
Credit unions across the country are faced with the challenge of growing their membership base. Without a doubt,

it can be quite difficult to add new members and find new ways to increase loans and deposits with existing mem-

bers. Each credit union is unique in its particular marketplace and in the competition that it faces locally and region-

ally, but there is one common denominator: credit unions must continue to grow and not become complacent.

I firmly believe that credit unions are the best-kept secret in the financial world. Everyone in the credit union move-

ment needs to pull together to get the word out about the advantages of belonging to a credit union. We have to

be creative, aggressive and really pull out all of the stops in our marketing efforts. No matter what the goals of

each individual credit union may be, it needs to work hard to market itself to its existing members and potential

members, select employee groups, and surrounding communities.

Differentiation is key, but credit unions need the right tools and core system. At Symitar, we have been providing

the business solutions that our credit union clients need to execute unique strategies for decades. PowerOn® is

a powerful example of a utility that we deliver to our clients that enables virtually unlimited customization of our

Episys® core data processing system. In the back office, it can increase staff efficiency and productivity, decrease

labor requirements and errors, and reduce operating costs.

For member facing systems, PowerOn is equally useful. For example, one of our clients, Ohio-based Wright-Patt

Credit Union, has developed an EasySaver debit card round-up program that rounds up to the nearest dollar over

the purchase amount transactions on a member’s debit card and automatically sweeps those funds into a high-

yield savings account with no minimum balance. In true credit union spirit, Wright-Patt is offering this software at

no charge to other credit unions that use our Episys platform. Of course, if credit unions don’t have the internal

resources of a Wright-Patt Credit Union and need help with developing any customizations, we have a highly expe-

rienced consulting team standing by that is ready to assist. 

They key point here is that we offer a flexible and highly customizable platform that supports a credit union’s

growth, service, and operational and performance goals. Credit unions don’t have to wait months or years for

enhancements and features. They can quickly respond to market conditions with new products and services that

differentiate them from their competitors. We like to say “if you can dream it, we can do it!” That is why we are the

most popular credit union data processing system in the world: between Episys and our Cruise® system for small-

er credit unions, we serve more than 600 credit unions.
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