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-Interest Rate Overnight Averages- 
AS OF 4/28/2015 

 
Mortgage  Home Equity 

30-YEAR FIXED 15-YEAR FIXED 5/1 ARM  $30K HELOC $50K HELOC $100K HELOC 

3.77% 2.95% 3.01%  4.61% 4.08% 3.81% 

         

Auto  Credit Cards 
60-MONTH USED  48-MONTH USED 60-MONTH NEW  BAL TRANSFER CASH BACK LOW INTEREST 

2.66% 2.75% 3.06%  16.05% 16.40% 11.21% 

         

Checking and Savings  CDs 
MMA & SAVINGS $10K MMA INTEREST CHECKING  1-YEAR CD 2-YEAR CD 5-YEAR CD 

0.48% 0.48% 0.39%  0.99% 1.15% 1.64% 
 
The current rates displayed were produced from Bankrate.com’s “Overnight Averages” daily survey. Bankrate.com runs its calculations after the close of the business day and 
collects daily rate averages on the previous day for a specific banking product. The institutions included in the "Overnight Averages" differ from one day to the next, depending on 
which institutions’ rates Bankrate.com gathers on a particular day. The credit card rates displayed were gathered from Bankrate.com’s “Credit Card Index,” which is based on a 
weekly survey of the 50 largest card issuers, ranked by total receivables. Bankrate.com’s “Credit Card Index” survey is not a paid advertisement and is strictly an editorial product 
that is compiled by Bankrate.com. Read More: Understanding Bankrate.com's Rate Averages: www.bankrate.com. 

 

 

 

-General Industry- 

 

Virtual Customers Less Price Sensitive 
Data from the first three fielding waves of the 2015 J.D. Power U.S. Retail Banking Satisfaction 

Study finds that the negative impact of fees is considerably greater among virtual-only 

customers compared to customers who only transact via the branch and ATM. Virtual-only 

customers were also more 

likely to incur certain fee 

charges and are less likely to 

indicate that their minimum-

balance requirement is 

reasonable. Based on these 

findings, banks can develop 

strategies designed to improve 

the fee experience among their 

virtual customer base.  

SOURCE: “Impact of Fees on Virtual-Only 

Banking Customers.” J.D. Power Blog. 

www.jdpowercontent.com/bankingblog. 

March 20, 2015.   
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-Technology & Innovation- 
 

Fifth Third Campaign: Free Check in Mail, Please Deposit With App 

As part of a promotion for its mobile app, random customers of Fifth Third Bank are receiving 

checks for $2.53 in the mail and being encouraged to photograph the endorsed checks and 

deposit them using the phone app. "They probably 

have not done a check deposit via mobile banking," 

says Josh Zimmerman, spokesman for the 

Cincinnati-based bank. "This is a way to say, 'If you 

haven't tried it, it's simple, easy to do, and the 

money is instantly in your account.’” Fifth Third 

reports an 85% increase in mobile banking during 

the last two years. Customers also are allowed to 

deposit the checks at an ATM using Fifth Third's 

new Easy Deposit system, which enables deposits 

without envelopes and deposit slips.  

SOURCE: Harger, Jim. “Free Check in Mail, Please Deposit With App, Says FifthThird Bank Campaign.” MLive.com. April 20, 2015. 

 

 

-Card & Payments- 
 
 

Move Over, Apple Pay; CurrentC Due by Mid-2015 

Apple, Google and Samsung will face a new competitor in the mobile payments space in the 

next few months. CurrentC, a platform backed by some of the U.S.'s largest retailers, is 

expected to merge payments and loyalty benefits and provide retailers with more insight into the 

spending habits of consumers. CurrentC has faced questions about its potential for success due 

to its reliance on barcodes rather than Near Field Communication (NFC) short-range wireless 

communications. Users will point their phone cameras at a one-time barcode displayed on a 

retailer terminal to trigger payment, which 

will take place using a previously 

registered bank account. No payment 

information is exchanged or transmitted 

in stores. Transactions may not be as 

easy as NFC, but service operator 

Merchant Content Exchange argues that 

barcodes are more widely supported than 

NFC in smartphones. MCX also says it is 

open to other technologies and is testing a version based on Bluetooth. SOURCE: Williams, Martyn. 

“Move Over, Apple Pay; CurrentC Due by Mid-2015.” Computerworld. www.computerworld.com. April 6, 2015.   
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 -Consumer Lending- 
 
Attractive Mortgage Terms Draw First-Time Home Buyers to Credit Unions 

Credits unions that are proactively promoting their mortgage businesses are offering terms that 

are elusive at most banks. Some are helping buyers with their expenses by refunding portions 

of real estate agents’ commissions, for example, while others are lowering down-payment 

criteria and closing-cost assistance. NASA Federal Credit Union offers zero-down mortgages up 

to $650,000 with no private mortgage insurance. Navy Federal, the country’s largest credit 

union with $64 billion in assets, offers zero down payments, no private mortgage insurance 

premiums and, for those who qualify, the standard menu from the FHA (3.5% minimum down) 

and the Department of Veterans Affairs (no minimum down). Navy Federal closed more than $1 

billion in home purchase loans in March alone, with 59% of them going to first-time buyers, and 

two-thirds of those first-timers were from a demographic slice that has been missing in action for 

years: borrowers ages 18 to 34. The historical norm for first-time-buyer participation in the 

home-purchasing market is around 40%, but it is just 28 to 29% percent now, according to the 

National Association of Realtors. SOURCE: Harney, Kenneth. “Attractive Mortgage Terms Draw First-Time Home 

Buyers to Credit Unions.” Washington Post. www.washingtonpost.com. April 17, 2015.   

 

 

  -Wealth Management- 
 

Millennials Passive When Picking Investments 
When it comes to choosing investment products, millennials are largely passive and far more 

likely to go with what their employers offer, such as 401(k) plans with mutual funds and life 

insurance, than independently set up investment strategies. A survey released by iQuantifi 

recently asked 500 Americans ages 21-35 what investment products they own and which 

they’re planning to use in the future. Almost half (47%) said they owned life insurance, while 

about a third owned mutual funds and stocks. Far fewer millennials said they currently owned 

any exchange traded funds (13%) or index funds (11%). When asked if they planned to use 

ETFs or index funds in the future, only about 14% said yes. Eric Roberge, founder of Beyond 

Your Hammock, a fee-only RIA focused on serving millennials, comments that the lack of 

financial education is playing into these choices, as many millennials may encounter investment 

products like mutual funds early on because of the wide public advertising campaigns. “They 

may not even know anything about other investments (i.e., exchange-traded funds),” he says. 
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SOURCE: Leonhardt, Megan. “Millennials Passive When Picking Investments.” WealthManagement.com. April 7, 2015. 

 
 

-Small Business- 
 

Prosper to Refer Customers to OnDeck and Vice Versa     
Prosper Marketplace, the second-largest consumer finance marketplace lender by origination 

volume, and OnDeck Capital, a direct online lender to small businesses, have agreed to partner 

on customer referrals. Each company will pay a referral fee to the other for customers received.  

Though he would not elaborate much, Noah Breslow, chairman and chief executive of OnDeck, 

said his company and Prosper anticipate "getting more and more integrated," though no 

merger's in the works. "OnDeck and Prosper are both very successful, independent 

companies," he said. Lending Club, rival to Prosper and the leading consumer finance 

marketplace loan originator, has already begun to diversify into small-business lending. Small-

business customer acquisition and underwriting remain challenges for the company, its founder 

and chief executive Renaud Laplanche acknowledged. Still, Laplanche said (without giving 

specific numbers) that the platform's small-business lending numbers are, “slightly ahead of 

plan,” thanks to partnerships with Google and Alibaba. SOURCE: Wilhelm, Colin. “Prosper to Refer Customers 

to OnDeck and Vice Versa.” American Banker. www.americanbanker.com. April 14, 2015.  
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-Regulation & Security- 
 

Biometric Tipping Point: USAA Deploys Face, Voice Recognition 
USAA has rolled out facial recognition technology across its entire 

membership base that allows them to access its mobile app with a tap of 

their smartphone cameras. To prove they're live people and not photos, 

they are prompted to blink. USAA is also giving members the option of 

logging in with a spoken phrase. This makes USAA the first major U.S. 

financial institution to deploy a full-scale rollout of voice and facial 

recognition. In an industry that has tried and failed to make biometric 

identification work for 50 years, USAA's efforts could be a significant 

turning point. "The ubiquitous adoption of the smartphone has altered 

the market — you no longer need kiosks or readers, the smartphone is a 

multifactor edge device for biometric authentication,” said Tom Grissen, 

CEO of Daon, the software company that developed the biometric 

technology with USAA. “Four out of five end customers who have 

experienced the technology prefer it over a PIN or password,” Grissen 

said. SOURCE: Corsman, Penny. “Biometric Tipping Point: USAA Deploys Face, Voice 

Recognition.” Bank Technology News. www.americanbanker.com. Feb 3, 2015.  

 

 

-Economy- 
 

Millennials’ New Approach to Budgeting  
A study of 1,300 people from various age groups by TD Bank reveals that millennials approach 

budgeting differently than previous generations and increasingly are using prepaid cards and 

other tools to manage their spending. Wary of accumulating debt and overdrafting their 

accounts, the study found that millennials are more likely than the general population to give 

themselves an allowance or hide cash from themselves to prevent overspending. The study 

shows that 56% of millennial respondents, compared to 46% of respondents overall, believe 

one of the main benefits of reloadable prepaid cards is the ability to track spending. millennials 

are more likely than other age groups to use prepaid cards to shop and pay bills online. The 

study reveals that 33% of millennials currently use or have used a reloadable prepaid card in 

the last few years, compared to 25% of the general population, and 60% of millennials would 

consider using such cards. SOURCE: Rodriguez, Ashley. “Millennials' Take on Budgeting Is Fueling Prepaid Innovation.” 

Advertising Age. www.adage.com. April 27, 2015.  

 

http://cdn.americanbanker.com/media/newspics/usaa-facial-recognition.jpg

