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Enhancing the Credit Card Loyalty Proposition 

CUs Need to Up Their Game! A Credit Union Success Story: 
Evansville Teachers Federal Credit Union  

Competition in the marketplace is hotter than ever when it comes to credit 

card rewards! Please join us for a discussion on the potential strategies and 

tactics to make credit union loyalty and rewards offerings more attractive and 

competitive, including the many ways that you can leverage 

ScoreCard to accomplish just that! 



Group Questions…’’ 



• Do you currently offer Loyalty Rewards?
o If not, what barriers have prevented adding Rewards?

• If you have Rewards in your current set up 
o What is the differentiation of your card from the competition?
o What incentives do you offer to members?

• Who currently carries your card?
o employees/board/you? 

• How do you ensure you are hitting the spot with members?
• Is your card currently top of wallet? 

Group Questions



Why Rewards? (Some Quick Facts)



Card Rewards Remains Biggest Factor in Acquisition 



Loyalty Rewards Statistics 



Loyalty Landscape Fast Facts



Knowing what Consumers want, Means we can 
Solve the Toughest Challenges 



In Summary… Why Rewards?

Credit
• 90+% of all credit card spend occurs on Rewards cards
• Competitive Pressure – National issuers
• Visa & MC pay higher interchange on Rewards bins
• A Must Have on Credit Offering 

Debit 
• FI interest at its peak since Dodd-Frank legislation
• FI’s continue to look for ways to drive more interchange 

from debit
• Program can easily be adjusted to offset any future 

industry changes/regulation
• Provides a foundation for Enterprise Rewards 



Why Cardholder Engagement Matters



ScoreCard Rewards Helps you Showcase the Value of your Card Offers
and Helps to Keep Members Engaged 



Positive Cardholder Engagement can Increase Cardholder Spend 
and Overall Card Profitability 

Engaged vs. Non Engaged
• Avg. Balance $3,107 or 55% higher

• Monthly Spend $890 or 187% higher

• Revenue per card $590 or 72% higher

• Attrition Rates 0.90% vs. 7.0%



Success Story – Evansville Teachers FCU
Andrea Brown, Director of Market Data – Evansville Teachers FCU



Benefits of Loyalty Rewards 



Overview of Evansville Teachers Rewards Program

Credit Rewards
• Triple points on a quarterly rotating basis 
• Increased average monthly credit card applications by 89%
• Members choosing Rewards card versus Rate card increased by 14%

Debit Rewards
• Platinum checking product, 500 bonus points each month

o 15 debit swipes each month
o Online or Mobile Banking access during the month
o Electronic Statements
o One Direct Deposit each month
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Innovative ScoreCard Rewards Promotion Delivers Results

CSCU member Evansville Teachers Federal Credit Union has increased its average monthly credit card 
applications by 89% after extending to members its “3-2-1” ScoreCard Rewards program.  Since July 2015, the 
program has offered credit union members triple points on a quarterly rotating category, double points year 
round on gas and groceries, and one point per dollar spent on all other purchases.

Evansville Teachers Federal Credit Union gives triple points to its members in these seasonal categories:
• First quarter:  recurring bill payments, i.e., cell phone and utility bills
• Second quarter:  home improvement purchases
• Third quarter:  travel and entertainment, i.e. hotels, airlines, amusement parks and sporting events
• Fourth quarter:  restaurant purchases

“  Our CSCU representative was extremely helpful in providing insight as we developed the ‘3-2’1’ program, “  
said Evansville’s Director of Market Data, Andrea Brown.  “ We conducted extensive analysis to choose the 
merchant categories with higher interchanges that would make our card top of wallet.  Our success has been 
reliant, in part, on CSCU’s support, resources and knowledge of the ins and out of our industry.”



Approval ratings remain consistent

While growing its average monthly applications by 89%, members’ approval ratings remained consistent.  In addition, 
the number of members choosing the ScoreCard Rewards credit card vs. the low-rate credit card ideal for revolving 
balances grew by 14%.  The lending team has been instrumental in cross-selling the rewards program by conducting 
pre-approvals during any new loan process.

Brown added, “We primarily target existing members with this promotion and use the rotating categories to keep the 
program fresh, which has proved successful.  We offer a cash back reward to further incentivize members to apply for 
the credit card, with 35% of our members using their reward points to receive cash back.”

Rewards are a vital part of Evansville’s strategies

Evansville initially implemented ScoreCard Rewards with its debit program, where it offers one point per two dollars 
spent on every signature purchase.  In January 2015, the credit union launched a Platinum Rewards checking product 
that rewards members with 500 bonus points each, given they meet minimum usage requirements.  Currently, more 
than half of its 15,000+ Platinum Rewards accounts are benefiting from the bonus points by meeting these criteria:

• Complete 15 debit swipes per month
• Access online or mobile banking at least once per month
• Receive electronic statements
• Receive at least one direct deposit per month

Brown concluded, “Loyalty programs such as ScoreCard Rewards are a vital part of our strategy.  We value our 
partnership with CSCU and consider it an important part of our mission to keep our members engaged.”



Website Promotion Ideas 



ScoreCard Promotions 



Competitive Offers in the Market 

Card Issuer/Name Chase Sapphire Preferred Citi Double Cash Capital One Venture One BofA Travel Rewards BofA Cash Reward Barclaycard Arrival+
Required Credit Rating Excellent Excellent/Good Excellent Excellent/Good Excellent Excellent

Intro Rate on Purchases N/A 0% for 15 months
0% intro on purchases 
until February 2017.

0% for 12 billing cycles 0% for 12 billing cycles N/A

Intro Rate on Balance Transfers N/A 0% for 15 months N/A 0% for 12 billing cycles 0% for 12 billing cycles

0% for 12 months (must 
be completed within the 
first 45 days of opening 

the account)

Sign-up Bonus
50,000 points when 

purchase requirement is 
met

N/A N/A
20,000 bonus points after 

meeting purchase 
requirements

$100 cash bonus after 
meeting purchase 

requirement
40,000 bonus miles

Rewards Rate
2x points for travel and 
dinning; 1x points for all 

other

1% cash back when you 
buy, 1% cash back whey 

you pay

Unlimited 1.25 miles per 
dollar on every purchase, 

every day

1.5 points per $1 spent on 
all purchases

1% cash back on every 
purchase, 2% at grocery 

stores and 3% on gas

2 miles for $1 spent of all 
Net Purchases

Rewards Cap None None None None $1,500 per quarter None

APP on Purchases
16.24 - 23.24%                     

(Variable)
13.24 - 23.24% (Variable) 12.24 - 22.24% (Variable) 15.24% - 23.24 (Variable) 13.24% - 23.24% (Variable) 16.24 - 20.24% (Variable)

APR on Balance Transfers 16.24 - 23.24% 13.24 - 23.24% 12.24 - 22.24% 15.24% - 23.24% 13.24% - 23.24% 16.24 - 20.24% (Variable)
APR on Cash Advances 24.99% 24.99% 24.99% 24.99% 24.99% 25.24%
Minimum Interest Charge None $0.50 Terms not disclosed $1.50 $1.50 $0.50 

Annual fee
Intro of $0 for the first 

year, $95 thereafter
$0 $0 $0 $0 

Intro of $0 for the first 
year, $89 thereafter

Foreign Transaction Fee None 3% None None 3% None

Balance Transfer Fee
Either $5 or 5%, 

whichever is greater
Either $5 or 3%, 

whichever is greater
$0 

Either $10 or 3%, 
whichever is greater

Either $10 or 3%, whichever 
is greater

Either $5 or 3%, 
whichever is greater

Cash Advance Fee
Either $10 or 5%, 

whichever is greater
Either $10 or 5%, 

whichever is greater
3% of cash advance, but 

no less than $10
Terms not disclosed Terms not disclosed

Either $10 or 5%, 
whichever is greater



How Can you Make your Loyalty Rewards Offer Better?



Keys to Success with your Rewards Program
Scoring Promotions 



Making the Best Offer to Cardholders
• Influencing Choice – 63% of consumers are influenced 

by Rewards when choosing a new credit card

• Ease of Use – 94% of consumers who have a low effort 

service experience will engage again in 12 months

• Expectations are increasing exponentially – 93% of 

U.S. consumers say type of Reward offered is an 

important factor in decision to join and engage with a 

loyalty program

• Digitization is everything – 78% of consumers would 

like better access/ability to redeem their rewards

• Driving desired behaviors – 69% of consumers will 

break habit to earn more rewards 

Confluence of Forces

Influencing Choice

Ease of Use

Expectations

Digitization



Usage Promotion

• Offer 2X, 3X Points

• By Merchant ID

• MCC

• Reason Codes (Full Service Only)
o Mail, telephone, e-commerce

o Recurring Transactions

• Many options to make Rewards offering 

customizable for your members 



Special Promotions - Encourage Desired Member Behaviors
and Transactions with Rewards Options!



Special Promotions (cont.) 



Special Promotions (cont.) 



Householding: Allows Members to Combine Rewards 
from Multiple Accounts  



Let CSCU Help you Create a Successful Rewards Offering 

• Review of portfolio to help drive growth, profitably and efficiency

• Make executable recommendations to strengthen the reward offering 

• Best practices feedback 

• Access to other industry experts and sharing of information 

• Ongoing Support and Collaboration 



Benefits of Loyalty Rewards through 
FIS (ScoreCard)



Industry Recognized Solutions

Fuel Redemption
Best POS Innovation

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwieyf2JxfvLAhVBvYMKHT50BIAQjRwIBw&url=http://www.pymnts.com/2016-innovators-awards/&psig=AFQjCNHm9vcO_m58K1dJ0PRAK5U3elcGaw&ust=1460084554987441


Credit, Debit and Prepaid Rewards

Credit, Debit 
and Prepaid 
Rewards:
A market-leading rewards 
program that builds 
relationships, increases 
revenue and improves the 
ability to acquire, activate 
and retain accounts.  
Available in multiple 
currencies to include 
Bonus Points, CashBack, 
or Hybrid option



ScoreCard Consumer Website 
Standard 
• Easy navigation

• Validate point totals

• Browse for Rewards

• Redeem Points

• Real time integration 

• Point balance

• Redemption

• Award tracking

• Householding  

Custom
• Logo & select text

• Fully Branded 



Credit, Debit and Prepaid Rewards Merchandise 

Over 2,500 Merchandise Items Available
• Electronics, Home Goods, Recreation, Personal

• Gift Cards, Cash Options, Charitable Awards,

Custom Awards

• Brand Name Manufacturers

• Achievable Award Levels - 700 Points

• Awards are 100% Guaranteed

• Award Costs Include Freight And Handling

Hot Deals & Special Values

o Monthly promotions and specials

o International Fulfillment Capabilities



Fast Track Rewards – Pay for Performance
Credit & Debit Activation
• Credit selection 60-90 days since issuance
• Debit selection 30-60 days since issuance
• Activated account, no retail transactions in 90-450 

(Credit)/45-90 (Debit) days 

Turn-Key Solution
• Marketing materials Postage
• Scoring Platform
• Rewards
• Customer service 24/7
• Fulfillment

Rewards Selection
• Full array of reward selection
• Fresh & relevant rotating rewards
• Regular item evaluation to ensure 

highly desired items are promoted



Additional References 



CSCU’s New Thought Leadership Site.
• Launched January 2016
• Provides thoughts, ideas, opinions and suggestions on the 

ever-changing world of payments
• Open commentary and expertise for the entire industry
• Designed to help CU’s learn, grow, and stay informed
• Register today at

o www.thepaymentsreview.com
• Also follow us on twitter

o www.twitter.com/paymentsreview

The PaymentsReview.com

http://www.thepaymentsreview.com/
http://www.twitter.com/paymentsreview


ScoreCard Rewards

LoyaltyMarketingOnline.com 

• Our marketing materials Web site has been 
updated to include new features to keep your 
card top of mind and top of wallet! 

• Not sure how to promote these sweepstakes or 
utilize your social media channels to their full 
capabilities? We are here to help! Keep your 
cardholders engaged with our FREE monthly 
social media content. We have posted detailed 
instructions on how to use each of the different 
social media channels as well as content for your 
institution to use on 
www.LoyaltyMarketingOnline.com! 



Summary
Loyalty Rewards remains your strongest ally in attracting new credit 

card members along with keeping existing members engaged.
With ScoreCard Rewards, you have the flexibility and advantage to set

up a Rewards program, specific to what appeals to your members. 
Let CSCU / FIS assist you to ensure your program is competitive.



Questions?



Thank You
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