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Are your vendors acting like providers or
partners? Vendors provide a service for a
price. A Credit Union Service Organization
(CUSO) is a true partner, adding value that
enables the mutual success of both parties.
A CUSO delivers incremental benefits to
its owners directly through scale in buying
power, partnerships with industry leaders,
and direct access to the services credit
unions need to compete with banks and
other financial services providers.
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and is in fact defined by the success of its
owners and how well the CUSO serves its
credit unions and their members. And that
is strength in numbers at work.

