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What StrategyCorps Does

We provide analytical and product solutions that optimize
the performance of consumer checking:

Financial Productivity. Increased deposits, revenue and
profitability from existing households

Product Differentiation. Features and dynamic pricing to
more successfully compete for new customers against growing
number of competitors and excite your bankers

Primacy. Better engage your customers by offering better
products — making your FI more likely to be their Primary Fl or
for your Fl to remain their Primary Fl

604

average increase in account balance

i

5.9

more debit card swipes per month

0.6

more OD/NSF frequency annually

3.75X increase in consumer-friendly

monthly recurring revenue



The Payoff

$500,000 of new annual revenue for every one billion dollars of assets

The combined typical financial impact of optimizing performance in these three
areas
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Economic Indicators are Signaling Recession

Consumer Price Index (Y-O-Y % Change) 2-10 Year Spread
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Page 4 Source: S&P Global, University of Michigan Consumer Sentiment Index, St. Louis Fed, and KBW Research published 1/22/2023. @ KEEFE, BRUYETTE & WOODS

Note: Market data as of 1/20/2023. | A Stifel Company



KBW Outlook - Slowing Growth

Loan Growth

Excess Liquidity

Cash & Equivalents / Average Assets (%)

9.1%

8.3% .
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Page 8 Source: S&P Global, FactSet and KBW Research published on 1/8/2023.

Note: Industry estimates per KBW Research; KBW Research estimates per FactSet as of 1/20/2023 where applicable; Data presented on median basis for all banks within KBW
coverage universe; Excludes BK, GS, NTRS, and STT.
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A Multitude of FinTechs Have Stepped in With Better Digital Experiences
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INQUIRIES

01

02

03

o4

05

06

07

What are the top revenue concerns
facing your financial institution in 2023?

What are your action plans for
overdraft/NSF policy and fee changes?

What are your action plans
for loan quality and demand?

What are your action plans to address slow/no
growth payment card interchange fees?

What are your plans to address
the higher cost of core deposits?

What are your action plans
for new customer growth?

Please tell us your area(s) of responsibility



07 What are the top revenue concerns facing
your financial institution in 2023?
(Please rank order at least your top 5)

The Top Concern ATop 3 Concern ATop 5 Concern

Increasingly higher

it dm
Declining

Overdraft/NSF revenue

Widening net interest margins

insufficient to offset prospective

loan demand changes

Can't acquire enough

new customers to generate
suffident new revenue

12%

Credit quality of
declining loan demand

~
£
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loans (excluding mortgages)
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Downward pressures on
payment card interchange fees
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$137,672 Looals Cabiltajm

$1.3M net worth at 65 @

: B Earnway more s ®
< " ° (» SAVINGS
$4,027.41 i 4.05 /o Investing, fortbe long term
- -8 APVonsavngs n 360 Performance
investing & 2
Jeeeell . k weans (SRRSO e Savings
N > portfolios

Emergency fund ﬂ $15,480.45 . N .
\@ Fee-free online savings with one of the

Wealthfront Cash Account
nation's top savings interest rates.
Investments $107,392.77

© Automated investing $66,656.00
y

Wealthfront - Individual 3 400/0
o)) \\’Nld”a'Moalrs o $9451.00 . APY
A Q S g o | ~ Variable APY | No fees or minimums
e Earn interest rate on any balance
2 Play Store

A Wealthfront

Earn up to uth Product features bread

savings.
4. 55% APY" @ -

 4.16% Interest Rate?
Make the most of your money and earn up to 4.55% APY on

all balances. UFB Preferred Money Market offers the
security of a savings account with check-writing privileges. Balances
« $100 minimum opening deposit

« FDIC insured*
_ Compare Accounts > « Maximum deposit limit of $1 million per account and $10 million limit per customer
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KBW Outlook — Peak Revenue Growth is Now

Core NIM Expansion Is Over

Peak NIl Growth Is Here-Qyer

Change In NIM (Q/Q) (%)
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Page 9 Source: KBW Research published on 1/8/2023.
Note: Core NIM and Core Nl is excluding impact of PPP and accretion income.
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02 What are your action plans for
overdraft/NSF policy and fee changes?
(select up to 3 top actions)

Offer new products and
services that generate

replacement fee revenue

Eliminate or reduce
NSF fees

Eliminate or reduce
overdraft fees

Raise fees and/or
conditions to avoid a fee
on existing bank products

Other

Do nothing

02 strategy oo B 2023 Revenue Challenges: What Bankers Are Planning



02 What are your action plans for
overdraft/NSF policy and fee changes?
(select up to 3 top actions)

Offer new products and
services that generate
replacement fee revenue

Eliminate or reduce
NSF fees

Eliminate or reduce
overdraft fees

* %

Raise fees and/or
conditions to avoid a fee
on existing bank products

Other

Do nothing
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O $35
2z $35
$35
citi $34
MSbank $36
T&%sr $36
$36 - OD

PNC $0 - NSF

D $35

Capita/l()ml) $ 3 5

18

3

4

iax $ Extended grace grace
per day perday OD Fee

$102

$140

$105

$136

$144

$216

$36

$105

$35

Source: as of October 2021 per bank websites

$36-8
days

$36-7
days

. Jan 2022 Changes
amount  period

$0 for NSF; 1 day grace period; early direct

350 deposit
$1 $0 for NSF; reducing OD fee to $10; $0 OD
transfer fee
9 am next
$0 for NSF; early direct deposit
day

eliminating all OD fees

$0 for NSF; $50 grace amount; 24 hour grace
period; smart alerts

Truist one account with no OD fees; credit
$5 lines up to $750; “alternative account”
available with no OD Fees

already had low cash mode - alerts, grace

5 24 hour . i
3 periods, and transaction controls

24 hour grace period; $50 grace amount;
balance alerts

$10

next day eliminating all OD Fees; will approve overdrafts up to
unspecified amount if you've deposited $250 in 2 out of
grace previous 3 months; already had early direct deposit

$5



02 What are your action plans for
overdraft/NSF policy and fee changes?
(select up to 3 top actions)

Offer new products and
services that generate
replacement fee revenue

Eliminate or reduce
NSF fees

Eliminate or reduce
overdraft fees

Raise fees and/or
conditions to avoid a fee
on existing bank products

Other

* Do nothing
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20

O0Z What are your action plans
for loan quality and demand?

(select up to 3 top actions)

*
*

03

strategy

More aggressively pursue new
loans with existing customers
or in existing markets

More aggressively pursue
new loans with new
customers or in new markets

Be prepared to expeditiously
and efficiently workout
issues on existing loans

Establish a more robust

officer call business
development program

Tighten underwriting
requirements for new loans

Cut expenses related
to mortgage lending

Other

Do nothing

?
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O0Z What are your action plans
for loan quality and demand?

03

(select up to 3 top actions)

strategy
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More aggressively pursue
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O0Z What are your action plans
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03
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strategy

More aggressively pursue new
loans with existing customers
or in existing markets

More aggressively pursue
new loans with new
customers or in new markets

Be prepared to expeditiously
and efficiently workout
issues on existing loans
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O0Z What are your action plans
for loan quality and demand?

03

(select up to 3 top actions)

strategy

More aggressively pursue new
loans with existing customers
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More aggressively pursue
new loans with new
customers or in new markets
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Do nothing

?
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* %

04 What are your action plans to address
slow/no growth payment card interchange fees?
(select up to 3 top actions)

04

Market debit card usage
more aggressively

Market credit card usage
more aggressively

Do nothing

Invest in payment card
rewards to spur customer
usage or retention

Other

Add credit cards to
payment card offerings

strategy ) 2

57%

4%
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04 What are your action plans to address
slow/no growth payment card interchange fees?
(select up to 3 top actions)

04

Market debit card usage
more aggressively

Market credit card usage
more aggressively

Do nothing

Invest in payment card
rewards to spur customer
usage or retention

Other

Add credit cards to
payment card offerings

strategy ) 2

57%

4%




26

05 What are your plans to address

* %

05

the higher cost of core deposits?
(select up to 2 top actions)

Raise interest paid on
existing core deposits

Market interest rates
more prominently

Abstain from “playing the
interest rate game” altogether s%

Other 17°/D

Do nothing 3%
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Focus on Deposits — Deposits are Shrinking and Competition is Building

Page 13

Total Deposits of Commercial Banks in the United States ($T)

$20.0 4/13/22 Peak
of $18.2T
$18.0
$16.0
$14.0
$12.0
$10.0
2015 2016 2017 2018 2019 2020 2021 2022
Source: The Federal Reserve; Latest available deposit data as of 1/11/2023. KEEFE, BRUYETTE & WOODS
— A Stifel Company




29

05 What are your plans to address

05

the higher cost of core deposits?
(select up to 2 top actions)

Raise interest paid on
existing core deposits

Market interest rates
more prominently

Abstain from “playing the
interest rate game” altogether s%

Other 17°/D

Do nothing 3%
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06 What are your action plans
for new customer growth?
(select up to 2 top actions)

Increase marketing
investment for new

customer acquisition

Invest in establishing
more of a sales culture ‘8%

Launch new products
and services

Other

Do nothing

os st'at.gy arps ) 2023 Revanue Challenges: What Bankers Are Plaming



Big Banks Continue to Win Deposit Share

Deposit Market Share by Bank Size (%)

1% of Banks Have 68% of Deposits 3% of Banks Have 83% of Deposits

B Banks >$100B
m Banks $10-100B
18% H Banks <$10B
99% of All Banks
97% of All Banks

2010 2014 2018 2022

Total US Deposits S7.9 Trillion $10.4 Trillion $12.7 Trillion $17.8 Trillion

Total US Banks 7,466 6,518

Page 19  Source: FDIC and S&P Global; 2022 deposit data as of 9/30/2022; 2010, 2014 and 2018 deposit data as of year-end.
Note: Includes both commercial banks and savings & loan institutions; Company size based on deposits and not pro forma for pending acquisitions.

KEEFE, BRUYETTE & WOODS
A Stifel Company
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PRIMARY BANK AND
WALLET SHARE

Few
Americans
anticipate

switching
banks

W MORNING CONSULT

SLIDE / 1"

How likely are you to switch primary banks within the next year?

B Very likely

B Somewhat likely

B Somewhat unlikely
B Very unlikely

Don't know / No opinion




FIGURE 12: Primary Checking Account Market Share

% of Consumers Whose Primary Checking Account is With a Digital Bank

31%

0,
26% 28%
0,
24% 229
13% 14%
1%
8%
6% 6%
N 1
Gen Z Millennial Gen X Baby Boomer
Oct-20 @® Jul-21 ® Jan-22
22-1003-012 Source: Cornerstone Advisors survey of 3,030 U.S. consumers, Q1 2022
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06 What are your action plans
for new customer growth?
(select up to 2 top actions)

Increase marketing
investment for new

customer acquisition

Invest in establishing
more of a sales culture ‘8%

Launch new products
and services

Other

Do nothing
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06 What are your action plans
for new customer growth?
(select up to 2 top actions)

* %

Increase marketing
investment for new
customer acquisition

Invest in establishing
more of a sales culture

Launch new products
and services

Other

Do nothing

strategy -oips
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Unleash the Power of
Great Checking

More financial productivity, better consumer engagement, increased

primacy, less reliance on overdraft fees — all driven by actionable analytics

and mobile-first products.

Request Demo

To download
the survey results, visit

www.strategycorps.com/growth-
planning-survey-results

“

Mike Branton
Partner
mike.branton@strategycorps.com

919-349-2001
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