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About Haberfeld for Context




About Haberfeld

&>

Over the last decade we have brought our clients
7.5 million new core relationships

35+ year track record of success and employee
owned since 2013

Clients with branches in 48 states representing the
4t Largest Fl in the United States by branch count
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About Haberfeld

2 ® OX Household Acquisition
1 ® 5X Deposit Growth
3 6 bpS Better Cost of Funds

For Tenured Clients

1 e 66X Noninterest Income

2. 5X Service Charge Income
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Cost of Funds Management Over Time

COF Client vs The Industry

National Client Client 5+ Years Client 10+ Years
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Let’s Get Started
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Discussion Topic:

1. How often does your
bank conduct strategic
planning?

Your ldeas

2. How far out do you
plan?

3. How do you manage
execution of the plan?




Session Overview
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Session Objectives

1. Engage in some lively discussion and idea exchanges.
2. Explore strategic planning areas of focus.

3. Review and evaluate strategic marketing methods that
have been effective in driving growth.

4. ldentify onboarding strategies that have worked to
Increase relational intensity with new and
current customers or members.

5. Evaluate retention strategies designed to have a direct
Impact on customer or member attrition.
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As an organization, you
must have a
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Through our planning

regarding marketing,
sales calls, networking,
referrals...
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“Culture eats strategy
for breakfast.”
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Culture I1s who we are.
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culture
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Strategic Initiatives that Drive Growth?
. Removing barriers
. Providing products employees are proud to offer
. Getting people in the best products on the first visit

1
2
3
4. Treating “sales” as escalated service
5. Creating referral-worthy experiences
6

. Assuring its good for the consumer and for the
financial institution
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What Inhibits Growth?

1. A promotion mentality
2. Excessive control by compliance

3. Foisting unwanted, unneeded, and unattractive

products on customers or members

4. “Hoping” people will refer others without earning the

referrals

5. Offering products that don’t make us money
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Strategic Areas We Will Explore to Varying Degrees

CULTURE O— —O TRAINING

PRODUCT O— —0O MARKETING

POLICY
’ TRACKING &
PROCEDURE&  O— ACCOUNTABILITY
EXECUTION
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10 Step Process for Meaningful Results

El) THE SETUP @DRIVE TRAFFIC

Intelligent products ROI-focused marketing with the most

_ . compelling offer to the right audience
Responsible policies

Leverage the power of referrals
Efficient process

Effective training

Appealing incentives Measuring and benchmarking

Inspect what you expect

Ongoing training and accountability
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Our Session Contract

HARD WORK
We acknowledge that
strategically growing a
financial institution is
SUPPORT hard work.
We will support each
other with strategies to
drive the best results.
COIUNESEL
We will provide each
other with the best
counsel (based on data
as possible).

ACCELERATING GROWTH



| e
II haberfeld

What Is the Impact of Strategic Customer
Growth on Profitability?

(1) $2.1B with 25 locations (originally 8),
(2) Mostly small cities and rural communities in Georgia, and
(3) Implemented a customer growth strategy in 2003.
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Case Study Bank: Average Customers Per Branch

COMMUNITY BANKS CASE STUDY BANK

Community banks average After 20 years, averages
1,300 customers 2,787 customers
per branch. per branch.
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Case Study Bank: Checking Portfolio Trends

2020 and 2021
Acquisition of New
4 I I I I Locations

N
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Case Study Bank: FDIC Trends - Core Deposits
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Case Study Bank vs. The Industry: Service Income per Branch
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Case Study Bank vs. The Industry FDIC Trends: Cost of Funds
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Case Study Bank: Retail Checking Age Demographics

Age Demographics
25.0%
20.0%

150% - NE. NR_

10.0% ull-—NEN-- 0K -

=2 1LITreE
0.0% | “HE_NEN- AR I =

20-24|25-34|35-44|45-54|55-59|60 - 64|65 - 74|75 - 84 ngae?d
= County Population 11.2% | 21.7% | 17.9% | 17.8% | 8.5% | 7.3% | 8.8% | 4.6% | 2.2%
= Last 12 Month Openings| 12.0% | 22.2% | 20.4% | 17.7% | 8.1% | 6.9% | 8.0% | 3.9% | 0.6%
= Checking Portfolio 8.9% | 15.4% | 15.3% | 15.9% | 9.0% | 9.1% | 15.2% | 8.4% | 2.8%

55% of Openings in Last 12 Months are under age 44.

That compares to 40% of portfolio and 51% of the county
population in that age segment.
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Marketing Strategies to Drive Growth




Your ldeas

Discussion Topic:

How have you
developed your
bank’s marketing
strategy AND how
often is it reviewed/
evaluated?




———

Big Banks are trying to tip the scale.
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Sample Client — July 2023

As of 07/31/23
18%
16%
()
g 14%
e
v
5 12%
4 0 @ capitalone.com
[
3 citi.com
E 10% o
8% @ sofi.com
@ iccucom
6% @ nerdwallet.com
’ . . “ . @ wellsfargo.com
4%
85%
Top of Page Rate
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Core Beliefs That Should Inform Strategic Decisions

FIXED COSTS MARGINAL COMPARISON

COSTS

We are in a business Modest marginal High marginal Tremendous excess

of high fixed costs... costs... revenues compared to capacity.
What does it cost marginal costs...
you at the margin to What does your The majority of

service one more average customer or financial institutions

core customer or member produce in could handle many

member? revenues per year - more customers or
$200? $300? $500? members.
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Core Beliefs That Should Inform Strategic Decisions

We need as many Primary

Financial Institution (PFI)

customers or members as
possible.




When Do You Have a Primary Financial
Institution (PFl) Customer or Member?

When consumers They are telling you The primary operating Start with the checking
give your financial where they have checking account is the account and deepen
institution’s name in their primary gateway to PFI status: relationships by
response to the operating checking providing other product

PFI relationships begin
with a primary operating
personal or business

checking account! better!

and service solutions to
make people’s lives

question: account.
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Why Checking First?

» Hi

L 0 Il

% 51%

olo ¥

First consumer
product is checking

& © )

Source: 2022 Client Data
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First business product
is business checking

Q

28%

First relationship at a
business household is
consumer checking




More Customers = More Profits
Customer Revenue Streams (Banks)

Deposits - Household Fee Income Cross Serve -
Checking Balances

Relationship

* $6,900+ per « Consumer: » $157+ per consumer * More than 6
consumer account $27,000+ in and $136+ business products and
. $32,000+ per deposits and account services per
business account $13,000+ in loans « Largest components household/business
 Business: $84,000+ are interchange and
in deposits and overdraft income

$120,000+ in loans
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More Members = More Profits
Member Revenue Streams (Credit Unions)

Deposits - Household Fee Income Cross Serve -
Checking Balances

Relationship

« $2,500+ per « Consumer: » $153 per * More than 7
consumer account $13,100+ in consumer and products and
« $7,000+ per deposits and $137 business services per
business account $15,700+ in loans account household/business
 Business: $14,800+  Largest
in deposits and components are
$9,000+ in loans interchange and

overdraft income
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No One Wants To Switch, BUT...

Fixed Market Reality

Competitors

In a given year, about Lose
Customers
8% . 12% or Members

of the households and
businesses ‘“‘change

banks.” You Gain

Customers
or Members
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Realities of Community Banking

Excess Capacity in Checking Account = Marginal Revenues
Your “Factories” PFl Status Exceed Marginal Costs

ACCELERATING GROWTH




The Good News! There is an infinite
“pipeline” of opportunity
with an average of 10%
changing financial
institutions annually!

B Business as usual

M With a strategy
I Escaped!
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Age Demographics: Portfolio vs. One-Year Growth Strategy

Portfolio One-Year Openings
Institution Branch Count Institution Branch Count
1to 10 11 to 100 100 + Haberfeld 1to 10 11 to 100 100 + Haberfeld
20-24 7.0% 7.4% 6.2% 7.0% 20-24 10.3% 11.4% 10.6% 10.6%
25-34 13.7% 14.1% 13.0% 13.8% 25-34 20.3% 20.6% 20.1% 20.5%
35-44 14.7% 15.1% 13.5% 14.6% 35-44 18.6% 19.2% 18.7% 18.9%
45 - 54 15.4% 15.4% 14.8% 15.3% 45 - 54 16.9% 16.6% 16.9% 16.8%
55-59 9.1% 8.9% 9.4% 9.0% 55-59 8.2% 8.2% 8.4% 8.2%
60 - 64 9.7% 9.6% 10.3% 9.7% 60 - 64 8.1% 8.0% 8.1% 8.0%
65 - 74 17.5% 16.6% 18.2% 17.3% 65 - 74 11.6% 10.4% 11.0% 11.2%
75 -84 9.3% 9.7% 10.0% 9.6% 75 -84 4.8% 4.6% 4.8% 4.6%
85 and over 3.7% 3.3% 4.5% 3.5% 85 and over 1.3% 1.1% 1.5% 1.2%

« Portfolio demographic trends tend to be similar across Fl size. For each
bucket, approximately 35% of accounts are owned by individuals 20-44
years of age.

« One-year openings tend to trend younger as approximately 50% of
accounts fall into the 20-44 age range, regardless of Fl size.
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Age Demographics by County

Portfolio Last 12 Month Openings

Age Range Percentage of Accounts Percentage of Population

Percentage of 12 Month Openings | Percentage of Population

20-24 8.63% 8.02 % 20-24

25-34 1461% 18.39 % 25-34

35-44 15.08 % 17.09 % 35 - 44 19.06 % 17.09 %
45 - 54 1499 % 18.43 % 45 - 54 15.05 % 18.43 %
55 - 59 943 % 10.62 % 55-59 6.64 % 10.62 %
60 - 64 10.52 % 897 % 60 - 64 6.21% 8.97 %
65-74 1577 % 117 % 65 -74 744 % 117 %
75 -84 751% 5.25% 75 -84 270% 5.25%
85 and over 3.47% 2.06 % 85 and over 0.97 % 2.06 %
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Digital Account Openings - The Community Fl Reality

Online Openings as Percent of Total Openings

10.90%

9.80%
9.10%
8.23%
4.22% v, : y
3.86% - 3.96% 3.80% 3.64% 3.52% 3.90%
I I I I I | I

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

Source: Client Data
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Digital vs. In-Branch Openings - Stats

Checking Balance

75% Lower

Household Balances 39% Lower

OD/NSF Frequency

Debit Card Spend 28% Higher

Account Attrition

3.0x as High

Source: Client Data
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PFI Outreach - A Different Marketing Strategy

Two-thirds of consumers will only look at
checking account providers

Will consider
more than two
institutions

Reactive

Will consider
only one or two
institutions

Source: The Financial Brand
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Guiding Strategic Principles of Marketing

TARGETED

Leverage data to understand
who finds you most
convenient.

MEASURE & TRACK

Dynamically shift marketin
areas and Spend in order o
Return-on-Investment rank.

RIGHT MEDIA &
RIGHT FREQUENCY e MESSAGE
Build and maintain “top of Mix of omnichannel
mind” status. marketing focused on new

relationships.
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Convenience is Important

CONVENIENCE - OPEN ACCOUNTS BY PROXIMITY

35.00%

30.00% v

25.00%

20.00%

15.00%

% of Open Accounts

10.00%

5.00%

%—‘

0.00%

1 MILE 1-2 2-3 3-4 4-5 5-6 6-7 7-8 8-9 9-10
TOTAL MILES MILES MILES MILES MILES MILES MILES MILES MILES

Proximity
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Strategically Defining Convenience

DEMONSTRATED CONVENIENCE

v
They are the neighbors or businesses next to the customers or !!
members who already bank with you. They live around or
have businesses near your branches.

Current

Customer or
Member

Neighbor Neighbor
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Driving More Traffic: Demonstrated Convenience

G :
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Strategically Defining Convenience

DEMONSTRATED CONVENIENCE

They are the neighbors or businesses next to the customers or
members who already bank with you. They live around or
have businesses near your branches.

Current
Customer or

S o 8 MObilePredict e

" . PREDICTED CONVENIENCE

‘l\ - They work around your branches.

They walk, shop, or eat nearby your branches with regularity.
They drive by your branches.

Neighbor Neighbor

-
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Predicted Convenience Using Big Data For Mobility

Data Science

Using highly accurate statistical
models, we correlates travel
patterns from households within
USPS carrier routes to branch
locations.

i

We analyzes mobility data on
billions of trips across the
continental U.S.

M@bilePredict

by Haberfeld

Trip Frequency Predicted Convenience

Analyzing where potential
customers or members regularly
travel near branch locations
whether working, shopping,
eating, etc.

MobilePredict™ gets trip
frequency within 400 meters of
all branch locations.
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Driving More Traffic: Predlcted Convenlence M9b|lePre§yilH§bg:cd
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Omnichannel Marketing - Proactively Reaching Prospects

.

g

8 I .
scang :‘ﬁf o -
Srag AuSaToar Fandsna Oss Ut OvyB2 . Y S48
ADSOLUTELY FRLE ABSOLUTELY FREE Security
CHECIING BUSINESS CHECKING Federal \

-
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Security
Federgl

Plant the seeds of
Absolutely Free Checking

forconyenience and stmplicity - without the fee

SRETERRI8) + wwm ancind bank

Will consider only one or two institutions
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The Next Step - Variable Data Printing

Member FDIC =X PENBER nvise 16605

Freedom Checking Enjoy all the benefits of a
An account for customers 13 years and older! Freedom Checking account!

* No minimum balance ®* No monthly maintenance fee

* FREE eStatements FREE Online Banking FREE Mobile Banking
with Bill Pay ] with Mobile Deposit
Business Freedom Checking
. [ FREE Debit Card or s
Perfect for most businesses! st e At Mol
* 1,000 FREE monthly transaction items
* No minimum balance ® No monthly maintenance fee Open Online at FirstState.Bank or

* Up 1o $10,000 in cash & coin services included per month

Visit Your Closest Branch at

ﬁm 400 W Oak St or 2430 W University Dr - Denton
State Bank. University Dr Open Saturdays, 9 to 1 p.m.

= =
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Informed Delivery Email

(eRGYO N

FREE service
provided by USPS
with more than 52M
users

(WO PRBNROY

Residential
consumers receive
an email preview of
incoming mail
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Digital Journey - Animated Display

@ Xentucky Local News W X

@ Security
o [ederal

&

— & wcather FNews * Sports © sull Serving B Watch WKYT Now

g Security
% Federal

A truly local bank with
incredible checking
that's actually free

Absolutely Free
Checking: a FREE
account for everyone!

You may get

e
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Omni-Channel Marketing - Reactively Reaching Prospects

Q § free checking

Google

Will consider more than two institutions
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DYNAMIC SCORING PROSPECT TARGETS
Stack Rank Every Household & Business In Your Markets

Opening Activity Score
Demonstrated Convenience
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Dynamic Shift of Prospect Target
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Consider CRA and LMI When Developing Your Strategy

Spend time doing what matters most. With
simplified checking or a mortgage for your
new home, we can help get you there.
FREE GIFT

Get a free cut & carve board when you open a personal

Carefree Checking™account In branch, or your choice
cbna.com of gift card when you open an account online.
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PFI Outreach - A Different Marketing Strategy

Two-thirds of consumers will only look at
checking account providers

Will consider
more than two
institutions

Reactive

Will consider
only one or two
institutions

Source: The Financial Brand
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Strategically Consider Expanded Digital

Engagement Opportunities




Heatmapping

A heat map is a graphical
representation of data on your
landing page that show user
interactions, details on their
experience, and “hot” and
“cold” spots. The user
behavior is aggregated to
facilitate the data and
immediately understand the
clicks, scrolls and what may
be ignored.
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Benefits Checking presenta. {
beneflicios para ahorrar dinerd

van mucho mds alld de la banca

Spanish Ads
and Landing Page

Utilizing digital advertising in e
Spanish is a great means of —
hitting bilingual and non-English
speakers. It’s important for Fls
to recognize the significance of
this untapped market and to
make connections with this
audience as these
multigenerational households
continue to grow.

ACCELERATING GROWTH



Weather Triggered Ads

Targeting by weather conditions
and temperature enabling
automation to boost relevance and
performance when layered with
regular campaigns. They
automatically trigger an ad
creative that matches when the
desired conditions are present,
which delivers a hyper-
personalized message to the right
audiences.

ACCELERATING GROWTH

Combine local weather conditions:

@ Clear (Sunny) @ Clouds

(v) Drizzle (~) Light Rain
() Freezing Rain () Heavy Rain
(v) Thunderstorm () Snow

() Tornado

With weather elements such as:

() Air Quality () Humidity

() Rain Precipitation @ Snow Precipitation

() Wind (+) Ultraviolet Radiation
= (UV Index)
(v) Temperature

Min. -50 °C/-58 °F
Max. 50°C/122 °F




Geofencing Advertising

il

Geofencing Advertising
uses geographic technology s \/
to create virtual
boundaries, allowing
targeting of digital
audiences when a device
enters or leaves the area.

N
b
1

ACCELERATING GROWTH



AMERICAN BANKER - DN XN

|||||| A PO Ten CREDIT UNsONS WORNPLACE OrivON

Contextual Advertising st i i e

Contextual targeting is the You may get
practice of displaying ads
based on a website’s
content. Think: Placing an o
ad for a checking product on Five top banking trends for 2023
a website that produces i

! a -

relevant content to banking. g-

It’s similar to the digital '

version of placing a print ad et et oo SGCATIGSHE
in a niche magazine. s ' -yl
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dwawa. Mountain

~ - West Bank
g
Branch Locator Ads @
: Bank for Locals
Leverage your branch location Find us here

data and user location to display
brick and mortar branch locations
in an interactive display ad. Paired
with data modeling, it’s possible
to demonstrate how conveniently

located the branches are to the ;S;’,'fi;&s}% 2 T
prospect. The ad displays the '

distance to the nearest branch of Boise 108302 2™
the user’s current location. pssias g

83805
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pandora

@ Spotify

iHeart
RADIO

il SOUNDCLOUD
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Discussion Topic:

How does your strategic
plan address business
prospect calling
Initiatives?

Your ldeas

What advice to you have
for other executives?




“You can observe a lot
just by watching.”




Accountability Success Factors




Your ldeas

Discussion Topic:

How do you achieve
Internal accountability
for strategic planning
Initiatives to drive
results?

What internal reporting
methods have been
effective?




Accountability Success Factors

Two

Commitment Measuring,

from reporting and

the top. rewarding.




A Favorite Accountability System
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Retail Checking - Strategic Reporting




Retail Portfolio Cross-Sell

Product Type Client Ratios Client Balances
Checking 1.635 $7,488
Savings 0.480 $11,337
Money Market 0.039 $86,894
CD 0.052 $34,624
IRA 0.024 $21,846
HSA 0.020 $3,111
Consumer Loan 0.075 $13,379
Line of Credit 0.014 $7,373
HELOC 0.036 $40,474
Mortgage 0.075 $144,604
Business Checking 0.131 $30,812
Total (Products) Relationships
Total Deposits $27,442
Total Loan Volume $13,434

ACCELERATING GROWTH




Plus Services

Products 2.580
Debit Card 0.825
Bill Pay 0.105
Online Banking 0.788
Mobile Banking 0.555
eStatements 0.276
ACH 0.536

Direct Deposit Oi?ié
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Measurement - Retail Reporting

OD/NSF Frequency (new accounts)
OD/NSF Frequency (new portfolio)

OD/NSF Frequency (all checking accounts
portfolio)

Interchange Income
Attrition Rate

Card Take Rate

Loss of Principal per Account
Collection Ratio

OD Pay Ratio

Sustained OD per Account
TAF Redemption

Client 2022 Average

(reported in 2023)

2.89
2.50
2.46

$67.55
10.17%
82.50%
$5.01
89.87%
90.16%
$6.74
0.26%



Business Checking - Strategic Reporting




Business Portfolio Cross-Sell

Cross-Sell Product Ratios Average Balance
Business Checking 1.574 $45,461
Business Savings 0.072 $29,648
Business Money Market 0.041 $224,225
Business CD 0.017 $82,823
Business Loan 0.167 $160,750
Business Line of Credit 0.058 $84,798
Business Mortgage 0.162 $549,807

ACCELERATING GROWTH



And They Bring Their Personal Products Too...

Cross-Sell Product Ratios Average Balance
Checking 0.897 $14,720
Savings 0.391 $14,947
Money Market 0.054 $115,193
CD 0.056 $53,023
IRA 0.021 $17,821
HSA 0.023 $3,718
Consumer Loan 0.066 $18,662
Line of Credit 0.025 $11,740
HELOC 0.040 $49,027
Mortgage 0.095 $160,759

Total Relationships

ACCELERATING GROWTH



Generally Higher Personal Cross-Sell Balances

Business Customers

Personal Product Ag:J;; rrsnoenragl with a Personal Multiple
Account
Checking $7,488 $14,720 1.97
Savings $11,337 $14,947 1.32
Money Market $86,894 $115,193 1.33
CD $34,624 $53,023 1.53
IRA $21,846 $17,821 0.82
HSA $3,111 $3,718 1.20
Consumer Loan $13,379 $18,662 1.39
Line of Credit $7,373 $11,740 1.59
HELOC $40,474 $49,027 1.21
Mortgage $144,604 $160,759 1.11

ACCELERATING GROWTH



Measurement - Business Reporting

Client 2022 Average

(reported in 2023)

OD/NSF Frequency (new accounts) 2.03
OD/NSF Frequency (new portfolio) 1.89
OD/NSF Frequency (all business checking 1.87
accounts portfolio)

Interchange Income $61.89
Attrition Rate 10.48%
Card Take Rate 53.51%
Collection Ratio 89.88%

OD Pay Ratio 89.65%



Total Net Present Value of the Relationship

2 y 335 Checking 7 y 250 Checking

2,339 Cross-Sell 9,752 Cross-Sell
$4,674 NPV $17,001 NPV

Source: Client Data - 2022 reported in 2023




ll naberfeld

Strategically Approaching Onboarding
to Drive Growth




Your ldeas

Discussion Topic:

What strategies does
your bank utilize to
engage potential
customers or
members In your
branches (aka,
strangers)?




The Five Secrets to Good Product

uli

01

GOOD FOR THE SIMPLE & EASY TO SELL, MAKES MONEY ONE PRICING
CUSTOMER OR LOGICAL EASIER TO BUY FOR THE BANK VARIABLE PER
MEMBER PRODUCT

ACCELERATING GROWTH




Sample
Personal
Checking
Brochure -

How are you
strategically
approaching
this process?

FREE Debut Card « FREE Only king « FREER
FREE o5 FREE . » FREE
Buy back of bit ecks fro

Every new personal checking account includes:

vy « FREEM

Save time and money

with these great products

and services:

Savings Plans

Wil yo \,rvgkr six of more withdrawals

count each month?

of interest. will you always
keep more than $1.500 in

yout cmxnngimﬁ/

Will there be anyone
50 years or better signing

on this acci‘ii/
e/o«:’m

10 have direct deposit of
an automatic payment

with this accj“'y

@....>

High Interest Checking

An accourt for those intetested o gher interest!

oM

ecking Acce

501‘- Interest Checking

A petfect account for cutsomers 50 and better

.

p
Direct Interest Checking

Ean interest with the canvenience of direct deposit

Of Al automatic paymen!

-

s
Totally Free Checking
A FREE account for everyone!

-

p.

M

O FREE Debit Card

O Direct Deposit

O Automatic Payments
O FREE Online Banking
O FREE Bill Pay

O FREE Mobile Banking
with Mobile Deposit

O FREE eStatements

O FREE Business Checking

ACCELERATING GROWTH




prime  NETFLIX

EXCHANGE
OF VALUE

B
&> PERCEIVED VALUE




Non-Interest Income Strategy - Value-Added Product

oria

Every new personal checking account includes:

FREE { t 1 » FREE ne Sanking + FREE Bal Pay « FREE Mot
FREE e Sterr th cnleve che « FREE T}
Buy back o

BENEFITS CHECKING 0/" “\..__\ \"i;zr-u_:nxf'el&_fHm:',

| AN 0count Dhat pays for itell wath added valse:
You could save up to $240 on ID resolution /' Would you ike ail of these . .
and cell phone insurance along! | benefits and savings for only @ yeedn]

\ 695 per month?

| Phone Protect ) Accidental Death & ~ -
* —

7
[ HIGH INTEREST CHECKING
P —— f \;\ Ar sccount for thowe steveilod i hrghec nteres®
[ Se oS dw e 1AL (artely rereler / To sarm a haghet rate of interest N\

stamatic _ of cract buress Lo Shopping, Travel & will you abways keep mors than @.’

" o COMCIZRS. DOver EnRtartinand scounts s:sor,umym-.vu-um.,nmm/

Sl b rest s ant 399N 3

AroCe J \\\»‘

gt SRS ?__// b 100 )

Battety set wie e — DIRECT INTEREST CHECKING
: oo T~ Faem intavmst wrverice of Arect

3 Aepai? oo ar tomatic pagment!
Save up o 5304 per year of more b - rerbas e raad! L / Will anyorwe have # direct .
L dapaut of A stomatic paytrart T .
with this account?

\ \ - y ! J

\ 54 =+
TOTALLY FREE CHECKING [
A FREE account for everpone!

T LITTTTrrer

‘
\

\

\

\
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What Do Business Owners Want?

simolicit No nuisance or
Implicity 0 unexplained charges

Pr?jdictable, : : Recognition of their
understandable value
costs :

ACCELERATING GROWTH




Client Business Checking Stratification
n

98% of businesses have less than

200 monthly transaction items

14.1%
—
51-200 201-500 500+

Average Number of Transactions
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Client Business Checking Stratification

Net Interest

Average # of Average Cross-Sell
Transactions Balance Income @ Relationships
300 bps
0-50 $28,746 $862 3.7
51-200 $74,262 $2,228 4.7
201-500 $250,109 $7,503 7.2
500+ $671,475 $20,144 13.6

ACCELERATING GROWTH




Sample
Business
Checking
Brochure -

How are you
strategically
approaching
this process?

Save time and money
with these great products
and services:

Every new business checking account includes

FREE Busine e b 1 « FREE Ondine Banking « FREE Bl Pay « FREEM
FREE eStaternents « FREE Thank 1 Gift « FREE gifts # fe ) Othet
Buy back of your debit cards and unuted checks from another Srancal intytuson of 51 Will

Savings Plans

cu always keep more than $2.500
usiness savings account?

n
°> Mavings Account

. FREE Business Debit Card

Commercial Checking
For businestes with moce complex Banking needt!

Will your business
have more than 1,000
items each month?

\ =

FREE Online Banking

7 .
| ] B 2
Business Interest Checking FREE Bill Pay
Desgned for 1ole proprietorshpt and ek
not-for-peafity FREE Mobile Banking
o Conr'omt with Mobile Deposit

. f

Is your business a

sole proprietorship FREE eStatements
or a not-for-profit
organization? Cash Management

J
@_@ ‘ Merchant Services
2 > Wil you always 3
: : keep more than @' """"""""""""" 2 FREE Personal Checking
$1,500 in your <

business checking N
account? Totally Free Business Checking

Perfect ko most buunesses

ACCELERATING GROWTH



We Want them ALL

We want to remove barriers while
remaining in Compliance:

USA Patriot Act
* ChexSystems/QualiFile
» Credit Score

* Proof of address

« Multiple ID’s

« QOthers?

ACCELERATING GROWTH



Account Screening - Client Data

NO ACCOUNT
VS SCREENING

OD/NSF FREQUENCY

PRINCIPAL LOSSES
T FEEREVENUE
W JScounTorenmes

ACCELERATING GROWTH
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Increase Product
Usage Example

Use Your Data
for eStatement
Campaigns -
Emails

e @

000

SIGN UP FOR ESTATEMENTS

~ ]

- ad 3
3 x> =

X 3 - 5 2
- s U
t § " 1 & @
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Email Campaign Touches (Over Two Months)

Response by Touch
2.6%
2.4%
2.2%
2.0%
1.8%
1.6%
1.4%

1.2%

1.0%
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Email Campaign Results (Two Months)

Response By Version

25.0%
20.0%
15.0%
10.0%

5.0% -

0.% ] ) _ ' - L} -

1: DebitCard 2: 3:BillPay  4:eStatement 5:
OnlineBanking ConsumerLoan

ACCELERATING GROWTH



Increase Debit Card Usage Postcard Example

(806) 794-0044 * www.PeoplesBankTexas.com
Fvery time you use your FREF Peoples Bank D

VISA™ Dabit Card in August, you'll be enterad
1o win some Benjamins—[lve, (0 be exacl.

9 Stop by your nearest bvanch today!

pols Pk U

Need a new cud?
Ao o oy vl

534a

3L0p EL78 012
= 034 ey

VISA

Shop. Swipe.
Win $s500

Every time you use your FREE Peoples Bank VISA" Debit Card in August,

you'll be entered to win some Benjamins - five, to be exact.

wAar re

ACCELERATING GROWTH



Increase Debit Card Usage
Email Example

“$250 to you
and $250 to you r Commbrion e Bk SR CArd 208yt Saud ok 200 pot i $389 3041l SRy G Y0y <HOIOY

Py 1M uir ANER [BADK SANY AT 1hA! S5 sl phes 2240410 ROCAST ANS R NP yodl Wi ) e A o4

Dverrtinds yuul L0 S0hntd 5o wint! 3 i viens sl B SCLIOI" T m00s yunt b e 1t 0 ook I wil

-
Lng your card s resarding 4038 comonient!
« Enjey me Denesy o 50 TISATIAN 51 NSy tees
* PAEIGS0 (080 AOPCA 0N ylul MOBTIly SPEC NG SRMEn] 60 LIBOUNG yOur Sealng i cidy

* Your card & scoopted mone eed by than checs end saves you the humske of carmying cas™ or year chech book
P, y0ur s nam he replannd ouiokdy o v ar saalin

- 77
C h O I C e * PAAERRLAS F DR0LTAD ORI NOM YO CIADNNAG MOCGLETE A0 INAS DA AD INANY CODEs
u

Es ANAC WhA? yul ATt 44 hury, yTeir AR 2ARK A Sard MANAL SAOCEY ARSY ANA, Wih Hut kndnttma A

AISTJE@

BANIK

15 2090 rewpinrg!

ST e
(RPN
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Case Study Bank: Impact on Average Monthly Swipes

8

20

Average Monthly Swipes

T10

= Cumulative Swipes
" Baseline

ACCELERATING GROWTH

NU = Non-Users

T5 = <5 per month
T10 = <10 per month
T20 = <20 per month




Case Study Bank: Impact on Average Monthly Spend

Average Monthly Spend
§1,600
$1,400
$1,200
$1,000
$800 = Cumulative Spend
= Baseline
$600
$400
NU = Non-Users
5200 T5 = <5 per month
T10 = <10 per month
. T20 = <20 per month
NU T T10 120
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Case Study Bank: Debit Card Usage Campaign Trends

Campaign Total Marketing & Households

Date
Mar-18
Jul-18
Sep-18
Mar-19
Jul-19
Sep-19
Mar-20
Sep-20
Mar-21
Jul-21

Fulfillment Cost

$14,314
$14,630
$12,432
$14,933
$16,141
$15,094
$15,813
$18,139
$20,882
$19,280

Fulfilled %
17%
14%
12%
15%
16%
14%
11%
15%
18%
16%

6-Month Cumulative
Interchange Revenue
Increase

$24,754
$39,817
$26,964
$24,491
$39,394
$46,245
$38,091
$34,819
$66,857
$41,767

Breakeven in
Months
3.47
2.20
2.77
3.66
2.46
1.96
2.49
3.13
1.87
2.77

ACCELERATING GROWTH




Other Onboarding Considerations

1. Have a convenient process for joint account
requests with one signer present

2. Onboarding Recommendations:

a. Welcome letter or Thank You card
b. Contact customers at early intervals (2x2x2)
c. Verify accuracy of checks, receipt of direct deposit, termination of old ACH

Note: You can do onboarding via email, but relationships are not
built that way.

ACCELERATING GROWTH



“Profit in business comes from repeat
customers, customers that boast about
your product or service, and that bring a

friend with them.”




Strategies to Win the Referral Game

1.e., Word of Mouth

* Everybody talks about their bad
experiences

* Nobody talks about the average service
they received

* Only exceptional experiences generate
word-of-mouth advertising




At a Minimum Invest in Tell-A-Friend Coupons or Cards

Tell a friend

about Completely Free Checking from
West Gate Bank and get thus FREE
Toastmaster® Electric Griddle!

Oz Bterwat s your

Refer your friends and family
online at ReferWestGateBank.com/

Eammg your free gift is easy:

Tell-A-Friend

and you'll both gel afree gift!

ReferWestGateBank.com

2

3. f
Don't wait, Tell-A-Friend today!

Toastmaster”
Electric Gnddle xu-me Powex Bank Mesh Chair

Avallable 1 ? Avallable 4/6 - 8724

] » -

'y T WEST GATE BANK.
Finadt Acdrass westgate.bank FDIE oo
REDEEMING BRY 402-434-3456

ACCELERATING GROWTH



Leverage Referrals

Consider a Turnkey Strategy for Branch and Online Referrals

WE APPRECIATE
YOUR
REFERRALS!
wiisiznea,

R
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ll naberfeld

Strategically Approaching Retention to
Drive Growth




Your ldeas

Discussion Topic (if
time allows):

What retention
strategies have been
effective as It
relates to reducing
overall attrition?




“Take calculated risks. That Is quite

different from being rash.”




Honoring Overdraft Items on Day One

Allows OD on Day
One

30-day wait Difference

Accounts with an OD in month 1
0 0 0
remaining after 7 months 64% 49% 131%

Remaining accounts that still OD 79% 39% 203%

Allow at least some overdraft amount on day one.

NOTE: If you ask for the Debit Card POS/ATM decision at account opening, but won’t
honor an OD until 30 days - if they qualify: You are asking them to say “yes” to
something you won’t actually provide. Regulators don’t like this!

ACCELERATING GROWTH




Account Screening: eFunds (ChexSystems)

A Recent Client Experience:

Accounts opened 202 Gross OD Income $15,600
Debit Card Interchange $4,100
Accounts still active 157 78%
Chargeoff ($4,612)
Accounts with chargeoff 21  10% Net Impact $15,088

Does not include savings from

cessation of eFunds inquiries
ACCELERATING GROWTH




Deposits and Transactions by Overdraft Bucket

s waT o o | * Deposits are a proxy for

- 4 & - | income.

o | SE128 | B= | . | * Higher overdraft users have
- | P I N . more deposits.

;m | - | 4 ¢ They also have significantly

more transactions.

el | + They deposit 24% more
| Deposits | money, but also spend it
Deposits |

faster.

0 1 2 JtoS 61010 111025 2610 50 50
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Consider Adding Branch

¥t s soery bo heor that, but I' be Aoppy to el you

Retention Specialists . eSO

ALCOUNT NO LONGER ITTAT
Diows T cEmnrt and racaier Lnvh 30 wocer Wil ATowre.

1 MOVING MONEY SOMIWNERS 150 .
A o SO o s By sorrethony we bove dome 19 e rour Suet”

1. Is account no longer
needed or is the money
being moved somewhere
else?

2. If moving, determine why?
a. Relocating
b. Lost Trust

FOUOW UP STEZS

R Rl |
7 D agw '
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Anything Else?




CONTACT:

Sean C. Payant, Ph.D. ® 2065 13t St, Ste 1500, Lincoln, NE 68508

Chief Strategy Officer and

o . @  402.440.0947
Sr. Executive Vice President

® sean@haberfeld.com

® www.haberfeld.com
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Thank you for your active

participation In our session today!




