Risk and Performance Solutions



Agenda

Almpacts of the Current Regulatory
Environment

AProcess of address Regulatory changes
Alntroduction of supporting Solutions
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Regulatory Time Line

= -

Aug 2010 July 2011

Lag between compliance date and revenue impact
6 months
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Profitability Profile

High Balance

= l High Activity
S | Low Balance
(a . i
E I
o
3 ,% /
% $0 |- -/Aff-* ________________ ./ L
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:IG:J I \\\ NS Moderate Balance
2 B, Low Ativity ! : Moderate Activity
§ N\ Low Balance

I
< L !

$0 Average Household Balance
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Profitability Constriction

% of

Customers
. Negative balance overdraft users Profitable -
e Low balance (former overdraft users) Unprofitable +
e Low activity/product users Unprofitable +
‘ Balance holders Profitable 0
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New Consulting Services

Four Step Framework

Step 1: Identify

AFind Your Opportunities
A Determine Exposure

Step 2: Define

A Products
A Process

Step 3: Execute
A Put Strategy into Action
Step 4: Measure

A Confirm Your Results
A Proactively Refine Plans
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Technology Updates to Enable Reaction

ARelationship Analysis
= A Hybrid Interest
ACustomer View
A ODP Counseling Tracking
i< ARelationship Rewards
\'K ANon-Financial Rewards
ABusiness & Consumer Packages
A Beaver Creek Marketing
ABusiness Analytics
A Relationship Monitoring
A Rewards Dashboard
ARelationship Profitability Manager
A Profitability Extract to Prime ***

8 sagentod analyss ofyour orgenzasion’s customer
rakatonships, helping you develop merksing
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Relationship Analysis
Make the most of the Repeal of Reg Q



Overview

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

A Compete with larger institutions for commercial business

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

ADrive balances back into the bank

AApproximately $800 Billion is swept out of the depository
institution each night and only 3% stays in the industry?

Alncrease the value of the Account Analysis product
Alncent 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

AReg Q

AOriginates from Glass Steagall Act of 1933
AOriginally covered all demand deposit accounts
AGradually whittled down to only commercial accounts
AEarnings credits were a way around the restriction

ARepeal 6s e fifOnecytar after sighingtok
Dodd-Frank i July 21, 2011
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How Wil You Respond to the Repeal

Alnterest model T interest on all balances

AHybrid model i Earnings credits up to amount of
service charge and interest on remaining balance

AEnhanced Earnings Credit Rate
A Status 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?

4 )
Bank
AHighest interest on non-
interest balances
ANon-interest income
impact unknown
\_ )

(CHent

ASame interest income
AHigher fees

AHigher FDIC coverage
ALower costs of investment
AMore taxable income

\. J

© 2009 Fiserv, Inc. or its affiliates.

Bank

AHigher interest on non-
interest balances

AReduction in non-interest
income

Client

ALower interest income
ALower fees

AHigher FDIC coverage
ALower costs of investment
ASame taxable income

Enhanced

ECR

Bank

AReduction in non-interest
income

Client

ASame interest income
ALower fees

ASame FDIC coverage
ASame costs of investment
ASame taxable income
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Most Discussed Option - Hybrid

Bank

AHigher interest on non-
interest balances
AReduction in non-interest
income

Client

AMinimal change to
interest income

ALower fees
AHigher FDIC coverage
ALower costs of investment
ASame taxable income

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?
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Relationship Analysis for Premier

A browser-based analysis module designed to

A Analyze an unlimited number of chargeable services, including
volume counts and fees from Premier Demand Deposit Accounting,

Exception Item Module, Paperless Item Module and Premier €corp
solutions + Flexible Import capabilities

A Automatically track customer activity using volume counts and flat
charges

A Provides complete flexibility in tailoring charge specifications to
satisfy institution or client-level pricing

A Generate online and customized reports to meet unique demands.
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Types of Specifications

Exception Items

Financial Management

Fixed Asset System

Item Entry System

Paperless Item Module

PTP2235

Retirement

Security Control Module

Specifications

Transaction Management

OFAC Reporting

Transaction Authorization

Premier Customer Analysis

File Import
Import Exceptions
Feview/Charge/Statements
Charge Maintenance
Specifications
Analysis Histary
Feports

Activity Management System

Premier Customer View

Relationship Rewards

e T ns -

© 2009 Fiserv, Inc. or its affiliates.

Premier Customer Analysis - Specifications

{* Inquire Account

{” Inquire Group

{" Inquire Combined Statement
{~ Inquire Institution

{~ Change Account

" Change Group

i~ Change Combined Statement
{~ Change Institution

" New Account

" New Group

" New Combined Statement

i Mew Institution

2l Select Specification Criteria

Group Mame: I

Group Number;
Account Title: |
Account Number: I

Branch:

Responsibility Code:

Review Responsibility Code:

Submit Cancel
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Activities

Institution

Earnings Credit Specifications

Recurring Charges Specifications

DDA Specifications
Enable DDA Charging:

Default

West Region
Scuth Region
Morth Regicn

Madizon Law Offices

&Add Specification Group

EIM Specification:

PIM Specifications

"1 ER° R ¥ R
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Earned Credit Rate and Hybrid Interest

Earnings Credit Specifications
Specification Group: Default

Reserve Balance Type: Positive Ledger Balance | »|  Overdraft Ledger Rate: I 2.0000

Rezerve Rate: I 10.0000 Owverdraft Available Rate: I 1.0000

Interest Paid Option: IIncIude ;I Cwverdraft Ledager Charge: I 2.00
Service Charge Paid Option: IIncIude ;I Owverdraft Available Charge: I 10.00
; |Inu:|ude |
Split/Tiered Option: ITiered "I
. I s.oooo  Ameunt 1: | 1000.00
Rate 2: I s.0oo00 Amount 2: | 2000.00
Rate 3: I =.ooon Amount 3: | 5000.00
Rate 4: 5.0000  Amount 4: | 10000.00

Rate 5: I 5.0000
= =

q Hybrid Interest
Split/Tiered

Option:

ITiered vI

Rate 1: m Amount 1: | 1000.00
Rate 2: m Amount 2: | 2000.00
Rate 3: m Amount 3: | 5000.00
Rate 4: m Amount 4: | 10000.00

Rate 5: I 5.0000

Update | Cancel |

"1 ER° R ¥ R
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Types of DDA Transactions

DDA Specifications
Specification Group:

Maintenance Charge

DDA Addenda Specifications
FDIC Charge

Cash In Charge

Cash Out Charge

Checks

ACH Debit

DDA Transfer to Checking

ATM Debit charge

Onus Debit

Transfer from Deposits

Client Defined DDA Item Type 7
Client Defined DDA Item Type 8
Client Defined DDA Item Type 9
ATM Credit Charge

Deposit

ACH Credit

Client Defined DDA Dep Item Type 4

Client Defined DDA Dep Item Type 5

Client Defined DDA Dep Item Type 6

Client Defined DDA Dep Item T

© 2009 Fiserv, Inc. or its affiliates.




‘Charging Options

Cash Cut Charge

Charge Name: Checks  Print Group: DDA Processing Activity
Charge Option: IIncIude Charge ~| AFP Code: |E45NEI

Tax Option: | Do Not Tax Charge v |

Introductory Period Option: Yez w
Introductory Period Months: I 1

Split/Tiered Option: m
Unit Cost 1: [ ooooo Volume 1: [ so9999s
Unit Cost 2: I— Volume 2: I_
Unit Cost 3: I— Volume 3: I—
Unit Cost 4: I— Volume 4: I—
Unit Cost 5: I—

I_

Minimum Monthly Charge: I Maximum Monthly Charge:

Split/Tiered Option: | Split = |

Unit Cost 1: IW Vaolume 1: I—
Unit Cost 2 I— Volume 2: I_
Unit Cost 3 I— Volume 3 I—
Unit Cost 4 I— Volume 4: I—
Unit Cost 5: I—

Minimum Manthly Charge: I Maximum Monthly Charge: I

ACH Debit

DDA Transfer to Checking




AnalySIS Account Setup CUSTOMER | PORTFOLIO DDA SAV COD LOAN
& MyFinancial, Inc. | _Search |

% Name O 5oy O N

Premier Customer Analysis - Specifications

Account Mailings Account Charge Overrides

Related Accounts

Application Institution Account Specification Group

Earnings Credit Im

Recurring Charges IRecurring Analysis ChargESLI

DDA 16 I 200080 IWE.St Region ;I

EIM 16 | 200060 |Stan|:|ard Exception Charg&s;l

PIM 16 | 155003 |Disu:|:|-ur1ted ACH Au:tivitv;l

Fremierscorp 16 | 155003 |Sma|l Business ;I

Paydata Lock Box 16 | 155003248 |Lu:|-u:kbu:r:uc Feesll

Bill Payment 16 | 155003248 | standard Bill Payment Fees |

Checlk Recon is | 200060 |Defau|t;|

Merchant Capture 16 | 200060 |Defau|t;|

Wire Exchange 16 | 200060 |Defau|t;|

TAS Activity 16 | | Default > |

ACH Filter Fees 16 | | Default x|

Combined Statements

Combined Statement Number 2
Add New Combined Statement

Settlement Frequency: Monthly -| Analysis Credit Option Override: Do Mot Apply Credit =

Minimum Account Charae:

B B P e el T 110UV,
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Statement Review

¢ MyFinancial, Inc.

CUSTDMER| PORTFOLIO DDA S5AV COD

LOAN

% Mame T ssn  EIN

Search |

Premier Customer Analysis - Review/Charge/Statements

Martha Washington Review Date: Mane

1345 Old Cheney Road Reviewed By:

Lincoln ME 68522

Settlement

Charge Methaod: Charge DDA Statement Date: 4/19/2010

Charge Date: 4/19/2010 Statement Generated By: Auto

Charged By: Aute Authorize Charge

Amount Charged: 310.00 Generate Statement

Charge Account: 200050

Collected Date: I— 7

Collected By:

Analysis Summary

Account Name Account Number Charge

Martha Washington Sewing Company 200 $£161.50

Coolidge School of Dance 2800 $143.50
Calculated Analysis Charge: £310.00
Analysis Charge Owerride: I—
Service Charge Faid: I—EI[IEI
EIM Amount Waived: 0.00

© 2009 Fiserv, Inc. or its affiliates.
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Activity Level Overrides e
& MyFinancial, Inc. | _search |

@ Name O sen O N

Premier Customer Analysis - Review/Charge/Statements

Charge Type Volume Unit Cost Charge Override

Cash In 0.00 £0.0000 £0.00 I

Cash Out 0.00 £0.0000 £0.00 I

DDA Transfer to Checking 0 $0.0000 $0.00 I

Checks 0 $0.0000 $0.00 |

ATM Debit charge 0 £0.0000 £0.00 I

Onus Debit 0 £0.0000 £0.00 I

Transfer from Deposits 0 $0.0000 $0.00 I

Transfers 0 £0.0000 £0.00 I -
ATM Activity 0 $0.0000 $0.00 [

Credits 0 £0.0000 £0.00 |

ATM Credit Charge 0 $0.0000 $0.00 [

Deposit 0 $0.0000 $0.00 |

ACH Credit 0 £0.0000 £0.00 I

¥ DD& Maintenance Charge £22.50
Activity Charges - EIM Handling Fee Activity

Charge Type Volume Unit Cost Charge Override
NSF Returned ITEM 0 £0.0000 £0.00 I

MSF Returned Uncollected FEE 0 $0.0000 £0.00 I

NSF Paid ITEM FEE 0 £0.0000 $0.00 I

Charge Back ITEM FEE 0 £0.0000 $0.00 |

1DGI V.

© 2009 Fiserv, Inc. or its affiliates.



Account Summary Report

Inst: D16 Premier Financial 016 Page 10f 2
Date: 011410 D4:45PM Premier Customer Analysis
Account Summary
Average Average Eamings Amnount Aot Tatal
Group Numiber Group Mame Tax Amt Avallabie Ledger Breakeven Credit Waived Owerriden Charge
T Washington $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00
Orchards Group
1 Washington $0.00 $0.00 £0.00 $578,983 16 $0.00 $0.00 544100 $441.00
Orchards
2 Adame Booksellers $0.00 $0.00 $0.00 $04 62963 $0.00 $122.00 $0.00 $140.00
Average Average Eamings Armnount Amount Total
Account Mumber  Account Mame Tax Amk Available Ledger Breakeven Credt Waived Owerriden Charge

100 Grant Leather Goods $0.00 $0.00 $0.00 $93,075.19 $0.00 50.00 $0.00 $0.00
200 Martha Washington $0.00 $0.00 50.00 $185,203.70 $0.00 50.00 $0.00 $0.00
Sewing Company
500 Rocsevelt Consulting $1.14 $0.00 $0.00 $30,416.67 $0.00 s7.00 $0.00 $51.14
1400 W _H. Harrison Inmports $0.32 $0.00 $0.00 $13,518.52 $0.00 52.50 $0.00 $10.32
1500 LBJ $1.14 $0.00 50.00 $34,141.16 $0.00 30.00 $0.00 $30.64
2000 J. Tyler Canoes & Kayaks $0.00 $0.00 20.00 $120,990.74 $0.00 $0.00 5000 $0.00
2100 Roosevelt Optical $0.00 $0.00 $0.00 $10,135.59 $0.00 £25.00 $0.00 $0.00
2300 Rocsevelt Safari $0.00 $0.00 50.00 $10,133.89 $0.00 £25.00 $0.00 $0.00
Adventures
2400 Reagan Stables $0.00 $0.00 50.00 $10,133.89 $0.00 £25.00 $0.00 $0.00
2700 Cleveland 51.14 $0.00 $0.00 $66,916.67 $0.00 50.00 $0.00 $52.64
2500 Codlidge School of Dance $0.00 $0.00 50.00 $133,157.41 $0.00 30.00 $0.00 $0.00
5127 Fillmore Garden Center 5114 $0.00 $0.00 $30,416.67 $0.00 $0.00 $0.00 $25.64
5201 Fillmore Excavating $1.14 $0.00 $0.00 $30,416.67 $0.00 50.00 $0.00 $25.64
200050 Madison Law Offices $0.00 $0.00 $0.00 $46,556.12 $0.00 50.00 $0.00 $0.00
500 Cleveland Candies $0.00 $0.00 20.00 $30,416 67 $0.00 50.00 5000 $24.50
900 gasm Architectural $0.00 $0.00 5000 $158,842 59 $0.00 47.00 $0.00 $0.00
1000 REESMM Goods $0.00 $0.00 $0.00 $50,694 44 $0.00 50.00 $0.00 $39.50

3200 Grant & Dent Farming $0.00 $0.00 $0.00 $30,416.67 $0.00 $0.00 $0.00 $24.50



Increase Profits from Commercial Accounts

Alncrease Commercial Account Revenue
AVia integration with other service applications

AVarious competitive pricing options
A Operational Efficiency and Expense Control
AMore Detailed Analysis Statements

A Conversion Convenience
AULtility facilitates migration from DDA Analysis

ARuns concurrently with DDA Analysis during migration

Footnote (Arial 8pt)
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Customer View and FDIC ODP

Customer Relationship Management



FIL-81-2010 Overdraft Payment Guidance

AFDIC is particularly concerned with automated
overdraft payment plans

AMonitor programs for excessive customer use

AAccount is overdrawn on more than six occasions
where a fee is charged in a rolling twelve month period

AContact customers to discuss less costly alternatives

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

Alnstitute appropriate daily limits

AConsider eliminating overdraft fees that
overdraw an account by a de minimis amount

aEFENS fisen.



Premier ODP Regulatory Update

AOverdraft Payment Plan (ODP) Identifier

ANew totals and tracking information

Aldentify accounts overdrawn on more than six
occasions where a fee may be charged in a rolling
twelve m alste

rack date and method of contact as well as custome
ontact notes

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

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

aEFENS fisen.



Premier CRM Functionality

AProspect Management

AMarketing Campaigns

AContact Management (Conversations)
AReferral Tracking

ATask Tracking

ABusiness Analytics reporting
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Customer View ODP Tracking

ASet up Task Type
ASet up Campaign
AAssign or Market
ATrack and Report
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Customer View ODP Tracking

———— Blcioner

Accounts Payable System " Contact Method
Exception Items € Channel
" Referral Source

Financial Management

Fixed Asset System (" Interests

Item Entry System {~ Interests Detail

Paperless Item Module Employee

PTP2235 {" Department
Retirement ™ Employee Fosition
Security Control Module (" Employee Group
Specifications " Employee
Transaction Management
OFAC Reporting ' Service

™ Reason

Transaction Authorization

Premier Customer Analysis £ Contact Description

. . { Task T
Activity Management System ask TVRE

. . S"E""“’iEE:I [32] Call - Funding Cpticns for Cverdraft Custumerll
Premier Customer View

PP o (2 o
Specifications ™ Status Description

™ Task Status

Mame Merge
Relationship Rewards

" Flex Data
{" Reascon Flex Data

User-Defined Applications =i

—_— . —_
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Customer View ODP Tracking

Task Type Descriptions for Call - Funding Options for Overdraft Customer

[1] Talked with Customer

[2] Custamer wasn't Available

[3] More Follow up Required

[4] Customer Informed of Options

Description:
Number:

Default Department

I{Nune) ;I

Change Delete |

© 2009 Fiserv, Inc. or its affiliates.
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Name Flex Data

ODP In Customer View

CUSTOMER | PORTFOLIO DDA SAV COD LOAN

Financial, Inc.

© Name @ ssn @ En

Premier Customer View - MyView

T | Customer New Contact Contact History

tomer - George Washington

One Click Referral

Campaign
> Relationship Rewards
New Contact Fi '
Notes: Spoke with Mr. Washington concerning the 7 Overdrafts. We
discussed all of the options he has available with us. We concluded
that Relationship Advance would best fit his needs.
Service: [321 call -.Funclling Oﬁtiibnsmfdr Overdraft Customer v ource: (NOﬂer) h
Account Number: (None) v Open v
Reason: [1] Funding Options v  Satisfagtion Level: High v
Contact Description: Per Bank Requirement 7 0D @ tion Override: 03:56(8)
Additional Information a o
How many OD's did the customer have?: 7
Was the customer informed of the # of OD's?: Yes
Does the customer know their funding options?: Yes
Did you mention DDL, LOC, Loan, SmarterPay and RA?: Yes
Does the customer like one of the options?: DDL and Relatidnship Advance
What option best fits the customer?: Relationship Advance
What did the customer decide?: Relationship Advance

"1 ER° R ¥ R

© 2009 Fiserv, Inc. or its affiliates.



38

ODP in Customer View: Generate Referra

Financial, Inc.

Success
Contact Update Successful.
Contact Reference Number: 0350222369

Premier Customer View - MyView

CUSTOMER

PORTFOLIO DDA 5AV COD LOAN

© Name @ ssn @ EIN

Referral - George Washington

Notes:

Reason:

Refer To Department;

Refer To Emp Id:

Preferred Contact Method
Phone Numbers

) Home:

@ Business:

() Fax:

O cell:

() Alternate Home:
Electronic Addresses
() E Mail Address

) web Page Address

Addresses

) Home

[1] Discuss Funding Options v Priarity:
[5] Loans -

[312] John Tyler -

Send Email to Loan Officer

Cancel

Piohn: After a discussion on funding options for Mr. Washingten, we concluded that
the best product to fit his needs would be Relationship Advance. Please contact Mr.
Washington by calling him on his business number, per his request. He would like to

set up a time to open this product.

Average -

402-421-9636
402-773-5758
402-756-1294

402-773-5757

gwashington@usa.com

www.Patriot.com

4458 Brookside Drive
Lincoln NE 68516

© 2009 Fiserv, Inc. or its affiliates.
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Advantages

AEnterprise Wide Communication and Transparency
ADirect Integration with Core - Real Time

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

ACall Center Log Viewable by all Institution Team Members
AEmail Referrals/Tasks to Departments and 3rd Party

Alntegration with BPM (Expedite) for New Accounts
ACurrent Clients and Prospects

AReal Time Reporting in Business Analytics
ATrack Efforts and Effectiveness

aEFENS fisen.



fiserv.

Relationship Rewards with
UChoose Loyalty Points



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

,\§I

customer acquisition, value growth and retention
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Financial Objectives and Considerations

Revenue/Expense Savings/Costs

« Electronic statement
savings

« Balance growth

* Interchange income

« Retention * Online banking penetration

» NSF/OD income * Lower processing costs

* Incentive expense * Marketing costs
* Potential fee cannibalization

« ATM refunds

* Monitoring costs

of B ¥ WY = TISEN



Relationship Rewards to Design the Right Products for

Your Customers

nRewar do C

r

t emMiRewar do Op

A Relationship Qualities

A Account Relationships
ABalance Requirements
A Electronic Behaviors
A eStatement
A Online Banking
ABill Pay
A Person-to-Person Paymen
A Account / Customer Tenure
A Transactional Behaviors
A Point of Sale (POS)
A Bill Payment
AACH
A Direct Deposit
A Client Defined

APremium Interest Rate
AAccount Rebates

A Tax reporting completed
automatically

ARefund ATM Foreign Fees
ARefund ATM Surcharge Fees
ARefund Bill Payment Fees
AWaive Service Charges
ALoyalty Points*

1 E2° K- ¥ R



Rewards Transaction Types

Transaction Code Mapping
Transaction Co
Transaction Type From

From Check Thru

IDireu:.'t Depusit;l x
|5ignature ;I X
|Bi|| Payment v| X
[ACH =l | a7 | a7 |

| Other =l | a7 | a7 |

[Point of Sale x| | s1 | =1 | 12.00

Add Transaction Code

Refund ATM Fee Reward Defaults
ATM Foreign Fee Refund TC:

I 15  ATM Surchargs

ATM Foreign Fee Refund [sPECTACUALR ATM FORIEGN FEE REFUND | ATM Surcharg
Description: Description:

ATM Foreign Fee Offset Account: |35925814?GGGGG ATM Surcharg

ATM Foreign Fee Offset TC: I soop ATM Surchard
I 17

Refund Bill Payment Fee Reward Defaults
Bill Fayment Fee Refund TC:

Bill Payment Feg

I455123?EE|GGGGG

500

Account:

Bill Payment Fee Refund [MARVELOUS BILL PAYMENT FEE REFUND 111! Bill P
Description:

t Fee Refund Offset TC:

Rebate Reward Defaults
Rebate TC: Rebate Offset Td

Rebate Transaction I
Description:

"1 ER° R ¥ R
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Add Product Level Criteria

New Relationship Reward
Froduct Number: MO HASSLE [10119]

Customer Account Criteria

Electronic Statement Option: Document Distribution Group Value Greater than Zero =

Days Open Option: IRequired "I

Minimum Number of Days Open: m
Customer Age Option: Im
Customer Electronic Banking Option: |Required to be an Electronic Banking Customer =l
Customer Bill Payment Option: Checkfree WEBFPay Consumer ;l

Transaction Criteria
Foint of Sale Tranzaction Option:

POS Required
Minimum MNumber of Point of Sale:

]

Direct Deposit Transaction Option: |Nut Required
Bill Fayment Tranzaction Option: IN':'t Required vl
Other Transaction Option: |Nut Required ;I

Balance Mapping Type: |Rewar|:| DDA Account or Portfolio Balance v‘

Minimum Reward DDA Account Balancel

ar Minimum Portfolio Elalancel

Application Balance Type

Cemand Deposit IAverage Interest Available Elalancell
Savings IAverage Interest Available Elalancell
Certificate IAvc—:rage Interest Available Balance =]
Demand Depaosit Loan | Current Principal =]
Loan | Current Principal v |

From Loan Class Code Thru Loan Class Code
Add Loan Class Code

VR fiserv.

© 2009 Fiserv, Inc. or its affiliates.



Common Rewards Programs

New Thinking. New Banking.

Relationship PointsChecking
Checking

New Thinking. New Banking.

PointsChecking

BUSINESS

& MyFinancial,Inc.




Conditional Free Checking

Conditional Free Checking enables customers avoid services charges
provided they perform required activity and/or behaviors

s 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 Detalils:
Receive an eStatement and receive a $3 Credit Back
Perform 10 or more POS transactions and receive a $3 Credit Back

& MyFinancial, Inc.
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Relationship Banking (Balances)

A Reward Program providing bonus interest or cash rebate for balance
and/or product relationships

Relationship
Checking

‘9’ MyFinancial, Inc.

Inc. or its affiliates.

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

Total Deposit Balance $25K i $50K Rate 2 or Cash Reward
Total Deposit Balance $50K+ Rate 3 or Cash Reward

fiserv.

By UNS
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Points Checking for Retall or Business

Points Checking programs allow customers to earn points for transaction
activity, new account opening, tenure, balance relationships, and more

Financial Drivers: Increased non-interest income, improved
PointsChecking 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 Detalils:
AeStatement Customer Earns 50 UChoose Rewards Points

AOpen a new HELOC and receive 10K bonus UChoose Points
APoint of Sale Transactions earns 1 point for every $2 spent
AMobile Banking Enrollment earn 500 bonus UChoose Points
AEarn points based upon the number of product relationships
AEarn 5 points for each Bill Payment transaction

"1 ER° R ¥ R
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UChoose Rewards Loyalty Points

AProvide Points as Incentives
APoint Redemption
AOnline Portal
AMerchant Network (National, Local, Internet)
AMillions of Merchandise Options
AEarn more points or Redeem Points
APoints purchased by bank when redeemed not earned.
ABank keeps the breakage

AProgram Considerations
ALonger Engagement Cycles
ADeferred Cost

AMerchant Funding
W W N e fiser
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Merchant Funded Rewards  Differentiation

Merchant Network for Fiserv Card Services clients
A 13 Brick and Mortar National Retailers
A Over 400 Online Merchants (at )
A Local and Regional Merchants - over 8000
A Merchant network is expanded based on Fiserv client cardholder

history

A Clients can nominate merchants for participation in the Merchant
Network

amc ""“ BORDERS. ANNA'S LINENS _ At o

YOUR HOME @ YOUR VwAY GRILL®

THEATRES:.

gmstn?pmcg. ﬂ Al] w

OfficeMax Foot Locker

gee—
@ Walmart.com (KOHLS | B2 nomedepot.com

aEFENS fisen.
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‘fonar it of cholor

‘-

Piertimports



http://www.uchooserewards.com/

Rewards Manager 1 Redemption

Uevs.. ) Offer Reward Management ®Manage
er Reward Management .
/  Single Offer Creator Tool e SRR Customizations
Audl EBoous Sardholder Eroqram Erogram  User
= . Rspot Management M Masacemaent Management Summary Maoagement .
Program B7: BASE24 Blended business Accounts percent of spend System Configuration @Bet earni ng ru IeS

System Name is: Blended business Accounts percent of spend
Program is sourced from: BASE24S .
Program Primary 10s are: FIID: 0882 BIN: 309298 Product Logo: VISA ®Run promotlons
This program IS in production.
Current configuration has been previewed, but has NOT been published

Offer Name: I ®Set bonus rules
Offer Description: . .
i !n.d for user-specific currency display on Group Auth tool: supports only ®Qeglstrat|0n
ICURR:| token.
validity Start Date: [Feb =l[22 =1[2010 =] ®:ir5t Usage
validity End Date: [Feb =l[22 =][2010 =] -or- Make Rule Non-Expiring I
offer Rule ®Card Services Clients
wemmee L1 o, N reward Caps s [T Manage Merchant
Promotions

Offer Exclusivity:

0 C This ruleset is the only one that should engage.

1 © Mark as exclusive. Takes precedence over other rulesets.
2 © This ruleset may engoge a5 8 “second match”. Score both.

Validity Rules
Offer Type: lﬂumm vl

Restrict to SICs (comma delimited): l

I” Restrict to Tran Types?

Restrict Day of Week? (No selection means always vahd.)

© 2009 Fiserv, Inc. or its affiliates.



Points Redemption

Welcome to UChoose Rewards®

You shop. You earn. You choose the rewards you truly want.
It's that simple.

.

Log In New to UChoose Rewards?

User Name: I l Sign up for access to the website, and
learn how to earn points.

Password: I I

r

© 2009 Fiserv, Inc. or its affiliates.

P Log In » Register

Forgot vour user name or
password?

L

-

Contact Us | Privacy Policy v
- e n

 —— — (= 2 — - L E



TOM HINGSTON 96,705 Points

XYZ
Financial CHOOSE
Institution REWAFRDS

Terms & Conditions | View Orders Imr‘v"l;-f‘-.’-'i’éwédiltéh:lis.wl Cart 724-7,73.2@"F5|3int5 | wish List

Merchandise Travel Event Tickets Activities Gift Cards

Checkout Process: Review Shipping Confirm Complete

Product

Quantity Item Points Total Points Remove

Applebee's - $25 Gift Card

E 2,884 s75c [ REINOUSE
Usually Ships Next Business Day. ! !
Minnesota Vikings vs. Detroit Lions

Usuzlly Ships Next Business Dzay. Qty: 2  Seats: 222 f 18,560 18,560 _
25 Date: 09/26/2010 12:00PM

If you change quantities, please click here, RGNy

Merchandise items with different shipping estimates may be held until all items are available for shipping.
You may remove items with longer shipping estimates by using the "remove” button and place a separate order for the item
(s).
Cart Total: 24,325
Your Balance: 35,705
Remaining: 72,377

Continue Shopping Proceed with Purchase

| . s T |
© 2009 Fiserv, Inc. or its affiliates.




Beavercreek Marketing

Conditional
Free
Checking

P
R

-

& MyFinancial, Inc.

Inc. or its affiliates.

Relationship
Checking

‘Q’ MyFinancial,Inc.

New Thinking. New Banking.

PointsChecking

& MyFinancial, Inc.

New Thinking. New Banking.

PointsChecking

BUSINESS

& MyFinancial, Inc.

& MyFinancial, Inc.

fiserv.
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Relationship Rewards Marketing Program

AMarketing Consulting Package
A Getting Started Workshop i private Webinar
A Planning Guide
A 12-month custom marketing plan
A Marketing consulting throughout the year

A Staff Training Solutions
A PowerPoint and staff training handouts i templates
A Online Staff Training Center - deliver training electronically
A Beavercreek will train your staff i optional
A Continuous secure access to the RR Marketing Website

"1 ER° R ¥ R



Go to Market T Promotional Collateral

@) Mock Financial™ .

ecking r
High Interest OINTS
. CHECKING

Al

ATraditional Collateral
A Product Brochures
A Statement Inserts
A Lobby Displays
A Turnkey Direct Mail

Rewards Checking 3QO%
Free Checkin: h Interest.
Achecking accour ke a savings account. With (0) '1 o %

A Outdoor Signage .
A Radio Scripts |
A Newsletter and PR Articles . Sl (G =

AOnline and Email Collateral T O
A Banner Ads
A Video Banner ads with a spoken person
A Web Landing Page
A Turnkey Email
A Video Email
A Video Tutorials

affilia

fiserv.




Relationship Rewards 1 A Complete Solution

A Creation of Rewards Program Criteria and Incentives )

A Automatic system monitoring and award assignment

A Fully integrated to account processing cycle and Online Banking

A Integration to Points Redemption Y

AU . )
pfront Segmentation

AMarketing Lists

A Online Program analysis

A Qualification Levels, Activity Metrics and Incentive Costs Y

A ldentification of Financial Objectives )

A Analysis of Market Segments

A Program design - Identification of Reward Criteria and Incentives

AMarketing Support and Assistance )

"1 ER° R ¥ R



Business Analytics
Dashboards to meet new challenges



Relationship Management Monitoring
Segment Analysis

"1 ER° R ¥ R



