




  63 
 

To validate the interview questions, they were first reviewed by colleagues with 

experience of succession planning. Following validation, a pilot interview was conducted with a 

current credit union CEO to ensure the questions were producing the desired information and to 

determine the time needed for the interview process. The researcher used the pilot interview to 

assist in ensuring there were appropriate follow up/probing questions as well as to understand 

how the interviewees may interpret the questions within the interview protocol. The pilot process 

resulted in further interview modifications which were incorporated into the process as 

appropriate to ensure information gathered would enable addressing the study purpose.  

Ethical and Human Subjects Consideration 

Israel and Hay (2006) noted that the researcher must “protect their research participants; 

develop a trust with them; promote the integrity of research; guard against misconduct and 

impropriety that might reflect on their organizations or institutions; and cope with new, 

challenging problems” (as cited in Creswell, 2014, p. 92). Prior to conducting the study, a formal 

review was completed through Pepperdine University’s Institutional Review Board (IRB) who 

ensures that all research involving human subjects protects the welfare and dignity of all 

participants and that all participants are ethically protected. Exempt status (45cf4.46.101 (b)(2)) 

was requested because participants were all from an adult population, which was not a protected 

group and because the study did not present more than a minimal risk to subjects or involve 

deception. IRB approval was granted on November 5, 2015 (Appendix A). The letter used to 

reach out to the CEOs is included in Appendix B, and a generic version of the thank you email 

that was used is located in Appendix C. The researcher personalized the emails in several cases 

based on dialogue that occurred during the interview. 
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There was minimal risk for a CEO to participate in this study. The participants were only 

asked to share their experiences as the CEO within their organizations.  CEOs may have 

perceived that not being a subject matter expert on succession planning was considered negative; 

however, the researcher did not get this feeling during the interviews. Concerns were expected 

regarding any negative attention that could be brought to a credit union based on the information 

that was shared. Each participant was informed that information shared through the interview 

process would be handled confidentially and their personal identities and organizations would be 

protected. One participant did voice this concern as they shared confidential information during 

the study. They were assured there would be no identifying information in the study findings, 

and that remained true when the researcher shared the findings in chapter four. Creswell (2013) 

noted that ethical issues are common in the data collection area. To avoid ethical issues in this 

research, several key components occurred. The researcher ensured that all participant 

information remained confidential. The researcher explained several items to the participant 

including the fact that they were a participant of the study as well as the clear purpose of the 

research. The researcher shared experiences with the participants during the interviews. 

Participants were provided with informed consent forms and there were no deceptive techniques 

used in this study. To minimize the risk of a breach in data recordings, no signed informed 

consent was collected.   

To protect the confidentiality of the individuals in the study, no associating credit union 

or participant data was shared in the findings of the study and only categories and themes that 

resulted across multiple credit unions were shared. In addition, forms and interview recordings 

were coded using an assigned letter/number combination, to help protect the identity of each 

individual and codes were stored separately from the transcribed data (Creswell, 2014). 



  65 
 

Recordings and transcripts from the interviews will be saved by the researcher for five years in a 

safe after the publication of the study. Participation was completely voluntary with no recourse 

for not participating. The researcher provided the following explanations about the study to all 

potential participants: 

• The purpose of the study was to identify impediments to succession planning in  

credit unions as well as to identify potential resources to help credit unions 

implement or improve succession planning within their organization.  

• The duration of the survey would not be more than 60 minutes. 

• There was minimal risk to their participation in this study. Their participation was  

voluntary and could be terminated at any time. Their participation will not be 

known to any of his/her peers. 

• Participation in the study may only indirectly impact them and their credit union.  

The research was meant to expand the knowledge about impediments to 

succession planning within the industry and to identify potential tools that can 

assist all credit unions in this strategic planning process in the future. 

• The university and the researcher did and will strictly maintain their  

confidentiality. Responses will be recorded to ensure accuracy when analyzing 

the data and saved in a secured location for a minimum of five years.  

• Participants were advised on how to contact the researcher and the dissertation  

chair for additional information or to address questions or concerns. 

Data Analysis 

 Huberman and Miles’s (1994) systematic approach was used for data analysis because of 

its history in qualitative research (as cited in Creswell, 2013). The researcher wrote notes in the 
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margin as the interviews were taking place, and she began the process of sketching ideas during 

the data collection phase. Notes were taken throughout including reflective passages. Once the 

interviews were complete, each recording was transcribed. Field notes were summarized, and the 

researcher began working with the words to make notes and identify possible categories and 

themes. To aid this process, HyperRESEARCH, a qualitative software tool, was used.  

The data was coded for key words related to the associated research questions. A code 

book with clear definitions was developed during the first and second review of the data. Codes 

included expected findings as well as other commonly noted ideas/themes that surfaced during 

the interviews. The researcher reflected on the overall meaning, identified the tone of the ideas, 

looked for general ideas that erupted from the interview notes, and understood the overall 

credibility and depth of the interview data (Creswell, 2014). Because it was a phenomenology, 

the emphasis was on analyzing significant statements (Creswell, 2014). Patterns and themes were 

identified by combining several codes to form common ideas (Creswell, 2013). To appropriately 

interpret the data from a phenomenology, a “textual description” of what happened as well as a 

“structural description” of how it was experienced was developed by the researcher using the 

data (Creswell, 2013, p. 191). At that point “the essence” was also be developed and represented 

in the study results using tables, figures, and discussion (Creswell, 2013, p. 191). To ensure 

reliability of the coding process, an experienced researcher (peer-examiner) was asked to review 

the code book and coded transcripts to ensure consistency. Dialogue with the peer examiner 

about needed modifications occurred until agreement was reached that the data had been coded 

accurately. 
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Findings and Implications 

 The final manuscript is in descriptive, narrative form and shares in detail the responses to 

the research questions. The seven identified categories that resulted from the data are explained 

in depth in chapter four. Any trends in data are also shared as these factors may assist other 

credit unions in identifying solutions to their own succession planning struggles. The CEO’s 

ideas for starting a successful succession planning process, overcoming impediments, and 

improving or expanding on the existing processes in place are shared.  

The key findings of the study are then shared in response to the research question or sub 

question they relate to. The six conclusions that resulted from this study are also explained and 

practical and scholarly implications are discussed. The research that was either confirmed or 

identified as a nonissue based on the responses of the participants in this study are included 

within the implications. Because there is so little current research on this topic, future study 

topics that can help the industry and possibly other nonprofits or smaller businesses trying to 

compete are suggested.  
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Chapter 4: Findings 

 The purpose of this qualitative, phenomenological study was to gain a better 

understanding of the lived experiences of credit union CEOs in regard to succession planning 

with the goal of identifying impediments to this strategic process. The study also sought to 

understand what tools or resources would be valuable to other credit union leaders to enhance 

their current succession planning programs or to use when implementing succession planning 

into a credit union. The study focused on the following central research question and four sub 

questions: 

 What are the lived experiences of current Credit Union CEOs regarding  

succession planning within their organizations? 

Sub questions: 

 What internal factors influence the use or non-use of this strategic process? 

 What external factors influence the use or non-use of this strategic process? 

 What is difficult or easy about building leaders within their organization? 

 What tools or resources would assist in overcoming the internal and/or external  

factors? 

The interview protocol was specifically designed to understand the background of the 

CEO, the demographics and market differentiators of the credit union, the depth of the 

succession planning and leadership development programs within the credit union, tools and 

resources that either the CEO wished they had access to or that they recommended in the 

process, and lastly anything else the CEO felt would be valuable information to include in the 

study. 
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Eight CEOs who currently lead credit unions with more than $500 million in assets were 

interviewed as part of this study: five men and three women. Table 1 lists the participants by 

code, number of years in the role, gender, asset size, and level of succession planning occurring 

within the organization.  

Table 1 

CEOs by Codes, Time in Role, Gender, Asset Size and Level of Succession Planning 

 Participant 

code 

Time in CEO 

role 

 

Gender Asset size 

range 

Level of succession    

planning 

MM1 15 months Male $500M to $1.5B CEO 

SW10 10 years Female $500M to $1.5B All levels 

CR14 14 years Male $500M to $1.5B All levels 

SS14 14 years Female $1.5B to $2.5B VP and critical 

WK34 34 years Male $1.5B to $2.5B VP and critical 

EA7 7 years Male $1.5B to $2.5B VP and critical 

MC1 10 months Female $2.5B + All levels 

SB35 35 years Male $2.5B + Leadership development 

focus -no successors named 

 

The interviews produced a total of 384 coded passages grouped by seven categories: (a) 

CEO experience and credit union (CU) demographics, (b) CEO leadership mentalities and 

strategies, (c) succession planning and leadership development program management, (d) 

succession planning activities, (e) impediments, (f) facilitators, and (g) tools and resources.  

Table 2 displays the distribution of themes within each category. The counts for each theme are 

also listed in the table where appropriate to document the number of times the theme was found 

in the data. Findings are discussed by category and accompanied by the participant’s textual 

narratives to best convey the lived experiences. 
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Table 2 

Categories, Themes and Counts Resulting from the Data 

 Categories Themes Count

s 

 

CEO experience and CU 

demographics 

CEO path - not part of a plan 5 

  CEO path - part of a plan 3 

  Multi-industry background 3 

  Only CU background 5 

  High CU competition 4 

  Low CU competition 4 

CEO leadership strategies 

and talent management mentalities 

Technology and innovation 6 

  Agile work environments 4 

  Change hiring process 4 

  Succession planning is not the 

correct title 

2 

  Succession planning and leadership 

development get results 

4 

  Create a pool of leaders 7 

  Do not expect talent to stay forever 4 

  Fit with the culture or go 4 

  Hire from within unless the skill is 

not available 

3 

  Look internally and externally to 

find the best 

4 

Program management Two part process 5 

  Depth of the plan  

  Program management  

  Key components  

  Notify candidates or not? 7 

Succession planning 

activities 

Activities used within the 

succession planning process 

49 

Impediments Nothing gets in the way 5 

  Back burner item 5 

  Egos and human nature take over 4 

Facilitators Developing leaders is the CEO’s 

main job 

7 

  People/culture centric CEO 6 

  Strategic plan alignment 5 

  Engaged and supportive board of 

directors 

4 

Tools and resources Numerous tools available 4 

  Consultant 4 
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CEO Experience and Credit Union Demographics 

 All of the credit union CEOs met the requirements of the study of being in the industry 

more than 10 years and working within their credit union for the past five years. The CEOs  

tenure varied and the length of service of each CEO was noted in Table 1. There were two newer 

CEOs (MM1 and MC1) that became CEOs for the first time in the last 10-15 months, two CEOs 

who were in CEO roles for 34 and 35 years, and the other four were scattered in between at 7, 

10, 14,  and 14 years in CEO roles. Five out of the eight CEOs spent their entire careers in credit 

unions starting in teller positions, marketing roles, as well as other credit union support roles, 

while three of the participants had other industry experience including time in public accounting, 

brokerage firms, consulting, and large bank management. 

 Three of the CEOs were part of an informal or formal succession plan that provided some 

sort of grooming for the role. One female CEO noted that she was hired as a COO and was told 

during the hiring process she was being hired purposefully to be groomed for the CEO role. She 

also shared “the hiring CEO had no idea how to mentor anybody nor did he have any idea how to 

handle the likes of me” (SW10). All three of the groomed CEOs (two females and one male) 

were given additional responsibilities, department oversight, and job rotation to prepare them for 

their now CEO roles. The newest CEO, MC1, noted that she was part of an “extensive 

succession transition” that started in 2011. A year before the departing CEO left, the employees 

of the credit union and the communities they served were made aware of the upcoming 

transition, and she was included in all meetings the CEO normally attended. She noted that the 

“warm transfer” was positively endorsed by all successors. 

 While the CEOs have varying experiences and backgrounds, the credit union markets and 

communities in which they serve also have their own intricacies. The asset sizes of the credit 
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unions varied greatly with three credit unions in the $500 million to $1 billion range, three in the 

$1 billion to $2.5 billion range, and two over $2.5 billion in assets as noted in Table 1.  The 

member demographics of the credit unions varied greatly. The member stakeholders of the credit 

unions were noted to be highly affluent due to serving universities or wealthy areas of the 

county, not affluent due to mainly serving bases of teachers or state employees, high Hispanic or 

Latino populations, and agricultural industries. CEOs noted that in their markets they 

experienced in some cases high fraud, limited talent pools due to uneducated workforces, talent 

readily available, a lack of diversity in the state, strong marketplaces for businesses due to their 

location, as well as multiple CEOs who noted they are operating in very cooperative friendly 

states, which assists them in their success. 

 When CEOs were asked to rate the credit union competition in their markets on a scale of 

one through 10 with 10 representing the most competition, their responses were split equally 

with four noting high competition and four noting little competition. Those noting high 

competition explained there were a lot of credit unions in their markets and that other credit 

unions were entering their markets within the coming year.  Others indicating high competition 

noted that banks played a role in their competitive market. SS14 noted that the “other challenge 

is we have a lot of banks; they are mainly community banks” while SB35 shared that his state 

has “always been a tremendously strong banking state” due to several large banks headquartered 

there.  

Two CEOs noted little competition (five or less on the scale) and were very passionate in 

their responses. This was demonstrated by louder and more forceful tones in their voices and 

repetition in responses. Both EA7 and CR14 wanted to make sure their responses were 

understood and clear as noted in the following.  
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EA7 explained, “We don’t have any credit union competition. Let’s be clear about that! I 

think a lot credit unions are emotional and think they are competing against each other. We are 

not competing against credit unions. We are competing against the national banks and the large 

regional banks. Our industry is very myopic when we all compare ourselves to each other. We all 

look at each other. But it is the wrong benchmark. We should be comparing ourselves to our true 

competitors that own the market share.” 

CR14 rated the competition as a one stating “I want you to understand this. We own 7% 

of the market; the other 93% are banks. So I don’t look at those credit unions as competitors. I 

look at the banks.” 

CEO Leadership Strategies and Talent Development Mentalities 

 The CEOs showed great emotion regarding the competition. The same was true for the 

strategies they deploy to ensure their credit unions endure long term success. Again CEOs 

expressed their emotion in the tone of their responses. Their voices escalated, they shared how 

proud they were of their teams, or there was clear frustration with those not seeing the value and 

embracing talent development. A couple examples include: 

SB35: The only thing [the CEO] does have time for is to assure that if you are not there, 

the organization continues! There may be some CEOs that are pretty self-centered and think it is 

all about them.  

SW10: I put a lot of thought and energy into the development of these people! I never got 

to work with people at the caliber that we have! 

 CR14: How do you not have time for your people? I am sorry this is a little aggressive 

but no time for people? That’s ludicrous!  
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 The credit union strategies that emerged from the data include: (a) a focus on technology 

and innovation, (b) a focus on building or maintaining an agile work environment, and (c) a 

change in the current ways credit unions hire. All of the CEOs that have been in their roles for at 

least seven years noted at minimum two of these strategies currently in play inside their credit 

unions. Three of the CEOs note at least three of the strategies are present in their credit unions. 

The two newest CEOs did not mention any of these specific strategies in the context of the 

interview.  

Strategy one: technology and innovation. The strategy named the most frequently was 

a focus on technology and innovation. All of the CEOs citing this strategy confidently voiced 

that in order to be successful long term, neither technology nor a focus on innovation can be 

ignored. SW10 shared that “We need to spend our time in vision, planning, and strategy, and in 

future, future, future because our industry is disrupted right now and our business is changing. 

We need to be on top of it in order to be here 10-15 years from now.” CR14 shared that in his 

credit union they spend a lot of time talking about moving more towards a technology company 

versus a financial services company in an effort to compete with the disruptors of the industry 

like Square, Google, Apple, and Prosper. CR14 was adamant that “If you don’t get that the pace 

of change is accelerating at an unprecedented rate and understand that you need an employee-

focused leadership base that can drive the initiatives according to the deadlines dates you need 

these done by, then forget about it, you will not be around.” At her credit union, SS14 is 

questioning everything to see if it can be done better. For example, the standard performance 

review process is under scrutiny. SS14 asked the Vice President of Human Resources “Why do 

we have to check a box for someone? It kind of drives me nuts. I hate it. I don’t want to label 
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somebody in that way. She said well I don’t know. We started looking and there are several 

companies, bigger companies that have challenged that premise.”   

Strategy two: agile work environments. The point SS14 makes borders on innovation 

as well as the next strategy of building or maintaining of an agile work environment. Three 

CEOs shared they deploy this strategy in their credit unions, and WK34 illustrated this concept 

well when he explained “We are in a period of very rapid change in organizational dynamics 

from a hierarchical structure to a more network world.” He shared that information tends to flow 

up and down within the organization, but in order to move to a network world, the organization 

must recognize a “network effect where you get information coming from different sources and 

you have to act on the information real time.” The key is to be flexible according to WK34 and 

constantly adapt and evolve. His advice: “Don’t think you have it locked. It is always changing 

and always moving” (WK34). The CEOs with this strategy require their credit unions to embrace 

change and make it happen. SB35 shared that the belief in his organization is to “Learn or 

lookout because the world is changing. If you are not willing to move forward with the 

organization, then we do not want you here.” 

Strategy three: change the hiring mindset. In order to evolve into a more agile work 

environment, CEOs noted that a change in the hiring mindset is required. Four CEOs noted that 

the changing work environment has caused them to take different hiring approaches to ensure 

long term success. In his credit union, SB35 always prefers to hire within. He did note that 

sometimes they do have to go outside to address a specific problem or to gain a particular 

expertise however. SW10 believes the hiring process is step one to moving her credit union in 

the desired direction. She shared “I have some ability to really move this thing in a better 

direction through the hiring process…I am specifically trying to hire somebody that has not 
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go. People say, well you trained them and then they are going to leave. We think it pays off 

down the road. Start here and then go. It makes the state much stronger.”  

Mentality five: fit with the culture or go. While overall the CEOs explained that 

developing people is a must, they also noted high expectations within their organizations. Four of 

the CEOs noted that employees must be a good cultural fit for the organization or it would not 

work out. All four of the leaders noting culture are leaders that also noted the importance of 

creating a pool of leaders. SW10 shared that being engaged and buying into the core values is a 

non-negotiable in her organization. CR14 shared that in his monthly meetings with his senior 

managers, the senior manager is expected to be either coaching up their team members who have 

limited potential and resistance to change or coaching them out. He noted that if they have to talk 

about the same person over and over for six months, “trust me, it is not a comfortable 

conversation.” SB35 added his perspective sharing that the expectation in his credit union is to 

grow in your job. He explained, “You have never arrived because what our members want and 

what the world expects changed every day. If you are not willing to move forward with the 

organization, then we do not want you here.”  

Mentality six: hire internally unless the skill is not available inside. The interviews 

produced extensive discussion around the hiring process. When asked whether their boards 

would prefer an internal or external CEO, all the CEOs interviewed noted that when a particular 

skill is missing in the organization, external recruitment is required. If there are highly skilled 

leaders in the organization at the time the position opens, the CEOs were split on how their 

boards would proceed: (a) look internally or (b) always look internally and externally. SB35 

explained that their culture of building leaders from the ground up and promoting from within 

guides this mentality for him and his credit union. He noted that his board will post the position 
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internally first. He shared that “Effectively I think there might be eight or 10 people that apply, 

and they will interview those 10 or whatever number they want to. If they see an answer there, 

they will hire internally.” He expanded by saying “If you’re not a troubled organization, 

everything is going fine, and you want to continue your course, it makes sense to look inside 

first. If you go national first, then I think you insult the people that brought you to the dance.” 

MC1 explained that their organization had two unsettling experiences with CEOs from the 

outside. One of the external hires stayed for about two years, which caused instability in the 

organization. Their board’s intent now is to “always hire internal first.” 

Mentality seven: always look internally and externally. Four of the participants felt 

that recruiting internally is very important, but in order to truly know the organization is getting 

the best candidate, they must also look externally. EA7 explained, “I think it’d be a disservice to 

any internal candidate not to do a national search. The board has a responsibility to the 

organization and its members to warrant the best of the best.” CR14 felt similarly and explained, 

“I hope they look at both. I think it is wrong not to. I don’t think there is an honest assessment of 

your talent [if only looking within], I think that often credit unions will just hire from within and 

not understand that sometimes people need to go outside to get different perspectives.” KWK 

shared,  

 I came from the outside. My job is just to get you the best internal candidate I possibly  

 can. My job is done after that. Yes there will be an outside recruitment process. I would  

 say our culture is really strong, and if I was going to handicap it, I think it is better than  

 50/50 that it will be an internal candidate but who knows. Five years is a long time. A lot  

 of things can happen. 

Three out of the four CEOs that had this mentality came from outside their current credit union.  
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 Whether the CEO had the mentality of hiring from within or always looking internally 

and externally, the CEOs were in agreement on the benefits and risks of internal candidates 

versus external candidates. Table 4 illustrates the benefits of hiring internally versus externally as 

well as the disadvantages that were noted throughout the interviews.  

Table 4 

 Internal versus External Hires: Benefits and Disadvantages 

 
Benefits of 

internal hires 

Disadvantages of 

internal hires 

Benefits of external 

hires 

Disadvantages of 

external hires 

 

 Proven 

performance 

Lack fresh ideas Will change the 

culture 

Shorter time span in the 

organization 

Know and fit with 

culture 

Do not bring 

different perspectives 

New or different 

skills 

No proven performance; 

only know their 

interview skills and 

references 

Illustrates a focus 

on internal 

employee 

development and 

promotion 

Since they are 

known, their skill set 

may be 

unintentionally 

magnified during the 

hiring process 

New ideas and 

perspectives 

May not fit with current 

culture 

      Time to learn the 

organization which 

causes a period of 

stalemate 

      Less likely to succeed 

  

The benefits of hiring an internal candidate were centered around the candidates proven 

performance and understanding and fit with the culture. SB35 noted that the organization knows 

“the potential of the successor” and when an organization develops leaders from the inside, the 

leaders “have a track record; they understand the culture.” MM1 explained that “assuming you 

are happy with the culture in your organization, an internal candidate is the better choice than an 

external candidate who will change the culture.” The leaders, regardless of the way they 
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approach the hiring process, noted that promoting from within was best for the organization to 

continue to emphasize a people centric organization. 

Internal candidates also have several disadvantages that the CEOs shared. WK34 

explained, “The issue with an internal candidate is there are not those new fresh ideas. You don’t 

get a different perspective. You don’t get the energy and enthusiasm. And chances are since you 

know the person and you are familiar with them, you could unintentionally magnify their skill set 

and then be bias in assessing their skills.” External candidates on the other hand bring the items 

WK34 noted and can help the organization move forward by bringing the new perspective, 

changing the culture if the organization needs it, as well as bringing new and needed skills to the 

organization that it may not currently have.  

Four of the CEOs did express that external hires come with risk. Two of the four are 

focused on hiring internally and the other two believe in always looking internally and externally 

when hiring. MC1 shared her organization’s concern with external hires is the time they actually 

stay with the organization as it has been shorter in their experience than internal hires. SB35 

explained, “If you hire outside, you are going to be looking at a resume and calling some 

references, but you have not actually seen that person perform. Of course you and I dress up our 

resume, make it look as good as we can and we only give references that think we walk on water, 

right?” 

WK34 noted “the risk is you lose time for the person to learn the culture. With proper 

recruiting that shouldn’t be an issue, but there is a possibility that an external candidate would 

not fit at all culturally and change would have to be made.” SB35 shared a similar concern and 

explained that “if you hire somebody from the outside, they have to learn the organization, so 

there are some periods of stalemate where people try and learn what is going on and it freezes the 
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organization for a little bit.” MM1 shared another concern of external candidates. “External 

candidates in general in corporations tend to be less likely to succeed and stay in the role than 

internal candidates.” While there were many benefits and disadvantages noted, there were no 

connections identified between the leaders looking to hire internally only with their responses to 

the benefits or disadvantages. The same was true for those who believe in always looking 

internally and externally. Overall the leaders understood the pros and cons of each hiring 

decision. 

Succession Planning and Leadership Development Program Management  

 When leaders were asked to share what succession planning and leadership development 

look like in their organizations, the CEOs shared many different approaches and angles. Several 

themes resulted from this question including: (a) succession planning is a two part process, (b) 

the depth of the plan, (c) program management, (d) key components, and (e) the debate of 

whether or not to notify candidates that they are part of a formal succession plan. These themes 

will be discussed in more depth in this section. 

Two part process. Five CEOs were specific in noting that succession planning is a two 

part process that includes creating a succession plan as well as a leadership development process 

that runs side by side. Both WK34 and CR14 referred to these two processes as their talent 

management process or talent strategy, which includes both a written plan but also an extensive 

leadership development program. CR14 shared that “the talent management process feeds into 

the succession plan.”  

 One CEO in the study took a radical approach to succession planning, which focuses only 

on leadership development. In his credit union, SB35 does not have a succession planning 

document. His credit union does not list out potential successors but gives everybody the chance 



  85 
 

to go where they want in the organization. The organization is flat despite its very large size, and 

decision making abilities are pushed down throughout the organization to empower the 

employees. He explained, “In terms of developing leaders, I think one of the things we are 

famous for is not picking folks to succeed. We try to give everybody a chance to succeed and let 

it kind of take care of itself. It is quite self-identifying believe it or not.” In his organization, he 

found that people will choose the path they want versus feeling like they are being led in a 

specific direction.  Not designating successors has two main benefits for SB35 and his credit 

union. First, “We think it is important because you may have folks out there that you have not 

identified or is a superstar in the making, you just haven’t found them.” His second reason is that 

“when nobody is designated by us, while we might have made the wrong choice when hiring, we 

didn’t select against anybody. That demoralizes staff. They will all be disappointed they didn’t 

get it. That is human nature. Instead of it feeling like I was one of four and lost, it is just that I 

wasn’t selected this time.” 

            Depth of the plan. When asked about their succession plans, the CEOs shared the 

different levels of the organization that are included in the planning and developmental 

opportunities. Other than SB35, all of the CEOs did document and share with their board 

possible successors for the CEO as noted in Table 2. MM1 shared that he is looking to expand on 

these efforts at his organization but that historically “it was really a matter of identifying people 

who might be able to step into a CEO role. It is really an exercise of we got this person and this 

person could potentially be a CEO. There really wasn’t work done specifically developing those 

people.”  

Three of the CEOs included Vice Presidents and critical positions within the organization 

in their talent planning efforts. WK34 explained that “they cover all the way down to the VP 
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level. My practice is the top 20-40 people should all be visible to the board. That is practical 

manifestation of the strategy.” SS14 explained that CEO succession planning has been in 

existence for a long time in her organization, but “the identifying of key positions, high 

performers, and high potentials who are looking to be fast tracked…has all happened over the 

last two years. When we lost people it was because we didn’t invest in them the way they 

needed. We needed to invest in them to keep them.” SS14 noted that they began and will 

continue to expand their succession planning and leadership development efforts to additional 

levels in the years to come.  

 The three remaining CEOs responded that they are already including all levels of 

management and critical positions. SW10 explained that “Succession planning isn’t just about 

CEO succession. It is about planning for all positions in the organization that are important 

strategically…It is also for any key positions in the organization that are difficult to recruit for.” 

The CEO who had the most far reaching succession and leadership development program in 

place was CR14. He explained, “We take every leader, and it goes down to every employee. We 

take every position and we code it as a change position or a throughput position. A throughput 

position is something like a teller. A change position would be a director of web and mobile.” 

The type of role the employee is in helps to determine the developmental activities that are 

appropriate to get them to the next level as in a new position or next level within their position. 

Program management. When asked who managed the succession planning process 

within the organization, all of the CEOs with two part succession planning programs noted that 

senior management works in conjunction with the human resources department to carry out the 

process. EA7 explained, “The Chief Human Resources officer is the point person, but it is not 

just that position’s responsibility. My executives are responsible for carrying it out.” SW10 
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funnels the process down throughout the organization, but it all starts with her. She noted, “I am 

going to create a development plan for all of my direct reports, but my C-Suite is going to have 

to create a development plan for all of their direct reports. Then any of their manager reports 

below the VP layer are going to have to create them. We are all accountable to our Vice 

President of Development.” 

Key components. Who manages the program is important as well as the key components 

of how the credit unions manage the strategic process. Four main components were uncovered 

during the interviews with the CEOs that assist them in managing the program effectively. The 

four components are illustrated in Table 5 as well as the number of CEOs that include this 

component within their succession planning and leadership development efforts. The four 

components include evolution, identifying high potential and high performers, rating leaders and 

employees, and utilizing a consultant. 

Five of the CEOs noted that their programs started out small in scope and continue to 

evolve in depth and complexity just like their strategic plan. CR14 started by identifying the top 

45 leaders in the organization but the rest of the organization was phased in. WK34 shared, 

A credit union $250 million or larger should have a developmental process in place and 

have the resources. I worked in smaller credit unions, and we have had some sort of 

development process in place. One you have an understanding as an organization of what 

is being done, even if it is not all that robust, just the fact that you’re making an effort, 

and the employees can see that the effort is having an effect will change the psychology 

of the organization. 

The CEOs shared that just as the organization is changing, the succession planning process 

including leadership development needs to change as well to support the organization. 
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Table 5 

Key Components of a Successful Succession Planning/Leadership Development Process 

 Key component CEOs utilizing this 

component Evolution  5 

High potential and high performers 

identified 

5 

Leaders or employees are rated 5 

Consultant utilized 4 

 

 The second key component that resulted from the interviews was the step of identifying 

high potential and high performing employees. High potentials and high performers were 

assessed based on key competencies, potential, and their overall level of readiness for future 

positions. SW10 explained that in her credit union high performers are called A players. “An A 

player is one who qualifies among the top 10% of those available for a position and is willing to 

accept a job in your organization.” Employees are also assessed based on 12 key competencies 

for their credit union that include “vision, intelligence, leadership, passion, resourcefulness, 

customer focus, ability to top grade their own staff, ability to coach their own staff, team 

building, a track record, integrity, and oral and written communication skills.” EA7 ranks high 

performers and explained, “We put them into three categories: 0-12 months, 2-3 years, or 3-5 

years, so we can understand their overall level of readiness.”  

Once the high potentials and high performers are identified, SS14 noted that the 

employees in those categories have “disproportioned development plans because those are the 

ones who we recognize have the willingness but also the ability to be fast tracked.” CR14 shared 

that his credit union takes the same approach with their high potentials. “We basically give them 

a fire hose to drink water out of. Those people want to be challenged. They want to be on the 
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projects. They do not work 40 hours a week. They work 50+ hours a week. I know who those 

high talent people are, and they always get my attention. I think that kind of focus is critical.”  

 In addition to being identified as a high performer, the same five CEOs shared that 

another important piece of their program is that their leaders or employees are rated using some 

sort of matrix, graph, or tool. Some of the matrices and graphs are explained in more depth 

below.  

EA7:  We subscribe to a special kind of matrix; however, ours is a rather simple tool. It is 

a quadrant if you will. If you look at the access, the horizontal access is performance and the 

vertical is potential. The top right box is high potential, high performer. The one on the upper left 

would be high potential but a low performer. 

SS14:  It is a nine bucket grid on where people fall. As in the case of some senior leaders, 

I would say I would put this person in place for this job.  So it might name an interim or it might 

name people I can farm out responsibilities to.  

SW10: We actually have a chart for A players. On the horizontal axis is productivity, and 

the vertical axis is culture fit.  You create the four quadrants, and your A players are high cultural 

fit and high productivity. I also have what I call my talent and development chart. It is basically 

my succession planning chart. It has all of the positions that need to be developed across the top. 

Going down the left hand side, I have 5 categories about where somebody is going with their 

development. The first category is ready now for example.  

CR14: We rate the leaders on a grid. On the X-axis of the grid is your potential. Where 

the X and the Y cross, you have limited potential. On the far right hand side you have unlimited 

potential. On the Y-axis where is it intersects with the X you are resistant to change and on the 

top of your Y axis you are proactive. So if you think about that whole system, on the top right, 
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people are proactive to change with unlimited potential. If you are in a change position, we are 

not looking at volume, we are looking at innovation. We are looking at driving results and 

business model shift. We have to make sure that all of our leaders in a critical position for our 

future are in the top right.  

 The last common key component that was uncovered during the interviews was the 

utilization of a consultant. Four out of the five CEOs who also noted the other key components 

use a consultant to assist them in their succession planning efforts. CR14 explained, “when I sat 

down with [the consultant], I realized that this was our missing link here. They insure the 

integrity of the process on this. It allows for more honesty and allows me not to have to speak 

up.” CR14 shared that all the senior leaders meet for the whole day with the consultant and have 

an “uncomfortable meeting” where employees are rated by all the leaders in the room. According 

to CR14, there are occasions where the ratings lead to deep and sometimes heated discussions. 

SW10 uses a consultant that specializes in a process called Top Grading, which is how 

employees are ranked within the organization. EA7 explained the role of the consultant in his 

organization by saying:  

 We use an outside consultant to help facilitate the discussion but meet twice a year and 

go through the specific plans for all the leaders in the organization, how people are progressing, 

and where they are getting off. We have those very honest and robust conversations. We learn 

about each other’s leadership and about those who are on their team. It is one thing for a leader 

to have a relationship with their supervisor but how they work with others is so important. So 

having the conversations about the other one’s team member is a very rewarding conversation to 

have. 
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Notify candidates or not. The last theme under the category of succession planning 

management that emerged from the data was the question of whether to notify potential 

successors or not. Seven CEOs responded to this question. Four of the CEOs believe that the 

candidate should be notified. MC1, who went through an extensive succession planning effort, 

wished she was notified and knew earlier on. She stated, “I would have appreciated knowing 

why I had ten times the amount of work as everyone else.” She shared that knowing sooner than 

later helps the potential successor feel a part of something bigger. SW10 believes that notifying 

the successor is important because her organization values transparency. She explained, “It is all 

transparent. Everybody sees it. Whether they are on it or not, they see it.” WK34 notified each of 

his potential successors during developmental conversations, including one external hire during 

the interview process.  

 Three CEOs did not feel that the candidates should be notified. SB35 focuses only on 

developing all leaders to avoid disappointing the staff if they are potential successors but do not 

get the position. SS14 does not notify them because “People can be on the high potential list one 

year and not the next or vice versa. It’s not like you are forever branded. I don’t want to 

disenfranchise them or make them feel like they are less than.” EA7 also does not notify 

potential candidates because he believes it is all about his employee’s personal goals. EA7 

explained,  

 Some [goals] are to be CEOs of an organization. They are not so naïve to think this is the 

only organization they can be a CEO for. I am grooming them to be a CEO, whether it is here or 

somewhere else. It’s their decision and could be the organization’s decision as well. It has 

nothing to do with my position. It solely has to do with their personal and professional goals.  
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Succession Planning Activities  

 When the CEOs were asked to share the types of succession planning and leadership 

development activities they do within their credit union, 15 activities emerged from the data. 

Figure 5 shows the different activities the CEOs are using as well as the frequency the activity 

was noted. The most common succession planning activities that surfaced were external 

education and development plans. External education consists of conferences, specialty schools,  

  

Figure 5. Succession planning activity frequency. This figure illustrates the succession planning 

activities the CEOs noted by frequency.  

0 1 2 3 4 5 6 7 

External Education 

Development Plans 

Internal Training 

On the job Training 

Annual Board review of Plan 

Mentorship 

Job Rotation 

Shadowing 

360 Feedback 

Alignment Discussions 

Empower Employees 

Networking Opportunities 

One on One time with CEO 

Project Team Participation 

Teach Broad Skills 

Number of CEOs using this Development Activity 
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or higher education like bachelor’s and master’s degree programs and certifications. SB35 

emphasized the importance of conferences outside of the credit union industry. “We try to 

expose people to conferences that are not credit union oriented. It gives them better perspective 

than only a credit union conference as that is like looking in the mirror all the time. It is better to 

look at the way other folks are doing things.” Development plans are created in six of the credit 

unions and include a variety of the other activities listed within this section. These activities 

range from alignment discussions to rating processes where opportunities for employees are 

noted as well as the organizational needs.  

If specific competencies need development or the employee needs exposure, appropriate 

activities are included in the plan. EA7 explains that “We spend time with [the employees] 

talking about what their future goals are, matching those up with organizational goals and seeing 

the possibilities of where they can lead to different places in the future. Then we develop specific 

plans for those individuals. Then we track, review, and monitor.”  

 External training and development plans were closely followed by internal training and 

on the job training with five CEOs including these activities within their succession planning 

programs. Internal training programs varied in their depth. Both MC1 and WK34 have extensive 

training programs.  

` MC1: We have a leadership development group. Generally most employees start there if  

they want a leadership position. It doesn’t have to lead to a management position. We run the 

programs twice a year. They are generally 12 week programs. They have course work, meetings, 

and things like that to work on.  

WK34: We developed a leadership university program. It’s a combination of planned 

programmatic mentorship along with coursework that is customized for us by a local online 
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university. We worked with them over the years to customize it for our purposes. We are 

constantly changing it and refreshing it. It is about 6-9 months, less than a year. 

Another form of internal training that is occurring is on the job training. MC1 as part of 

her transition kept her normal responsibilities of overseeing multiple departments and also had 

three vice presidents report to her. SB35 had numerous branches and notes that his branch 

managers are “test pilots. It’s live fire training in the real world.” In addition they have a whole 

serious of internal education for employees. MM1 explained that the “most effective leadership 

development from my perspective is on the job. That is how people retain the most and that is 

the most important component.” 

 The next activities that resulted most frequently from the data were annual board review 

of the plan and mentorship. Each of these activities was occurring in half the credit unions 

interviewed. The annual board review, although not an activity for employees, is a piece that the 

CEOs did to keep their boards in the loop with the talent strategy they are conducting as well as 

what to do if something goes wrong. MC1 explained, “They don’t intend on me leaving, but if 

something traumatic happens, here are the people who are most capable.” SS14’s document goes 

in great depth. She shared, “It’s a board approved document. It is about a 20 page document that 

outlines the various things that the board would need to think about if different scenarios played 

out…If I was unable to do my job tomorrow…If I were to win the lottery…The CEO is 

terminated.” The responsibilities of the chairman and the board, the responsibilities of the senior 

leaders as well as who needs to be contacted are included. CR14 shares that the board document 

is “an active, living document.” Mentorship is provided by both the CEO as well as by matching 

up people within the organization. WK34 weaves mentorship into the internal training program, 
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while SS14 provides employees with internal mentorship opportunities throughout the 

organization. 

 The CEOs included other succession planning activities inside of their programs as they 

saw fit. MC1 used job rotation as part of a nine month manager development program where 

employees who are selected to potentially be front line managers rotate through different 

departments, for example spending “six weeks in the call center, part of the time as an agent and 

part of the time as a manager.” Shadowing of other departments and vice presidents was noted as 

a common activity. CEOs also utilize 360 feedback assessments and conduct alignment 

discussions where CR14 noted “there is an active discussion on alignment of where we see them 

going and where they see themselves going.” Others empower employees to make decisions or 

provide autonomy as well as assist them with networking opportunities where they can build a 

network of peers. Two of the CEOs spend one on one time with the candidates. MC1, for 

example, will do book reviews with leaders in the development programs. SS14 and CR14 

provide additional experience or exposure to other areas by allowing them to participate on 

project teams. Lastly SB35 focuses on teaching broad skills. He gets employees from across the 

credit union and sends them to a conference. He explained, “They don’t know each other. 

Suddenly they are going to a conference together. They have to figure it out. They eat together 

and part of their training is how to get through an airport, taxi, and the conference.”  

Impediments 

The CEOs were first asked to share what internal impediments they believe get in the 

way of succession planning in credit unions. That question was then followed up by asking what 

external impediments get in the way. The themes were the same for both unexpectedly and are 

listed in Figure 6. 
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The biggest theme that emerged from the data was that nothing should get in the way and 

anything named was an excuse. This was followed by the idea that succession planning is a back 

burner item; one where time must be dedicated to it. Another theme that emerged was the idea   

that egos, human nature, and the leader’s deficiencies get in the way causing organizations to not 

move forward with planning and leadership development. All of these themes were mentioned 

by numerous participants.  

Figure 6. Impediments by Frequency of Response. This illustrates the impediments noted by the 

CEOs by frequency of response.  

Nothing Gets in the Way Except Excuses 

 When asked for internal and external impediments, the CEOs’ most common responses 

were that either nothing gets in the way or that things that get in the way are excuses, not 

impediments. Five out of the eight CEOs felt that there should be nothing that gets in the way of 

succession planning and leadership development. EA7 explained “First of all, there is no reason 

not to do it. In fact I do not think a leader is fulfilling their responsibility by not doing it. It is a 
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requirement of leaders to develop leaders within an  organization. Succession planning in my 

view is the optimal way to go about doing it. To me it is a non-negotiable.” When MM1 was  

asked if there were external impediments the answer was a simple “No.” He then shared that  

“There are certainly things like regulatory issues that take up a lot of staff time but from 

my perspective no. I would not use an excuse of something external as a reason for not doing 

what I need to do from a succession planning perspective.” SW10 answered a straight “No” 

when asked as well. SB35 and CR14 both noted any reason for not succession planning or 

developing leaders is an excuse.  

 “[Succession planning] is the only thing you do have time for to assure that if you are not 

there the organization continues” (SB35). When asked if there are any things he could think of 

that get in the way of succession planning, CR14 shared passionately, “No! It’s the number one 

thing you do! I’m sorry I am being repetitive.” When EA7 was asked, I offered some of 

examples of the items noted in the research as well as current credit union issues including 

boards not being educated on the process, high regulation and compliance requirements, and a 

lack of capital or human resources to which EA7 replied, “Those are not succession planning 

issues. Compliance has nothing to do with succession planning. Compliance is a regulatory 

obligation. They are separate issues. If someone says that, it is a symptom of a bigger 

management issue.” 

Back burner item. When the participants were asked to share what types of internal 

impediments could get in the way of succession planning, a theme arose from the data around the 

idea that succession planning is a back burner item. Succession planning itself requires time, and 

sometimes, there are other things in the day to day that take priority. MC1 explained, “Your day 

to day is plenty busy. If you don’t dedicate time to it, it can easily fall apart because there is no 
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immediate it needs to launch.” SW10 has a strong program in place now but noted that when her 

credit union was completing a merger in 2011, the wheels came off the train for a couple years 

due to a major system conversion, the closing of branches, and the “shrapnel to clean up in 2012 

and 2013.”  MM1 shared similar thoughts with MC1 and SW10 and shared, “Things like 

succession planning are discretionary time. We have an enormous amount of change occurring in 

the organization, so it is difficult to say let me throw something else on the list. Not that it is not 

important but it does not have the urgency that many other things do.” WK34 was in agreement 

with MC1, SW10, and MM1 and expanded by saying,  

 I think some organizations do not have the capacity to allocate. The organization does not 

have the capacity to invest the time and money into something that has a long term payout but 

does not have a short term payout. They are focused on the bottom line. I have to meet my 

numbers this year and these projects will do it. Right now development will not deliver the return 

I need. 

WK34 also explained that sometimes organizations “are in crisis mode, so the world is 

happening to them versus them happening to the world. They are stretched just to keep the 

wheels on the bus. There are many reasons this happens. I think many organizations are in that 

right now.” The time and patience to put together and maintain this strategic process is 

significant according to WK34.  

Egos and human nature take over.  When asked about impediments, four of the CEOs 

shared that the egos of the leaders or human nature sometimes get in the way. SB35 clearly noted 

that “The only thing that can get in the way is if the CEO does not view himself as immortal and 

doesn’t think that is ever going to happen.” He elaborates by explaining that “There may be some 

CEOs that are pretty self centered and think it is all about them,” not about the folks that are 
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looking to them to continue the organization in the future regardless of what happens to the 

CEO. SS14 shared this as a possible impediment stating “Human nature is no one wants to feel 

like they can be replaced, so I think succession planning is a really hard thing for people. They 

don’t want to say Sally can do my job tomorrow.” She said that makes people like they are 

dispensable and “we don’t want to feel like that.” SW10 responded that “it’s egos. People have a 

hard time putting the interests of the organization above their own.”  

 The CEOs also mentioned some other possible impediments during the interviews; 

however, they were not noted consistently or by multiple CEOs. WK34 shared that in some cases 

a lack of succession planning may be an intentional strategy. He described a company with this 

strategy as one that has a very small group of people that are executives and receive all the 

benefits. There is always a fresh new face, like those coming right out of college, that wants to 

work for the company because of the company’s reputation. “The company says, I will pay the 

cost of hiring somebody new every six months and pay the costs because I do not care. That is 

my business model” (WK34). CR14 also mentioned that the lack of a vibrant strategic plan could 

be getting in the way of the succession planning process as they should go hand in hand.  

Facilitators  

 While listening to the CEOs share their experiences, five facilitators to succession 

planning emerged. The themes include a people centric CEO and culture, a CEO who was 

engaged and active in creating the plan, the belief that developing people is the number one job 

of the CEO, strategic plan alignment, and an engaged or supportive board.  The themes are 

illustrated in Figure 7 and will be expanded on in more depth in this section.  
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Facilitator  Times Noted by CEO 

Developing People is #1 Job 7 

People Centric CEO 6 

CEO Integrated Plan 6 

Strategic Plan Alignment 4 

Board of Director Support 4 

Figure 7. Facilitators by response frequency. This figure illustrates the facilitators named by the 

CEOs by response frequency. 

Developing leaders is the CEO’s main job. The most common theme that emerged 

from the data was that developing leaders is the CEO’s main job. Seven CEOs shared the belief 

that developing leaders and having leaders ready for future positions, including the CEO role, 

should be the main focus every day. MM1 shared that he felt that “it is my main role to provide 

them with well-developed people that [the board] can choose from.” CR14 explained that 

developing people is “the number one thing you do.” WK34 shared that he is actively involved 

in the process, perhaps more than other CEOs. “My job is just to get you the best internal 

candidate I possibly can. My job is done after that (WK34).” Developing leaders was something 

the CEOs noted as their responsibility. SS14 noted, “It is our responsibility to help create new 

opportunities for people that want them.” EA7 is in agreement and takes it a step further by 

saying, “We all have a responsibility for developing leaders. You cannot be an executive in this 

organization unless you are doing that. Our primary job is to develop leadership.” 

People/culture centric CEO. The six CEOs that have been in their roles for seven years 

or greater all noted during the interviews that they were focused on the people in the organization 

as well as the culture. SW10 shared that “In our organization, we spend a lot of time on the 
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culture.” SW10 is currently grooming team members for the CEO position and explained “my 

pledge to them is that they will be a better CEO than me. I put a lot of thought and energy into 

the development of these people.” WK34 shared his perspective saying “Invest in people first. It 

is so simple. So simple to say but not all people see it.” CR14 was adamant that in order to keep 

people, time must be made for them. CR14 explained, 

How do you not have time for your people? The thing is with that attitude, what will 

happen is that your best people will leave. Our unlimited potential, proactive people go to any 

credit union, any bank, any company, and deliver. The right employer will say that my god I 

have the right talent here, and I’ve got to develop them and treat them well and make sure 

they’re objectives are aligned with ours.  

CEO integrated succession planning into the organization. One theme that emerged 

from the data was the fact that six out of the eight CEOs (all those who had been in their 

positions for more than seven years) brought the strategic process of succession planning and/or 

leadership development to their credit unions. The CEOs were very clear they did not do this on 

their own and gave credit to their executive teams for assistance in developing their current 

processes. SB35 shared that his extensive leadership development process “just evolved out of 

the nature of the organization” over the past 35 years. SW10 who has been at her credit union for 

nearly six years explained that “None of this was anywhere near what we have today. I brought 

this to the credit union. Of course I brought it to the credit union with my executive team.”  MC1 

was one of the CEOs who did not bring it to her credit union, but again she was part of the vast 

succession planning and leadership development program that her credit union already had in 

place.  
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Strategic plan alignment. Another facilitator of succession planning that emerged from 

the data was a strategic plan that supported and included talent management. WK34 explained 

this as having a talent strategy that is connected with the business strategy that also connects to 

the business model of the organization. The CEOs also shared the importance of having a strong 

vision as well as a strategic plan to accomplish that vision and propel the organization in the 

future. In order to get there EA7 explained “the first step is to define the future state of the 

organization through the strategic plan. We do planning very well in our organization. Our 

strategic plan looks at five years from a conceptual marital standpoint and three years from a 

numeric, metric, and financial standpoint.” WK34 noted that the strategy the organization has 

will determine how the organization goes about hiring and developing people. His example was 

that if a credit union wants to be more of a technology organization, then they have to figure “a 

way to get technology people in the door and keep them around.” CR14 explained, “I do not 

think that many credit unions have a vibrant strategic plan. They are not accountable to the result 

in the plan if they have one.” Accomplishing the strategic objectives and initiatives of the 

organization first requires the planning to understand what those are and the next step is 

“developing people so that they are happy and they stay” according to SS14.  

Engaged or supportive board of directors. The last facilitator that emerged from the 

data was the engagement and support for the process from the credit union’s board of directors. 

Four CEOs shared that the board wants to know the extent of these efforts, the board holds the 

CEO accountable to reviews of the plan, or the board trusts the CEO to create, develop, or 

enhance the succession planning process. In six of the credit unions, the CEOs noted the board 

reviews and approves the CEO’s succession planning document at least annually. MC1 

explained that “an engaged and involved board is important as well as the transparency of the 
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board.” She felt this provided direction and helped her prepare to meet their expectations. SW10 

also noted that she shares the document with the board in an effort to be transparent. WK34 

shared that his credit union did “very extensive research and what we found looking at what the 

best boards do, not in credit unions but best boards period, is the board of directors has an 

involvement with the talent strategy.” 

Tools and Resources 

The final question the CEOs were asked was what tools or resources they found valuable 

or that they would have liked as they went through implementing or expanding the succession 

planning programs within their organizations. Four of the participants shared that there are 

numerous tools or resources available to those who want them. MC1 shared that in her credit 

union they partner with organizations like Filene or Cornerstone Advisors as well as professors 

from universities. SB35 explained, “There are succession planning websites where you can go 

out and learn the 10 steps of succession planning” as well as numerous trade associations and 

other sources of information. MM1 who seeks to build a succession planning process in the 

future shared that “There is a lot of information out there. I don’t think it would be difficult to 

find the information that one would need.” 

Consultant. The most common response, noted by four CEOs, to what tools or resources 

are or would be valuable was the use of a consultant. CR14 explained, “I believe that the 

utilization of a consultant with succession planning and talent management experience outside 

the credit union industry is completely appropriate. I wish I had gone down that path earlier to 

utilize this individual. We always did it, but not to the level of intensity.” EA7 shared that with 

the use of a consult in his credit union, “We find ourselves implementing the future state a lot 

sooner than we would from a human capital standpoint, which has propelled the success of the 
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organization.” SW10 and SS14 also use consultants. SW10 uses a consultant that specializes in 

Top Grading and assists their organization with executing the succession planning process. The 

assistance from the consultant helps take some of the burden off the credit union team and 

provides relief since they do not have to do everything themselves.  

There were a couple other tools or resources that emerged from the data as possible items 

that may help other credit unions. “I am always surprised when an organization doesn’t embrace 

something as a simple as a 360 evaluation…People know about 360s, have heard of them, but 

man they are one of the most powerful things out there in terms of a tool” according to WK34. 

MC1, the newest CEO, explained that “It would be helpful if there were defined conferences for 

people in the first year as a CEO.” She felt this would be a good place to share what everyone is 

learning as well as best practices as a new CEO. Lastly, an authority mapping tool was suggested 

by WK34. The authority mapping matrix does just what the name says: it maps where the 

authority and decision making ability lies within the organization. Those in the organization 

write down the board’s authority, senior management’s authority, vice president’s authority, 

etc…Having it in one spot allow the board and management to see if the authority is spread out 

correctly and not bogging down the organization. The tool allows the organization to move the 

dial a little bit as well and spread out decision making authority for example to other levels 

which has many benefits including quicker decision making as well as empowering others as part 

of the talent strategy.  

Chapter Summary 

Following a total of eight qualitative interviews with eight credit union CEOs, interview 

transcripts were read and coded in an effort to analyze the data related to the CEOs experiences 

with succession planning in credit unions. Seven categories emerged from the data: (a) CEO 
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experience and credit union (CU) demographics, (b) CEO leadership mentalities and strategies, 

(c) succession planning and leadership development program management, (d) succession 

planning activities,(e) facilitators, (f) impediments, and (g) tools and resources. The categories 

and themes provide the basis for answering the research questions, developing conclusions and 

discussing implications and making recommendations. 
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Chapter 5: Study Conclusions, Implications, and Recommendations 

For the past 100 years, credit unions, not-for-profit financial cooperatives that are owned 

by its members and governed generally by volunteer boards, have been working diligently to 

serve their members. No matter the size of the credit union, the economy, the number of 

members, or the cost, credit unions and their employees have been on a mission to do what they 

do best: help people, no matter their financial situation. The industry experienced tremendous 

growth up through the 1970s when it peaked (National Credit Union Administration, 2013a). By 

2008 and 2009, the industry was facing unprecedented threats including a rapid decline in the 

number of credit unions, consolidation of assets, growing global competition, and stagnant 

market share (National Credit Union Administration, 2013a). The industry continues to face 

these challenges with nearly one credit union shutting its doors per day. In an industry with this 

type of pressure, fatal leadership flaws like lack of a clear vision, resistance to change, 

arrogance, and indecisiveness cannot be underestimated (Dotlich & Cairo, 2003; Fulmer & 

Conger, 2004; McCall & Lombardo, 1983).  

One solution for ensuring that organizations have the right leaders in place is succession 

planning, something according to the research that is not happening to the extent necessary 

(Dahl, 2010). This study sought out to understand why succession planning is not happening in 

every credit union to the depth necessary in order to guarantee that as many credit unions as 

possible can continue to serve their member and employee stakeholders far into the future. The 

central guiding research question was “What are the lived experiences of current credit union 

CEOs regarding succession planning within their organizations?” Four additional sub questions 

also guided the study. The sub questions focused on (a) identifying internal factors that influence 

the use or non-use of succession planning, (b) identifying external factors that influence the use 
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or non-use of the process, (c) understanding what is difficult or easy about building leaders 

within organizations, and (d) learning about the tools or resources that the CEOs believe are 

necessary to overcome the internal and external factors. This chapter provides a summary of the 

problem and significance of the study, a brief discussion of the underlying conceptual 

framework, and key findings leading to the study’s six conclusions. Implications and 

recommendations are also provided.   

Background & Significance 

In the past 20 plus years, credit union market share has remained between 6-7% (Credit 

Union National Association, 2011). While the number of members is at an all time high for 

credit unions, the physical number of credit unions has been cut in half over the past 40 years 

(Credit Union National Association, 2011). The worst part is that at the pace the industry is 

going, the physical number of credit unions will again decrease by 50% in the next 10-15 years 

(Financial Brand, 2012).  When credit unions close their doors, either due to merger or 

insolvency, their stakeholders including members, employees, and vendors are all affected. To 

thrive, Sims and Quatro (2005) note that great leadership is critical as the leaders are at the helm 

of the organization’s vision, initiatives, innovation, and people strategy.  Leadership factors like 

empowerment, life-long learning, quality, change, and excellence must be embraced as they will 

ultimately lead the organization to success or failure (Sims & Quatro, 2005).  

Unfortunately, the people strategy is not always developed like it should be or considered 

as important as other strategic planning areas (Conger & Fulmer, 2003; Froelich et al., 2011; 

Rothwell, 2002, 2005; Wright, 2012). One thing that credit unions often neglect is succession 

planning (Ghosh, 2015). Succession planning is a two-part process that includes identifying 

successors for critical positions and developing internal employees with the competencies 
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necessary to be successful at the next level or in another key position, should a position open 

either expectedly or unexpectedly (Carman et al., 2010; Reid, 2005; Rothwell, 2005). According 

to Ghosh (2015), only 60% of credit unions have succession plans in place for their CEO, 

leaving 40% of credit unions not knowing who will take over this vital leadership role. The time 

to develop a succession plan is well before it is needed (Dahl, 2010).  

Credit unions face relentless competition from banks and disruptors like Google, Apple, 

etc…One significant disadvantage credit unions have is their assets. In 2014, credit unions had 

slightly over $1.0 trillion in assets whereas banks had nearly $13.6 trillion (Credit Union 

National Association, (2014). Significantly fewer assets equates to less resources available to be 

competitive. With an average asset size of $161 million, credit unions are challenged daily to 

compete with fewer resources, new technologies, and the war on talent that many industries are 

facing (Charan et al., 2011; Credit Union National Association, 2014).  

Credit unions must be prepared to fight the talent battle just as hard if not harder than 

they are fighting against the regulatory and technological components.  Their people after all are 

how they will tackle the other issues. The times have changed. Every dollar counts and 

organizations are no longer overstaffed, economic restructuring is occurring, new generations are 

shaking up the workforce, and talent is willing to leave if they are not getting what they need 

(Rothwell, 2010). Not being prepared and not investing in the employees, particularly the high 

potential and high performing employees, can be extremely costly. Internal promotes generally 

have greater long-term success as more than 65% of externally recruited executives fail in their 

first two years (Berchelman, 2005; Greer & Virick, 2008). This does not include the costs of 

downtime and disruption that occur with a vacancy, the effects on culture, or the compensation 
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costs of an external CEO as they can be significantly higher than internal candidates (Harris & 

Helfat, 1997; Zhang & Rajagopalan, 2010).  

While the facts indicate the need to focus on developing internal talent, credit unions are 

not doing all they can. 48% of credit unions would prefer to hire an internal CEO according to a 

2011 study; however, only 9% noted they had a viable candidate for the role (Froelich et al., 

2011). Only 36% of credit unions and nonprofits rated the process as very important in 

comparison to other strategic planning areas (Froelich et al., 2011). Numerous past studies 

suggest the need to better understand why credit unions who are focused on helping people, 

primarily members and employees, are not taking advantage of this strategic process that can 

move their organizations forward and get them better results (Adams, 2005; Balser & Carmin, 

2009; Block & Rosenberg, 2002; Froelich et al., 2011). This study adds some much needed 

answers for the credit union industry on what exactly is impeding this process as well as tools or 

resources that are needed to make this a stronger and better process. It also adds to the overall 

academic research available on succession planning and talent management in credit unions and 

nonprofits. Finally this study shares successful strategies, mentalities, and stories filled with 

passion for people, credit unions, and leadership that can and should be embraced by all credit 

union leaders or any leader for that matter.  

Conceptual Framework  

The management practice of succession planning and stakeholder theory were used as the 

foundation of this study.  Succession planning is the process that focuses on building a pool of 

leaders and candidates within the organization in an effort to ensure continuity for the 

organization (Carman et al., 2010; Reid, 2005; Rothwell, 2005). Succession planning is a two-

part process that includes both identifying talent and potential future roles/needs and then 
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developing talent with the necessary competencies to be successful in those roles. The depth of 

succession planning may range from CEO transition to planning and developing all levels of 

staff within the organization.  

Stakeholder theory on the other hand focuses on ensuring continuous success of the firm 

by creating as much value as possible for all stakeholders, which for credit unions includes 

members, employees, and vendors (Freeman, 2008).  Bakan (2004) expanded when he shared 

that the main responsibility of executives is to promote both the organization’s interest as well as 

the interest of the owners. Friedman and Miles (2006) elaborated by saying that management 

must be an agent for all stakeholders which includes customers, employees, suppliers, 

stockholders, competitors, and many others and ensure the organization’s long-term survival. 

Methods 

A qualitative, phenomenological research design was selected as the best means to fulfill 

the intent of this study. Eight credit union CEOs were selected to share their lived experiences on 

their obligations to stakeholders, their need to develop and grow talent, and ultimately their 

challenges faced as they try to lead their organizations to success. Each of the CEOs worked in 

the credit union industry for at least 10 years, had been with their current credit unions for at 

least five years, and were leading credit unions with assets over $500 million.  Three of the 

CEOs were female and the other five were male and were selected from the researcher’s 

professional network and from LinkedIn. The interviews were all completed by phone and lasted 

between 45-60 minutes. The interviews followed a semi-structured interview process. First 

participants were asked identifying information about themselves and their credit unions, and 

then they were asked six open-ended questions to better understand their backgrounds, how 

succession planning and leadership development look in their credit union, internal and external 
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factors that get in the way of succession planning,  enablers of an effective succession program, 

as well as tools and resources that were helpful or would be helpful to implement or enhance 

succession planning in their credit union. Following the interviews, the interviews were 

transcribed and the data underwent a thematic analysis process. Qualitative software 

(HyperRESEARCH) was used to document and organize the analysis.   

Key Findings  

There were several key findings derived from this study’s interviews with the eight CEOs 

in large-size credit unions.  Thematic analysis resulted in 384 coded passages grouped into seven 

categories: (a) CEO experience and credit union (CU) demographics, (b) CEO leadership 

mentalities and strategies, (c) succession planning and leadership development program 

management, (d) succession planning activities, (e) impediments, (f) facilitators, and (g) tools 

and resources. Key findings are presented in response to the associated central research and sub 

questions that guided the study which included the CEOs lived experiences, internal and external 

impediments of succession planning, strategies for building leaders, and tools and resources. 

Lived experiences. The lived experiences of the CEOs had both variances and 

similarities. The backgrounds of the CEOs varied both in length of time as a CEO and work 

experience. Two interviewed CEOs were in the position of CEO for about a year, two CEOs had 

34 and 35 years in their position, and the other four varied in the middle. Three of the CEOs 

were female while the other five were male. Five of the CEOs had worked only in credit unions, 

while the other three came from other industries including public accounting, brokerage firms, 

and consulting. Three of the CEOs were part of a formal or informal succession plan, and the rest 

did not have any experience with the subject prior to their current role. The two newest CEOs, 

one who had succession planning in her organization and the other who did not plan beyond the 
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CEO role, did not speak to succession planning like the more tenured CEOs and in their first nine 

to 15 months had not dedicated time to this process. They both planned to do more with it in the 

future, however.  

Overall the CEOs had many different experiences regarding succession planning. Several 

CEOs were very passionate, sharing emotions like pride, excitement, and frustration in the tone 

of their voices around the topics of succession planning, leadership development, and talent 

management. Several leadership strategies emerged from the data including a focus on 

technology and innovation, the need for agile work environments, and a needed change in the 

hiring process as the credit union industry seeks to compete with other disruptors like Google, 

Apple, etc…In addition to leadership strategies, there were several leadership mentalities that the 

CEOs shared. More than half the CEOs shared that succession planning does get results. The 

asset growth and loan growth results of each credit union were analyzed using the December 

2010 and December 2015 NCUA call report data. The average asset growth for all of the 

participating credit unions was 150%, and the average loan growth was 166% over the past 5 

years. For credit unions with two-part (succession planning and leadership development) 

programs, the average asset growth was 156% and the average loan growth was 180%. Three 

CEOs noted that their talent management strategies are their competitive advantage and why 

they are confident they have outperformed and will outperform other credit unions on a level 

playing field.  

The other mentalities that emerged from the data include a focus on creating a pool of 

leaders both for the credit union as well as for the industry as a whole. Seven out of eight leaders 

explained that it was their goal as well as a requirement of all management to provide a range of 

individuals with differing skills sets to their boards and to their organizations to fill open 
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positions. This mentality is in part due to two other mentalities that surfaced from the data: (a) do 

not expect talent to stay forever, and (b) fit with the culture or go. Half the CEOs noted that it is 

unreasonable to think talent will stay forever, so succession planning and leadership 

development is a tool to be proactive. Half the CEOs also shared that they have high 

expectations within their organizations and fitting into and adapting the culture was required of 

all staff or they needed to look elsewhere for employment. All those noting this requirement did 

focus heavily on building leaders within the organization and had extensive leadership 

development programs for their staff. It was uncovered throughout the data that there was a 

deadlock between the CEOs as to whether to search and hire internally for positions, particularly 

for the CEO role, or whether to look internally and externally always in hopes to find the best 

candidates.  

 The actual succession planning program management in each credit union looked 

slightly different as well. Five CEOs specifically shared that succession planning is a two-part 

process that includes both the actual replacement planning as well as leadership development. 

One CEO and credit union did not plan beyond on the CEO, and another CEO only did extensive 

leadership development and did not name any successors for any positions. Three CEOs had a 

two-part process for all employees while the other three focused on a two-part program for their 

vice president and critical positions. All of the CEOs that had both succession plans and 

leadership development programs noted that senior management works with human resources 

(HR) to deploy these programs. HR was the trustee as noted in the research and managers were 

ultimately accountable to HR for these efforts.  

In regard to program management, four main themes arose. First, five of the credit union 

CEOs shared that their programs have evolved in depth and complexity over time, and they 
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foresee the program continuing to evolve with new generations and ideas. Five CEOs also noted 

that as part of their programs, they identify high potential and high performing employees as part 

of the process. Leaders and employees are also rated in five of the credit unions using some sort 

of graphing tool, matrix, or tool that the CEOs found helpful in visualizing their efforts and 

needs. The visuals were indicative of the strategic staffing model that was described in the 

research as the CEOs did use this to consider both short and long term staffing strategies. All of 

these items were noted in the research as best practices for a successful succession planning 

program. One important piece that arose from the data was also the use of a consultant. Half the 

CEOs noted that a consultant has strengthened their program or was the missing link they needed 

to take their programs to the next level. 57% of the CEOs believed that candidates should be 

notified they are potential successors for several reasons like their own understanding of perhaps 

why they are being challenged to do more as well as for transparency. 

The activities within the program were different by credit union. However, there were 

several CEOs incorporating several of the best practices as noted in the research including the 

use of development plans, which was used in six out of the eight credit unions. It was common to 

hear that the apprenticeship model from the research, where people learn from doing, was 

present inside of the credit unions that were active in succession planning and leadership 

development. Other than creating plans, the three most common succession planning activities 

included external training, internal training, and on the job training. A board review of the plan 

annually occurred as well as mentorship, job rotation, and shadowing. Other activities that were 

used but noted less frequently include the use of a 360 feedback survey, alignment discussions, 

empowering employees, networking opportunities, one-on-one time with the CEO, and project 

team participation. 
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Internal and external impediments. Two of the sub questions of this study revolved 

around identifying factors, both internal and external, that influence the use or non-use of the 

succession planning process. The key findings and themes that resulted from these questions 

were, unexpectedly, the same. The CEOs overwhelmingly believed that nothing should get in the 

way of succession planning and leadership development. They also noted that the items from the 

research like compliance, resources, and board education amongst others were just excuses. Even 

the CEO without a formal succession planning and leadership development program noted this. 

The CEOs also mentioned that succession planning was often a back burner item, particularly for 

newer CEOs who had to focus their attention on getting acclimated to their role as well as 

implementing the changes they wanted in the organization. Overall though, the CEOs noted that 

time should be dedicated to avoid working in a crisis mode where the world happens to the 

organization versus the organization happening to the world as WK34 noted. 50% of the CEOs 

cited egos and human nature as another possible impediment to this strategic process. When 

CEOs view themselves as immortal, are self-centered, feel like they could be replaced, and do 

not put the interests of the organization first, this process may be ignored.  

Strategies for building leaders. Another sub question of the study was centered on 

understanding what is easy or difficult about building leaders within the organization. The 

difficulties were discussed in the impediments section above, and what is easy about developing 

leaders is best described as the facilitators to succession planning. Five facilitators were derived 

as part of the findings. First, developing leaders through succession planning and leadership 

development was found to be easy when the CEO is people and culture centric. The CEOs 

shared that they spent endless hours of time on their people and culture and pledged to 

understand the talent they have, invest in people, and make others better than them. In the 
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research, Gonzalez (2010) explained that “the most important ingredient for a successful 

succession plan is probably the attitude of leadership.” This was heard through the voices of the 

CEOs who had the most extensive programs. Their attitude toward development was that it is 

critical for the organization and also for its people. Second, the CEOs explained that it was easier 

to develop leaders when there was a developed talent management program. Six out of the eight 

CEOs interviewed shared that they brought the strategic process to their credit unions along with 

their executive teams who assisted in the development of the program.  

Third, six of the CEOs naturally focused their efforts on succession planning and 

leadership development because they believe that developing leaders is the main part of their 

role. They felt that people are their main responsibility.  Another thing that makes it is easy to 

develop leaders is when the talent strategy is included as part of the strategic plan. They believed 

that their business model and goals should be in alignment with their talent management 

processes. Lastly, the CEOs noted a supportive board of directors as a facilitator to succession 

planning as increased effort, engagement, accountability, and awareness made it easier to focus 

their efforts on this. If the board was not engaged in the process, however, the CEO’s still felt it 

was their responsibility to develop leaders and build a strong pool for their board, the 

organization, and its members.  

Tools and resources. The other sub question that guided this research was about 

understanding what tools or resources the CEOs felt were available as well as anything that stuck 

out that would help other credit unions. There were surprisingly fewer tools and resources that 

resulted as findings than initially expected. One finding that resulted in this category was that 

there are numerous tools and resources available if a credit union or other organization wants to 

implement succession planning and leadership development into their organization. The 
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participants noted the numerous websites, trade associations, and other sources that are available. 

They did not believe finding this information would be difficult for any leader looking to create 

or enhance their programs. The other finding was that a consultant is a valuable tool to assist 

credit unions and other organizations. The CEOs felt the use of a consultant was appropriate and 

could really help propel these processes to new levels within the organization.  One tool that was 

noted as underutilized was the 360 feedback tool, and one of the new CEOs thought it would be 

great to have a conference available to new CEOs where those new to the position could talk 

about their challenges and get ideas.  

Study Conclusions 

All of the findings were analyzed in depth in an effort to create the final conclusions of 

this study. Six conclusions were identified and each is presented below along with a discussion 

of implications.  Recommendations for future practice and research are presented following the 

six conclusions.  

Conclusion one: committed leaders. The first conclusion of this study is that these 

leaders are committed to their organization’s future and those who will inherit it. As the Kouzes 

and Posner (2006) passage noted, “[These leaders] are the custodians of the future, and it’s their 

job to make sure that they leave their organizations in better shape than they found them.” SB35 

explained it best, focusing on the member stakeholders, when he said, “You have never arrived 

because what our members want and what the world expects changes every day. If you are not 

willing to move forward with the organization, then we do not want you here.” Seven out of the 

eight CEOs noted that developing strong leaders is the core of their position. EA7 explained the 

importance of this when he said, “My responsibility is to help this organization thrive and exist 

forever. In order to do that, I have to have the right people to help steward the organization.” 
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When the programs did not exist in their organizations, they created them as they saw this as part 

of their responsibility. 

Succession planning in organizations goes beyond naming a successor for a CEO or other 

position. Succession planning is important in order to keep the organization alive, safe, and 

sound. Agile work environments help organizations stay focused on the ever changing world 

around them and will keep the organizations strong 10-15 years from now as SW10 noted. These 

leaders understand that technology and innovation are bringing change, new generations and 

ways of thinking are surfacing daily, and disruptors are attacking the industry on a regular basis.  

They are using their focus on being adaptable and evolving to propel their organizations forward 

and avoid insolvency. 

The theories behind this study are stakeholder theory and succession planning. The 

quotes from EA7 and SB35 demonstrate that the organizations, their members, their boards, and 

their employees are at the root of the CEOs responsibilities in these credit unions. The CEOs 

understand that credit unions are merging and/or facing insolvency and other challenges 

everyday that they need to overcome to keep their credit unions thriving. The CEOs with vibrant 

succession planning programs did not get plagued with active inertia. Instead of doing things 

how they were always done, which was no succession planning for most, they created the 

programs themselves with the help of their executive teams. The CEOs did this because they 

were in alignment with the research that shows that leadership is how organizations will succeed.  

These findings support the research conducted by Miles (2012) who explained that 

stakeholders and organizations must have mutually satisfying, reciprocal relationships, and the 

organizations must pay primary attention to key stakeholders, like employees, because they have 

urgent demands, power, and legitimacy that according to Freeman (2008) and Mansell (2013) are 
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vital to the success of the firm. EA7 and SW10’s perspectives above regarding their 

responsibilities of ensuring their organizations thrive far into the future directly supports 

Friedman and Miles’s (2006) finding that management must protect the interests of the firm in 

order to ensure long-term survival. Lastly, these CEOs negate the research of Sull (1999) that 

notes that leaders engage in active inertia, relishing in their previous success and not taking into 

account the changing environment and markets around them. The leaders in this study did not 

spin their wheels as Sull (1999) noted. Instead these leaders created solutions within their 

organizations to address the talent problems because they understood and agreed with the 

findings of Sims and Quatro (2005) who explained that leadership is how organizations will 

succeed, and the way leadership looks is changing daily, hence the need for agile work 

environments.  

Conclusion two: CEO personality. The second conclusion from this study was that 

CEO personality accounts for the company’s performance but also for the level of succession 

planning and leadership development. Out of the eight CEOs who participated in the study, the 

five CEOs that have the most vibrant, two-part succession planning processes have several things 

in common. First they all integrated succession planning in their organizations. Second, they are 

people centric. They care about people and understand that people are the key to their success. 

They focus their time and energy on their employees and members and enhance their cultures at 

the same time. As SW10 shared, she wants her people to be better leaders than she could ever be. 

Why? Because “culture eats strategy for breakfast every day” (SW10). Third, all five CEOs 

believe that developing leaders is their number one job. Fourth, the five have asset growth 

averaging 156% in comparison to the other three CEOs that did not specifically note these items 

and who average 142% asset growth. Fifth, the loan growth of the five CEOs who mentioned 
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these important focuses was 180% on average while the other three averaged 142% loan growth. 

CR14’s credit union has grown $625 million in the past seven years, and they continue to push 

themselves from a growth perspective year over year. “We have that level of optimism because 

of the talent management we have” (CR14).  

Gonzalez (2010) found that “the most important ingredient for a succession plan is 

probably the attitude of leadership,” which was apparent in this study.  The CEOs shared very 

passionately that this process gets results and the asset and loan growth statistics are proof of 

that. This study directly supported Joyce et al’s (2003) research that found that CEO personality 

is directly correlated to the company’s performance. This study showed an increase from their 

14% statistic to 62% as five out of the eight CEOs in this study integrated the plans into their 

organizations, were people centric, and believed that developing leaders was their number one 

job. If succession planning and leadership development is not happening in credit unions, it 

needs to be. The industry needs these results. Because the personality of the CEO does equate to 

stronger succession planning programs which ultimately gets tremendous results, boards need to 

place a large emphasis on CEO personality in the interview process of new CEOs, particularly 

seeking to understand their focus on people and talent development strategies.  The right leader 

with the right personality can drive this process forward within the organization. This again 

supports the research conducted by Gonzalez (2010) and Sobol et al. (2007) who noted that 

highly successful organizations have top leaders who are advocates for planning and understand 

that succession planning is crucial for their sustainability.  

From a research perspective, the CEOs in this study with strong succession plans did not 

exhibit the common reasons leaders failed like making poor decisions, focusing on themselves, 

and lacking vision and innovation as noted by McIntyre et al. (2013). These items were in fact 



  121 
 

noted by the CEOs as strategies they leverage to make their organizations stronger. This study 

confirms that indeed “leadership impacts organizational performance” as noted by Joyce et al. 

(2003) and Wang et al. (2011). This study also confirms Wang et al’s. (2011) research that found 

that task-focused CEO leadership qualities affect organizational performance and that 

relationship-focused qualities improve employee satisfaction which boosts organizational 

performance. The CEOs in this study contradicted Charan (2008) when he shared that many 

leaders do not understand that developing other leaders is a large part of their job. The CEOs in 

this study found succession planning to be a true solution for creating a pipeline of leaders and 

getting results and were willing to put their talent strategies up against other organizations. This 

mentality was directly aligned with Proudfoot’s (2013) research where he noted that when an 

organization optimizes its human capital effectively, “it can provide a significant competitive 

advantage for many years to come” (p. 11). The credit unions in this study that focused heavily 

on talent management every day were using this strategic process to gain market share and 

ensure their credit unions are around indefinitely.   

Conclusion three: focus on vice presidents and critical positions. This study not only 

found that CEO personality gets results, but it also showed a third conclusion that the credit 

unions who are engaging their vice presidents and above and critical positions are achieving 

higher results. In this study, there was one organization doing CEO replacement planning, one 

CEO doing just leadership development and not naming successors, three CEOs focusing on vice 

presidents and higher and critical positions, and three CEOs focusing on succession planning and 

leadership development at all levels of their organizations. The organization in this study that 

only does CEO replacement planning, minimal to no planning at other levels, and no formal 

leadership development got growth results of 122% in assets and 110% in loans over the five 
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year period. The credit unions who had two-part succession planning and leadership 

development programs saw 158% asset growth and 184% loan growth while the three credit 

unions with two-part programs that extend their succession planning efforts to all levels saw 

153% asset growth and 175% loan growth on average. These statistics suggest that there is a 

need to plan beyond the CEO, but the need to plan beyond vice president and above and critical 

positions, at least from the start, does not appear to be necessary.  

From a practical perspective, this means that organizations that are just implementing 

programs do not need to focus on starting succession planning with all levels of staff. They can 

start slow with their vice presidents and above, add in critical positions, and then as the program 

evolves, they could add more positions or leave as is, whichever suits the organization. Engaging 

the vice president and critical positions appears to bring speedy results to the organization: 

results credit unions cannot avoid. From a research perspective, this conclusion speaks to the best 

practice that Rothwell (2010) noted of phasing in succession planning and letting the process 

evolve over time. The three CEOs in the study did not implement succession planning at all 

levels initially; however, they did add in additional levels when they felt ready.  It does not speak 

to his best practice that succession planning should reach all levels of the organization however.  

Rothwell (2010) also shared in the research that key positions should also be included in 

the succession planning efforts. The CEOs in this study who are getting the most results by 

focusing their efforts on vice presidents and critical positions directly support Rothwell’s 

research. The CEOs in this study who planned or developed leaders beyond the CEO took 

ownership of this process within their organization but also required participation and support 

from their executives in order to make the processes successful which Gonzalez (2010) and 

Rothwell (2010) noted as critical components of effective succession planning. As the CEOs 
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worked to develop their executives, they also required their senior managers to develop the next 

level of leaders which was at minimum the vice president level. Lastly, this study supported the 

need for two-part succession planning programs. Conger and Fulmer (2003), Rothwell (2002, 

2005) and Wright (2012) found that successful succession planning should focus on both 

identifying leaders for future positions but also on a leadership development centered culture 

within the organization.  

Conclusion four: impediments are intrinsic. The purpose of this study was to identify 

impediments to succession planning in credit unions. After carefully analyzing all the data, it was 

concluded that the main impediments to succession planning and leadership development are 

inherent or best described as intrinsic rather than extrinsic. The items noted as impediments that 

emerged from this study were (a) nothing should get in the way, (b) succession planning is a 

back burner item, and (c) human nature and egos are getting in the way of the process. 63% of 

the CEOs shared that nothing should get in the way of developing talent and those items that are 

coming up are not impediments but excuses. 63% also shared that they believed succession 

planning did not always occur because it was a back burner item. If other things were on the 

plate of the CEO or senior managers, succession planning was an easy thing to pass up. Lastly, 

50% shared that the egos of leaders get in the way and human nature makes this topic 

uncomfortable. Those in leadership roles did not want to consider real possibilities like death, 

termination, etc…or they did not want to develop people to be better than they are.  

To overcome this, leaders, particularly CEOs and senior managers, need to stop making 

excuses and get out of their own way when it comes to this process. They need to adjust their 

personalities and focus on developing leaders even when other things are on their plate or time is 

limited. Boards do not have to endorse succession planning or require it in order for the CEO to 
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make it happen in the organization. If they have the right personality, some of which is described 

in conclusion two, there is no reason not to be succession planning.  

One other thing that may help credit unions overcome some of the noted impediments is 

a greater focus on strategic planning as noted in the research. As Rothwell (2010) explained in 

his research, succession planning that is in alignment with strategic planning should be the 

foundation for development programs in an effort to ensure leadership continuity. The research 

of Froelich et al. (2011) also shared that only 36% of executives found strategic planning to be 

important which may be causing a lack of focus on succession planning. The CEOs in this study 

named the connection between the talent strategy and the strategic plan as a facilitator to 

succession planning however.  

Board support was also seen as a facilitator of succession planning; however, CEOs like 

SW10 noted that she shares her approach with the board but would be succession planning and 

developing leaders regardless of their support. While the CEOs appreciated support of the 

process, they did not cite a lack of board support, experience, or knowledge of the process as 

noted by Charan (2005) in the previous research as an impediment to the process. Again the 

CEOs who valued the process took it upon themselves to make succession planning happen in 

their organization and saw the process as something they do for the organization, not just their 

board.  

The previous research named possible impediments like the mentality that there is an 

abundance of unemployed workers due to company downsizing, a lack of knowledge or 

resources that can deploy succession planning, a previous failed attempt, organizations not open 

to learning, or a lack of resources due to the generally small size of credit unions and nonprofits 

(Bechet et al., 2008; Rothwell, 2010; Tierney, 2006). The findings of this study did not support 



  125 
 

these possible impediments as noted in the research. The only impediment from the research that 

was validated by this study’s findings was time (Bechet et al, 2008), which the CEOs voiced 

when they shared that succession planning can be a back burner item.  

Conclusion five: hiring processes need to change. The fifth conclusion that resulted 

from this study was an overwhelming need to change the hiring processes. The CEOs in this 

study noted that the hiring process was a key area that is not only important to the talent 

management process but also as a strategy to drive change. There were two critical pieces that 

should be changed. First, credit unions need to stop focusing on hiring only credit union talent. 

The CEOs shared that previously, and for many currently, credit unions required credit union or 

banking experience when hiring candidates. Multiple CEOs noted that this approach to hiring did 

not make sense during the changing times. As the CEOs shared in their strategies, a focus must 

be on technology and innovation for example. The credit union may need to go outside the 

industry when hiring to get skills that the organization does not have but that are necessary to 

compete and evolve and ideally eventually become an industry known for its innovation.  

This study confirms previous research by Charan et al. (2011) who explained that 

organizations must realize that jobs must change and evolve over time due to changing markets, 

products, etc…The research also noted that replacements for positions may look different in 

future years as the requirements for positions are changing (Charan et al., 2011). Several of the 

CEOs in this study focused on strategies revolving around agile work environments, a focus on 

innovation and technology, as well as the changes required from the talent perspective. They 

noted the replacements for current positions as well as new necessary positions to be competitive 

most likely will have to come from outside as the industry does not have the talent readily 

available to compete with the disruptors or the technology sector. The study did contradict 
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Charan et al.’s (2011) finding that organizations are coping with the war on talent by using the 

strategy of attempting to hire the best talent money can buy. This was not mentioned by any of 

the CEOs in the study as a hiring strategy. 

The second thing that needs changing in the hiring process came from more than half the 

CEOs. These CEOs focused on always looking for the best talent, which means looking 

internally and externally versus just internally, especially for the CEO role. The CEOs were all 

grooming leaders internally, and their goal was ultimately to provide excellent internal 

candidates, but they understood that sometimes the best candidates may come from the outside 

depending on the state of the organization. It was not uncommon to hear that they hoped their 

credit unions would look outside when/if they were filling their position. Intertwined with this 

was the need to realize that talent does not stay forever. Lastly, several of the CEOs including 

SB35 and CR14 explained when hiring and building leaders, it is important to develop talent to 

be leaders inside the organization as well as for the industry because the organization will benefit 

from the talent and their productivity while they are employed at the credit union.  

Ghosh (2015) found that 60% of credit unions had a succession plan for their CEO. In 

this study, 100% of the CEOs surveyed noted that they had at minimum successors ready or 

being groomed to take over as the CEO. The 2011 study by Froelich et al. found that 48% 

wanted an internal candidate for their next CEO, 16% wanted external, 16% did not care, and 

17% did not know. All of the leaders in this study preferred to hire internally and were grooming 

leaders to take over for their position. More than 50% still noted that even with great possible 

internal successors, they believe their boards should search for the best talent available. This 

contradicts the statistics from the research by Froelich et al. (2011) that only 9% of credit unions 
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felt they had a viable internal candidate and 25% did not know, which this study again finds to 

be inaccurate as all 100% believe they have viable internal candidate, if not more than one.  

Conclusion six: new credit union CEOs. The sixth and final conclusion from this study 

was that new credit union CEOs, regardless of circumstances of the credit union, must make 

succession planning an early priority. This supports the arguments made by Monroe (1963) that 

“Among the many critical problems facing chief executives today, none is more serious or urgent 

than planning the best use and allocation of executive resources” (p. 35). All CEOs who had 

been in their role greater than five years were focused on this strategic process. Both credit union 

CEOs in their roles less than two years were not active in succession planning even for their own 

positions and even if the credit union had a succession plan and leadership development program 

in place for other levels of the organization. The two newest CEOs were in a transition period 

within the first year to year and a half and were trying to balance everything with their new role.  

The problem is that the lack of succession planning during this period could be 

problematic for the organization if something happened to the CEO. One reason for succession 

planning and leadership development is to ensure continuity within the organization (Rothwell, 

2010, Reid, 2005, Carman et al., 2010). It needs to be a priority from day one to ensure the 

organization is moving forward and will be better off without them when they leave as noted in 

conclusion one. Bechet et al.’s (2008) argument that if managers do not dedicate time to this 

process, they do not see value in it was not confirmed however. Even though the new CEOs were 

not actively succession planning, they did both note that the process was necessary and it was 

about to start for the CEOs as in the case of MC1 or it was listed as on the agenda for the future 

by MM1.   
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The one time where the research recommends avoiding succession planning is during 

times of great change like during a merger or acquisition, downsizing, or globalization (Charan 

et al., 2011).  SW10 noted that in her first couple years, she went through a large merger which 

kept her preoccupied and not as focused on this process. After the merger and currently, she 

focuses heavily on it and prides herself on her program. All of the leaders in their roles longer 

than five years agreed with Charan et al. (2011) and Rothwell (2010) that succession planning 

contributes to organizational effectiveness and must always be a focus.  

Recommendations for Practice & Scholarship 

There are numerous practical and research related recommendations that arose from this 

study. For credit unions, it is important to be knowledgeable on succession planning, best 

practices, benefits, and the results that come from having a formal succession planning program. 

This knowledge and training needs to expand to credit union boards so that directors understand 

how to best support their credit unions and its leaders. It is recommended that boards review 

their hiring processes and the key competencies they are searching for during recruitment. Also 

in regard to recruitment, credit union leaders and human resources teams need to review their 

focuses, needs, and practices to ensure they are always in search of candidates that will move 

their credit union forward versus doing what they have always done and getting what they have 

always gotten. 

It is also recommended that credit union CEOs and human resources departments look 

into the value of connecting with a consultant that is specialized in the process of succession 

planning. The consultant was noted as a valuable tool in the findings and is one way that credit 

unions and boards can become more knowledge on the subject as well as be more in tune with 

some of the impediments noted in this study like egos and human nature as well as making 
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excuses for this process. Credit unions also need to focus on being more innovative both from a 

technological standpoint and a talent perspective. It is important that as credit unions focus on 

additional innovation, they maintain their personal, direct touch with their members. Credit 

unions should also be open to partnerships with new technology players that can help them 

advance their businesses. Lastly, trade associations and consultants that support credit unions 

should make information more readily available in hopes of connecting more CEOs and leaders 

with the value proposition behind succession planning. Conferences that share succession 

planning and strategic planning best practices, experiences, and lessons may be extremely 

valuable to organizations that are looking to build a new program or expand on their existing 

programs.  

From a research perspective, there are several opportunities for additional research. This 

study was conducted with eight CEOs in credit unions with over $500 million in assets. Further 

research is suggested in the smaller credit unions which make up the other nearly 6,000 credit 

unions. The challenges, strategies, and needs within those credit unions may be different and 

should be brought to light. Additional research comparing growth and performance results both 

in credit unions and other organizations outside the industry, specifically in regard to the depth of 

their succession planning programs could also be valuable. This study showed that focusing on 

the vice presidents and critical positions within the organization showed the most results, but the 

question is whether or not that is true across other industries and credit unions.  

There is opportunity to also add to the research in the area of hiring and recruiting for 

credit union CEOs. Research is needed on specific traits that are being targeted in credit union 

CEOs versus which traits should be targeted by boards of directors to get the best possible talent 

for the role. Lastly, Rothwell (2010) found that billion dollar organizations look at succession 
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planning differently noting that over the next five years, succession planning is “the third most 

important issue behind financial results and strategic planning.” Data on this notion was not 

specifically targeted in this study, but overall the researcher did not gather from the CEOs 

interviewed that succession planning ranked behind financial results and strategic planning. The 

researcher gathered that succession planning in the highest performing credit unions was part of 

strategic planning and both were a catalyst for achieving higher financial results. Research better 

examining how organizations view the relationship between the three may be helpful in 

understanding where leaders should place emphasis: results or people.  

Limitations of the Study  

The study was limited to credit unions with $500 million or more in assets. The CEOs 

that participated had a wide range of backgrounds and it is not known whether they are truly 

representative of the targeted population. Those who had been in the credit union industry their 

entire career did work in smaller credit unions in the past or grew their credit unions to the 

current size. Some of the CEOs participated in mergers and several noted grooming leaders for 

the industry, not just their credit unions. It was also true that the credit unions faced very 

different challenges depending on the location of their credit union and the market they serve. 

Internal Study Validity 

Creswell and Miller (2000) note that qualitative validity stems from trustworthiness, 

authenticity, and credibility. The researcher had extensive training in building relationships and 

trust both in a professional and academic setting. Because the researcher had spent an extended 

period of time working in credit unions and was passionate about the industry, there was no bias. 

The researcher was seeking answers in an effort to help other credit unions as well as herself to 

build better leaders, have plans in place, and maintain safe and sound financial institutions. From 
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being in the industry for so long and spending time in the literature, the researcher believed there 

were several impediments already identified as noted in the literature review, but the researcher 

believed there may be more that have not been identified or focused on appropriately. The 

researcher was open to the CEOs experiences and their perspectives. Unexpectedly, the expected 

impediments from the research did not surface in most interviews. Because the impediments 

noted in the research had not been confirmed, this study was needed. The researcher hoped and 

continues to hope to bring this information back to credit unions in future publications and use 

the findings in the future to create tools to assist credit unions with this type of strategic 

planning.  

To ensure the data and findings were accurate, the researcher focused on using reflexivity 

throughout the entire research process, particularly in the data analysis phase. The researcher 

reflected on her actions throughout, reviewed transcripts multiple times, and verified coding was 

accurate according to the interview data provided. In addition, the researcher used the qualitative 

software to check the accuracy in the analysis process. Lastly, the researcher used a qualified 

peer examiner to ensure validity. The peer examiner held a doctoral degree and had experience 

as a researcher.  

Closing Comments 

This study sought out to identify the impediments and facilitators to succession planning 

in credit unions as well as tools and resources to help credit unions implement or enhance their 

succession planning and leadership development processes. The study did just that and adds 

additional research on credit unions and succession planning. The CEOs that participated in this 

study were overall very knowledgeable on the subject and were passionate about the benefits of 

succession planning and leadership development in credit unions. The CEOs genuinely worked 
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every day to make their credit union a better, stronger, and more prosperous organization through 

their best assets: their people. They focused on this because they understood that the end result 

was happier stakeholders, and several shared their end goal was to leave their organization in a 

much better place than when they started. The best part is that possible or expected impediments 

as noted in the research did not arise but additional thoughts and ideas on what gets in the way 

did.  

Because of my experiences both in and outside of the credit union industry, I had 

assumptions and expectations of what this study would produce. I had not seen succession 

planning in action in credit unions, so I assumed that it was not happening to the extent described 

in some of the research, and if it was, I did not believe it extended past the CEO position in most 

cases. The same was true for leadership development programs as I had not seen these types of 

programs in credit unions either. I did not believe that succession planning was part of the 

strategic planning process as it should be. I also assumed that credit union boards, CEOs, and 

senior managers are not educated on succession planning and the role of leadership development 

in succession planning like they may be in other industries. It was assumed that the lack of 

knowledge on the subject led to a lack of passion as well as a feeling of additional work for top 

management with minimal reward as the true benefit was not understood by those who would 

perform the succession planning tasks.  

Regulatory burden and financial and personnel resources were expected responses to 

current impediments as I did not believe that most credit unions had the human resources or the 

capital resources available to succession plan according to the best practices. This was never 

noted by any of the CEOs in this study. I expected to find that the larger the asset size of the 

credit union, the more likely they were to have succession planning to some degree within their 
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credit union. The data did not show a correlation with this expectation. I assumed the volunteer 

board of directors of credit unions did not typically have the expertise of the topic or that they 

played a larger role in the process which may be a reason why there is a very low number of 

credit unions in previous research who actually have a candidate ready for their next CEO 

position. Turns out the CEOs in this study felt it was their job to develop the next CEO and give 

their board options, all while keeping them in the loop of his/her efforts. Lastly, there were no 

expectations of responses in regard to the tools and resources needed, so it was great to hear the 

role that consultants are playing and the value they bring to this process.  

Despite my own experiences, I did maintain hope over the last several years. I had the 

pleasure of working with numerous great credit union leaders in a variety of positions who I 

believe in and who I know care about people. In several of my previous positions, I understand 

that I simply may not have been privy to this type of information because of my level, which 

makes more sense after the study because of the levels the programs are reaching in these credit 

unions. I have also seen more and more articles and research on the topic in recent years, which 

is exciting for the industry. With that said, the study was more successful than I imagined 

because the findings and conclusions were not what was expected.  

As a researcher and credit union professional who values people above all else, it was 

amazing to hear the devotion to this process in these organizations as well as the commitment to 

the industry, the employees, and the members. The CEOs had numerous things on their plates, 

many large strategic initiatives, and endless items like regulatory and compliance items, staffing 

issues, disruptors, and the ever changing industry falling in their laps daily but they never made 

excuses. In fact they got angry when others made excuses about not focusing on their employees. 

They refused to let anything come in the way of their stakeholders including their own egos or a 
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lack of time, and they were up for the constant challenge of keeping their team members happy 

by putting them first. Their stories, their programs, their strategies, and their results that are 

shared within this study are a stronger tool for other credit unions than I ever imagined. The only 

hope is that other credit union leaders and boards will listen to these successes, strategies, 

mentalities, and conclusions and implement them within their own organizations. The more 

credit unions performing at the highest levels described in this study, the more likely the 

members are happy, the industry is growing, and the number of credit unions closing or merging 

into others per year will go down. 

  



  135 
 

REFERENCES 

Adams, T. (2005). Founder transitions: Creating good endings and new beginnings. 

Baltimore, MD: Annie E. Casey Foundation. 

American Customer Satisfaction Index. (2015). ACSI Finance and Insurance Report 2015. 

Retrieved from  http://www.theacsi.org/news-and-resources/customer-satisfaction-

reports/reports-2015/acsi-finance-and-insurance-report-2015/acsi-finance-and-insurance-

report-2015-download. 

Andvik, E. (2009). The differences between credit unions and banks. Land of Lincoln Credit 

Union. Retrieved from https://www.llcu.org/membership/whats-a-credit-union/the-

differences-between-credit-unions-and-banks/. 

Ayuso, S., Rodriguez, M. A., Garcia-Castro, R., & Arino, M. A. (2011). Does stakeholder 

engagement promote sustainable innovation orientation? Industrial Management and 

Data Systems, 111(9), 1399-1417. Retrieved from 

http://www.emeraldinsight.com.lib.pepperdine.edu/doi/pdfplus/10.1108/0263557111118

2764.  

Bakan, J. (2004). The corporation: The pathological pursuit of profit and power. London: 

Constable.  

Balser, D., & Carmin, J. A. (2009). Leadership succession and the emergence of an 

organizational identity threat. Nonprofit Management & Leadership, 20(2), 185-201. 

Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=f4d07326

-9d3d-4aec-a1dc-f754d494f3db%40sessionmgr120&vid=1&hid=107.  



  136 
 

Bankrate. (2011). 2011 credit union checking study. Retrieved from 

www.bankrate.com/finance/savings/can-you-join-a-credit-union.aspx. 

BECU. (2013). Comparing credit unions and banks. Retrieved from http://www.becu.org/learn-

and-plan/web-resources-detail.aspx?id=74&type=article. 

Bechet, T. P., American Management Association., & Society for Human Resource Management 

(U.S.). (2008). Strategic staffing: A comprehensive system for effective workforce 

planning. Retrieved from 

http://reader.eblib.com.lib.pepperdine.edu/(S(o2bsposyhe0imbl0t3phn42p))/Reader.aspx?

p=408782&o=125&u=8zlUmyh%2b45SR%2btnDz5PN5Q%3d%3d&t=1474243145&h=

ED2F97969B2C014BB0D8CA109177282923B76E18&s=48054240&ut=288&pg=1&r=

img&c=-1&pat=n&cms=-1&sd=2. 

Berchelman, K. D. (2005). Next in Line - Succession Planning - Succession planning is a 

strategic methodology for ensuring that your organization has the right internal people in 

place when openings become available. Journal for Quality & Participation, 28(3), 11-

12. 

Bersin, J. (2013). Predictions for 2014: Building a strong talent pipeline for the global economic 

recovery. Deloitte Consulting, LLC. Retrieved from 

http://www2.deloitte.com/cn/en/pages/human-capital/articles/predictions-2014-building-

strong-talent-pipeline-for-global-economic-recovery.html. 

Block, S. R., & Rosenberg, S. (2002). Toward an understanding of founder’s syndrome: An 

assessment of power and privilege among founders of nonprofit organizations. Nonprofit 

Management and Leadership, 12(4), 353–368. Retrieved from 



  137 
 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=feaa8162-

004c-4499-a68e-8f29ebdba027%40sessionmgr4010&vid=1&hid=4114. 

Bosse, D. A., Phillips, R. A., & Harrison, J. S. (2009). Stakeholders, reciprocity, and firm 

performance. Strategic Management Journal, 30, 447-456. Retrieved from 

http://onlinelibrary.wiley.com.lib.pepperdine.edu/doi/10.1002/smj.743/epdf. 

Boutilier, R.. (2012). A stakeholder approach to issues management. New York, NY: Business 

Expert Press. Retrieved from 

http://reader.eblib.com.lib.pepperdine.edu/(S(gplej4f0h3varb3dnu05osnm))/Reader.aspx?

p=876632&o=125&u=8zlUmyh%2b45SR%2btnDz5PN5Q%3d%3d&t=1474243699&h=

C51BEBEC603EE6FD78FE435E92AF5985EB722B51&s=48054240&ut=288&pg=1&r

=img&c=-1&pat=n&cms=-1&sd=2. 

Branham, L. (2005). The 7 hidden reasons employees leave: How to recognize the subtle signs 

and act before it's too late. New York, NY: American Management Association. 

Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10075612. 

Brannen, D. E., & Ibrahim, N. A. (2010). The role and level of involvement of credit union 

directors in strategic management: A research agenda. International Journal of  

Management, 27(3), 680-692. 

Brown, W. (2007). Board development practices and competent board members: Implications for  

performance. Nonprofit Management and Leadership, 17(3), 301-317.  Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=a5e0950b

-630d-41d6-9787-af3a5dc0c5df%40sessionmgr105&vid=1&hid=107. 



  138 
 

Bureau of Labor Statistics. (2015). Databases, tables, and calculators by subject: Unemployment 

rates. Retrieved from http://data.bls.gov/timeseries/LNS14000000.  

Burke, R. J. (2006). Why leaders fail: Exploring the darkside. International Journal of 

Manpower, 27(1), 91-100. Retrieved from 

http://www.emeraldinsight.com.lib.pepperdine.edu/doi/pdfplus/10.1108/0143772061065

2862. 

Callahan & Associates, Inc. (2015). Build a peer group: assets over $500 million. Retrieved from 

http://www.creditunions.com/analyze/peergroup.aspx. 

Canwell, A., Geller, J., & Stockton, H. (2015). Leadership: why a perennial issue? Deloitte 

University Press. Retrieved from http://www2.deloitte.com/us/en/pages/human-

capital/articles/introduction-human-capital-trends.html.  

Carman, J., Leland, S., & Wilson, A. (2010). Crisis in leadership or failure to plan? Insights from 

Charlotte, North Carolina. Nonprofit Management and Leadership, 21(1), 93-111. 

Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=4564eb79

-c6d0-4981-9b2a-ff4b50cae024%40sessionmgr103&vid=1&hid=107. 

Charan, R. (2005). Ending the CEO succession crisis. Harvard Business Review. February issue, 

1-11. Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=59cb2bab

-0229-44fe-a7ae-19c5a49ae6cd%40sessionmgr102&vid=1&hid=107. 

Charan, R. (2008). Leaders at all levels: Deepening your talent pool to solve the succession  

crisis. San Francisco, CA: Jossey-Bass. Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10296704. 



  139 
 

Charan, R., Drotter, S., & Noel, J. (2011). The leadership pipeline: How to build the leadership -

powered company. San Francisco, CA: Jossey-Bass. Retrieved from 

http://reader.eblib.com.lib.pepperdine.edu/(S(3ex45bpzafzd3wbf3ykazxtq))/Reader.aspx?

p=693511&o=125&u=8zlUmyh%2b45SR%2btnDz5PN5Q%3d%3d&t=1474244436&h=

034F50E2BF1541CA577436F3C481EAFAD608CD07&s=48054240&ut=288&pg=1&r

=img&c=-1&pat=n&cms=-1&sd=2. 

Chen, T. (January 26, 2012). How credit unions support community development. U.S. News and 

World Report. Retrieve from http://money.usnews.com/money/blogs/my-

money/2012/01/26/how-credit-unions-support-community-development. 

Christensen, G. (2014). The future of credit unions – average CU $2 billion in assets. Retrieved 

from http://ceoadvisory.com/average-cu-2-billion-in-assets/. 

Clarkson Centre for Business Ethics. (1999). Principles of stakeholder management. Retrieved 

from http://www.rotman.utoronto.ca/-/media/Files/Programs-and-

Areas/Institutes/Clarkson/Principles-of-Stakeholder-Management.pdf. 

Cole, L. (2011). Five-year trends in credit union deposits (3rd Quarter Data 2011). Retrieved 

from http://www.creditunions.com/assets/1/17/2011_3Q_CUSP.pdf. 

Conger, J. & Fulmer, R. (2003). Developing your leadership pipeline. Harvard Business Review, 

81(12), 76-90. Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=a38a5c43

-1629-4499-a12d-b661d2f19afe%40sessionmgr107&vid=1&hid=107. 

Corporate Watch. (2006). What’s wrong with corporate social responsibility? Retrieved from 

https://corporatewatch.org/sites/default/files/CSRreport.pdf. 



  140 
 

Credit Union Magazine. (2010). Employee tenure in 2010. Retrieved from 

http://news.cuna.org/articles/36676-employee-tenure-in-2010. 

Credit Union National Association. (2011). Commercial banks and credit unions: Facts, fallacies, 

and recent trends. Retrieved from http://www.cuna.org/download/combanks_cus.pdf. 

Credit Union National Association. (2012). CEO compensation survey: 2011 – 2012. Retrieved 

from http://www.cuna.org/Research-And-Strategy/Products/2011-2012-CEO-Total-

Compensation-Survey-Report-(PDF)/. 

Credit Union National Association. (2013). About CUNA. Retrieved from 

http://www.cuna.org/cuna/. 

Credit Union National Association. (2014). Frequently requested credit union bank comparisons. 

Retrieved from http://www.cuna.org/Research-And-Strategy/Credit-Union-Data-And-

Statistics/.  

Credit Union National Association. (2015). U.S. credit union profile: First quarter 2015. CUNA 

Economics and Statistics. Retrieved from http://www.cuna.org/Research-And-

Strategy/Credit-Union-Data-And-Statistics/. 

Creswell, J. W., & Miller, D. (2000). Determining validity in qualitative inquiry. Theory Into 

Practice, 39(3), 124-130. 

Creswell, J. W. (2013). Qualitative inquiry and research design. Los Angeles, CA: SAGE.  

Creswell, J. W. (2014). Research design. Los Angeles, CA: SAGE. 

Dahl, J. (2010, September). Succession planning. Credit Union Magazine.  Retrieved from 

http://news.cuna.org/articles/36593-succession-planning. 

Delaney, J. T., & Huselid, M. A. (1996). The impact of human resource management practices 

on perceptions of organizational performance. Academy of Management Journal, 39, 



  141 
 

949–969. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=1117f985-

966b-4870-b643-3220bbee12bf%40sessionmgr4007&vid=1&hid=4114. 

Donaldson, T., & Preston, L. (1995). The stakeholder theory of the corporation: Concepts, 

evidence, and implications. Academy of Management Review, 20, 65–91. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/detail/detail?sid=9fb7e664-9b5d-

4a9a-8a4c-

9482ab1a736a%40sessionmgr4006&vid=0&hid=4114&bdata=JnNpdGU9ZWhvc3QtbGl

2ZSZzY29wZT1zaXRl#AN=9503271992&db=bah. 

Dotlitch, D.L. & Cairo, P. (2003). Why CEOs fail: The 11 behaviors that can derail your climb 

to the top and how to manage them. San Francisco, CA: Jossey-Bass.   

Financial Brand. (2012). Credit union industry outlook: 5 years back, 20 years forward. 

Retrieved from http://thefinancialbrand.com/24943/credit-union-industry-outlook/. 

Feintzeig, R. (2014). Study: CEO tenure on the rise. Wall Street Journal. Retrieved from 

http://blogs.wsj.com/atwork/2014/04/09/study-ceo-tenure-on-the-rise/. 

Freeman, R. E. (1984). Strategic management: A stakeholder approach. Boston, MA: Pitman.  

Freeman, R. E. (2004). A stakeholder theory of the modern corporation. In Beauchamp, T.L., & 

Bowie, N.E. (Eds.), Ethical Theory and Business (7th Ed., pp. 55-64). Upper Saddle 

River, NJ: Pearson/Prentice-Hall.  

Freeman, R. E. (2008). Managing for stakeholders. In Donaldson, T., & Werhane, P. (Eds.), 

Ethical Issues in Business: A Philosophical Approach (8th Ed., pp. 39–53). Englewood 

Cliffs, NJ: Prentice Hall. 



  142 
 

Freeland, C. (2002). Strategic planning: SRA’s approach. Journal of Research Administration, 

33(2), 59–65.  

Friedman , A. L., & Miles, S. (2006). Stakeholders: Theory and practice. Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10271574. 

Froelich, K., McKee, G., & Rathge, R. (2011) Succession planning in nonprofit  

organizations. Nonprofit Management and Leadership, 22(1), 3-20. Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=e28d4772

-9a2f-4ed4-a89a-fd4a5f633352%40sessionmgr102&vid=1&hid=107. 

Fullbrook, M. (2015). Should credit unions pay their directors?  Retrieved from Filene Research  

Institute’s website: https://filene.org/research/report/should-credit-unions-pay-their-

directors.  

Fulmer, R.M. & Conger, J.A. (2004). Growing your company’s leaders: How great 

organizations use succession management to sustain competitive advantage. New York, 

NY: AMACOM. Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10052841.  

Ghosh, P. (2015, April). Succession planning: do you know who your next CEO will be? Credit 

Union Journal. Retrieved from http://www.cujournal.com/news/growth-

strategies/succession-planning-do-you-know-who-your-next-ceo-will-be-1024256-

1.html. 

Goddard, J., McKillop, D., & Wilson, J.O.S. (2014). U.S. credit unions: survival, consolidation, 

and growth. Economic Inquiry, 52(1), 304-319. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=8da2d8a2

-b17c-4643-b0cf-3d8ddeed6a33%40sessionmgr4009&vid=1&hid=4114. 



  143 
 

Goddard, J., McKillop, D., & Wilson, J.O.S. (2015). Regulatory change and capital adjustment 

of US credit unions. Journal of Financial Services Research, 50(1), 29-55. 

doi:10.1007/s10693-015-0217-y  

Gonzalez, C. (2010). Leadership, diversity, and succession planning in academia. Center for 

Studies in Higher Education, UC Berkeley. Retrieved from 

http://escholarship.org/uc/item/594483fq. 

Greer, C. R., & Virick, M. (2008) Diverse succession planning: Lessons from the industry 

leaders. Human Resource Management, 47(2), 351-367. Retrieved from 

http://onlinelibrary.wiley.com.lib.pepperdine.edu/doi/10.1002/hrm.20216/epdf. 

Groves, K. S. (2007). Integrating leadership development and succession planning best practices. 

Journal of Management Development, 26(3), 239-260. Retrieved from 

http://www.emeraldinsight.com.lib.pepperdine.edu/doi/pdfplus/10.1108/0262171071073

2146. 

Harris, D., & Helfat, C. (1997). Specificity of CEO human capital and compensation. Strategic 

Management Journal, 18(11), 895-920. Retrieved from 

http://onlinelibrary.wiley.com.lib.pepperdine.edu/doi/10.1002/(SICI)1097-

0266(199712)18:11%3C895::AID-SMJ931%3E3.0.CO;2-R/epdf. 

Higgins, M. (2011). Credit union strategic growth and budgeting. Filene Research Institute. 

Retrieved from https://filene.org/assets/pdf-

reports/246_Higgins_Strategic_Growth_Budgeting.pdf. 

Hogan, R. (1999). Trouble at the top: causes and consequences of managerial incompetence. 

Consulting Psychology Journal, 46, 1061-87. Retrieved from 



  144 
 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=dd8e6b30

-8923-45f8-adba-ef0e17de4a3b%40sessionmgr4009&vid=1&hid=4114. 

Hogan, R. & Hogan, J. (2001). Assessing leadership: A view from the dark side. International 

Journal of Selection and Assessment, 9, 40-51. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=9fe8526d-

d77e-42a2-a022-926d1036a2de%40sessionmgr4009&vid=1&hid=4114. 

Hsiung, P. C. (2008). Teaching reflexivity in qualitative interviewing. Teaching Sociology, 36, 

211-226. Retrieved from 

http://tso.sagepub.com.lib.pepperdine.edu/content/36/3/211.full.pdf+html. 

Israel, M., & Hay, I. (2006). Research ethics for social scientists: Between ethical conduct and 

regulatory compliance. London: Sage. Retrieved from 

http://methods.sagepub.com.lib.pepperdine.edu/book/research-ethics-for-social-scientists. 

Johnson, J. (2011). Credit unions are on the move for 2012. Credit Union Strategy and 

Performance. Quarter 3, 18-27. Retrieved from 

http://www.creditunions.com/assets/1/7/2011_3Q_CUSP.pdf. 

Joyce, W. F., Nohria, N., & Roberson, B. (2003). What really works: The 4+2 formula for 

sustained business success. New York, NY: Harper Business.  

JPMorgan Chase & Co. (2013). 2012 Annual Report. Retrieved from 

http://files.shareholder.com/downloads/ONE/3102100392x0x652147/a734543b-03fa-

468d-89b0-fa5a9b1d9e5f/JPMC_2012_AR.pdf.  

Kouzes, J. M., & Posner, B. Z. (2006). A leader’s legacy. San Francisco, CA: Jossey-Bass. 

Lass, J. (2012). Building the credit union of the future. Retrieved from 

http://training.cuna.org/download/acuc_2012/061812_jlass.pdf. 



  145 
 

Leverty, J. T., & Grace, M. F. (2012). Dupes or incompetents? An examination of management’s 

impact on firm distress. The Journal of Risk and Insurance, 79(3), 751-783. Retrieved 

from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=5cebcd11-

e892-4da6-8660-afcd7c9d7dcc%40sessionmgr4006&vid=1&hid=4114. 

Mansell, S. F. (2013). Capitalism, corporations and the social contract: A critique of stakeholder 

theory. Cambridge: Cambridge University Press. Retrieved from 

http://reader.eblib.com.lib.pepperdine.edu/(S(uizriycmo5h23fjm3cztv42j))/Reader.aspx?p

=1099863&o=125&u=8zlUmyh%2b45SR%2btnDz5PN5Q%3d%3d&t=1476147528&h=

C16C06F60DA865A5BF2CA5BFB0623DD4877B4569&s=48755971&ut=288&pg=1&r

=img&c=-1&pat=n&cms=-1&sd=2. 

McCall, M. & Lombardo, M. (1983). Off the track: Why and how successful executives get 

derailed (Report No. 21). Greensboro, NC: Center for Creative Leadership.  

McComb, J. (2001). Moving from planning to progress. Credit Union Executive Journal, 41(4), 

24-27. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/detail/detail?sid=34354510-2835-

4f1b-8687-

737b6c17ebc4%40sessionmgr4010&vid=0&hid=4114&bdata=JnNpdGU9ZWhvc3QtbGl

2ZSZzY29wZT1zaXRl#AN=4860675&db=buh. 

McIntyre, D. A., Hess, A. E., & Weigley, S. (2013). Eight founders who ruined their companies. 

USA Today. Retrieved from 

http://www.usatoday.com/story/money/business/2013/02/09/founders-ruin-

companies/1905921/. 



  146 
 

McNamara-Fenesy, B. (2013). Five questions every credit union board should ask themselves 

when developing executive compensation and benefits. CU Insight, August 6, 2013. 

Retrieved from https://www.cuinsight.com/five-questions-every-credit-union-board-

should-ask-themselves-when-developing-executive-compensation-and-benefits.html.  

Medley, B., & Akan, O. H. (2008). Creating positive change in community organizations: A case 

for rediscovering Lewin. Nonprofit Management and Leadership, 18(4), 485–496. 

Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=2674e27d

-a86b-49cb-b077-d282f1ac716b%40sessionmgr4007&vid=1&hid=4114. 

Miles, J. A. (2012). Management and organization theory. San Francisco, CA: Jossey-Bass. 

Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10531445. 

Monroe, W. H. (1963). Strategy in the management of executives. Business Horizons, 6(1), 35-

44.  

National Credit Union Administration. (2000). NCUA letter to credit unions: Camel rating 

system (Letter No.: 00-CU-08). Retrieved from 

https://www.ncua.gov/resources/documents/lcu2000-08.pdf.  

National Credit Union Administration. (2006). Federal credit union handbook. Retrieved from 

www.ncua.gov/Legal/GuidesEtc?GuidesManuals/fcu_handbook.pdf. 

National Credit Union Administration. (2008). 12 CFR Part 701: Organization and operations of 

federal credit unions; Underserved areas. Federal Register, 73(232). Retrieved from 

https://www.ncua.gov/Legal/Documents/F-701-Irps.pdf. 



  147 
 

National Credit Union Administration. (2010). 12 CFR Part 701: Chartering and field of 

membership. Federal Register, 75(122). Retrieved from 

https://www.ncua.gov/About/Documents/Agenda%20Items/AG20091217Item1B.pdf. 

National Credit Union Administration. (2013a). History of credit unions. Retrieved from 

http://www.ncua.gov/about/history/Pages/CUHistory.aspx.  

National Credit Union Administration. (2013b). About NCUA. Retrieved from 

http://www.ncua.gov/about/Pages/default.aspx. 

National Credit Union Administration. (2014). Truth in mergers: a guide for merging credit 

unions. Retrieved from 

www.ncua.gov/resources/OSCUI/Documents/TruthInMergers.pdf. 

National Credit Union Administration. (2015a). Supervisory actions (closed credit unions). 

Retrieved from http://www.ncua.gov/Legal/Regs/Pages/Closed2014.aspx. 

National Credit Union Administration. (2016a). Supervisory actions (closed credit unions) in 

2015. Retrieved from https://www.ncua.gov/services/Pages/closed-credit-

unions/2015.aspx. 

National Credit Union Administration. (2016b). Supervisory actions (closed credit unions) in 

2016. Retrieved from https://www.ncua.gov/services/Pages/closed-credit-

unions/2016.aspx. 

Phillips, R. (2003). Stakeholder theory and organizational ethics. San Francisco, CA: Berret-

Koehler Publishers. Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10499936. 

Proudfoot, A. (2013). Optimizing human capital: An opportunity overlooked. Retrieved from 

http://www.alexanderproudfoot.com/uploadedFiles/Pages/Case_Studies/Content/US%20

http://www.ncua.gov/about/history/pages/cuhistory.aspx


  148 
 

30521%20Optimizing%20Human%20Capital%20Executive%20Brief%20GENERIC%2

0PandC%20-%20FINAL.pdf. 

Reid, M. (2005). Applying succession management benefits for leadership continuity. Journal of 

Business & Economics Research, 3(6), 35-44. 

Rothwell, W. J. (2002). Putting success into your succession planning. Journal of 

  Business Strategy, 23(3), 32–37. Retrieved from 

http://www.emeraldinsight.com.lib.pepperdine.edu/doi/abs/10.1108/eb040249. 

Rothwell, W. J. (2005). Effective Succession Planning: Ensuring Leadership Continuity 

and Building Talent from Within (3rd ed.). New York, NY: AMACOM. 

Rothwell, W. J. (2010). Effective Succession Planning (4
th

 Ed). New York, NY: AMACOM.  

Sims, R. R., & Quatro, S. A. (2005). Leadership: Succeeding in the private, public, and not-for-

profit sectors. Armonk, N.Y: M.E. Sharpe. Retrieved from 

http://site.ebrary.com.lib.pepperdine.edu/lib/pepperdine/reader.action?docID=10178060. 

Shen, W., & Cannella, A. A. (2002). Revisiting the performance consequences of CEO 

succession: The impact of successor type, post succession senior executive turnover, and 

departing CEO tenure. Academy of Management Journal, 45(4), 717-733. Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=69acc773

-d604-4471-b1ae-ca76b0d60fb0%40sessionmgr102&vid=1&hid=107. 

Sobol, M. R., Harkins, P., & Conley, T. (2007). Best Practices for Succession Planning. San 

Francisco, CA: Pfeiffer.  

Society for Human Resource Management. (2008). Leadership competencies. Retrieved from 

http://www.shrm.org/Research/Articles/Articles/Pages/LeadershipCompetencies.aspx. 



  149 
 

Sternberg, E. (1996). Stakeholder theory exposed. Economic Affairs, 16(3), 36-38. Retrieved 

from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=83623652

-f10a-4bbb-b46c-8b50f71866a9%40sessionmgr101&vid=1&hid=107. 

Stoddard, B. (2011). Leadership perspectives: a legacy of leadership. Credit Union Strategy and 

Performance, Quarter 3, 77-88. Retrieved from 

http://www.creditunions.com/assets/1/7/2011_3Q_CUSP.pdf. 

Strozniak, P. (2013). CU board director pay: Most not at all, some handsomely. Credit Union 

Times. Retrieved from www.cutimes.com/2013/07/01/cu-board-director-pay-most-not-at-

all-some-handsom?page=2. 

Sull, D. N. (1999, July-August). Why good companies go bad. Harvard Business Review. 

Retrieved from https://hbr.org/1999/07/why-good-companies-go-bad.  

Tierney, T. (2006). The leadership deficit. Stanford Social Innovation Review, 26-35. Retrieved 

from https://ssir.org/articles/entry/the_leadership_deficit.  

Trow, D. B. (1961). Executive succession in small companies. Administrative Science Quarterly, 

6(2), 228-239. 

University of Wisconsin Center for Cooperatives. (2014). Credit Unions. Retrieved from 

http://reic.uwcc.wisc.edu/CU/.  

Vertz, L. (2012). CUs boast low turnover rates. Credit Union National Association.  Retrieved 

from http://news.cuna.org/articles/37484-cus-boast-low-turnover-rates.  

Wang, H., Tsui, A. S., & Xin, K. R. (2011). CEO leadership behaviors, organizational 

performance, and employees' attitudes. The Leadership Quarterly, 22(1), 92-105. 

Retrieved from http://ac.els-cdn.com.lib.pepperdine.edu/S104898431000189X/1-s2.0-



  150 
 

S104898431000189X-main.pdf?_tid=ca68999c-8f56-11e6-9fb0-

00000aacb360&acdnat=1476151541_3c865b33f0cb0580de27a01e7cb091d9. 

Wheelock, D. C, & Wilson, P. W. (2011). Are credit unions too small? The Review of Economics 

and Statistics, 93(4), 1343-1359. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=f3056dbb-

2df1-4cea-ad5b-ca1fd90d58ab%40sessionmgr4010&vid=1&hid=4114. 

Wijnberg, N. (2000). Normative stakeholder theory and Aristotle: The link between ethics and 

politics. Journal of Business Ethics 25(4), 329-42. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=4d04e5bb

-5d16-4abc-bed2-119dd86e05ba%40sessionmgr4007&vid=1&hid=4114. 

Williams, S. (2010). Best practices in credit union efficiency [White paper]. Retrieved from  

Credit Union National Association website: http://www.cuna.org/Stay-Informed/CUNA-

Initiatives/DownLoads/Efficiency_BestPractices/.  

Windsheimer, D. (2008). Revolving door: CEOs aren’t staying on the job as long. Credit unions 

are turning to executive search firms to ease the turnover burden. Credit Union 

Management. May edition, 56-59. Retrieved from 

http://web.b.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=ebadce0f-

72d6-4728-aac1-fa76ad18a058%40sessionmgr101&vid=1&hid=107. 

Zenger, J., & Folkman, J. (2009, June). Ten fatal flaws that derail leaders. Harvard Business 

Review. Retrieved from 

http://web.a.ebscohost.com.lib.pepperdine.edu/ehost/pdfviewer/pdfviewer?sid=0bdad15a

-a499-4eb5-b162-92701472ed7b%40sessionmgr4007&vid=1&hid=4114. 

 Zhang, Y. & Rajagopalan, N. (2010). CEO succession planning: Finally at the center stage of  



  151 
 

the boardroom. Business Horizons, 53, 455-462. Retrieved from http://ac.els-

cdn.com.lib.pepperdine.edu/S0007681310000650/1-s2.0-S0007681310000650-

main.pdf?_tid=3fe8147c-8f5c-11e6-839b-

00000aacb35d&acdnat=1476153885_0cd9cb09d595faf35a7a059fe45ece7b. 

  



  152 
 

APPENDIX A 

IRB Approval Notice 

Pepperdine University 

24255 Pacific Coast Highway 

Malibu, CA 90263 

TEL: 310-506-4000 

NOTICE OF APPROVAL FOR HUMAN RESEARCH 

Date: November 04, 2015 

Protocol Investigator Name: Stephanie Zuleger 

Protocol #: 15-10-068 

Project Title: Identifying Impediments of Succession Planning in Credit Unions 

School: Graduate School of Education and Psychology 

 

Dear Stephanie Zuleger: 

 

Thank you for submitting your application for exempt review to Pepperdine University's 

Institutional Review Board (IRB). We appreciate the work you have done on your 

proposal. The IRB has reviewed your submitted IRB application and all ancillary materials. 

Upon review, the IRB has determined that the above entitled project meets the 

requirements for exemption under the federal regulations 45 CFR 46.101 that govern the 

protections of human subjects. 

Your research must be conducted according to the proposal that was submitted to the 

IRB. If changes to the approved protocol occur, a revised protocol must be reviewed and 



  153 
 

approved by the IRB before implementation. For any proposed changes in your research 

protocol, please submit an amendment to the IRB. Since your study falls under exemption, there 

is no requirement for continuing IRB review of your project. Please be aware that changes to 

your protocol may prevent the research from qualifying for exemption from 45 CFR 46.101 and 

require submission of a new IRB application or other materials to the IRB. 

A goal of the IRB is to prevent negative occurrences during any research study. However, 

despite the best intent, unforeseen circumstances or events may arise during the research. If an 

unexpected situation or adverse event happens during your investigation, please notify the IRB 

as soon as possible. We will ask for a complete written explanation of the event and your written 

response. Other actions also may be required depending on the nature of the event. Details 

regarding the timeframe in which adverse events must be reported to the IRB and documenting 

the adverse event can be found in the Pepperdine University Protection of Human Participants 

in Research: Policies and Procedures Manual at community.pepperdine.edu/irb. 

Please refer to the protocol number denoted above in all communication or 

correspondence related to your application and this approval. Should you have additional 

questions or require clarification of the contents of this letter, please contact the IRB Office. On 

behalf of the IRB, I wish you success in this scholarly pursuit. 

Sincerely, 

 

Judy Ho, Ph.D., IRB Chairperson 

cc: Dr. Lee Kats, Vice Provost for Research and Strategic Initiatives 

Mr. Brett Leach, Regulatory Affairs Specialist 

  



  154 
 

APPENDIX B 

Initial Email to Participants 

Dear Mr. or Mrs. <Chief Executive Officer>,  

I would like to interview you as part of a larger research study that seeks to better 

understand your experiences with succession planning and leadership development within credit 

unions. My name is Stephanie Zuleger, and I am the Chief Lending Officer at Y-12 Federal 

Credit Union in Oak Ridge, Tennessee. I am also a doctoral student at Pepperdine University, 

and I need your expertise and experiences to be able to provide strong and beneficial results that 

we can use to help our industry prosper.  

You have been selected to participate in this survey due to your position as Chief 

Executive Officer of a large credit union as well as your time in the credit union industry. By 

completing this interview, you will be assisting in identifying internal and external impediments 
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Please note that your experiences will add value whether you have a strong program in 

place or no program in place. I need to understand both to have a successful study. You and your 

credit union will be kept confidential in the findings and no identifying information will be 

shared at any point. We can meet face-to-face, by Skype, or by telephone, whichever you prefer. 

I appreciate your time in advance and hope you will assist me in my research. Please 
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Sincerely,  

 

Stephanie Zuleger 
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APPENDIX C 

Thank You Email 

Dear Mr. or Mrs. <Chief Executive Officer>,  
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been successful without your participation. I am looking forward to sharing the responses of all 

of the Chief Executive Officers in the findings of the study as I presume this will assist all credit 

union CEOs and leaders in being more effective in this strategic planning process.  

I am hoping to have the findings of the study wrapped up within the next three to four 

months. I am happy to share the findings with you once they are reviewed with my committee. If 

you have any questions at any time, please reach out to me at or by phone at.  

Thank you again for your time! 

Sincerely, 

 

Stephanie Zuleger 


