
5/13/2014

1

Michigan Credit Union League & Affiliates

Annual Convention and Exposition
Helping Credit Unions Serve, Grow and Remain Strong

Automotive Lending &

#mculace

Automotive Lending & 

Sales Overdrive
June 5, 2014 | 10:30 – 11:30 a.m.

Bob Nealon

| www.mcul.org | www.uniteforgood.org

Sponsored by:

Overdrive!
June 5, 2014

Bob Nealon
Regional Vice President
(508) 981-1746
bob.nealon@cudirect.com



5/13/2014

2

U.S. Monthly Vehicle Sales: YOY Growth 
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Consumer Confidence Index & SAAR Auto Sales
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Sources: 
SAAR: National Automobile Dealers Association, Market Beat
Consumer Confidence Index: U.S.  Bureau of Economic Analysis and The Conference Board
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Requested Article

U.S. sales rise 6% as spring momentum builds 
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Rank Brand Mar Units YOY%

1 Ford 234,448 3%

2 Toyota 180,838 3%

March New Auto Sales Data

2 Toyota 180,838 3%

3 Chevy 179,681 3%

4 Nissan 136,642 8%

5 Honda 117,738 ‐3%

6 Hyundai 67,005 ‐2%

7 Dodge 60,575 1%

8 Jeep 57,983 47%

7

8 Jeep 57,983 47%

9 Kia 54,777 12%

10 Subaru 44,479 21%
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New Vehicle Leasing Continues to Grow
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Captives Control almost 90% of Leasing Market
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YOY Loan Balances Change
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Total Outstanding Credit Union Balances

Credit Union Industry Loan Portfolios
Auto Loan Portfolio Data
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$93.4$100 +19.6%

Credit Union Indirect Automotive Loan Portfolio Balances
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Delinquency Comparison: Auto Loans Vs. Other Loan Types
Auto Loans 2nd Lowest Delinquent Rate Among Major Loan Types

14
Source: Equifax, Moody’s Analytics
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Credit Union Indirect Delinquencies and Charge‐Offs
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CU Direct Loan Maturities: New & Used Cars
What is the term structure for car borrowers?
 New car avg. loan term: 76 months vs. 74 months a year ago 

 Used car avg. loan term: 66 months vs. 65 months a year ago

Lengthening Terms
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CU Direct Credit Unions Auto Loan Capturing: 2013

Top Performing CUs Converting 60%+ of Approved Loans to Funded
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> $500M $100  500 M < $100 M Average
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Credit Union Auto Penetration and Membership Growth
Are credit unions addressing membership auto lending demand?
 Membership rose 3.2 million, or 3.4% in 2013 vs. 2012, and 2.2% CAGR since 2008

 23.5% auto penetration is almost back to 2008/2009 levels
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20.0%

Credit Unions Share of # Auto Originations Financed: Monthly
How are credit unions doing in capturing new auto loans?
 Credit unions market share increased 40 bps from previous month, regaining its market share

 Currently: Almost 1 in 5 auto loans is financed with a credit union
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Source: AutoCount, an Experian Company. 
Note: Does not include leases and private party transactions. 
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U.S. Lender Rankings by Auto Originations Financed : Year to Date
Who is financing the most auto loan originations?
 CU Direct credit unions edged to 4th place vs. 5th place a year ago 

 CU Direct credit unions top growth, excluding captives

2014

Rank

2013

Rank
Auto Lender # Loans

Feb ’14 YTD 
Growth

1 1  WELLS FARGO DEALER SERVICES 184,657  12.9%
2 3  CHASE AUTO FINANCE 150,980  0.0%

3 2  ALLY 134,148  ‐13.8%

4 5  127,704  21.2%

5 4  TOYOTA FINANCIAL SERVICES 125,411  ‐3.7%

6 7  CAPITAL ONE AUTO FINANCE 116,265  24.7%

7 6  FORD MOTOR CREDIT 106,718  3.2%

Source: AutoCount, an Experian Company and CU Direct
Note: Does not include leases and private party transactions. 
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6 O O O C 06, 8 3 %

8 8  AMERICAN HONDA FINANCE 98,189  26.1%

9 10  NISSAN INFINITI FINANCIAL SERVICES 77,018  19.0%

10 CHRYSLER CAPITAL 62,996  n/a

MARKET TOTALS 2,869,368 3.9%
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Michigan – Q1 2014
7 of Top 30 Auto Lenders 
(New/Used, Retail/Lease)

Top 15 USED RETAIL LENDERS
1. Credit Acceptance 
2. Allyy
3. Wells Fargo
4. Michigan Schools and Govt CU
5. Huntington National Bank
6. Chase Auto Finance
7. Chemical Bank and Trust
8. CU One
9. Capital One
10.5th Third Bank
11 L k Mi hi CU

21

11.Lake Michigan CU
12.Michigan State Univ CU
13.Lake Trust CU
14.Advia CU
15.BMO Harris Bank

CU Direct Credit Unions Indirect Loans Generated: Year to Date
Where are their loans coming from and what they are financing?

New 
Members
62.8%

Existing 
Members
37.2%

New Members vs. Existing Members

New
30.2%

Used
67.8%

Other
2.1%

New Members Financing

Source: CU Direct Indirect vehicle loans
Existing Members – Current CU Member
New Members - New member that joined at the Dealer

22

New
31.2%

Used
60.2%

Other
8.7%

Existing Members Financing

Source: CU Direct, YTD Feb ‘14
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Aging Vehicles Helping Fuel Car Sales

Average Age of 
Vehicles on the Road:

10 Years

Average Age of 
Vehicles on the Road:

10 Years

Source: Experian Automotive as of December 31, 2012 (U.S. light duty vehicles only)

Aging autos bolstering car sales

Auto Buying + Auto Loan = One Event?

Can credit unions play a bigger role with 
members?members?



5/13/2014

13

Perceptions of Pre‐Approvals

• Empowers the member – better negotiating position

CU

ConsumerConsumer

• Expedites paperwork.

• Consumers don’t know benefits until experienced.

• Vast majority recommended seeking pre‐approval … next 
time.

• Significantly aids in securing the loan; 

Credit UnionCredit Union

CU
g y g ;

– but no guarantee.

• Provides opportunity for personalization/relationship 
building

Source: CU Direct 2013 Research Study

Build Dealer Relationships

The Power of the Dealer

– Emotions are about the car, not the financing.  

– Financing done at dealer.

– Expectations of best rate at dealer. 

– Consumers don’t distinguish buying from borrowing.

Impact?

– Lost pre‐approvals to dealer‐provided rate.

– Lost loan due to “not being open” when buying.

– Lose/Gain loan due to convenience or incentives.

Source: CU Direct 2013 Research Study
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What Was “Very Important” to Consumers in 
Choosing Their Lender? 

Source: CU Direct 2013 Research Study

Loyalty is a Matter of Basis Points

• “Loyalty is 25 basis points ”• Loyalty is 25 basis points.

– From 10‐50 depending on:

• Relationship

• Dollar amount 

• Convenience
– Speed and EaseSpeed and Ease

– Perceived ongoing value of one‐stop‐shop

– Access at closing

Source: CU Direct 2013 Research Study
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How Many Loan Provider Options Did the Dealer 
Present to the Consumer?*

Most Consumers see 
1 Offer at the Dealer!1 Offer at the Dealer!

*Among Consumers who financed at the dealership.

Source: CU Direct 2013 Research Study

Over 25% of Indirect Applications Submitted 
After Hours and Sunday

Source: CUDL System
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Auto Buying + Auto Loan = One Event?

Can credit unions play a bigger role with 
members?members?

Should Successful Lenders Know:

• What are we buying?

• Who are we buying it from?

• How is it performing?
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What are we buying?

Who are we buying it from?

5/13/2014
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How is it performing?

5/13/2014

In Summary

 Vehicle sales growth has slowed, yet Credit Union volume 
growth continues.

 Delinquency rates are historically low and manageable.

 Overall market continues to be hyper competitive.

 New vehicle leasing continues to grow.

 How can you influence member behavior?

 Are you available and convenient at dealership?

36

y p

 Can Auto Sale & Auto Loan Be One Member Event?

 How can improved data analytic capability help you?
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THANK YOU!
Bob Nealon, Regional Vice President

(508) 981-1746
bob.nealon@cudirect.com


