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Manatee Community FCU 
Bradenton, FL | Assets $35 Million 

 
BACKGROUND 

The credit union operates in a very low income community and had historically struggled to maintain positive 
growth. Sherod Halliburton started at Manatee in February 2012 as Executive Vice President, and immediately 
kicked off a number of initiatives to get things turned around at the credit union. He was promoted to 
President in July 2013. We reached out to Mr. Halliburton to find out exactly how they’ve been able to reach 
and exceed many of their goals. 

 

LSCI: What is your background and how has that served you in your role as head of Manatee? 

Sherod Halliburton: My background is in community development, so I have a lot of experience in connecting 
various organizations.  I also have a background in credit, so the credit union arena was really a perfect fit for 
me. At Manatee, we’ve formed partnerships with many local businesses and community groups, which has 
really allowed us to connect with people and move the needle in our local marketplace. One of my mantras 
has always been “doing well by doing good”, and we’ve tried to incorporate that in to everything we do at the 
credit union too. 

LSCI: What kind of things did you do when you first started at the credit union to turn things around? 

Sherod Halliburton: We are the smallest financial institution in the marketplace and we felt very clearly that 
we needed to be different. We are in a very low income community so we pursued ways to uncover the needs 
of the population. We found that auto lending is what really drives people around here. People need reliable 
transportation to make it to work each day, so we focused our efforts on creating programs to meet this need. 

We try to connect to the community in as many positive ways as possible. Word of mouth has been key. I 
spent the first year giving presentations to community organizations; networking and getting the word out 
about the credit union. We’ve created an environment where the population is treated with respect and 
dignity. More specifically, we hold twice a year car sales for our members. We’ve started relationships with 
dealers and weeded out the bad ones. We definitely have more staff than peers, as we believe in an old 
school, high touch approach. But we’re also big on high tech, with a new online banking system and other 
innovations on the way. 

LSCI: What results have you seen? 

Sherod Halliburton: Negative loan growth has turned into positive loan growth – from about negative 21% five 
years ago to over 55% positive growth this year. We’ve been able to translate these positive earnings into 
savings for members through better loan rates and deposit rates. Our ROA is a very healthy 1.7%. 

LSCI: Your loan yield is very high compared to industry averages.  What kind of things are you doing to attain 
such high yields?   

Sherod Halliburton: As we mentioned, we serve a very low income community where the average credit score 
is not very high. Rather than turn these members over to the payday lenders, we looked at ways to help lower 
paper members get approved. We started our Second Chance lending program designed for those with less 
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than perfect credit, and so far, we’ve been able to help a lot of members that would have otherwise gone 
elsewhere. 

LSCI: How have you been able to keep delinquencies and charge-offs in check and mitigate the effects of taking 
more risk? 

Sherod Halliburton: First off, we put a strategy in place for quality origination on the front-end. With our 
Second Chance lending program, we incorporated such things as gps units with auto interrupter devices to 
encourage members to stay current. We also hired a full time collector and a formal collections process was 
put in place.  We are on the phone with the member the first day of delinquency. We are respectful but 
aggressive. We don’t view it as a bully approach. We know once the member gets behind, they will have a very 
hard time catching up, so it’s in everyone’s best interests that they stay current. GAP and warranty products 
are also built in to the second chance program. 

LSCI: Your fee income is also very high. How have you achieved these results? 

Sherod Halliburton: We have a lot of products to protect our members: Credit Life and Disability, GAP, MBI, 
Overdraft protection. These are in place not to exploit members, but to protect them.  

LSCI: What is one thing that has made the biggest impact on your success over the past year? 

Sherod Halliburton: If you truly care about your members, you have to truly care about your staff. Put them 
into positions to succeed and they will carry out your vision of making a difference in members’ lives. We also 
invest a lot in our people. 

 

Manatee FCU Key Performance Ratios: 5 Year Comparison 

Ratio Manatee 
6/30/2011 

Manatee 
6/30/2016 

Peer Avg 
6/11 

Peer Avg 
6/16 

Percentile 
6/11 

Percentile 
2016 

Gross Loan Yield 7.39% 8.76% 6.60% 5.43% 80.20% 97.90% 
Net Loan Yield 2.41% 7.90% 5.98% 4.96% 0.40% 97.70% 
Delinquency 2.29% 0.45% 1.50% 1.14% 18.00% 64.60% 
Charge Offs 4.98% 0.86% 0.62% 0.47% 0.20% 16.50% 
Net Interest Margin 3.84% 5.55% 3.40% 2.98% 69.90% 98.80% 
Loan Growth -20.98% 55.16% -1.19% 4.29% 1.50% 99.40% 
Loan-to-Share 56.62% 89.64% 57.91% 57.61% 45.80% 94.30% 
Yield on Investments 1.56% 1.31% 1.58% 1.16% 61.20% 75.70% 
ROA -0.50% 1.70% 0.36% 0.31% 7.00% 98.20% 

 

CONCLUSION: 

As you can see, Manatee’s metrics are up across-the-board. Their investment in their people and commitment 
to serving their members have paid huge dividends for both the credit union and the community. We 
congratulate Sherod and his management team on a job well done, and wish them continued success in their 
future endeavors! 

 


