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Where Everyone’s a Student and
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What is CEO School?

Why is CEO School becoming a tradition at CU*Answers?

8§ With the expansion of our network, we have more talented CEOs than
ever before, and the value put on collaborative efforts is at an all time
high

8 CEOs need to develop networks where they can exchange coaching and
mentoring with each other from the unique position of being a CEO

8 More than ever, today’s CEO is expected to be engaged with technology
and the concepts of data mining, opportunity demographics, and being
plugged in

8 CEOs wear more than one hat, and CEO School is a safe training
environment

More than just a vendor education offering, CEO School speaks to the
essence of why CUs own CU*Answers: so that their voice is heard,
their ideas are worked on, and their priorities are considered as

part of everything this CUSO tries to accomplish



Today’s Agenda

Morning (9-noon) Afternoon (12:30-4)
8 Put on your Developer hat and 8 Pushing the buttons (or assigning
look at our 2011 agenda as CEOs someone to push them for you)
8 Should Query be the last resort? § Goals for dashboards
§ A new team to respond to our § Allgnlng the featurfa with your
ideas strategies and tactics
- § Avyear-long Board project with
g A new stylle/templ.ate for analysis dashboards at the center
3011 ga,r’r)mgs prOJec.t. when § Wrap-up
special” is shared with everyone . :
_ § Everything else but the kitchen
§ Micro-awareness vs. sink

Micromanagement




Putting on Your

Developer Hat

For the rest of the morning, we are going to work as
the brain trust behind the 2011 development agenda




Inventorying Some Key Tools to Keep in Mind
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Look for the URLs in the appendix of
this presentation



http://www.cuanswers.com/kitchen/�
http://www.cuanswers.com/client_release_planning.php�
http://www.cuanswers.com/client_release_summaries.php�
http://www.cuanswers.com/ceo_ticklers/�

Designing the Process for Getting Answers
I

Here’s how CU*Answers has been attacking this process for years:

8 Build a robust database representing the key information you need to
operate a credit union; highly configurable for a diverse audience of credit
unions

8 Develop a robust set of reports for printing

8 Provide an industry-standard data mining tool that can be married to the
CU*BASE data dictionary, giving the CU 100% access to its operating
database

8 Develop an extensive education program to teach both generic and user-
defined reports

8§ Create shortcuts for data mining through canned Queries and the use of

standard reports to identify the accounts and start a custom Query report

(remember File Starter?) _
Your CU has been on the same evolutionary

path, and has designed processes and people
responsible to execute these activities




Designing the Process for Getting Answers
I

Then we all had a paradigm shift: A.S.A.P. (Ask, See, Act, Profit):

8 Develop dashboards that allow an immediate response and extended
trends (put the answers directly into the hands of leaders)

8 Connect these dashboards to action steps such as email, mailing labels,

and other communication channels (move from data awareness to getting
things done)

8 Position these new features at the center of presentations and team
brainstorming (improve the drive for innovation)

8 Add the ability to export with a single click to tools such as Excel or PDF
(extend what we know to other tools)

§ And so on, and so on, and so on...

As CEOs, we look back and wonder, how can it be so hard to
get the answers that we need?

And how do | keep my team evolving when they seem in love
with the idea of being (or counting on) the Query guru?



Data for the Sake of Data Is a Missed Opportunity

8 Dashboards get me going, because they create an opportunity to lower
the cost of driving action into our business plans at the press of a button

8 Ascreen refreshes, and by the time the data is apparent to the room,
someone is saying, “we need to do something about that”

Gathering Data (reduce $ cost)

Analyzing Data (Increase time)

Actingon Data  (multiply the events)

From the June Because of the nature of the beast, we gather
Leadership data to comply, to imply, but very seldom to

Conference
apply what we learned
i A M




Some recent news...
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Many CUs are beginning
to understand the
phrase, “Death by a
Thousand Queries”

and are looking for
new solutions



Designing the Process for Getting Answers
I

Where do you need faster answers? What kinds of dashboards do you
need that you don’t have today?

11.
12.
13.
14,
15.
16.
17,
18.
19.
20.

© 0N o gk N

|
o

In the future, you may attribute your success to the fact
that you had the answers quicker, cheaper, and more directly
related to your situation than your competition did

10



A Team Waiting for Your Priorities
I

8 With the 2011 budget, we have dedicated a programming team to system
analytics development — focused on a click that equals an answer
§ A full development team on what a senior leader wants from the data
§ Answers to questions in a standard, trending, and repeatable format that
speed CUs on to actions
8§ This is a significant investment and a unique new focus for CU*Answers
and its development agenda

8 This investment is focused on the CEO perspective and push for
innovation

In the past, many of these ideas have had to battle for
resources with things like teller improvements,
ATM/debit card systems, and regulatory responses

In the future, we hope to move quickly
with a dedicated priority



A Printing Sidebar

CU*BASE Management Reports
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If you are still printing, have you picked out
your favorites? It might help you with your
dashboard assignement
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Building a Foundation for

Hundreds (if not thousands)
of New Answers

Well, maybe not new answers, but certainly
faster answers!

13



A New Template for Analysis
]

8 One of our most successful dashboards is related to the working day-to-
day operations of the loan factory

8 Itis based on a repeatable design that we hope to use in several different
areas in the future:

1. The user selects a group of records with something in common to analyze
(loan apps processed between Oct 1 & 31, 2010)

2. The user is presented with a series of options to work with each of these
records, one at a time (approve the app, deny the app, etc.)

3. The user is presented with a set of analyses that take the selected records

and show as many pertinent facts as possible about that batch (# of apps
pending, approved, denied, etc.)

8 Step 1is like a report, Step 3 is like the totals or summary section on a
report, but Step 2 creates a unique palette of opportunity to work and
analyze at the same time

Let’s look at a way to change something as simple as the
New Member report for your next Board meeting

14



Old Way vs. New Way
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How about this for a new way?
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&> Session 0 CUBASE GOLD - Open-Closed Memberships S

@eoree®@ (@Y Netwo ke
Open-Closed Memberships

From [(EEGEOWFELERE |[F To [Dec 31, 2009 | [F [MMDDYYYY]  Status Gender 2,595 Records analuyzed
Employee ID . JOHH DOE Branch
Account # Name starts with Name contains Member designations 00 Selected

m Account # # Accts Name - Opened Closed Gender Emp Branch ZIP

VIS XN 37 2 May 05, 2009 M cc 1 48768
VTN 37 2 Mar 30, 2009 M 57 1 48768
EEa80 36 5 Jan 15, 2009 57 1 48757
EEB80 36 2 Feb 16, 2009 M 30 5 |48768
VITIE]|H 36 2 Feb 16, 2009 F CC 1 |48757
ZITI=IN 38 2 Aug 31, 2009 F GH 1 48734
EEa80 36 4 Feb 20, 2009 F MM 1 48640
EEa80 39 2 Dec 04, 2009 M MM 8 48642
V]TI=]A] 37 2 Apr 24, 2009 F 14 4 |a8723
e 36 2 z Jan 02, 2009 F 34 1 48616
VISR N] 39 2 z Nov 18, 2009 M LD 6 48768
HEEBEN 37 a4 |z Apr 03, 2009 F 50 6 46768
=N 38 3 z Sep 28, 2009 M Ja 4 48723
BB 37 2 z Mar 17, 2009 M 34 1 48734
VIS XN 36 2 z Jan 07, 2009 F 60 2 48768
VIS I]N 36 2 z Feb 10, 2009 F R 1 48734
B 37 3 z May 21, 2009 M ceC 2 48734
Backup i

| Cancel F7
Export F9
| Member Connect Click column header to sort records. Click the black arrow to toggle the sort direction.

| Analysis = Checklist E = Credit Report = Inquiry ﬁ = Household

Learn &bout This Feature




@ Session 0 CU*B.\’-EE GOLD - Open-Closed Memberships
eeo*29e®@
Open-Closed Memberships

From [EEGREIWFELECE |5 To |Dec 31, 2009 | [F [MMDDYYYY]
Employee ID JOHH DOE
Account # Name starts with

Branch

Name contains

Member designations 00 Selected

2,595 Records analyzed

m Account # # Accts Name Qﬁ ﬂpened | Closed | Gender Emp Branch ZIP
|| 31 2 _— = e cC 1 |48768
% il i Click a column i S
ﬁ 16 2 head|ng tO SOI‘t 10 5 A8T6E
/1S T AT 2 by that column cc | 1 |487ST
EE80 38 2 F GH 1 |48734
VIS XN 36 4 F MM 1 48640
ﬁ 19 2 Dec 04, 2009 M MN 8 48642
ZITIXIN 37 2 Apr 24, 2009 F 14 4 |48723
i | — N M Jan 02, 2009 F 34 1 46616
2" work your configured o i 2o S R
checklist for new or closed Sep 28, 2009 M Ja a |a8723
accounts (savings too!) el i = i
o Jan 07, 2009 F 60 2 48768
VIS n ; ZE Feb 10, 2009 F TR 1 48734
IS XN ZE May 21, 2009 M cC 2 48734
LR

Backup
Cancel F7
Export F9

Member Connect
Analysis

= Checklist = Credit Report

ﬁ = Household

Click column header to sort records. Click the black arrow to toggle the sort direction.

= Inguiry

1012510 11:41:25

Learn &bout This Feature




&> Session 0 CUBASE GOLD - Open-Closed Memberships = e

@eoree®@ (@Y Network Links
Open-Closed Memberships

From [(EEGEOWFELERE |[F To [Dec 31, 2009 | [F [MMDDYYYY]  Status Gender 2,595 Records analuyzed
Employee ID . JOHH DOE Branch
Account # Name starts with Name contains Member designations 00 Selected

m Account # # Accts Name - Opened Closed Gender Emp Branch ZIP

= I'N 2 May 05, 2009 M cC 1 |48768
VTN 2 Mar 30, 2009 M 57 1 48768
ﬁ 5 Jan 15, 2009 57 1 48757
EEB80 2 Feb 16, 2009 M 30 5 48768
ﬁ 2 Feb 16, 2009 F cC 1 46757
MO0 2 Aug 31, 2009 F GM 1 48734
EEa80 4 Feb 20, 2009 F M 1 48640
VIS |XIN| 2 Dec 04, 2009 M MN 8 |48642
ﬁ 2 Apr 24, 2009 F 14 4 48723
ﬁ 2 Jan B2, 2009 F 34 1 46616
EEB80 2 Mov 18, 2009 M LD 6 48768
ﬁ q Apr 03, 2009 F 50 6 46768
MO0 3 Sep 28, 2009 M JA | 48723
<IN 2 Mar 17, 2009 M 34 1 48734
EEa80 __ o Jan 07, 2009 F 60 2 48768
EEE0 » | Feb 18, 2009 F TR 1 48734
GE80, Use F15 to analyze your May 21, 2009 " cc 2 |48734
oy~ Selected list of members ~Y

Cancel

Member Connect F10 column header to sort records. Click the black arrow to toggle the sort direction.

Analysis F15 %z : L i oy = i =
L ys Checklist Credit Report Inquiry ﬁ Household

104251 Ifl-i Learn &bout This Feature

Export




@ Session 0 CU*BASE GOLD - Open-Closed Membership Analysis

X xxr.

Open-Closed Membership Analysis Group 1 of 4
From Jan 081, 2009 Toe Dec 31, 2009 Status Opened Gender Both 2,595 Records analyzed
Employee JOHH DOE Branch ALl Branches @ Lﬂ
hae Groups Toal T Coum [ AMMMImﬂmlﬁwwmﬂﬂM“ﬂ
Under 7.9 Under .3 Under o.o
10 to 19 Joé 11.9 10 to 19 Joe 12.5 10 to 19 2 1.4
20 to 29 higa 22.3 20 to 29 451 18.4 20 to 29 128 89.5 .
30 to 39 352 13.6 30 to 39 346 14.2 30 to 39 q 2.8
40 to 49 407 15.7 40 to 49 406 16.6 40 to 49 o.7 "
ho to 59 340 13.1 ho to 59 339 13.8 ho to 59 1 o.7
60 to 69 219 8.4 b0 to 69 219 8.9 60 to 69 0.0
0 to 79 124 dq.8 0 to 79 122 h.0 0 to 79 1.4
Over 79 b2 2.4 Over 79 LY} 2.3 Over 79 3.5
it .
Click for a quick i
graph
L]
g
Backup F3 || Cancel F7 || Continue Ent
FRIOCGRPT 1002510 11:45:13 Learn About Thiz Feature




@ Session 0 CU*BASE GOLD - Open -Closed Membershjp Analy‘sls

eOPOOR®E@

Open-Closed Membership Analysis Group 1 of 4
From Jan 01, 2009 Te Dec 31, 2009 Status Opened Gender Both 2,995 Records analyzed
Employee JOHH DOE Branch ALl Branches

Under 10 204 7.9
10 to 19 308 11.9
20 to 29 579 22.3
30 to 39 352 13.6 o
40 to 49 407 15.7 =
50 to 59 340 13.1 E;
60 to 69 219 .4 i
70 to 79 124 d.8
Over 79 62 2.4

500
4001
3001
2001

# Memberships by Age Groups (Total)

~ B [l

f

[—130 to 39
Or download a o s ’
PDF, Excel or ms0 to 59 |

60 to 69
Em70 to 79
B COvyer 79

CSV file

F7

Backup F3 || Cancel

FR IDCGRPT 1002510 17:45:13

Continue Ent

Learn About This Feature




One-click Board Reporting

|Age {Organizations)
PDF :.:Enn m.nt H_I] e = Lnder 10
120| | -0t 19
20t0 29
E— 30to 39
B 40 ko 49
Open/Closed Memberships | =50 ta 59
G0 to 69
Prepared on: Ociober 25, 2010 =70 to 79
N Cwver 79
Age Groups (Total) |—
:.:erm — c-;n Hm ™ = Under 10
00 -0t 19
— = e 500 I0to 23
o2 - z2 £ 30to 39
3010 30 352 136 5 400 -0t a0
401040 407 157 £ 30 =50 to 59
500 50 40 12.1 * a0/ -G Lo 69
0 o B0 10 24 =70 ko 79
Tt T8 124 48 100 - Cver 79
Over 78 [ 24 o
| Age (Individuals)
= o 0 == Under 10
Under 10 04| 23 450 7 unaer
10418 w6 | 125 an |
20t 29
- o) 184 £ ﬁ. 30 to 39
o= ol £ 2 50 b 49
o 06| 168 2 20 =50 1o 50
5040 58 38| 138 * e -0t 69 Powered by CU'BASE GOLD
STl 9| as 100 =70 to 79
B 122| 50 50 - Cver 79
Ower 78 57| 23 o




A quick sidebar...but an important new standard
I

8 PDF exports will emphasize presentation because they’re intended to be a
finished, ready-to-distribute product rather than an intermediate product
like an Excel workbook that users will most likely manipulate

§ Focusing on single-screen exports now, with the potential for flexible
workflow-style exports that involve more than one screen

8 PDF exports use a third-party utility called iText that requires a license:
one-time charge per workstation

§ Same approach as Excel exports: we provide the code to make it happen but
interested clients are responsible for purchasing the tools

8 Goal is to offer PDF exports for every panel that supports Excel and CSV
exports

§ Targeted for the 11.0 release (April/May 2011)

PDF
L Moving beyond just Excel and CSV exports gives us a great
deal of creative freedom...what do you want?

23



&> Session 0 CU*BASE GOLD - Open-Closed Membership Analysis el
Open-Closed Membership Analysis Group 2 of 4
From Jan 081, 2009 Toe Dec 31, 2009 Status Opened Gender Both 2,595 Records analyzed
Employee JOHH DOE Branch ALl Branches |§ L'E‘

Sunday 0.9 an - HMar 29.4 Avg Products/Member
Honday dd 18.7 Apr - Jun 650 25.0 Avg Services/member 16
Tuesday 409 15.8 Jly - Sep 625 24.1
Wednesday 457 17.6 Oct - Dec 558 21.5
Thursday 436 16.8
Friday 6d2  24.7
i i i
"~ Gender Breakdown |~ Count | % R Wonth Opened |~ Count | % |
Hales 1,228 47.3 January 254 9.8 Individual 2,394 92.3
Females 1,177 45.4 February 2686 10.3 Corporation 92 3.5
Organizations 63 2.4 March 240 q.2 Sole Proprietorship 53 2.0
Unknouwn 127 4.9 April 221 8.5 Organization 27 1.0
May 169 7.3 Trust 13 0.5
June 240 9.2 Custodial T 0.3
July 226 8.7 Representative Payee T 0.3
August 234 9.0 Conservatorship 1 0.0
September 165 b.4 Other 1 0.0
October 199 TherLh
Hovember 178 6.9
December 161 7.0
i i i
I.Backup F3 H Cancel Fi H Continue Entl

FR IDCGRPZ 1082510 12:05:08

Learn About Thiz Feature




&> Session 0 CUBASE GOLD - Open-Closed Membership Analysis o5 e

ﬂ!?nﬁ%"GHE C’r CIF-GIP c’h {’!'.I!l!"!'l!.l

Open-Closed Membership Analysis Group 2 of 4
From Jan 081, 2009 Toe Dec 31, 2009 Status Opened Gender Both 2,595 Records analyzed
Employee JOHH DOE Branch ALl Branches FOF @ LE.I
L T 1 11—
Sunday 0.9
HEAEE 484 16.7 ?DU-' EmSunday B Thursday
Tuesday 409 15.8 o EDU: EMOnday = hony
z 500 CITuesday I Saturday
Yednesday 457 17.6 E jgg B wednesday
Thursday 436 16.8 ..:E 200+
Friday bdz 24.7 1001
o X
Males 1,228 47.3 January 9.8 Individual 2,394 92.3
Females 1,177 45.4 February 2686 10.3 Corporation 92 3.5
Organizations 63 2.4 March 240 q.2 Sole Proprietorship 53 2.0
Unknouwn 127 4.9 April 221 8.5 Organization 27 1.0
May 169 7.3 Trust 13 0.5
June 240 9.2 Custodial T 0.3
July 226 8.7 Representative Payee T 0.3
August 234 9.0 Conservatorship 1 0.0
September 165 b.4 Other 1 0.0
October 199 TherLh
Hovember 178 6.9
December 181 7.0
| il |

FRIOCGRPZ 10/251013:43: 25 Learn &About This Feature

- —




@ Session 0 CU*BASE GOLD - Open- CIDsed Membership Analysis

eOPOO®®

Open-Closed Membership Analysis Group 3 of 4
From Jan 081, 2009 Toe Dec 31, 2009 Status Opened Gender Both 2,595 Records analyzed
Employee ALl Emplouees Branch ALl Branches @ Lﬂ
1,536 59, FRANKEHMMUTH C U - HA .7 AMY BUCHIHGER 11.2
484 577 22. FRANKENMUTH CU - BIR 287 11.1 RHONDA HIELSON 142 5.5
486 @ .QEﬁ 14. MILLIHNGTON OFFICE 282 10.9 TAHMHY REIHERT 137 5.3
485 VASSAR OFFICE 249 9.6 APRIL ZEILINGER 128 4.9
488 BIRCH RUM HMEIJER 226 6.7 STACY TROGAH 113 4.4
450 grouped TOUH & COUNTRY BRAMC 217 6.4 CARRIE BRYCE 112 4.3
483 48600 48699 FRAMKEMHUTH C U - RI 200 T.7 LAURIE DUBAY 110 4.2
490 ( ’ ) ESSEXVILLE HMEIJER 187 i UVICKI REED 105 4.0
Other Other 175 b.T Other/Hone 1,458 5b.2
i

e

;

FRIOCGRP2 10/26N014:46:17

SAINT ELIZABETH 11 0.4 OPEH - LIVES IH FOM 1,656 63.9 BASIC 1,391 53.6
CHRIST LUTHERAH T 0.3 OPEH - IHDIRECT 354 13.6 UIP-S5TLVER 28 20.3
TRIHITY LUTHERAH 2 0.1 OPEH - WORKS IH FOM 131 5.0 UVIP-GOLD b 13.9
5T MICHAELS LUTHERAH 1 0.0 OPEH - RELATIVE &9 3.4 UIP-PLATIHUH 316 12.2
Other/Hone 2,h7f4 99,2 OPEH - MEMBER 42 1.6
CLOSED - CONSOLIDATE 39 ey
OLD MEM., WANTED AHO 14 0.5
CLOSED - ACCOUNT HOT 11 0.4
Other/Hone 257 9.9
i i i
F7_J Continue —Ent |

Learn About Thiz Feature




@ Session 0 CU*BASE GOLD - Open-Closed Membership Analysis
.

eoree®@

FR [3928) 102510 15:25:01

Open-Closed Membership Analysis Group 4 of 4
From Jan 081, 2009 Toe Dec 31, 2009 Status Opened Gender Both 2,595 Records analyzed
Employee ALl Emplouees Branch ALl Branches FOF @ H

Participation “ Account Type Total Amount Avg Amount
Online Banking .2 1,913 w il Savings 3,076 7,710,370.0 2,506.6
Audio Response 92 B 2,503 96.4 Checking 1,180 3,960,533.53 3,356.38
E-5Statements bd7 24.9 1,948 Th.0 IRA LT 1,085,108.00 18,708.75
E-Hotices 115 4.4 2,480 95.5 Certificates 256 2,744,386.00 10,720.25
Bill Pay 104 4.0 2,491 95.9 Loans a17 15,591,463.56 17,002.68
Email Address 1,426 54.9 1,169 45.0 LOCs/CCs 340 1,869,855.61 5,499. 57
Checking Account 1,166 d4.9 1,429 .0
ATH and/or Debit Cards 170 6.5 2,425 93.4 Average Tiered Service Score 119.2

With your help, these
17 analyses could
someday be 37

Backup F3 || Cancel F7

Learn &About This Feature




What's next?
I

8 As the team wraps up this New/Closed Membership feature for the 11.0
release (April/May 2011), they will begin work on the New/Closed
Accounts feature

8 Think about your current new/closed account analysis: what key answers
are you looking for when you work this data?

§

§
§
§
§
§

Total savings and lending products?

% of checking accounts with overdraft protection?
Certificate types sold and the average terms?

Loans by purpose and security codes?

Loan interest rate analysis, credit score analysis, etc.?
Member demographics linked to the products they opened?

If you think about this, we are embedding and standardizing
the way credit unions look at their operations and
presenting it, instantly and consistently, over and over

What would you like to see?
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What’s next, what’s next, what’s next?
I

8 After we move away from new and closed account concepts, we will need
to move to portfolio analysis — pulling from all of your accounts and
analyzing your balance sheet from the member trial balance

§ Say you could pull out all of the loans that you own 100% (let’s say 7,500 out
of a total loan portfolio of 10,600): what would you like to know about these
loans?

§  With the next click, say you could pull out only those loans that are
participated out to other CUs (let’s say 1,250 out of a total loan portfolio of
10,600): what would you like to know about these loans?

§ Then say you could pull out only those loans that you are servicing but have
no ownership in (the remaining 1,850): what would you like to know about
these loans?

The surprising thing is, you probably want to know the same
answers about all three groups, with only slight variations

So once the engine is built, the expansion of the analysis and the
hunt for new answers about your portfolio is an easy extension




Another Focus of the

Analytics Team

Leveraging tools we already have with new analysis
concepts and answers
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Leveraging a Successful New Tool
]

8 5300 Call Report Project Update

§ 109 online CUs have created a Call Report in CU*BASE (about 60% of
those appear to be creating Call Reports regularly each quarter)

§ 29 online CUs uploaded their 3" quarter Call Reports to the NCUA
8 Another reason to get busy with this tool: 5300 Ratios Dashboard

§ Inthe 11.0 release (Spring 2011), a new dashboard will show key
ratios, calculated automatically using your 5300 Call Report data (even
for the in-between months when you don’t file one!)

§ Net Worth § Operating Expense/Gross Income
§ Delinquent Loans/Total Loans § Net Operating Expense/Average
§ Return on Average Assets (ROA) Assets
§ Fee and Other Operating Income/ S Loan to Assets

Average Assets § Members to Full Time Employees

§ Net Income Margin § Salary and Benefits per Employee




5300 CaII Report Ratios spring! (11.0)

—

Months to Compare
Period 1 1 Cal l o
beriod 2 9300 Call Report Ratios
Period 3 nd
Banad (&N Del? Lns/Tt1l Loan

Period 5 [ 5§ FeeAith InE/Aug ASEE
Period 6 'L—_.Lh Q Loan/ FIS%E‘IZS

)(__;;'/ T T Q_ Hrémher‘s FT EEs

Period 8 |Gy Het Interest Masain

“Up to 8 periods can
Cancel F7 be compared side
Create Call Rpt  F11 " by side

— e — e ———__,-"""-F---

You can even analyze months where you
don’t file a 5300, by generating a Call
Report file to be used just for the ratios

Mote: Call Report data must exist for the month and year entered in order to calculate the ratios. ‘You can create
a Call Report from this screen using F11-Create Call Rpt.

FR [3351]10/231 07 4:45:0. Learn &bout This Feature

~




@eo® r‘l‘ ®® @
5300 Call Report Ratios

Ratio
Deling Lns/Ttl Loans

Fee-Oth Inc/Avg Asts
Loan/Assets

(5§ g Members FT EEs

Net Interest Margin
MNet Dp Exp/Avg Asts
[E§ Net uWorth

Oper Exp/Gross Inc
&Y roA

salry & Bnfts per EE

Jan 2010
2.37%

1.98%

81.38%
221
.01%
.40k
.bi%
L12%
.01%-

4, 733

Feb 2010
2.02%

2.09%
§2.61%
229
L18%
.28%
LO2%
T
.02%-
51,126

Mar 2010
2.21%

2.26%
83.48%
225
L29%
L29%
.35%
.62%
.b1%
51,924

Apr 2010
2.02%

2.09%
82.51%
229
L18%
L28%
L92%
T
LB2%-
51,126

May 2010
2.21%

2.26%
§3.48%
225
L20%
L29%
.35%
.B2%
.bl%
51,924

Jun 2010
2.21%

2.26%
§3.48%
225
L209%
L29%
.35%
.B2%
.bl%
51,924

Jul 2010
2.02%

2.09%
82.51%
229
.18%
.28%
L92%
T s

LB2%-

51,126

Aug 2010
2.37%

1.98%
L38%
221
LO1%
Y 10 1A
.bE%
L12%
LO1%-

48,733

' Backup

Cancel

Choose Ratios

@ Tip: Use the F12-Choose Ratios function key to change the ratios displayed on the screen.

Learn About Thiz Feature




E Loan/Assets

ROA
sSalr

Fee-0Oth Inc/Avg Asts : 2.09%

@ Members FT EEs 229

Feb 2010 Mar 2010 Apr 2010 May 2010 Jun 2010 Jul 2010

2.02%
§2.61%

5.18%

Click the Lookup to see
the calculation that is
being done, and where
the data is coming from

Backup

Cancel

Choose Ratios

31102810 16:34:3

@ Tip: Use the F12-Choose Ratios function key to change the ratios displayed on the screen.

Learn About Thiz Feature
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@eo*Pr0Oe®@
5300 Call Report Ratios

| = B o oA o

Session 0 CU*BASE GOLD - 5300 Call Report Ratio Description

Backup F3 Ratio description Met Interest Margin

Ratio calculation ((A110 - A119 + AL20 + Al24 + A380 - A381 - A340) F #tmonth) X 12 7
(TOLIO + Last Dec TOLQ) £ 12

Account Code Account Code Description

Allo Interest on Loans

A119 (Less) Interest Refunded
Alz2o Income from Investments
Al24 Trading Profits and Losses
A3d40 Interest on Borrowed HMoney
A380 Dividends on Shares

A381 Interest on Deposits

TO10 *¥** TOTAL ASSETS

Learn About This Feature

| Cancel

6 Tip: Use the F12-Choose Ratios function key to change the ratios displayed on the screen.

‘ Choose Ratios

| FR [3949) 10/2610 16 Learn About T hiz Feature




e

5300 Call Report Ratios

r#r%rtartr?

= X |

Ratio
Deling Lns/Ttl Loans

FEE—I]th Inc/Avg Asts
Loan/Assets
.Hemhers FT EEs
Net Interest Margin
Op ExpfAva Asts

Get a quick
graph

Jan 2010
2.37%

1.98%
81.38%
221
5.01%
e 10 A

Feb 2010
2.02%

2.09%
Y A
229
L18%
.28%
LO2%
T
.02%-

51,126

Mar 2010
2.21%

2.26%
83.48%
225
L29%
L29%
.35%
.62%
.b1%
51,924

Apr 2010
2.02%

2.09%
82.51%
229
L18%
L28%
L92%
T
LB2%-
51,126

May 2010
2.21%

2.26%
§3.48%
225
L20%
L29%
.35%
.B2%
.bl%
51,924

Jun 2010
2.21%

2.26%
§3.48%
225
L209%
L29%
.35%
.B2%
.bl%
51,924

Jul 2010
2.02%

2.09%
82.51%
229
.18%
.28%
L92%
T s

LB2%-

51,126

Aug 2010
2.37%

1.98%

§1.38%
221
LO1%
Y 10 1A
.bE%
L12%
LO1%-

48,733

Backup

Cancel

Choose Ratios

6 Tip: Use the F12-Choose Ratios function key to change the ratios displayed on the screen.

Learn About Thiz Feature
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5300 Call Report Ratios

Net Interest Margin

Jan 2010 Feb 2010 Mar 2010 Apr 2010 May 2010 Jun 2010 Jul 2010 Aug 2010

Backup F3
Choose Ratios F12

Tip: Use the F12-Choose Ratios function key to change the ratios displayed on the screen.

FR [3349] 1029110 141502 Leam About This Feature

A4




Ratio
|fHl [E§ Deling Lns/Ttl Loans

E Fee-0Oth Inc/Avg Asts

E Loan/Assets

E Members FT EEs
E Het Interest Margin

@ Net Op Expf/Avg Asts
@ Net Worth

E Oper ExpfGross Inc
ROA

@ Salry & Bnfts per EE

Backup

Cancel

Jan 2010 Feb 2010 Mar 2010 Apr 2010 May 2010 Jun 2010 Jul 2010

If your Call Report doesn’t
contain the right data for the
ratio calc, you can even

choose which ratios will
show up on this screen

Choose Ratios

Tip: Use the F12-Choose Ratios function key to change the ratios displayed on the screen.

T
L
3 1026/10 TH I

Learn About Thiz Feature




(e Session 0 CU*BASE GOLD - Choose My Ratios

1 @e9®P9O®@
I Choose My Ratios

Backup

Select All

Unselect All

FR [3350) 1T0/2610 0

[¥|Deling Lns/Ttl Loans
Fee-Oth Inc/Avg Asts
Loan/Assets
Members FT EEs

Met Interest Margin
Met Op Exp/Avg Asts
Met Worth

[¥] Oper Exp/Gross Inc

ROA
Salry & Bnfts per EE

N
=Y

Learn About This Feature

A4




PDF

One-click Board Reporting

LoaniAssats Members FT EEs
100% 250
= , =
LA BN o 200,
5300 Call Report Ratios |
Prepared on: Ociober 28, 2010
| Analysis
Ratio Jan 2010 Feb 2010 Mar 2040 Apr 2010 May 2010 Jun 2010 Jul 2010 Aug 2010
Dieling Lns/TH Loans 23T% 2.02% 2% 2.02% 221% 2.1% 202% 23T%
Fee-Oth Inclfug Asts 1.88% 2.08% 2% 2.08% 206% 2.26% 208% 1.98%
Loan/Assets B1.38% 82.51% B3.48% B2.51% B348% 83.48% B2 A% 81.38%
Members FT EEs X 220 X5 228 5 225 st} 21
et Interest Margin 501% 5.18% 520°% 5.18% 520 5.20% S1E% 5%
HNet Op Explfwg Asts 14076 1.28% 120% 1.28% 1200 1.208% 128% 1.40%
et Worih TEB% T.82% B35% T.82% B35% 8.35% TEXS 7.08%
Oper Exp/Gross Inc B2 12% H6.04% SOE2% 50.84% 56.62 56.62% il s 82.12%
ROA 0% 02%- 1% 02% 1% 1% - %
Salary & Bnfis per EE 48.733 51,128 51,024 51,126 51,024 51,824 51126 48,733
Deling LnsTH Loans Fea-Oth Incléwg Asis
3.6% =010 6% =010
0% -0 5.0%| -0
| N0 2.5% | kil
| ! 40 o 20%| a12010
-0 ] - 000
| =010 = 1.5%| =010
| - 72010 T0% | - 70
| =aia010 0.5% | =210

- 0
- 200

A0

40
-0
G200
- A0
=200

=200
-0

N0

4700
.00
L [l
- 70
=aia010




5300 Tools on the Drawing Board

8 5300 Data Trending Dashboard

§ Like Tiered Services, why shouldn’t that history that’s embedded in your 5300
database be at your fingertips?

@ Session 2 CUBASE GOLD - 5300 Call Report Data

®e9IP9IOR®
5300 Call Report Data UPDATE
€ Section = Position to account code | | 1st Quarter 2010 - (Corp 01)

10 CriJit Union Name Y [Test Credit Union |

e 20 Credit Union Charter Number 9124 12345 |

SS1E3

3 &)
Al

CASH ASSETS

730R Cash on Hand EN {NCUA does not allow a negative # in this field)
73081 Cash on Deposit in Corporate CUs E | 676, Tﬁﬁ—|

73082 Cash on Deposit Other Fin Inst Z]|=]] 84,928,942 |

7308 ## Total Cash on Deposit B EN 84,252,176

730C Cash Equivalents B 0 |

IHVESTHENTS

965A Trading Securities - {1¥r @| 80,990 (NCUA does not allow a negative # in this field)
965B Trading Securities 1-3 Yrs BN 67,676 (NCUA does not allow a negative # in this field)
965C1 Trading Securities 3-5 Yrs E By 145,789 (NCUA does not allow a negative # in this field)
965C2 Trading Securities 5-10 Yrs Z]|=]] 78,787 (NCUA does not allow a negative # in this field)
965D Trading Securities >10 Yrs EN [ 0| (NCUA does not allow a negative # in this field)
965 ++ Total Trading Securities E 373,242

Sl

Comparison Data

Backup

Cancel 7 Account code 730A Cash on Hand
Show/Hide Totals F8 Field contains + Positive dollars Auto-populated
Recalc Totals E10 Last maintained HMay 03, 2010 By




On our radar: Statistics, one member at a time
I

8 When a member has a bunch of relationships with you, and you need a
consolidated picture of that member, why not let us provide the statistical
answers at the click of a button?

§ We are gathering ideas from CEOs now on what they want to know about a
member’s total savings or total loan relationships with the CU?

§ Now imagine being able to pull a list into a queue to work of members whose
gross relationships range from $100,000 to $200,000 in loans

§ Then get a statistical breakdown on the 75 members you selected as an
aggregate concentration of risk

ki Session 1 CUSASE GOLD - Ouistanding Loan Recap/inquiry

ess*T®Pe®®
Qutstanding Loan Recap/Inquiry

I5512

SSNTIN ELATHE

Members want It’ ‘ ::'1;"’::'1""1'; dlsbursemant limh - 310,300. 00
tOO SEE . JU M P .. < Owstanding lean balance 1w, 247,60

TRANSFER ] Outstanding Loans

CCaun alance Urposs Primary Mambear Nama

AUL1E fun
13SIA%AT T
135307 Tl
13593507 112
1353907 13
1353507 T4
13593907 1Y
1353507 T00
£2305% TTl

i 8 91




But i1s it worth our time?

@ Seccion 0 CLUPHASE (LD - Mombor Analysis & =)= &

't-— .":i. "$ Il.a; 'i rﬂ;: I"_; { J,ni Hatwork Links’

Member Analysis

Remember this
Household Database
Member Statistics

tool?
(MNMRKT #1, then
Member Stats)

Memlbie

lhinl‘l. | L] Crodit unlan product anabysle Shates 12, Tak Laans 4,475
@ 3 Feal estale amakysin Linbility 544, b Ausel n
|_“'l"_|'_| Fimancial sammary Imcotie L5, Ty Lxpensns 57,2528

Ih.hll ] MisceMasnsuims oedit spdan sandies

Tiered senvdee scone L asi L5

Sallsonvice prodiscs

IVE iidimites vned pievives mendli Li]

| Camcal F7
Chuilins kamklng logans med prawians ot 21

Cindit scors annlysis Higk gcoie Tia Fapai grails "

Pradivcts pad indmbedn B

= 3y L]
@ Sexsion 0 CLPIASE GOLD - Credit Undon Praduct Analysis B [E]= &)
. T —
= =D e (8 (% (7 (85" Natwork Links

Credit Union Product Analysis

Member [Loan'shars parcantage 1atia 14285

Hel slfective percentags rale LA
fccomnt Distribution  Balance Disuwibitien  Axerage Balance Dismibution =
i of ccounss | Average Batance | Effecive Rae
£ snares 5,128 1 5,128 a0
Checking 22 I 22 «
B or-teposivs T, 596 5 1,519 JHE
Tas-Depasits )
HET SAUTHLS 12,746 T 1,820 Nt
BN Loanes a,47h 1 4,475 1% im0
+




Learning From

Peers

Analyzing the CU*Answers Custom Fee Library
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Income Generation: A Constant CEO Focus

8 Every year as we approach this event, we take some time to focus on
iIncome generation, pricing strategies, and what CU*Answers solutions
can do for the net bottom line of its participants

8 This year we had two major projects to present:

§ Starting a Business in the CU*Answers Network (Monday & Friday)

§ Exposing participants to all of the service income/fee programs we have in our
vault of custom software

8 Today, | want to talk to you about these fee programs and a project | think
you will be very interested in for 2011 and beyond

Dozens of ideas for you to consider for your
CUANSWERS operation, and for us to consider as new

Custom Fee Programs additions to our standard Service Charge

- configurations

programs in the CU*BASE

library

‘We recently undertook 3 project to com pare our standard fee



Where are we with this program today?
]

8 In a team brainstorming session we contrasted our standard fee
configurations with a growing library of custom fee programs that have
accumulated over the last 15 years

8 The Writing Team started a project with the CIO to inventory the custom
fee programs and developed a document for a “Learn From a Peer”
presentation

8 The document became the center of some internal housekeeping with
accounting and some programming department internal documentation

8 The next step was to consider what unique qualities are embedded in
these custom programs, and how they could be added to a standard
configuration for greater flexibility and exposure to all clients

8 Two ways to go: Add a custom program to your library that emulates one
of these fees, or wait for it to be built into CU*BASE as a standard



$
$

Assignment #1: Fee Programs and Your CU
I

Take this document home and scan it for some ideas for your 2011
Business Plan

Potentially reach out to the credit union and ask how this fee program is
working for them - some of these programs may have been discontinued
and others may be going strong and be very effective

Take the time to Learn From a Peer

Then analyze and report on any nuance you find that might be something
you think the standard CU*BASE menu options for fee configurations
should include

We’ll be doing the same thing, and you can look for some outlines on the
Kitchen as to what we will be pushing ourselves to add in the next
development year

C U'ﬁ.‘\‘ BWERS

Custom Fee Programs



An Income Sidebar
-]

8 How could we meet and not talk about the effects of Reg. E? Have you
been using the NSF Statistics Dashboard (MNMGMT #19)? What are you
saying to your Board?

8 It's been an interesting year for this dashboard and we’ve learned many
things through the coding of Reg. E controls

8 Remember the difference between “Occurrences” and “Amounts”

§ Occurrences don’t get deleted just because you refunded a fee — they are
intended to show a pattern of behavior

§ Amounts are the fees that were actually charged

§ There are two camps here: people who try to reconcile these fees to their actual
collection, and people who use the screen as a trend indicator

8 We think there is pertinent information here: what is the big picture
movement of your members related to these services?

Let’s take a look at two different credit unions, and some
numbers you might want to report on later this year...
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@ Session 0 CU*BASE GOLD - NSF Analysis (Summary) ==

Credit Union A: Started ANR for Debit This Year

@ Session 0 CUBASE GOLD - NSF Analysis (Summary)

@esoree®@
NSF Analysis (Summary) Occurrences

Highlighted results: 45 out of 80
Year (2018 Highlight values more than % |F|I:||:|ue or Below |+ | the monthly avg. for the year. 2l { 56 %) lﬂ \_‘J

Below Available Balance

Process Apr May Jun Jul Aug
CHECKS 510 523 ho1
DEBIT 136 311 253
ATH 11 17 T3 98
ACH 221 EX N} 269
TELLER 3 1 3 2

SUBTOTAL 1,170 1,099 1,325

@eoPed®®@ (@ Voo |

NSF Analysis (Summary) Amounts 176

141

Year |2010| Highlight values more than % |nhnue or Below + /| the monthly avg. for the year. { 56 %)

1
46

Highlighted results: 45 out of 80 @ lﬂ

Process
CHECKS
DEBIT
ATH
ACH
TELLER

Below Available Balance 3604

Apr May Jun Jul Aug 1,450
16,933 15,045 15, 428 14,779 14,278
4,012 9,174 7,463 12,213
324 501 2,153 3,274
6,519 9,381 7,935 8,702
[ili] 29 [i1i] i1

SUBTOTAL

Process
CHECKS REV
ACH REV

25,988

34,513

32,418 38,555

details by member.

NSF

Jun
3,127
4,720



Credit Union B: Already Had ANR for Debit

@ Session 0 CUBASE GOLD - NSF Analysis (Summary)

@esoree®@
NSF Analysis (Summary) Occurrences

Highlighted results: 22 out of 84
Year (2018 Highlight values more than % |F|I:||:|ue or Below |+ | the monthly avg. for the year. 2l { 26 %) lﬂ \_‘J

Below Available Balance

Process Apr May Jun Jul Aug
CHECKS 1,102 1,333 1,212 1,190
DEBIT 1,921 2,537 2,289 2,100
ATH T48 694 1,007 932
ACH 711 958 [ifitid 933
TELLER 7o 62 69 Ta 58

SUBTOTAL 4,553 5,784 5,465 5,216

@ Session 0 CU*BASE GOLD - NSF Analysis (Summary) ==

@eoPed®®@ (@ Voo |

. 415
NSF Analysis (Summary) Amounts 697

Highlighted results: 23 out of 84 6
Year |2010| Highlight values more than % |F|h|:|ue or Below « | the monthly avg. for the year. 2l { 27 %) @ lﬂ 297

Below Available Balance 1,345

Process Jan Mar Apr May Jun Jul Aug Sep Oct 6,306
CHECKS 32,130 3o, 118 30,321 28,917 34,641 31,401 30,996 34,344 32,804
DEBIT 37,152 35,951 41,553 47,142()62,424|'55,704| 51,516 49,788 43,902
ATH 22,086 17,536 19,278 18,646 22,977 26,082 24,165 22,248 22,329
ACH 25,272 20,979| 20,844 18,549| 24,975| 23,166 23,935 24,705 23,787
TELLER 1,998 1,755 1,620 1,590 1,674 1,890 2,133 1,566 2,160

SUBTOTAL 116,638 106,339 113,616 115,344 146,691 138,243 132,745 132,661 125,982

details by member.

NSF

Process Mar Apr May Jun Jul Aug
CHECKS REV 6,291 7,887 7,479 6,937 9,774 &,h59
ACH REV 12,676 16,092 11,421 13,311 18,130 17,766




Amount

Amount

Looking for Trends in Graphs: What do you see?

Credit Union A

$22,5007
$20,0004
$17,500+
15,0004
$12,500
$10,0004
57,5004
55,0004
52,500+

3

$70,0007
$60,0004
$50,0004
$40,0004
$30,0004
$20,000
$10,0004

Amount of Available Balance Fees

I Checks

Credit Union B

3

Mar

Apr

I Dehit
CIATM
E=AacH
h A &
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Mov Dec
Amount of Available Balance Fees
I Checks
I Debit
CATM
CACH
ﬁﬁ A &
Jan Feb May Jun Jul Aug Sep Oct Mow Dec




Looking for Trends in Numbers
I

Credit Union A (ANR Fee= $29.50) Credit Union B (ANR Fee=$27.00)

---- I ™ T

Occurrences Occurrences 1,921 2,289 1,790

Amounts 4,012 12,213 1,227 Amounts 47,142 55,704 43,902

Average $ 29.50 29.50 29.50 Average $ 24.54 24.33 24.53

If you’ve been dying the death of a thousand Queries trying to figure
these things out, maybe we’re not pushing our teams hard enough to
ready-made data trending a whole year with a lot of other tools

Can you tell me why credit union B average
Is not closer to $27.00 per occurrence?



NSF Analysis (Summary)

Credit Union A

@ Session 0 CU*BASE GOLD - NSF Analysis (Summary) =3

eorProe®®@ (G NewoR Tk
NSF Analysis (Summary) Occurrences
=

Process 2010 Total Average/Month  Yearly Members  Awvg Mbrs/Month Tr/Mbr

CHECKS 5,141 514 829 82 6.2
DEBIT 1,624 270 349 58 4.6
ATH 368 61 139 23 2.6
ACH 2,613 261 658 65 3.9
TELLER 21 2 22 2 1.2
SUBTOTAL 9,773 1,997 Credit Un|0n B

' € Session 0 CL*BASE GOLD - NSF Analysis (Summary) | | : ['X|
J eeoPoe®®@

NSF Analysis (Summary) Occurrences
24

2010 Total Average/Month  Yearly Members  Awvg Mbrs/Month Tr/Mbr
CHECKS 11,893 1,189 1,645 184 6.4
DEBIT 18,620 1,862 1,887 188 9.8
ATH 8,173 817 1,318 131 6.2
ACH 6,034 663 1,647 164 5.2
TELLER 670 BT 267 25 2.6
SUBTOTAL 47,990 6,954

Process 2010 Total Average/Month  Yearly Members  Avg Mbrs/Month Trx/Mbr
CHECKS REY 3,904 390 763 76 5.1
Backup ACH REY 5, 447 544 1,394 139 3.9
Cancel ATH NOT RTN 72 14 67 13 1.0
DBT NOT RTN 2,159 239 495 55 4.3

SUBTOTAL 11,582 2,719
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Micro-Awareness: A CEO Strategy

8 I'm concerned that so many institutions have vilified micromanagement
that the resulting effect is that they have lost track of what I call
“micro-awareness”

8 Has your team truly mastered the art of using data and dashboards as
part of the culture of your organization?

8 Can you agree on how a dashboard’s data should look at first glance?

§ On the 15th of the month, how many loan apps should the loan team have
processed?

8 Can you agree after perusing a few key department dashboards, that the
credit union is about to have a good day?
§ After a quick glance at a dashboard screen, does the accounting team have a
green light that everyone’s in balance?
8 Micro-awareness is contagious, but it is based on layers of team members
pulling in the same direction, searching for the right answers, and
agreeing on what to do next



Assignment #2: e-Alerts for CU Leaders
I

8 Every day (hopefully), you sell members on going into online banking and
signing up for e-Alerts

§ Brainstorm with your team on what e-Alerts CU*BASE could send your
leadership team every morning before they got to work

8§ If the computer was assigned - ‘
Training Credit Unilon alurences & Holp P Logout ®

the job to get your attention, 747 -
what would you assign it to |I:'.'jh ebarkng [ Q

warn you or inform you about? X

E
§ Send your ideas to me r& Your eAlert Subsn:riptiuns

The fullowrsy e edAlet subscnplions curerily selup for your sccood. C Creile ne
auhscnplion® ta sstup a res afder i.'l Fdi™ 1o moddy _| nubsacnpi Cick "Didaia™ o

My Messages

It’s the 22nd of the month, and [N <~ =<~ s tev e
your total loan apps for the [ ssen susserter | *““““""“‘“"“' —
month are at 23% of goal  [eE—_—.—_ e —— e
What would you do with 2T O WSO . T

Create new Account Motice eAlart subscription,

this information when you
arrive in the office?

Create new Account Balance aflert subscription

et Create new ACH Deposit or YWithdravwral eflert subscription.

Create now Loan Due sflert subscription 55



CEO Dashboards

Your Toolkit
Do you use it? Do you assign it? Do you want it to grow?
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CEO Dashboards

Trending Member Money

Loan/Share Trial Balance Review

Trial Balance G/L Verification
G/L Average Daily Balance Calculator

Contingent Liability Analysis

Do you have access to this command?

MNMGMT #18

MNGELE #11

MNMGMT #18 > F9-ADB Calc

MNMGMT #14



CEO Dashboards

Internal Controls
]

Trial Balance G/L Verification MNGELE #11

Vault G/L Verification MNGELE #12

Smart Operator: Daily Ops Log MNGELE #9

Statement Audit/Statistical Inquiry Inquiry/Phone > F20-Statements > Audit
Collections Dashboard/Summary MNMGMT #13 (or MNCOLL #4) = 1\Uzzer=piE

Fee Income/Waiver Analysis MNMGMT #16



A “duh moment” from last year
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]
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CEO Dashboards

Benchmarking Activity

Smart Operator: Daily Ops Log MNGELE #9

Check Processing Statistics MNMGMT #12 EENEN'
Cash Activity Analysis Inquiry MNHTLA #16

Configuring Delivery Channel/Costs MNMGMA #21

Loan App Activity Tracking MNLOAN #8 > F17-Activity tracking

Loan App Statistics MNLOAN #8 > F17 > F14-Stats

NSF Statistics Dashboard MNMGMT #19 ?;@
ARU/Online Banking Stats MNMGMT #10 ;NQN'



A picture is worth a thousand words...
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CEO Dashboards

Understanding Member Activity

D0 you have access o his command?

Transaction Count by Delivery Channel MNMGMA #2

Transaction Activity by Branch MNMGMA #3
Money Movement Analysis MNMGMA #18
Teller Activity by Time of Day MNHTLA #1
Teller Activity by Day of the Week MNHTLA #2
Teller Activity by Day of the Month MNHTLA #3
Teller Activity by Transaction Type MNHTLA #4
Smart Operator: Daily Ops Log MNGELE #9

Shared Branch Activity Analysis MNHTLA #6 (or MNMGMA #7)




CEO Dashboards

Understanding Member Preferences

Member Transaction Label Analysis

Where Your Members Shop
Where Your Members Borrow
Where Your Members Branch

ARU/Online Banking Stats

Do you have access to this command?

MNMGMA #4
MNMGMA #5
MNMGMA #6
MNMGMA #7 (or MNHTLA #6)
T
MNMGMT #10 — NEW!



CEO Dashboards

Understanding Your Membership

Channel Activity by Member Age Group

Open/Active/Closed Members by Age
Group

Products & Services Per Member
Membership Analysis Inquiry

Tiered Service Monthly Comparison

Learn from a Peer:
Tiered Service Peer Analysis

Relationship Analysis

Contingent Liability Analysis

Do you have access to this command?
MNMGMA #1

MNMGMA #17

MNMGMA #19
MNMRKT #22
MNMRKT #25

MNMRKT #26

(or MNMGMB #17)

MNMGMA #8
MNMGMT #14

IMPROVED! <

IMPROVED! <




CEO Dashboards

Auditing and Mining Member Activity

Do you have access to this command?

Sample Checking Account Activity

Sample Transaction Activity by Delivery
Channel

Update Dormancy

Dormancy Predictor Database

Smart Operator: Daily Ops Log

Statement Audit/Statistical Inquiry

MNMGMA #11

MNMGMA #12

MNUPDA #9

File QUERYxx/DWARN
(produced during EOD on 1st of the month)

MNGELE #9

Inquiry/Phone > F20-Statements > Audit



New for 2011 CEO Strategies Week

8 Next year on Tuesday and Thursday evenings, we will run a Dashboard
Lab upstairs in our Development Center, which has six CU*BASE
workstations

8 Designed to give CEOs some hands-on experience with their dashboards
and work with trainers here at CU*Answers about their questions

8 |'will be present in the lab for the CEO perspective, and we’ll recruit a few
other trainers to be there as well, for a good student-to-trainer ratio

8 (we’ll even feed you)

8 While | think CEOs could team up and potentially have 2 CEOs per station,
if need be we can even have two sessions during the same evening

Remember that we can arrange one-on-one
sessions between you and me at any time; it
just takes a little planning and focus, in your
office or here at CU*Answers




A Board Project

with Dashboards at
the Center

A commitment to a year-long project to build a skilled staff,
start a dynamic leadership conversation, and develop a Board
that trusts the organization’s grasp of the issues




Some Reasons To Consider Planning 12 Months a Year

A Culture of Planning
I

Underlying drivers that help to build a skilled staff, start a dynamic
leadership conversation, and develop a Board that trusts the organization’s
grasp of the issues

Preparing for “knowledge presentations”

8 The process of getting ready for a presentation is as valuable as giving it
(maybe even more so!)

8 The surest way to really know a subject is to be called on to present that
subject to someone else

8 The prep work builds teamwork and helps employees learn how to
organize their ideas and demonstrate their knowledge




Some Reasons To Consider Planning 12 Months a Year

A Culture of Planning
I

Underlying drivers that help to build a skilled staff, start a dynamic
leadership conversation, and develop a Board that trusts the organization’s
grasp of the issues

Giving presentations to leadership

8 Presenting to the boss helps an employee build confidence and an ability
to think on their feet

8§ Lets leaders acknowledge and confirm the employee’s grasp and priorities
8 Improves the employee’s overall sales and presentation skills



Some Reasons To Consider Planning 12 Months a Year

A Culture of Planning
I

Underlying drivers that help to build a skilled staff, start a dynamic
leadership conversation, and develop a Board that trusts the organization’s
grasp of the issues

Brainstorming with teammates [

8 The process of working with other employees to map out the presentation
naturally leads to a more fertile environment for ideas

§ Creates an environment of reaching for innovation
Helps team members identify constraints that must be overcome



Some Reasons To Consider Planning 12 Months a Year

A Culture of Planning
I

Underlying drivers that help to build a skilled staff, start a dynamic
leadership conversation, and develop a Board that trusts the organization’s
grasp of the issues

Lower the cost of gathering data

8 Using A.S.A.P. (Ask, See, Act, Profit) tools and dashboards that provide
quick answers reduces the cost of data-gathering

8 Increases the speed to analysis and action — spend less time finding the
data and more time acting on it

Having a “faster to market” goal improves almost every plan!




Some Reasons To Consider Planning 12 Months a Year

A Culture of Planning
I

Underlying drivers that help to build a skilled staff, start a dynamic
leadership conversation, and develop a Board that trusts the organization’s
grasp of the issues

L Reduce the stress and keep the focus J

8 Most Strategic Planning sessions try to jam too many topics into a very
short time — making it hard to dive deeply into any one subject and
comprehend it enough to begin to innovate

8§ Spreading out the planning throughout the year and adding focused
knowledge presentations reduces this stress

8 More importantly, it changes the atmosphere of the meetings — from a
simple status quo review to the expectation of creating something new!




We Will Do the Work

..and it will be apparent to everyone who knows our credit union

The following s=ction includes sugzestions for themes you can use for =ach the Board mestings you designate 2z planning sessians =ach quarter. Turn &
the next page for sugzestions on how to use DU “BASE tools to prepare materials for 2ach of the themes.

+ * * *
Mesting Date: Mesting Date: Mesting Date: Meeting Date:
Prep Deadliine; Prep Deadline: Prep Deadiine: Prep Deadline:

Know The Members Hnow Our Identity Know The Business Plan
Understanding memiber # Understanding fee income Understanding marke tings Understanding the bud==t and
prefarences of dalvery sources and pricing strategies and tactics planning process
channels

= Understanding loan wolumes # Understanding PR activitizs = Understanding the next year's
# Understanding branch and source: and opportunities buziness plan
utilization
= Understanding operating = Understanding the
# Understanding member sxpense trends competition
demaographics

# Understanding staffing lewels Understanding products and
# Understanding account and structwre services strengths and
opening and closing trends adwvantages




Everything But The

Kitchen Sink
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Click to see some

MOb'Ie WEb last-minute stats:

§ As of November 1st, 108 credit unions
network-wide have activated It's Me 247
Mobile Web

We Opened a New Branch!

One of my favorites this year based on
the way it was rolled out, the speed of
assimilation, and the spirit of the CUs
who pushed it to their members




$
$
$

Mobile App

3 credit unions are live right now
7 more credit unions have signed contracts and are being set up now

Credit unions are struggling with the concept of having multiple mobile
solutions that are distinctly different and targeted at membersin a
different way (the web phone vs. the smart phone)

Some are worried more about the end than the learning along the way

§ Mobile Web will always be free, and we’ll add new options over time

§ Mobile App will only be free until November 2011, and has some immediate
out-of-the gate pricing options, but has not yet been built into relationship
pricing (Tiered Services, Marketing Clubs)

§ We hoped CUs would be more proactive in building a market and learning
during this period, but that might not be the case

Mobile App is a project paid for by the CUSO to ensure that the
CUSO is learning on two fronts: internally and externally in
tracking with the market’s growing experience
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Mobile Text: Delayed Until 2nd Qtr 2011

§ Mandates from telecommunications companies to
Firethorn have forced our hand:
§ “Effective September 30, 2010, Clients will have to submit a Service ID
parameter with all MT messages to identify the approved program associated

with the message.” (MT means Mobile Terminated - as in a message sent to a
device)

8 This new Service ID field to be sent with text messages requires a change
to the core platform at Firethorn, which will not be addressed until a
release in the 2"d quarter of 2011

§ Part of the reasons to shut down Text completely is that Verizon and AT&T are
expected to follow (according to Firethorn), meaning that all 3 major carriers

would be shut down in the middle of bringing clients onto the SMS platform
while the necessary changes are made

Look for more documentation on this
before the end of the year
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A Project for Your Lenders
]

8 | hope you will dig in as CEOs to this Top 10 list and make sure the
priorities are based on changing lending dramatically

8 Where should we be investing?

7 Lendar P Priarities far 2011, | Lender™P - Wisdsw Internel Lrpdarer

Lender*VP Priorities for 2zo11

 ire e B9 proects it our Lendar VP dgam wik be
mng Bvougiod the 2011 devslopmedd yaid  Plerds

—: e e pecil Report Analytics and tools for easier
o ing of eredit report data

= : aw workflow for Participation Loan
HLE LS .-|

3. Expanding the mumber of Loan Categories you can define

4- Grouping loans by Business Tyvpe for analysis and daily efficiencies

@ et se Aimm -

Add your voice: http://lendervp.com



http://lendervp.com/�

10.3 Release

8 An unprecedented 16-page

release summary detailing
35+ projects from big to
small

sneak Preview of the Upcoming CUi*Aase Release

yetetil Bl el 0 hedfures brm e uposeng CUTRASE Frliree
o B Dmolk o {ipclabed Sooesna- e Teller, Pleone Dpeesina, Tnmdry, ssid Tresafsr

Lok ol widews Fos prosions relesses

Lsthng Poi et shoot Toturs islaiied™ (et it 1he Bals

Release Summaries

F -l

Pty ot b S Sarw e e s

Sl s Samat ¢ ey P e L

If your senior team has not met to talk
about how these tools will make
changes in your operations in 2011,
you’re missing out

Have you started your “Save Your
Change” program yet?
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Miscellaneous
]

Assuming you haven’t passed out from fatigue by now, what do you want to
know about these projects?

8 Principal Distribution Certificates — beta by year-end
Bump Rate Certificates — beta by year-end
SEE...JUMP...TRANSFER controls for It’s Me 247 online banking
OTB in It's Me 247 — a possible change in priorities
Fifth Third Online Credit Card Processing — a new switch coming soon

Reg. V —a new service
Concentration Risk —a new service
e-Loan Closings — a new concept

8
8
8
8
8 Automating Collateral Protection Insurance (CPI) for Allied and SWBC
8
8
8
§ ...anything you have on your mind (or rumors you’ve heard)?




Thanks for the day!




Appendix

Otherwise Known As: Your Homework




Assignment #3: Assume the Persona
I

8 A task for when you get back to your desk: Visit these websites and
assume the persona (dreamer, implementer, harvester, catalyst)

§ Arealistic dreamer’s picture of the world:
http://www.cuanswers.com/kitchen/

§ Arealistic implementer’s new tool:
http://www.cuanswers.com/client_release planning.php

§ Arrealistic harvester’s drive for value:
http://www.cuanswers.com/client_release _summaries.php

§ Arealistic catalyst for a curious culture:
http://www.cuanswers.com/ceo _ticklers/

Sometimes it takes more than watching the
facilitator push the keys: do your homework!
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Your Homework

Your assignments are spread throughout the presentation:
8 Assignment #1: Fee Programs and Your CU — See slide 47
8 Assignment #2: e-Alerts for CU Leaders — See slide 55

8 Assignment #3: Assume the Persona — See slide 84

This reminder is so that you will go back to the
slide and do your assignment

Remember your third grade English teacher...
“where iIs your homework?”
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