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From Michigan to Florida, two more Credit Unions have chosen the Sharetec System to replace their current 
core solution. 
 
Sheboygan Area Credit Union is located on Lake Michigan’s west shoreline in Sheboygan, Wiscon-
sin. Established in 1954, SACU now serves their membership through two locations.  Sheboygan is a com-
munity built on industry and trade that has become known throughout the world and is also rapidly becom-
ing a top tourist destination.   
 
SACU’s decision to select the Sharetec System was tied to the high level of automation that the software        
provides and the ability to interface with the strategic partnerships that the credit union has in place.  The 
credit union needed to be able to manage its continued growth while offering their members the latest in ser-
vices and technology, all while streamlining their processes. 
 
FRSA Credit Union is located in Winter Park, FL and was started in 1975 to 
provide the associates of the Florida Roofing, Sheet Metal and Air Condition-
ing Contractors Association a better way to meet their financial goals. 
 
Marissa Carter, Manager at FRSA Credit Union commented, “I worked with 
Bradford-Scott and the Sharetec System at another credit union and I’m  ex-
cited to be working with them again.”  Kevin Kolar added, “This is the second 
time Marissa has selected our system and our support team deserves much of 
the credit.  You don’t get second opportunities like this if you didn’t make the 
most of the first one.  We are thrilled to be working with Marissa and flattered 
she has placed her confidence in us once again.”   
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Good news for Results users!  With the upcoming release of Sharetec 8.2, Results reports can be sched-
uled to run automatically.  This is a great time saver and ensures that time sensitive reports run at the cor-
rect date and time.  Scheduling a Results report is as easy as scheduling a standard report in Sharetec and 
uses the same scheduling tools.  In addition to scheduling new Results reports, you can also schedule re-
ports that have been created and saved in the past.  
 
To schedule a brand new Results Report, first create the Results query as normal.  Once queries are saved, 
there is a new feature that allows you to save the query as a report parameter.  After the report parameter 
is created, it can be added as a task within Scheduler.  Users can schedule as many reports as necessary 
and there is no need to re-create old queries. 
 
Scheduled Results reports are extremely useful at month-end or when reports are needed at repeated inter-
vals throughout the year.  Reports can be scheduled singularly, grouped together in one task, kicked off 
manually, or scheduled to run at a specific date and time.  This is a great companion for users running the 
month-end process manually or when using Sharetec’s Automated Month-End tools. 
 
If you do not already have the Results report writer, the ability to schedule these reports is just 
one more reason to get it.  If interested, please contact your Account Representative today.  
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 by: Jason Pesetski 
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Bradford-Scott Data Corp is pleased to name Nick Vurva as our new Ac-
count Executive.  Nick has spent the last 4 years at Bradford-Scott as a 
Conversion Analyst.  In the last year, he has spent time cross-training in 
the Account Executive role. 
 

Nick's primary responsibilities are to assure that customers are utilizing 
their Sharetec system to its fullest and that they are completely satisfied.   
  

Nick brings extensive system knowledge, troubleshooting capability, 
training expertise, and a proven dedication to strong customer service.  Congratulations Nick! 

Most Sharetec Credit Unions understand the importance of maintaining a good 
tape back-up so that data can be restored when needed.  Surprisingly though, 
many Sharetec Credit Unions do not have a secondary back-up and rely on tak-
ing the tape offsite to protect it in case the credit union is destroyed or damaged.  
Auditors today are saying that the best practice is to implement a remote back-up functionality as a secon-
dary method and is less risky than taking the tape offsite.  However, if you must rely only on a tape back-up, 
be sure to protect your membership data from theft by assuring that it is encrypted.  Encryption ensures the 
safety of the data on back-up tapes in case the tape gets into the wrong hands. The encryption level that 
BSDC uses makes this data nearly impossible to read without a decryption key that is stored on your server. If 
you would like more information on our remote back-up or encryption options, please call your Account 
Representative today. 
 

If you already have encryption, please remember to have a good backup of the decryption key.  There is al-
ready a copy of it on your server.  In the event that we cannot retrieve the key from your server, we will need 
to rely on your back-up copy.  In addition, it is very important that you back up your decryption key on a 
monthly basis to ensure that you have a good copy.  
 

To back up your decryption key: 
 

1. Put a tape or floppy disk in the appropriate drive.  
2. Log into the server as root and type edgemenu at the prompt and hit enter.  
3. Type the letter t to bring up the Setup Menu and arrow down to “Decryption Key Backup” and hit enter. 
4. Choose a resource to back up to: tape, floppy, or CDrom (if you have an Iomega Rev drive) and hit enter.  
5. Hit enter again to proceed, enter to continue, and enter to acknowledge that you have the tape or disk in the 

drive.  
6. “Job successful” will appear when complete. Remove the tape or floppy and write protect it.  
 

Please log a call to Hardware Support if you get an error message or have questions. 
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In the fall of each year, Bradford-Scott surveys customers to gauge their satisfaction with 
our service. From service to sales, from friendliness to effectiveness, BSDC strives to make 
our service the platinum standard in the industry.  We are grateful to you for taking the time 
to respond.  The 2009 results are in and we are pleased that you ranked us an average of  
9.10 on a 1 to 10 scale. We appreciate your feedback.�

Reviewing your dividend posting is something that should be done well before you start your month-
end process.  This review is especially important if your setup has changed or if you have recently 
changed your dividend rates.  Reviewing the Anticipated Dividend Report allows you to evaluate 
what is going to post and is located in the Back Office Workspace under Dividend Processing. By re-
viewing this report ahead of time, you will know how much you are about to pay your members. This 
important review, prior to posting dividends, can save you headaches and embarrassment later. If er-
rors are found after the posting, there will be a lot of extra work and if you do not catch the error be-
fore your statements go out, your membership will see the errors too.  

As the old saying goes— “Measure Twice, Cut Once!”  
With dividends, we say—“Review Twice, Post Once!” 
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  by: Amanda Beckner 

2001 2002 2003 2004 2005 2006 2007 2008 2009

8.48
8.50

8.59 8.62

9.02

8.81

9.04

8.89

9.10

Customer Satisfaction Survey Results
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If you spend any time on the Internet, you may have noticed social interaction on the web is on fire.  Not exactly a statement 
of great revelation but it is a fact that has the potential to change the credit union industry as it moves forward.  Since blogging 
started back in 2004, it seems to just keep growing.  Some see this as a good thing and others do not, but no matter where you 
fall, it looks like it is here to stay, so, let’s talk about how it can help you meet your members and potential members in a new 
place. 
 

Social Media has of course given birth to Social Marketing and since this type of communication is newer,  regulations and 
compliance are still muddy at best.  A good approach is to be conservative and to focus more on general communication – al-
most like a newsletter.  The question many organizations ask is what is the ROI (Return on Investment) for this type of mar-
keting.  This may never be clear but there is a sense that by not participating in this business-to-consumer channel, credit un-
ions may be doing themselves harm.  This can vary greatly depending on your membership and its use of computers and the 
Internet; however, it is important to think not just of existing members but potential members when making this decision.   
This may be the way to reach those “unreachables” given that over 35% of American adults use social networking sites. 
 

So, where do you start?  Taking from the old proverb “How do you eat an elephant?  One bite at a time.(   In other words, start 
slow and take it easy.  Some credit unions are starting with a Facebook (www.facebook.com) page to create a presence.  This 
can function as a separate webpage for the credit union but will allow for live and public conversations with members and po-
tential members.   As you get comfortable, you can expand and add but do not expect 3,000 fans on your Facebook page a 
week after you put it up.  Other credit unions have turned to blogging (www.blogspot.com) or Twitter (www.twitter.com) to 
maintain regular communication with their field of membership.  People generally post comments or follow your posts with 
these tools but do not have as many “conversations”. 
 

No matter which avenue you start with, be sure you have a plan.  Put someone in charge that writes well and post ideas and 
tips that will be helpful to your members.  To make Social Marketing effective, you have to post regular information to the 
sites, if it is 6 months between posts, your traffic might dry up quickly.  It also tends to drive people away when it just be-
comes a commercial.  Use the platform to educate on multiple areas so they see the added value of deepening their relationship 
with the credit union. 
 

Once you have something up and running, be sure to let your members know.  If you have members using eStatements, then 
you already have their email address.  Do an email blast asking people to become a “fan” of your site or visit 
your blog.  You can also put a link to the site in your email signature and encourage people to check it out. 
 

Calendars are full and finding time to start another project is difficult but communicating with your members is 
key.  These new tools look like they are here to stay.  Find time to research how they could work for your credit 
union and in the end, it is a win for both your credit union and your members. 
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Due to popular demand, Bradford-Scott will offer a training webinar on April 13 and 14 to help your marketing 
staff get the most out of Sharetec.  This Marketing Using Sharetec webinar will present a wide variety of tools 
and reports.  For example: How to locate and gather member information from reports and Sharetec Workspaces 
like Central Information, Teller, and Lending; Explore custom reporting tools like Quick Query and Quick Re-
ports; Learn how to create, assign, and store “to-do” lists for you, another user, or a member and; Train on Cross 
Selling and Member Rewards tools to create promotions and benefits for members based on account usage.  

As the Marketing Manager of a Credit Union, do you often feel left out when it comes to finding information on 
how your data processing system can help you with your job?  Beginning with this edition of the newsletter, 
BSDC is committed to changing that by reserving a section of the newsletter for you and also offering a training 
webinar each quarter.  Please give us your feedback on whether or not you find these services valuable. 
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These weekly Sharetec tips are sent directly to the desk of those who use the 
Sharetec and includes important information for Tellers, Loan Officers, or any Sharetec user. 
These helpful tips include hints, procedures, best practices, and miscellaneous info that and are 
designed to save time.  To sign-up to get this weekly tip, please e-mail Bonnie Doolittle at 
bdoolittle@bradfordscott.com with your name and e-mail address.  Examples of past tips are 
below: 
 
 

January 28, 2007 - submitted by Tamara, Software Support Representative: Customize account descriptions on vouchers 
in the Administration Workspace in CU Controls/Back Office Controls/Voucher Controls (vchrctrl), scroll down to pick 
"Member Custom DP Descriptions" and click Update to enter the new description to print for 
each deposit account type.  If roll vouchers are used, the receipts will print both the deposit type code and alternate descrip-
tion.  If pin-feed or laser vouchers are used, only the new description will print. 
 

February 11, 2007 - submitted by David, Account Executive: If the system is not properly matching an ACH item to the 
correct member record and everything appears to be set-up correctly, check for the existence of a site member record with 
a blank member number field. This can be done in the Back Office Workspace under Payroll Processing. Choose Recon-
cile then enter the Sponsor ID for the unmatched item. Any records with a blank number can be causing a problem. Find 
the record associated with your member and delete it. Your item should automatically match off to the member next time it 
comes in. 
February 18, 2007 - submitted by Nick, Conversion Analyst: To keep the Teller Transaction screen active after doing a 
transaction, go to the Administration Workspace/CU Controls/User Controls.  Right-click on the user name and select 
Properties-User.  Click Update and mark the "Keep Member Transactions Active" checkbox. 
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Q: How does a credit union obtain a member’s affirm ative consent (opt-in) to its overdraft service for  ATM withdrawals & one
-time debit card transactions? In order to comply with the Reg E opt-in requirement, the credit union must:  
1.    Provide the member with a notice in writing (or an electronic one, if the member agrees) segregated from all other information, 

describing the credit union’s overdraft services.  
2.    Provide a reasonable opportunity for the member to affirmatively consent, or opt-in, to the service for ATM and one-time debit 

card transactions. A credit union can provide a form to fill out and return in person or via mail or a telephone number that mem-
bers can call. 

3.    Obtain the member’s affirmative consent, or opt-in. Note that credit unions must obtain the consent separately from other con-
sents or acknowledgements, including the consent to receive disclosures electronically.  

4.    Provide the member with confirmation of his consent in writing (or electronically, if the member agrees), which includes a state-
ment informing the member of the right to revoke such consent. The credit union can provide a copy of the member’s completed 
form or send a separate letter acknowledging the member has elected to opt-in to the overdraft service.  

 
The credit union must complete all four steps above in order to charge the member fees for paying ATM and one-time debit card over-
drafts. Also note that, without a member’s opt-in, the credit union cannot charge a fee for declining to pay an ATM/debit card transac-
tion. According to the Fed, consumers who have chosen not to opt in have an expectation that transactions will be declined and that 
they will not be charged fees.  
 
Q: Our credit union doesn’t have a formal courtesy pay program. We don’t pay ATM and one-time debit ca rd transactions 
when there are insufficient funds in the account. D oes that mean we fall under the exception to the no tice requirement? The 
best answer to this question is “maybe.” Sometimes a credit union cannot decline a debit card transaction regardless of what its policy 
says. For example, there will be instances where card network rules require the credit union to pay an authorized debit card transac-
tion that overdraws a member’s account. Does the credit union charge a fee for these overdrafts? If so, the credit union cannot utilize 
the exception and must obtain the member’s opt-in before charging any fees for paying these overdrafts. But, if the credit union does-
n’t charge any fees for either paying the overdraft or declining the transaction due to insufficient funds, it will fall under the exception 
and not have to send the notice. Remember that there is no exception to the fee prohibition – only an exception from having to fulfill 
the notice requirements.  
 
Q: Does the new Reg E overdraft rule only apply to accounts opened after July 1, 2010? No. The regulation will apply to all ac-
counts at the credit union, whether opened before or after the mandatory compliance date:  
·          For accounts opened on or after July 1, 2010: the credit union must comply with the notice and opt-in requirements prior to as-

sessing any ATM/one-time debit card overdraft fees.  
 
·          For accounts opened prior to July 1, 2010: the notice and opt-in requirements apply on August 15, 2010 (i.e., credit unions may 

continue to assess fees for these account holders without the notice and opt-in until August 15, 2010).  
 
Credit unions may not retroactively apply affirmative consents to overdrafts that are paid before the consent is provided. For example, 
if the member overdraws his account, the rule does not permit the credit union to obtain the member’s affirmative consent one week 
later and apply that consent to the prior overdraft.  
 
Q: How does the regulation define “overdraft servic es”? The regulation defines “overdraft service,” as “a service under which an 
institution assesses a fee or charge on a consumer’s account for paying a transaction when the consumer has insufficient funds in the 
account.” According to the supplemental information to the final rule, the term was intended to cover circumstances when an institu-
tion assesses a fee or charge on a consumer’s account for paying an overdraft pursuant to any automated program or service, 
whether promoted or not, or as a non-automated, ad hoc accommodation. In other words the credit union has an overdraft service if it 
charges fees for paying ATM or one-time debit card overdrafts.  
 
The term does not include an overdraft line of credit subject to Regulation Z or a service that transfers funds from another account.  
 
Q: Will credit unions without formal overdraft prot ection programs have to obtain a member’s opt-in be fore charging NSF or 
overdraft fees when they decline or pay an ATM or p oint-of-sale (POS) debit card overdraft? Institutions without formal overdraft 
programs will find themselves covered by the Reg E rule if they charge fees for paying (or declining) ATM and one-time debit card 
overdrafts.  
The Federal Reserve Board has made it clear that credit unions will not be able to charge a fee for paying (or declining to pay) an 
ATM or one-time debit card overdraft unless the member receives proper written notice, and opts-in to the institution’s overdraft ser-
vice. This fee prohibition also applies in cases where the credit union doesn’t have a formal overdraft program but pays an authorized 
ATM/debit card transaction that overdraws a member’s account. The credit union still cannot charge a fee without an opt-in, but may 
deduct the amount overdrawn from the member’s account.  
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Q: There will be cases where a credit union pays an  authorized debit card transaction that overdraws a  member’s account 
since intervening transactions may reduce the avail able balance below the authorized amount of the tra nsaction. Can the 
credit union charge a fee for paying this overdraft ? The credit union can pay the overdraft, but it cannot charge a fee for doing so 
unless the member has opted in to the credit union’s overdraft service for paying ATM and one-time debit card transactions. The 
Fed’s Official Staff Commentary to Regulation E explains: “A financial institution may pay overdrafts for ATM and one-time debit card 
transactions even if a consumer has not affirmatively consented or opted in to the institution’s overdraft service. If the institution pays 
such an overdraft without the consumer’s affirmative consent, however, it may not impose a fee or charge for doing so. These provi-
sions do not limit the institution’s ability to debit the consumer’s account for the amount overdrawn if the institution is permitted to do 
so under applicable law.”  
 

Q: We understand that there is a prohibition on cha rging overdraft fees for paying ATM/debit card tran sactions without the 
consumer’s opt-in. However, does this rule prevent a credit union from charging a non-sufficient funds  (NSF) fee for declin-
ing ATM/debit card transactions when members have c hosen not to opt-in to the overdraft service? According to the Federal 
Reserve Board, credit unions will not be permitted to charge so-called “declined transaction fees.” The supplemental information to the 
final rule explains the Fed’s rationale: “While the final rule does not address declined transaction fees, the Board notes that such fees 
could raise significant fairness issues under the FTC Act, because the institution bears little, if any, risk or cost to decline authorization 
of an ATM or one-time debit card transaction.” Further, “consumers who make the choice not to opt in may reasonably expect an ATM 
or one-time debit card transaction to be declined if there are insufficient funds in their account, and that they will not be charged over-
draft fees.” The language in the supplemental information was a reaction to the concerns expressed by consumer groups that financial 
institutions would create new fees for declining transactions as away to get around the new requirements.  
 

Q: Does the rule apply if the credit union charges a flat monthly fee for the payment of overdrafts ra ther than a per-item or 
per-occurrence fee? Yes. Some institutions charge a single monthly fee rather than imposing an overdraft fee on a per-item or per-
occurrence basis. An account with such a feature is still subject to the restrictions in the Reg E overdraft rule. 
  
Q: Does the new Reg E overdraft rule allow the cred it union to charge a negative balance fee when the member’s ATM/debit 
card overdraft leads to a negative balance for a lo ng period of time? Under the rule, it doesn’t matter whether you call the fee an 
“overdraft fee” or a “negative balance fee” - if the fee results from an ATM/one-time debit card overdraft, it’s covered by the regulation. 
So, come July 1st (August 15th for accounts opened prior to July 1), the credit union will only be permitted to charge these types of 
fees for ATM and one-time debit card overdrafts if the member is provided the proper written notice, and opts-in to the service. The 
notice to the member must disclose all applicable overdraft fees, including per items fees, daily overdraft fees, and sustained overdraft 
fees, where fees are assessed when the member has not repaid the amount of the overdraft after some period of time.  
The Fed issued proposed clarifications to the Reg E overdraft rule in late February, 2010. Comments are due on or before March 31, 
2010. The Fed’s proposed clarification (comment 17(b)-9.i)states that where a consumer’s negative balance is attributable solely to an 
ATM/one-time debit card transaction, the rule prohibits the assessment of any “sustained overdraft fee” if the consumer has not opted 
in. However, the rule does not prohibit an institution from assessing a daily or sustained overdraft, negative balance or similar fees or 
charges if a negative balance is attributable in whole or in part to a check, ACH or other transaction not subject to the fee prohibition. 
In such as case, the date on which the fee may be assessed is determined by the date on which the check, ACH or other transaction 
is paid into overdraft. The proposal includes several example of how this works, available at http://edocket.access.gpo.gov/2010/
pdf/2010-3720.pdf  
 

Q: Can the credit union send out opt-in notices ear ly, but continue its current overdraft program unti l the compliance dead-
line? Yes, if the credit union clearly states the effective date of the change.  
Beginning on July 1, 2010, credit unions will be required to provide an opt-in notice and obtain the member’s affirmative consent be-
fore charging any fees for paying ATM and one-time debit card overdrafts (e.g., point-of-sale transactions). However, credit unions 
have until August 15 to comply for accounts opened prior to the July 1 compliance date. According to Federal Reserve Board staff, a 
credit union will need to clearly state the effective date of the change if it doesn’t want to immediately comply with the new Reg E re-
quirements.  
The regulation says that, for notices provided to members who have opened accounts prior to July 1, 2010, the credit union may de-
scribe its overdraft service with respect to ATM and one-time debit card transactions with a statement such as ‘‘After August 15, 2010, 
we will not authorize and pay overdrafts for the following types of transactions unless you ask us to.’’ The language next to the "check 
box" where the member indicates his opt-in should also clearly state an effective date. For example, after Aug 15, 2010, “I authorize 
the credit union to pay (or continue paying) overdrafts on my ATM and every day debit card transactions.”  
 

Q: Must the credit union send the member a confirma tion notice before charging any overdraft fees? The Fed has proposed 
revisions to the Official Staff Commentary to Reg E (comment 17(b)–7) to clarify that an institution may not assess any overdraft fees 
or charges on the consumer’s account until it has sent the written confirmation. To address concerns about operational and litigation 
risks related to tracking compliance with the requirements for charging overdraft fees, the proposed comment also states that an insti-
tution complies with the requirement if it has adopted reasonable procedures designed to ensure that the written confirmation is sent 
before fees are assessed. The Fed issued proposed clarifications to the Reg E overdraft rule in late February, 2010. Comments are 
due on or before March 31, 2010.  
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