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With the close of 2015, Robert Chavez completed  
his first full calendar year as President/CEO at 
SLFCU. The transition, he believes, has been  
seamless for members. 

The Credit Union continues to deliver first-rate 
service and products with attractive features that 
save members money, such as competitive loan 
rates, deposit rates that are among the highest in 
the industry, and low fees structured to cover costs. 
Turnover among managers and employees is low – 
with an employee retention rate of 85.9%, SLFCU 
exceeds the financial industry average of 82%. 

SLFCU’s ongoing success is driven by its  
unwavering business model – making smart loans, 
investing excess funds to generate income, keeping 
costs low to pass along savings to members, and 
developing employees to be future leaders. 

In our 2015 Annual Report, Chavez and Board 
Chairperson Joseph Fink discuss how SLFCU has 
implemented its business model to maintain its 
status as a first-class financial institution.



2015 Board of Directors

1. Joseph Fink, Chairperson
US Air Force, retired

MA, BA, and SPHR with human resources management, product 
development, procurement, and purchasing background and 
advises companies in leadership, management, and strategic 
planning.

2. Tazmin Ralph, Vice Chairperson
SNL, Financial Policy and Compliance Accountant

CPA with experience in financial, compliance, contract, and 
internal auditing; cost/price analysis; management consulting; 
and project management. Served on and chaired SLFCU 
Supervisory Committee prior to serving on the board.

3. Evelyn Serna, Secretary/Treasurer
SNL, Deputy Controller

Experience includes more than 22 years at SNL as a program 
business manager and senior business manager and prior work 
as a CPA. Served on SLFCU Policy and Planning and ALCO 
committees prior to election to the board in 2012.

4. Mark N. Allen, Board Member
SNL, California, Business Manager

Twenty-five years of private sector experience prior to joining 
Sandia in 2004. Background in engineering and operations; 
executive management positions in venture capital-funded and 
Fortune 500 firms. Serves on the ALCO Committee; past member 
of Governance, Volunteer Development, and Nominating 
committees.

5. Evan Ashcraft, Board Member
SNL, Investment Manager, Pension & Savings Plans

Diverse work experience includes investment management, 
compensation, information systems, policies and procedures,  
and internal auditing.

6. Chuck Maheras, Board Member
SNL, Employment, Staffing, and Recruiting Manager

More than 20 years creating, managing, and directing Human 
Resources programs. Six years in commercial banking overseeing 
operations and lending. Served on SLFCU committees for 11 
years including ALCO, Volunteer Development, Governance, and 
Supervisory. 

7. Kevin McMahon, Board Member
SNL, Nuclear Waste Disposal Research and Analysis  
Department Manager

Six years bank card collections management. Served on and 
chaired SLFCU Supervisory Committee prior to election to the 
board in 2006.

8. Jamie Morris, Board Member
SNL, California, Project Manager

Work experience includes supply chain management, research 
and development project management, and procurement/
contract negotiation. Served 12 years on the SLFCU Supervisory 
Committee prior to election to the board.

9. Donald Schroeder, Board Member
SNL, retired

Engineer with a 40-year SNL career, Albuquerque Chairman of 
the Institute of Electrical and Electronic Engineers with nine 
years of service to SLFCU as a Board Director and one year as an 
Associate Director.

10. Robert Chavez, President/CEO 
More than 25 years experience in financial institutions, including 
the last 16 years at SLFCU. Serves on the Federal Reserve Bank 
of Kansas City’s Community Depository Institutions Advisory 
Council and a Regional Advisory Committee for the National 
Association of Federal Credit Unions. Former board member for 
the Credit Union Association of New Mexico.
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First Signs of Rate Recovery
Fink: For the last several years, savers, particularly 
those living off of fixed incomes, have felt the pinch asso-
ciated with the low interest rate environment. While the 
dividends we pay on share savings accounts and certifi-
cates of deposit are low compared to 2007 rates, they’re 
among the highest you’ll find for insured accounts. The 
amount of dividends we pay out as a percent of Credit 
Union income is higher than virtually everyone in the 
industry. We’ve worked hard to maintain that level. 

After operating at historically low rates for seven 
to eight years, it looks like we’re finally seeing some 
changes. The Federal Open Market Committee raised 
its federal funds target rate in mid-December by a quar-
ter point. Although this rate tends to dictate pricing on 
the lending side of a financial institution’s balance sheet, 
over time it will also influence pricing on the deposit 
side. Since we’re already paying higher dividends than 
most of our competitors, increases to dividend rates on 
deposit accounts will more than likely be gradual. 

Chavez: SLFCU’s asset growth was slower in 2015 com-
pared to previous years and compared to other credit 
unions in the state and credit unions of similar asset 
size, despite offering competitive dividends on savings 

products. That’s because our members are savvy. To 
make the most of their savings, they put their money in 
alternative investments and mutual funds. 

SLFCU is always looking to increase assets. One benefit 
of growing assets is that it allows us to make more busi-
ness loans, which are generally capped by regulation at 
12.25% of a credit union’s total assets. Member business 
lending plays an important role in the Credit Union’s 
health. Business loans are one of our highest-yielding 
loan products. 

SLFCU is successful in business lending for a variety 
of reasons. There has been a lot of turmoil in the finan-
cial institution landscape in the last several years; many 
banks are simply not in the business lending market. 
Although some of the big banks might have lower loan 
rates, we’ve established strong relationships in the com-
munity and have found valuable niches, such as con-
struction loans. They provide incremental fee income 
– which is standard for business loans – and short loan 
terms that lower our interest rate risk. SLFCU has a 
very positive reputation with local companies, and we 
get a lot of referrals.

FIRST CHOICE

Staff Helps Sandian with 
Borrowing Needs
Brendan Adams has worked full-time for Sandia 
National Laboratories for three years, since graduat-
ing from SNL's Critical Skills Master's Program and 
the University of Texas at Austin. As part of a systems  
engineering group, he ensures the safety and reliability 
of the products. 

A member of SLFCU since he started at SNL, Brendan 
heard about the Credit Union through his job and joined 
“because of the convenience of locations both on base 
and around Albuquerque.”

SLFCU strives to provide young adults like Brendan 
– and all members – with the necessary resources to 
make smart financial decisions, especially when just 
starting a career. This is part of what has made Bren-
dan a loyal member; when he decided to finance both  
his car and house, the Credit Union proved to be a  
valuable resource. 

“The staff has always been really helpful with finding the 
best car and home loan options for me,” Brendan says.
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Making a Good First Impression
Chavez: In 2015 we had very strong membership 
growth compared to our peers – we exceeded our goal of 
5% growth by more than 50%. 

SLFCU delivers a good value proposition. Our 2015 auto 
loan promotion was highly successful with our existing 
members and very attractive to prospective members 
as well. We make our loans available on-site at many 
Albuquerque- and Livermore-area dealerships. Those 
who join SLFCU this way go through the standard 
credit checks, but they are not necessarily the same 
demographic profile as our overall membership. And 
that can be a good thing. We need more young adults; we 
need more borrowers. It’s incumbent upon us to develop 
strong, lasting relationships with these new members.

All new members present opportunities for the Credit 
Union, just as we provide opportunities for them. When 
new members join, they receive a series of postcards 
or emails introducing them to SLFCU’s money-saving 
products and convenient services. In 2015 we created 
a separate welcome series for young adult members 
that highlights the services they want and need most, 
such as mobile account access, free ATMs and checking 
accounts, and help with budgeting and building credit. 

Fink: Why are young adults so important? We need 
a strong base of borrowers to maintain our finan-
cial health. Aging members migrate from being bor-

rowers to being savers, so it’s important to bring in 
younger members and offer them compelling prod-
ucts and services. The need to appeal to young adults 
is one reason we’ll be building fewer branches in  
the immediate future, instead putting more focus on 
technology-based account access channels. Young 
adults view technology like mobile deposit and Apple 
Pay™, coming in 2016, as basic services. Mobile deposit 
usage at SLFCU increased by 37% in 2015, and we 
released updates to the CU@home® Mobile app and 
online BillPayer. 

Developing relationships with our youngest members 
is another key to SLFCU’s future success. In 2015 we 
matched the initial $5 deposit for children opening a 
first share savings account and introduced the opportu-
nity for teens to earn $100 for writing financial articles 
for the Dollars & Sense newsletter. 

Chavez: Our fee structure makes a good impression on 
our new members; they get a great deal. It’s amazing to 
see how much revenue other credit unions make from 
non-interest income like fees. SLFCU’s fees are set 
to cover the costs incurred to us when, say, a member 
needs a wire transfer or to replace a lost card. We still 
offer free checking without making members maintain 
a minimum balance or meet other requirements. That’s 
becoming the rarity, not the norm.

FIRST CARE

Repeat Scholarship Winner Pursues 
Master’s in Nursing
Jennifer Costanzo has received two scholarships from 
SLFCU – in 2001 when she was attending the UNM Col-
lege of Nursing in pursuit of a Bachelor’s Degree, and 
again in 2015. Jennifer is working toward a Master’s 
Degree in Nursing Education at Grand Canyon Univer-
sity while employed at Presbyterian Rust Medical Cen-
ter, where she’s among the first to take care of the hospi-
tal’s newborns in the Neonatal Intensive Care Unit.  

In her 2015 scholarship essay, Jennifer wrote, “Five 
years from now, I hope to be contributing regularly 

to my children’s savings accounts and my retirement 
account, and donating funds to local charities. Increas-
ing my financial security will open opportunities for my 
family to improve our life.” 

A member of SLFCU since 1999, Jennifer says, “My 
family and I have always received excellent service 
from SLFCU. The staff at SLFCU has always been 
knowledgeable and helpful in any aspect of my financial  
needs, and of course I appreciate the support in achiev-
ing my personal goals!”
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We run a lean operation across the board, so we don’t 
have to charge high fees. We communicate to our mem-
bers via thoughtfully targeted messages, using low-cost 
electronic channels whenever possible rather than 
broadcasting our name throughout the community. The 
demographic composition of our membership means 
we have greater assets held by fewer members, allow-
ing us to operate with a smaller number of branches and 
employees than other institutions of our asset size. This 
saves us a great deal on employee compensation, bene-
fits, infrastructure, and utilities. 

Our in-house data processing system saves us the 
licensing fees and greater processing costs we’d spend 
on a third-party system – and the programmers who 
manage it give us a lot of flexibility to create unique 
products and services. Cost and custom programming 

are two big considerations as we evaluate the future 
of this system and move toward a more technology- 
based environment.

We constantly look for ways to operate more efficiently, 
like changing our debit card processor. This proj-
ect required the involvement of several departments 
although it was a smooth transition for members. It 
will save the Credit Union almost $2 million over the 
five-year contract term. Our eStatement promotion 
prompted more than 2,500 members to switch from 
paper statements to email statements, and our tellers 
and representatives made a concerted effort to collect 
member email addresses. Both projects impact our bot-
tom line with significant savings on printing, process-
ing, and postage.

  First Rate Borrowing Options
Chavez: Mortgage lending wasn’t as robust in 2015 as it 
has been in previous years. The refinancing boom ended, 
and although purchases have increased, New Mexico’s 
real estate market has lagged behind the nation, and 
in general millennials have put off buying a home. We 
usually have a $3-5 million attrition rate each month in 
our mortgage portfolio as balances are paid down, so you 
have to run hard to originate new mortgage loans just to 
stay in place. 

The mortgage and loan service departments spent 
much of their year setting up a mortgage servicing 
system that allows us to escrow for property taxes and 
flood and homeowners insurance. The ability to escrow 
for flood insurance is a regulatory requirement we had 
to be prepared to meet on January 1, 2016. Escrow is 
also something members have requested, and it has 
many benefits – large tax and insurance bills are divided 
into 12 smaller payments, escrow funds are held in  

Although Stacey Dalton knew it made financial sense 
to buy a home rather than continuing to pay rent, she 
was overwhelmed by the thought of doing the research 
to make the best decisions about budget, loan types, real 
estate agents, properties, inspections, and negotiations. 
“I didn’t want to feel pushed into anything,” she says. 

With her lease renewal coming up in the spring,  
Stacey – who’s had an account with the Credit Union 
since she was eight years old – called SLFCU. She made 
an appointment with Senior Mortgage Loan Advisor 
Penny Denman and learned about the HomeAdvan-
tage™ program, through which she found real estate 
agent Britt Harville of Harville Realty. 

“The information Penny and Britt provided made me 

feel better, like I could take things step by step,” Stacey 
says. “Penny put the loan and mortgage language into 
terms that a layperson could understand. If I had ques-
tions even after she had explained a document once or 
twice, she was really patient.”

And Britt proved he was not a stereotypical real estate 
agent. “I was concerned that my agent would pressure 
me into buying a home before I was ready,” Stacey says, 
“and Britt was the complete opposite. He represented 
my interests, and I never felt like I was pressured.

“I really like the fact that I have my loan through the 
Credit Union so I can talk to somebody face to face. It 
feels good to know that SLFCU staff and partners helped 
make this such a positive experience.” 

FIRST HOME

SLFCU Eases Home Buying Concerns
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interest-bearing accounts, and SLFCU will manage 
members’ payments of these bills. 

This project also lays the groundwork for servicing fixed 
rate loans. SLFCU has offered a fixed rate mortgage 
option for years through CU Members Mortgage, but the 
servicing of these loans was out of our hands after the 
mortgage closed. When our new fixed rate loan program 
is in place, possibly by late 2016, SLFCU staff will han-
dle the servicing even though we won’t maintain most of 
these loans on our books due to interest rate risk. This 
means we’ll be taking loan payments, answering ques-
tions, and so on with the same level of service and sup-
port that comes with other Credit Union accounts. We’ll 
measure our success by the number of loans we gener-
ate and fund and by member satisfaction.

Fink: The card industry made big changes this year, 
pushing for wider adoption of chip card technology in 
the U.S. SLFCU began offering chip cards in 2013; now 
that more merchants use chip-enabled payment termi-
nals, SLFCU is gradually converting all cards to chip. 
Expiring credit cards are being replaced with chip cards, 

and we’ll replace all debit cards with chip cards in 2016. 
We want our cards to be the ones members use first, so 
we’ve been preparing to launch new Visa® Platinum and 
Signature credit cards in 2016, with competitive inter-
est rates and higher rebates. We hope these new cards 
will have greater appeal for members than our current 
credit card options.

Chavez: Vehicles seem to be the one area where con-
sumers are willing to spend. Auto lending also serves as 
a channel for bringing in new members, and the inter-
est rate risk is low. Although we tend to book loans at 
longer terms – 72 months for used vehicles, 84 months 
for new – the average auto loan duration at SLFCU is 
just 24 months. This year’s low rate promotion brought 
challenges beyond a heavy workload. It lowered our loan 
yield to 4.09%, narrowing the margin between the loan 
and dividend rates. 

In early 2015 we introduced borrower protection in 
place of loan insurance for auto loans, credit cards, and 
personal loans. We felt the new product offered greater 
value to our members, allowing them to cancel or waive 

FIRST LINE OF DEFENSE

SLFCU’s Risk Manager Leads  
the Fight Against Fraud
Rachel Dimas uses her background in lending, compli-
ance, and human resources to bring a unique perspec-
tive to her role as SLFCU’s Risk Manager. Established in 
2000, SLFCU’s Risk Management department manages 
all forms of risk to the Credit Union, such as disaster 
recovery, insurance policies, and internal practices and 
procedures. Rachel joined the department in 2014. “We 
deliberately look at the worst case scenarios,” she says, 
“to be as prepared as possible for the ‘what if.’ ” 

Keeping member data safe is an important part of 
Rachel’s job, and combating fraud is an ongoing 
endeavor. Rachel urges members to err on the side of 
caution when it comes to providing personal informa-
tion. “Exercise restraint when extending your trust to 
strangers or people whom you’ve just met. When doing 
business, if something sounds too good to be true, take 
that as a clear warning.”

The responsibilities and expectations of risk managers 
in the financial industry have evolved in recent years. 
“We’re now conducting many of our own investiga-
tions,” Rachel says, “not just passing cases on to law 
enforcement.” She often gathers her own case evidence 
before working with law enforcement agencies to com-
plete the investigation. “We don’t just want to be good 
enough; we want to be great.” 

Rachel also represents the Credit Union in organiza-
tions such as Infragard and the Financial Institutions 
Security Officers Association of New Mexico, which 
promote security and safety though partnerships 
between law enforcement and the financial commu-
nity. This partnership opens a line of communication 
through which information about new forms of fraud 
that are infiltrating the financial industry can be shared, 
thereby better equipping institutions to look for and 
handle situations as they arise.
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payments under specific circumstances, and we set 
what seemed to be a lofty goal – add borrower protection 
to 25% of new consumer loans. It’s satisfying to see that 
we were right about the value of this product; members 
opted to add this plan to 41% of their loans. 

In the student loan arena, we began consolidating fed-
eral student loans as well as private student loans.  

A consolidated loan is more convenient to manage and 
can save money, but we advise members to review their 
options carefully since they could lose federal loan ben-
efits if they consolidate. It’s important to us to make 
sure members understand all of their options and possi-
ble outcomes so they can make the best decisions about 
their finances.

Taking First Steps
Chavez: I look at much of what we did in 2015 as a pre-
cursor for things to come. We began work on a long-
term information systems strategic plan by conducting 
an evaluation of our current systems – how they work 
together, where there are gaps, and how we’d like them 
to function. 

Every five years or so we develop a strategic facilities 
plan – a look at where we might best serve our member-
ship in coming years with new branch locations. Given 
our focus on technology and the new branches in Rio 
Rancho and Edgewood, we don’t expect to build any new 
branches for some time. 

We opened a “temporary” branch location in Edgewood 
in 2007 and occupied that space much longer than 
anticipated. SLFCU started negotiating for property to 
build a freestanding branch in Edgewood about seven 
years ago, but the economic downturn affected the land-
owner’s plans, and we had to delay the project. The new 

Edgewood branch is a huge investment in the commu-
nity – it has a drive-up, safe deposit boxes, a large com-
munity room, and strong potential for growth.  

Fink: Employee development has been another big 
focus, starting with identifying succession candidates 
at the vice president levels. We’re conducting skills-gap 
analyses of our future management and building devel-
opment plans so we’re prepared to continue performing 
at high levels as members of the executive team retire. 
We continue to provide in-house training and external 
resources for developing current management as well 
as future managers. 

SLFCU puts a lot of effort into hiring and training  
the right people, and the staff has ample opportunity  
to try new things through lateral moves as well as 
advancement. Employee satisfaction continues to be 
very high, with nearly 92% rating themselves as satis-
fied or very satisfied.

Giving Back
SLFCU staff and members continued their commitment 
to community service and support through these causes:

APS School Supply Drive
CLNkids
Habitat for Humanity
National Forest Foundation
Roadrunner Food Bank
Ronald McDonald House Charities of New Mexico
Shoes for Kids
St. Martin’s Hospitality
Tri-Valley Haven Food Pantry
UCSF Benioff Children’s Hospital Oakland
United Way
UNM Children’s Hospital
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Francesco Fucilla, Ted Lick, and Daniele Cuomo have  
a combined 75 years of experience in the restaurant  
and hospitality industries. Recently they achieved a 
mutual lifetime goal by purchasing ownership stakes in 
their first restaurant, Terra Mia Italian Restaurant in 
Livermore, CA.

“Owning a restaurant has always been something I 
wanted to do,” says Ted. “I was almost ready to abandon 
the idea since it tends to be a young person’s game, but 
having two capable and dedicated business partners 
made it worth pursuing.”

Terra Mia has been a popular restaurant with both locals 
and tourists since it opened in 2006. Francesco and 
Daniele have worked at the restaurant since it opened, 
and Ted started working there in 2011.

Francesco became an owner of Terra Mia in 2010, and 
when the opportunity for ownership arose for Ted 
and Daniele, they pursued financing from a number of  
different sources. Nothing worked out until Livermore 
Regional Branch Manager Steve Larrañaga – a fre-
quent customer – mentioned that SLFCU Business was  
available to help. In addition to providing funding 

to Ted and Daniele, SLFCU refinanced Francesco’s  
ownership stake. They closed the deal last May with 
the help of Priscilla Pollock, a Commercial Lender in  
SLFCU’s Business Loan Services department.

Ted says, “SLFCU made owning this restaurant possible 
for me. They were able to get it done.” 

Terra Mia’s menu focuses on using only the freshest, 
highest quality local ingredients. Everything from the 
bread to the pasta and sauces are made in-house, which 
is how food is enjoyed in Italy. 

Daniele says the best part of owning Terra Mia is the 
ability to be a part of the local community and to edu-
cate people about their unique culture. “The tradition, 
experience, and background we have in the world of 
Italian cuisine has been passed down from our moms 
and grandmas directly from Italy.”

“Owning this restaurant has been very rewarding,” Ted 
says. “There is nothing more satisfying than putting a 
smile on someone’s face and knowing that you have pro-
vided your guests with a wonderful experience.”

FIRST RESTAURANT

SLFCU Finances a Culinary Dream
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2015 Finances

ASSETS 
in millions of dollars

LOANS 
in millions of dollars

SHARES 
in millions of dollars
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RESERVE RATIO 
Percent of Assets

   2015 2014

 Total Assets $2,215,454,000 $2,102,913,000

 Loans 1,111,099,000 1,037,617,000

 Investments 933,523,000 867,510,000

 Members’ Share Accounts 1,975,684,000 1,877,253,000

 Reserves and Undivided Earnings 245,268,000 223,135,000

 Gross Income 71,726,000 71,219,000

 Dividends Earned by Members 11,090,000 11,666,000

 Net Income 22,133,000 22,989,000

SOURCES of Income

Interest on Loans: 62.4%
Interest on Investments: 20.3%
Other Income: 17.3%

DISTRIBUTION of Income

Undivided Earnings/Reserves: 30.9%
Personnel: 29.1%
Operating/Non-operating Expense: 22.5%
Dividends to Members: 15.5%
Loan Loss Provision: 2.0%

LOANS 
in millions of dollars
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Balance Sheet   Year Ended Year Ended 
   December 31, 2015 December 31, 2014 
   (unaudited) (audited)

ASSETS

 Loans to Members $1,111,099,000 1,037,617,000

  Less: Allowance for Loan Losses (5,192,000) (5,577,000)

 Cash and Cash Equivalents 99,103,000 133,122,000

 Investments 933,523,000 867,510,000

 Accrued Interest Receivable 5,009,000 4,727,000

 Building, Land, and Equipment, Net 30,222,000 28,680,000

 Deposit with NCUSIF 17,717,000 17,381,000

 Other Assets 23,973,000 19,453,000

 
 Total Assets $2,215,454,000 2,102,913,000

LIABILITIES AND MEMBERS’ EQUITY

 Accrued Dividends Payable 914,000 934,000

 Accounts Payable and Other Liabilities 15,529,000 11,713,000

 Total Liabilities 16,443,000 12,647,000

 
 Members’ Share Accounts 1,975,684,000 1,877,253,000

 
 Reserves and Undivided Earnings 

  Regular Reserves 20,396,000 20,396,000

  Undivided Earnings 224,872,000 202,739,000

  Accumulated Other Comprehensive Loss (21,941,000) (10,122,000)

 
 Total Liabilities and Members’ Equity $2,215,454,000 2,102,913,000

Supervisory Committee
The Supervisory Committee retains both external and 
internal auditors to review the operations and systems 
of internal control of the Credit Union. Audits are struc-
tured to coordinate both audit groups, with guidance 
and control by the Supervisory Committee. The audit 
programs are prepared in accordance with operating 
manuals furnished by the National Credit Union 
Administration and are designed to identify areas where 
improvement may be desirable.

The Committee has retained the certified public 
accounting firm of Moss Adams LLP to conduct an 
independent review of the Credit Union’s financial state-
ments. The full report of Moss Adams will be available 
at the Credit Union’s administrative office for review by 
the membership.

CHAIRPERSON: Curt Nilsen
COMMITTEE MEMBERS: Louis Griego,  
Patsy Jones, R. Duff Lill, Aaron Lobato
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Income Statement
   Year Ended Year Ended 
   December 31, 2015 December 31, 2014 
   (unaudited) (audited)

INTEREST INCOME

  Interest on Loans $44,805,000 45,063,000

  Interest on Investments 14,546,000 14,141,000

 Total Interest Income 59,351,000 59,204,000

INTEREST EXPENSE

  Members’ Shares 11,090,000 11,666,000

 Net Interest Income 48,261,000 47,538,000

 Provision for Loan Losses 1,418,000 1,243,000

 Net Interest Income After Provision for Loan Losses 46,843,000 46,295,000

NON-INTEREST INCOME

  Interchange Income 6,400,000 6,356,000

  Negative Balance Fees 2,823,000 3,041,000

  Other Non-interest Income 3,152,000 2,618,000

 Total Non-interest Income 12,375,000 12,015,000

 Income Before Operating Expenses 59,218,000 58,310,000

OPERATING EXPENSES

 Compensation and Employee Benefits 20,910,000 19,040,000

  Office Occupancy 1,823,000 1,717,000

  Office Operations 4,993,000 4,619,000

  Professional and Outside Services 6,061,000 6,756,000

  Educational and Promotional 439,000 579,000

  Credit Card Rebates 793,000 829,000

  Other 2,014,000 1,713,000

 Total Operating Expenses 37,033,000 35,253,000

 Operating Income 22,185,000 23,057,000

 Non-operating Income (Expenses) (52,000) (68,000)

 
 Net Income $22,133,000 $22,989,000

15



Changes in Financial Position
CASH FLOWS FROM OPERATING ACTIVITIES  
    Year Ended Year Ended 
    December 31, 2015 December 31, 2014 
    (unaudited) (audited)

 Net Income $22,133,000 22,989,000

 Adjustments to Reconcile Net Earnings to Cash Flows  
 from Operating Expenses

  Decrease (Increase) in Accrued Dividends Payable (20,000) (64,000)

  Depreciation and Amortization 1,672,000 1,479,000

  Provision for Loan Losses 1,418,000 1,243,000

  (Gain) Loss on the Sale of Investment/Fixed  
  Assets/Unrealized (Gains) Losses 52,000 68,000

  (Increase) Decrease in Accrued Interest Receivable  (282,000) 306,000

  (Increase) Decrease in Prepaid Expenses  
  and Other Assets (4,572,000) (6,087,000)

  Increase (Decrease) in Accrued Expenses  
  and Other Liabilities (8,003,000) (538,000)

   Cash Flows from Operating Activities 12,398,000 19,396,000 

 
CASH FLOWS FROM INVESTING/FINANCING ACTIVITIES

  Decrease (Increase) in Loans to Members (75,285,000) (65,822,000)

  Net Increase (Decrease) in Member Deposits 98,431,000 50,889,000

  Net (Increase) Decrease in Investments (66,013,000) 23,855,000

  Increase in NCUSIF Deposit (336,000) (527,000)

  Purchases of Premises and Equipment (3,214,000) (2,781,000)

   Cash Flows from Investing/Financing Activities (46,417,000) 5,614,000

NET INCREASE (DECREASE) IN CASH  
AND CASH EQUIVALENTS (34,019,000) 25,010,000

 Cash and Cash Equivalents, Beginning of Year 133,122,000 108,112,000

 Cash and Cash Equivalents, End of Year $99,103,000 $133,122,000

 

Bottom cover photo, and photo on page 11 by ultra-spective photography. All other photos by Norman Johnson.
Apple Pay is a trademark of Apple Inc. 
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Mission Statement
Sandia Laboratory Federal Credit Union exists to provide a tailored array of convenient services to satisfy  
the financial needs of our members and to provide these services with the highest possible level of technical 
and operational efficiency while keeping a close and caring touch with our members and employees.

A valued partner for employers
More than 900 companies in the Albuquerque area and the Bay Area of California have made Sandia  
Laboratory Federal Credit Union a valuable part of their employee benefits package. And that value  
comes at no cost to employer or employee. Chartered in 1948, SLFCU is a full-service, government- 
insured, member-owned financial institution dedicated to the financial success of our members. Employees  
of our member companies regard their eligibility to join and use SLFCU services as a special benefit provided 
by their company.

For more information about company eligibility, please call 505.293.0500 or 800.947.5328, or visit  
www.slfcu.org/Join.

   2015 2014 Average CU 
   SLFCU SLFCU with Assets of $1 Billion  
     & Over (September 2015)*

 Members 82,096 77,083 206,752

 Assets $2,215,454,000 $2,102,913,000 $2,781,487,000

 Assets Per Member 26,986 27,281 13,453

 Total Savings Per Member 24,066 24,354 11,086

 Dollars Loaned Per Member 13,534 13,461 9,088

 Operating Expenses (Less Provision  
 for Loan Losses) to Average Assets 1.6% 1.6% 2.8%

 Employees Per Million Dollars of Assets 0.12 0.13 0.18

 Total Reserves to Assets 11.1% 10.6% 10.8%

 Loans to Outstanding Shares 56.2% 55.3% 82.0%

 Loans to Outstanding Assets 50.2% 49.3% 67.6%

 Delinquent Loans to Outstanding Loans 0.57% 0.61% 0.72%

 Dividends to Gross Income 15.5% 16.4% 10.9%

Statistical and Comparative Data

*Data from the Callahan & Associates September 30, 2015 Report



Federally Insured by NCUA

EQUAL HOUSING
LENDER

www.slfcu.org  
505.293.0500  •  800.947.5328
P.O. Box 23040, Albuquerque, NM 87192

CREDIT UNION CENTER
3707 Juan Tabo NE
Albuquerque, NM 87111

COTTONWOOD 
3740 Ellison Road NW
Albuquerque, NM 87114

EDGEWOOD
1 Liberty Square Circle
Edgewood, NM 87015

KIRTLAND
Wyoming and I Street, KAFB
Albuquerque, NM 87117

LIVERMORE DOWNTOWN
39 South Livermore Avenue
Suite 101
Livermore, CA 94550 
 

LIVERMORE EAST
7011 East Avenue
Livermore, CA 94550

LOS LUNAS
2700 Palmilla Road NW
Los Lunas, NM 87031

PASEO DEL NORTE
8920 Holly NE
Albuquerque, NM 87122

RIO RANCHO
1900 Wellspring Avenue SE
Rio Rancho, NM 87124

TECH PARK
1301 Britt Street SE
Albuquerque, NM 87123


