive and complete.”4  The OC considered the 
analysis methodology presented in the Application Guide and used its examples as inspiration 
for developing our own analysis.   Products examined include deposit accounts, loan products, 
and other services.   
 

This Market Survey Analysis and the Pro Forma Financial Projections are very 
conservative in their assumptions.  In formulating the projections, the OC calculated the least 
number of members likely to join NECU or use a specific product.  Looking at our Market Survey 
Results from this perspective no only gave the OC projections that will be as realistic as 
possible, but also projections that NECU can surpass with vigorous marketing and good 
business management.  The Application Guide’s examples used a projection method based on 
confidence intervals (+/- certain percentage points), but for this analysis the OC opted to 
project the smallest number of use of a product, rather than any range.  
 

For most products the OC asked three questions: 1) Does the potential member 
currently use the product, and, 2) would the potential member use the product if we offered it, 
and 3) what would be their likely balance from several ranges of balances? These questions 
allowed the OC to project the usage rate for each product and the average balance, thus 
allowing the OC to construct the pro forma financial statements.   

 
The first two questions let the OC determine usage and the third question helped 

determine average balance and dollar amounts. Some of the answers to these questions had 
stark differences. For example, 29 potential members said that they currently use share 
certificates (Question 18), but 196 potential members said that they would use share 
certificates if offered by the credit union. This type of questioning in the market survey gave the 
OC a valuable insight: based on current behavior of the respondents, NECU may not be able to 
count on all the potential members who say they want to use products deciding to use the 
products when NECU opens.  Consideration of the current behavior of the respondents needed. 
Another factor to consider is the ability of the members to qualify for loan products.  This is 
discussed in the Federal Credit Union Charter Application Guide (page F-2).  
 
Product Usage 

To arrive at a number that will more accurately reflect the amount of each product that 
will be used by NECU’s membership (and accounting for denial of some loan applications), the 
OC took 20% of the average of the number of respondents who currently use a product and the 
number who would use a product.  The OC did this to account for the fact that current behavior 
is a predictor of future behavior, while still considering what respondents said they will do. 
Some exceptions to this rule were made and are discussed for each individual product.  For 

                                                      
4 Federal Credit Union Charter Application Guide, Attachment F.  National Credit Union Administration, September 
2014.   
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example, savings were calculated differently based on the Application Guide (please see section 
4.5 Savings Products for how the OC arrived at deposit information). After we found the 
projected number of users for each product, the OC determined the ratio of that number to the 
number of members for Year Two by dividing that number by the number of members in Year 
Two, which are 371.  The OC then took that ratio (percentage) and applied it to each year’s 
membership to find the rate of usage for that product for each year.   

 
For example, the number of respondents who currently use signature loans (question 

25) is 75. The number who would use signature loans (question 26) is 177 - a stark difference.  
To arrive at a number that will best reflect the number of signature loans NECU’s members will 
realistically take, the OC took 20% of the average (mean) of 75 and 177, which is 25 
(75+177=252, 252/2=126, 126x20%= 25). Throughout this entire analysis all final numbers for 
product quantity were rounded to the nearest whole number.  For signature loans the OC can 
project 25 total signature loans by the end of Year Two. The ratio of that number to Year Two’s 
membership is 7% (25/371=0.7).  Applying that ratio to Year One gives the OC 13 projected 
signature loans by the end of Year One. 

 
Average Balance  

To determine the average balance for each product the OC considered the range 
choices in each product’s questions and the number of respondents choosing each range.  For 
each range that a respondent could choose for each product, the midpoint was determined.  
After the midpoint was determined for each range of balances, it was multiplied by the ratio of 
respondents for that question choosing that range, determining the weighted average.  By 
adding up all the results of each range using that calculation, the OC arrived at an average 
balance for each product.  The average balance was then multiplied by the number of members 
using that product for each year, giving the OC the total dollar amount of that product for each 
year.  For example, 173 respondents stated what ranges of signature loans they would borrow.  
Of those 173, 21 stated they would borrow between $0-$500.   The midpoint of that range is 
$250.  The percent choosing the range of $0-$500 was 12.14% (21 respondents/173 
respondents).  Multiplying that ratio by the midpoint gives a weighted average of $30.35.  The 
OC used this method for all 6 ranges - and adding the weighted averages of the ranges within 
NECU’s lending limit gives the OC an average balance of $1,312.  By the end of Year One, New 
Economy Credit Union will hold 13 signature loans - with each loan having an average balance 
of $1,312, therefore NECU will lend at least $17,056 by the end of year one.  For some 
products, the OC asked about ranges of balances that will exceed what NECU will offer in the 
first two years.  The OC did not consider these ranges when determining the average balance.   
 
Reference to the Application Guide 

This is a methodology inspired by the Application Guide, in Step 7: Survey the Potential 
Membership, Attachment F: Example Illustrating a Membership Survey Analysis, and 
Attachment J: Example of Pro-Forma Financial Statement Projection Assumptions.  There were 
exceptions to what is described above. Savings deposits and balances have a different formula, 
discussed in that section of this analysis (4.5), and on page 7-6 of the Application Guide.  Any 
other variations from this general methodology are discussed in each product description.  
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Please read each product’s description and analysis to see how we determined the usage and 
balance.     
 
4.4 Membership  

 There were several questions in the Market Survey that pointed to an 
assumption about the number of members of New Economy Credit Union within the first two 
years.  Question 2 asked if respondents would join the new credit union within the first two 
years of opening, and 400 respondents said yes.  Three hundred forty respondents said they 
would “pledge an initial deposit” in the credit union (question 9), which gives an indication of 
membership.  Another question portrayed the credit union as a basic services credit union, and 
asked respondents if they would join even if our credit union offered only minimal services.  
Three hundred seventy-one 371 said yes (question 14), and 29 said no.  This question provided 
the most accurate answer for how many people would join NECU as members, because it 
emphasized that the new credit union may not offer all the products consumers have come to 
expect from a financial institution.   
  

The OC cannot assume that the ratio presented in question 14 (371 out of 400, or 
92.75%) can be applied to the whole zip code.  A 92.75% participation rate from a zip code of 
approximately 30,000 people would be 27,825 members within the first two years.  That would 
be impossible to attain.  Page 7-5 of the Application Guide states that “. . . larger results will 
potentially occur when a larger potential membership base is involved.  Subscribers need to use 
judgement whether those results based on the larger potential membership base are 
attainable.  If deemed unattainable, assumptions should be modified accordingly.”5  92.75% of 
the 53212 zip code joining New Economy Credit Union within the first two years is unattainable.   
 
Membership Growth 

The OC can reasonably project that at least 371 members will join our credit union by 
the end of Year Two, which is the number of respondents from our Market Survey who stated 
they are interested in joining a basic services credit union in 53212.  Based on the Application 
Guide’s model, the OC projected that half of the number of Year Two’s membership will join by 
the end of Year One.  The OC projects at least 186 members by the end of Year One, and 371 
members by the end of Year Two. The OC is projecting that this growth will not occur all at 
once, but gradually.  It may be impossible to project the rate by which NECU’s membership 
grows, but it is safe to assume that at least one fourth of Year One’s total membership will join 
by the end of the first quarter, the second quarter will see another fourth, and so on until we 
reach 186 members by the close of our first year of operations. The OC projects that this trend 
will continue until reaching the end of Year Two’s membership of 371.  

 
The table below illustrates NECU’s membership in Year One and Year Two.   
 

                                                      
5 Federal Credit Union Charter Application Guide, page 7-5.  National Credit Union Administration, September 

2014.   
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Membership in NECU  

Year One Year Two 

186  371 

 
The table below illustrates this growth. For each quarter, the projection indicates the 

number of members achieved by the end of the quarter.  
 
Membership by Quarter 

Year Quarter New Members Total Members 

1 1 47 47 

 2 46 93 

 3 47 140 

 4 46 186 

2 5 46 232 

 6 47 279 

 7 46 325 

 8 46 371 

 
It is worth noting that the best way to project is a gradual increase, but the OC is also 

aware that some quarters may see larger growth, and some may see smaller growth.  As stated 
before, these projections are minimum estimates. 
 
Demographics 

NECU’s membership will be a diverse group.  In the Market Survey Analysis, question 4, 
the OC asked participants to let the OC know their age, from a range of ages.  The largest 
number of respondents were in the 31 - 40 year old range, at 121 out of 399 respondents (or 
30.33%), and the second largest number was in the 26 - 30 year-old age range, at 81 
respondents, or 20.3%.  The survey received a disproportionate response from these age 
groups compared to the demographics of the zip code where only 14.9% of residents are 
between 30-39 years old and only 11.9% of residents are between 25-29 years old.  This may be 
accounted for however, given that 27.8 % of the zip code is under 19 years old, and they are 
least likely to take the survey.  For a more complete analysis of the Census information for the 
53212 zip code, please see Chapter 5: Market and Industry Analysis. 
 

Over 50% of NECU’s membership will be under 40, but the next largest group after that 
were respondents over 60, at 15.79%.  This dynamic is probably due to the fact thatNECU’s 
intended model of business is a model with which older respondents are familiar (i.e., basic 
services).  
 
Interaction with NECU 

The respondents also indicated how they currently interact with their financial 
institutions and how they would like to interact with New Economy Credit Union.  Question five 
asks about a range of ways possible to interact with a credit union or bank.  The largest number 
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of respondents interact with their financial institution via online banking (339 out of 400 
respondents, or 84.75%), and the second-largest interaction method was through Automatic 
Teller Machines, or ATMs, with 329 respondents, or 82.25%.6  This will be a challenge for the 
credit union, because NECU does not intend to offer an ATM option upon opening, but NECU 
will have limited online capabilities.  However, the third-largest choice by our respondents for 
how they currently interact with their financial institution, with 80.5%, or 322, was interacting 
in-person.  This is only a small decrease from online banking or ATM usage.  37.25%, or 149 
respondents, currently use the telephone to interact with their bank or credit union, 15.5% (62 
respondents) use postal mail, and 1.25% (five respondents) do not use a bank or a credit union.   
 

When it comes to how respondents want to interact with New Economy Credit Union, 
question six, the results look even better for New Economy Credit Union.  The largest number 
of respondents would like to interact via an online platform (89.73%, or 358 out of 399 
respondents), 345 (or 86.47%) want to have an in-person interaction, and 43.36% (173) want to 
interact via telephone.  This tells the OC that many people want to interact with New Economy 
Credit Union in the way that NECU will be able to provide for its members.   
 

The responses to questions five and six of the Market Survey indicate that the methods 
by which NECU intends to interact with our members are methods that they also currently use 
and desire to use. 
 
4.5 Savings Products 

The Market Survey gave the Organizing Committee ample data about how the future 
members of the credit union intend to save.  Page 7-6 of the Application Guide outlines how to 
determine the deposits we can expect from our members.   
 

Page 7-6 of the Application Guide requires this table: 
 

NCUA Table of Survey Results 

Number Surveyed:  486 

Number in favor of proposed credit union:  400 

Number against (or not joining) the proposed credit union:  86 

Number pledging an initial deposit:  340 

Average initial share deposit:  $1,098 

Number pledging monthly deposits:  280 

Median of monthly deposits:7  $1,200 

Number pledging weekly deposits:  58 

                                                      
6 Respondents for this question were allowed to choose any answer that applied to them, so multiple responses 

were possible for questions 5, 6, 7, and 8.  Percentages reflect the percent of individuals who chose that answer.   
7 Median was used in the case of monthly and weekly deposits because several pledges were large enough to skew 

the average significantly.  For a more conservative interpretation the median was used.  Please see the Market 
Survey Results, questions 12 and 13 for details.   
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Median of weekly deposits:8  $400 

 
Shares 

There are several factors that determined how the Organizing Committee projected the 
deposits and share amounts.  The first factor was the membership, the projection of which was 
discussed in the previous section. The next factor was the amount of initial deposits.  The OC 
projects that at least 371 members will join the NECU within the first two years, and based on 
market survey question 10, they will deposit an average of $1,098.  With either 46 or 47 
members joining each quarter, that yields NECU $50,508 or $51,606 in initial deposits by the 
end of each quarter as those new members join.  The third factor that the OC used to 
determine the deposits to be expected was regular depositors.  Questions 11, 12, and 13 asked 
respondents if they would make regular deposits and the frequency and amount of those 
deposits.  The Market Survey asked if those deposits would be monthly or weekly.  Fifty-eight 
respondents said they will make weekly deposits, with the median of those deposits being 
$400.  Two hundred eighty respondents will deposit monthly, with the median of those 
deposits being $1,200.  In this instance, the median was used because larger outline responses 
skewed the average.  It was not asked in the survey, but it can be assumed that these regular 
deposits will come from a variety of sources: payroll, mailed checks, and walk-in deposits. 

 
As described in 4.3: Analysis Methodology, the OC took 20% of each of the number of 

monthly and weekly depositors from the survey to arrive at the projected number of monthly 
and weekly depositors we will have by the end of Year Two (Quarter Eight).  The OC found the 
usage ratio and applied it to Year One and Year Two membership numbers.  For monthly 
depositors, 20% of 280 respondents is 56 projected depositors, which is 15% of Year Two’s 
membership, and the OC can therefore project 28 monthly depositors by the end of Year One 
and 56 by Year Two’s end (280x 20%=56, 56/372=15%, 15%x186=28, 15%x371=56).  The 
number of depositors each month is projected to increase gradually each quarter to meet these 
year-end projections. 

 
A similar projection was made for weekly depositors: 58x20%=12, 12/371= 3%, 

3%x186=6, 3%x371=12.  The OC projects six weekly depositors by the end of Year One and 12 
by the end of Year Two. Weekly depositors will increase gradually each quarter as well. 

 
To arrive at the total amount that will be deposited by regular depositors, the OC took 

each quarter’s number of weekly or monthly depositors and multiplied it by the average 
deposit.  For example, in Quarter Three we project 21 monthly depositors depositing an 
average of $1,200 yielding NECU $75,600 in monthly deposits that quarter.  That same quarter 
will have five weekly depositors depositing an average of $400, yielding NECU $24,000 
(21x1,200x3=75,600, 5x400x3=24,000). 

 

                                                      
8 Median was used in the case of monthly and weekly deposits because several pledges were large enough to skew 

the average significantly.  For a more conservative interpretation the median was used.  Please see the Market 
Survey Results, questions 12 and 13 for details.   
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The total projected deposits from both monthly and weekly deposit groups are added 
together along with the initial deposits for that quarter to give the OC the total deposits for the 
quarter.  Using the Quarter Three example, $75,600 from 21 monthly depositors plus $24,000 
from 5 weekly depositors is $99,600 from regular depositors.  Adding that to $51,206 deposited 
from 47 new members gives NECU $151,206 deposited in Quarter Three. 

 
Some deposits were retained from the previous quarter as well.  Page 7-6 of the 

Application Guide suggested a 25% retention rate for deposits.  The OC projects that 25% of the 
deposits made in any quarter at NECU will carry over to the next.  In Quarter Three, the total 
amount of member shares is projected to be $201,635 which is the sum of $51,606 from new 
members, $99,600 from regular depositors, and $50,429 from the sum of 25% of Quarter Two’s 
deposits and its retained deposits. 

 
The following tables illustrates this: 

 
Quarterly Deposit Calculation (Quarter Three as example)  

 Number Amount Calculation 

Initial Deposits 47 $51,606 47x1,098=51,606 

Monthly Deposits 21 $75,600 21x1,200=75,600 

Weekly Deposits 5 $24,000  

Total Regular Deposits  $99,600  

Retained Deposits  $50,429 From Quarter Two: 
   $50,508 total deposits 
   $64,800 regular deposits 
   $21,602 retained deposits from Quarter One 
50,508x25%=12,627 
64,800x25%=16,200 
12,627+16,200=28,827 
28,827+21,606=50,429 

Total Quarter Deposits  $99,600 75,600+24,000=99,600 

Total Member Shares  $201,635 151,206+50,429=201,635 

 
Using this method, the OC was able to project NECU’s member shares for each quarter 

for Year One and Year Two.  The following tables outline NECU’s deposits for Year One and Year 
Two: 
 
Deposits, Year One 

 Quarter One Quarter Two Quarter Three Quarter Four 

New Members 47 46 47 46 

Total Members 47 93 140 186 

Initial Deposits $51,606 $50,508 $51,606 $50,508 

Monthly Deposits $25,200 $50,400 $75,600 $100,800 

Weekly Deposits $9,600 $14,400 $24,000 $28,800 
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 Quarter One Quarter Two Quarter Three Quarter Four 

Total Regular Deposits  $34,800 $64,800 $99,600 $129,600 

Total Quarter Deposits $86,406 $115,308 $151,206 $180,108 

Retained Deposits $0 $21,602 $50,429 $88,231 

Total Member Shares $86,406 $136,910 $201,635 $268,339 

 
Deposits, Year Two 

 Quarter Five Quarter Six Quarter Seven Quarter Eight 

New Members 46 47 46 46 

Total Members 232 279 325 371 

Initial Deposits $50,508 $51,606 $50,508 $50,508 

Monthly Deposits $126,000 $151,200 $176,400 $201,600 

Weekly Deposits $38,400 $43,200 $52,800 $57,600 

Total Regular Deposits  $164,200 $194,408 $229,200 $259,200 

Total Quarter Deposits $214,908 $246,006 $279,708 $309,708 

Retained Deposits $133,258 $186,985 $248,487 $318,414 

Total Member Shares $348,166 $432,991 $528,195 $628,122 

 
Share Certificates 

Contradictory answers were given for market survey questions about share certificates 
(questions 18-24). One hundred ninety-six respondents said they would use share certificates 
overall (question 19), but then, between 160-171 respondents said they would use each 
separate duration (term) of share certificates (questions 21-24). If the total of each separate 
term was taken from questions 21-24, there would be 502 members who would want share 
certificates by the end of Year Two. Some respondents might have been confused about what 
the Market Survey asking with that series of questions.  Five hundred two share certificates 
might be higher than what can reasonably expected.  The answers to questions 18, 19, and 20 
give a more realistic picture of what the OC can expect.  
 

Question 18 told the OC that 29 respondents currently use share certificates, and 
question 19 told the OC that 196 respondents would use share certificates.  The average of 29 
respondents who currently use share certificates and 196 who would use share certificates is 
112.5.  20% of 112.5, rounded to the nearest whole, is 23 (29+196=225, 225/2= 112.5, 
112.5x20%=23). The OC can therefore project 23 share certificates by the end of Year Two, 
which is approximately 6% of Year Two’s membership of 371.  For each of the terms (6, 12, 24 
and over 24 months), approximately the same number of respondents said they would use 
each term (questions 21 - 24). This indicates that the number of certificates in each term will be 
approximately equal, or one-fourth of the total.   
 
Yearly Quantity, Share Certificates 

Year Members Members x Participation % Quantity of Share 
Certificates 

1 186 186x6%=12 12 
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2 371 371x6%=23 23 

 
What will the balance of those share certificates be?  From question 20, the OC found 

the average balance using the formula described earlier in “4.3 Analysis Methodology.”  A 
midpoint was determined for each range of balances, and multiplied by the percent of 
respondents choosing that range to determine the weighted average.  Adding those weighted 
averages gave us an average balance of $1,178 per certificate.   
 

The table below determines the average balance for share certificates.  
 
Average Balance Calculation, Share Certificates 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint of 
Balance 
Amount  

Midpoint times percent of 
respondents 

Weighted 
average  

$0 - $300 18.88% $150 150 x 18.88% = 28.23 28.23 

$301 - $500 13.78% $400 400 x 13.78% = 55.12 55.12 

$501 - $1,000 23.98% $750 750 x 23.98% = 179.85 179.85 

$1,001 - $1,500 12.76% $1,250 1,250 x 12.76% = 159.5 159.50 

$1,501 - $2,000 10.20% $1,750 1,750 x 10.2% = 178.5 178.50 

$2,001 - $2,500 4.08% $2,250 2,250 x 4.08% = 91.8 91.80 

$2,501 - $3,000 2.04% $2,750 2,750 x 2.04% = 56.1 56.10 

Over $3,000 14.29% $3,000 3,000 x 14.29% = 428.7 428.70 

 Average Balance (sum of weighted averages):  $1,178 

 
The quarterly quantity and dollar amount were based on the yearly projections.  The OC 

projected a gradual increase in the quantity each quarter to meet each year-end projection.  
The OC took the number of share certificates in each quarter and multiplied it by the average 
balance to get the dollar amount of share certificates in each quarter. The table below shows 
the quarterly quantity and dollar amounts for share certificates. 

 
Quarterly Quantity and Amount, Share Certificates 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 3 3x1,178=3,534 $3,534 

2 6 6x1,178=7,068 $7,068 

3 9 9x1,178=10,602 $10,602 

4 12 12x1,178=14,136 $14,136 

5 15 15x1,178=17,670 $17,670 

6 18 18x1,178=21.204 $21.204 

7 20 20x1,178=23,560 $23,560 

8 23 23x1,178=27,094 $27,094 

 
 Because one-fourth of all certificates will be in each term category, the table below 
outlines the amount in each category. 
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Amount in Each Term, Share Certificates 

Year Amount of 
certificates/4 

Number of certificates in each term (6, 
12, 24, 24+)  

Amount in each 
term 

1 12/4=3 3 $3,534 

2 23/4=5.75 6 for three of the terms, 5 for one. $6,773.50 

 
 Therefore, the Organizing Committee can project that by the end of Year One, NECU will 
have 12 share certificates totaling $14,136, with $3,534 for each term. Year Two the credit 
union will have $27,094 in share certificates, with $6,773.50 in each term. 
 
4.6 Loan Products 
 

Future members want to borrow money from New Economy Credit Union.  The Market 
Survey results show great interest in our proposed loans.   
 

Two questions from the Market Survey gave the Organizing Committee insights into 
how potential members pay and want to pay their loans.  Question seven asks respondents 
how they pay their current loans.  The largest number of respondents said they pay their loans 
online, with 56%9 of respondents saying they pay loans online.  NECU will not be able to offer 
an online payment method from an external account, but the next highest payment method 
respondents chose was an automatic withdrawal from an account (51%), which NECU intends 
to offer, as well as mailing the payment (18%), and in-person (9.3%).  It is worth noting that 
23% of respondents for that question do not currently have any loans.  New Economy Credit 
Union will be able to accommodate the current payment method needs of almost every 
borrower at.  
 

Question eight asked respondents preference for their preferred method of payment 
for loans they will take out at New Economy Credit Union.  Similar to how respondents 
currently pay their loans, 70% (the highest response rate) want to pay their loans with the 
credit union online.  Also similar to question seven, 66% want to pay by an automatic 
withdrawal.  Contrary to question seven, however, respondents answered higher for other, 
more traditional methods - with 31% saying they want to pay in-person and 24% wanting to 
mail the payment.  Also, only 8% of respondents for that question will not borrow from the 
credit union.  From responses to question eight, the OC knows that the sentiment of Market 
Survey respondents is that they are interested in paying their loans in a way that will work for 
New Economy Credit Union.   
 

The products analyzed below are listed approximately in the order asked in the Market 
Survey.   

                                                      
9 Percent of respondents for questions seven and eight (related to loan payment methods) reflect the number of 

respondents who chose that answer from among many choices, i.e. respondents could choose more than one 
possible method of loan payments from questions seven and eight.   



26 
 

 
Signature Loans 

Questions 25, 26 and 27 in the Market Survey asked about Signature Loans.  Question 
25 asked about current usage, and 26 asked about intended usage.  Seventy-five respondents 
currently use signature loans, and 177 would if New Economy Credit Union offered them.  The 
average of the number of respondents who would use signature loans and the number who 
currently do is 126 (75+177=252, 252/2 =126).  20% of 126 is 25.  We can project 25 signature 
loans by the end of Year Two, which is a ratio of 7% of Year Two’s membership. Applying that to 
Year One gives NECU 13 signature loans by Year One’s end.    
 
Yearly Quantity, Signature Loans 

Year Members Members x Participation % Quantity of Signature Loans 

1 186 186x7%=13 13 

2 371 371x7%=25 25 

 
The table below shows the average balance for signature loans, based on question 27.  

The OC found the average balance using the formula described earlier in “4.3 Analysis 
Methodology.”  A midpoint was determined for each range of balances, and multiplied by the 
percent of respondents choosing that range to determine the weighted average.  Adding those 
weighted averages gives NECU an average balance of $1,312 per loan.   

 
Average Balance Calculation, Signature Loans 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint 
of Balance 
amount  

Midpoint times percent of 
respondents 

Weighted 
average  

$0 - $500 12.14% $250 250 x 12.14% = 30.35 30.35 

$501 - $1,000 21.39% $750 750 x 21.39% = 160.43 160.43 

$1,001 - $3,000 27.17% $2,000 2,000 x 27.17% = 543.4 543.40 

$3,001 - $5,000 14.45% $4,000 4,000 x 14.45% = 578 578 

$5,001 - $10,000 13.87% $7,500 7,500 x 13.87% = 1,040.25 N/A10 

Over $10,000 10.98% $10,000 10,000 x 10.98% = 1,098 N/A11 

 Average Balance (sum of weighted averages):  $1,312 

 
 The quarterly quantity and dollar amount were based on the yearly projections. 

The OC projected a gradual increase in the quantity each quarter to meet each year-end 
projection.  The number of signature loans in each quarter was multiplied by the average 
balance to get the dollar amount of signature loans in each quarter. The table below shows the 
quarterly quantity and dollar amounts for signature loans. 
 

                                                      
10 This range exceeds what NECU will offer in the first two years. 
11 This range exceeds what NECU will offer in the first two years. 
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Quarterly Quantity and Amount, Signature Loans 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 3 3x1,312=3,936 $3,936 

2 7 7x1,312=9,184 $9,184 

3 10 10x1,312=13,120 $13,120 

4 13 13x1,312=17,056 $17,056 

5 16 16x1,312=20,992 $20,992 

6 19 19x1,312=24,928 $24,928 

7 22 22x1,312=28,864 $28,864 

8 25 25x1,312=32,800 $32,800 

 
 
Revolving Line of Credit 

For questions 28 and 29, 96 respondents use a revolving line of credit, and 199 would 
use a revolving line of credit if offered by the New Economy Credit Union.  The average of the 
number of respondents who would use a revolving line of credit and the number who currently 
do is 147.5 (96+199=295, 295/2=147.5).  20% of 147.5, rounded to the nearest whole, is 30 
(147.5x20%=30).  The OC can therefore project 30 revolving lines of credit by the end of Year 
End Two, which is a ratio of 8% of Year Two’s membership.  Applying that to Year One yields 15 
revolving lines of credit by Year One’s end. 
 
Yearly Quantity, Revolving Lines of Credit 

Year Members Members x Participation % Quantity of Signature Loans 

1 186 186x8%=15 15 

2 371 371x8%=30 30 

 
The table below shows the average balance for revolving lines of credit, based on 

question 30.  The OC found the average balance using the formula described earlier in “4.3 
Analysis Methodology.”  A midpoint was determined for each range of balances, and multiplied 
by the percent of respondents choosing that range to determine the weighted average.  Adding 
those weighted averages gives an average balance of $1,282 per loan.   
 
Average Balance Calculation, Revolving Line of Credit 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint of 
Balance 
amount  

Midpoint times percent 
of respondents 

Weighted 
average  

$0 - $500 22.45% $250 250 x 22.45% = 56.13 56.13 

$501 - $1,000 21.94% $750 750 x 21.94% = 164.55 164.55 

$1,001 - $3,000 24.49% $2,000 2,000 x 24.49% = 489.8 489.80 

$3,001 - $5,000 14.29% $4,000 4,000 x 14.29% = 571.6 571.60 
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$5,001 - $10,000 6.12% $7,500 7,500 x 6.12% = 459 N/A12 

Over $10,000 10.71% $10,000 10,000 x 10.71% = 1,071 N/A13 

 Average Balance (sum of weighted averages):  $1,282 

 
The quarterly quantity and dollar amount were based on the yearly projections. We 

projected a gradual increase in the quantity each quarter to meet each year-end projection.  
The OC took the number of revolving lines of credit in each quarter and multiplied by the 
average balance to get the dollar amount of revolving lines of credit in each quarter. The table 
below shows the quarterly quantity and dollar amounts for revolving lines of credit. 

 
Quarterly Quantity and Amount, Revolving Line of Credit 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 4 4x1,282=5,128 $5,128 

2 8 8x1,282=10,256 $10,256 

3 11 11x1,282=14,102 $14,102 

4 15 15x1,282=19,230 $19,230 

5 19 19x1,282=24,358 $24,358 

6 23 23x1,282=29,486 $29,486 

7 26 26x1,282=33,332 $33,332 

8 30 30x1,282=38,460 $38,460 

 
Used Automobile Loans 

Questions 31, 32 and 33 concerned used automobile loans.  Question 31 asked if the 
respondent currently has a used automobile loan (88 currently do), and question 32 asks if the 
respondent would borrow for a used vehicle at the New Economy Credit Union (210 would).  
The average of the number of respondents who would borrow for a used automobile and the 
number who currently do is 149 (88+210=298, 298/2=149).  Twenty percent of 149, rounded to 
the nearest whole, is 30 (149x20%=30).  The OC can therefore project 30 used automobile loans 
by the end of Year End Two, which is a ratio of 8% of Year Two’s membership.  Applying that to 
Year One gives us 15 used automobile loans by the end of Year One. 
 
Yearly Quantity, Used Automobile Loans 

Year Members Members x Participation % Quantity of Used Auto Loans 

1 186 186x8%=15 15 

2 371 371x8%=30 30 

 
The table below shows the average balance for used automobile loans, based on 

question 33.  We found the average balance using the formula described earlier in “4.3 Analysis 
Methodology.”  A midpoint was determined for each range of balances, and multiplied by the 
percent of respondents choosing that range to determine the weighted average.  Adding those 

                                                      
12 This range exceeds what NECU will offer in the first two years.  
13 This range exceeds what NECU will offer in the first two years. 
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weighted averages gave us an average balance of $5,863 per loan. 
 

Average Balance Calculation, Used Automobile Loans 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint of 
Balance 
amount  

Midpoint times percent of 
respondents 

Weighted 
average  

$0 - $500 2.96% $250 250 x 2.96% = 7.4 7.4 

$501 - $1,000 1.97% $750 750 x 1.97% = 14.78 14.78 

$1001 - $2,500 6.4% $1,750 1,750 x 6.4% = 112 112 

$2,501 - $4,000 11.82% $3,250 3,250 x 11.82% = 384.15 384.15 

$4,001 - $5,000 10.84% $4,500 4,500 x 10.84% = 487.8 487.8 

$5,001 - $6,000 11.82% $5,500 5,500 x 11.82% = 650.1 650.1 

$6,001 - $7,000 5.42% $6,500 6,500 x 5.42% = 352.3 352.3 

$7,001 - $8,000 9.36% $7,500 7,500 x 9.36% = 702 702 

Over $8,000 39.41% $8,000 8,000 x 39.41 % = 3,152.8 3,152.8 

 Average Balance (sum of weighted averages):  $5,863 

 
The quarterly quantity and dollar amount were based on the yearly projections.  The OC 

projected a gradual increase in the quantity each quarter to meet each year-end projection.  
The OC took the number of used automobile loans in each quarter and multiplied by the 
average balance to get the dollar amount of used automobile loans in each quarter. The table 
below shows the quarterly quantity and dollar amounts for used automobile loans. 
 
Quarterly Quantity and Amount, Used Automobile Loans 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 4 4x5,863=23,452 $23,452 

2 8 8x5,863=46,904 $46,904 

3 11 11x5,863=64,493 $64,493 

4 15 15x5,863=87,945 $87,945 

5 19 19x5,863=111,397 $111,397 

6 23 23x5,863=134,849 $134,849 

7 26 26x5,863=152,438 $152,438 

8 30 30x5,863=175,890 $175,890 

 
Bicycle Loans 

Questions 37, 38 and 39 ask respondents about loans they have and would like to 
acquire for purchasing bicycles.  This is a less common loan product that is offered by some 
credit unions in Wisconsin.  Question 37 asked how many respondents currently have a loan for 
a bicycle - 1 respondent out of 393 currently has a bicycle loan.  The average of the number of 
respondents who would use a bicycle loan and the number who currently do is 29.5 (1+58=59, 
59/2=29.5).  20% of 29.5, rounded to the nearest whole, is 6 (29.5x20%=6).  The OC can 
therefore project 6 used bicycle loans by the end of Year End Two, which is a ratio of 2% of Year 
Two’s membership.  Applying that to Year One gives us 3 used bicycle loans by Year One’s end. 
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Yearly Quantity, Bicycle Loans 

Year Members Members x Participation % Quantity of Bicycle Loans 

1 186 186x2%=3 3 

2 371 371x2%=6 6 

 
The table below shows the average balance for bicycle loans, based on question 39.  The 

OC found the average balance using the formula described earlier in “4.3 Analysis 
Methodology.”  A midpoint was determined for each range of balances and multiplied by the 
percent of respondents choosing that range to determine the weighted average.  Adding those 
weighted averages gives an average balance of $538 per loan.   
 
Average Balance Calculation, Bicycle Loans 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint of 
Balance 
amount  

Midpoint times percent of 
respondents 

Weighted 
average  

$0 - $500 49.15% $250 250 x 49.15% = 122.88 122.88 

$501 - $1,000 37.29% $750 750 x 37.29% = 279.66 279.66 

Over $1,000 13.56% $1,000 1,000 x 13.56% = 135.6 135.6 

 Average Balance (sum of weighted averages):  $538 

 
The quarterly quantity and dollar amount were based on the yearly projections. The OC 

projected a gradual increase in the quantity each quarter to meet each year-end projection.  
The OC took the number of bicycle loans in each quarter and multiplied by the average balance 
to get the dollar amount of bicycle loans in each quarter. The table below shows the quarterly 
quantity and dollar amounts for bicycle loans. 

 
Quarterly Quantity and Amount, Bicycle Loans 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 1 1x538=538 $538 

2 2 2x538=1,076 $1,076 

3 2 2x538=1,076 $1,076 

4 3 3x538=1,614 $1,614 

5 4 4x538=2,152 $2,152 

6 5 5x538=2,690 $2,690 

7 5 5x538=2,690 $2,690 

8 6 6x538=3,228 $3,228 

 
 
New Automobile Loans 

Questions 60, 61, and 62 asked about new automobile loans.  Question 60 revealed to 
the Organizing Committee that 39 respondents currently have a new vehicle loan, and question 
61 showed that 133 respondents would borrow for a new vehicle.  The average of the number 
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of respondents who would use a new automobile loan and the number who currently do is 86 
(39+133= 172, 172/2=86).  20% of 86, rounded to the nearest whole, is 17 (86x20%=17).  The 
OC can therefore project 17 new automobile loans by the end of Year Two, which is a ratio of 
5% of Year Two’s membership.  Applying that to Year One gives us 9 used new automobile 
loans by Year One’s end. 
 
Yearly Quantity, New Automobile Loans 

Year Members Members x Participation % Quantity of New Auto Loans 

1 186 186x5%=9 9 

2 371 371x5%=17 17 

 
The table below shows the average balance for new automobile loans.  The OC found 

the average balance using the formula described earlier in “4.3 Analysis Methodology.”  A 
midpoint was determined for each range of balances, and multiplied by the percent of 
respondents choosing that range to determine the weighted average.  Two sets of weighted 
averages were calculated for new automobile loans- taking into account the lending restrictions 
that NECU will have in year 1 of no more than $15,000 for a vehicle loan, and year 2 and 3’s 
restrictions of no more than $25,000. There will be no restrictions after year 3.  The averages 
the OC is projecting are $8,192 for year 1 and $12,692 for year 2 and year 3.   
 
Average Balance Calculation New Automobile Loans 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint of 
Balance 
amount  

Midpoint times percent of 
respondents 

Weighted 
average  

$5,000 - $10,000 18.46% $7,500 7,500 x 18.46% = 1,384.5 1,384.5 

$10,001 - $15,000 25.38% $12,500 12,500 x 25.38% = 3,172.5 3,172.5 

$15,001 - $20,000 20.77% $17,500 17,500 x 20.77% = 3,634.75 3,634.75 

$20,001 - $25,000 20% $22,500 22,500 x 20% = 4,500 4,50014 

Over $25,000 15.38% $25,000 25,000 x 15.38% = 3845 N/A15 

 Average Balance, Year One (sum of weighted averages):  $8,192 

 Average Balance, Years Two (sum of weighted averages): $12,692 

 
The quarterly quantity and dollar amount were based on the yearly projections.  The OC 

projected a gradual increase in the quantity each quarter to meet each year-end projection.  
The OC took the number of new automobile loans in each quarter and multiplied this by the 
average balance to get the dollar amount of new automobile loans in each quarter. The table 
below shows the quarterly quantity and dollar amounts for new automobile loans. 
 

                                                      
14 New Vehicle loans over $15,000 will not be offered by NECU in Year One.   
15 New vehicle loans over $25,000 will not be offered by New Economy Credit Union in the first two years of 

operations, so the weighted average cannot be counted for the purposes of projecting loan amounts.   
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Quarterly Quantity and Amount, New Automobile Loans 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 2 2x8,192=16,384 $16,384 

2 5 5x8,192=40,960 $40,960 

3 7 7x8,192=57,344 $57,344 

4 9 9x8,192=73,728 $73,728 

5 11 11x12,692=90,112 $90,112 

6 13 13x12,692=106,496 $106,496 

7 15 15x12,692=122,880 $122,880 

8 17 17x12,692=139,264 $139,264 

 
Motorcycle Loans 

Questions 63, 64, and 65 asked about motorcycle loans.  In question 63, 2 respondents 
said they currently have a motorcycle loan, and in question 64, 23 respondents would borrow 
from New Economy Credit Union for a motorcycle.  The average of the number of respondents 
who would use a motorcycle loan and the number who currently do is 12.5 (2+23=25, 
25/2=12.5).  20% of 12.5, rounded to the nearest whole, is 3 (12.5x20%=3).  The OC can 
therefore project 3 motorcycle loans by the end of Year Two, which is a ratio of 1% of Year 
Two’s membership.  Applying that to Year One gives us 2 used motorcycle loans by Year One’s 
end. 
 
Yearly Quantity, Motorcycle 

Year Members Members x Participation % Quantity of New Auto Loans 

1 186 186x1%= 2 

2 371 371x1%= 3 

 
The table below shows the average balance for motorcycle loans.  The OC found the 

average balance using the formula described earlier in “4.3 Analysis Methodology.”  A midpoint 
was determined for each range of balances, and multiplied by the percent of respondents 
choosing that range to determine the weighted average.  Adding those weighted averages gives 
NECU average balance of $4,990 per loan.   
 
Average Balance Calculation Motorcycle Loans 

Likely Balance 
Amount 

Percent of 
Respondents  

Midpoint of 
Balance 
amount  

Midpoint times percent 
of respondents 

Weighted 
average  

$0 - $500 4.17% $250 250 x 4.17% = 10.43 10.43 

$501 - $1,000 0% $750 750 x 0% = 0 0 

$1,001 - $3,000 20.83% $2,000 2,000 x 20.83% = 416.6 416.6 

$3,001 - $5,000 33.33% $4,000 4,000 x 33.33% = 1,333.2 1,333.2 

$5,001 - $10,000 37.5% $7,500 7,500 x 37.5% = 2,812.5 2,812.5 

Over $10,000 4.17% $10,000 10,000 x 4.17% = 417 417 

 Average Balance (sum of weighted averages):  $4,990 
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The quarterly quantity and dollar amount were based on the yearly projections.  The OC 

projected a gradual increase in the quantity each quarter to meet each year-end projection.  
The OC took the number of motorcycle loans in each quarter and multiplied by the average 
balance to get the dollar amount of motorcycle loans in each quarter. The table below shows 
the quarterly quantity and dollar amounts for motorcycle loans. 

 
Quarterly Quantity and Amount, Motorcycle Loans 

Quarter Quantity  Quantity x Average Balance  Total Amount 

1 1 1x4,990=4,990 $4,990 

2 1 1x4,990=4,990 $4,990 

3 2 2x4,990=9,980 $9,980 

4 2 2x4,990=9,980 $9,980 

5 2 2x4,990=9,980 $9,980 

6 3 3x4,990=14,970 $14,970 

7 3 3x4,990=14,970 $14,970 

8 3 3x4,990=14,970 $14,970 

 
Credit Card 

For credit cards, questions 69 and 70 gave the OC information about respondents who 
currently use or would use a credit card with NECU. These were some of the only questions 
where more people answered that they currently use a product than would use it if offered by 
New Economy Credit Union.  The reasons for this can only be assumed, but it may have to do 
with the fact that consumers generally have a lot of loyalty to credit cards, possibly because of 
rates and rewards programs.  From question 69, 308 respondents currently use a credit card, 
and in question 70, 290 would use one if offered.   
 
Yearly Quantity, Credit Cards 

Year Members Members x Participation % Quantity of New Auto Loans 

1 186 186x16%=29 29 

2 371 371x16%=58 58 

 
New Economy Credit Union will be offering a credit card through a referral program in 

partnership with League Services Corporation.  LSC provides an “EZ Launch” program.  Please 
see Chapter 9 for more details.  As stated, less people would use credit cards than those who 
currently use them.  Because of this, the OC did not take an average of “currently use” and 
“would use” from the market survey.  Instead, the OC took 20% of who would use credit cards 
with NECU, which is less.  This calculation gives NECU 58 credit cards by the end of Year Two 
(290x20%=58).  58 by the end of Year Two is a ratio of 16% which gives NECU 29 credit card 
users by the end of Year One.  

 
The quarterly quantity was based on the yearly projections.  The OC projected a gradual 

increase in the quantity each quarter to meet each year-end projection.  The table below shows 
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the quarterly quantity for credit cards. Since the members will be referred to a third party, it is 
not necessary to calculate how much will be borrowed each quarter or its impact on our 
financial statements.  
 
Quarterly Quantity, Credit Cards 

Quarter Quantity 

1 7 

2 15 

3 22 

4 29 

5 36 

6 44 

7 51 

8 58 

 
Credit Builder Loans 

When the Market Survey respondents were asked to name additional products that 
they desire or want, several respondents said “Credit Builder Loans.”  These responses 
prompted the Organizing Committee to approve an additional product that will help build 
credit.  In addition to small dollar signature loans, NECU’s Credit Builder Loans, described in 
Chapter 9: Products and Services, will be a unique way to have members rebuild credit.  The 
members apply for the loan, and once approved, no money will be disbursed to the borrower.  
Instead the loan will be recorded and all payments will go to an account that will be disbursed 
to the borrower once all payments are made, plus a portion of the interest charged.   
 

Since this product was suggested to the OC by the Market Survey respondents and was 
not a question on our survey, there is no way to measure participation from future 
membership.  The OC cannot project amounts or any income from this product.   
 
Lending Circle Loans 

The Market Survey respondents also recommended another product that will be really 
beneficial to NECU members: lending circles.  Lending circles are a form of empowerment that 
is an alternative to traditional loans.  The way it works is members of a lending circle will 
contribute a certain amount of money per month, for a certain term, and each month one 
member amongst the lending circle members will be the recipient of the collected payments 
each month.   
 

NECU will formalize these lending circles, as inspired by the Mission Asset Fund16.  This 
product will be designed for, but not limited to, members who do not have the ability to qualify 
for one of our traditional loan products.  For more information on the proposal for this product, 
please see Section C: Operations, Chapter 9: Products and Services for more information.   

                                                      
16 https://missionassetfund.org/ 
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Since this product was suggested by the Market Survey respondents and was not a 

question on the Market Survey, the OC has no way to measure participation from future 
membership.  The OC cannot project amounts or any income from this product.   
 
4.7 Other Services 
 

New Economy Credit Union will offer services that do not fit into a “savings product” or 
“loan product” category.  The other services we intend to offer are listed below, in the order 
asked in the Market Survey.  
 
Notary Services 
 169 respondents currently use notary services (question 43), and 109 (question 44) 
would use notary if offered.  Less people would use notary services than who currently use 
them.  Because of this, the OC did not take an average of “currently use” and “would use” from 
the market survey.  Instead, the OC took 20% of who would use notary services with NECU, 
which is less.  This calculation gives NECU 22 users of notary services by the end of Year Two 
(109x20%=22).  22 by the end of Year Two is a ratio of 6% which gives NECU 11 members by the 
end of Year One. 
 
Yearly Quantity, Notary Services 

Year Members Members x participation percent Members using Notary Services 

1 186 186x6% 11 

2 371 371x6% 22 

 
Financial Counseling 
 Questions 48 and 49 asked respondents about financial counseling.  Currently, 60 
respondents use financial counseling, and 226 would use it if NECU offered.  The average of the 
number of respondents who would use financial counseling and the number who currently do 
is 143 (60+226=286, 286/2=143).  20% of 143, rounded to the nearest whole, is 29 
(143x20%=29).  The OC can therefore project 29 members will use financial counseling by the 
end of Year Two, which is a ratio of 8% of Year Two’s membership.  Applying that to Year One 
gives NECU 15 users of financial counseling by Year One’s end.   
 
 The table below details the financial counseling needs of NECU members.  
 
Yearly Quantity, Financial Counseling 

Year Members Members x participation percent Members using Financial Counseling 

1 186 186x8% 15 

2 371 371x8% 29 

 
Cashier’s Checks 
 Questions 83 and 84 told the OC that 109 respondents currently use cashier’s checks 
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and 157 would use them if offered by NECU.  The average of the number of respondents who 
would use cashier’s checks and the number who currently do is 133 (109+157=266, 266/2=133).  
20% of 133, rounded to the nearest whole, is 27 (133x20%=27).  The OC can therefore project 
27 members who use cashier’s checks by the end of Year Two, which is a ratio of 7% of Year 
Two’s membership.  Applying that to Year One gives NECU 14 cashier’s checks by Year One’s 
end.   
 

The table below illustrates the members using cashier’s checks for each year.    
 
Yearly Quantity, Cashier’s Checks 

Year Members Members x participation percent Members using Cashier’s Checks 

1 186 186x7% 14 

2 371 371x7% 27 

 
Direct Deposit 

Questions 85 and 86 asked about direct deposit.  Currently, 346 use direct deposit, and 
323 would use that service if offered by New Economy Credit Union.  Unlike many of our 
Market Survey questions, more people currently use direct deposit than will use direct deposit 
with NECU when it opens.  The OC can only assume the reasons for this - many consumers feel 
it is burdensome and time consuming to switch the financial institution to which they have their 
paycheck deposited.  Because of this, the OC did not take an average of “currently use” and 
“would use” from the market survey.  Instead, the OC took 20% of who would use direct 
deposit with NECU, which is less.  This calculation gives NECU 65 direct depositors by the end of 
Year Two (323x20%=65).  Sixty-five by the end of Year Two is a ratio of 18% which gives NECU 
33 members using direct deposit by the end of Year One.   
 
Yearly Quantity, Direct Deposit 

Year Members Members x participation percent Members using Direct Deposit 

1 186 186x18% 33 

2 371 371x18% 65 

 
Basic Postal Services 

Questions 87 and 88 shows that many of NECU’s members are interested in basic postal 
services - such as stamp sales - and the Market Survey even had a comment asking for package 
handling.  NECU will, at the very least, become a Contract Postal Unit with USPS, which will 
allow stamp sales to members.  315 respondents currently use basic postal services (question 
86), and 307 would use basic postal services (question 88).  Because less people would use 
basic postal services than currently do, we did not take an average of “currently use” and 
“would use” from the market survey.  Instead, the OC took 20% of who would use basic postal 
services with NECU, which is less.  This calculation gives NECU 61 members using basic postal 
services by the end of Year Two (307x20%=61).  Sixty-one by the end of Year Two is a ratio of 
16% which gives NECU 31 members using basic postal services by the end of Year One. 
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Yearly Quantity, Basic Postal Services 

Year Members Members x participation percent Members using Postal Services 

1 186 186x16% 31 

2 371 371x16% 61 

 
4.8 Conclusion 

In conclusion, the New Economy Credit Union Market Survey was a great success, and 
showed that people in the 53212 zip code want a new credit union that will serve their needs.  
This is demonstrated by the fact that 82% of respondents want to join New Economy Credit 
Union (question 1), and by the fact that even though the OC has so conservatively estimated 
the product use rates, New Economy Credit Union still ends up having a lot of business.   
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Chapter 5: Market and Industry Analysis 
 

5.1 Overview 
New Economy Credit Union will be a business in the financial services industry.  NECU 

will offer products that are found at large and small banks, and other credit unions.  There are 
hundreds of financial institutions in Wisconsin, and many in the Milwaukee area.  The number 
of credit unions in Wisconsin and the United states is shrinking, as small credit unions struggle 
to find committed staff and volunteers.  NECU is bucking this trend, responding to a stated 
need in the 53212 zip code for a local financial institution.  The success of the small 
cooperatives in the 53212 zip code (such as the Riverwest Grocery Cooperative and Café and 
the Riverwest Public House) is an indication that NECU will thrive.  The overall outlook for 
financial institutions is strong, as more and more people use financial products every day and 
they become a bigger part of our lives.    
 

The 53212 zip code has several financial institutions that currently serve its residents.  
Many of these spaces provide full-service financial products.  On the surface, it may seem that 
the 53212 ZIP Code has many quality financial institutions, but NECU’s competitive advantage 
over almost all other institutions is the fact that it will be local, and care about making the 
53212 zip code community a better place.  Some institutions that serve the area are predatory 
in nature.   
 
Loss of Financial Institutions 

However, there has been a loos of financial institutions in the 53212 zip code.  
JPMorgan Chase closed a branch on MLK Drive in early 2016.  Also, the PLS store located at 
2700 North M.L.K. Drive stopped lending17.  In early 2017, TCF Bank closed its in-store branch at 
the Pick n’ Save grocery store on Garfield Avenue.  This means that less financial and loan 
products are available to people in the 53212 zip code.    

 
The following table looks at financial institutions in the 53212 zip code and within one 

mile.  The second table looks at nonfinancial institutions.  

                                                      
17 Information discovered on 11/7/16 visit to the location 
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Financial Institution Competition18  

Financial 
Institution name  

Address Located in 
the 53212 
zip code?  

Hours  Products Overview and Notes 

Associated Bank  1301 North 
MLK Drive 

Yes Lobby 
Monday – Friday: 9:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m. to 2:00 p.m. 
Sunday: 10:00 a.m. – 2:00 p.m.  
 
Drive-up 
Monday – Thursday: 8:00 a.m. to 6:00 p.m. 
Friday: 8:00 a.m. to 7:00 p.m. 
Saturday: 9:00 a.m. to 2:00 p.m. 
Sunday: 10:00 a.m. – 2:00 p.m.  

Full Service Bank, Branch Office 
with Drive up  

BMO Harris Bank 2745 North 
MLK Drive 

Yes Lobby 
Monday - Thursday: 9:00 a.m. - 5:00 p.m. 
Friday: 9:00 a.m. - 5:30 p.m. 
Saturday: 9:00 a.m.- 12:00 p.m. 
 
Drive-up 
Monday – Friday: 8:30 a.m. – 5:30 p.m. 
Saturday: 9:00 a.m.- 12:00 p.m. 

Full Service Bank, Branch office 
with Drive up 

Brewery Credit 
Union 

1351 North 
MLK Drive 

Yes Lobby  
Monday & Tuesday: 
9:00 a.m. to 5:00 p.m. 
Wednesday: 10:00 a.m. to 5:00 p.m. 
Thursday: 9:00 a.m. to 5:00 p.m.  
Friday: 9:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m.- 12:00 p.m. 

Full service credit union, Main 
Office/Headquarters with Drive 
up 
 

                                                      
18 Information acquired through site visits and phone calls, institution websites, and Google Maps 
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Financial 
Institution name  

Address Located in 
the 53212 
zip code?  

Hours  Products Overview and Notes 

 
Drive-up 
Monday: 8:00 a.m. to 5:00 p.m. 
Tuesday: 9:00 a.m. to 5:00 p.m. 
Wednesday: 10:00 a.m. to 5:00 p.m. 
Thursday: 9:00 a.m. to 5:00 p.m.  
Friday: 8:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m.- 12:00 p.m. 

Chase Bank 211 West 
Capitol Drive 

Yes Monday – Friday: 8:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m. - 2:00 p.m.  

Full Service Bank, Drive-up only 
(branch across street)  

Chase Bank  210 West 
Capitol Drive 

Yes Monday – Friday: 9:00 a.m. - 6:00 p.m. 
Saturday: 9:00 a.m. - 2:00 p.m. 

Full Service Bank, Branch office 
(drive-up across street) 

Educators Credit 
Union 

2243 N 
Prospect Ave,  

No  Lobby 
Monday – Friday: 10:00 a.m. - 6:00 p.m. 
Saturday: 9:00 a.m. - 3:00 p.m. 
 
Drive-up 
Monday – Thursday: 8:00 a.m. to 6:00 p.m. 
Friday: 8:00 a.m. to 7:00 p.m. 
Saturday: 8:00 a.m. to 3:00 p.m.  

Full Service Credit Union, Branch 
Office with drive-up 

Enterprise Credit 
Union 

765 North 
Broadway 

No  Monday – Friday: 9:00 a.m. to 5:15 p.m. 
Saturday: 9:00 a.m. to 12:00 p.m. 

Full Service Credit Union, Branch 
Office 
 

Greater Galilee 
Baptist Credit 
Union 

2432 North 
Teutonia 
Avenue 

No  Sundays 9:00 a.m. - 2:00 p.m. Basic Services Credit Union, 
Main Office, serves church 
community 

Guaranty Bank 544 East Ogden 
Avenue, #800 

No Lobby (no drive-up): 
Monday – Friday: 9:00 a.m. to 5:00 p.m. 

Located in East Pointe Market 
Place (shopping mall), Full 
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Financial 
Institution name  

Address Located in 
the 53212 
zip code?  

Hours  Products Overview and Notes 

Saturday: 9:00 a.m. to 1:00 p.m. service bank branch 

North Shore 
Bank  

1900 North 
MLK Drive 

Yes Lobby 
Monday – Thursday: 9:00 a.m. to 5:00 p.m. 
Friday: 9:00 a.m. to 5:30 p.m. 
Saturday: 9:00 a.m.to 12:00 p.m. 
 
Drive-up 
Monday - Friday: 8:30 a.m. to 5:30 p.m. 
Saturday: 8:30 a.m. to 12:00 p.m. 

Full Service Bank, Branch office 
with Drive up 

PNC Bank 275 East Capitol 
Drive 

Yes Monday – Thursday: 9:00 a.m. to 5:00 p.m. 
Friday: 9:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m. to 1:00 p.m. 
 

Full Service Bank, branch office 
with drive-up 

PNC Bank  1930 East North 
Avenue  

No Lobby 
Monday – Thursday: 9:00 a.m. to 5:00 p.m. 
Friday: 9:00 a.m. to 6:00 p.m. 
 
Drive-up 
Monday – Thursday: 9:00 a.m. to 5:30 p.m. 
Friday: 8:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m. to 1:00 p.m. 

Full Service Bank, Branch Office 
with drive-up 

Prime Financial 
Credit Union 

1010 N. Water 
St 

No  Monday - Friday 9:00 a.m. - 5:00, Saturday 
9:00 a.m. - 12:00 p.m. 

Full Service Credit Union, Branch 
Office 

US Bank 2303 North 
Farwell Avenue 

No Lobby  
Monday – Friday: 9:00 a.m. to 5:00 p.m. 
Saturday: 9:00 a.m. to 12:00 p.m. 
 
Drive-up 

Full Service Bank, Branch Office 
with drive-up 
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Financial 
Institution name  

Address Located in 
the 53212 
zip code?  

Hours  Products Overview and Notes 

Monday – Thursday: 8:00 a.m. to 5:30 p.m. 
Friday: 8:00 a.m. to 6:00 p.m. 
Saturday: 9:00 a.m. to 1:00 p.m. 

US Bank 600 West State 
Street 

No Lobby (no drive-up): 
Monday: 8:00 a.m. to 4:00 p.m. 
Tuesday: 8:00 a.m. to 5:00 p.m. 
Wednesday – Friday: 8:00 a.m. to 4:00 p.m. 

Located in MATC 

UW Credit Union 2200 East 
Kenwood Blvd 

No  Monday - Friday 9:00 a.m. - 5:00 p.m. Full Service Credit Union, 
Markets to UW students, 
located inside  
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Non-Financial Institutions Competition19 

Company Name  Address Located in 
the 53212 
zip code?  

Hours  Products Overview and Notes 

Milwaukee’s Best 
Furniture 

2670 North 
Buffum Street 

Yes Monday – Saturday: 
5:00 a.m. to 12:00 a.m.  
Sunday: 
5:00 a.m. to 11:00 p.m. 

Mattress and furniture financing  

Community 
Financial 

821 East 
Capitol Drive 

Yes Monday & Wednesday: 
7:30 a.m. to 8:00 p.m.  
Tuesday, Thursday, & Friday: 
7:30 a.m. to 10:00 p.m. 
Saturday: 
8:30 a.m. to 5:00 p.m. 

Loans ($500-5,000) through 
“Speedy Loans” (up to 500% 
ARP), Check cashing, money 
orders, prepaid cards 

Wal-Mart Money 
Center 

401 East 
Capitol Drive  

yes Monday – Sunday: 
7:00 a.m. to 9:00 p.m. 

Check Cashing, Money Orders, 
prepaid cards, Wal-Mart Credit 
Card, wire transfers 

PLS  2700 North 
M.L.K. Drive 

yes Monday – Sunday: 
7:00 a.m. to 12:00 a.m.  

Check Cashing, Money Orders, 
Prepaid Cards, wire transfers 

Check n’ Go  344 East 
Capitol Drive 

yes Monday – Friday: 
9:00 a.m. to 7:00 p.m. 
Saturday: 
9:00 a.m. - 2:00 p.m.  

Personal Loans, Check Cashing, 
Prepaid Cards 

Get it Now! 3915 North 
Richards 
Street 

yes Monday – Friday: 
10:00 a.m. to 7:00 p.m.  
Saturday: 
9:00 a.m. -6:00 p.m.  

Furniture Financing  

 

                                                      
19 Information acquired through site visits and phone calls, institution websites, and Google Maps 
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Other Notes 
Many corner stores have Automatic Teller Machines as well, and some provide check 

cashing services.   
 
The major banks provide a lot of services that NECU will not provide, but NECU’s 

advantage over them is that it is locally controlled.  Based on the conversations that the 
Organizing Committee has had with future members, local businesses are what they desire.   

 
The check cashing stores in our zip code are considered by many to be annoyances at 

best, and NECU will do what it can to provide lower-interest loan alternatives.   
 
5.2 Census Data  
 
 Understanding the population of the 53212 zip code is important in the consideration of 
the marketing of the New Economy Credit Union.  This section will outline major information 
about the 53212 zip code, as tabulated by the Census.   
 
Census Data for Race20  

 53212 Milwaukee USA 

 Population % of Pop. Population % of Pop. Population % of Pop. 

Total 30,416 100 % 594,833 100 % 308,745,538 100 % 

Black 16,724 55 % 237,769 40.0 % 38,929,319 12.6 % 

White 10,911 35.9 % 266,339 44.8 % 223,553,265 72.4 % 

Hispanic 2,823 9.3 % 103,007 17.3 % 50,477,594 16.3 % 

 
53212 is a minority-majority zip code in the minority-majority City of Milwaukee.  It is 

one of Milwaukee’s most diverse zip codes being 55% Black, 35.9% White, and 9.3% Hispanic.   
Holton Street, which flows north-south through the center of the zip code, is widely considered 
a racially segregating dividing line.  Riverwest, the neighborhood east of Holton Street, is 65% 
White, 30% Black and 10% others.  Harambee, the largest neighborhood west of Holton Street, 
is 90% Black, 5% White, and 5% others. 

 
Conclusion: New Economy Credit Union shall be poised to be a bridge between two 

different communities.  It will leverage relationships built across both sides of Holton Street to 
provide capital to those who need it.  By offering affordable financial products and services the 
credit union will help to create and build wealth in communities that have been historically 
denied it. 

 

                                                      
20 American FactFinder, United States Census Bureau.   Profile of General Population and Housing Characteristics: 
2010 and Selected Economic Characteristics 2011-2015 American Community Survey 5-Year Estimates. Accessed 
online on 11/03/2017 

 



46 
 

Census Data for Age21 

 53212 Milwaukee, WI USA 

Median Age 29.9 30.3 37.2 

Female-Male Ratio 50.9% - 49.1% 51.8 % - 48.2% 50.8 % -49.2 % 

Percent under 19 Yrs. Old 27.8% 31.9% 26.9% 

Percent 25-29 11.9 % 8.7 % 6.8 % 

Percent 30-39 14.9 % 13.9 % 13 % 

Percent over 55 Yrs. Old 15.7% 18.4 % 24.9 % 

 
53212 residents are fairly young with a median age of 29.9 compared to the US median 

age of 37.2.   Only 15.7% of 53212 are over 55 years old compared to 24.9% nation-wide.  
27.8% of the population is under the age of 19, a similar percentage to the US as a whole which 
stands at 26.9%, yet slightly smaller than for Milwaukee as a whole, where 31.9% are under 19.   

 
With regards to gender, of the 53212 residents, 50.9% are women and 49.1% are men.  

This is again similar to the US as a whole, where 50.8% of the population are women, and 49.2% 
are men.  The City of Milwaukee has slightly more women, with 51.8% being women and 48.2% 
being men.  

 
Conclusion: New Economy Credit Union will be in a position to help youth and young 

adults to build and repair their credit responsibly.  However, it will have less access to capital 
typically built up over the lifetimes and through the higher incomes of senior residents. 
 
Census Data for Employment22 

 53212  Milwaukee, WI USA  

Labor Force 68.0% 65.2% 63.7% 

Not in Labor Force 32.0% 34.8% 36.3% 

Unemployment Rate 14.7% 11.8% 8.3% 

Management, professional, and related occupations 36.1% 30.4% 36.7% 

Service Occupations 25% 24.0% 18.1% 

Sales and office operations Occupations 21.2 % 22.7% 24.1% 

Production, transportation, and material moving 
occupations 

13.9% 17.2% 12.2% 

Natural resources, construction, and maintenance 
occupations 

3.86% 5.8% 8.9% 

 
Unemployment in 53212 is at an astounding 14.7 %, almost twice of the national rate at 

                                                      
21 American FactFinder, United States Census Bureau.   Profile of General Population and Housing Characteristics: 
2010 and Selected Economic Characteristics 2011-2015 American Community Survey 5-Year Estimates. Accessed 
online on 11/03/2017 
22 American FactFinder, United States Census Bureau.   Profile of General Population and Housing Characteristics: 
2010 and Selected Economic Characteristics 2011-2015 American Community Survey 5-Year Estimates. Accessed 
online on 11/03/2017 
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the time.  Interestingly, slightly more of its population is in the labor force than the nation 
overall, 68% compared to 63.7%.  Most people in the zip code work in “White Collar” 
Management, Service or Sales related positions, with only 13.9% being employed in “Blue 
Collar” production, transportation, and construction and maintenance jobs.  These percentages 
are lower for the zip code when compared to Milwaukee and the US. 
 
Census Data for Income23 

 53212 Milwaukee, WI USA 

Median Household Income $29,968 $35,958 $53,889 

Mean Household Income $43,348 $49,562 $75,558 

Percent of Households that received some Food 
Stamp/SNAP Benefits in the past 12 months 

35.9% 30.4% 13.2% 

  
53212 has a median income of $29,968, much lower than for Milwaukee and the US 

which are at $35,958 and $53,889 respectively.  As a result more of the population will qualify 
for public assistance at any point the past year; 35.9% in 53212, compared to 30.4% for 
Milwaukee and 13.2% for the US. 

 
Conclusion: With incomes being lower in the zip code, fewer people have cash on hand 

to purchase larger items and would require more access to capital.   
 
Census Data for Housing24 

 53212 Milwaukee, WI   USA   

Total Units: 15,183 257,952 133,351,840 

Occupied 87 % 89.5 % 87.7% 

Single Unit 33.2 % 47.1 % 67.4 % 

Two units 32 % 20.5 % 3.7 % 

3 or 4 units 9.6 % 7.4 % 4.4 % 

5-19 units 8.4 % 9.9 % 9.3 % 

More than 20 units 16.7% 14.6 % 8.7% 

Built before 1939 65.7% 38.0% 13.2% 

Built since 1990 11.4 % 7.4 % 30% 

Studios 3.7 % 3.1 % 2.3 % 

1 Bedrooms 22.9 % 16.4 % 11.1% 

2 Bedrooms 38.9 % 35.9 % 26.6% 

3 bedrooms 24.1% 33.4 % 39.7% 

4 or more bedrooms 10.4 % 11.1 % 16.2% 

                                                      
23 American FactFinder, United States Census Bureau.   Profile of General Population and Housing Characteristics: 
2010 and Selected Economic Characteristics 2011-2015 American Community Survey 5-Year Estimates. Accessed 
online on 11/03/2017 
24 American FactFinder, United States Census Bureau.   Profile of General Population and Housing Characteristics: 
2010 and Selected Economic Characteristics 2011-2015 American Community Survey 5-Year Estimates. Accessed 
online on 11/03/2017 
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 53212 Milwaukee, WI   USA   

Median Home Value: $116,500 $118,200 $178,600 

Have a mortgage 68.4% 69.8% 64.8% 

Paying more than 30% of income to mortgage 36.3% 30.5% 24.7% 

Paying less than $999 79.2% 77.7% 56.5% 

Owner Occupied 29.1 % 42.3% 63.9% 

Renter Occupied 70.9% 57.7% 36.1% 

Median Rent: $783 $786 $928 

Households moved in before 2010. 50.5 % 57.9 % 67.9 % 

 
Homes in 53212 are much older than most in Milwaukee and the US with 65.7% being 

built before 1939 compared to 38% for all of Milwaukee and 13.2% in the US.  It has also seen 
less new construction than the nation, with 11.4% of units being constructed since 1990 
compared to 30% nationwide.  However, the percentage is higher when compared to the entire 
city, of which only 7.4% has been built since 1990. 

 
The population is also more transient, with 70.9% of homes being renter occupied, 

compared to 36.1% nationwide, and with only 50.5 having been in place before 2010 compared 
to 57.9% city-wide and 67.9% nationwide.   

 
Compared to the US, at 3.7%, 53212 has a much higher percentage of 2 unit buildings 

(mostly duplexes) at 33.2 % of all buildings.  53212 has a higher percentage of housing cost 
burdened homes with 36.3% paying more than 30% of their income to their housing costs, 
compared to 24.7% nationwide.  Nevertheless, 79.2% of renters in the zip code pay less than 
$999 for rent compared to 56.5% nationwide. 

 
Conclusion: With so much of the zip code being renters, there’s a large market for credit 

union customers seeking mortgages to purchase homes either inside of the zip code or outside.  
It is worth noting that New Economy Credit Union does not plan to offer mortgages within the 
first two years of operations.   
 
Census Data for Transportation25 

 53212 zip code Milwaukee USA 

Drive to Work Alone 60.9 % 71.0 % 76.4 % 

Public Transit or Walk to Work 20.1 %  13.8 % 7.9 % 

Have 1 Car 46.7 % 44.8 % 33.7% 

Have 2 Cars 22.4 %  28.3 %  37.4% 

Have No Car 26.8 % 18.5% 9.1% 

 
53212 is much less auto-dependent than the US and Milwaukee.  26.8% have no car and 

                                                      
25 American FactFinder, United States Census Bureau.   Profile of General Population and Housing Characteristics: 
2010 and Selected Economic Characteristics 2011-2015 American Community Survey 5-Year Estimates. Accessed 
online on 11/03/2017 
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as a result 20.1% use public transportation or walk to work, compared to 9.1 % and 7.9%, 
respectively, nationwide and 18.5 and 13.8%, respectively, in Milwaukee.  Only 60.9% of 53212 
residents drive to work, lower than Milwaukee as whole where 71% drive alone to work and 
much lower than the overall US, where 76.4% drive to work alone.   

 
Compared to Milwaukee, a similar percentage of households in the zip code have only 

one (1) vehicle at 46.7% compared to 44.8% in Milwaukee.  Both of these are higher than the 
US as a whole, where only 33.7% have only one (1).  Across the entire US, more households, 
37.4% have two (2) cars, compared to Milwaukee and 53212, where only 38.3% and 22.4% have 
two (2) vehicles, respectively.   

 
Conclusion:  With so many individuals without a vehicle, there are a lot of people in 

53212 who could be potential customers for new or used vehicle loans from the credit union.  
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Chapter 6: Marketing Overview  
 
The Organizing Committee has accomplished a lot of marketing as it organizes NECU.  

NECU’s marketing objectives are to make as many people as possible aware of the new credit 
union as possible.  New Economy Credit Union will engage in an aggressive marketing campaign 
to grow membership in the first two years of operations.  Once open, the NECU Board may 
modify this marketing plan to meet marketing needs and community conditions.   

 
The primary method of organizing that NECU will use is what NECU calls the 

“Relationship Model.”  NECU will focus on utilizing the existing relationships that already exist 
among the founding members, neighbors, family and friends to encourage opening accounts in 
a community oriented financial institution as a means of investing the neighborhood.  A 
Relationship Model also means that NECU develops deep relationships with its members.  This 
will help overcome deficiencies in product and service offerings.  NECU will help those who 
need it, and in the process build a relationship that will cause the member to continue to use 
NECU’s products, and tell their friends and family about the credit union.  A large part of the 
Relationship Model strategy will rely on door to door canvassing, phone calls, and presence at 
community events and fairs. Traditional marketing methods such as advertisements on the 
radio, in newspapers and online will also be used. 
 

Marketing Overview  

Style:  Economica font for headings and Calibri for body 

Email:  neweconomycu@gmail.com 

Twitter:  @NewEconomyCU 

Facebook:  “New Economy Credit Union” 

Websites:  neweconomycu.org, neweconomycu.com, 
riverwestandharambeecu.com, riverwestandharambeecu.org 

Marketing Tactics: Canvassing (with promotional printed materials), Mailings, 
Promotional Events or Sponsorships, Vending (outreach events and 
tabling at street fairs), Website, Newspaper Advertisements, Radio 
Advertisements, Internet Advertisements, and Promotional Items. 

 
Canvassing (with promotional printed materials)  

NECU will use door-to-door canvassing and community meetings as our primary way to 
promote the new credit union, passing out the promotional printed material developed as 
NECU opens.  NECU will canvass door-to-door with the intention of having genuine 
conversations that will move 53212 residents to join NECU.  NECU will print material that will 
list NECU’s hours, products, services, and a persuasive message about why a potential member 
should join NECU.  This printed material will be given to potential members during the 
canvasses or left at doors if no conversation is had.  NECU will spend $2,000 in Year One on 
promotional printed materials, and $500 in Year Two.  NECU has a goal of knocking 2,000 doors 
in the 53212 zip code in the first year of operation.   The credit union will continue to canvass as 
a part of the regular promotion of the business.   Canvassing will be a largely volunteer effort of 
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the Board of Directors and other dedicated members with support from the President and 
other staff as needed. 
 

Why would a startup business use door-to-door canvassing as a marketing tactic?  
Academic research in marketing has determined that organizations must diversify their 
marketing techniques to survive within a 21st century environment of significant technological 
advances and increasingly sophisticated and discerning consumers (see Harvey et al. and Morris 
et al.).  As consumers are experiencing an unprecedented level of access to information via the 
internet and social media, to the point of oversaturation, organizations are increasingly 
returning to traditional, direct methods of marketing such as door-to-door canvassing to catch 
and maintain consumers’ attention (see Morris et al.).  NECU will use more traditional methods 
to break through the noise of the media environment today.   

 
Door-to-door canvassing has been proven to get results.  The power of door-to-door 

canvassing as a marketing and constituent recruitment technique has long been proven in 
practice and research within political science.  Similar to how a political campaign will bring 
voters to the polls with door-to-door canvassing, NECU will use canvassing to win new 
members and begin building relationships.  According to the Yale Institution for Social and 
Policy Studies (ISPS), door-to-door canvassing can be more effective than other methods of 
constituent engagement because it enables a more individualized and personalized approach 
than other methods, and “personalized methods and messages work better” in the sense that 
they are “more effective in mobilizing voters” to participate in elections (“Lessons from GOTV 
Experiments”). Furthermore, door-to-door canvassing is more likely to trigger “contagion” of 
the idea being marketed within the constituent’s personal network, due to factors such as the 
likelihood of the contacted constituents sharing information with others in their household 
(“Lessons from GOTV Experiments”).  

 
Additionally, a recent study focusing on the 2012 French Presidential election cycle 

found that even when door-to-door canvassing does not increase voter turnout numbers, it 
does significantly influence the behavior of those who do ultimately vote (Pons). In terms of 
financial costs, in Get Out the Vote: How to Increase Voter Turnout, political scholars Donald 
Green and Alan Gerber found that the monetary cost of door-to-door canvassing is significantly 
lower than methods such as direct mail, leafletting, and phone banking in terms of both labor 
costs and return on investment (62, 84, and 158).  

 
Finally, in the area of public service provision, federal and state governmental entities in 

the United States have been known to collaborate with nonprofit and other community-based 
organizations to carry out direct marketing techniques such as door-to-door canvassing in order 
to engage constituents in programs; a notable example of this dynamic is the recent effort by 
the U.S. Federal Government and local leaders in Houston, Texas to enroll constituents in the 
newly expanded health insurance programs under the Affordable Care Act (Williams et al). In 
sum, door-to-door canvassing has been and continues to be an effective method for earning 
the interest, trust, and loyalty of consumers.  
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Mailing 
The promotional printed material that NECU has printed canvassing and outreach will 

be formatted in such a way as to be able to be addressed and mailed to NECU’s list of 
interested potential members, with $2,000 set aside for mailing costs.    
 
Promotional Events or Sponsorships  

NECU will use events to promote the new credit union.  NECU will present to 
neighborhood groups, hold promotional events, and sponsor community events.  NECU will 
present to a least 14 different social groups (associations, senior groups, social clubs, churches, 
etc.) within the first year of our operations.  This will be an opportunity to pass out the 
promotional printed material and talk about NECU’s products, services, and mission.    
Examples include: Solomon Community Temple United Methodist Church, All People’s Church, 
MetaHouse, Riverwest Neighborhood Association, the Harambee Neighborhood Improvement 
District, Historic King Drive Business Improvement District, and St. Marcus Lutheran School.  
NECU may host its own events to promote the credit union and answer questions from 
potential members.  These events may be held at a space adjacent to our proposed office, as 
described in Chapter 13: Operating Facility, or at another location.  NECU may also sponsor 
community events such as the very popular Riverwest 24 (a 24-hour bike race that takes place 
in July).  NECU has $1,750 set aside for promotional events or sponsorships  
 
Vending  

NECU will have booths at least two of the zip code’s major events:  Center Street Daze 
Festival and Juneteenth Day Street festival.   These two events are attended by thousands and 
tens of thousands respectively.  NECU will have conversations to build relationships, answer 
questions, and pass out printed materials.   
 
Websites 
 NECU will use the internet aggressively to promote the new credit union.  Currently, the 
NECU owns four domain names: neweconomycu.org, neweconomycu.com, 
riverwestandharambeecu.com, riverwestandharambeecu.org.  All domains redirect to 
neweconomycu.org.  Some older marketing materials and videos refer to the old name, and 
NECU will continue to hold these domains for at least two years.  The current website is a site 
hosted by the company HostGator.   
 
Newspaper Advertising  

NECU has budgeted $1,900 for newspaper advertisements in the first year, at least half 
of which will go to black-owned newspapers.  NECU will specifically target papers popular in the 
zip code such as the Riverwest Currents, Shepherd Express, Milwaukee Times, Milwaukee 
Courier and Milwaukee Community Journal.  Each of these papers reaches thousands of readers 
on a weekly basis. 
 
Radio Advertising  

NECU has budgeted $1,000 in radio advertisements in the first year and will use the 
funds to buy ads on local radio stations such as Riverwest Radio and WNOV 860/106.4 



53 
 

 
Internet Advertising  
NECU has budgeted $3,150 for internet advertisement in Year One.  Many of these funds will be 
used to purchase ads on places such as Facebook, Instagram, Spotify, Pandora, and Google 
targeting residents of 53212 and their friends 
 
Promotional Items 

When canvassing and at outreach events, NECU will pass out printed literature.  NECU 
will print $2,000 worth of literature when NECU opens.  This will be union printed on 100% 
post-consumer waste (PCW) paper.  This will be used in the canvasses and handed out at 
events.  Other promotional items could include pens, refrigerator magnets, stickers, etc. 

 
Phone Banking 

Upon opening, NECU will call every phone number on the list of interested potential 
members at least once.   This will allow us to reconnect with community members who have 
already expressed interest in the credit union before it opens.  Using a relationship-based 
program, NECU can acquire names and contact information from these folks to their family and 
friends who may also be interested in joining. 
 
Earned Media 
 NECU will maximize earned media as a part of its marketing strategy.  Earned media are 
media coverage of NECU as news items.  Upon opening, NECU will issue a press release to every 
major media outlet in Milwaukee.  Press coverage of the opening of the credit union will aid our 
marketing without spending money.  Already, the Organizing Committee has earned media 
coverage at several important milestones in the chartering process.    
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Chapter 7: Marketing Budget 
 
Marketing Budget, New Economy Credit Union 

 Year One Year Two 

Promotional Printed Material  $ 2,000 $ 500 

Mailing Costs, promotional print $ 2,000  

Promotional Events or Sponsorship          $ 1,750  

Vending Expenses (outreach events) $ 300 $ 300 

Website $ 200 $ 200 

Newspaper advertising $ 1,900 $ 400 

Radio Advertisements $ 1,000  

Internet Advertising $ 3,500 $ 600 

Promotional items  $ 500  

Total $ 13,150 $ 3,400 
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Chapter 8: Operations Overview  
 

Credit unions are income tax exempt26 not-for-profit financial cooperatives27.  This 
means that credit unions operate like many financial institutions: providing financial products 
like savings and checking accounts.  However, key differences exist between a credit union and 
other financial institutions.  Credit unions are cooperative businesses, which means that every 
member of the business gets an equal vote for the board of directors.  This is the cooperative 
business idea of “one member, one vote.”  In a traditional corporate structure, the number of 
stock shares held determines the number of votes that a person can cast for the board of 
directors at the shareholder’s meeting. 
 

New Economy Credit Union will be a basic services, community organizing credit union 
serving several neighborhoods of Milwaukee.  Our service area is local in scope, and we will be 
a small, local operation.  
 

Much like a corporate shareholders’ meeting, NECU will have an Annual Meeting, where 
members will be able to vote for people to serve on the board, and may be able to adopt or 
stop policies of the Credit Union.  As in all cooperatives, the principle of the “one member, one 
vote” will apply.   
 

Below is a table of a SWOT analysis (an analysis of Strengths, Weaknesses, 
Opportunities, and Threats) conducted by our Organizing Committee on October 25, 2017: 
 
SWOT Analysis, NECU 

Strengths:  Weaknesses: 

NECU’s mission and our rhetoric; community 
support; short-term loans; unique products; 
credit repair; local; central location in 53212; 
board experience working at credit unions 
previously; small scope; connections with the 
community. 

no checking; limited hours; lack of strong 
name recognition; limited lending portfolio; 
funding;  

Opportunities:  Threats: 

First new credit union in a while and the only 
one specifically serving this area; chance to 
make a high impact on the area and people; 
relationship building; non-risk based lending; 
helping new coops and local businesses. 

fraud risk; competitors; volunteer burn-out; 
the possibility of not meeting NECU’s lending 
and membership goals; loss prevention; 
threats/burglary.  

 
Hours of Operations 

Because the Credit Union is starting out and is required to raise the first few years of 

                                                      
26 26 U.S.C §501(c)(14) 
27 Wisconsin State Statutes, Chapter 186.01(2) 
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operating expenses, it will need to keep costs low.  NECU will have limited hours of operation 
and staff until we grow enough to support longer hours and more staff.   
  

New Economy Credit Union will be open Saturdays from 9:00 a.m. - 1:00 a.m.     
 

These are just the hours the Credit Union will be open to the public, however.  Other 
hours will be required to process loans and ensure legal compliance.  The Organizing 
Committee is anticipating the President and the Assistant working during other days and hours 
to ensure this happens.  After the first quarter, the NECU Board will discuss adding additional, 
volunteer-run hours of operation.  
 
Timeline of Operations 
 NECU will implement different products and services at different times.  To help with 
understanding of this process, below is a table with each quarter’s major events outlined. 
 
Timeline of Operations 

Quarter Major Events  

One • Opening Day 

• Soft Opening and Grand Opening 

• Initial testing and operating of all systems 

• Board of Directors Sets Interest Rates (Month One) 

• First Loans Granted (Month Three) 

• Begin Marketing Plan 

• Canvass 500 doors 

• Decided on Investments 

Two • Evaluation of Quarter One operations 

• Post and hire for Assistant position 

• Board discusses and decides on cash on site 

• Canvass 500 doors 

• Consider and possibly implement extra volunteer-run hours of operations 

• Consider a Financial Counseling plan 

Three • Evaluation of first six months of operations 

• Set short term goals to meet minimum benchmarks set in business plan, if 
those benchmarks have not been met 

• Canvass 500 doors 

• Evaluate Marketing Plan, adjust if needed 

Four • Canvass 500 doors 

• Evaluate operations to-date 

Five • Evaluate all provider agreements and arraignments 

• Evaluation of first year of operations with possible Board of Directors 
retreat 

• Canvass 250 doors 
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Quarter Major Events  

• Loan limit for vehicles rises to $25,000 

Six • Canvass 250 doors 

Seven • Begin planning next three to five years of operations (new business plan) 

• Canvass 250 doors 

Eight • Evaluate operations to-date 

• Evaluate all provider agreements and arraignments 

• Canvass 250 doors 

• Complete planning of next three to five years of operations (approve new 
business plan) 

• Begin planning repayment of secondary capital  

 
Commitment to Sustainability and Workers’ Rights in purchasing 

NECU will be a champion of environmental sustainability and the rights of workers at 
work.  NECU will make environmental sustainability and workers’ rights a centerpiece of the 
product and provider decisions.  For example, when NECU outsources the printing of flyers and 
promotional material, NECU will choose unionized printers and 100% Post-Consumer Waste 
(PCW) paper fibers.  When purchasing paper, NECU will choose paper that is 100% PCW.  For 
other products, NECU will choose the highest PCW content possible, or the most 
environmentally sound products.  NECU also commits to recycling within our branch location. 
 
Providers 
 Below is a table of NECU’s proposed providers and the relationship to them.  Aside from 
any contracts signed, the NECU Organizing Committee reserves the right to change providers 
before and after opening the new credit union to best serve the needs of our members.   
 
Providers, New Economy Credit Union 

Provider Product or service being provided 

AMI Information Systems, Inc. Core Processor 

CUNA Mutual Surety Bond 

Corporate Central Credit Union ACH processing, routing number, other corporate services 

Harambee Homes, LLC Landlord 

TransUnion Credit reports and reporting 

Wisconsin Credit Union League  Forms, association membership, some legal opinions 

League Services Corporation Credit card referral program  

Educators Credit Union Correspondent Financial Institution  

Summit Credit Union Correspondent Financial Institution  

Columbia Savings and Loan Depository Institution  

Stoppenbach Credit Union Mentor credit union 

FOCUS Credit Union Mentor credit union 

AT&T Cell phone  

HostGator, LLC Website and hosting services 

Greenline Paper Company Office supplies 
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Provider Product or service being provided 

eFax Internet-based fax service 
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Chapter 9: Products and Services 
 
9.1 Product Overview 
 
Products and Implementation Schedule 

Product/Service Start Date Terms Individual and 
Aggregate Limits 

Third Party 
Vendors 

Share Savings Immediate   Individual limit of 
$250,000 or insured 
limit; 
Aggregate - None 

None 

Vacation Club 
Savings 

Immediate   Individual limit of 
$250,000 or insured 
limit; 
Aggregate - None 

None 

Holiday Club 
Savings 

Immediate   Individual limit of 
$250,000 or insured 
limit; 
Aggregate - None 

None 

ACH Receiving  Immediate   Corporate Central 
Credit Union 

Cash  After Quarter 
One  

 $300 per transaction 
unless waived 

Correspondent 
Bank for cash 

Cashier’s Check  Immediate   Correspondent 
Bank, core 
processor 

Notary  Immediate   Notary supply 
company 

Financial 
Counseling  

After Quarter 
One 

  Possible 
counseling 
vendor 

Direct Deposit Immediate   Corporate Central 
Credit Union 

Credit Insurance 
(A&H, Life, 
others)  

After 2 Months   CUNA Mutual 

Signature Loan After 2 Months Not to 
exceed 60 
months  

$5,000 maximum  None 

Revolving Line 
of Credit  

After 2 Months Not to 
exceed 24 
months 

 None 

Credit Card After 2 Months Determined Determined by League Services 



61 
 

Product/Service Start Date Terms Individual and 
Aggregate Limits 

Third Party 
Vendors 

by provider provider Corporation (EZ 
Launch)  

Auto Loans After 2 Months  $15,000 limit in Year 
One,  
$25,000 through Year 
Two, no limit 
thereafter 

None 

Bicycle Loans After 2 Months   $2,000 year 1, up to 
$5,000 through year 3  

 

Motorcycle 
Loans 

After 2 Months  $15,000 year 1, 
$25,000 through year 
3  

 

Credit Builder 
Loans 

After 2 Months  $500  

Lending Circles  After 2 Months  Decided by 
participants, but not 
exceed $5,000 

 

Basic Postal 
Services 

Immediate    

DMV Services After 2 Months  CU may assess a fee The Board will 
decide about this 
product at its first 
meeting.  

 
Fee Schedule 

Fee Type Amount 

Application Fee $5 

Origination Fee (for some loans) To be determined by the Board of Directors at the first 
meeting. 

Lending Circle Fee To be determined by the Board of Directors at the first 
meeting. 

 
9.2 Savings Products 
 
Savings Accounts  

Called share accounts by credit unions, these are the most basic service offered by 
credit unions and other financial institutions.  Every member will at least have a share account.  
The dividend rate for share savings will be determined at the first meeting of the board of 
directors of New Economy Credit Union, to ensure that NECU’s rates are in concert with the 
current market.  Please see Chapter 25 for the pro forma projections.   
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Vacation Account 
NECU will offer members the option of having a segregated savings for different 

purposes.  This type of fund is called “vacation” in the credit union world, but disbursement can 
be for any reason.   
 
Holiday Club  

Holiday Club accounts, also known as Christmas club, are accounts with a penalty for 
early withdrawal.  These are designed for members who make regular deposits in the credit 
union.  Near the holiday season, these accounts are disbursed to the members.  This help 
prevents members from going into debt to afford the expenses associated with the holiday 
season.   
 
Share Certificates 

In the credit union industry, the term for certificates of deposit is share certificates.  
NECU will offer share certificates of different amounts to members at competitive rates set by 
the Board of Directors.  NECU will aim to write more short and moderate term share certificates 
in the start of our operations.  The dividend rate for share certificates will be determined at the 
first meeting of the board of directors of New Economy Credit Union, to ensure that NECU’s 
rates are in concert with the current market.  For the projected dividend costs, NECU used a 
comparison of other nearby credit unions.  Please see Chapter 25 for the pro forma projections.   
 
Other savings programs 
  In partnership with other organizations that practice financial counseling, the Credit 
Union may provide special savings accounts that will assist people in these programs, such as 
the Local Initiative Support Corporation’s Twin Accounts program.  
 
9.3 Loans  
 

Credit Unions make their money from interest on loans.  This Credit Union will be no 
exception.   NECU’s lending will be a key to success for New Economy Credit Union.  Unless a 
non-traditional model is used (such as Jafari No-Interest Credit Union in Houston, Texas), 
interest income is the backbone of financial stability for a credit union.  All loan applications will 
be evaluated for the applicant's creditworthiness, character, and the need for the loan.  The 
Credit Union will offer several types of loan products.  The credit union will wait until the 
beginning of month three before it offers loans to its members.    
 
Interest Rate 

New Economy Credit Union will use a modified simple interest calculation for all loans 
through the end of Year Two.  Initially, NECU will not use risk-based lending for our loans.  
Instead, the Organizing Committee is proposing an interest rate system whereby a base rate is 
used for all loans, with a few percentage points deducted for highly qualified applicants.  After 
Quarter One, and at the end of Year One, the NECU Board will discuss and consider risk-based 
lending.   
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At the first meeting of the board of directors of the New Economy Credit Union, interest 
rates will be set for each loan product.  For our interest income assumptions, we used a 
comparison with similar credit unions.  Please see Chapter 25 for our pro forma projections.   
  
Loan Insurance  

The Credit Union will offer insurance products for the loans it offers.  These credit 
insurance products are often life and disability (sometimes called “accident and health”) 
coverage for the loan.   
 
Signature Loans  

Signature loans are sometimes known as personal loans.  Signature loans are called 
signature because the collateral given by the borrower is their signature.  NECU will offer 
signature loans from $50-$5,000, with applicants citing the need for the money.  The Board 
may assign different rates of interest for different purposes.  NECU will offer a special signature 
loan that will be for paying a security deposit and other moving expenses.   
 
Revolving Lines of Credit  

The Credit Union will offer revolving lines of credit to members who qualify.  Members 
will be approved for a certain credit maximum, which they can borrow against.  The collateral 
on this loan will also be a signature.  The maximums will vary, depending on the applicant, from 
$500-$2,000.    
 
Auto loans  

The Credit Union will offer loans on vehicles up to $15,000.  At the beginning of Year 
Two NECU will offer vehicle loans up to $25,000.  The credit union will also offer auto title loans 
for people who own their vehicles and want to use the equity in the vehicle.  After the start of 
year three we will have no policy limits on vehicles.  A limiting factor for the borrower, 
however, will be their ability to make the loan payment amount.  If a borrower cannot afford a 
loan payment because the amount borrowed is too high, then the Credit Union may limit what 
they can borrow.   
 
Credit Card 

The credit union will offer a credit card through the League Services Corporation, 
through their “EZ Launch” credit card program.  This is a referral program, where LSC 
underwrites the loans.  NECU receives a referral fee for every credit card customer who has a 
score above a certain threshold.  Also, LSC provides the option of purchasing the entire loan 
portfolio back, which will allow NECU to launch its own credit card program in the future.   
 
Bicycle Loans  

The Credit Union will offer loans for the purchase of bicycles, not to exceed $2,000.  
Bicycles will be collateralized through the process outlined in the Uniform Commercial Code.      
 
Motorcycle Loans 

Motorcycle Loans will be offered by the credit union, with the motorcycle being used as 
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collateral.  The limit for these loans will be $15,000 in year one, and $25,000 thereafter.      
 
Credit Builder  

The credit union will offer loans to help members build their credit.  This was asked for 
by several individual respondents in our market survey.  In the financial industry small-dollar 
loans are called “credit builder loans,” but NECU’s model will be different.  NECU will offer loans 
as small as $50 through the signature loan program.   
 

NECU’s model of credit builder loans will be different, as inspired by several comments 
in the Market Survey.  These comments proposed a different model of credit builder loan, in 
which the loan payments are saved by the member.  This is a program for NECU members who 
have a very challenging credit history and cannot qualify for a loan.  The members apply for the 
loan, and once approved, no money will be disbursed to the borrower.  Instead the loan will be 
disbursed to a controlled savings account, and the payments the member makes by the end of 
the term will be disbursed to the borrower.  This is a way NECU can build trust with members 
without putting the credit union’s financial position at risk.  As with all loans, the interest and 
terms will be decided at the first board meeting.  
 
Lending Circles 

Lending circles are a unique form of empowerment that is an alternative to traditional 
loans.  Outside of financial institutions, lending circles are formal or informal collectives of 
individuals who all pay a set amount of money per month into a common fund and each month 
a different person in the collective receives the collected payments.  For example, if ten people 
decided they each need $1,000, they can decide to pay $100 per month, and each month one 
recipient receives the payments ($1,000).  This can be transformational for people who are 
currently outside of the traditional banking system.  An organization called the Mission Asset 
Fund of San Francisco, California, and its founder Jose Quinonez, has created a model to 
formalize lending circles28.  This group was brought to the attention of the Organizing 
Committee through the Market Survey.  
 

New Economy Credit Union will create lending circles amongst the members who opt to 
participate.  The group(s) will collectively decide the amount of the monthly payments, and the 
term of the lending circle.  Participation in the lending circle will be recorded and reported as a 
loan.  A fee will be collected by the credit union as part of participation.   

 
This product will be designed for, but not limited to, members who do not have the 

ability to qualify for one of our traditional loan products.  New Economy Credit Union will aim 
to establish at least two lending circles per year.   
 

                                                      
28 Brancaccio, David. "This Financial Innovation Could Help Low-income People Gain Access to Credit." NPR’s 
Marketplace. September 26, 2016. https://www.marketplace.org/2016/09/26/wealth-poverty/jose-quinonez-
macarthur-unbanked-credit-lending-circle. 
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9.4 Other Services  
 
Cash 

After the first quarter, New Economy Credit Union will consider keeping up to $3,000 
cash on hand at its location for small dollar withdrawals.   
 
Notary Services 

The Credit Union will ensure that the future President and other employees will be 
Notaries Public and the Credit Union will provide this service to members.  Any fees for this 
service will be determined by the Board of Directors.   
 
Financial Counseling 
 NECU intends to offer a financial counseling program to its members, either through the 
credit union or a third-party provider.  After Quarter One, the Board of Directors will discuss 
and decide about this product.  
 
Cashier’s Checks  

As a service to members, the Credit Union will provide cashier’s checks to various 
parties for its members.  Fees may or may not be assessed, and will be determined by the 
Board of Directors.  
 
Contract Postal Unit  

Once open, the Credit Union will explore becoming a contract postal unit, where 
members and the public can purchase stamps and drop off letters.  
 
DMV Services 

Once open, the credit union will explore contracting with the Wisconsin Department of 
Motor Vehicles (DMV) to issue license plates and vehicle registrations to complement its 
automobile lending.   
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Chapter 10: Goals for Shares, Loans, and Number of Members 
 

New Economy Credit Union anticipates steady membership growth in the first two years 
of operation.  The goals for shares, loans, and number of members are outlined in the table 
below as reflected in the Market Survey Analysis.  Obviously, NECU will attempt to surpass the 
minimum projections set in the analysis of the Market Survey and the rest of this business plan.  
However, since there are so many unknown factors that will contribute to how many shares, 
loans, and number of members NECU will in reality have after each year, this business plan will 
use the projects from the Market Survey Analysis as its goals.   For our complete Market Survey 
Analysis, please see Chapter 4: Evidence of Member Support.   
 
 Since Credit Builder loans and Lending Circles were not measured in the Market Survey, 
we cannot accurately project the quantity or amount of those products.  However, NECU will 
aim to acquire at least a few credit builder loans and organize some Lending Circles, as outlined 
below in the table. 
 
Goals for Shares, Loans, and Number of Members 

 Year One 
Quantity 

Year One Amount Year Two 
Quantity  

Year Two Amount 

Members 186  371  

Member Shares  $268,423  $628,206 

Non-Member Shares 1+ $225,000 0 $0 

Loans 71 $209,553 111 $404,612 

    Signature 16 $17,056 25 $32,800 

    Revolving line of credit 19 $19,230 30 $38,460 

    Used Automobile 19 $87,945 30 $175,890 

    Bicycle 4 $1,614 6 $3,228 

    New Automobile  11 $73,728 17 $139,264 

    Motorcycle  2 $9,980 3 $14,970 

    Credit Cards 36 $0 58 $0 

    Credit Builder  5 unknown 10 unknown 

    Lending Circles  2 unknown 4 unknown 
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Chapter 11: Management and Staffing 
 

As described earlier, New Economy Credit Union will be a financial cooperative, 
organized under Chapter 186 of the Wisconsin State Statutes.  In a credit union, every member 
has an equal vote for the Board of Directors, usually elected at an Annual Meeting, although 
credit unions are allowed to adopt electronic voting systems or mailed paper ballots.  Initially, 
Directors at the Credit Union will be elected at the Annual Meetings, but alternative election 
methods will be explored by the Board of Directors within the first year of operation.  
 
11.1 The Board of Directors 
 

The Board of Directors will be made up of seven Directors, elected to staggered terms.  
At the first Annual Meeting, all seven directors will be elected, with two being elected for a one 
year term, two elected for a two year term, and three elected for a three year term.  This 
means that after the first Annual Meeting, each Annual Meeting thereafter will have at least 
two Directors’ seats up for election.  The Credit Union will also have a Credit Committee and an 
Audit Committee, which may include both members of the Board of Directors and additional 
members. 
 

These Directors will serve the interests of the members and act to execute the Business 
Plan, Policies, and Mission Statement of the Credit Union.  The Board will make every effort to 
recruit members and future board candidates that represent the neighborhoods that NECU will 
serve.  Below, please find some information on the proposed directors.  For full information, 
including resumes and NCUA forms 4012, please see the Appendices.      
 
Board of Directors, New Economy Credit Union    

Name Position Notes 

Rick Banks Chair, Board of Directors Community Organizer, BLOC 
(Black Leaders Organizing for 
Communities) 

Emily Bell Secretary Attorney and principal, Bell 
Legal, LLC 

Alex Brower President and Director Former Assistant Office 
Manager, Stoppenbach 
Credit Union 

RoseMary Oliveira Director Budget Analyst, Milwaukee 
Public School (Retired)  

Miranda Wilder Director Administrative Assistant, 
Milwaukee Public Schools 

Lavelle Young Treasurer Owner, Young Development 
Group 

[Vacant] Director  
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Board Education to-date 
 The proposed Board of Directors of NECU has undergone several hours of education to 
prepare them to oversee NECU.  Every proposed director has undergone several education 
events: an education session on the Wisconsin Consumer Act, an education session on 
accounting basics, and viewing and discussion several video series on the NCUA’s YouTube 
channel.  The table below outlines the education sessions held to date, notes and when earch 
proposed director participated.   
 
Director Education to-date 

Event or Material  Notes 

NCUA Youtube Channel 
Board of Directors Video 
Series 1: What Every Board 
Member Should Know 

An overview of Board of Director responsibilities. 
 
URL: 
https://www.youtube.com/watch?v=AUFQqo0qh9Q&list=PL-
-na5_QagEh_Q7mDdKBhHqEMumgajgJ9 
 
Directors and dates: 
Rick Banks (11/11/17). Emily Bell (11/11/17), Alex Brower 
(11/11/17), RoseMary Oliveira (3/12/18), Miranda Wilder 
(11/11/17), Lavelle Young (11/11/17)  

NCUA Youtube Channel 
Board of Directors Video 
Series 2: Policies and 
Procedures 

An overview of policies and procedures, as well as a 
discussion of major required policies and their components.   
 
URL:  
https://www.youtube.com/watch?v=H-H6RNbwErQ&list=PL--
na5_QagEgkDP7ws3p-g-J1zjmTDI_K 
 
 
Directors and dates: 
Rick Banks (11/11/17). Emily Bell (11/11/17), Alex Brower 
(11/11/17), RoseMary Oliveira (3/12/18), Miranda Wilder 
(11/11/17), Lavelle Young (11/11/17) 

NCUA Youtube Channel 
Board of Directors Video 
Series 3: Mergers 

An overview of why some credit unions merge and how the 
process works. 
 
URL: 
https://www.youtube.com/watch?v=blBP7Rpgn2A&list=PL--
na5_QagEiZ4SznTg2f1leff1cUbokC 
 
Directors and dates: 
Rick Banks (3/10/18). Emily Bell (3/18/18), Alex Brower 
(3/10/18), RoseMary Oliveira (3/10/18), Miranda Wilder 
(3/10/18), Lavelle Young (3/18/18) 

NCUA Youtube Channel An overview how to properly plan for succession in credit 
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Event or Material  Notes 

Board of Directors Video 
Series 4: Succession Planning 

unions, for Boards and employees. 
 
URL: 
https://www.youtube.com/watch?v=loiBUENdauw&list=PL--
na5_QagEjMZO-aoBSGkDgq1Q3Fd0II 
 
Directors and dates: 
Rick Banks (3/10/18). Emily Bell (3/18/18), Alex Brower 
(3/10/18), RoseMary Oliveira (3/10/18), Miranda Wilder 
(3/10/18), Lavelle Young (3/18/18) 

NCUA Youtube Channel 
Board of Directors Video 
Series 5: Understanding the 
NCUA Examination 

An overview of the NCUA examination process. 
 
URL: 
https://www.youtube.com/watch?v=HWLVMT_cmbI&list=PL-
-na5_QagEhSAQDxeMQqIh0pRT5o8WZL 
 
Directors and dates: 
Rick Banks (11/11/17). Emily Bell (11/11/17), Alex Brower 
(11/11/17), RoseMary Oliveira (3/12/18), Miranda Wilder 
(11/11/17), Lavelle Young (11/11/17) 

NCUA Youtube Channel 
Board of Directors Video 
Series 6: Strategic Planning 

An overview what strategic planning is and how credit unions 
can benefit from strategic planning. 
 
URL: 
https://www.youtube.com/watch?v=h3n_qvakLiY&list=PL--
na5_QagEgqwAElPdqEbr70IlOsJ33q 
 
Directors and dates: 
Rick Banks (3/10/18). Emily Bell (3/18/18), Alex Brower 
(3/10/18), RoseMary Oliveira (3/10/18), Miranda Wilder 
(3/10/18), Lavelle Young (3/18/18) 

NCUA Youtube Channel 
Board of Directors Video 
Series 7: Understanding 
Financial Statements 

An overview of financial statements and how to read them, 
with an emphasis on line item that Directors need to watch 
for. 
 
URL: 
https://www.youtube.com/watch?v=BJidK130M3E&list=PL--
na5_QagEjaY2cxocuHwsynmr3ZHLDP 
 
Directors and dates: 
Rick Banks (11/11/17). Emily Bell (11/11/17), Alex Brower 
(11/11/17), RoseMary Oliveira (3/12/18), Miranda Wilder 
(11/11/17), Lavelle Young (11/11/17) 
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Event or Material  Notes 

NCUA Youtube Channel 
Board of Directors Video 
Series 8: Understanding Key 
Ratios 

An overview of key ratios such as net worth. 
 
URL: 
https://www.youtube.com/watch?v=4w5MGLtw8Lw&list=PL-
-na5_QagEjHZTys8urz5MACFUTqYigT 
 
Directors and dates: 
Rick Banks (3/10/18). Emily Bell (3/18/18), Alex Brower 
(3/10/18), RoseMary Oliveira (3/10/18), Miranda Wilder 
(3/10/18), Lavelle Young (3/18/18) 

NCUA Youtube Channel 
Board of Directors Video 
Series 9: Effective Board 
Meetings 

An overview of Board of Director meetings and how effective 
ones are run versus practices that contribute to board 
stagnation and ineffectiveness. 
 
URL:  
https://www.youtube.com/watch?v=XRWhf-qSSlw&list=PL--
na5_QagEjv0BXhEAgJRtV62Zgi0ZXd 
 
Directors and dates: 
Rick Banks (3/10/18). Emily Bell (3/18/18), Alex Brower 
(3/10/18), RoseMary Oliveira (3/10/18), Miranda Wilder 
(3/10/18), Lavelle Young (3/18/18) 

Wisconsin Consumer Act 
Education Session 

A Wisconsin Attorney presented on their understanding of 
the Wisconsin Consumer Act and it’s ramifications. 
 
Directors and dates: 
Rick Banks (3/10/18). Emily Bell (3/10/18), Alex Brower 
(3/10/18), RoseMary Oliveira (3/10/18), Miranda Wilder 
(3/10/18), Lavelle Young (3/18/18) 

Accounting Basics Education 
Session with Daniel O'Keefe 
(retired CPA) 

Dan O’Keefe (retired CPA) presented on the basics of 
Accounting – went over such things as the accounting 
equation, balance sheet, statement of income. 
 
Directors and dates: 
Rick Banks (2/17/18). Emily Bell (4/9/18), Alex Brower 
(2/17/18), RoseMary Oliveira (4/9/18), Miranda Wilder (will 
complete before opening), Lavelle Young (4/9/18) 

Inclusiv29 2018 Annual 
Conference 

Inclusiv is the trade association for community development 
credit unions.  The 2018 Annual Conference was help in 
Clearwater, Florida on October 23 and 24, 2018.  From the 
Organizing Committee, Rick Banks and Alex Brower attended.   

                                                      
29 Inclusiv was formerly known as the National Federation of Community Development Credit Unions.   
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Event or Material  Notes 

 
In addition to the sessions listed below, Rick Banks and Alex 
Brower made industry connections to help NECU.  
 
Sessions attended by Rick Banks: 

• Why Financial Inclusion? 

• Branding to Grow 

• Lending Practices for Low-Income Consumers  

• Mission and Margin panel discussion 

• Recent Research: Opportunities to Grow Financial 
Inclusion  

• The CDFI Fund & You 

• Breaking the Cycle of Disinvestment: the new Market 
Tax Credit  

• CDFI Fund News and Updates 

• Financial Inclusion as a Pathway from Poverty  
 
Sessions attended by Alex Brower: 

• Why Financial Inclusion? 

• Solar Lending Practices for Community and Regional 
Financial Institutions 

• Lending Practices for Low-Income Consumers  

• Mission and Margin panel discussion 

• Recent Research: Opportunities to Grow Financial 
Inclusion  

• Focus on Growth 

• Amplifying Impact: Lending and Counseling  

• CDFI Fund News and Updates 

• Financial Inclusion as a Pathway from Poverty  

 
 Rick Banks is the proposed Chair of the board of NECU.  Some qualifications that Rick 
possesses to chair the board of NECU are:   

• Organizer, BLOC (Black Leaders Organizing for Communities)  

• Graduate, Associates in Community Real Estate (ACRE) program, which instructs 
participants in the procedures of property and commercial development 

• Past Organizer, Riverworks Development Corporation, the 53212 zip code’s economic 
development corporation 

 
For more information and to view the resumes of each proposed director, please see 

Appendix B: Proposed Directors.    
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11.2 Staff 
 
 The Board of Directors will appoint a President to oversee the day-to-day operations of 
the Credit Union.  The founding of New Economy Credit Union will be Alex Brower, Riverwest 
resident and former credit union employee of Stoppenbach Credit Union in Jefferson, 
Wisconsin.  He brings an organizing experience and has demonstrated leadership in the 53212 
community.  The President will manage the future hourly employee, and educate them in every 
aspect of the credit union.   
 

Some qualifications of Alex Brower to serve as NECU President are: 

• Assistant Office Manager, Stoppenbach Credit Union, December 2010 to March 2015, 
where he performed loan underwriting, member transactions, board presentations, and 
periodic closing of the books.   

• Attended the Inclusiv 2018 Annual Conference (October 23 and 24, 2018).  Inclusiv is the 
trade association for community development credit unions.  See Director Education to-
date for specific sessions attended.    

• Attended AMI Annual Conference 2018 (October 8, 2018), a day-long education seminar 
on successfully using AMI’s Encompass Core Processor.  

• Graduated from the Entrepreneurial Training Program at the UW-Milwaukee School of 
Continuing Education, a program that taught business management and business plan 
writing.   

• Attended the Wisconsin Credit Union League’s Compliance Roundtable, March 2015 

• Attended Small Credit Union CEO Round Table organized by the Wisconsin Credit Union 
League, March 2013.   

• For more information and Alex Brower’s resume, please see Appendix B: Proposed 
Directors.  Please also see Director Education to-date above.   

 
As President, Mr. Brower will run the day-to-day operations of the credit union.  As the 

budget shows, Alex Brower will serve the Credit Union in a volunteer capacity for at least the 
first year of operations.  The Organizing Committee anticipates this to last longer if necessary.   
 

The Board will also hire an hourly employee for a position of approximately six hours a 
week, to be trained to run the credit union and eventually take over as President of the Credit 
Union, starting as soon as the end of Quarter Two of operations.  This prospective employee 
will be hired at some point after the first quarter of operations.  Alex Brower will lead the hiring 
process, with a committee of the Board joining.  The Board will make all final hiring decisions.      
 
11.3 Committees 
 
 NECU will have at least two committees: Credit and Supervisory.  Each will have at least 
three members appointed by the board.  The committee members will undergo education and 
trainings to help them perform their job duties.  The statement of income sets aside money for 
volunteer and director education, so NECU will be able to provide resources to educate 
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committee members.  Also, all committee members will be required to view the NCUA Board of 
Directors video Series and other in-person trainings once appointed.   
 
The following table outlines NECU committees. 
 
NECU Committees  

Committee Notes 

ALCO (Asset Liability Management) The Board of Directors will serve as the ALCO 
committee.  In larger credit unions, the ALCO 
committee is made up of senior credit union 
officials and possibly director leaders.   

Credit Committee Members: 
Rick Banks, Chair 
RoseMary Oliveira  
[vancant], NECU member 
 
This committee will meet once a week to 
consider some loan applications. 

Supervisory Committee Members: 
Dan O’Keefe, Chair 
Lavelle Young, credit union treasurer 
[vacant], NECU member 
 
This committee will perform an independent 
audit once a year of the credit union.   
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Chapter 12: Continuity Plan for Leadership  
 

When New Economy Credit Union opens, Alex Brower will be the volunteer president.  
To ensure that NECU will remain a strong organization, NECU will hire an assistant to learn the 
role of president of the credit union, and who may eventually take over as president of NECU.  
This assistant will be paid $20 per hour for an average of six hours per week.  NECU has a goal 
of hiring the individual to be in their position at the start of the second quarter, although NECU 
reserves the right to change this timeline if needed.   

 
 NECU envisions that in the future, it will be a full-service credit union that will provide 
major financial services.  This plan outlines a basic services credit union that will start small.  
The Organizing Committee is proposing the most basic level of services to ensure financial 
stability and operational manageability.  It is possible that as we grow over time, the assistant 
we hire will become the full-time president, or Alex Brower may serve as the full-time 
president.  The continuity of our leadership will reply mostly on a committed group of 
volunteers to lead the credit union forward.   
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Chapter 13: Operating Facility  
 
Location 

New Economy Credit Union will be located in an area of the 53212 zip code that 
promotes diversity, creativity, and local businesses – and is easily accessible by car, bus, bicycle, 
and foot.  New Economy Credit Union will be located at 2431 North Holton Street, in the middle 
of the 2400 block of Holton Street on the west side.   NECU will have its main office on the 
second floor that measures 11½' x 11½' (132¼ sq. ft.) as well as a 100 square foot storage space 
in the basement of the building.  Finally, NECU will receive two memberships for the co-working 
space that will also be on the second floor, located adjacent to the credit union's office.  This 
co-working space can also be used as an event space, and NECU may hold promotional events 
there.  All utilities are included: electricity, heat, water, garbage collection, and internet.   If 
needed, NECU has reserved the right in the lease to install internet, at its own expense.  NECU 
also plans to install either a stand-alone or wall-mounted night deposit box outside the 
building.  The lease term is for three years, starting November 1, 2018  

 
NECU will pay $295 monthly plus a two-month security deposit ($590) for access to the 

office, storage space, and co-working space memberships plus an additional $3,000, which will 
go towards the construction of a new conference room for the co-working space.  NECU has 
proposed to pay this because the office NECU will occupy was originally intended to be the 
conference room for the co-working space.  The $3,000 for the new conference room will be 
paid before the credit union is chartered.   Additionally, NECU will be able to reserve the 
conference room for meetings and host events in the co-working space. 
 
Neighborhood 

This location is conveniently located on Holton Street in the middle of the zip code and 
within easy reach of members in the Harambee, Riverwest and Brewer's Hill 
neighborhoods.   The location is also close to other nearby destinations.  Diverse & Resilient, a 
non profit focused on improving the quality of life for LGBTQ+ communities is located 
downstairs in the same building.  Fischberger's Variety, a retail store specializing in unique gifts, 
is located just to the north of the building.   Waheed's Tire Center, a tire repair shop, is located 
on the northern corner of the block. 
 

The location is one mile or a 3 minute drive from the nearest freeway, Interstate 
45.  Members will be able to access the location by car and park on the street on Holton 
Street.   Holton Street is also serviced by the Milwaukee County Transit System (MCTS) Route 
15, with bus stops on both the northern and southern ends of the block.  Other nearby routes 
include the Route 21, one and half blocks to the south, Route 22, one and half blocks to the 
north, Route 14, six blocks to the east, and Route 19, seven blocks to the west. 
 
Interaction 

Members will enter the building, walk up the stairs, to the second-floor office.  Outside 
of the office will be a bench and waiting area for members before their transactions are 
conducted within the office if there is a line.  To accommodate people with disabilities, NECU 
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staff will come downstairs and conduct transactions in the downstairs lobby or from the 
customer's vehicle.  Finally, signage at the location will include a sandwich board placed outside 
when open and window decals in the large upstairs window facing onto the Holton Street.  
 
Security 
 NECU will protect its facility from security threats.  It is worth noting that one of the 
greatest security threats that NECU will face is from internal theft from directors and 
employees- however NECU accountability controls will help minimize this risk.  As far as the 
facility is concerned, NECU will take precautions and install an alarmed security system.  The 
fact that NECU will only occupy a portion of the building may determine which portions of the 
building are alarmed by the system.  In the time leading up to opening, NECU will solicit bids 
from providers of alarm systems. 
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Chapter 14: Recordkeeping and Processing System (Core Processor) 
 

New Economy Credit Union will use AMI Information Systems, Inc. as the provider for its 
recordkeeping and bookkeeping system.  In the credit union industry, a recordkeeping system is 
generally called a core processor.  AMI Information Systems will provide a web-based core 
processor, which is commonly called a “hosted environment.”  This will mean that no software 
will be installed on computers at the facility – rather, the system will be accessed by staff and 
leaders logging in to AMI’s website. 

 
  The system is called AMI Encompass Software Hosted Environment.  All the records of 

NECU’s members will be stored in this program – including all transactions, loans, contact 
information, as well as compliance-related information (such as SSN or TIN).  All the 
bookkeeping of the credit union will be in the system as well, such as our general ledger, 
statement of financial condition, share certificates, and statement of income.  This core 
processor will be central to the management of our credit union.   
 
 For the complete proposal from AMI Information Systems, please see Appendix G: 
Proposed Provider Agreements.  
 
 Some of the features of the AMI Encompass System include: 
 
Loan Processing (Loan Express) 
 The loan processing function of the Encompass System is called Loan Express.  Loan 
Express is a built in processing and underwriting component of the Encompass System that 
allows NECU to work on a loan application right within the platform.  Loan information is 
entered within the system and the underwriting process incorporates a credit bureau inquiry 
that automatically populates debt fields in the application and NECU staff can then consider all 
debts and debt-to-income ratio immediately.  The loan can then be “pointed” in the system to 
another Encompass user for review.  For example, the hourly employee of NECU can do all of 
the underwriting for an automobile loan and “send” the loan in the system to the President for 
review, who can then mark it for review by the Credit Committee.  
 
ACH Processing 
 NECU will have the ability to process ACH files sent over by Corporate Central Credit 
Union.   NECU’s ACH processor (Corporate Central Credit Union) will send a file daily or more 
than daily to post using this function of the Encompass software.   
 
Optical Document Storage (MIMIC: Member Image Management Information Center) 
 MIMIC will allow NECU to store credit union documents as PDF files for later retrieval.  
Almost every document related to our members and their loans will be stored in the MIMIC 
system.  MIMIC stores the following forms: member receipts, credit bureau reports, member 
account cards, general ledger receipts, delinquent letters, 1099 forms, loan documents, share 
certificate forms, loan applications, and overdraft notices. 
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Photo ID Storage 
 This feature will allow the credit union to scan member’s photo ID which can be viewed 
when conducting a transaction.  This will bring additional security to our operation.  NECU will 
be purchasing from AMI a Biz Card Reader 901c to scan the photo ID cards of members when 
they join.   
 
Member.net Home Banking 
 This is a feature that will allow the members to have an online interaction with NECU.  A 
member will be able to check their account balances, make a loan payment from their account 
at NECU, and apply for a loan.  Members will be able to link their account with another at the 
credit union, and send money back and forth, which will be very convenient for families.  This 
feature is called Related Accounts. The link will need to be established with the help of NECU 
staff initially.   This online component will also save the credit union money.  NECU will be able 
to send members e-statements and e-notices, saving on postage and processing time.  All of the 
member activities on Member.net Home Banking will be posted to accounts in a batch cycle 
manner. This means that if a member conducts a transaction on NECU’s Member.net page, the 
transaction will have a delay of, at the longest, one hour until it is posted onto their account.      
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Chapter 15: Surety Bond Coverage 
 

In order to operate as a Credit Union in Wisconsin, a surety bond (sometimes called a 
fidelity bond) is required.  Suretybonds.com defines surety bonds as: 
 
“A surety bond is defined as a three-party agreement that legally binds together a principal who 
needs the bond, an obligee who requires the bond and a surety company that sells the bond. 
The bond guarantees the principal will act in accordance with certain laws. If the principal fails 
to perform in this manner, the bond will cover resulting damages or losses.”30 
 
The table below defines the components of a surety bond, quoted from suretybondsdirect.com: 
 
Surety Bond Components  

Component Notes 

Principal (Obligor) “Purchases the bond and agrees to perform the work in a compliant 
manner (ultimately financially responsible)”31 
 
NECU is the principal. 

Surety  “Insurance company that guarantees the work of the principal and is 
liable for claims against the principal up to the bond amount”32 
 
CUNA Mutual is the surety. 

Obligee  “Requires that the principal purchase a bond to obtain a license or 
perform a service”33 
 
The Wisconsin Office of Credit Unions (OCU)  is the oblige. 

 
With credit unions, chartering agencies (either NCUA or State regulators) require surety bonds 
to insure the credit union against threats.  The US Code states that credit unions must “provide 
adequate fidelity coverage for officers and employees having custody of or handling funds 
according to regulations issued by the Board.”34 The Code of Federal Regulations also says that 
credit unions shall have “other insurance coverage for losses such as theft, holdup, vandalism, 
etc., caused by persons outside the credit union.”35  The board of a credit union plays a big role 
in surety coverage, because it “must at least annually review its fidelity and other insurance 
coverage to ensure that it is adequate in relation to the potential risks facing the credit union 

                                                      
30 "Surety Bond Definition Explained." SuretyBonds.com. Accessed October 13, 2018. 
https://www.suretybonds.com/surety-bond-definition.html. 
31 “What Is a Surety Bond?” Jason O'Leary, SuretyBondsDirect.com.  Accessed October 13, 2018. 

https://www.suretybondsdirect.com/educate/what-is-surety-bond 
32 Ibid. 
33 Ibid. 
34 12 USC §1761(b)(2), United States Code  
35 12 CFR §713.1, United States Code of Federal Regulations 

 



80 
 

and the minimum requirements set by the Board.”36 
 
15.2 New Economy Credit Union Surety Bond Coverage 
 

NECU will have surety bond coverage to ensure the actions NECU takes as a credit union 
are covered, and the business is safer from risk.  NECU will use CUNA Mutual as the provider for 
its surety bond coverage.  To view our surety bond application, please see Appendix G: 
Proposed Provider Agreements.  CUNA Mutual will, in addition to the coverage required of all 
credit unions, provide worker’s compensation, and other liability coverages.   
 
Required Coverage Amount 
12 C.F.R. § 713.5 describes the minimum bond coverage needed for credit unions.  For the asset 
size group $0 - $4,000,000, credit unions need “the lesser of total assets or $250,000.”  With a 
projected asset size of no more than $900,000, NECU will need coverage of at least $250,000.   
 
Maximum Deductible 
12 C.F.R. § 713.6 outlines the maximum deductible allowed in a surety bond.  Credit unions 
with assets between $250,000 - $1,000,000 may not have more than a $2,000 deductible.  
 
  

                                                      
36 12 CFR §713.2, United States Code of Federal Regulations 
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Chapter 16: Credit Union Fixed Assets 
 

New Economy Credit Union is poised to maintain a well-run, efficient office 
environment.  The fixed assets listed below are currently in the possession of the Organizing 
Committee.  Other fixed assets will need to be purchased, but the list shows that some major 
fixed assets do not need to be acquired before opening.   
 
Safe 

The Organizing Committee purchased at auction from the City of Milwaukee a safe for 
cash storage.  The combination was reset after purchase.  The UL rating is TL-20, as indicated by 
the rating plaque affixed to the safe.   
 
File Cabinets  

NECU Organizing Committee purchased at auction a fire resistant file cabinet for record 
storage.  The Committee also purchased at auction 1 five-drawer file cabinet, 2 four-drawer file 
cabinets, 2 two-drawer file cabinets, and 1 two-drawer lateral file cabinet for record storage.   
 
Copier/Scanner/Printer(s) 

NECU received a donation of a Hewlett Packard OfficeJet pro 8630 for general office use 
(scanning, faxing, and photocopying).  Also, the Organizing Committee received as a donation a 
Xerox Phaser 3250 for general office printing.     
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Chapter 17: Business Risk  
 
               Any business will face risk.  New Economy Credit Union will be no different.   The NCUA 
examines based on 7 risk factors.  Below is an analysis of each risk factor, with a definition from 
the publication CU Insights37.   
 
Credit Risk 

“This is the type of risk relating to any contract between a credit union and a person or 
entity – usually involving loans. If a member defaults on a loan agreement, that will have a 
negative impact on the risk level for the credit union’s assets. If a credit union invests in a third 
party, that also introduces credit risk.”38 
 

A big risk faced by any financial institution is default on loans.  The credit union will take 
steps to reduce default risk.  Credit risk could be particularly troublesome for NECU because the 
Organizing Committee does not know who our future members will be yet.  It is worth noting 
that many of the conversations that NECU Organizers have had with individuals inside and 
outside the 53212 zip code center on an assumption that people in the 53212 zip code are 
more likely to default.  This is because of the assumptions our society holds about how low-
income people manage (or not) their money.  The NECU Organizing Committee has no data on 
the creditworthiness of its future members, so this business plan will not fall prey to baseless 
assumptions.   
 

The NECU will focus on building relationships with members where NECU can trust each 
other and count on a loan payment (the amount of which was carefully based on what the 
member can afford to pay) being made to the credit union.  The main way NECU will fight 
delinquency and default is by building relationships.  In relationships, NECU can build trust and 
commitment with new credit union.   
 

Having the zip code be the field of membership also combats credit risk.  By tapping into 
the existing community and sense of belonging here in 53212 it will help NECU’s membership to 
feel they are a part of a community, and belonging makes people more accountable to each 
other.   

 
Finally, the Organizing Committee also hopes to offer financial counseling to NECU 

members, which will help them build accountability and combat credit risk. 
 
Liquidity Risk  

“This risk relates to a credit union’s liquid funding sources and its ability to meet 
obligations when they come due. For instance, if there were a “run” on your institution and 

                                                      
37 “7 risks NCUA expects credit unions to manage” www.cuinsight.com/7-risks-ncua-expects- credit-unions -

manage.html, Accessed 11/21/17 
38 Ibid.  
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members withdrew as much money as they could without penalty, that drain on liquidity could 
hinder your credit union’s operations.”39 
 

A liquidity issue may arise In the beginning of operations.  NECU may have a shortage of 
cash, as it may lend more than we have in shares and equity.  In response to this, NECU will 
seek $225,000 in extra deposits, from certificates, non-member deposits40, and other member 
deposits.  The credit union will do this by devoting staff and volunteer board time to gaining 
more deposits.  
 
Interest Rate Risk 

“This is the type of risk related to fluctuating interest rates, which can hurt a credit 
union’s capital and earnings. Rising interest rates can also put pressure on credit unions to 
increase dividend rates on share products. Interest rates have to be carefully monitored for their 
potential effects on a credit union’s balance sheet.”41 
 

New Economy Credit Union will be poised to manage interest rate risk.  NECU’s initial 
loan portfolio will all be shorter-term loans, which will help avoid the risk of drastic interest rate 
environment changes.   
 
Compliance Risk  
“This risk relates to the failure to comply with legal and regulatory requirements, which can 
expose your credit union to litigation or administrative actions and enforcement. This is, of 
course, a big focus for regulators. NCUA’s scope for compliance risk is very broad. It can apply to 
laws, rules and regulations affecting credit unions, or to credit unions’ internal policies, 
procedures, ethical standards, contractual obligations and exposure to litigation.”42 
 

The Organizing Committee has been working closely with NCUA and state regulators.  
Many members of the committee have read regulations and are familiar with compliance 
issues.  NECU will properly manage compliance risk.   
 
Strategic risk 

“This is the type of risk arising from adverse business decisions, improper 
implementation of decisions or a lack of responsiveness to changes in the industry. Dealing with 
this risk requires the development of strategic goals and business strategies – something your 
credit union should deal with at the executive level and with your board of directors.”43 
 

                                                      
39 “7 risks NCUA expects credit unions to manage” www.cuinsight.com/7-risks-ncua-expects- credit-unions -

manage.html, Accessed 11/21/17 
40 If approved for Low Income Designation  
41 “7 risks NCUA expects credit unions to manage” www.cuinsight.com/7-risks-ncua-expects- credit-unions -

manage.html, Accessed 11/21/17 
42 Ibid. 
43 Ibid. 



84 
 

NECU will have minimal strategic risk.  NECU has a two-year plan in this business plan - 
and the Organizing Committee is ready to address any market challenges.   
 
Transaction Risk 

“This relates specifically to fraud committed in financial transactions – or in errors 
arising during such transactions. This is also known as operating risk or fraud risk. Transaction 
risk is a function of internal controls, employee integrity, information systems and operating 
processes. Every credit union should have a plan to mitigate the risk of fraud from within and 
outside the credit union.”44 
 

Employees of financial institutions present a unique risk to the institution.  Any 
employee of the Credit Union will undergo a background check and rigorous checks and 
balances will be employed.    
 

Another factor with Transactional Risk is security.  Security is paramount at any retail 
establishment where there are goods that are valuable to others.  In the case of the Credit 
Union, we are an establishment that deals in the trading of money, which has probably the 
most universal value to everyone.  This presents a unique risk to us as an industry.  The Credit 
Union will take as many steps as possible that will ensure the security of the staff, members, 
and the savings of our members is protected.   
 

NECU will mitigate transactional risk by working with its mentor credit union, other 
credit unions, and the Wisconsin Credit Union League to develop specific practices combating 
the risk.   
 
Reputation Risk  

“Risk to your credit union’s reputation, arising from negative public opinion or 
perception of the credit union, can affect a credit union’s future in a community.”45 
 

NECU has a great reputation for those aware of the campaign.  A reputation risk factor 
could be the fact that we still have more people to reach with our message.  NECU’s aggressive 
marketing plan (detailed in Chapter 6) will build a positive message that will be heard in 53212.   

 
 
 

                                                      
44 “7 risks NCUA expects credit unions to manage” www.cuinsight.com/7-risks-ncua-expects- credit-unions -

manage.html, Accessed 11/21/17 
45 Ibid. 
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Chapter 18: Fostering New Cooperatives 
 

One of the chief aims of the new credit union is to foster new cooperatives.  We will do 
this by encouraging members to form new cooperative businesses and encouraging those 
businesses, with the help of partner organizations such as the Riverwest Cooperative Alliance 
(RCA), or the proposed organization Cooperation Milwaukee.   
 

How will NECU do this?  The RCA has held Cooperative Festivals in Riverwest before, and 
NECU will make sure that events like (growing awareness of cooperatives) this happen again in 
the future.  NECU will also encourage our membership to patronize local cooperative 
businesses.  The credit union will assist organizing committee of new cooperatives by providing 
them with advice and connections to organizations (such as a trade organization) that can assist 
them.   
 

Statutes provide for the new credit union to be instrumental in fostering cooperative 
housing in 53212.  Wisconsin Statutes §186.11(3) allows credit unions to “invest an amount not 
to exceed 10 percent of its regular reserve in agreements with other corporations or its 
members to provide cooperative housing and related facilities for its members.”  New Economy 
Credit Union wants to see more cooperative housing, and as soon as NECU has enough money 
in its regular reserves NECU intends make an investment in cooperative housing.   
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Chapter 19: Organizing the Community  
 

The credit union, besides engaging in the normal functions of a financial institution, will 
be organizing in the community.  New Economy Credit Union will organize its community to 
stand up for an economy that works for everyone.  The Organizing Committee calls this model 
of leadership a community organizing credit union.    
 

In this effort, the OC is taking inspiration from Cooperation Jackson, a cooperative 
movement in Jackson, Mississippi.  Cooperation Jackson encourages new cooperatives and 
community ownership of wealth.  One of the very effective ways that Cooperation Jackson has 
mobilized people to action is through people’s assemblies.46 
 

People’s Assemblies will be the starting point of NECU’s community organizing efforts.  
NECU will host (or sponsor with other organizations) People’s Assemblies for the 53212 zip 
code.  Participants will engage in discussion about issues facing our community.  Participants 
will then discuss solutions to these issues, and form action teams to explore and research an 
issue further, or to take positive action to implement a solution.  These action teams will be a 
way for credit union members to help challenge the power of the bankers, Wall Street, and the 
richest 1%.     
 

Community leadership is nothing new for the credit union movement.  Many examples 
exist of community organizing credit unions.  While forming the United Farm Workers, Cesar 
Chavez also helped to found the Farm Worker Credit Union.  This credit union helped farm 
workers with loans to survive the winter months with no pay, and financed the strikes led by 
Chavez.  In the early 2000s, the workers at Tyson Prepared Foods in Jefferson went on strike for 
better pay and benefits.  Stoppenbach Credit Union assisted the workers and the union by 
providing bridge loans and other help.  Please see the Appendices for an essay about the Farm 
Worker Credit Union and an article about Stoppenbach Credit Union’s bridge loan program. 
  

We intend to follow in the footsteps of Farm Worker Credit Union and Stoppenbach 
Credit Union.   

                                                      
46 “Meet the Left Radical who will Likely be Jackson, Mississippi’s Next Mayor” Kae Aronoff, In These Times, May 2, 

2017 http://inthesetimes.com/article/20100/jackson-mississippi-radical-mayoral-candidate-chokwe-lumumba 
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Chapter 20: Capitalization 
 
20.1 Introduction 
  

The New Economy Credit Union will need to raise money to cover the costs of its initial 
operations before the credit union becomes profitable.    

 
The New Economy Credit Union Organizing Committee is a group of 53212 residents and 

community stakeholders who have been working to establish New Economy Credit Union 
(NECU) since 2015.  The mission of New Economy Credit Union will be to provide basic financial 
services, foster new cooperative businesses, and organize communities against the power of 
the big banks and the 1%.   
 

NECU is raising capital to fund at least its first two years of operations, loan loss 
reserves, and cost of funds.  The Organizing Committee intends to raise at least $200,000.  
NECU will need three pools of capital: operating funds, loan funds, and loan loss reserve funds.  
The funds generated through NECU’s capitalization will fund operating expenses and loan loss 
reserves.  Loans funds will be acquired from member deposits once the credit union is opened. 
 

NECU plans to raise at least $50,000 in liquid donations before the credit union is 
opened.  The remaining funds will come from at least $150,000 in secondary capital, which is 
defined and described later in this chapter.   All these numbers are minimums, and any 
additional amounts raised will enhance NECU’s capital position and its ability to fulfill its 
mission. 
 
The Need for NECU to Capitalize 

New Economy Credit Union will have costs starting on day one of our operations.  The 
credit Union will need money to meet those obligations.  While NECU anticipates at least 
$518,423 in deposits (member and non-member) by the end of Year One, the credit union will 
not be able to use that money for operating expenses, because that money will be used to lend 
to our members and using our deposits for operations without equity jeopardizes the safety of 
those deposits should the credit union fail.   
 

While NECU will have expenses on day one, it will have no income.  Existing credit 
unions pay their expenses with income from interest, fees and other sources, using their equity 
only if the institution is not profitable.  That creates a dilemma for a startup business: how to 
fund initial operations and provide for a cushion (equity) before operations generate enough 
revenue to sustain the business.   
 

Many new businesses (and existing businesses looking to expand or acquire more cash) 
will seek necessary funds from investors - examples being the sale of stock, private equity firms, 
and venture capital funds.  With investor money comes investor control of the business, usually 
by appointing a portion of the board of directors.   
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NECU will be a cooperative business.  In a cooperative, every member (which can be 
consumers, workers, or some combination of users of the cooperative) gets one equal vote for 
the directors who sit on the board.  Contrast this with the previously mentioned investor 
scheme which may allow one individual with a lot of money invested to have control over the 
direction of the business.  As stated in the mission statement (Chapter 2), NECU supports 
economic democracy - the idea that workers and communities who create wealth decide how 
that wealth is used, and economic decisions are made democratically, which means that NECU 
cannot operate with an investor having more power than other members.  When taking a 
cooperative approach to business start-up capital acquisition, it is apparent that NECU cannot 
seek traditional investment money for its operations.  
 

The NECU Organizing Committee will acquire its start-up and operating capital for at 
least the first two years through donations and secondary capital deposits.  The Organizing 
Commitee will acquire a total of $200,000, with $50,000 being donated, and $150,000 being 
deposited in Secondary Capital account(s).  This amount includes at least $90,000 for the first 
two years of operations, $74,000 for additional operations, $7,000 for cost of funds, $9,300 for 
loan loss reserves, and $15,000 for equity.     
 
Fiscal Agent Partnership 

The Organizing Committee will acquire all the $50,000 in donations before being 
chartered, or in commitment letters.  The Organizing Committee has partnered with 
Cooperative Development Fund of CDS, a 501(c) (3) non-profit charitable organization based in 
Saint Paul, Minnesota.  Cooperative Development Fund of CDS is the fiscal agent for the New 
Economy Credit Union Organizing Committee; donors will make a direct contribution to the 
Fund and the Fund will hold the money for us and disburse it to the credit union when we open, 
which will be accounted for as “non-operating income” on the income statement of the credit 
union, and counted as “undivided earnings” on the statement of financial condition.   
 

The relationship between NECU Organizing Committee and Cooperative Development 
Fund has already been established and put into practice.  Since the late fall of 2016, the 
Organizing Committee has raised over $10,000 towards this effort and spent over $8,000 - 
mostly on our Market Survey, some office supplies, and fundraising expenses.   
The donations needed will be sought from as many sources as possible - individuals, corporate 
donors, foundations, grants, and other sources.  The Organizing Commitee will be aggressive in 
the pursuit of the capital needed.  It is worth noting that the Organizing Committee has a 
fundraising consultant, Katherine Jesse, who is volunteering to assist the effort.   
 

These donations may come in many forms.  Some donations may be in the form of 
materials or services offered, some will be in donations collected by Cooperative Development 
Fund of CDS, and some will be in the form of commitment letters.   
 

Donated services and materials will be counted toward the fundraising goal.  However, 
the Organizing Committee will acquire at least $175,000 in cash donations for its operating 
expenses.  This will ensure that even if a lot of services and materials are given to the credit 
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union effort, the new credit union will still have enough cash to count toward its equity.  For 
example, if a foundation or corporate sponsor offers to pay the rent directly in lieu of a cash 
donation, that will be counted toward the $200,000 the Organizing Committee needs to raise.   
 
Capitalization in Brief, New Economy Credit Union 

 Year One Year Two Total 

Use of Funds    

  Expenses    

    Operations $53,657.95 $37,228.43 $90,886.37 

    Additional Operations   $74,456.85 

    Cost of Funds $2,883.50 $4,238.20 $7,121.70 

    Provision for Loan Loss $4,593.00 $4,713.00 $9,306.00 

  Equity    $15,000 

Total Capital Required   $196,770.93 

Sources of Funds     

  Secondary Capital    $150,000 

  Donated Capital    $50,000 

Total Capital to Raise   $200,000.00 

Minimum Cash   $175,000.00 

 
When the Organizing Committee has raised $50,000 in donations (or donation 

commitments) and $150,000 in secondary capital deposit commitments, the Organizing 
Committee will consider our funding requirements met, and will notify the Wisconsin Office of 
Credit Unions and the NCUA.  
 
Expenses Explained 

While Chapter 21: Explanation of Income and Operating Expenses offers a line-by-line 
review of expenses, the information below outlines following expenses in the first two years: 
 
NECU Expenses Explanation for Capitalization 

Item Amount Notes 

Credit Union Operations $165,343.23 Operating the credit union requires 
continuous expenses, the largest of which is 
maintaining the credit union’s office 
operations.  Other costs include rent & 
utilities, electronics & software programs, 
interest to savings, marketing, and other 
financial service costs.  See the pro-forma for 
more details. 

Cost of Funds $7,121.70 This amount is the amount that the credit 
union pays to receive money to loan out.  
This primarily includes interest to savings and 
certificates of deposits.   
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Item Amount Notes 

Provision for Loan Loss $9,306.00 The Credit Union must be prepared to deal 
with loans that are not repaid by members.   

Equity $15,000 In order to maintain an adequate liquidity 
ratio, and ensure that money is available in 
the case of an emergency, the credit union 
will have equity.   

 
Responsibilities 

Primary responsibility for implementation of this capitalization plan is vested in several 
parties: the New Economy Credit Union Organizing Committee, President Alex Brower, and two 
capitalization consultants:  
 

Organizing Committee:  As a whole, the organizing committee is responsible for monitoring 
and evaluating all actions related to the implementation of this capitalization plan.  Individual 
members of the organizing committee shall be responsible for hosting at least one community 
fundraiser per month with the goal of achieving small donations and raising awareness of the 
effort. 
 

Alex Brower: President Brower, in partnership and consultation with Chair Banks shall be 
primarily responsible for coordinating grant applications and preparing presentations to large 
fiscal donors and secondary capital investors 
 

Eckblad Group: Lead by Barbara Eckblad, the Eckblad Group is a specialized advisory firm 
with expertise in helping Community Development Financial Institutions (CDFIs), microfinance 
institutions, and economic development organizations fulfill their important missions. This 
mission-driven organization helps those that empower small businesses and entrepreneurs who 
are otherwise underserved, underbanked, and/or undervalued. While they offer a range of 
services, The Eckblad Group’s reputation is built on its specific expertise in financial 
performance, compliance and preparation for Aeris™ assessments. Their collective background 
includes senior level experience in the development, growth, and sustainability of CDFI 
organizations, and remain focused on upholding their strong and proven track record of results. 
 

Katherine Jesse: Katherine has worked with many local non-profit groups to raise funds for 
operations and capital funds.  She specializes in event planning and growing community 
support for non profit initiatives. 
 
Monitoring and evaluation 

The status of this capitalization plan will be discussed at monthly meetings of the 
organizing committee.   A monthly capitalization report should be prepared by the President 
and/or Organizing Committee Treasurer.  In the event that the goal of opening NECU is not 
reached and the effort fails, all funds raised shall be donated to a nonprofit cause of the 
Organizing Committee’s choosing. 
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Timeline 
New Economy Credit Union aims to have 100% capitalization by June 1, 2019, in 

preparation for opening on July 1, 2019.  In this timeline The President and Organizing 
Committee will continue to host monthly community fundraisers to build support from the 
community, pursue grant and large philanthropic support and establish relationships with 
investor entities to secure secondary capital.  

 
20.2 Plans for Operating Independently  
 

New Economy Credit Union is a business that intends to make profit from loans to its 
members.  Based on the Market Survey and financial projections the Organizing Committee 
anticipates having a strong base of memberships and loans.  The credit union will be profitable 
by Quarter Five (the first quarter of Year Two).  These profits will ensure that NECU can operate 
independently once all the donated capital is expended. 

 
NECU will be a financially healthy credit union.  The credit union will operate without 

the need of any external assistance after the first two years, even every goal outlined in this 
business plan is not achieved.  The Organizing Committee will raise the money needed to cover 
operating expenses for at least the first two years (and longer), but as operations continue the 
credit union will become profitable, retaining some of those earnings as equity, therefore, 
maintaining a positive capital position.   
 

The Organizing Committee has projected that NECU will become profitable beginning in 
the second year.  It is worth noting that the pro forma projections show profitability for all two 
years, but Year One profits include the donated start-up money coming to the credit union as 
income47.   
 

NECU will use quality marketing, sound business practices, and relationship building to 
ensure that the credit union is able to operate without outside support after the first two years.   
 
20.3 Sources of Funds and Other Support 
 
The New Economy Credit Union Organizing Committee intends to pursue several sources of 
funds to reach our capitalization goal: donations and secondary capital.   
 
Donated Capital 
 NECU Organizing Committee intends to seek donations from individuals, institutions, 
large donors, and Community Reinvestment Act support.  Already, the Organizing Committee 
has been successful raising money for its pre-chartering costs, including the market survey, 
informational materials, canvasses, and fundraising costs.  As stated earlier, NECU will seek at 
least $50,000 in donations, which will be accepted through the fiscal agent or in letters 

                                                      
47 The NCUA has all new credit unions count donated equity as “non-operating income” for the purposes of 

putting the donated money on the books of the credit union.   
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committing to donate when NECU opens.  Any letter counting towards NECU’s capitalization 
will be accompanied by documentation proving the ability to make the committed donation.      
 

Assuming that not all donations will be of the same amount, NECU will seek donations 
of all sizes from the sources listed above.  Based on the current fundraising efforts, there will be 
a smaller number of donors making large gifts, and a larger number of donors making small 
gifts.  The table below outlines the donation goals of the Organizing Committee.  These goals 
may in practice change as NECU moves closer to opening.   
 
Donation Matrix, NECU Donated Capital 

Number of Donors Amount Donating Total Raised 

1 $10,000.00 $10,000.00 

3 $5,000.00 $15,000.00 

4 $2,000.00 $8,000.00 

6 $1,000.00 $6,000.00 

10 $500.00 $5,000.00 

10 $250.00 $2,500.00 

12 $100.00 $1,200.00 

20 $50.00 $1,000.00 

20 $25.00 $500.00 

25 $20.00 $500.00 

30 $10.00 $300.00 

Totals:   

141  $50,000.00 

 
 The grassroots effort of the NECU Organizing Committee has already shown that many 
donations originating from individuals is possible.  To date, the OC has raised over $12,000 from 
at least 149 individual donors. 
 

Institutional and large donor support will be aggressively pursued once a charter is 
granted from the Office of Credit Unions, State of Wisconsin.  The possible institutional and 
large donation sources include: 
Catholic Campaign for Human Dignity 
Greater Milwaukee Foundation 
Vel Phillips Foundation 
National Credit Union Foundation 
Alliant Credit Union Foundation 
Wisconsin Credit Union Foundation 
National Community Investment Fund 
Bader Philanthropies, Inc. 
Local Initiative Support Corporation (LISC) 
The Brico Fund 
Herb Kohl 
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Russ Feingold 
Mary Burke 
Andy Gronik 
Large credit unions such as: Summit, Educators, and Landmark 

 
Secondary Capital 

NECU intends to use secondary capital as part of its capitalization.  Please see 20.4 
Secondary Capita Plan for more information.   
 
20.4 Secondary Capital Plan   
 

Secondary capital is a deposit that Low-Income Designated (LID) credit unions can 
accept that counts as equity.  New Economy Credit Union intends to use secondary capital as a 
part of its capitalization strategy.  New Economy Credit Union will, upon final NCUA 
confirmation of Low-Income Designation eligibility, seek Secondary Capital to fund a portion of 
the operating expenses and equity needed prior to opening.  Secondary Capital is “capital from 
external sources . . .”48 and regulated in federal regulations49.  Secondary Capital is money that 
NECU will need to repay, but that can be used for operations and equity.  Secondary capital is 
defined and regulated in the Code of Federal Regulations (12 CFR §701.34).   

 
Secondary capital works in that a Low Income Designated (LID) credit union finds a non-

natural person50 to make a secondary capital deposit.  A non-natural person could be a credit 
union, bank, corporation, non-profit, or other legal entity that is not a human person.  The 
credit union negotiates possible terms with the secondary capital depositor, and the deposit is 
made.  The deposit remains with the credit union until maturity, which can be not less than five 
years.51  NCUA must approve repayment, in accordance with 12 CFR §701.34(d)(1).  The credit 
union may pay interest, and interest can be paid to and redeemed by the depositor before 
maturity.52  While legally considered a deposit, secondary capital is in all practicality a loan.   
 

NECU will seek $150,000 in Secondary Capital Deposit(s) before opening its doors.  
NECU will attempt to acquire Secondary Capital with no finance charges (zero interest), but if 
that is not possible the NECU will pay a negotiated interest rate after year two  The minimum 
term that NECU will acquire Secondary Capital will be seven years.   
 
Secondary Capital Overview 

Total Secondary Capital Deposit(s): $150,000 

                                                      
48 National Credit Union Administration. Office of Small Credit Union Initiatives. Secondary Capital Best Practices 
Guide. Alexandria, VA: National Credit Union Administration, 2015 
49 12 C.F.R. §701.34(b), United States Code of Federal Regulations 
50 12 CFR §701.34(b), United States Code of Federal Regulations 
51 12 CFR §701.34(b)(4), United States Code of Federal Regulations 
52 12 CFR §701.34(b)(7), United States Code of Federal Regulations 
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Minimum Term: Seven years 

Legal references: 12 CFR §701.34 

 
Paid-in and Unimpaired Capital ratio limit 

As stated earlier, a secondary capital account is a loan.  Federal regulations prohibit 
credit unions from borrowing over 50% of a combination of balance sheet items called paid-in 
and unimpaired capital.  Paid-in and unimpaired capital is defined in the Code of Federal 
Regulations as “shares plus post-closing, undivided earnings.”53  The Organizing Committee 
took the total of the projected shares for each quarter and added them to undivided earnings.  
NECU will need to accept $250,000 in non-member deposits in Year One to ensure that it does 
not exceed the limit described.  The table below outlines secondary capital as a ratio of our 
paid-in and unimpaired capital.  This calculation includes the non-member deposits necessary.   
 
New Economy Credit Union Paid-in and Unimpaired Capital  

Quarter Total Paid-in & Unimpaired Capital  Secondary Capital Percent 

1 $   369,717.79 41% 

2 $   410,287.41 37% 

3 $   469,965.42 32% 

4 $   532,312.05 28% 

5 $   362,246.40 41% 

6 $   447,302.18 34% 

7 $   544,107.01 28% 

8 $   646,192.93 23% 

 
Conversion to a Liability from Equity 
Secondary Capital, per federal regulations, becomes a liability over time.  This is called the 
schedule for recognizing net worth value of secondary capital.54  The net worth value of 
secondary capital decreases over time until maturity.  NCUA has determined a schedule for 
determining what ratio of secondary capital can count as equity (net worth) or as liability.  
Below is NCUA’s schedule, from 12 CFR §701.34(c)(2)(ii).   
 
NCUA Secondary Capital Net Worth Value Determination 

Remaining Maturity  Net worth value of original balance (percent) 

Four to less than five years 80% 

Three to less than four years 60% 

Two to less than three years 40% 

One to less than two years 20% 

Less than one year 0% 

 
Below is the table of NECU secondary capital conversion from net worth to liability.  We intend 

                                                      
53 12 CFR 700.2, United States Code of Federal Regulations 
54 12 CFR §701.34(c)(2), United States Code of Federal Regulations 
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to have the secondary capital depositor redeem the deposit after seven years.  The net worth 
value at that time will be $0.   
 
NECU Secondary Capital Net Worth Value 

Year Secondary Capital Equity (net worth) Secondary Capital Liabilities  Total  

1 $150,000.00  $150,000.00 

2 $150,000.00  $150,000.00 

3 $120,000.00 $30,000.00 $150,000.00 

4 $90,000.00 $60,000.00 $150,000.00 

5 $60,000.00 $90,000.00 $150,000.00 

6 $30,000.00 $120,000.00 $150,000.00 

7  $150,000.00 $150,000.00 

 
Conclusion of secondary capital plan 

The Organizing Committee will consider the Secondary Capital plan fulfilled when it  has 
one or more commitment letters stating the amount to be deposited, the term, and the 
interest or return to be paid to the depositor(s), with accompanying financial statements and 
certified bank statements to prove the ability of the depositor(s) to make the deposit(s) when 
we open.   

 
NECU will begin planning for the repayment of the secondary capital beginning in 

Quarter Eight.  NECU will use undivided earnings and possibly grants or donations to pay back 
the secondary capital.    

 
Preceding its opening, if NECU cannot acquire Secondary Capital Deposit commitments 

as outlined above, then the Organizing Committee will raise the amount ($150,000) in 
donations through the other methods outlined in this chapter.     
 
20.5 Low-income Designation and Community Development Financial Institution Status 
 
Low-Income Designation 
 NECU will seek Low-Income Designation (LID) from NCUA.  LID is a recognition of the 
difficulties faced by working class people in some parts of the United States, especially when it 
comes to access to quality financial products.  This designation was given to NECU in a 
preliminary fashion on January 13, 2016 by NCUA.  Before opening, NECU must again gain LID 
approval from NCUA.  
 
   NECU will serve the 53212 zip code of Milwaukee, which is generally a lower-income 
area of Wisconsin.  The future members may not have incomes as high as surrounding areas.  
NCUA acknowledges “Credit unions serving predominately low-income communities face 
unique challenges in meeting the special needs of this segment of the population. They are 
often required to provide labor-intensive products and services. Finding ways to supply quality 
financial services to low-income individuals is no small task and in many cases may be more 
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expensive.”55 
  

NCUA also states, “NCUA’s low-income designation is a significant recognition available 
to credit unions that serve a majority low-income members. The low-income designation 
provides special benefits and some regulatory relief to help these credit unions more effectively 
serve their members.”56 
 
 This designation will be central to NECU’s operations and capitalization.  NECU will 
specifically use LID to accept non-member deposits and acquire secondary capital – two things 
that NECU cannot do unless it acquires LID.  In the future, NECU will be able to receive grants 
and low-interest loans from NCUA.   
 
New Economy Credit Union CDFI Certification Strategy 

The New Economy Credit Union’s mission tightly aligns with that of the Coomunity 
Development Financial Institution (CDFI) industry. The Opportunity Finance Network defines a 
CDFI as a ”. . . private financial institutions that are 100% dedicated to delivering responsible, 
affordable lending to help low-income, low-wealth, and other disadvantaged people and 
communities join the economic mainstream.”57  In fact, NECU’s targeted population of those 
living and working in the 53212 zip code of the City of Milwaukee are some of the most 
underserved individuals in the United States. It is critical that NECU gain CDFI certification from 
the Department of Treasury. This will allow the credit union to access funding opportunities 
more readily available to certified CDFIs. 
 

Chief among the benefits of certification is the opportunity to compete for CDFI Fund 
grants for organizational capacity building, lending, and loan loss reserve equity capital. 
Secondarily, certification will allow NECU to compete for Community Reinvestment Act (CRA) 
funding from those banks with geographic footprints that include the 53212 zip code. Once 
certified, NECU will also improve its position to compete for private philanthropic dollars from 
local, regional and even national foundations. 
 

NECU’s capitalization plan includes two key strategies: gaining CDFI certification and 
pursuing these sources of funding- donations, CDFI Fund grants, CRA investments and 
philanthropic grants and investments. NECU will begin the process of certification in the spring 
of 2019 when it will apply for a CDFI Fund Technical Assistance grant of $125,000. This will 
allow the credit union to have the funding needed to build its organizational capacity and 
ensure it is prepared to pass the CDFI Fund’s seven tests for certification. 
 

NECU anticipates submitting its certification application in early 2020. This will position 

                                                      
55 National Credit Union Administration. Office of Small Credit Union Initiatives. Maximizing the Low-Income 

Designation. Alexandria, VA: National Credit Union Administration, 2015. 
56 Ibid.  
57 "What Is a CDFI?" Opportunity Finance Network. Accessed October 31, 2018. https://ofn.org/what-cdfi. 
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the credit union to apply for a CDFI Fund Financial Assistance grant in the spring of 2020 or, at 
the latest, in the spring of 2021. Once certification is achieved, NECU will be able to increase its 
outreach to banks and foundations for additional funding.  Barbara Eckblad, of The Eckblad 
Group, who is the Organizing Committee’s Access to Capital Consultant, will assist us in the CDFI 
application on a pro bono basis. 
 
20.6 Conclusion  
 
 NECU will maintain well-capitalized net worth ratio status at all times because of the 
capitalization efforts that will be conducted before opening.  The Organizing Committee will 
work diligently to ensure that all necessary funds are raised.  NECU will not open without the 
full implementation of this plan or its future revised editions.   
 

When the Organizing Committee has raised $50,000 in donations (or donation 
commitments) and $150,000 in secondary capital deposit commitments, the Organizing 
Commitee will consider the funding requirements met, and will notify the Wisconsin Office of 
Credit Unions and the National Credit Union Administration.  
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Chapter 21: Explanation of Income and Operating Expenses 
 
 This chapter will provide a line-by-line explanation of each item listed in our pro forma 
financial projections.   
 
Statement of Financial Condition Line Items 

Item Notes 

Assets:  

Cash on Hand Cash that NECU will keep on site.  After Quarter One, the NECU Board 
will evaluate the need for cash, approving up to $3,000 on hand. 

Cash on Deposit 
 

Deposits that NECU will keep with other financial institutions including 
what will be deposited at the correspondent financial institution of 
NECU. 

Investments NECU intends to invest a portion of its money to bring in more income.  
At a meeting in the first quarter, the Board of Directors will make 
decisions related to investments, but at least NECU intends to invest in 
cooperative housing for its members, pursuant to §186.11(3) of 
Wisconsin Statutes.   

Loans For all loan amounts, please see Chapter 4: Evidence of Member 
Support, for how this business plan arrives at all loan amounts. 

Allowance for 
Loan Loss 
 

This account is negative because it is what is called a contra account.  For 
allowance for loan loss, the OC took data from other credit unions 
because NECU will have no lending history from which to draw upon to 
determine the proper allowance.  The OC used the NCUA website 
(NCUA.gov) and the research tools on it to arrive at our A.L.L. numbers.  
The Organizing Committee used the “Custom Query” tool of the “Call 
Report Data” section of the “Credit Union Analysis” page of the NCUA 
website.  For both years of our pro-forma statements,  and ran a query 
for all federally-insured credit unions with loan totals lending in a range 
between our loan total minus 10%, and when possible, eliminated the 
credit unions from the generated lists that did not have similar loan 
portfolios.  The OC took the average A.L.L. amount for those credit 
unions for each year end total from Call Report Data from December 
2015, December 2016 and December 2017.  For example, NECU’s Year 
One loans will total $209,553.   The OC ran a report for federally insured 
credit unions lending between $188,598 (our Year One loan total minus 
10%) and $209,553 for December of 2014, 2015, and 2016.  For each 
year an average was derived and used the average of those three 
numbers to arrive at an estimate for the Allowance for Loan Loss.  For 
Year One, the OC found that CUs that lend a similar amount set aside an 
average of $8,899 dollars.  For Year Two, the OC found that CUs that lend 
a similar amount set aside an average of $13,403 dollars. 

NCUA Share In accordance with 12 CFR §741.4(c), NECU will deposit with NCUA an 
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Item Notes 

Insurance Deposit amount equal to 1% of its insured shares.   

Fixed Assets  NECU is projected to hold at least $4,000 in fixed assets upon opening. 

Fixed Asset 
Depreciation 

NECU will depreciate assets it owns over time.   

Accrued Income Because NECU will use the accrual method of accounting, it can claim 
income accrued before a loan payment is made.   

Other Assets Assets that do not fit in another category are accounted for in this 
category.  

Liabilities:   

Shares  
 

To see how share and certificate amounts were determined, see Chapter 
4: Market Survey Analysis.  The NECU will have both member and non-
member shares.  NECU will seek $250,000 in non-member shares for the 
first year to meet the requirements of our Secondary Capital Plan.   
 

Non-member 
deposits 

To implement NECU’s Secondary Capital Plan, NECU will seek $250,000 in 
non-member deposits to maintain a proper paid-in and unimpaired 
capital to secondary capital ratio.   

Accounts Payable 
and Other 
Liabilities  

NECU will have accounts payable and other liabilities.   

Accrued 
Dividends and 
Interest Payable 

Dividends and interest accrued but not paid out will be accounted for 
here.   

Other Liabilities  Liabilities that do not fit in another category are accounted for in this 
category.  

Equity:   

Undivided 
Earnings 

Undivided Earnings is the net income accumulated after net expenses 
are taken from income.  NECU’s initial acquisition of its fundraising 
money ends up here on the balance sheet.   

Regular Reserves Many new start-up credit unions do not credit the equity account 
“Regular Reserves.”   

Secondary Capital Secondary capital is deposits held as equity.  Please see 20.4 Secondary 
Capital Plan for details.   

 
Statement of Income Line Items 

Item Notes 

Income:  

Interest Income Projecting income is a difficult task for a proposed business.  NECU does 
not have lending or income history from which to draw, and with the 
interest rate environment the way it is, it is impossible to predict what 
kind of interest income the CU will gain (it is safe to assume that interest 
rates will go up, however).   
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Item Notes 

The interest income projections for this business plan were drawn from 
NCUA Call Report data for credit unions that lend in a range similar to 
what NECU projects to lend for each year. A Custom Query was run on 
the NCUA website for all federally insured credit unions lending a total 
amount in the range of what NECU anticipates lending, less ten percent. 
This was done for a range for each year using amalgamated Call Report 
data for three previous years; 2015, 2016, 2017. The Organizing 
Committee then took the average of the interest income and used that 
to project the interest income NECU will make. 
For example, at the end of Year One NECU projects to have total loans 
equal to $209,553. Because the Custom Query tool on the NCUA website 
requires ranges for an inquiry, for this business plan, NECU used a range 
of projected loan dollars less ten percent. For this example, the range for 
which we ran a query was between 188,598 and 209,553. This query 
gave us multiple federally insured credit unions that lent in that range. 
The OC ran that query for three years of Call Report data; 2015, 2016, 
2017. For each year an average was derived and the average of those 
three numbers was used to arrive at an estimate for our Interest Income.  
For Year One, the OC found that CUs that lend a similar amount earn an 
average of $23,006 dollars.  For Year Two, the OC found that CUs that 
lend a similar amount earn an average of $44,715 dollars.  

Fee Income NECU anticipates fee income of $415 in Year One and $1,600 in Year 
Two. 

Credit Card 
referral fee 
income 

NECU will partner with League Services Corporation to offer a credit card 
referral program. LSC will offer NECU a $50 referral fee for all credit 
cards where the applicant has a FICO score above 700. NECU anticipates 
one-quarter of referred credit card applicants to have a score above 700. 

Investment 
Income 

NECU anticipates investment income of $30 per quarter starting with 
Quarter Two continuing through the first year and $200 per quarter 
thereafter. 

Other Operating 
Income 

NECU anticipates miscellaneous operating income of $200 per quarter. 

Non-operating 
Income 

This line item exists for the purposes of NECU accounting for the 
acquisition of donated capital.  Every other new start-up credit union 
accounts for donated capital this way.   

Expenses:  

Employee 
Compensation: 

 

Salary, President Alex Brower will serve as the President of NECU for a salary of $1 per 
year.  The salary is to create legal consideration.   

Wages, Assistant  NECU will hire a part-time assistant to aid in the managing of the credit 
union.  The assistant will work for 6 hours a week, on average, with a 
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Item Notes 

wage of $20 per hour.   

UI Tax Unemployment Insurance Taxes 

FICA Taxes 
(Employer 
Portion) 

FICA Taxes, employer portion 

Facility:  

Rent NECU will pay $295 per month in rent for its space at 2431 N. Holton 
Street. 

Phone NECU anticipates spending no more than $100 per month on business 
cell phone service. 

Fax (eFax Service) NECU will use an internet-based fax system known at eFax, which will 
cost $17 per month. 

Furniture & 
Fixtures 

NECU intends to buy $500 worth of furniture and fixtures, depreciated 
over 36 months.   

Security System, 
Installation  

NECU intends to install a security system costing $1,000 for installation, 
depreciated over 60 months.  

Security System, 
Maintenance 

NECU anticipates spending $60 per month for maintenance of its security 
system.   

CU Operations:  

Credit Bureau NECU anticipates spending $200 per month for reporting for credit 
bureau reports and inquiries. 

Routing Number NECU anticipates spending $200 per month for routing number and 
associated corporate credit union fees. 

Surety Bond NECU anticipates spending $3,000 for Year One and Year Two on its 
Surety Bond. 

Office Supplies NECU intends to spend $1,000 in Quarter One on office supplies and 
$100 each quarter thereafter. 

Core Processor, 
Installation 

NECU intends to spend $9,000 on the installation of its core processing 
system, depreciated over 60 months. 

Core Processor, 
Maintenance 

NECU will spend $400 per month on the maintenance of its core 
processing system. 

Computer NECU intends to spend $200 per year on computer and related costs 

Software (MS 
Office 365) 

NECU will purchase two business subscriptions to Microsoft Office 365. 

Printing NECU anticipates spending $1,000 for Year One on printing costs and 
$800 for Year Two. 

Statement 
Printing & 
Mailing 

Because NECU intends to require members to receive electronic 
statements or pay a fee, statement printing and mailing costs will be no 
more than $100 per year. 

Compliance:  
Examination Fee NECU anticipates spending $1,400 on examination fees in Year One and 

$400 in Year Two. 
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Item Notes 

Assessment Fee 
(DFI) 

 

Personal Property 
Taxes 

The City of Milwaukee levy’s a personal property tax on equipment kept 
in office spaces. NECU anticipates spending $200 each year for this tax.  

Governance:  

BOD Meetings- 
Childcare 

To make our Board meetings accessible to parents with young children, 
we will pay up to $60 per board meeting for child care, from a provider 
or individual chosen by the Board.   

Annual Meeting NECU intends to spend $1,500 on its first annual meeting and $400 in 
Year Two. 

Conference & 
Travel 

NECU anticipates $1,000 on conferences and travel for its Board of 
Directors in Year’s One and Two. 

Board & 
Volunteer 
Education 

NECU anticipates spending $2,000 on educational programing for its 
Directors and volunteers in Year One and $1,000 in Year Two. 

Marketing: For a detailed description for the marketing line items, please see 
Section B: Marketing Plan. 

Organization 
Memberships: 

 

WCUL/CUNA Memberships to the Wisconsin Credit Union League and Credit Union 
National Association will cost the credit union $1,500 each year of 
operation. 

NFCDCU The dues to the national Federation of Community Development Credit 
Union’s (now called Inclusiv) will cost $200 each year. 

Cost of Funds:  

Dividends, Shares NECU will spend no more than $2,000 on Share Dividends for the first 
two years. 

Dividends, 
Certificates 

NECU anticipates spending 2.5% on Share Certificate Dividends for Year 
One and Two. 

Interest, 
Secondary Capital 

NECU does not anticipate paying interest on its secondary capital 
deposits for the first two years. 

Provision for 
Loan Loss 
Expense 

For the provision for loan loss expense, the Organizing Committee took 
data from other credit unions because NECU has no lending history from 
which to draw upon to determine the proper allowance.  The OC used 
the NCUA website (NCUA.gov) and the research tools on it to arrive at 
our A.L.L. numbers.  Using the “Custom Query” tool of the “Call Report 
Data” section of the “Credit Union Analysis” page of the NCUA website, a 
report was pulled.  For both years of our pro-forma statements, the OC 
ran a query for all federally-insured credit unions with loan totals lending 
in a range between our loan total minus 10%, and when possible, 
eliminated the credit unions from the generated lists that did not have 
similar loan portfolios.  The OC took the average Loan Loss Provision 
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Item Notes 

amount for those credit unions for each year end total from Call Report 
Data from December 2015, December 2016 and December 2017.  For 
example, the Year One loans will total $209,553.   The OC ran a report for 
federally insured credit unions lending between $188,598 (our Year One 
loan total minus 10%) and $209,553 for December of 2014, 2015 and 
2016.  For each year the OC derived an average and used the average of 
those three numbers to arrive at an estimate for our Provision for Loan 
Loss Expense.  For Year One, the OC found that CUs that lend a similar 
amount spend an average of $4,593 dollars.  For Year Two, the OC found 
that CUs that lend a similar amount set aside an average of $4,713 
dollars. 

Net Income Net income is money made after business expenses are subtracted from 
gross income.  This is the profit of NECU.   
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Chapter 22: Pro-Forma Financial Projections and Ratio Analysis  
 
22.1 Year One Statement of Financial Condition 
 
Year One Statement of Financial Condition 
BALANCE SHEET  Quarter 1   Quarter 2   Quarter 3   Quarter 4   Year 1   

Assets      
  Cash on Hand  $                  -     $       3,000.00   $         3,000.00   $         3,000.00   $         3,000.00  

  Cash on Deposit  $ 389,635.16   $  372,799.85   $     389,751.95   $     406,794.05   $     406,794.05  

  Investments  $   75,000.00   $     75,000.00   $       75,000.00   $       75,000.00   $       75,000.00  

  Loans:      
    Signature  $      3,936.00   $       9,184.00   $       13,120.00   $       17,056.00   $       17,056.00  

    Revolving LOC  $      5,128.00   $     10,256.00   $       14,102.00   $       19,230.00   $       19,230.00  

    Used Auto  $   23,452.00   $     46,904.00   $       64,493.00   $       87,945.00   $       87,945.00  

    Bicycle  $         538.00   $       1,076.00   $         1,076.00   $         1,614.00   $         1,614.00  

    New Auto  $   16,384.00   $     40,960.00   $       57,344.00   $       73,728.00   $       73,728.00  

    Motorcycle  $      4,990.00   $       4,990.00   $         9,980.00   $         9,980.00   $         9,980.00  

    TOTAL Loans  $   54,428.00   $  113,370.00   $     160,115.00   $     209,553.00   $     209,553.00  

    ALLL  $    (2,311.37)  $     (4,814.44)  $        (6,799.54)  $        (8,899.00)  $        (8,899.00) 

NCUA Share Insurance 
Deposit  $      6,500.00   $       8,000.00   $         9,500.00   $       11,000.00   $       11,000.00  

  Fixed Assets  $      4,000.00   $       4,000.00   $         4,000.00   $         4,000.00   $         4,000.00  

  Fixed Asset Depreciation  $    (3,000.00)  $     (2,800.00)  $        (2,600.00)  $        (2,400.00)  $        (2,400.00) 

Accrued Income 
(interest on loans)    $                  -     $          215.68   $             445.74   $             488.88   $             488.88  

  Other Assets  $         375.00   $          400.00   $             445.00   $             470.00   $             470.00  

TOTAL ASSETS  $ 524,626.79   $  569,171.10   $     632,858.16   $     699,006.93   $     699,006.93  

      
Liabilities      
  Shares:      
    Member Shares  $   86,745.62   $  136,994.00   $     201,719.00   $     268,423.00   $     268,423.00  

    Non-member Deposits   $ 250,000.00   $  250,000.00   $     250,000.00   $     250,000.00   $     250,000.00  

    Share Certificates  $      3,534.00   $       7,068.00   $       10,602.00   $       14,136.00   $       14,136.00  

  Accounts Payable & 
Other Liabilities  $         175.00   $          175.00   $             195.00   $             195.00   $             195.00  

  Accrued Dividends & 
Interest Payable  $         200.00   $          225.00   $             250.00   $             275.00   $             275.00  

  Other Liabilities  $      1,000.00   $       1,415.68   $         1,845.74   $         2,088.88   $         2,088.88  

  Total liabilities  $ 341,654.62   $  395,877.68   $     464,611.74   $     535,117.88   $     535,117.88  

Equity:      
  Undivided Earnings  $   32,972.16   $     23,293.41   $       18,246.42   $       13,889.05   $       13,889.05  

  Regular Reserves  $                  -     $                    -     $                      -     $                      -     $                      -    

  Secondary Capital  $ 150,000.00   $  150,000.00   $     150,000.00   $     150,000.00   $     150,000.00  

  Total Equity  $ 182,972.16   $  173,293.41   $     168,246.42   $     163,889.05   $     163,889.05  

TOTAL EQUITY & 
LIABILITIES  $ 524,626.79   $  569,171.10   $     632,858.16   $     699,006.93   $     699,006.93  
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22.2 Year One Statement of Income 
 
Year One Statement of Income 
INCOME STATEMENT  Quarter 1   Quarter 2   Quarter 3   Quarter 4   Year 1   

Income:      
  Interest Income  $                  -     $       4,313.63   $         8,914.83   $         9,777.55   $       23,006.00  

  Fee Income  $           25.00   $          130.00   $             130.00   $             130.00   $             415.00  

  Credit Card Referral  Fee 
Income  $           87.50   $          187.50   $             275.00   $             362.50   $             912.50  

  Investment Income   $                  -     $             30.00   $               30.00   $               30.00   $               90.00  

  Other Operating Income  $                  -     $          200.00   $             200.00   $             200.00   $             600.00  

  Non-operating Income  $   50,000.00   $                    -     $                      -     $                      -     $                      -    

TOTAL INCOME  $   50,112.50   $       4,861.13   $         9,549.83   $       10,500.05   $       75,023.50  

      
Expenses:      
  Employee Compensation       
    Salary, President   $              0.25   $               0.25   $                 0.25   $                 0.25   $                 1.00  

    Wage, Assistant ($20/hr)  $      1,440.00   $       1,440.00   $         1,440.00   $         1,440.00   $         5,760.00  

    UI Tax  $           46.80   $             46.80   $               46.80   $               46.80   $             187.20  

    FICA Tax (Employer 
Portion)   $         110.16   $          110.16   $             110.16   $             110.16   $             440.64  

    Total Employee 
Compensation   $      1,597.21   $       1,597.21   $         1,597.21   $         1,597.21   $         6,388.84  

  Facility:        
    Rent  $         885.00   $          885.00   $             885.00   $             885.00   $         3,540.00  

    Phone   $         300.00   $          300.00   $             300.00   $             300.00   $         1,200.00  

    Fax (eFax service)  $           51.00   $             51.00   $               51.00   $               51.00   $             204.00  

    Furniture & Fixtures  $           41.67   $             41.67   $               41.67   $               41.67   $             166.67  

    Security System, (install)  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Security System, Maint.  $         180.00   $          180.00   $             180.00   $             180.00   $             720.00  

    Total Facility   $      1,507.67   $       1,507.67   $         1,507.67   $         1,507.67   $         6,030.67  

  CU Operations:      
    Credit Bureau  $         600.00   $          600.00   $             600.00   $             600.00   $         2,400.00  

    Routing #  $         600.00   $          600.00   $             600.00   $             600.00   $         2,400.00  

    Surety Bond  $         750.00   $          750.00   $             750.00   $             750.00   $         3,000.00  

    Office Supplies  $      1,000.00   $          100.00   $             100.00   $             100.00   $         1,300.00  

    Core Processor, 
Installation   $         450.00   $          450.00   $             450.00   $             450.00   $         1,800.00  

    Core Processor, 
Maintenance  $      1,200.00   $       1,200.00   $         1,200.00   $         1,200.00   $         4,800.00  

    Computer  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Software (MS Office 
365)  $           75.00   $             75.00   $               75.00   $               75.00   $             300.00  

    Printing  $         250.00   $          250.00   $             250.00   $             250.00   $         1,000.00  

    Statement Printing & 
Mailing  $           25.00   $             25.00   $               25.00   $               25.00   $             100.00  

    Total Operations   $      5,000.00   $       4,100.00   $         4,100.00   $         4,100.00   $       17,300.00  
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INCOME STATEMENT  Quarter 1   Quarter 2   Quarter 3   Quarter 4   Year 1   

  Compliance      
    Examination Fee  $         350.00   $          350.00   $             350.00   $             350.00   $         1,400.00  

    Assessment Fee (DFI)  $           27.11   $             27.11   $               27.11   $               27.11   $             108.44  

    Personal Property Taxes  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Total Compliance   $         427.11   $          427.11   $             427.11   $             427.11   $         1,708.44  

  Governance:      
    BOD meetings-child care  $         120.00   $          120.00   $             120.00   $             120.00   $             480.00  

    Annual Meeting  $         375.00   $          375.00   $             375.00   $             375.00   $         1,500.00  

   Conference & Travel  $         250.00   $          250.00   $             250.00   $             250.00   $         1,000.00  

Board & Volunteer 
Education  $         500.00   $          500.00   $             500.00   $             500.00   $         2,000.00  

    Total Governance   $      1,245.00   $       1,245.00   $         1,245.00   $         1,245.00   $         4,980.00  

  Marketing:      
    Promo Printed Materials  $         500.00   $          500.00   $             500.00   $             500.00   $         2,000.00  

    Mailing  $         500.00   $          500.00   $             500.00   $             500.00   $         2,000.00  

    Promo Events or 
Sponsorship  $      1,000.00   $          250.00   $             250.00   $             250.00   $         1,750.00  

    Vending  $           75.00   $             75.00   $               75.00   $               75.00   $             300.00  

    Website  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Newspaper Ads  $      1,000.00   $          600.00   $             150.00   $             150.00   $         1,900.00  

    Radio Ads  $         500.00   $          500.00   $                      -     $                      -     $         1,000.00  

    Internet Ads  $      2,000.00   $          500.00   $             500.00   $             500.00   $         3,500.00  

    Promotional Items  $         125.00   $          125.00   $             125.00   $             125.00   $             500.00  

    Total Marketing   $      5,750.00   $       3,100.00   $         2,150.00   $         2,150.00   $       13,150.00  

  Organizational 
Memberships:      
    WCUL/CUNA  $         375.00   $          375.00   $             375.00   $             375.00   $         1,500.00  

    NFCDCU  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Total Organizational 
Memberships   $         425.00   $          425.00   $             425.00   $             425.00   $         1,700.00  

  Other or Unknown 
Expenses   $         600.00   $          600.00   $             600.00   $             600.00   $         2,400.00  

TOTAL OPERATING 
EXPENSES  $   16,551.99   $     13,001.99   $       12,051.99   $       12,051.99   $       53,657.95  

      
Cost of Funds:      
  Dividends, Shares  $         500.00   $          500.00   $             500.00   $             500.00   $         2,000.00  

  Dividends, Certificates  $           88.35   $          176.70   $             265.05   $             353.40   $             883.50  

  Total COF  $         588.35   $          676.70   $             765.05   $             853.40   $         2,883.50  

      
Provision for Loan Loss 
Expense  $                  -     $          861.19   $         1,779.79   $         1,952.03   $         4,593.00  

      
NET INCOME  $   32,972.16   $     (9,678.75)  $        (5,047.00)  $        (4,357.36)  $       13,889.05  
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 22.3 Year One Key Ratio Analysis 
 
Year One Key Ratio Analysis 
KEY RATIO ANALYSIS  Quarter 1   Quarter 2   Quarter 3   Quarter 4   Year 1   

      
Net Worth (Equity/Assets) 34.88% 30.45% 26.59% 23.45% 23.45% 

Gross Income/Assets     10.73% 

Cost of Funds/Assets     0.41% 

Provision for Loan Loss/Assets     0.66% 

Operating Expenses/Assets     7.68% 

Return on Assets      1.99% 

Loans/Shares 15.93% 28.64% 34.46% 39.16% 39.16% 

Loans/Assets 10.37% 19.92% 25.30% 29.98% 29.98% 
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22.4 Year Two Statement of Financial Condition 
 
Year Two Statement of Financial Condition 
BALANCE SHEET  Quarter 5   Quarter 6   Quarter 7   Quarter 8   Year 2  

Assets      
  Cash on Hand  $      3,000.00   $       3,000.00   $         3,000.00   $         3,000.00   $         3,000.00  

  Cash on Deposit  $ 188,504.62   $  223,469.36   $     280,258.35   $     336,077.93   $     336,077.93  

  Investments  $   75,000.00   $     75,000.00   $       75,000.00   $       75,000.00   $       75,000.00  

  Loans:      
    Signature  $   20,992.00   $     24,928.00   $       28,864.00   $       32,800.00   $       32,800.00  

    Revolving LOC  $   24,358.00   $     29,486.00   $       33,332.00   $       38,460.00   $       38,460.00  

    Used Auto  $ 111,397.00   $  134,849.00   $     152,438.00   $     175,890.00   $     175,890.00  

    Bicycle  $      2,152.00   $       2,690.00   $         2,690.00   $         3,228.00   $         3,228.00  

    New Auto  $   90,112.00   $  106,496.00   $     122,880.00   $     139,264.00   $     139,264.00  

    Motorcycle  $      9,980.00   $     14,970.00   $       14,970.00   $       14,970.00   $       14,970.00  

    TOTAL Loans  $ 258,991.00   $  313,419.00   $     355,174.00   $     404,612.00   $     404,612.00  

    ALLL  $    (8,579.22)  $   (10,382.18)  $     (11,765.34)  $     (13,403.00)  $     (13,403.00) 

  NCUA Share Insurance 
Deposit  $   13,000.00   $     14,000.00   $       16,000.00   $       18,000.00   $       18,000.00  

  Fixed Assets  $      4,000.00   $       4,000.00   $         4,000.00   $         4,000.00   $         4,000.00  

  Fixed Asset Depreciation  $    (2,200.00)  $     (2,000.00)  $        (1,800.00)  $        (1,600.00)  $        (1,600.00) 

  Accrued Income (interest 
on loans)    $         514.22   $          519.81   $             586.88   $             614.83   $             614.83  

  Other Assets  $         505.00   $          555.00   $             580.00   $             610.00   $             610.00  

TOTAL ASSETS  $ 532,735.62   $  621,580.99   $     721,033.89   $     826,911.76   $     826,911.76  

      
Liabilities      
  Shares:      
    Member Shares  $ 348,250.00   $  433,075.00   $     528,279.00   $     628,206.00   $     628,206.00  

    Non-member Deposits   $                  -     $                    -     $                      -     $                      -     $                      -    

    Share Certificates  $   17,670.00   $     21,204.00   $       23,560.00   $       27,094.00   $       27,094.00  

  Accounts Payable & 
Other Liabilities  $         205.00   $          230.00   $             255.00   $             255.00   $             255.00  

  Accrued Dividends & 
Interest Payable  $         300.00   $          325.00   $             325.00   $             355.00   $             355.00  

  Other Liabilities  $      2,314.22   $       2,519.81   $         2,786.88   $         3,014.83   $         3,014.83  

  Total liabilities  $ 368,739.22   $  457,353.81   $     555,205.88   $     658,924.83   $     658,924.83  

Equity:      
  Undivided Earnings  $   13,996.40   $     14,227.18   $       15,828.01   $       17,986.93   $       17,986.93  

  Regular Reserves  $                  -     $                    -     $                      -     $                      -     $                      -    

  Secondary Capital  $ 150,000.00   $  150,000.00   $     150,000.00   $     150,000.00   $     150,000.00  

  Total Equity  $ 163,996.40   $  164,227.18   $     165,828.01   $     167,986.93   $     167,986.93  

TOTAL EQUITY & 
LIABILITIES  $ 532,735.62   $  621,580.99   $     721,033.89   $     826,911.76   $     826,911.76  
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22.5 Year Two Statement of Income 
 
Year Two Statement of Income 
INCOME STATEMENT  Quarter 5   Quarter 6   Quarter 7   Quarter 8   Year 2  

Income:      
  Interest Income  $   10,284.45   $     10,396.24   $       11,737.69   $       12,296.63   $       44,715.00  

  Fee Income  $         400.00   $          400.00   $             400.00   $             400.00   $         1,600.00  

  Credit Card Referral  Fee 
Income  $         450.00   $          550.00   $             637.50   $             725.00   $         2,362.50  

  Investment Income   $         200.00   $          200.00   $             200.00   $             200.00   $             800.00  

  Other Operating Income  $         200.00   $          200.00   $             200.00   $             200.00   $             800.00  

  Non-operating Income  $                  -     $                    -     $                      -     $                      -     $                      -    

TOTAL INCOME  $   11,534.45   $     11,746.24   $       13,175.19   $       13,821.63   $       50,277.50  

      
Expenses:      
  Employee Compensation       
    Salary, President   $              0.25   $               0.25   $                 0.25   $                 0.25   $                 1.00  

    Wage, Assistant 
($20/hr)  $      1,440.00   $       1,440.00   $         1,440.00   $         1,440.00   $         5,760.00  

    UI Tax  $           46.80   $             46.80   $               46.80   $               46.80   $             187.20  

    FICA Tax (Employer 
Portion)   $         110.16   $          110.16   $             110.16   $             110.16   $             440.64  

    Total Employee 
Compensation   $      1,597.21   $       1,597.21   $         1,597.21   $         1,597.21   $         6,388.84  

  Facility:        
    Rent  $         885.00   $          885.00   $             885.00   $             885.00   $         3,540.00  

    Phone   $         300.00   $          300.00   $             300.00   $             300.00   $         1,200.00  

    Fax (eFax service)  $           51.00   $             51.00   $               51.00   $               51.00   $             204.00  

    Furniture & Fixtures  $           41.67   $             41.67   $               41.67   $               41.67   $             166.67  

    Security System (install)   $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Security System, Maint.  $         180.00   $          180.00   $             180.00   $             180.00   $             720.00  

    Total Facility   $      1,507.67   $       1,507.67   $         1,507.67   $         1,507.67   $         6,030.67  

  CU Operations:      
    Credit Bureau  $         600.00   $          600.00   $             600.00   $             600.00   $         2,400.00  

    Routing #  $         600.00   $          600.00   $             600.00   $             600.00   $         2,400.00  

    Surety Bond  $         750.00   $          750.00   $             750.00   $             750.00   $         3,000.00  

    Office Supplies  $         100.00   $          100.00   $             100.00   $             100.00   $             400.00  

    Core Processor, 
Installation   $         450.00   $          450.00   $             450.00   $             450.00   $         1,800.00  

    Core Processor, 
Maintenance  $      1,200.00   $       1,200.00   $         1,200.00   $         1,200.00   $         4,800.00  

    Computer  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Software (MS Office 
365)  $           75.00   $             75.00   $               75.00   $               75.00   $             300.00  

    Printing  $         200.00   $          200.00   $             200.00   $             200.00   $             800.00  

    Statement Printing & 
Mailing  $           25.00   $             25.00   $               25.00   $               25.00   $             100.00  

    Total Operations   $      4,050.00   $       4,050.00   $         4,050.00   $         4,050.00   $       16,200.00  

  Compliance      
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INCOME STATEMENT  Quarter 5   Quarter 6   Quarter 7   Quarter 8   Year 2  

    Examination Fee  $         200.00   $          200.00   $             200.00   $             200.00   $             800.00  

    Assessment Fee (DFI)  $           57.23   $             57.23   $               57.23   $               57.23   $             228.92  

    Personal Property Taxes  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Total Compliance   $         307.23   $          307.23   $             307.23   $             307.23   $         1,228.92  

  Governance:      
    BOD meetings-child 
care  $         120.00   $          120.00   $             120.00   $             120.00   $             480.00  

    Annual Meeting  $         100.00   $          100.00   $             100.00   $             100.00   $             400.00  

   Conference & Travel  $         250.00   $          250.00   $             250.00   $             250.00   $         1,000.00  

   Board & Volunteer 
Education  $         250.00   $          250.00   $             250.00   $             250.00   $         1,000.00  

    Total Governance   $         720.00   $          720.00   $             720.00   $             720.00   $         2,880.00  

  Marketing:      
    Promo Printed 
Materials  $         125.00   $          125.00   $             125.00   $             125.00   $             500.00  

    Mailing  $                  -     $                    -     $                      -     $                      -     $                      -    

    Promo Events or 
Sponsorship  $                  -     $                    -     $                      -     $                      -     $                      -    

    Vending  $           75.00   $             75.00   $               75.00   $               75.00   $             300.00  

    Website  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Newspaper Ads  $         100.00   $          100.00   $             100.00   $             100.00   $             400.00  

    Radio Ads  $                  -     $                    -     $                      -     $                      -     $                      -    

    Internet Ads  $         150.00   $          150.00   $             150.00   $             150.00   $             600.00  

    Promotional Items  $                  -     $                    -     $                      -     $                      -     $                      -    

    Total Marketing   $         500.00   $          500.00   $             500.00   $             500.00   $         2,000.00  

  Organizational 
Memberships:      
    WCUL/CUNA  $         375.00   $          375.00   $             375.00   $             375.00   $         1,500.00  

    NFCDCU  $           50.00   $             50.00   $               50.00   $               50.00   $             200.00  

    Total Organizational 
Memberships   $         425.00   $          425.00   $             425.00   $             425.00   $         1,700.00  

  Other or Unknown 
Expenses   $         200.00   $          200.00   $             200.00   $             200.00   $             800.00  

TOTAL OPERATING 
EXPENSES  $      9,307.11   $       9,307.11   $         9,307.11   $         9,307.11   $       37,228.43  

      
Cost of Funds:      
  Dividends, Shares  $         500.00   $          500.00   $             500.00   $             500.00   $         2,000.00  

  Dividends, Certificates  $         441.75   $          530.10   $             589.00   $             677.35   $         2,238.20  

  Total COF  $         941.75   $       1,030.10   $         1,089.00   $         1,177.35   $         4,238.20  

      
Provision for Loan Loss 
Expense  $      1,178.25   $       1,178.25   $         1,178.25   $         1,178.25   $         4,713.00  

      
NET INCOME  $         107.34   $          230.78   $         1,600.83   $         2,158.92   $         4,097.87  
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22.6 Year Two Key Ratio Analysis 
 
Year Two Key Ratio Analysis 
KEY RATIO ANALYSIS  Quarter 5   Quarter 6   Quarter 7   Quarter 8   Year 2  

      
Net Worth (Equity/Assets) 30.78% 26.42% 23.00% 20.31% 20.31% 

Gross Income/Assets     6.08% 

Cost of Funds/Assets     0.51% 

Provision for Loan Loss/Assets     0.57% 

Operating Expenses/Assets     4.50% 

Return on Assets      0.50% 

Loans/Shares 70.24% 68.53% 63.97% 61.40% 61.40% 

Loans/Assets 48.62% 50.42% 49.26% 48.93% 48.93% 

 



113 
 

 
Below are the sources used in the writing of this Business Plan, listed alphabetically. 
 

American FactFinder, United States Census Bureau. Accessed at 
https://factfinder.census.gov/faces/nav/jsf/pages/index.xhtml. 

 
Aronoff, Kate. "Meet the Left Radical Who Will Likely Be Jackson, Mississippi's Next 

Mayor." In These Times. May 2, 2017. http://inthesetimes.com/article/20100/jackson-
mississippi-radical-mayoral-candidate-chokwe-lumumba. 
 

Brancaccio, David. "This Financial Innovation Could Help Low-income People Gain 
Access to Credit." NPR’s Marketplace. September 26, 2016. 
https://www.marketplace.org/2016/09/26/wealth-poverty/jose-quinonez-macarthur-
unbanked-credit-lending-circle. 

 
Bruyere, Brandy. "7 Risks NCUA Expects Credit Unions to Manage." CUInsight. May 16, 

2016. https://www.cuinsight.com/7-risks-ncua-expects-credit-unions-manage.html. 
 
Chartering and Field of Membership Manual, Appendix B of 12 CFR 701, United States 

Code of Federal Regulations 
 
Green, Donald P., and Alan S. Gerber. Get Out the Vote: How to Increase Voter Turnout. 

3rd ed., Brookings Institution Press, 2015.  
 
Harvey, Michael G., et al. “A Marketing Mix for the 21st Century.” Journal of Marketing 

Theory and Practice, vol. 4, no. 4, 1996, pp. 1–15.  
 
Lessons from GOTV experiments. The Institution for Social and Policy Studies (ISPS) at 

Yale University, https://isps.yale.edu/node/16698. Accessed 11 September 2018.  
 
Morris, Michael H., et al. “Entrepreneurial Marketing: a Construct for Integrating 

Emerging Entrepreneurship and Marketing Perspectives.” Journal of Marketing Theory and 
Practice, vol. 10, no. 4, 2002, pp. 1–19. 

 
National Credit Union Administration. Office of Consumer Protection, Division of 

Consumer Access. Federal Credit Union Charter Application Guide. Version 1. Alexandria, VA: 
National Credit Union Administration, 2014. 

 
National Credit Union Administration. Office of Small Credit Union Initiatives. Low-

Income Designation Fact Sheet. Alexandria, VA: National Credit Union Administration, 2013 
 



114 
 

National Credit Union Administration. Office of Small Credit Union 
Initiatives. Maximizing the Low-Income Designation. Alexandria, VA: National Credit Union 
Administration, 2015. 

 
National Credit Union Administration. Office of Small Credit Union Initiatives. Secondary 

Capital Best Practices Guide. Alexandria, VA: National Credit Union Administration, 2015 
 
Pons, Vincent. “Will a Five-Minute Discussion Change Your Mind?  A Countrywide 

Experiment on Voter Choice in France.” American Economic Review, vol. 108, no. 6, pp. 1322-
1363. Retrieved from https://pubs.aeaweb.org/doi/pdfplus/10.1257/aer.20160524  

 
New Economy Credit Union Organizing Committee. New Economy Credit Union 

Organizing Committee Market Survey Results. August 2017 
 

 "Surety Bond Definition Explained." SuretyBonds.com. Accessed October 13, 2018. 
https://www.suretybonds.com/surety-bond-definition.html. 
 

United States Code, accessed at http://uscode.house.gov/browse.xhtml 
 

United States Code of Federal Regulations, accessed at https://www.ecfr.gov/cgi-
bin/ECFR?page=browse 

 
"What Is a CDFI?" Opportunity Finance Network. Accessed October 31, 2018. 

https://ofn.org/what-cdfi. 
 

“What is A Credit Union?” World Council of Credit Unions Woccu.org. (2016). What is a 
Credit Union? | World Council of Credit Unions. [online] Available at: 
http://www.woccu.org/about/creditunion [Accessed 31 May 2016]. 
 

“What Is a Surety Bond?” Jason O'Leary, SuretyBondsDirect.com.  Accessed October 13, 
2018. https://www.suretybondsdirect.com/educate/what-is-surety-bond 
 

Williams, Malcolm V., et al. “A Case Study on Houston, Texas.” Assessing the Role of 
State and Local Public Health in Outreach and Enrollment for Expanded Coverage: Seven Case 
Studies from Local and State Health Departments, RAND Corporation, Santa Monica, Calif., 
2016, pp. 59–65. 
 

Wisconsin State Statutes, Chapter 185, accessed at 
https://docs.legis.wisconsin.gov/statutes/statutes/185 
 

Wisconsin State Statutes, Chapter 186, accessed at 
https://docs.legis.wisconsin.gov/statutes/statutes/186 
 



115 
 

Wisconsin Administrative Code, Chapter DFI-CU 51-75, accessed at 
https://docs.legis.wisconsin.gov/code/admin_code/dfi/dfi_cu



 
 



 
 



 
 

Appendix A: Proposed Bylaws 



 
 

Appendix B: Proposed Directors  



 
 

Appendix C: Forms 4012 for all proposed directors 



 
 

Appendix D: Mentor Credit Union Support Letters 



 
 

Appendix E: Facility Documents  
 
Proposed Lease 
Letter of Donated Services by General Contractor  



 
 

Appendix F: Market Survey Materials 
Market Survey Results  
Market Survey Plan  
Market Survey  
Market Survey Canvass Turfs 
Market Survey Canvass Turfs Randomization  
Market Survey Postcard  



 
 

Appendix G: Proposed Provider Agreements 



 
 

Appendix H: Academic Paper: A Community Organizing Credit Union for 
Riverwest and Harambee  



 
 

Appendix I: Other Supporting Documents 
Riverwest Neighborhood Association Resolution  
Eckblad Group Support Letter 



 
 

Appendix J: Media articles about the New Economy Credit Union Effort 



 
 

Appendix K: Recent Industry Review Articles 



 
 

Appendix L: Community Organizing Credit Union Articles 
 


