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Strong loan growth in first half of 2022
Credit union loan growth in 2022 will be 
“substantially stronger” than what economists 
originally predicted, according to CUNA Chief 
Economist Mike Schenk. Mid-year data shows 
loans grew more than 10% during the first six 
months of 2022, and Schenk projects loan growth 
of 8% for the year.

“Partnering with experts to  
INFORM board members, ASSESS risk,  
and EVALUATE and IMPLEMENT compliance 
technology will help financial institutions 
create the foundation for an EFFECTIVE and 
COMPETITIVE cannabis banking program.”

Tony REPANICH

Credit Union
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Limiting risk in cannabis banking

Cannabis banking offers credit unions an opportunity 
for growth, but operational demands and complex 
regulations make it a challenging business area.

Despite these additional demands and compliance 
requirements, cannabis banking doesn’t have to be a 
high-risk effort, according to The Shield Compliance 
Cannabis Banking Playbook. The additional 
compliance regulations are intended to protect 
against an illegal market, bad actors, and legacy 
cash—all which could negatively impact the credit 
union.

The board can also play a role in limiting risk.
One key board function is to determine how much 

risk the credit union can and should take on.
The board must understand what it means to offer 

cannabis banking services, including who are the 
potential customers, how to vet potential customers, 
and how to use technology to manage compliance 
and facilitate new member underwriting and 
onboarding.

“This information is critical for enabling the board 
to put guardrails in place regarding what percentage 
of the financial institution’s portfolio will be canna-
bis-related-businesses [CRBs] and determine when 
and if to expand this line of business,” according to 
the playbook.

Boards should receive monthly updates about:
 ›Program economics, including balances and fee 

income.
 ›New and terminated clients.

 ›Red flags identified as part of the review process.
While most of these decisions take place at a 

management level, the board must have knowledge 
and awareness about how the credit union is meeting 
its compliance obligations so it can evaluate the 
program and provide informed guidance about their 
risk appetite.

“Partnering with experts to inform board members, 
assess risk, and evaluate and implement compliance 
technology will help financial institutions create the 
foundation for an effective and competitive cannabis 
banking program,” says Tony Repanich, president/
CEO at Shield Compliance.

The Shield Compliance Cannabis Banking Playbook 
offers three steps to follow to serve CRBs while 
adhering to compliance regulations and remaining 
competitive:

1. Build a business for cannabis banking.
Understand the realities of the cannabis industry 

and the business problem cannabis banking solves. 
However, the credit union must also identify a 
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Provide sufficient information to enable the board 
to make knowledgeable risk decisions.
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financial objective to take on the additional risk and 
effort cannabis banking involves.

2. Understand the risks.
Implementing a cannabis banking program requires 

planning and understanding of all potential risks. 
Partner with experts to conduct a full assessment 
that examines the credit union’s existing systems 
and processes, experience with high-risk business 
customers, and staff expertise. 

This assessment will identify risk and determine the 
credit union’s readiness to serve CRBs.

Areas of risks to consider include concentration 
and risk exposure, operational risk, reputational risk, 
and financial and counterparty risk.

3. Develop strategies to mitigate risk.
After identifying risks, develop policies and 

procedures that will mitigate those risks and meet 
compliance and regulatory requirements. 

Be explicit about the credit union’s expectations for 
serving this set of members.

Also, develop systems, applications, and 
onboarding processes to vet and onboard potential 
members and access customer and transaction 
data while delivering a positive member service 

experience.
Introduce new products and services and fee struc-

tures specific to CRBs that align with the credit 
union’s goals.

These should have separate legal agreements to 
ensure compliance expectations are clear for the 
customer and protect the credit union.

Maintain open, transparent, and working relation-
ships with regulators to ensure there’s no ambiguity 
about what the credit union is doing. Regulators can 
also offer feedback on expectations and concerns.

Rethink how you approach member engagement. 
Consider establishing a point person or team that’s 
dedicated to originating business and serving these 
members.

Also think about how to handle CRB transac-
tions, which are cash-intensive, and if the credit 
union will serve these members in the branch or by 
using cash-in-transit services to pick up and process 
deposits.

CRB members must actively participate in 
compliance efforts by providing the credit union with 
information necessary to satisfy compliance  
obligations.

Examining the interchange issue

A bill introduced in Congress that would allow 
merchants to bypass established secure payment 
networks and instead route payments through an 
unaffiliated network has drawn concerns from CUNA, 
leagues, and credit union leaders.

“The so-called Credit Card Competition Act is 
nothing more than a massive financial windfall for 
big box retailers at the expense of consumers,” says 
CUNA President/CEO Jim Nussle. “This legislation 
would jeopardize access to safe, affordable credit.”

Interchange fees cover the cost of fraud detection, 
credit monitoring, and fraudulent purchase 
protection, which keeps consumers, merchants, and 
financial institutions safe.

“The proposed restrictions are wiping out the 
already thin margins financial institutions are 

operating the card programs on. The cost of these 
programs isn’t going to decrease, it’s only going to 
increase,” says Madison Rose, CUNA’s director of 
advocacy and counsel.

Reducing the revenue small community financial 
institutions have to support these programs will 
result in them going away or will require small insti-
tutions to shift vital resources from other programs 
such as free checking, she adds.

In an episode of the CUNA News Podcast, Richard 
Gose, CUNA’s chief political officer, and Rose discuss 
the bill’s details and how it’s different from previous 
legislation, the impact the bill would 
have on credit unions and members, 
and CUNA’s response.

Credit Card Competition Act would harm  
members and credit unions.

“The so-called Credit Card Competition Act is nothing 
more than a massive financial windfall for big box  
retailers at the expense of consumers.”

Jim Nussle

 Listen to Gose and Rose at 
 news.cuna.org/podcasts



Optimize credit union 
compensation

CUNA

Compensation
RESOURCES

2022-2023 CUNA Compensation Resources provide credit union CEOs and 
senior executives with data they need to make informed decisions to attract 
and retain the best candidates in the current volatile labor market. 

CUNA Compensation Resources provide data from over 1,000 credit unions 
nationwide for 90 job titles, to offer competitive compensation packages.

 cuna.org/compensation
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The blueprint for leading with a bold, 
mindful, and brave purpose features four 
steps, says culture architect Tony Moore.

During the 2022 African American 
Credit Union Coalition Conference in St. 
Petersburg, Fla., Moore provided this 
four-step strategy:

1. Live your values. Great leaders 
bring two qualities to the table: character 
and competence.

Moore says the leaders who have the 
most profound impact on others’  
development typically possess those two 
qualities.

“Chances are, what you remember 
most about them is their character,” 
Moore says. “Character always wins out. 
It’s the way we impact those around us. 
It’s the most transformative part of what 
we can do as a leader.”

2. Embrace your purpose. “The world 
in which we’ve been leading over the 
past few years has caused many of us to 
lose sight of our true north,” Moore says. 

That true north provides purpose, 
informs decisions, and aligns work 
priorities, says Moore, who suggests 

an effective true north statement 
should fit on a T-shirt.

For credit unions in these 
turbulent times, one bold message 
could be “Credit Unions Unite 
Against Racism,” he says.

Milton Hunt, a motivational 
speaker and Native American who 
manages affairs for the Lumbee 
Tribe of North Carolina, offered 
insights on defining your purpose 
during the conference.

He says people should remember 
who they are and where they 
came from, be open to reinventing 
themselves, and remain relevant.

“You should be proud of 
yourselves, but there’s still a lot of 
work to be done,” Hunt says. “We 
have to always remember why we 
are here: to serve. It’s not an easy 
path, but it’s the one path that 
always matters.”

3. Attend to your people. 
Leaders should simply ask if they 

would work for themselves. “You 
start with your people,” Moore 
says. “They are the bridge between 
strategy and execution. You either 
build that bridge or tear it down 
every day.”

4. Deliver the goods. Teams 
sometimes have a disconnect 
between execution and delivery, 
says Moore, adding that leaders 
should ensure employees know the 
answers to these questions:
 ›What specific outcomes define 

success?
 ›How does my work contribute to 

success?
 ›How well am I contributing to 

success?
Moore’s grandfather served 

in World War II along with more 
than one million young African 
Americans.

When they returned, they 
embraced bold, mindful, and brave 
values to change the country, 
Moore says.

“We get to stand on the 
shoulders of our predecessors and 
create a new baseline of equality 
for those who follow us,” Moore 
says. “It’s not a ceiling; it’s our 
responsibility to lift those who 
follow us.”

3

A blueprint for leadership success

Be bold, mindful, and brave, advises 
culture expert Tony Moore.
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  CUNA Supervisory Committee 
& Internal Audit Conference: 
Las Vegas, Dec. 5-7:  
cuna.org/sciac

  CUNA board and committee 
solutions: cuna.org/board

  CUNA economics and  
statistics:  
cuna.org/economics

  CUNA News Podcast:  
news.cuna.org/podcasts

Resources

We get to stand on 
the shoulders of 
our predecessors 
and create a new 
baseline of equality 
for those who  
follow us.

Tony Moore
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New board voices

The “new generation board member” is about much 
more than age and demographics, according to pan-
elists who addressed board succession during CUNA 
Mutual Group’s Discovery2022 virtual conference.

“There’s change and innovation all around us,” 
says Susan Mitchell, CEO at Mitchell Stankovic and 
Associates. “We have a responsibility to consider 
where our boards fit within that change. We hear 
about DEI [diversity, equity, and inclusion] and we try 
to put that into categories. But ultimately it’s about 
diversity of thought and representation.”

Mitchell notes that credit unions’ membership 
composition is evolving to reflect shifts in the industry 
and cultural changes. “Fields of membership are 
changing,” she says. “Boards must reflect that shift, 
but it’s hard work and it has to be process oriented.”

Michael Maxwell says SCE Federal Credit Union in 
Irwindale, Calif., accounts for that shift in its board 
processes. “We’ve make sure everyone is included,” 
says Maxwell, board chair at the $936 million 

asset credit union. “We review the makeup of our 
membership to be sure those different voices are 
represented on our board. It takes time and effort.”

Stacey Walker, board member at $204 million asset 
XCEL Credit Union in Bloomfield, N.J., shared her 
story as an example of how a “new voice” can add 
value to the board. In the mid-2000s, Walker was a 
new attorney looking for volunteer opportunities on a 
nonprofit board. She had completed a nonprofit board 
training program through the United Way. 

XCEL Credit Union, where Walker was a member, 
also wanted to add new voices to its board. Walker 
volunteered, and she has turned the opportunity 
into a rewarding volunteer career. “I cherished our 
onboarding process,” she says. “I was made to feel 
welcome, and I’m always looking to enhance that 
process for our new board members.”

Board recruitment also requires ongoing dialogue 
between the board and members, says Margo Byrne, 
board vice chair at $1.2 billion asset Ventura (Calif.) 
County Credit Union. “You need to have important and 
hard conversations,” she says.
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‘We’ve made a shift to be sure everyone is included.’
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