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Agenda

ÅImpacts of the Current Regulatory 
Environment

ÅProcess of address Regulatory changes

ÅIntroduction of supporting Solutions
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Regulatory Time Line
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Profitability Profile
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Profitability Constriction 

Negative balance overdraft users Profitable -

Low balance (former overdraft users) Unprofitable +

Low activity/product users Unprofitable +

Balance holders Profitable o
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New Consulting Services 

Four Step Framework

Step 1: Identify

ÅFind Your Opportunities

ÅDetermine Exposure

Step 2: Define

ÅProducts

ÅProcess

Step 3: Execute

ÅPut Strategy into Action

Step 4: Measure

ÅConfirm Your Results

ÅProactively Refine Plans
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Technology Updates to Enable Reaction 

ÅRelationship Analysis
ÅHybrid Interest

ÅCustomer View 
ÅODP Counseling Tracking

ÅRelationship Rewards
ÅNon-Financial Rewards

ÅBusiness & Consumer Packages

ÅBeaver Creek Marketing

ÅBusiness Analytics
ÅRelationship Monitoring

ÅRewards Dashboard

ÅRelationship Profitability Manager
ÅProfitability Extract to Prime ***



Relationship Analysis 

Make the most of the Repeal of Reg Q
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Overview

ÅRepeal of Reg Q provides several unique 
opportunities for the Community Bank market

ÅCompete with larger institutions for commercial business

ÅIn 2010, CFO magazine found that 46% of its readers were 
more likely to switch banking providers than they were two 
years ago1

ÅDrive balances back into the bank

ÅApproximately $800 Billion is swept out of the depository 
institution each night and only 3% stays in the industry2

ÅIncrease the value of the Account Analysis product

ÅIncent customer usage of more products

1 CFO Magazine, Take Control of Your Bankers, October 2010 issue
2 Division of Monetary Affairs of the Board of Governors of the Federal Reserve System
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Brief History

ÅReg Q

ÅOriginates from Glass Steagall Act of 1933

ÅOriginally covered all demand deposit accounts

ÅGradually whittled down to only commercial accounts

ÅEarnings credits were a way around the restriction

ÅRepealôs effective date ïOne year after signing of 
Dodd-Frank ïJuly 21, 2011
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How Will You Respond to the Repeal

ÅInterest model ïinterest on all balances

ÅHybrid model ïEarnings credits up to amount of 
service charge and interest on remaining balance

ÅEnhanced Earnings Credit Rate

ÅStatus Quo

But are these 

what is best for the bank and 

what is best for the customer?
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The Lesser of Three Evils?

Interest 
Model

Bank
ÅHighest interest on non-

interest balances

ÅNon-interest income 
impact unknown

Client
ÅSame interest income

ÅHigher fees

ÅHigher FDIC coverage

ÅLower costs of investment

ÅMore taxable income

Hybrid 
Model

Bank
ÅHigher interest on non-

interest balances

ÅReduction in non-interest 
income

Client
ÅLower interest income

ÅLower fees

ÅHigher FDIC coverage

ÅLower costs of investment

ÅSame taxable income

Enhanced 
ECR

Bank
ÅReduction in non-interest 

income

Client
ÅSame interest income

ÅLower fees

ÅSame FDIC coverage

ÅSame costs of investment

ÅSame taxable income
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Most Discussed Option - Hybrid

This is the model most banks 

are talking about and many

customers want to minimize 

their out-of pocket expense and 

earn the most on excess dollars

How do you make it work for the

Bank and the customer?

Hybrid 
Model

Bank

ÅHigher interest on non-
interest balances

ÅReduction in non-interest 
income

Client

ÅMinimal change to 
interest income

ÅLower fees

ÅHigher FDIC coverage

ÅLower costs of investment

ÅSame taxable income
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Relationship Analysis for Premier

A browser-based analysis module designed to 

ÅAnalyze an unlimited number of chargeable services, including 

volume counts and fees from Premier Demand Deposit Accounting, 

Exception Item Module, Paperless Item Module and Premier ecorp

solutions + Flexible Import capabilities

ÅAutomatically track customer activity using volume counts and flat 

charges

ÅProvides complete flexibility in tailoring charge specifications to 

satisfy institution or client-level pricing

ÅGenerate online and customized reports to meet unique demands.
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Types of Specifications
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Activities
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Earned Credit Rate and Hybrid Interest

Hybrid Interest 
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Types of DDA Transactions
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Charging Options



© 2009 Fiserv, Inc. or its affiliates.

Analysis Account Setup
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Statement Review
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Activity Level Overrides
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Account Summary Report
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ÅIncrease Commercial Account Revenue

ÅVia integration with other service applications

ÅVarious competitive pricing options

ÅOperational Efficiency and Expense Control

ÅMore Detailed Analysis Statements

ÅConversion Convenience 

ÅUtility facilitates migration from DDA Analysis

ÅRuns concurrently with DDA Analysis during migration

Footnote (Arial 8pt)

Increase Profits from Commercial Accounts



Customer View and FDIC ODP
Customer Relationship Management 
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FIL-81-2010 Overdraft Payment Guidance

ÅFDIC is particularly concerned with automated 
overdraft payment plans

ÅMonitor programs for excessive customer use
ÅAccount is overdrawn on more than six occasions 

where a fee is charged in a rolling twelve month period

ÅContact customers to discuss less costly alternatives

ÅGive the customer a reasonable opportunity to decide 
whether to continue fee-based overdraft coverage

ÅInstitute appropriate daily limits

ÅConsider eliminating overdraft fees that 
overdraw an account by a de minimis amount
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Premier ODP Regulatory Update

ÅOverdraft Payment Plan (ODP) Identifier

ÅNew totals and tracking information
ÅIdentify accounts overdrawn on more than six 

occasions where a fee may be charged in a rolling 
twelve month period

ÅTrack date and method of contact as well as customer 
contact notes

ÅAccount Exception reporting and/or free-form 
notice generation and/or statement message

ÅCustomer View, Business Analytics and EIM 
Historical offer more flexible monitoring 



© 2009 Fiserv, Inc. or its affiliates.

Premier CRM Functionality

ÅProspect Management

ÅMarketing Campaigns

ÅContact Management (Conversations)

ÅReferral Tracking

ÅTask Tracking

ÅBusiness Analytics reporting
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Customer View ODP Tracking

ÅSet up Task Type 

ÅSet up Campaign

ÅAssign or Market

ÅTrack and Report
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Customer View ODP Tracking
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Customer View ODP Tracking
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ODP in Customer View

37

One Click Referral
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ODP in Customer View: Generate Referral

38

Send Email to Loan Officer
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Advantages

ÅEnterprise Wide Communication and Transparency

ÅDirect Integration with Core - Real Time

ÅProspects/NPTS/Contact History/New Contacts 
(Conversations)

ÅCall Center Log Viewable by all Institution Team Members

ÅEmail Referrals/Tasks to Departments and 3rd Party

ÅIntegration with BPM (Expedite) for New Accounts

ÅCurrent Clients and Prospects

ÅReal Time Reporting in Business Analytics

ÅTrack Efforts and Effectiveness 

39



Relationship Rewards with 
UChoose Loyalty Points
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Relationship Rewards for Premier

Relationship Rewards is a flexible solution that allows a 
financial institution to design unique and relevant 

products that are tailored for specific customer 
segments 

customer acquisition, value growth and retention
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Financial Objectives and Considerations
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Relationship Rewards to Design the Right Products for 
Your Customers

ÅRelationship Qualities

ÅAccount Relationships

ÅBalance Requirements

ÅElectronic Behaviors

ÅeStatement

ÅOnline Banking

ÅBill Pay

ÅPerson-to-Person Payments

ÅAccount / Customer Tenure

ÅTransactional Behaviors

ÅPoint of Sale (POS)

ÅBill Payment

ÅACH

ÅDirect Deposit

ÅClient Defined

ÅPremium Interest Rate 

ÅAccount Rebates

Å Tax reporting completed 
automatically

ÅRefund ATM Foreign Fees

ÅRefund ATM Surcharge Fees

ÅRefund Bill Payment Fees

ÅWaive Service Charges

ÅLoyalty Points*

ñRewardò CriteriañRewardò Options
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Rewards Transaction Types

Identify Transactions to use as Criteria

Set up ATM Fee Refund Defaults

Set up Bill Pay Fee Refund Defaults

Set up Account Rebate Defaults
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Add Product Level Criteria

Set Account-level 

Criteria

Set Transactions 

Minimums

Set balance

Minimums
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Common Rewards Programs
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Conditional Free Checking

Financial Drivers: Increase non-interest income and  reduce 
account processing costs by incenting revenue generating 
transaction activities and low cost behaviors

Market Segment: Customers who are not profitable and drain 
financial institutions profits

Account Details: 

Receive an eStatement and receive a $3 Credit Back

Perform 10 or more POS transactions and receive a $3 Credit Back

Conditional Free Checking enables customers avoid services charges 

provided they perform required activity and/or behaviors 
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Relationship Banking (Balances)

Financial Drivers: Increases products relationships per household 
to improve profitability and customer retention

Market Segment: Applies to established customer segments who 
tend to have several relationships with one or more financial institutions

Customer Attraction: Concrete rational benefits - Premium interest 
rate or cash for needed services which charge simplifies purchase 
decision process

Account Details: 
Total Deposit Balance $10K - $25K Rate 1 or Cash Reward

Total Deposit Balance $25K ï$50K Rate 2 or Cash Reward

Total Deposit Balance $50K+ Rate 3 or Cash Reward

A Reward Program providing bonus interest or cash rebate for balance 

and/or product relationships  
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Points Checking for Retail or Business

Financial Drivers: Increased non-interest income, improved 
customer retention, and increased customer acquisition. Cost of 
rewards fulfillment is lower and deferred

Market Segment: Appeals to young, tech savvy families with the 
potential to grow their bank relationship

Customer Attraction: Emotional reward that feeds ego and 
allows customer to select reward that is appropriate to them  

Account Details: 
ÅeStatement Customer Earns 50 UChoose Rewards Points

ÅOpen a new HELOC and receive 10K bonus UChoose Points

ÅPoint of Sale Transactions earns 1 point for every $2 spent

ÅMobile Banking Enrollment earn 500 bonus UChoose Points

ÅEarn points based upon the number of product relationships

ÅEarn 5 points for each Bill Payment transaction 

Points Checking programs allow customers to earn points for transaction 

activity, new account  opening, tenure, balance relationships, and more 
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UChoose Rewards Loyalty Points

ÅProvide Points as Incentives

ÅPoint Redemption

ÅOnline Portal 

ÅMerchant Network (National, Local, Internet)

ÅMillions of Merchandise Options

ÅEarn more points or Redeem Points

ÅPoints purchased by bank when redeemed not earned. 

ÅBank keeps the breakage 

ÅProgram Considerations

ÅLonger Engagement Cycles

ÅDeferred Cost 

ÅMerchant Funding
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Merchant Network for Fiserv  Card Services clients
Å13 Brick and Mortar National Retailers

ÅOver 400 Online Merchants (at www.uchooserewards.com )

ÅLocal and Regional Merchants - over 8000 

ÅMerchant network is expanded based on Fiserv client cardholder 
history

ÅClients can nominate merchants for participation in the Merchant 
Network

Merchant Funded Rewards D̄ifferentiation

http://www.uchooserewards.com/
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Application

Rewards Manager ïRedemption 
®Manage 

Customizations

®Set earning rules

®Run promotions 

®Set bonus rules 

®Registration 

®First usage

®Card Services Clients 

Manage Merchant 

Promotions
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Points Redemption
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Beavercreek Marketing
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Relationship Rewards Marketing Program

56

ÅMarketing Consulting Package 

ÅGetting Started Workshop ïprivate Webinar

ÅPlanning Guide

Å12-month custom marketing plan

ÅMarketing consulting throughout the year

ÅStaff Training Solutions

ÅPowerPoint and staff training handouts ïtemplates

ÅOnline Staff Training Center - deliver training electronically

ÅBeavercreek will train your staff ïoptional

ÅContinuous secure access to the RR Marketing Website
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Go to Market ïPromotional Collateral

ÅTraditional Collateral 

ÅProduct Brochures

ÅStatement Inserts

ÅLobby Displays 

ÅTurnkey Direct Mail

ÅOutdoor Signage

ÅRadio Scripts

ÅNewsletter and PR Articles

ÅOnline and Email Collateral

ÅBanner Ads

ÅVideo Banner ads with a spoken person

ÅWeb Landing Page 

ÅTurnkey Email

ÅVideo Email 

ÅVideo Tutorials
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Relationship Rewards ïA Complete Solution

Rewards 
Software

ÅCreation of Rewards Program Criteria and Incentives

ÅAutomatic system monitoring and award assignment

ÅFully integrated to account processing cycle and Online Banking

ÅIntegration to Points Redemption

Program 
Analytics

ÅUpfront Segmentation

ÅMarketing Lists

ÅOnline Program analysis

ÅQualification  Levels, Activity Metrics and Incentive Costs

Execution

Services

ÅIdentification of Financial Objectives

ÅAnalysis of Market Segments

ÅProgram design - Identification of Reward Criteria and Incentives

ÅMarketing Support and Assistance



Business Analytics
Dashboards to meet new challenges
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Relationship Management Monitoring
Segment Analysis


