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What is the designer’s challenge in making all of this work? 



Guy set the stage for me to talk about the possibilities in the 
design, integration and use of the Network Models for the next 
generation of CUSOs 

Building a business always starts with a design template: 
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Develop a compelling business proposition 

Develop a narrative  

Develop a doctrine 

Develop governance and social architecture 
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Point to Point 

A Hub 

A Network 



Some goals for the network business designer 
Become valuable for participating, or for enabling activity 
among participating members...this is the place to be 

Become a catalyst for new business design by providing a 
standing distribution channel to reach a market 

Be referenced as the key ingredient in the ability of 
participants to exchange capacity and opportunity 

Become valuable for communicating an external 
perspective that credit unions can use for internal 
innovation 

Leverage this new value recognition by the market to 
improve  your own primary business proposition 

What is the designer’s challenge in 
making all of this work? 
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Where do you hone your design skills? When do you 
work like a business designer? What’s the difference 

between running a business and building a business? 
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the place 
to be



Designer should push 
themselves to prove 

the hypothetical 
through a proof-of-

concept project 
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Why it’s important: 
Networks need to attract resources, employees, opportunities 

Managing a flexing workload requires a flexible workforce 

A network needs to fluidly match capacity and opportunity 

Expected outcomes: 
Internal business documentation – expanding our digital 
intelligence 

HR policies and strategies – expanding the way we hire 
people to work in our network 

Start a wave – igniting an entrepreneurial spirit in our CUs to 
start a business with their peers 

Bring 3-5 new businesses to market in the next 12-18 mos. 
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Conference Tracks: 
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Encourage a CU to start a business to compete with a 
CUSO business 

Encourage a CU to start a business within the network that is 
not currently offered by the CUSO 

Encourage a CU to start a business to outsource resources and 
capabilities to another business within the CUSO network 

Encourage a CU employee to start a business to sell their 
services to another business within the CUSO network 



standing distribution 
channel 



It’s one thing to tell your clients that you are one of the 
common denominators for how they all could interact 

It’s another thing to architect the interactions as if you 
were not even there 

Can you design a dynamic distribution channel for your 
customers? 

Goals for your design: 
Grant a business or employee direct and automated access to other 
network participants 

Create a real-time work environment for external parties 

Utilize standing customer configurations so that external parties can 
easily understand the differences in their customers’ operational 
environments (use the tool as your customer uses the tool) 
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Businesses that 
are riding the 
CU*Answers 

technical 
highway  

Network Communities 
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Customers of 
the Businesses 

within a 
Network 

Community 

Network Communities 
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Identifying CU*Answers 
participants interacting 

with more than one 
network community 

business 
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Identifying employee resources 
that may be leveraged by more 
than one business within the 

community 
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Here is an employee 
coming to work... 

Businesses where 
this employee is a 

key shared 
resource 
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...Choosing the 
customer of the 

network business to 
interact with 



exchange 
capacity and opportunity



Every customer creates 
their technical solutions 
around these three 
elements – their internal 
technical highway 

In which sphere is your 
connection to your  
client base? 
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Internet 
 

Servicing Your  
Customers 

 

Operational 
Process 

 
Servicing Your 

Customers 
Through Your Staff 

Intranet  

 
Servicing Your 

Staff & 
Corporate Digital 

Intelligence 



Is this your customer 
base? (No significant 
commonalities or 
technical highway to 
leverage) 



Can you find a way to 
dominate a technical 
highway and leverage 
it with messaging 
that makes you 
important to the 
exchange of 
information  
between your 
clients? 



You might be surprised...it’s more about the 
arrangements within the network and the diversity and 
bandwidth of the messaging than the technical sphere 
you use 

You move from being a hub to being a network when 
the messaging is as much about what they do with 
each other as what they do with you 

Can you envision the kind of messaging  
your clients would like to use your  
technical highway to exchange? 



Many businesses see an opportunity to vertically 
integrate their offerings for their customers and 
marketplace 

“I provide tools; why couldn’t I provide services where I use the tools on 
my customers’ behalf? I could make a buck!” 

If they don’t do it themselves, they often find third 
parties and create an arrangement 

In a networked world, you can come at it from a 
different direction: what if you created the environment 
for fluid and unforeseen arrangements where your 
customers innovate the vertical integration? 

Are you building the place to be...a fertile 
environment for creative commerce and 

new arrangements to meet member needs 
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external 
perspective



Community Intelligence 

Every business has the opportunity to see the big 
picture when it aggregates its customer interactions 

Many businesses use this insight internally for their 
own operations, but in a network design, you can 
create the opportunity to share the insight 

CU#1 CU#2 CU#3 CU#4 CUSO 3.0 



What if your 
customers would 
default to sharing 
information with 
their peers? 

You could move 
information and 
best practice hints 
at any time, to any 
participant 
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More than the 
results of activity, 
what if you could 
show immediately 
how tools were set 
up, how procedures 
were designed, how 
products were 
crafted? 

...how to go active at 
lighting speed 

27 



improve  your own primary 
business proposition



One of the most expensive investments a business 
designer makes is the search for the next good idea 

How have you designed your firm’s processes to 
assimilate external feedback and innovative ideas? 

The feedback you receive from your client community – is it 
limited to what they do with you, or is it a looking glass to 
what they would do with their peers and the general 
marketplace? 

Does your business design position you as the go-to 
partner for innovation?  

Create an environment where insight to the agendas of 
others is the catalyst to the next big thing at your own firm 
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Are you an entrepreneurial spirit? 
Yes! No 

Are you constantly thinking about 
how to create value and build new 
businesses, or how to improve or 
transform your organizations? 
Yes! No 

Are you trying to find innovative ways 
of doing business to replace old, 
outdated ones? 
Yes! No 

 

If you’ve answered  Yes! to any of these 
questions, you are ready to become part of 

the Business Model Generation 

I would like you to consider your first project 
to be joining us at Pepperdine in October 2010 
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“...a handbook for visionaries, game 
changers, and challengers striving to 
defy outmoded business models and 

design tomorrow’s enterprises.” 


