
Member Car Buying Program

Prepared for

Our Valued Dealership 
Partners



Online Resources

Financing

Designed for 
and  

developed 
by credit 

unions, only 
credit union 
financing is 

available 
and 

encouraged 
on the 

website.

Link to Credit Union Rates 

Link to Credit Union ApplicationVehicle History ReportsLink to Credit Union Application



Resources:  NADA  Values

Values

Trade in and 
retail auto 
values for 
members, 
based on 

geographical 
location, 

mileage and 
condition. 



Resources:  Vehicle History Report

AutoCheck™

Members 
can research 

vehicle 
history 

reports prior 
to buying a 
pre-owned 
vehicle.  To 
access, the 

Member 
pays a $15 

fee to 
AutoCheck™



Resources:  Enrolled Dealers

Dealers

The partner 
dealer list 
serves two 
purposes; 
advertises 
the dealers 
and gives 

members a 
“quick” list 
of preferred 
dealers to 
shop from. 



Pre-Owned Autos

Pre-Owned 
Autos

Preferred 
dealer 

partners can 
display their 
entire pre-

owned 
inventory, 
updated 
nightly.



Price Quote Request

Opportunity

Many credit 
union auto 

loan 
portfolios are 

mostly 
composed of 
pre-owned 

autos.  
Through 

Member Auto 
Center, both 

the credit 
union and the 

dealer 
partner can 
pursue this 
business.

When the member submits this request to be contacted by the dealer on this 
particular pre-owned unit, a credit union representative can simultaneously be 

contacted for the purpose of proactively pursuing the loan.



New Autos

New Autos

Configure 
and build 
cars with 

true 
available 

features and 
options;  
Research 
MSRP and 

Invoice price 
for all makes 
and models.



Dealer Benefits

• Effective and very affordable advertising          
opportunity

• Could possibly pay for the entire year with less  
than three sales

• Advertising to a loyal base, of typically pre-
approved buyers, leading to a much higher 
sales closing ratio

• Helps to drive members directly to the 
designated dealer representative

• Compliment indirect lending programs by 
assisting members from the shopping 
process to the financing of the loan

A dealer 
spends tens 
of thousands 

of dollars 
monthly in 
advertising 

and rarely is 
able to get 
the sales to 
justify the 
expense.

MAC is an 
affordable 
advertising 
option for 

dealers that 
has proven 

to net 
results.



How Credit Unions will Market MAC

• Member newsletter articles introducing service

• Printed message on statement envelope:  
“Looking for your next car, check here:  
autos.yourcudomian.org”

• Printed message on statement insert.

• Printed teller envelope message.

• Marquis message board

• Lobby poster

• On hold phone message

• ATM receipt note

• Loan officer handout on program features and 
benefits

• Public media marketing (radio, TV, newspapers)

• Email Marketing

To assist 
with the 

success of 
the Member 
Auto Center 

program,  
participating 

Credit 
Unions  will 
promote the 
service to its 

Members.



MAC Summary

Inexpensive Advertising to a captive audience of nearly 150,000

Members view your vehicles from home before visiting car lots

Potential Sales generated by Vehicle Research/Price Quotes

Members that are ready to buy

Pre-Approved Buyers 

Discounts for Multiple Dealerships/Dealer Groups; Quarterly Billing

Finance Dept. .25% Discount Coupons make program FREE!

Extensive Marketing and Advertising to Credit Union Members



Phase II:  Print POP Advertising

Dealer Directory AdvertisingA Printed 
Preferred 

Dealer 
Directory 

can enhance 
the MAC 
program; 

loan officers 
can provide 
members 
with the 
directory 
upon pre-

approval and 
dealers 

consider it a 
value-added 
marketing 
initiative.



Phase II:  Print Mail Advertising

Print mail 
advertising 

of an 
established 

MAC 
program 

drives more 
member 
buyers 

through the 
credit 

union’s car 
buying 
service.



Thank you!
Keystone Lending Alliance, LLC

CU Alliance Marketing, LLC
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