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PROBLEM DEFINITION 
 
Credit unions are passionate about supporting local businesses that drive economic growth 
in their communities.  In fact, community economic development forms the core of the 
credit union and cooperative movement.   
 
Despite the importance of small businesses to credit unions, we have not been able to 
significantly penetrate the small business market.  In the US, only 19 percent of small 
businesses work with Credit Unions1 while in Canada credit union use is slightly less at 18 
percent2.    
 
Being a successful small business owner is difficult.  Research from 2017 shows that only 
about 50 percent of new small businesses survive more than 5 years and only 30 percent 
survive 10 years or more3.  Surveyed business owners to identify the explanations of the 
failure; 42 percent of business owners stated their business failed because they were not 
able to identify a market and 14 percent identified poor marketing as a contributing factor 
to the failure.  Eight percent of businesses owners also identified the absence in tapping 
into their own investor network led to failure as well4.   
 
Leaning on our co-operative values and leveraging the shared economy, we set out to 
support small businesses while differentiating credit unions.  We couldn’t help but wonder, 
how might we enhance the member experience through the promotion and support of 
credit union businesses in the cooperative marketplace?  Our hypothesis is that if we can 
connect our members, we will help local small businesses grow and prosper and make our 
communities stronger.   
 
 
INNOVATIVE SOLUTION 
 
Our solution is a digital platform allowing credit union business members to promote their 
products and services on a credit union exchange available to credit union members in 
their local communities.  Credit union members will be able to view the information about 
the credit union business members and access special offers through an exclusive micro-
site.   In addition to business members being able to promote their businesses, they will 
also be able to connect to the small business experts at the credit unions to help take their 
business forward.   

                                                        
1 The Financial Brand. “Winning The Small Business Banking Market.” The Financial Brand. 
https://thefinancialbrand.com/65716/small-business-banking-community-bank-credit-union/ (accessed April 9, 2018) 
2 Buckner, Dianne. “Analysis: Credit unions and small business, a match in heaven.” 
http://www.cbc.ca/news/business/analysis-credit-unions-and-small-business-a-match-made-in-heaven-1.984119 
(accessed April 9,2018) 
3 Business Insider: “Why Do Businesses Fail?” http://www.businessinsider.com/why-small-businesses-fail-infographic-
2017-8 (accessed April 22,2018) 
4 CBInsights. “The Top 20 Reasons Startups Fail” CB Research. https://www.cbinsights.com/research/startup-failure-
reasons-top/ (accessed April 9, 2018) 

https://thefinancialbrand.com/65716/small-business-banking-community-bank-credit-union/
http://www.cbc.ca/news/business/analysis-credit-unions-and-small-business-a-match-made-in-heaven-1.984119
http://www.businessinsider.com/why-small-businesses-fail-infographic-2017-8
http://www.businessinsider.com/why-small-businesses-fail-infographic-2017-8
https://www.cbinsights.com/research/startup-failure-reasons-top/
https://www.cbinsights.com/research/startup-failure-reasons-top/
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While other online business networks exist (examples include, Etsy, ebay and Rover), this 
will be different as it’s a solution leveraging credit union membership and the increasingly 
strong movement to buy local.  Members will be comforted knowing the companies they 
find on CUBE are local businesses, driving the local economy.    They will be able to 
businesses they wish to support, be able to get exclusive offers a business may put forth 
and may even be able to unlock financing through the one quick application process offered 
on CUBE.   
 
CUBE will be another way credit unions differentiate their small business offering.  It will 
attract new business members and individual members, all while contributing to the 
bottom line. 
 
 
PROTOTYPE 
 
See Appendix A CUBE Prototype for screenshots of website platform 
 
CUBE is a microsite and a mobile application can be accessed through a credit union 
website that will allow credit union business members to sign up and post information 
about their business.  The business member will be able to post exclusive offers for their 
business or do general promotions.   The CUBE microsite will allow business members to 
access a distinct market and promote their business.    
 
As you navigate to the CUBE landing page members will access the marketplace.  Here they 
will be able to see the businesses in their community and any exclusive offers.   Members 
will be able to click on any business to learn more about the business.   The landing page 
also allows members to click on a financing link to obtain a lending form for a personal 
loan.  The member can also learn more about CUBE in about us.   
 
Biz Owners Unite link provides business members an opportunity to connect with a small 
business specialist at the credit union.  This allows the business member to get information 
about the credit union products and services, small business tips and even apply for a small 
business loan.  This will help our members take their businesses to the next level. 
 
 
 
TESTING AND RESULTS 
 
We tested the validity of our prototype using qualitative data via multiple anonymous 
survey channels.   We focused on gathering feedback from three specific categories of 
employees:  credit union professionals, small business members and consumers. 
 
Almost 63 percent of our results came from consumers.  We thought this was the most important 
category to receive feedback because Credit Unions want members (consumers) to be happy and 
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businesses want those same members as potential customers.  The other two categories (CU 
professional and Business) had split results around 19 percent each.   
 
We asked a series of questions specifically to each category and wanted to take this opportunity to 
highlight some of our results. 
 
Audience - Business Member: 
 
Question 1 – As a small business owner, how likely would it be for you to use the C.U.B.E platform? 
 
Results:  From a range of “very likely” to “very unlikely”, 37 percent said they would “likely” use C.U.B.E.  
One comment made was “if it helps me generate new business and also network within my community 
then I’m in”.  We did see 22 percent say they would “very unlikely” use the platform as well, but we 
attribute this to not being able to paste the website link within the survey so potential users good 
explore the platforms potential.   
 
Question 2 – Would the C.U.B.E platform enhance your loyalty to your Credit Union? 
 
Results:  33 percent said “likely”, and only 11 percent said, “very unlikely”.  One comment made was: “I 
am very loyal already so not sure if it can actually increase”.   
 
Question 3 – Do you see C.U.B.E being an effective way for generating new business? 
 
Results: 37 percent said “Agree” and only three percent “strongly disagree”.  One valuable comment: “It 
would be great if it allowed me to interact with sales leads directly over a mobile platform…Everything 
now is being done on phones.  Love the Marketplace idea though, if done right I think it has real 
potential”. 
 
Audience – Credit Union Professional 
 
Question 1 – Do you feel this solution addresses an opportunity your Credit Union has now or could 
have in the future? 
 
Results:  80 percent either “strongly agree” or “agree” and 0% “Strongly disagree”.  One comment that 
stood out was: “I think this is a great way to help small businesses and promote the community of a 
credit union”. 
 
Question 2 – Based on the current functionality that C.U.B.E offers, would you be willing to pilot – with 
the goal of adopting this technology in the next 12 months? 
 
Results:  52 percent answered “likely” and only four percent answered, “very unlikely”.  One positive 
comment was: “We are currently exploring ways to grow the business services program, and this would 
give us more direction to go”. 
 
Audience – Consumer 
 
Question 1 – Please rate the value you see the C.U.B.E platform providing for Credit Union Members.   
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Results:  A large percent (56 percent) was middle of the row – “somewhat valuable” for this answer but 
only six percent said “not at all valuable”.  One comment that resonated with us was: “A good credit 
union will have these services and make their members aware of them”. 
 
Question 2 – Would C.U.B.E enhance your loyalty to your Credit Union? 
 
Results: Again, a large percent (44 percent) was middle of the row.  We saw a smaller percent agreeing 
overall (32 percent), but an even smaller percent (24 percent) disagreeing.   
 
 
 
Below in Appendix D … you will find the results of our entire survey. 
 
 
 
BUSINESS MODEL AND 5-YEAR FINANCIAL PRO FORMA 
 
Our problem statement focuses on enabling business credit union members, but there are 
benefits for the membership at large.   CUBE allows us to both attract business members 
and individual members.  This leads to greater assets and fee income.  Our financial 
modeling focuses on the attraction of new business members and the regular bank fees 
associated with business members.   We have included revenue associated with additional 
lending driven from the financing link on the CUBE microsite.   For simplicity, we have not 
differentiated between business lending and retail lending.  We have also ignored the 
benefits derived from any additional retail members that CUBE may attract. 
 
The five-year financial projections estimate the number of new business members each 
year.  We started with a conservative estimate of 25 new business members in year 1.  This 
amount is projected to grow by three percent for each of next 4 years.  We assume each 
new business member generates $400 in net additional revenue to the credit union and we 
will see five percent runoff each year as well.  Through the microsite we estimate 
generating $200,000 in new lending each year.  The lending spread will be five percent and 
will be amortization over 48 months.  Based on these assumptions, revenue in year 1 will 
be $8,750, increasing to $94,000 by year 5.   
 
The expenses expected to launch and operate CUBE include a one-time development cost of 
$15,000.  Ongoing expenses will include labor costs of an part-time administrator, annual 
maintenance and marketing costs each year.  It is expected the costs will increase by three 
percent each year.    Using these assumptions, it is estimated the costs in year one will be $ 
50,000 and this will decrease to $ 39,000 by year 5.      
 
Based on these assumptions, it is projected that CUBE would begin generating positive cash 
flows in Year 3; and cumulative earnings after five years would be $ 20,203.  This gives the 
project a return of 12 percent, 131 new business members, and using a hurdle rate of 5 
percent a NPV of $ 10,000.      
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Credit unions could offer business members a premium version, allowing a greater 
presence on CUBE, providing additional revenue for the credit union.  For the purposes of 
this Pro forma, we have not included this additional revenue stream. 
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COMMENTS, NEXT STEPS, AND CALL TO ACTION 
 
 
Comments 
 
We utilized several platforms to obtain feedback throughout our process.  Many thought 
the idea was pure and would evolve as it grew.  Others felt confused in its purpose and 
wanted clarification.  Let’s look at our most valuable feedback to date.   
 

1) We need to figure out a “fair” way to vet comments that members will make on 
businesses on CUBE (ex. If Kelly comments on Bobs plumbing, how do we know that 
she used his services or is just a competitor giving a bad review?).  We like the 
approach Airbnb takes where business and customer comment on the experience 
without seeing the results each made. 

2) The platform should implement co-op purchasing (ex. If five plumbers are on CUBE 
and all need to buy a widget, then platform can buy the widget in bulk to save all five 
plumbers money).  

3) Use geo-location.  If the CU had businesses across the state, your member is most 
likely looking for businesses within a couple miles of their location.   

4) What is stopping a member from getting a loan from another FI and then logging 
into CUBE to get a special discount.  Nothing is stopping a member at this point, but 
the member is still saving money. 

5) How will you determine what the business is eligible for in a loan?  For businesses 
with storefronts, we really like the model that Square uses.  The loan is based on 
POS usage and is paid back based on a percentage of sales made. 

6) The Credit Union should invest in some of the businesses that are on CUBE.  One 
service we will provide is helping businesses grow by providing consulting and 
financing.  We could loan money or purchase an equity stake in the company. 

7) Add a section that highlights best practices.  People helping people is the CU way.  
We like this idea and are trying to figure out the best way to integrate into the 
existing platform.  We want to provide our businesses resources as well. 

 
 
 
How can you help? 
Credit union partners: Contact your team and fellow industry colleagues to explore the 
value this solution can have for you and your members. With credit union interest and a 
cooperative mindset, we can achieve critical mass and ensure the product is brought to 
market in a production environment.  
 
Development Vendors: Reach out to our team or to Filene Research Institute and work with 
us to help develop and enhance this product.   
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Next Steps 
 
As you can see, we have the framework built-out.  We have a hand-full of items we want to 
implement, but as we standup the platform, I am sure we can pivot as needed. 
 

1) App development for robust mobile technology interactions. 
2) Members can rate businesses through star ratings. 
3) Members can communicate directly with the businesses allowing for instant 

messaging. 
 
 
 
 
 
 
  



 

612 W. Main Street Suite 105, Madison WI 53703 | 608.661.3740 

ABOUT FILENE 
 
Filene Research Institute is an independent, consumer finance think and do tank. We are 
dedicated to scientific and thoughtful analysis about issues affecting the future of credit 
unions, retail banking, and cooperative finance. 
 
Deeply embedded in the credit union tradition is an ongoing search for better ways to 
understand and serve credit union members. Open inquiry, the free flow of ideas, and 
debate are essential parts of the true democratic process. Since 1989, through Filene, 
leading scholars and thinkers have analyzed managerial problems, public policy questions, 
and consumer needs for the benefit of the credit union system. We support research, 
innovation, and impact that enhance the well-being of consumers and assist credit unions 
and other financial cooperatives in adapting to rapidly changing economic, legal, and social 
environments. 
 
We’re governed by an administrative board made up of credit union CEOs, the CEOs of 
CUNA & Affiliates and CUNA Mutual Group, and the chairman of the American Association 
of Credit Union Leagues (AACUL). Our research priorities are determined by a national 
Research Council comprised of credit union CEOs and the president/CEO of the Credit Union 
Executives Society. 
 
We live by the famous words of our namesake, credit union and retail pioneer Edward A. 
Filene: “Progress is the constant replacing of the best there is with something still better.” 
Together, Filene and our thousands of supporters seek progress for credit unions by 
challenging the status quo, thinking differently, looking outside, asking and answering tough 
questions, and collaborating with like-minded organizations. 
 
Filene is a 501(c)(3) nonprofit organization. Nearly 1,000 members make our research, 
innovation, and impact programs possible. Learn more at filene.org. 
 

 
“Progress is the constant replacing of the best there is with something still better.” 
 
 

—Edward A. Filene 
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Appendix  
Appendix A: CUBE Prototype Screenshots  
 
 
 The Landing Page 
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What is CUBE: 
 

 
 
 
Financing Page: 
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Referring a business:  
 

 
 
 
 
Adding a business to CUBE:  
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Appendix B: CUBE Prototype Survey Results  
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Appendix C: Business Model Canvas  
 
 

 
 
Appendix D: Survey Monkey Results 
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