
Using Peer to Peer 2.0 to
Prepare for your Planning 
Session

Agenda

Look at Areas of Excellence
“Brag to Your Board”
Using the 2 Year Report
Using the ROM Scoring System

Drive Discussion and Planning
Case Study – Credit Cards
How Peer 2.0 can help with your analysis

Built-In Reports
Custom Reporting

Other Callahan Resources for Planning 
Season
Discussion on Planning Resources
Peer to Peer 2.0 Timeline
Questions



Identifying Areas of Strength

2 Year Report
Shows 12 month growth for Income 
Statement and Balance Sheet categories
Shows Key Ratio performance

Locating the 2 Year Report



Working with the 2 Year Report

Creating a 2 Year Report for 
Your Peer Group



Compare Peer Group Performance

Using Export Function



Using Excel to Continue Analysis



ROM Scoring

Another high level overview of 
performance
Compares your CU vs any custom Peer 
Group
Puts financial performance in context of 
showing value to segments of your 
member base



Could this initiate a conversation 
around dividends?

Ideas for Other Peer Groups

Regional (PA, NY, MD, NJ, OH)
PA Only
County or Select Group of PA CUs
Leaders in Asset Growth Nationally
Layer in:

Field of Membership
# of Branches
# of Members
Avg Share Deposit



Drive Discussion and Planning

Considering New Services

Case Study
I am a CFO at a CU between 100m and 250m
Considering adding a new service
What information would I want to look at to 
open a discussion and drive a decision on 
making a credit card available to my 
members?



Is there an opportunity in Credit Cards?

USA Today
October 31, 2006

“Dense language obscures usurious interest rates, 
punitive late fees”

More than 70% of 
consumers surveyed 

by the GAO were 
unsure or didn’t believe 
that banks could raise 
consumer’s interest 
rates because of a 

late payment on some 
other bill.  But issuers 

can, and they do –
some seeking to slap 
‘penalty rates’ of more 

than 32% on customers 
for a single misstep



Key components
-Universal default eliminated

-45 day notice of rate increases

-Card holders can set fixed credit 
limit

-Credit card companies required to 
send bills 25 days before they are 
due

How Can Peer to Peer drive discussion and 
support a decision to act (or not)



Analysis of My Peer Group

CU’s 100m – 250m, nationally
Account 396 has > $0 for current qtr and 
12 months prior. 

Setting the Parameters



Considerations

519 CUs my size have an active credit card 
portfolio from a potential pool of 669 CUs –
77.6%
Increasing the minimum amount of account 396 
from $1 to $1,000,000?

Narrows the group to 475 CUs 

Average Account Balance?
To consider those CUs who have a similar kind of 
relationship with their members

Expenses?
# of Branches?
Total Operating Expenses?

Reviewing the Basics





Adding a New Point of Comparison

Credit Union Peer Group which offers no 
credit card program

100m – 250m
Account 396 = $0 for Q1 08 and Q1 07



Formulas Used





Effect on member relationships

# of Accounts per Member





Points to Drive Discussion

Over ¾ of the CUs in the asset group are offering these 
services
Avg credit card balances are rising. Members are looking 
for these services and will find them elsewhere.
Although credit card delinquencies are rising, they remain 
less than 10% of total delinquencies.
CUs with credit card programs have been tracking at a 
lower delinquency rate than CUs that don’t have programs 
in 3 of the last 4 quarters.
There doesn’t seem to be any question that if you can 
tolerate the risk, the return is there.

Higher Yield on Loans within CUs that offer cards 
Higher Return on Avg Assets with CUs that offer cards

Accounts per Member slightly but consistently higher for 
CUs with credit card programs. Do cards help drive 
member relationships?

Other Resources to Drive Planning 
Discussion

Mortgage Data
Featured section of our Q1 2008 CUSP 
publication



Other Resources

More Strategy Discussion on Credit 
Cards?
Upcoming Callahan & Associates Webinar

Maximize Value and Performance of your 
Credit Card Portfolio
Wednesday, July 30, 2:00pm
Register at: www.creditunions.com/events
Call 800.446.7453 for more info

Discussion

If you’re a subscriber to either Peer to Peer or 
our CU Analyzer service – How do you use either 
service to drive discussion at your credit union 
during planning season?
If you’re don’t subscribe to any Callahan data 
services – What helps drive your planning 
sessions?

Please raise your hand via Webex to participate



Peer to Peer 2.0 Timeline

Currently
80 Beta Testers

This Month
Expand the Rollout to a total of 200 subscribers

End of August
All subscribers will have 2.0 with Q2 2008 data
We will release the Q2 2008 data update on both Peer 
to Peer 1.0 (current version) and Peer to Peer 2.0

Questions?



Contact Information

Dan Walter
800.446.7453
dwalter@creditunions.com

Thank You!
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