
C O N T R A C T  S T R A T E G Y  &  N E G O T I A T I O N

C O R E  ·  D I G I T A L  ·  P I N  N E T W O R K  ·  C A R D  P R O C E S S I N G  ·  C A R D  B R A N D

K E Y  P R I O R I T I E S

Evaluate interconnected contracts strategically

Build a stronger foundation for future growth

Reduce pressure on a lean internal team

Add digital capabilities requested by members

Avoid being boxed into a one-size-fits-all
solution

SERVICES  PROVIDED: Technology & Contract Assessment | Vendor Evaluation Support | Pricing & Market Benchmarking | Contract Negotiation

That outside perspective helped leadership
evaluate new capabilities, compare options
objectively, and make decisions with the credit
union’s future in mind.

$2.33M+ Expanded Capabilities
TOTAL SAVINGS &

BENEFIT  ACHIEVED
GROWTH ·  EFF IC IENCY
MEMBER EXPERIENCE

CORE · DIGITAL · PIN NETWORK
CARD PROCESSING · CARD BRAND

What began as a core conversion became a broader technology and contract strategy—helping
Great Erie Federal Credit Union expand capabilities, strengthen its competitive position and achieve
more than $2.33 million in documented savings and benefits.

T H E  C H A L L E N G E

Legacy technology was limiting what came next

A D V A N T A G E - F I . C O M C O N T R A C T  O P T I M I Z E R  ·  G R E A T  E R I E  F E D E R A L  C R E D I T  U N I O N P A G E  0 1  /  0 2

The credit union approached the process with
an open mind, looking beyond familiar solutions
to better understand the broader marketplace.

C L I E N T  P E R S P E C T I V E

C A S E  S T U D Y

We really came to this with a blank slate and depended on
ADVANTAGE to help guide and direct us through the process.”
R O B Y N  Y O U N G ,  P R E S I D E N T / C E O
G R E A T  E R I E  F E D E R A L  C R E D I T  U N I O N

Modernizing Technology. Maximizing Contract Value.

With several major contracts approaching key decision points at roughly the same time, Great Erie
FCU’s core conversion quickly became a broader evaluation of its digital and connected technology
environment.

With the platform nearing the end of its useful life—and several related
contracts reaching critical decision points—leadership saw an opportunity
to do more than replace the core. Great Erie FCU wanted a technology
environment that could support growth, improve efficiency and deliver the
capabilities members increasingly expected.

Great Erie FCU had relied on its existing core for years, but the technology
was increasingly limiting the products, integrations and digital capabilities
the credit union could offer.

Leadership was also watching what was happening with similarly sized
peers, several of whom were being steered toward a single, one-size-fits-all
platform. Great Erie FCU wanted a path that fit its own strategy—not just
whatever the incumbent vendor was offering everyone else.

Orchard Park, NY · $152M+ in Assets
Serving More Than 9,000 Members 

5Contract
Areas

R O B Y N  Y O U N G ,  P R E S I D E N T / C E O

You really need to align yourself with industry
professionals who are well connected and have
the experience you need to take the credit union
through this process.”



S T A R T  T H E  C O N V E R S A T I O N

Are your technology contracts supporting what
comes next?
A stronger contract strategy can help reduce costs, improve
terms and better position your institution for future growth.

C O N N E C T  W I T H  O U R  T E A M

Vendor Contract Negotiation · Tech Stack Evaluation

kelly.flynn@jmfa.comKelly Flynn //
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Gather internal input and evaluate capabilities

Negotiate agreements for core, digital, card
processing, PIN network and card brand

Assess current technology, contracts and future
requirements

Identify qualified providers across the marketplace

Benchmark pricing, terms and contractual
opportunities

E N D - T O - E N D  E N G A G E M E N T

A P P R O A C H  ·  R E S U L T S  ·  I M P A C T

T H E  A P P R O A C H

From one technology decision to a coordinated strategy

S T R A T E G I C  V A L U E  D E L I V E R E D
Broader market perspective. Access to options
and capabilities beyond the credit union’s existing
technology environment.

Reduced internal burden. Structured support
helped a lean team manage a demanding, multi-
contract initiative.

Negotiating leverage. Benchmarking and market
insight strengthened Great Erie FCU’s position.

Specialized expertise. Industry knowledge
helped leadership ask stronger questions and
evaluate complex decisions.

W H Y  A D V A N T A G E

Specialized expertise for high-stakes decisions

Great Erie FCU achieved $2,335,393 in documented savings and
benefits across digital, card processing, brand, core and PIN
network agreements.

T H E  R E S U L T S

Measurable value—and a stronger foundation

For Great Erie FCU, that meant experienced resources at the
table across all five contract areas—core, digital, card
processing, PIN network and brand—pursuing greater value
from every agreement.

ADVANTAGE brings market intelligence, benchmarking insight
and specialized industry experience to technology and
contract decisions that can affect an institution for years.

What began as a core project expanded into a broader evaluation of Great Erie FCU's technology and contract environment,
with ADVANTAGE Contract Optimizer bringing specialized expertise into negotiations across every contract area.

A D V A N T A G E - F I . C O M C O N T R A C T  O P T I M I Z E R  ·  G R E A T  E R I E  F E D E R A L  C R E D I T  U N I O N P A G E  0 2  /  0 2

R O B Y N  Y O U N G ,  P R E S I D E N T / C E O

“I've spoken to other CEOs who think they've got the
one 'super tech' person on staff and don't need outside
help. Outside expertise needs to be considered,
particularly before making a major decision about your
credit union’s future. While team members may be
experts in their areas, they don’t always know the right
questions to ask during discovery.”

M I C H A E L  P I E R I N O ,  V P  O F  O P E R A T I O N S

B E Y O N D  T H E  N U M B E R S
The new platform expanded access to products and
services members had been asking for, including
biometric authentication, online lending, contactless
cards, digital issuance and financial management
tools. Overall, the transition has been smooth,
strengthening key vendor relationships and improving
alignment across major contract timelines.

“We told them what our vision of the credit union
was in the future and what our wish list was.
ADVANTAGE helped make it more affordable.”

mailto:kelly.flynn@jmfa.com

