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Mind Share, Market Share, Wallet Share: 
Growth by Design

The Growth Reality

• Growth is harder, slower, 
and more competitive

• Members have more 
choices than ever

• Differentiation is shrinking 
across products

• The winners design growth 
intentionally
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The 3 Growth 
Engines

• Mind Share: Are we known 
and remembered?

• Market Share: Are we 
chosen?

• Wallet Share: Are we fully 
valued?

• Sustainable growth requires 
all three working together

The Strategic 
Question
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MIND SHARE

Owning Mind Share

• Awareness is not enough—relevance 
is required

• Emotional connection drives recall 
and preference

• Brand = promise + experience 
delivered

• Mind share is the gateway to all growth
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Visibility in a Crowded 
Market

• Digital channels dominate attention

• Frequency and consistency build 
recognition

• Community presence still matters—if 
intentional

• KPIs: Brand awareness, engagement 
rates, share of voice

Messaging That 
Resonates

• Speak to life events, not 
just products

• Simplicity beats complexity 
every time

• Authenticity builds trust

• 10XCU Insight: Top 
performers align messaging 
tightly to member needs
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Trust as a 
Strategic Asset
• Trust accelerates decision-

making

• Transparency builds long-term 
relationships

• Consistency reinforces credibility

• KPIs: NPS, trust scores, brand 
sentiment

MARKET SHARE
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Winning Market 
Share

• Being considered is not the 
same as being chosen

• Ease, speed, and clarity win 
decisions

• Competitive advantage 
comes from experience, not 
rates

• Market share reflects 
execution

Showing Up 
Where It 
Matters

• Digital-first, but not digital-only

• Strategic placement across channels

• Meet members where they are—physically and digitally
• KPIs: New member growth rate, channel acquisition mix

11

12



5/4/2026

7

Account 
Opening as a 
Growth Lever
• First experience defines 

future engagement

• Friction = lost opportunity

• Simplicity increases 
conversion

• KPIs: Conversion rate, time 
to open, abandonment rate

Lending as 
Market 

Expansion

• Lending drives visibility and 
relevance

• Speed and certainty win 
loans

• Embedded lending 
opportunities are increasing

• KPIs: Loan growth rate, 
approval speed, pull-
through rate
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10XCU Market 
Share Example

• Consistent above-peer 
member growth over 5+ years

• Outperformance tied to 
seamless onboarding + lending

• Growth achieved without 
sacrificing capital strength

• Focus on trajectory, not one-
year spikes

WALLET SHARE
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Deepening Wallet 
Share

• Growth shifts from acquisition to 
relationship depth

• More products = stronger loyalty

• Relevance drives cross-sell—not sales 
pressure

• Wallet share is where profitability lives

Becoming the 
Permanent 
Financial 
Institution (PFI)

• PFI status drives long-term value

• Daily interactions (payments, checking) anchor relationships

• Simplicity increases usage
• KPIs: Checking penetration, direct deposit percentage, 

retention rate; member lifetime value
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Payments as 
the Daily Habit

• Payments create consistent 
engagement

• Real-time expectations are 
rising

• Control and convenience 
build trust

• KPIs: Payment transaction 
volume, digital wallet 
adoption

Data-Driven 
Relationship 
Growth
• Data reveals opportunities 

for deeper engagement

• Predictive insights 
outperform reactive 
strategies

• Personalization increases 
conversion

• KPIs: Products per member, 
cross-sell ratio, 
engagement score
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10XCU Wallet 
Share Example

• Higher-than-peer products per 
member

• Strong checking and loan 
relationships

• Sustained revenue and capital 
growth

• Long-term focus: 20-quarter 
averages, not short-term gains

SYNCHRONIZATION & EXECUTION
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Connecting Mind, 
Market, and 
Wallet Share

• Disconnected strategies 
limit growth

• Alignment across 
marketing, service, lending, 
and operations

• Experience is the unifying 
force

• Growth accelerates when 
all systems work together

Call to Action: 
Growth by Design

• Be intentional about where you win

• Invest in relevance, not just scale

• Measure what predicts growth—not 
just what reports it

• Final Thought: The best credit 
unions don’t chase growth—they 
design it
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Jeff Rendel, Principal

jeff@jeffrendel.com

951.310.7275
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