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ABOUT

Champion Credit Union was founded in 1932 with originating 
members employed at a paper mill factory, in the town of Canton, 
NC, called “Champion International”. They proudly serve western 
North Carolina through a community charter and currently have 
25,000 members and $190M assets. The credit union has a robust 
portfolio of products and services for their members including 
auto loans and indirect lending.

SITUATION

As Champion CU’s auto lending and new indirect business grew 
rapidly, naturally there was increased risk that resulted in the 
need for their loan services to remarket vehicles in the case of a 
repossession. Initially, the credit union directly handled vehicle 
repossessions, sales preparation, and transactions. In an effort to 
reduce charge-offs, the company also established a retail car lot 
that operated for a couple of years. Unfortunately, both of these 
approaches were very time consuming for staff, cumbersome to 
manage, and it was unclear that the institution was maximizing 
the return on the assets while effectively reducing charge-offs.

Champion Credit Union Discovers the Smart Approach 
to Vehicle Remarketing with Auto Financial Group

SOLUTION

Champion’s loan services team initially started using Auto Financial 
Group’s (AFG) Remarketing Services for repossessed automobiles 
that were not in their geographic region – due to member 
relocation. Soon, it was clear that the team should expand their 
use of AFG’s Remarketing services rather than continue to manage 
and sell the assets directly. While they were initially skeptical about 
taking the cars to auction at the outset, the result was that they 
reduced charge-offs, maintained comparable or better return on 
those assets, reduced expenses, and importantly freed up staff 
from managing an unwieldy process.

RESULTS

A couple of the positive metrics for Champion CU as a result of 
working with AFG for remarketing include reducing average days 
to sale and maintaining vehicle retention value.

Champion CU was experiencing an approximate 60-day average 
days-to-sell while remarketing the automobiles directly. The goal 
was to cut that in half to 30 days which is the market average. In 
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fact, they achieved a better than industry average of 20.4 days-
to-sell, reducing their time to sell by 66%. This helps to maintain 
a higher value of the asset due to daily depreciation and helps 
to generate deficiency balance notices to the borrower faster, 
ultimately reducing charge-off balances.

The other key metric is maximizing the retention value of the 
vehicles. Using the average adjusted Black Book® and Manheim 
Market Report (MMR), which takes into account the value of 
the asset less damages, Champion CU is getting 119% of Black 
Book and 123.3% of MMR. Champion CU is receiving better 
performance than the market with these indicators.

“We are very pleased with how this relationship and the service 
has turned out. While we were concerned at the outset, the 
AFG team has been deeply responsive, highly transparent and 
supportive. We could not be happier about the financial results 
and the reduced stress for our team so they can focus on 
providing excellent loan services.”

Champion CU recommends following these best 
practices to other credit unions:

• Directly managing remarketing is a drain on resources.
• Reduce hesitancy of using wholesale auctions by educating 

your team.
• Get started on outsourcing your remarketing as soon as 

possible.
• Look for a great partner that is highly responsive to maximize 

resale value.
• Seek a partner that provides the service turnkey, is 

transparent, and provides excellent reporting.
• Require a national footprint.

With AFG Remarketing, Champion CU has improved average 
days to sell by two-thirds and at 20.4 days to sell, they are 
now beating the market average of 30 days.
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Auto Financial Group (AFG), a Houston-based company, provides an online, residual based, walk-away vehicle 
financing product called AFG Balloon Lending, as well as vehicle leasing and vehicle remarketing to financial 
institutions across the United States.  

AFG’s residual based financing solutions provide the advantages of lower payments, flexible terms, in the case 
of the balloon loan, actual ownership of the vehicle and several end-of-term options, including the option to 
surrender the vehicle and walk away in lieu of paying the final loan payment. The financial institution receives 
higher loan yields, a competitive residual based financing alternative, and AFG manages the entire end-of-term 
process. 

The AFG Remarketing program is a proven solution for financial institutions that offers the greatest financial 
return to their clients by matching assets to the selling network with the greatest number of buyers. While 
competitors use a centralized approach to liquidate assets, AFG uses selling networks ranging from traditional 
auto auctions to direct wholesale to internet selling platforms. 

For more information about AFG call toll free at 877-354-4234, or visit www.autofinancialgroup.com.

About Auto Financial Group


