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Session Objectives

1. Use data to understand the decisions high-performing
banks make

2. Explore methods to significantly increase core customer
and member acquisition

3. ldentify additional opportunities to create engagement
with new and current customers and members, while
enhancing non-interest income

4. Evaluate the impact of customer and member growth
on profitability
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How do Eagles (aka, High-Performing
Banks) soar?

Higher revenues or lower expenses?
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Eagles

° TOp 5% on ROE, that Efficiency Ratio - Eagles
have been in the top ™
5% for 5 consecutive
years

e Through Yearend
2021, 76 institutions
made this cut °

52.78%

50%
2017 2018 2019 2020 2021

Note: Data Through 12/31/2021
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Eagles - How They Compare on Several Key Metrics?

Return on Assets 3.31% 1.09% 204%

Return on Equity 29.63% 10.26% 189%

Net Interest Margin 3.69% 3.24% 14%

Cost of Funds 0.31% 0.31% 0%

Yield on Loans 5 550 5.05% 10%

Loan/Deposit Ratio 71.42% 66.71% 7%

Noninterest Income to Assets $35.17 $6.86 413% _
Noninterest Expense to Assets .G S 310 _
Equity Capital to Assets 11 28% 10.71% 0

Note: Data Through 12/31/2021
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Eagles - Summary

» Eagles don’t save their way to prosperity.

S,
~
11

|t IS a revenue game!
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Strategic Planning Considerations-
Principles and Results
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Product

What needs to

happen to grow your
FI in 20237

. A . ..
Promotion e, Policies
N

Processes
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A Core Belief

We need as many Primary

Financial Institution (PFI)

customers or members as
possible.




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

When consumers They are telling you The primary operating
give your financial where they have checking account is the
institution’s name in their primary gateway to PFI status:
response to the operating checking Up to 68% of PFI
question: account.

relationships begin with
a primary operating
retail or business
checking account!

ACCELERATING GROWTH

Start with the checking
account and deepen
relationships by
providing other product
and service solutions to
make people’s lives
better!




Why Checking First?

2) (m) Q)

91% 28%

First consumer First business product First relationship at a
product is checking is business checking business household is
consumer checking
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Realities of Community Banking

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 Most branches could
service one more average customer or handle many more
core customer or member produce in customers or members
member? revenues per year - with no problem.
$200? $300? $500?
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What Is the Impact of Strategic Customer
Growth on Profitability?

A Case Study Bank - $1.65B with
24 locations (originally 8)
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Case Study Bank Average Customers Per Branch

COMMUNITY BANKS CASE STUDY BANK

Community banks average After 18 years, averages

1,200 customers
per branch

2,707 customers
per branch
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Case Study Bank Retail & Business Checking Portfolio Trends

65,000 —

60,000 2020 & 2021

Acquisition of New
Locations

55,000

50,000

45,000

40,000

35,000

30,000

25,000 |-

20,000

15,000

10,000

5,000

1172010 1/1/2011  1/1/2012 1/4/2013 1/1/2014 1/1/2015 1/1/2016 1/1/2017 1/1/2018 1/1/2019 1/1/2020 1/1/2021 1/1/2022
= Retail Checking = Business Checking
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Case Study Bank Retail Checking Age Demographics

53% of Openings in
Last 12 Months
are under age 44.

Age Range Percentage of Percentage of 12- Percentage of

Accounts month Opening_;s Population
20-24 9.30% 11.90% 10.80% That Com pares to
25-34 15.40% 21.60% 18.90% .
35 - 44 15.30% 19.20% 20.60% 40% of portfolio
45 - 54 16.20% 18.10% 20.10% and 50% Of the
55 -59 9.30% 8.40% 8.40% .
60 - 64 9.20% 7.30% 6.70% county population
65 - 74 14.70% 9.00% 9.00% in that age
75 -84 7.80% 3.40% 4.00%
85 and over 2.90% 1.00% 1.50% segment.
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Case Study Bank FDIC Trends - Core Deposits

$1,600,000 ]

$1,443, 366

$1,400,000

Six New Locations $1,286,207
Added since 2019
$1,200,000
$1,000,000
$888,115
$815,734
$800,000 - $730,225 S747,143
l
|
Seoi i : & , $581,484 !
$533,474 ’
s462,424 $484,313 $485,681 $502,636
$400,000
l
|
|
$200,000 = &
|
$0 .

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021T3
» Core Deposits
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Case Study Bank Vs. Industry FDIC Trends - Cost of Funds

1.60% —

1.00%
0.80% {—
0.66%
0.60% -, e
0.40% — — .
0.31%
0.28%
0.23%
0.20% — Mn,x T
0.14% 0.15%
I l N | l I [
0.00% +— ﬁl .

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 20211’3

wee Pinnacle ~*=Industry
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Case Study Bank vs. The Industry - Service Income per Branch

$600

$555

$541
$524

$500

$400 +—

$300 —

$200 +— : .
Six New Locations

Added since 2019 3160

$100 +—

& = E == . § B N E
2010 2011 2012 2013 2014 2015 2016

2017 2018 2019 2020 202173

wee Pinnacle ~@—Industry
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Case Study Retail Checking Annual Contribution Trends

5600

§500

$400 -+

mCross Sell

mSpread
$300

Other Fees
mCard Fees
mOverdraft Fees

Average Annual Contribution

3200 +

$100 -

2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020
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Product
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The Five Secrets to Good Product

il

01

GOOD FOR THE SIMPLE & EASY TO SELL, MAKES MONEY ONE PRICING
CUSTOMER OR LOGICAL EASIER TO BUY FOR THE FlI VARIABLE PER
MEMBER PRODUCT
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What Do Businesses Want?

Simplicity

J

Predictable,
understandable costs

>,

No nuisance or
unexplained charges

~N

Recognition of their
value as a customer
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Client Business Checking Stratification

B 97% of businesses have less than
200 monthly transaction items

i
g
;
%
E

Average Number of Transactions

55% of new accounts had fewer than 10 monthly transactions



Client Business Checking Stratification

0-50 $7,170 $215 4.31
51-200 $16,477 $494 5.16
201-500 $32,579 $977 6.52
500+ $46,124 $1,384 6.97
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Total Net Present Value of the Relationship (Banks)

Business Checking - 10.15 years

2 y 408 Checking 7 y 246 Checking
2 y 469 Cross-Sell 8 y 722 Cross-Sell

$ 4,877 NPV $15,967 NPV

Source: Client Data - 2021 reported in 2022

ACCELERATING GROWTH
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Polices
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Remove Barriers

* Do your policies create or remove barriers?
» “Does my spouse need to be here?”
» “What forms of ID do | need?”

* Do you pre-screen consumers in order to
“gualify” for an account?
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Account Screening - Client Data

NO ACCOUNT
VS SCREENING

OD/NSF FREQUENCY

PRINCIPAL LOSSES

$7.51 SCREENER COSTS N/A

NET FEE REVENUE

(AFTER LOSSES/COSTS)

ACCOUNT OPENINGS
PER BRANCH PER YEAR
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Process
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Product with
a defined
customer
engagement
pProcess
utilized by
your team.

&
« FREE

SaveAime and money

Welcome! with/these great products

and services:

Every new personal checking account includes:
FREE Debt Card « FREE Ontine Banking « FREE BIl Pay « FREE Mobile Banking with Mobie Deposit

CfSavings Plans

Will you make stx OF more withdrawals
from your savings account each month?

FREE eStaternents with online check images « FREE Thank You Gift
Buy back of your unused chacks and detiit carth from anothet Anancial nsttition

@m-—» Additional Checking Account

b |/ Would you like benefits BENEFITS CHECKING
such as cell phone protection, - -
SmPRy et MatstanCR. yes “CIF 0--»’ Will you abways keep more
roadside assistance. shopping L than 52,500 in your savings
%ﬁmmm account?
e @..... Money Market Account
: @--»b Savings Accoumt
H HIGH INTEREST CHECKING
« FREE ¢ ) FREE Debit Card
&%m&m o] Direct Deposit
51,500 in your checking account? ) Automatic Payments
) FREE Online Banking

FREE Bill Pay

FREE Mobile Banking with
Mobile Deposit

) FREE eStatements

50+ INTEREST CHECKING

Will there be anyone 50 years 43
of better signing on this account? - FREE Business Checking
@ TOTALLY FREE CHECKING
................................. »>
QR
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Sample Debit Card Usage Postcard

: (806) 794-0044 k www.PeoplesBankTexas.com
Fvery time you use your FREE Peoples Bank D
Stop by your nearest branch today!

VISA® Debit Card in August, you'll be entered W B At a0 LB LU Mt PO SB35 ST
lo win some Benjamins—[ive, o be exacl.

Need a new card? Peoples Bank

PEOPLES BANK ERSHT 510

Call or stop oy

g S 4
_3_“6 3600 5L73 012
@ Dearr

tal e of this ofer
VISA

CARD}

Shop, Swipe.,

Win $500

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.
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Case Stud

y Bank Impact on Average Monthly Swipes

Average Monthly Swipes

25

20

= Cumulative Swipes
= Baseline

NU = Non-Users

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

T5 T10
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Case Study Bank Impact on Average Monthly Spend

Average Monthly Spend

$1,600

$1,400 -

$1,200

$1,000

= Cumulative Spend
= Baseline

NU = Non-Users

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

$200

S-

NU 15 T10 T20
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Case Study Bank Debit Card Usage Campaign Trends

6-Month Cumulative

Campaign Total Marketing & Households Interchange Revenue Breakeven in

Date Fulfillment Cost  Fulfilled % Increase Months
Mar-18 $14,314 17% $24,754 3.47
Jul-18 $14,630 14% $39,817 2.20
Sep-18 $12,432 12% $26,964 2.77
Mar-19 $14,933 15% $24,491 3.66
Jul-19 $16,141 16% $39,394 2.46
Sep-19 $15,094 14% $46,245 1.96
Mar-20 $15,813 11% $38,091 2.49
Sep-20 $18,139 15% $34,819 3.13
Mar-21 $20,882 18% $66,857 1.87
Jul-21 $19,280 16% $41,767 2.77
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People
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As an organization, you
must have a

ACCELERATING GROWTH



Through our marketing,
sales calls, networking,
referrals...
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“Culture eats strategy
for breakfast.”

ACCELERATING GROWTH



Culture I1s who we are.

W

B | % k; ™
1 R
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culture
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Every Person Has a Story

Chick-fil-A




Chick-fil-A vs. the Competition

$4.4 million $2.7 million

$1.5 million $2.6 million

$1 million $1.3 million
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Superior Execution Key Elements -
Coaching and Accountability
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Branch Leadership Effect

Year-over-year results increased with new branch leadership.

44.6%

Increase

56.2%

increase

24.8%

increase

Branch 1 Branch 2 Branch 3
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Ongoing Coaching and Accountability

CULTIVATE
‘ My Teams

.|‘ Team Leader Activities

3 ¥ : : e |

My Team Jackin Hayws Ben Richarnds

Busivess Account
Openings

Reterrals

S aademeM raen S e rad v B T S AP Y B g e -

Retall Account Openie

Team Leader Summary
U5 170232 Activities Completed On
8o~
Time by Ben R
57/93
Turnover Rate o%
33/51

Walcorrm back

g Performance Metrics

Activities Completed On Time

Business Sales Presentation Certification

2387
Score

Retail Sales Presentation Certification
4344
Score

Team Member Tenure By Month

B Activities

Observation Coaching

Toam Average

2298 2387 2575 2287

1245 2402 2423 2.305

A | atunm D> Thtrw Lol s M Pusets Vs Nowack

CULTIVATE

PERFORMANCE+*GROWTN MODSL
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What are People Saying?

“After this morning’s Weekly Team Meeting, | am a true
fan of Cultivate™! My retail and lending team was more
engaged, and | felt that | was presenting items that
pertained to the whole group. The meeting was
structured, had a different spin and took conversation
and discussion to another level.”

-Case Study Bank Branch Leader

ACCELERATING GROWTH
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Promotion

ACCELERATING GROWTH



The Good News!

There is an infinite
“pipeline” of opportunity!

I Business as usual
B With a strategy
I Escaped!
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No One Wants To Switch, BUT...

Net Zero System

In a given year, about

8% - 12%
of the households and

businesses “change
banks.”

Competitors Lose
Customers

You Gain
Customers
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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 Growing PFI Customers

Use the right
media

Print &
Digital

Use the right
frequency

Every 6-7
weeks

Have the right
message

Your
offer

All of this directed to the right audience!
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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%

%q

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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Defining Convenience

* They are the neighbors or businesses
next to the customers you already
have

* They live around your branches

A SR INN

Neighbor Customer Neighbor
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Driving More Traffic: Demonstrated Convenience

Lookalike
Marketing
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Defining Convenience

Demonstrated Convenience Predicted Convenience

* They are the neighbors or businesses » They work around your branches
next to the customers you already «  They walk, shop or eat nearby your
have branches with regularity

* They live around your branches .

They drive by your branches
M@bilePredict

by Haberfeld

\--)

) ‘li v

Neighbor Customer Neighbor
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Driving More Traffic: Predicted Convenience

Trip Frequency

0.000 - 0.580

I oseo- 120
- 1848 -7.000
- 7.000-21.000

M@bilePredict

by Haberfeld

-—— Miles

C]
&

0 07515 3 45 6
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The Right Audience - Dynamic Scoring Prospect Targets

37,751 | 2,176 43,513
42,215 = 8,889 131 | ; ' 1 51,235
31,721 @ 8,908 | 1,535 663 911 | 43,738
29,295 | 9,236 | 3,125 @ 522 | 388 | 138 | | | | 42,704
21,989 6,868 | 6,541 4,005 | 1,633 931 | 477 | [ ' | 42,444
14,275 | 12,003 | 7,370 @ 5,495 | 1,518 | [ [ 161 | | 40,822
11,293 8,293 | 10,005 4,195 | 5,162 | 182 | 562 | 1,434 & 836 | 42,331

Predicted Convenience

MobilePredict™ Score

[

\
7,726 | 6,837 | 8,159 | 9,279 | 1,517 | 3,250 | 1,956 | 1,921 | ' 42,271
6,479 | 8,771 | 9,004 | 6,045 | 5088 | 694 | 2,003 | 1,059 41,407
600 | 5721 | 2,388 | 7,050 | 4,536 | 4,478 | 4,417 | 2,330 | 1,7% 40,194
560 | 2,476 = 4,981 | 7,177 | 7,663 | 3,939 1,391 | 2,974 | 2,008 37,455
395 83 | 7,757 3,101 | 6,379 | 512 | 1,506 | 851 ; 37,632
526 | 2,170 | 3,411 | 7,678 | 4,277 ] 2,849 | 2,033 | 712 732 | 3,960 | 1,073 29,720

1,686 217,036 91,083 76,842 50,334 31,564

15,938 12,585 10,363 22,138 3,673 1,909 315 |535,466
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Dynamic Shift of Prospect Targets

Pine Cove Towen
Summer Camg

~
Wvted A3 & '.""o
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Always-On Omnichannel Marketing

DIRECT MAIL

DIGITAL DISPLAY

EMAIL

DIGITAL SEARCH

o

BRANCH
COLLATERAL

REFERRALS a5
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o\ . .
Convenient Locations

We're in your -
neighborhood.

enient and Free

Local banking for wh live, ox B i
e paniiey for wete i Ive s":.,:._. pr T ry locatlin

& e P w ce

o ® - P~ «'.:vutord.n:hﬂ Mav‘o' Genrecal
Open your account today! S o S St

of cperston due to COVID-9

-
@ (9001 #7140

@ FastCommunit yllank com

——— Are you paying too much for Business
® Cheddng? Compare & save. thinkbank.com mltr.'!.(.

$500 Average $7,500 Avetage $10,000 Average Hone
Ledger fialance'  Ladger Balance* Ledger Balance’

00

0

$7.500 100 per wra*

Great Products
& Better Pricing
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Omnichannel Marketing - Proactively Reaching Prospects

!
X0 SRtdR se0m 0 comprs l
B8 320n 10 coms
“5 4 . 4 PURAsENE A0 SN a o mar persensd |
s V S0t nearest DrancA 10 spen A (helhing { g,
your nes 3 ovn o o BFID cechim eptions

accownt and get a free AutoTowr Revene-Open Umbretis |

ABSOLUTELY FREE ABSOLUTELY FREE £ Security |
CHECKING BUSINESS CHECKING 5 Federal

-

ty

Security
Federal

Plant the seeds of
Absolutely Free Checking

for convenience and stimplicity —~without the fees

.t L AL
FTETITEIA) » wwm ascied dans

Will consider only one or two institutions
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Your Daily Digest for Wed, Apr 14

Informed Delivery Email

2= COMING TO YOUR MAILBOX SOON.

FREE service
provided by USPS

with more than 44M

View sl mail on dashboard >

Mail Piece
Image

users.
Hungry for 4
something
Residential better?
consumers receive RS
an email preview of
incoming mail. s

PINNACLE BANK
Get Totally Free Ride Along

Checking Today! )
o = Image Links to
2 Landing Page
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Digital Journey - Animated Display

@ rentucky Local News, W

Wwawowityt Lom

OISE = & veatner

Security
j Federal

[MiNews Kk Sports © Stll Serving

You may get

B Watch WKYT Now

ACCELERATING GROWTH

@ Security
g Federal

=

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

GETSTARIED OnaLtied

Absolutely Free
Checking: a FREE
account for everyone!




Omni-Channel Marketing - Reactively Reaching Prospects

Q @ free checking

Google

Will consider more than two institutions
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Action ltems
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Action Items

1. Product - Conduct a review of your retail and business checking
products. Be honest. Are they compelling?

2. Policies - Evaluate your current CIP and account opening
practices. Do you have too many barriers to growth?

3. Processes - Make sure you have a defined process to serve
prospective customers or members. Implement strategies to
iImprove NII.

4. People - Invest in growing your leaders into better coaches. You
will have lower turnover and happier team members.

5. Promotion - Are you getting a return on investment with the
majority of your marketing dollars? If not, what needs to change
to deliver improved results?

ACCELERATING GROWTH



Product

A Strategic Makeover
of your FI Can Begin
Today . . .

. A . ..
Promotion e, Policies
N

Processes
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Don’t Hesitate to Reach Out:
Sean C. Payant, Ph.D.

Chief Strategy Officer

Haberfeld

206 S, 13th Street, Suite 1500
Lincoln, NE 68508

Phone: (402) 440-0947

Email: sean@haberfeld.com

Web: www.haberfeld.com
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