
SITUATION
One of our Credit Union clients wanted to o� er card products to all of their 
member/customers however, they don’t have the in-house infrastructure 
to launch and support a robust card program. � ere is also a tangible risk 
associated with utilizing an established bank to manage this program as their 
current members will be exposed to an outside banking relationship.

ISSUES
� e Credit Union needed a solution to allow robust card products to their 
members that were pro� table and with lower risk associated. To solve these 
issues they needed to:
• Have a platform that would keep their members loyal to them and not 

expose them to an outside banking relationship
• Outsource the entire management of the program as they don’t have 

a platform
• Be able to rely on the platform provider to provide the necessary resources 

and marketing to help the program be successful. 

SOLUTION
Zoompass provided a full turnkey solution giving the credit union a robust suite 
of card services, and white labeled to shield members from an outside brand. 

HOW
Utilizing Zoompass’s full suite of credit union products, a credit card platform 
was provided in addition to all of the necessary resources and marketing 
collateral and programs to help make the overall program a success. 

Zoompass Helps Credit Union Provide Card 
Services While Securing Brand Loyalty 
A Credit Union offering banking and credit products to its members

CORPORATE

• � e Credit Union no longer su� ered the loss of members through their card 
programs, and enjoyed much stronger banking relationships with their members and 
loyalty throughout the card relationship. 

• No longer lost all of the ancillary services that accompany traditional banking 
relationships such as mortgages, consumer loans, and banking fees. 

• Able to focus on additional revenue generating opportunities within the banking 
relationship due to the fully managed card services freeing up internal resources. 

• Overall increase in revenue due to more control over their credit relationship with the 
outsourced card provider and a better share of fees. 
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INCENTIVE REWARDS
BEFORE & AFTER

WITHOUT ZOOMPASS
• Losing customers to card provider 
• High barrier to entry as a provider
• Loss of mortgage fee income
• Loss of bank fee income
• Loss of loyalty with members
• Limited control of card relationship
• Overall Loyalty issue with members
• Limited pro� tability

WITH ZOOMPASS
• Preservation of member relationship
• No barrier to entry
• Mortgage fee income preserved
• Bank fee income preserved
• Member loyalty preserved
• Increased lifecycle of members
• Full marketing support
• Maximized pro� tability
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