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This is a common misconception of third-party providers who need 

to extract data from a core system in order to provide a service or 

solution to their clients. Historically those claims may have been 

the case, and for many systems today that does continue to be a 

challenge. But this is not the case for providers like CU*Answers.   

 

The important things to consider are how promptly you can get 

the data, how complete the data is, what elements you can add 

to the data, and, whether you can take action on the data that 

you have harvested without a massive financial investment. 

 

A Marketing Customer Information File (MCIF) is often considered 

a necessity in the CU industry, and rightly so. But the vision of 

creating it as a standalone entity reduces its capacity and 

flexibility, and drives costs for all aspects of the process.   

 

Why build a whole new structure when it should be part of the 

core system? The belief that a core system is nothing more than a 

tracking mechanism for balances is outdated. When you have the 

ability to gather transactional information (EFT, online banking, 

ACH, credit scores, credit report analytics, demographics) in real 

time, you have all the information you need – and then some – 

compared to a stand-alone MCIF solution. 

 

While the vision of the MCIF and data warehouse is interesting, 

both require many technical players and tools. The ability to 

segment, analyze and respond in real time (without requiring the 

push and pull of data across a variety of systems) is where real 

opportunity lies. With data immediately accessible at the core, a 

variety of team across the organization can easily execute sales 

initiatives specific to their goals. 
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All of the these items are of value and should be part of any 

successful campaign. So shouldn’t your front line MSRs, lenders, 

collectors, call center and management teams have that data 

available to them all the time, in real time from the core?  

 

Any system that suggests the next product to sell should have the 

most up-to-date information available to it, at all times. You never 

know when the interaction you had with a member a few minutes 

ago could provide the perfect spark for a new product offer in 

online banking, ten minutes later – not ten hours later when the IT 

team gets around to doing the next upload. 

 

The ease with which you can access your member and 

transaction data, analyze that data, understand the opportunity 

provided by the data and finally, take action on the data, is what 

will drive opportunities into your organization. 

 

And those opportunities should be driven directly to all of your 

member touch points: online banking, text and email messaging, 

phone calls, online chat, you name it – and what the member 

sees or responds to in one channel should automatically inform all 

of the other ones. 

 

Perhaps your MCIF solution should be as close to you as your core 

data is. Perhaps your core system should be your MCIF solution. 
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CU*Answers provides a wide variety of services for credit 

unions including its flagship CU*BASE® processing system 

(online and in-house). Founded 40+ years ago, CU*Answers is 

a 100% credit union-owned cooperative CUSO providing 

services to credit unions representing nearly 1.5 million 

members and $12.6 billion in credit union assets. 

 

For more information, visit www.cuanswers.com. 
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