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On the Job Site

8 The cool thing about a job site is that everyone involved likes to drop
by to see how their contribution is emerging in the flnlshed product >

B Pie-in-the-sky guy stops by, the architect stops by,
the accountant stops by, the foreman stops by,
and the future users stop by

B And the excitement builds

® Today we will talk about our 2013-2014 job sites from
everyone’s perspective
= How will the growing excitement pay off in our future?

B How will it pay off for the pie-in-the-sky guy? How will it pay off for the
architects of our future? For the accountants? For the project managers?
For our end-users?

On to today’s agenda...
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Making Ownership Real

2013-2014 Cooperative Score Initiative

union industry today?
Building a Cooperative Focused on Financial Services




Making Ownership Real

:The challenge is clear on the faces of our members and staff

™ What did you learn from the video

s clips you saw when you were coming
in today?

= Iknow what | thought...selling

ownership is hard

“What is an Owner?”

B The most common response | get
from CEOs is, ‘““‘Been there, done that.
It’s impossible. Why waste the
money? You only need ten or twelve
people to choose your board from,
and you’re off the races. My team can

)
do the rest. Let’s take a look
B From this response, | can only at what might

conclude that most people have happen if you do
already given up on proving our give up...
competitive difference “THE CO-OP

Episode XVIII: Where are the Owners?”




Do the math:

A cooperative with 5,000 participants

One formula to consider when looking at how
to design a cooperative:

You (the designer) want as many All participants
participants in your cooperative 5,000
(customers) as possible

Of those unlimited customers, you

work to make at least 60% of them | Owner-aware

identify themselves as owners p
Of those people who call themselves | 3,000
owners, you work even harder to make \ '
a third of them active, to yield a 20% Activeowners

active owner base among all kl,ooo \

participants

ol Whatever formula you use, you need one

B s 2ts. targets:"*helps you prlorltlze the plans, balances your mvestment.: G

: Get a plan and make sure everyone knows |t -




Constructing a New Narrative

‘Attacking the problem (tactic #1) o
'y 3 o

http://score.cuanswers.com/ownershi . .
p TioWneriP & It’s easy to find people with the
dl cooperative vision and schooling to build a >
SEDPE 0] %[ A bank

Making ownership Real
.. Making Ownership Real

® Where do you find the people
who’ll take on the challenge of
building a cooperative?

E“Ljf“‘ ® The conun drum .for the :
aaaaaaaaaa 7 cooperative business designer:
g Making Ownership Real

i

|||||

pen to Caoperatives and anyone

Submit Your Entry

No banker has this problem,
but every credit union leader does

e - Going to school on your competition is
not the answer - look to the blueprint of
cooperatives for your inspiration




Constructing a New Narrative

Attacking the problem (tactic #1)

According to Wikipedia:

¥ Con-un‘drum [kuh-nuhn-druhm] n. a logical postulation that evades
resolution, an intricate and difficult problem

B It’slogical to us that when we say “member” the world hears “owner”

® Mem-ber [mem-ber] n.
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« A person who belongs to a social group or an entity - The Members, a British punk-rock band

« Elected official Member of Parliament - Military jury, referred to as Members in

- An object that belongs to a mathematical set military jargon

- Object-oriented programming term » User (computing), person making use of a
. Method (computer science) computing service, especially on the

) Internet
« Member variable

- Member (geology), a component of a
geologic formation

- Limb (anatomy), an appendage of the human
or animal body

« Structural component of a bridge
- Person belonging to a local church
- Person belonging to a club Do you see the

¢ 3
- Person belonging to a Board of Directors word “owner” in
here anywhere?



Making Ownership Real
' | J%

‘Attacking the problem (tactic #1)

™ What is the difference between selling the value of the CU industry to
our economic system, and selling the value of ownership to a person? 2

® We'’ve taken on the goal:
B Toinspire competitive business designers to select cooperative designs as

the charter for competitive advantage
B ...andjust maybe, to inspire an everyday
citizen to own a credit union

o It starts with awareness and commitment,

which means have a budget, outline a tactical
plan, and execute that plan over and over -

and over

Can your board and staff see this
intent in your business plan?

10




Making Ownership Real

-Attacking the problem (tactic #1)

““Cooperatives Level the Playing Field for the Disadvantaged”
B Who are we selling: The grand design

““Cooperatives Do It Right, for the Right Reasons”
B Who are we selling: The inside stakeholder

““Cooperatives Make Good Business Sense, for Entrepreneurs and for Consumers”

B Who are we selling: The “little guy”” business person inside all of us

http //score cuanswers.com/ownership &

™ We need a hundred of these K ¢ v .
concepts, to sell to thousands of EUDPEFEHVE
points of view on why customers SCOTE EBEAER coporaive P

should be owners

W That’s why we’re putting a $$
bounty on the project

0 u n nd and should be inseparable. Credit unions use the word Ownership
‘ nd y's consumers understand n ﬂ\FmDﬁrShln Real

ncepts. But it's L
t nefits and the res| pc ry nership

H £asy nake it apparent 1o every Cusiomer tnat they are an owner. It is CUPANSwers” #1
" " e i i .




Making Ownership Real

-Remember this? Payingan ownership dividend (tactic #2)

™ Since 2006, DFCU (230,000
P members) has paid $130

| ‘ million in annual patronage
dividends

® How would you use this
model as the inspiration for
your own?

2013 Video Contest Winner
“Ownership Equity”

o

AT | re—
'\?__j|“ll1" https://www.dfcufinancial.com/DividendCalculator.aspx?tid=194 p - ﬂ Identified by VeriSign 0 b 4 | i

“* Dividend Calculator...

® Member Benefits

dfcu

Gllla FINANCIAL

Member Benefits
Member Perks
Anywhere Banking

Special Patronage
Dividend

2011 Dividend
Payment

Dividend Calculator B
VISA Gift Cards
Current Rates

Promotions

Apply for Your
Next Loan Online

It's only a simple click
away!

Checking & Savings Loans & Credit Cards Investments

special Fatronage Dividend

Dividend Calculator

Does your bank pay you to belong? "‘”

earning by con

DFCU Financial e
informaticn in the ul

Deposit Balances

Certificates
Savings / Money Market
Checking Account

Non-Investment IRAs

DFCU Financial Announces Record $21 Million Member Payout

Credit Union Journal Daily Briefing | Tuesday, October 23, 2012

Sl i il o

$21 million special patronage dividend, the biggest credit union payout ever.

L

What is your age? Other Loans
@ Under 18 © 18-25
© 26 or older
Your Special Dividend > cauote |
ousands, isn’t it time to join DFCU Financial?

vidend amount is calculated based on the 2011 Special Patronage Dividend criteria and one

d Calculator to see what your earning pote

Loa

Mortgage

Auto Loan

Home Equity

Credit Cards

Search

Insurance Education Center A

[ EES

Your
cooperative
should!

DEARBORM, Mich. — DFCU Financial, Michigan's largest credit union, said this morning it plans to pay members a LUl

®

balis L i _




Making Ownership Real

-Paying for money, paying out of appreciation, paying for ownership

™ Do members see the difference
between these, and understand
the purpose for each?
B Paying for money - the return
for a customer’s money
B Paying out of appreciation - a
marketing statement about
culture

B Paying for ownership —a
contract with your owners to
share the returns

™ Do you need all three tactics to
grow your organization?
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MNMISC #27 Patronage Dividend Configuration

e

ﬂ- Session 0 CUSBASE GOL.. vvoce won
esr*ree®®@
Configure Patronage Dividend

Date to post patronage dividend [Jan 15, 2013] |[F [MMDDYY]

Membership Qualifications / Exclusions

MNMISC #29 Standard Bonus Div/Ln Int Rebate

N eor0e®@
Configure Bonus Dividend/Loan Rebate Program

Program Name Type Maintenance Date
AUTO LOAN INTEREST REBATE L Oct 10, 2012 ALYCIA ME}
SAVINGS BONUS DIVIDEND s Hov 01, 2012/DAUN MOORI

Transa| [ —
GIL off _Add Program F6 w Change
o Run simuizton

@ Copy @ Delete w View

@ Schedule to post

FR [4734) 1M N 2 16:26:21



We’ve been constructing a new database for

-making ownership real

STATUS
ceyy
APLTYP
ACCTBS
ACTTYP
ACLSEQ
SUBTYP
CUMDT
CURBAL
CUMBALEOM
CUMDAYEOM
CUMBALYTD
CUMDAYYTD
EOMBALJAN
EOMBALFEB
EOMBALMAR
EOMBALAPR
EOMBALMAY
EOMBALJUN
EOMBALJUL
EOMBALAUG
EOMBALSEP
EOMBALOCT
EOMBALNOV
EOMBALDEC
YTDBALAVG
ADBJAN
ADBFEB
ADBMAR
ADBAPR
ADBMAY
ADBJUN
ADBJUL
ADBAUG
ADBSEP
ADBOCT
ADBNOV
ADBDEC
YTDADBAVG
OPENDAT
CLODAT

K4

K1
K2
K3

FCOnNnnnonnnonnonnonnononnonnonnoonoonnonnonnonoonoonor>nononr>nr>

NNWONDDPRE

10
11
13

14

11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
11
10
10

o o

NNNNNNDMNNNNMNNNNNNNMNDNNNNDMNNNNNDMNDNNNNDMNNONONN

110
121
132
143
154
165
176
187
198
209
220
231
242
253
264
275
286
297
308
319
330
341
352
363
373

16
19
21
23
33
44
57
59
73
76
87
98
109
120
131
142
153
164
175
186
197
208
219
230
241
252
263
274
285
296
307
318
329
340
351
362
372
382

Status A=Active C=Closed
Year (CCYY)
Applic Type SH/IR/SD/CD/TX/LN/
Account Base
Account Type
Closed Seq

Divapl LN Type CD Type

Cum Thru Date (CCYYMMDD)

Cur

Bal

as of

Cumulative Bal

Cumulative

Cumulative Bal

Cumulative

Jan
Feb
Mar
Apr
May
Jun
Jul
Aug
Sep
Oct
Nov
Dec

Jan
Feb
Mar
Apr
May
Jun
Jul
Aug
Sep
Oct
Nov
Dec

EOM
EOM
EOM
EOM
EOM
EOM
EOM
EOM
EOM
EOM
EOM
EOM

Avg
Avg
Avg
Avg
Avg
Avg
Avg
Avg
Avg
Avg
Avg
Avg

Cum Date
This Month

Day Counter MTH

This Year

Day Counter YTD +

Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Annual Avg of

Daily
Daily
Daily
Daily
Daily
Daily
Daily
Daily
Daily
Daily
Daily
Daily

Annual Avg of
Open Date (CCYYMMDD)
Close Date (CCYYMMDD)

EOM Balances
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Balance
Monthly Avg Dail

® Since January we’ve been
accumulating data at month-end
that will track the aggregate
savings and loan relationship of
every member

Trend EOM positions for savings
and loans

Trend YTD average daily balances
for savings and loans

Design ownership dividend
calculations from this perspective

Now we’re creating a new
dashboard that shows you what
the ownership relationship is doing,
and across which balance sheet
products

File name: MBRBAL




i2've been constiing a ne) pase for

b

STATUS
ceyy

APLTYP
ACCTBS
ACTTYP
ACLSEQ
SUBTYP

EOMBALSEP
EOMBALOCT
EOMBALNOV

ADBSEP
ADBOCT
ADBNOV
ADBDEC
YTDADBAVG
OPENDAT
CLODAT

v

rFCnoononononon

ownershi

w

Go home and Query this file, and start dreaming about
how you are going to make patronage rewards an
everyday benefit in the minds of your members

Learn about how you can start using this feature early, by
planning now to be part of the Active Beta program in

the latter half of 2013

More to come...

http://study.cuanswers.com/

-

CUANSWERS
Executive Study Groups



A new opportunity to understand patronage and its correlation to
financial service activity — a new way to connect the dots between
customers and owners

File Edit Tools

Help

Member Balance Filters

Year 2013 Account# Branch B Gender [Both vl Status |Opened | Records analyzed 1,893
Name starts with Name contains Age Range to # Active 95.5% 1,807
Application type Div application COype (I Service Level #Closed 4.5% 86

Loan category Business unit Member designations 00 selected
Memberships found 1,304

YTD Balance
Account# Seq | Typ | Cde | Name Opened Closed Gnder | Desg Branch Average
123456789-286 | 001 SH SH | MEMBERMARY 121211971 | 121211976 | F MI 1 3,604
234567891-289 | 001 SH SH | SMITHJOHN 03/2514007 ) 1 2,456

Understand the patronage value of...
= Men vs. women
= 20-year-olds vs. 50-year-olds
* Platinum vs. Basic
» People with checking accounts
= People who borrow

Screen mockups
subject to change




Model the potential payback to membership segments — balancing
diverse owners and the way they interact with the credit union, with
the goal of giving an ownership return to every owner

File Edit Tools

Help

Account Balance Age Summary

Estimate a patronage
dividend based on
member balances

Immediate insight into
how diverse groups relate
to each other

Year 2013
Estimate patronage dividend: Using share/CD rate = 0.000 or amount 0.00 and loan rebate rate = ©.008 or amount 0.00
Enter a rate or amount. If both are entered, the rate is used.
AGE Closed End Open End

From To | Total Shares IRA Checking Certificates Escrow Loans Loans

19 8,151,458 4,002,203 39,046 2,372,428 512,494 0 1,042,558 182,729
20 |29 92,162,259 19,711,549 31,016 18,650,143 4,979,482 128,105 42,005,609 6,656,355
30 |39 89,696,459 7,060,528 180,760 4,429,639 555,351 172,920 68,061,407 9,235,854
40 | 49 102,753,740 11,831,455 338,144 7,469,087 1,045,332 147,799 70,188,733 11,733,190
50 | 59 110,112,131 25,298,483 947,345 10,003,709 2,965,862 130,104 59,010,455 11,756,173
60 | 69 76,341,861 23,506,917 1,929,781 9,348,214 3,732,289 51,831 31,350,473 6,422,356
70 (79 42,955,489 15,290,085 961,348 9,064,389 3,169,698 17,164 11,713,424 2,739,381
80 | 999 36,630,059 *5,094,707 215,722 11,432,955 5,706,648 3,856 2,628,786 647,385
Totals: 558,802~ "-ERf 22,667,160 651,783 286,001,450 49,373.425

Screen mockups
subject to change




Are you ready to market a calculator to wake up
-your members to the idea of ownership?

™ DFCU Financial used this
s tactic to challenge
themselves to pay owners
more, by making a bold
claim

™ Are youready to do the
same? Should we build the
tool?

] [

o — —
? f\?_.j|“m" https://www.dfcufinancial.com/DividendCalculator.aspx?tid=194 ,O v ﬂ Identified by VeriSign o X ‘ "

“i* Dividend Calculator... *

® Member Benefits

dfcu

GIII:) FINANCIAL

Member Benefits
Member Perks

Anywhere Banking

Special Patronage
Dividend
ts you to see what y solid all of your fina
2011 Dividend information in the Dividend Calculator to see what your earning potential could be today.*
Payment
Dividend Calculator W

VISA Gift Cards Loan Balances

Certificates Mortgage
Current Rates rtifica ortgag
Promotions
B k Auto L
Checking Account H E
Hon-1 EIR&S  CreditCards

Apply for Your
Next Loan Online

It's only a simple click
away!




Making Ownership Real

Are’you identifying member segments with:this potential? (tactic #35%
' o

™ While a patronage dividend markets the idea of the payoff for being an
: owner, how could we market other opportunities in being an owner?
= “You have the chance to volunteer”

B One owner’sresponse: “Why would | want to do that?”

B Another owner’s response: “l can’t believe they need my help. What an
opportunity!”

= ‘“You have the chance to vote”
B One owner’sresponse: “What do | know about that? Why would | vote?”

B Another owner’s response: “I can’t believe they want my opinion about
that!”

Later today we’ll talk about Big Data and its promise for
finding people who fit the profile of valuing ownership

Are you looking in your analysis for the members to contact
that have shown a propensity to value ownership?

19



Making Ownership Real

-Are’youidentifying member segments with'this potential? (tactic #35%
¥ ' o

™ Could you write a Query that would gather a list of members who are
s ready to see ownership as real, and who will act on that belief? 2
B Consider what you do to qualify a member as someone who might need a

checking account: You look for data indicators that create a short list, then
you market to them

B You look for warm leads, then you close the deal

® Making ownership real is exactly the same thing
B What data indicators would you use to create an ownership short list?
B With these leads in hand, what would you do to close the deal?

™ Would the same thing work with general consumers? Can you find the
keys to identifying new owners in non-members?

What do we need to change about our database so
that we have the right data indicators to help with a
new kind of marketing and sales effort?

20



Making Ownership Real

‘Are’youidentifying member segments with this potential? (tactic #

cooperative entrepreneurs

™ Write a Query to find those people - think about the data indicators
you’d need to...

™ Now write a marketing program,
or maybe a commercial, that would
appeal to these people

21

Select people who care about their community

Select people who are looking for funds to invest in community needs
Select people who believe in a network response — working with peers
Select people who want to leave something for the next generation

-

Select people willing to take on tough challenges

2013 Video Contest Winner
“Passing the Torch”

B

® The tactic: To inspire communities of citizens and customers to be




Making Ownership Real
:Marketing should think “customer-owner” every time (tactic #3) Jf%
CR s R P , el | _ ~

™ Everyone wants to attract young people...what about attracting young
people who will act like owners?

& Everyone can say they want to attract customers...co-ops need to
attract customers who will act like owners

™ What if everything you are marketing today had these dual
components baked into the campaign?

“Those two words—customer and owner—go hand
in hand and should be inseparable. Credit unions use
the word ‘member’ to bond the two concepts. But
it’s unclear whether today’s consumers understand .
Retrain your teams to run

that ‘membership’ means they have both the benefits
and the responsibility of ownership.” = every message through
the filter: “Is there an

opportunity to promote
ownership here?”




Making Ownership Real
Marketing should think “customer-owner” every time (tactic #4) M
' o

® The inspiration for this video was the generational transfer of capital,
willed to future generations

& Chip Filson reminded me of our history

““Since 1909 over 40,000 state or federal charters have been issued to citizens
who wanted to start a financial institution they would own collectively with
their fellow depositors.”

B They all started with nothing but sweat equity — they started with
ownership capital

B Today, less than 7,000 of those charters remain, representing 9o million
citizens, $1 trillion worth of customer assets, and $120 billion of owners’
capital

Collectively, 9o million people will pass that $120 billion forward to future
generations

The idea of cooperative entrepreneurship
could have no better case study than our history

Do your members even know they are cooperative entrepreneurs?




Making Ownership Real

‘Take advantage of the herd mentality (tactic #5) J%
| SR Al | -
What’s behind a “viral” online response? Why do people go out of

s their way to try and create one?

& Consumers naturally respond to the crowd and the implied reference
of seeing so many people get excited about something

™ The CU industry has 92 million owners — now that is a crowd

0 Our challenge is to make ownership a viral experience

™ To date, we’ve made being the customers of a credit union a viral
experience

B We hope the customer experience is a reference that moves consumers to join

™ How can we work to show we are a crowd that actively values
ownership and references its importance?

B We hope the ownership experience is a reference that moves consumers to join

Should your message shift from showing
people using the credit union, to showing
people building your credit union as owners?




Making Ownership Real

‘Take advantage of the herd mentality (tactic #5) J%
'y i ' ©
& If we want the American consumer to believe the credit union
s ownership is important, they need to see the herd is active >

B In our CUSO network (Cooperative Score) |
B In ourindustry (grassroots expressions of our ownership voice)

B With our government and economic system (influencing the NCUA to exhibit
respect for the charter and consumer-owner)

B At your credit union ( ?)

& Any time we think the power of ownership isn’t getting the proper
respect, then we need to go to work

™ When we do see the power of ownership getting the proper respect,
we need to advertise it, reference it, and push it to be viral

25



Making Ownership Real

Are we doing:enoughin our CUSO:network?

Step 3: Introducing SCORE

Highlighting a network of highly functioning cooperatives

® We are setting a new goal for every credit unionand CUSO that is

® We introduced Cooperative Score in 2011 teired e coopust: e Your Copetiere

B A Cooperative Scorecanbe
* Tangible evidence of principles put intoaction
* Arallying point for new goals and new achievements

B We built products for voting online and * B fivoccin e pmesinie
started talking about adding visual signals that - D H
members are owners, to every channel e

Hii rative §
@ In 2012, Cooperative Score delivered some SIS WS it

new tactics
We activated a network and got M
. . . . 2012 A FG
involved in an international effort e
“ ) o Cooperatives P

Post your business plan online e

We hinted at a new dividend
program and the goal to Win the s 2. Democratic Member Control
respect of investors looking to own 2. - 3. Members EonomicPartipatio

1. Voluntary and Open Membership

Robert H. Mackay Award

Discover more about all seven principles of a cooperative at our website.




Making Ownership Real

Are we doing.enoughin our CUSO - network?

™ Posting your business plan for the world
to see

B We respect ownership rights

& Paying customer-owners to build a
business

B We respect our owners’ time
@ Developing a message everyone can use
B We respect our owners’ collaboration

™ Providing a stage for owners to show
off their talents

B We respect our owners’ leadership

http://score.cua

SCOME e

Network
Compliance Teacher

ASKING

THE RIGHT QUESTIONS

Boar meetings s iy purpeses. but
ane it i

Cooperative Score is a network’s effort to exhibit the
respect for the power of ownership - in the hope of creating

27

a viral response to that power




We had some big goals last year
¥ In April we paid 4 CUs $3,000 each for beta-
testing the 13.0 release

® In May we started an ING beta that is
paying 2 CUs $500/month for the rest of the

year
m Will be looking for beta-test CUs for 13.2
starting in July
W We anticipate a significant payment for
initial beta-testers of FEP in 2014
Can we put you to work? Can you pick up
some funding for employee appreciation
events?

(2015 budger S75 0001 )|
CollabRebate: Next Steps

Finding the number that getsa network’s attention
{COLLABREBATE
S5 for B: ers

Y
tohavefrom 310 5 beta-tex
exse...and we need more

e

1the 13.0release

mplete our test

vely participaeinthe
ro andyou’lireceived arebate of

'32 500 to SS ice!

Learn more: https//wiwwi.cuanswers.com/beta/

||
CollabRebate: Next Steps

Finding the number that getsa network’sattention

A {COLLABREBATE
55 for Prod s e
=

r Product Certifications.
y CU*BASE products/feature categories, suggested by
and selected by the Client Interactions Management Team

selected CU

t ar category | =]
one o
cim
Your urn It On rdinator willworkwith your CU allyear
YourCU Its once a quarter for a year
How it? TED
? |§§PE"TL-

ur reports will be published.. andthenyou get a $1,000

rebate on your next invoice! I
, ¥ S




(oot budger s75.0001 )}

CollabRebate: Next Steps
Finding the number that getsa networlk’s attention
iCOLLABREBATE

S5 for Beto-testers

® We beta-test at least 2, sometimes3
major releasesper year - -

® Weliketohavefrom3to5beta-tex M
CUs perrelease...and we need more s e

o o CUs in the pool! u
Invoice Payment via ACH 1 $1,100 o startingwithine 130reiess

nApril2013: Completeour test
checklist and actively participae inthe | |—
process andyou'’lireceived arebate of | -

Beta for Release 13.0 4 $12,000 25000 0 o

Cooperative Score Self e 5 o0 e i | S———
Learn more: https//wiwwi.cuanswers.com/beta/
Assessment ’

ExamShare Contributions 1 $100 ‘ (Caot susgee s 000 )
CollabRebate: Next Steps

Finding the number that gets a networl’s attention

PolicySwap Contributions 2 $200

S8 for Product Certifications

@ Choosefrom 25-30 key CU*BASE products/feaure categories suggested by

H Oliday Gift 119 $5,950 ICFLJ”-m’f vers managers and selected by the Client Interactions Management Team

Your CU nominatesyourself for a particular category (can be new toyou or
one of your existing initiatives)

CIMT awards opportunities to selected CU

DR Test Proxy 2 $500 Your “JustTurn It On” coordinator will work with your CU allyear
@ YourCU reports results once a quarter for a year:

How did we train it?

How did we marketit?

How did we

How did we t
@ A Case Studywithyour reportswill be published..andthenyou get a $1,000

rebate on your next invoice! ‘

Al Share

And here’s another one, SPEC]AL OFFER
E in your packet today :

R D
P (COLLABREBATE

"N

AuditLink co

B [zt

h——-——-—————-———-—————————




Making Ownership Real

-Are we doing:enough in our industry?

® Who is our industry?

r B Insider stakeholders, primarily the
professionals that work at credit unions, trade
organizations, CUSOs, and even the employees
of our vested vendors

™ Today, we have 264,000 credit union
professionals alone - when was the last time
you can cite an industry-level activity that
signaled our respect for the power of
ownership?

® This is tough — does the employer tell the
employee to get active? Does the Board tell
the organization to get active?

Let’s look at a chance we had
earlier this year for industry
stakeholders to get active...




Co-Ops for

ZCHANGE

Creating a Cooperative Agenda for Regulatory Leadership

Co-Ops for Change is a grassroots movement to draw attention within the credit union
community and among elected policymakers to the need for regulatory leadership that supports
cooperative principles.

To accomplish this, we have three goals:

1. To reestablish cooperative principles as the foundation for the credit
union regulatory system;

2. To provide credit union members and leaders an opportunity to
demonstrate their support for leadership based on these principles;

3. To advance the vision of a 21st century cooperative regulator.

15t Initiative — 2/29/2013:

The White House Petition - Choose NCUA Leaders Who Understand Cooperatives

2"d Initiative — 4/20/2013: The Co-Ops for Change Survey - An online survey inviting credit
union executives to share their perspectives on NCUA examinations and regulatory priorities
34 Initiative - (5/20/2013): Leadership Agenda for Cooperative Regulation - An Agenda for
Cooperative Regulatory Leadership in the 215t Century

Learn more at www.coops4change.org




Making Ownership Real

-Are we doing:enoughin ourindustry? J%
v ' ©

™ If we have a strategy to show that our industry walks the talk and can
: be seen as a reference for the power of ownership, why didn’t the
White House petition fly?

B Are the organizations and stakeholders in our industry ready to go active?

B Are there logistics in place to generate chances for our industry to
respond?

B Are we ready to advertise when we have an idea that has a lot of support?
B What if 250,000 people had signed this petition?

B Is fighting for regulatory change the same as inspiring American citizens to
see the value in owning a credit union?

@ It doesn’t matter what the specific idea is...are we ready to cause a
crowd response that would make people sit up and take notice?

Maybe we’re rusty, out of practice, because we don’t do it often enough

And if we only do it to protect our jobs, it seems a bit self serving
32



Do our government’s actions signal they believe

‘in‘the power of ownership? JAPO
v 4 : |®)

& Of course we can point to historical events

r B The government chartered credit unions and gave us a tax exemption, they
called out that our industry is unique and gave us our own regulator
& But when the government interacts with our owners today, do they
send the message that they value the power of ownership?

B When the government appoints a new regulatory leader, they send a clear
message by the choice they make

B It’s obvious the government cares about the investors at banks (bail-outs)
— how can we get them to see credit union owners with the same focus?

™ Where can we raise our voice to influence the government to be a
reference for the power of ownership?

y

This is why we supported the
Co-Ops for

Co-ops for Change initiative to change the
ZCHANGE

A\l LA NN way we think about the appointment of
NCUA directors

ors)



Co-Ops for Change

Can we influence the government:to be areference?

 Co-Ops for Change has three objectives:

r B To reestablish cooperative principles as the y
core of the credit union regulatory system;

B To provide credit union members and
leaders the opportunity to demonstrate
support for leadership based on these
principles; and

What is Co-Ops for Change?

Co-Ops for Change is a to increase both within the credit

1<i union community and amang elected policymakers that our regulatory leadership should Co-Ops f

B Toadvance avision of a 21st century e et i, T e e #CHANGE
cooperative regulator which will enhance

Credit Union’s Contributions from their Co-Ops for Change has three objectives:

unique capabilities based on their different ot et et s e

ision of a 21st century cooperativ eg ulator which will enhance credit union's contributions from their

unique capabilities based on their different desi

.
deSIgl lo An open and transparent selection process for regulatory appoil tmeummmsnwp rative principles. It will encourage

persons with experience, knowledge and understanding of credit unions’ unigueness to speak openly about their hopes for
the movement.

In its first phase Co-Ops for Change wanted to build awareness with a new vision for regulatory leadership. It began with a
White House petition launched on February 28, 2013. Aimost 6,000 signatures were collected in the first 30 days. Suppart
was widespread with members, CEO's, leagues, CUSO's and citizens expressing their support

A two_ ro n e d a tta c k. to b i I d a The effort also highiighted the need for credit unions to create standing capabiltes for educating and mabilzing thei
p ° U gmssm ots.” Co-Ops for Change's phas angoing process to help credit unions find and express their “voice” on
is

of common concern

reference for cooperative ideals, In this next phase, Co-Ops for Change would like to know about YOUR credit unions’ perspective on NCUA exarm anx d

mgu\amry priorities. Please take this short survey to tell us what you think!

and to improve the regulatory
The Next Phase

enVironment fOI' credit Unions Co-Ops for Chan nge  will be annol ug nother phase soon. “We're creatin g a forum for a number of indus lrywwd es,as W

0 the netition. driv s Chin Filson_*And dwﬁwwl\ avide.

wellas conting

ina examoles of coonarative



Co-Ops for Change

Can we influence the government:to be areference?

M In other words (my words)...

r B To guarantee that the NCUA is an agency
that specializes in the competitive difference
represented by co-ops. They design their
response to regulation with co-ops in mind.

http://cuanswers.com/c4c/

B To stress to politicians that we want NCUA
Board directors to be vetted based on their P
understanding of the cooperative principles SMMEEM Sy e e Ly

understand and support the cooperative pri nwp\ Th e regul Iatvry process sho Id wn d %

credit unions’ cooperative character, as well as the shared economic value they
Help Co-Ops for Change Meet their Objectives

and our competitive differences.
B To promote the idea that the NCUA’s toolkit

1. To reestablish cooperative prin pl s the core of the red l ion regulatory system;

for working with credit unions should evolve 2 T ol et e e

ision of a 21st century cooperativ eg ulator which will enhance credit union's contributions from their

unique capabilities based on their different desi

and be innovative When Working With An open Mrﬂﬂur!m election process for regulatory appoil tmeumfﬁmsvwn rative principles. It will encourage

persons with experience, knowledge and understanding of credit unions’ unigueness to speak openly about their hopes for

the movement.

’ .
toda y’'s coopera tive. S ———————————

White House petition launched on February 28, 2013. Aimost 6,000 signatures were collected in the first 30 days. Suppart
was widespread with members, CEO's, leagues, CUSO's and citizens expressing their support

The effort also highlighted the ed for credit unions to create standing capabilities for educating and mobilizing their

gmssm ots.” Co-Ops for Change's phas angoing process to help credit unions find and express their “voice” on
issues of common concern

Can We continue to be Silent While In this next phase, Co-Ops for Change would like to know about YOUR credit unions’ perspective on NCUA exarm anx d

mgu\amry priorities. Please take this short survey to tell us what you think!

others determine the culture of

The Next Phase

the NCUA and hOW it affects US? Co-Ops for Chang nge  will be annol ug nother phase soon. “We're creatin g a forum for a number of indus lrywwd es,as v

0 the netition. driv s Chin Filson_*And dwﬁwwl\ avide.

wellas conting ina examoles of coonarative




Co-Ops for Change

-Can we'influence the government:to be areference?

W Of the 264,000 people employed by credit
unions, how many do you think could
explain how the NCUA board is appointed?

B Does it matter?
B Where would they learn?

B What might they do to influence the process
if they found it lacking?

B Do we need public campaigning to raise
awareness of issues?

B Do we need a public platform that we
endorse before each appointment is made?

As cooperative designers, can we sit idly
by, or should we activate our grassroots
influence and make a little noise?

What is Co-Ops for Change?

Co-Ops for Change is a to increase bath within the credit Co-Ops f
union community and amang elected policymakers that our regulatory leadership should 0-Ups Tor
understand and support the cooperative principles. The regulatory process should consider %

credit unions’ cooperative character, as well as the shared economic value they create for

people and communities.
Help Co-Ops for Change Meet their Objectives
by Completing This Survey

Co-Ops for Change has three objectives:

1. To reestablish cooperative principles as the core of the credit union regulatory system:

2. To provide credit union members and leaders the opportunity fo support for based on these
principles; and

3. To advance a vision of a 21st century cooperative regulator which will enhance credit union's contributions from their
unique capabilities based on their different design.

An open and transparent selection process for regulatory appointments reaffirms cooperative principles. It will encourage
persons with experience, knowledge and understanding of credit unions’ uniqueness to speak openly about their hopes for
the movement.

In its first phase Co-Ops for Change wanted to build awareness with a new vision for regulatory leadership. It began with a
White House petition launched on February 28, 2013. Aimost 6,000 signatures were collected in the first 30 days. Suppart
was widespread with members, CEO's, leagues, CUSO's and citizens expressing their support

The effort also highlighted the need for credit unions to create standing capabilities for educating and mabilizing their
“grassroats.” Ca-Ops for Change's phases are an ongoing process to help credit unions find and express their “voice” on
issues of common concemn.

In this next phase, Co-Ops for Change would like 1o know about YOUR credit unions’ perspective on NCUA exam and
regulatory priorities. Please take this short survey to tell us what you think!

The Next Phase

Co-Ops for Change will be announcing another phase soon. “We're creating a forum for a number of industry-wide issues, as v
wellas continuina the netition drive " savs Chin Filson_“And we will orovide onacina examoles of conoerative orincinles in
.
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Where do you see a credit union’s ownership

__cro_wd In ac_tio'n?. e

® Whether your credit union has 3,500 members or 100,000, it can
: sometimes be hard for the external market to see your active
4 ownership as a crowd that makes an impact

™ Are you developing tactics where your owners send a viral message
that others should join them? Not as customers only, but as owners

™ Do you know the difference between saying, “our members like our
checking accounts’” and “our members love being owners”

7 ¥

2011: “My Credit Union is My Community”’ 2012: “Why | Work at a Credit Union” 2012: ““Take Your Business Plan Viral”

Do you need to be bolder to create
a reference that could go viral?

Can you declare yourself an ownership activist?




Building a Cooperative

We’ve been tactical for:a long time _ J%
— o

® Tactic: Call out the importance of using a cooperative design
r B Cooperative Score initiative y
B Leadership Conference 2011, 2012, 2013 |
@ Tactic: Focus on making ownership real, as a theme
B Leadership Conference 2013
® Tactic: Use the network to brainstorm and develop multiple
approaches

B Pay the network for new narratives that will sell the idea of making
ownership real

B Pay members an ownership dividend

B I|dentify membership segments to sell the power of ownership; use tools
like CUATV.org

B Create references that are worthy of a viral response (at your CU, in our
CUSQ, in the industry, and with our government and economic system)

38



Building a Cooperative

Do you have an idea for 2014?

sl

A construction site you’ll want to visit
- for years to come



- This is easy. )
| could do this
all day...




FEP/ING Update

&) FEP/ING Proi

The template for years of evolution

What we’ve learned so far, and what the next
year holds




A project for the sake of the project... |

...or a moment that proves a bigger point

Per Wikipedia: Sustainability is the capacity to endure

The pace of change on the scale of FEP/ING is increasing all the time
B Databases are evolving at a more rapid pace every year

B Theimportance of data elements is being challenged constantly, and our
use of those elements is changing as well

B The importance of analytics is growing, and to innovate, you must include
new data elements along with the old

B The world is simply changing, and the amount of money people have today
is different from a generation ago
Bottom line...credit unions must have faith that they can endure the
changes and that their key partners can endure changes, to be
successful in the future

FEP/ING is just one of those moments that helps prove the point




A project for the sake of the proielcl:t.-..‘ >

...or a moment that proves a bigger point

Per Wikipedia: Sustainability is the capacity to endure

What creates confidence in our sustainability?
B The experience the organization has in overcoming challenges
= The CUSO can deliver and the credit union can implement

B Aresume that shows the current generation has overcome similar
challenges

= Atradition supported by “l was there,” at the CUSO and at the credit union

B Atrackrecord that shows that challenges can be modeled financially and
made affordable

= A model supported by the organization and its investors

B An approach to challenges that is understood by all participants

-« We need it, we’ll create it, we’ll use it, we’ll own it

Spirit of CU*Answers Award
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A project for the sake of the pr'oieCt..; "

...or a moment that proves a bigger point

When we get to the end of this
project, the last thing | want to
hear is, “Glad that’s over, hope
we never have to do that again!”

| want to hear, “l can’t wait to
start on the next one!”

That will signal that our belief in
our sustainability is well-founded

Fortunately or unfortunately, wars are
not won or loss in a single battle

They are won by teams willing to rush
into every battle until the war is over
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“ING" In 2008 we released over 6,300 new screens... are.

you ready to do it agaln (8 000+ th|s time)?

* ING = Improved New GOLD -

The primary driver for this foundation change is to modernize the look of our 2
core software and continue to keep pace with the evolution of Windows
applications familiar to today’s users

Move to the next generation of LegaSuite, which has even more web-based
opportunities

Changes to the end-user experience Foundation changes for our future

% More room for data on each screen, % Easier to develop new themes
longer, scrollable lists % Still at 1024x768 but better use of the

% Easier to learn, more consistent with available real estate
other web-based applications (more % New style guide to create consistent look and
focus on the mouse) feel and speed development

% On-screen tips direct from online help % ...and more
% ...and more

Pictures are worth a thousand words:




. (Misit the Kitchen to see these close up) -

i

In beta now...The new look of CU*BASEGOLD

*'Session 0 CU*BASE GOLD Edition - ABC TESTING CREDIT UNION e & |

File Edit Tools Help

CU*BASE Main Menu

Search for

CU Office Functions
16 =« Work With WMail

Processing Functions

1 % Member Service/Posting Functions

5300 Call Report Tools -~
ACH/Payroll Processing ‘ﬂ

Audit Misc. Configuration:

2 % Member Loan Processing 17 = Work With WCalendar

Auditing Functions

Back Office 3 % CU Backoffice Processing 18 = Work With Member Follow-ups

E:;EE:E?;;:;"S 4 & CU Management Processing Check out the ~Sales Leads

Check/ATM P i . i

¢ — Kitchen and watch mecard Processing
ollection Processing )

Configuration Functions HEIP Functions the gUIded tour

CU*BASE Main Menu bt 5 « Option Search VideO!

r_.aonal Menus
23 % "Know The Member" Analysis Tools

6 = Your Customer Profile

Account Maintenance A~
Acct Adjustment (Coded) |
Acct Adjustment (Full) ‘ﬂ
Add Club Members

ATM Check Digit Calc

Calc Number of Days 9 & Change User ID Password
Calculate Check Digit

Change Printer Outqueue 10 = Activate Auto Security

Close Memberships/Accts 11 = Deactivate Auto Security

Collateral - VIN# Lookup

Workstation Functions 24 %= "Know The Industry” Analysis

8 = Change Employee Password 25 % Member Inquiry Functions
26 ¥ Member Update Functions
27 % Report Functions

28 < Configuration Functions

Collection Processing 7

Menu option [ 5 Main Menu

Shortcut I G

¥ Phone Operator Yo Rate Inquiry
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In beta now...The new look of CU*BASE GOLD

( Visit the Kttchen to see these close up) -

@ Session 0 CU*BASE GOLD - CU*BASE CREDIT UNION
File Edit Tools Help

Individual Account Comments on File

Cash 0.00 Name MIKE A MEMBER =
Outside checks 0.00 VIP-PLATINUM
Inhouse checks 0.00 Account # 44829 member!
Total funds in 0.00 Qutside checks 0.00 Hold days (@@ Type (click for more info)
Serving DEBBIE A MEMBER (Joint Owner)

(] Suppress receipt Loan Payoff Or Loan Payment Account Deposit Withdrawal Proc
[ Suppress balances Current Balance | Or Net Available Description Type Amount Amount Code | JO

1,165.00 1,160.00 REGULAR SAVINGS 0.00 0.00

Fhkd R RE  kkkkkketksx  CHECKING 110 0.00
Verify Member FEEEEERRERREE RERREEReskes¥ CERTIFICATE 300
Trans Override AR 391.66 NEW VEHICLES 605 0.00
- P — 1,349.69 FIXED RT MORTG 705 0.00
Misc Receipts
Bal Forward/New Mbr
Bal Forward/This Mbr
Unlock # Items
Sales Tools
In-House Checks
Outside Checks Consistent 1‘ wb
EIEVERE S navigation buttons Total funds in 0.00
OTB/Cards
Sre— on every screen - —

Transaction net total 0.00

Show Card #
Procedures . Coti bk s

; ;S ;f~ E ;oﬁ fiﬁ — @ FR (3104) 510412

a7 |




In beta now...The new Iook of CU*BASE GOLD

( Visit the Kttchen to see these close up)

i

, ‘_?SessmnOCU*BASEGOLD Edition - ABC TESTING CREDIT UNION | = || = H I Hﬂ
File Edit Tools Help

Individual Account

SSNITIN ###-72-4082 Name JOHN AMEMBER ' VIP-SILVER
Birthdate Dec 11, 1957 member with

Account # 44829 Name ID HE CorpID ©1 130 points!

~ . (click for more info)
e NGLUETGLE Participation & Configuration | Miscellaneous Information

Mother's maiden name: Address 1234 ANYSTREET Opened Jan 083, 2012 My Other Accounts Follow-Ups
TESTIHNG ANYCITY, MI 49999
Driver's license:
M 123 123 123 345 Home (%] *kk—Frk Cell ph (%% *E*—HE® Transaction Activity Print Envelope
Online Banking Household Stats

| ' | ‘

Verify My 1D : Next Payment/ |
Comments Mouse-ﬂtlendly i Payment Last Trans/ |IRA |[P/R" X o
— buttons (with hover \vailable | CD Maturity
— Accour:"'ﬁ help for keyboard 19.99 JFeb }} 2013/ - More O.bVIOUS that.a
Name/Address i 1AE shortcut) 451.35 |Mar 21, 2013 button is temporarily
Sales Tools unavailable
OTB/Card
ards |
Tax File Inguiry
ARU/HB Transfers | Indicators that ’ ‘ ‘ || ’ ‘
Statements grab your T lr 4,
Show Nicknames attentiOn
Show Card #
Procedures
€S53 &2 ? Fg-.) FF [362] 604113
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Inbeta now...The new look of CU*BASE GOLD -

- (Visit thé'K'itChéh.tb see these close up) -

Clickable

headings for .
. ard oummary ANa VSIS
sorting
Available Cards February 2013 EOM summarized.
Used Last 30 Days Unused Last 30 Days m Total Cards
B | Type [WCrds | #Wombers |#Crds | #Wembers | #Crds | #Wembers | #Crae | ¥ Wembers | #Crds | W Wembers
5000 ATH 354 344 732 637 2,092 1,586 50 44 3,226 2,335
5700 ATH 222 218 340 309 162 127 25 22 749 608
9  [E§ crepIT 1,220 1,192 E§E] 912 gop EYEE 302 271 Y& 908 683 [C1 50 3,342 2,202 CR[E0
o0 [E§ crEDIT 86 85 GV I3 341 333 N2 48 at B 98 78 GV 573 avs V&
7 Y CcREDIT &0 4 9P 50 74 R 5 a e 11 g A 126 75 E1M
il bl BBl =l BB =l EEN B BN bl BBl
5 Y epeEnTT 1 n7e 1 a1 RN 1 394 1 712 RPN 139 124 RN SEn gaa FEUIMN 4 co9o a2 zaq 0PN
5 EY creprv 1,078 1,961 CNER 1,73t 1,713 O 133 124 R IER 850 683 YA 4,692 3,728 N[0
~ FY Ao o = N P =] ey - 1 | Y - FE N e n e EW N . e PR - .|
] ﬂ LREUL1 Dos ors ﬂg a31 aJa1 ﬂg [1] 4 ﬂg Q31 S93 ﬂg 1,13 1,£01 ﬂg
2 CREDIT 286 263 168 167 65 209 153 - 734 437
6000 DEBIT 1 1 1 1
0836 DEBIT 4,187 3,710 2,205 1,932 11,678 7,014 722 666 18,793 10,323
1000 DEBIT 69 65 51 4z 27 16 4 4 151 102
Total ATM 576 558 1,072 939 2,254 1,687 75 60 3,977 2,804 JJ 4
Total debit 4,257 3,767 2,256 1,968 11,705 7,025 726 670 18,945 10,383
Total credit 4,312 4,124 3,753 3,554 641 563 2,513 1,916 11,219 7,657
Card totals 9,145 7,338 7,081 5,929 14,600 &,372 3,314 2,550 34,141 15,066
Use in the BIN column to drill-down to the BIN Transaction Analysis. Use it with # Members to reach the Open-Closed Dashboard.
Use 53 with # Members to choose an export destination. BlNs that are suspended and no longer offered to members will be highlighted.
Click any column heading to sort. Click again to change between ascending and descending sort order.

[ —| N —
Wember Lonnec Analyze Unused




In

beta now...The new look of CU*BASE GOLD

( Visit the Kttchen to see these close up).

@ Session 0 CU*BASE GOLD - CU*BASE CREDIT UNION

File

Edit Tools Help

Find Loans to Sell to a Partner Working with New Package

To gather a list of loan accounts for your partner to consider, specify as many of the following criteria as desired:

Ll Work With Packages

How much would you like to invest with us today? What is the largest single loan you are interested in?
How long would you like the investment to last? months The smallest?
Is it important that you are the only investor in a loan? ) Yes @ No In general, what size of loans are you looking for? @ Big © Small

Opened on or before |May 84, 2012 | [F] [MMDDYYYY] Is it important that the loan is in repayment? @ Yes © No
What is the minimum interest rate that you will accept? 0.000 % If No, what is the maximum delinquency in months? [9g

The maximum? 0.000 % Or the maximum delinquency in days? 00
Only choose loans owned at least 0.00 % by the CU What is the minimum credit score that you will accept?

R

What is the maximum loan-to-value that you will accept? 0.00 % Do you have a prefere( .
The minimum? 0.00 % Business unit 4 FrlendlY’
Choose only loans secured by [ Loan category | descrlptlve labels

More on-screen
help tips

Loans in the amount of $26,278,058 are already set aside in 24 packages. Loans already

selected for another package will not be selected again.

- 6 -) lti n & 00 il ?2 @ FR (4279) 5104112




Spread
the
Word

6 ()‘ ¥ http://www.cuanswers.com/kitchen/feping.php

¥
HoME » IN THE CU*ANSWERS KITCHEN » FEP/ING: FOUNDATION PROJECTS FOR OUR SUSTAINABLE FUTURE

A CREDIT UNION SERVICE ORGANIZATIO

GOLD UPDATES

Updated May 8th 2013

ok I am a Client

I am a Visitor

the ING (Improved New GOLD) project!
| am researching

CU*Answers New look coming to CU*BASE GOLD

CU*Answers Lending Functions Search for
Newsstand

: Misc. Member ServicelProc
Return Home 155 Open.

IN THIS SITE CU*BASE Time-Out Options
1 = Work with spool flles
2 = Work with ouput queues
3 = Work with writers
Ei n ]| & * cursy daiy repons
5
&
T

# Restart a writer
- * CUBASE employee 10 look-up
SpeCIal Sections * Superviscr fransaction override
System Availability
Business Continuity

Docs & Information

Project Management
Best Practices 5 -
Related Sites €E3FnTFAirTa
News & Updates : . .
_ Pro]ect Overview

:

Preferences | Yo Rate Inquiry Signoft

FEP/ING: Foundation Projects for Our Sustainable Future

View the new look coming to CU¥*BASE GOLD as part of This Recipe's Chef

Got ideas for new or different ingredients?

The chefs for this recipe are Jack Carpenter,

Mike Warren, and Dawn Moore.

Attention ING beta-test CUs:

Please use this form =« to report corrections
and suggestions from your teams. Thanks
for participating in the beta test!

About Us The key to long-term sustainability, especially for a technology-oriented organization like ours, is the evolution of a product’'s foundation.

CU'ANSWERS young and be constantly evolving

+ Database (structure and storage or wacay

+* Business logic (calculations and processing capabilities)
+ Presentation layer (end-user look and feel)

+ Self-help content (documentation, education)

Our network is based on technology solutions that are counted on over the long haul. CU*Answers is over 40 years old, and many of our
relationships have lasted well over 20 years. What have we learned over these decades? That our software and solutions need to stay

S T TS S T S S T S < S T

wour s, cursoivere apsico ttpffwww.cuanswers.com/kitchen/feping.php

The next GOLD updates al
currently scheduled for:

Online CUs

CU* Partners

Self Processing CUs

More about rg

LATEST NEws | more »

Press Releases |
CU*NorthWest promotes

CU*NorthWest Announce
Grand Opening Kit
CU*Northwest to Hold 20
Leadership Conference
CU*Answers Completes
Automation Project for Hol
Federal Credit Union

Harris County FCU Autom
Nightly Processing

CU*Answers Heightens Fol
on Strategic Development
Production Center

CU*Answers Promotes Ne
Operations Manager

CU*Answers Performs Dis|
Recovery Test

CU*Answers Offers New
Investment Planning Prod

Ly HTI&-W.EI:: PIP[I\UlEa
Cooperative Spirit

CU*Answers Free Board
Financial Literacy Series
Reaches 350

New Offices Blossom this
at CUTAnswers

PolicySwap Hits 250 Activ,
Users

Mor|
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Remember this
from June 2009?

ING Project Stats
ST E S We did it! ’

(And by “we”, | mean all of YOU too!)

GOLD Development B Remember how last year at this time we were anticipating

’
development Oct. 2011 B Thanks to an amazing effort by everyone in the network:
= 266 branches upgraded in 18 days = 300 new on-screen tips
B 9,000 panelsrecreated | EEEEENCEC-CRSEL « 2,200 help topics refreshed
* Most branches in a single day: 29 = 130 booklets updated
B 5 new themes (more coming!) * 4,425 workstations c NI
. _ o *= Coming: upaated online
B 4,300 hrs development so far L RS AL courses, more booklefs,
’ * 6,300 panels (recreated from scratchl) marketing fiyers, efc.
QC Testing = 5,700 hours development

* 2,800 hours festing o Tolem nrida i
. e il ) pride in the fact that our network
| TeStlng began MarCh 15; 2013 (QC and Systems) can make a transition like this..we'll be

. doing this sort of thing again in the
[ | 4,334 hOUI’S testlng SO fal’ ﬂ future, in many different ways
L

B 1,100 problem reports
corrected to date (260+ pending)

Documentation Updates
B 3,000 online help graphics B 158 training videos
B 2,500+ help topics, plus SMTS B 175+ reference booklets

B 23 online courses
Take pride once again in the ability of our

network to take on a project like this
52




FEP = File Expansion Project

The primary driver for this foundation change is the need for account balances
to be able to exceed $9,999,999.99

Only a few people make $10 million loans today, but the need is growing with
participation lending, mortgages, and business lending

The trick is to change before you have to and be ready for a long future

Changes to the end-user experience Foundation changes for our future

*

*

*

Easier Queries...no more extra % Expand files for larger balances and

“trailer” files transaction amounts

Easier Queries...consistent date % Modernize and renovate programs to create
formats in files consistent data structure and speed

Easier data entry...more consistent development

date formats on screens % No more pivot year (Y2K2!?)

...and more % ...and more

Proving we have the chops to take
on a project of this magnitude,
whenever we need to
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Our businesses challenging themselves to be data competent

So you know how to Google the
maiden name of the wife of the 14th
U.S. President to win a party game...

Bl & ke

%9 Network Links

?{" Session 0 CU*BASE GOLD Edition - Database Inquiry
GACICIIOIONG)

...but you can’t

find where we

Database Inquiry

Field descriptions containing the word: EMAIL ADDRESS
File Name Field Name Type Length Decimals Description
Sto re l I I el I I e r BUCIF BUMEMAIL 100 EMAIL ADDRESS
BUDDA BUDEMATL 100 EMAIL ADDRESS
CRBTRDUK2 UKZ2EMAIL 100 EMAIL ADDRESS
. CTGEMBOS CEEMATL A 100 EMAIL ADDRESS
e m a I I a d d res eS) f | [CTRINUVOLUD CTIEMATIL 50 EMAIL ADDRESS ITEM 19
S ° CTRINVWORK CWIEMAIL 50 EMAIL ADDRESS ITEHW 19
CTSAWURK CTEMAIL 1 EMAIL ADDRESS
CUFLDREF CHMEMATL 35 CUSTOMER EMAIL ADDRESS
CUFLDREF CSEMAIL 35 STAFF EMAIL ADDRESS
HMEXPBORD EAEMATL 100 EMAIL ADDRESS
MEXPCRR MXEMATIL 100 EMAIL ADDRESS
MEXPTSCD EREMAIL 100 EMAIL ADDRESS
HMBTRL NMEMATL 100 EMAIL ADDRESS
PANEMBOS PEEMATL A 100 EMAIL ADDRESS
PCINVEML PIVEMAIL A 100 BAD EMAIL ADDRESS
Backup F3 PCHMBRCFG EMATL 1 100 EMAIL ADDRESS 1
Cancel F_|| @ view FiF 1+ ¥
27 Occurl es

. Howcanwe inspire the search-

" engine nuts in your organization? " -




D CU*B
Tocls Help

Individual Account

[ File Ed

Comments on

Ever think you’d

Cash 0. 00 Name FEP T TESTING I'ma
see b e I ances I i ke Outside checks 0.00 Ve PLATRN

Inhouse checks 0.00 Account # 25394 member!
t h ese? Total funds in 0.00 Outside checks 0.08 Hold days (8@ Type | (click for more in

e | I S R I P I
File Edit Tools Help || Suppress balances rrent Balance Or Net Available Description Type Amount Amount
v 15,000,010.60 15,000,000.00 REGULAR SAVINGS 000 0.00 0.00
Individual Account 25.15 20.15 VACATION SAVING 050 0.00 0.00
108,457,257.60 108,457,252.60 CHECKING 110 0.00 0.00
SSNITIN ###-#%-0221 Name FEP TTES Verify Member 16,546.65 260.18 USED VEHICLES 610 0.00
Birthdate Jan 01, 1950 Trans OverTioe 0.00 15.00 OVERDRAFT PROT 693 0.00 0.00
Account# 25394 — 35,019,753.32 191,188.01 FIX MORT 5 -15 705 0.00
9,998.36 201.00 SIMPLY PLATINUM 866 0.00 0.00

Contact Information Participation & CoriiLLIERERET S

Mother's maiden name: | | Address 123 MAIN STREET | SRECERECHINNCS
MOM ANYTOWN, MI  11111-1111 [ ALY
Driver’s license: Unlock # items
HdE kR RRR-111 Home (616) 666-6666 Sales Tools
M In-House Checks
Email testemail@cuansvers.com MMI
Verify My ID Next Pmt/
Comments Typ Description Loan Payoff/ Loan Payment | Last Trans/ |IRA [P/R|{ATM AFT | FRZ | TRK |[ACH [ODP (BOX (J/IO
T — Current Balance Net Available | CD Maturity _— |Go| [Go] Go!'| I
008 [REGULAR SAVINGS | 15,000,010.00 15,000, 000.00 6/07/2013| . . Y . 0 Y . Y
Closed Accounts 050 |VACATION SAVING 0.15 0.15 | 9/21/2011( . e 5 ] 5 5 c ¥
N JAdd 110 |CHECKING 108,457,257.60 |108,457,257.60 6/07/2013| . % Y 1] Y Y Y ¥
CIVERETESE 610 |USED VEHICLES 16,546.65 260.10 | 7/05/2013 g G| [ | v
Sales Tools 693 |OVERDRAFT PROT 0.00 15.00 | 6/28/2013 0| v v ‘
705 [FIX MORT 5 -15 35,019,753.32 191,188.01 7/07/2013 0] o -
OTB/Cards 866 |SIMPLY PLATINUM 9,998.36 201.00 | 5/28/2013 0
Tax File Inquiry
ARU/HB Transfers
Statements H Select Account type desired Ul 2

L T




4

these?

Info Center
We're here to help!
Live Chat

Switch Account

My Accounts

Rewards

Current Points
Previous Points
View

Point Dretails

Messages

Messages

247

Online Banking

Ever think you’d
see balances like

MNew Accounts

220

View History For

l Main Savings|¥| |

Show Search Options

ion History for Daddy Warbuc|

Pay Bills

Info Center

We're here to help!
lee Chat

Rewards

Current Points
Previous Points

View

=
£3 Point Details

Messages

Messages

. Members

Place Your
Vote!

——TTTTTO

(account ending 392)

f147

Online Banking

My Accounts

New Accounts

AREBS °

Accounts

Pay Bills

Shared Accounts

Name

\W s “'
"\'\\ e\ .A. B

eStatements Go Mobile

Contact Us

ACCOUNT SUMMARY | PLATINUM MEMBER

Available Balance Actual Balance Last Transaction | Accrued Dividends

000 Ownership Share _,é $101,969,995.33 £095 96999533 2772012 £1,039,009.89
002 Boosters Club $997,969,254.87 5997 960, 254.87 6/7/2012 109,254, 748.87
; Accounts Name Available Balance ; Actual Balance Din s 3 Date
221 LIFE SAVINGS CE $876,539,900.31 $45,900,093.99 $378,903,095.12 371272012
222 12 MO VARIABLE $874,990.538.36 £564,009,124.39 $568,213,093.00 6/7/2012

Invnsfments Accounts

John Smith

9850985

Genworth LIC Rooster Hannigan 02/20/2012 $333,939.3948.39

Credit Cards

334 VISA CLASSIC $10,903.991.00 5/23/2012 Make Payment $765,039,009.39

FEP is the catalyst for some
major behind-the-scenes
changes for ARU, online

banking, and mobile

Date Description Amount Balance

12/31/2012 | PC CU TRANSFER $101,969,995.33 | $101,968,995.33
TESTING INTRA-MEMEER TRANSFER OPTIOMNAL
DESCRIPTION WITH COMFIRMATION CODE

12/31/2012 | A2A TRANSFER W/D TO SHAREBUILDER INVESTMENTS $997,969,254.87 | $997,969,254.87
REQSTD 3/12

1/3/2013 | PC CU TRANSFER $101,969,995.33 | 9101,969,995.33

TESTING JUMP INTRA-MEMBER TRANSFER OPTIONAL
DESCRIPTION WITH COMFIRMATION CODE

1209040 Moo noeec g fooz7 o0 Jca og L-doTowiliat=tatel =0 Kol




File Expansmn Pro;ect

By the numbers

13,553 hours development time

700
4 so far on FEP s
B Remember that project 600
planning actually began in
500
October of 2011
27 programmers are currently 400
working on FEP
300
B 4 contractors, with more on the
way 200
W 337% of all programmer time is 100
dedicated solely to FEP
« Remaining time focused on 0
. . . e - — > —_ ) >
responding to fixes, special 59 & % - 5 3 :_’E? g8 3
projects, conversions, EFT
mandates, and upcoming mm Actual Hrs/Week ==Est. Hrs/Week
releases




_File Expansmn Pro;ect

;By the numbers

1,700 programs require modification for FEP
r 2,000 forms require modification for FEP ’

80% of all CU¥BASE menus have features affected by FEP
B Completed programming on 22 client-facing MNXXXX menus so far

Programs requiring FEP work: Forms requiring FEP work:

B Programs Complete B Forms Complete

B Programs Remaining B Forms Remaining




Begin GOLD-ING internal beta (xtend/CU*A teams)
¥ | Begin GOLD-ING/LegaSuite 6 beta test (wbmcuU & RvCU)
| FEP/ING sneak peek of the Big 4 (Teller, Phone, Inquiry, Loan Apps)

Complete GOLD-ING updates to online help

Sales begins selling exclusively in GOLD-ING
Accounting to start expensing ING projects

Programming to complete FEP work
Complete GOLD-ING updates to online training courses

ING rollout to all clients
Begin FEP/ING beta test (big CollabRebate payouts to these!)

Sunset for Windows XP
Complete GOLD-ING updates to reference booklets

Complete Show Me The Steps help and misc. materials updates
GOLD-FEP/ING release to all clients

59




FEP/ING

-Changing your world

Project components that will be installed when
FEP/ING goes live next fall:

B Sunset of Windows XP (Feb. 28, 2014)

= Started outreach with the session encryption
announcements in April

W LegaSuite 6 — new client software
on every workstation

B GUAPPLEs - now required?

For Your Eyes Only

SESSION ENCRYPTION

Session encryption protects member data
Protection of member e a i d
data is a key objective and
regulatery requirement

On May 1, 2013, we
new CU*BASE GOLI
BCs px sed from CusAnswers Netwo

We can also encrypt all your
CU*BASE GOLD sessions. All To enc isting
CU’BASE GOLD sessions,
confact CU*Answers Network
Senvices team af B00.327.3476, ext.
246, o helpdesk@cuanswers.com.

€U*Answers Hetwork Services team for a
propesal ts upgrade your werkstations.

Get the latest with

For a propesal fo upgrade fo Windows 7. contact
CU*Answers Network Services feam at
helpdesk@cuanswers com or 800.327 3478, ext. 266.

Windows 7

Network Services

Subject: CUBASE GOLD Session Encryption

ATTENTION ONLUINE AND SELF-PROCESSING CREDIT UNIONS

Add an extra layer of security fo
your sensitive member data with

SESSION ENCRYPTION!

Microsoft.

It's FREE, ond i's available! Just contact our help desk staff, who will help you
encrypt all your existing CU*BASE GOLD sessions.

All you need is Windows 7. if you don't have Windows 7, consider
adding it to your budget, because not enly will it allow you to take advantage of
free session encrypfion, but it will also help you maintain suppeorted
software; cfective April 2014, Windows XP will no longer be supported by

I addition o helping you encrypt your existing CU*BASE GOLD sessions, we're
going to help you ensure all your new CU*BASE GOLD sessions are encrypted as

welll Starting May 1, we will begin encrypting all new
CU*BASE GOLD sessions pre-installed on PCs you purchase from us.

ol




| *}FEP/ING

,-Changlng our world

Projects delayed for FEP |
r & B 140 projects put on hold pending completion of FEP ;
| B 80 projects killed outright for FEP
B $160K expense written off for work already started

Processes like Idea Forms, project sheets, and focus groups have to
mature, and a focus like this for our network has everyone sharpening
their skills and prioritizing in a different way

B It’s good for the network

Posted
Jan. 30, 2013

While we can brainstorm t

1 = * i ™
with reckless abandon, we In the CU Answers Kitchen

= Our BIG Idea for 2013-2014: How FEP/ING may affect recipes in the Kitchen |*
do have to invest With the e ol e, on Oth o han nioniba. pcvlfuklldl?yth e quese N
facd tdk Tmure n:fmu thh Iw‘l kgThttn:l?ea s pu tt“;g hold :Drrfzt FEP/ING Project
. . . new opment for a w J‘B

eye of disciplined e G
entrepreneurs iueaswelr Ip rogre ou”th FEP!INGD roject here as well. e vou

LA

=
2
g
]>
QL
3,
g2
E
?
h=]
=
Tl

u'll still poke your head in our Kitchen once in a while and see what's cooking!

s cooking up new ideas here in the CU*Answers Kitchen and we'd Ik t h e of our current
recipes with you. These are some of the Iarge topic [JFDJE s that are currently h f

development. These 'recipes” are not designed to sh th tty g tty p ch b t th h e the E:
o, om—, e | O O
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This slide reminds me that the rest of the day | need to
-~ remind you that many of the projects | will be showing,
won’t be released until after FEP/ING goes live

RN

That should not stop us from dreaming, researching,
writing specifications, and planning projects, but it does
call for a disclaimer that some of these are little further

off than in years past

What | can talk about is all the work we’re doing in the
gap that will change us for years to come...

5
ve th

b And o

G project Fe.

eye of disc
entrepren

sur Kitchen once i

A
re in the CU*Answers Kitchen
e 1e large topic projects that are cu
designed to show you the nitty-gritty.
e N e .
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ct recipes in the Kitchen |~

l FEP/ING Project
“BASE.
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Year 2 for “Grand Openings” Culture

B Grand openings since last summer: 6 CUAnswers: vl Cpstngs
Text Banking OB, ... ooy
New Online Campus Grand Opening Philosophy
New Look of Online Banking
FraudNet
Just Turn 1t On
Session Encryption

Examn Share/Policy Swap

. Typlcal d uratlon: 1 month Completed Grand Openings Current Grand Openings Upcoming Grand Openings

Party for internal staff

Videos, training, web page promotions

Email signatures, scripts for hold messages
and phone greetings

Member Connect message content
OBC messages

Creatlng a network that stays on pomt unt|I

the pomt is. made with every member




Grand Re-openings

B Monthly “Remember This” tips
B Monthly “Documentation Tips & Tricks” newsletters and webinars

Subfct Remembar Thaz AcH Paymen esont
Monthly Top 10 AnswerBook searches
e
per N
s
e ™
St Wemmember T eStattran Betch Unervidirent Subject  Memernier This! Tetlo Receipt Anabysc A=
= 7 wed
HoME » CLIENT ViEw » oF THE NEWSLETTER SERIES T ON ONLINE AND SELF-PROCESSING CREDIT UNIONS . ATTENTION ONUNE AND SELF PROCESSING CREDIT UNIONS |
2 = Sibes et Tt Dt g
"Tricks of the Trade” Newsletter Series ) 4. o e, T2 10 keep frack of the ACH payments you ma
Are you sharing the monthly "Tricks of the Sl W Tt i Bl Wiy ¥ erh other companies? Remember that you can includ

Trade" email with your staff? ATTENTION ONLINE AND SELF-PROCESSING

DIT UNIONS s ar ®  your A/P vendor history!

.
st L, et
. k3 of they >,
o ggx‘;fn'i;i‘ggefnjs""ﬁ_"h':‘;‘fl:f‘:‘:"“ e o Trade il First you'll naad fa attach a vendor 1D fo the ACH Distribution M
will keep you and your staff informed about . b 7 ACH generol ledger debils (or credits) you'd like included in your]
o Here's how:
some of the key resources available. This member - s =
o t H 1) Goto MNACHP #1.Waork with ACH Mambers/Companie
il ke 7o o aldesot RAeT o et Remember This? Teller Receipt Analysis ol WD O

continued learning at your credit union. T e

4 like Help members save mone 3]

Do you hove members envolled| | rorst ““,,. needs frash new way of marketing | cod Raundus, o serice { ¥

Distribution Maint
et o Dapositer |0,

Previous E ns rm-" 5 Click U,
, ) Click Update.
« Tricks of the Trade #19: June Top not receiving them because the| of o Sﬂ 8 is dollor and deposits the ch| ) 1=, /PaTe,
Picks - Featuring Lending and o i amcllidresi SITNTATSMBNTS to members? o . . )
Collections Features m lave an invalid email aodress And the best part is, it costs you nothing to offer this service to your

Skt Bemember T? OUC Cuttimiaon.

TION ONLINE AND SELF-PROCESSING CREl

Tricks of the Trade £18: May Top
Picks - Featuring Remote-Deposit
Documentation &

+ Tricks of Trade Webinar 8]

It's time for some spring clea rei mem cbout e Teler Receipt Anclpis feature available exclusively to| MeMbers! The round-up amount is simply withdrawn from the same member
Stetemens merbge account as the purchase itself, in @ batch fransaction posted ot the end of the day.

DIT UK

Clean up your user ID's ond delete those of form Activats Dobit Card Raund Up taday|

« Tricks of the Trade #17: April Top g A & tacal This feature allows member: fo view a summary of cash and checks in, m ™y ", ig MMCHEA #1.Shara Products
: e 5 who no longer work there! mmmmimtn. dmllns Adnmasiie i I soyrnante as tunll s itk devunle e |
Picks - Featuring Show Me the ploy 9 B T i e i 2. Choose an account fo which you'd like the service fo apply fonly checking accounts are

Steps
= Tricks of Trade Webinar @]
Tricks of the Trade #16: March Top
Picks - Featuring Online Banking s
« Tricks of the Trade Webinar i)
Tricks of the Trade #15: December Top Picks
© Tricks of the Trade Webinari]
* Tricks of the Trade #14: November Top Picks =

Tricks of the Trade #13: Communicating with Members i : ik atol :
Tricks of the Trade #12: 5300 Call Report Documentation Find your pe IjL‘Lt match this Valen

NTION ONLINE AND SELF-PROC!

To Q&Y StOMEsbs  Rememier ! Cornmets o knama Gy e~

[

ATTENTION OMLINE AND SEL ESSING CREDIT UNIONS

ot o
P

et

IT Managers: Did you know you have a we

You can with the

« Tricks of the Trade #11: Tools for New Employees i <E- worled kit the ik t vour fingertips2
« Tricks of the Trade #10: How to Implement New Features from the 12.0 Release & Use the It's Me 247 OBC Color Selector Todl o | “"?_, n.-"":.,w hold on a deposit ‘:E‘:“l\::"‘“:' s
Lo alchiheliad Cl GO ERton color match so your It's Me 247 online banking I¢ mads by o men Sl The CU*BASE GOLD Release Inquiry to
* Tricks of the Trade #8: Electronic Management Tools i i st Pememberti ingeod standing? aboul your nehwork, including;
« Tricks of the Trade #7: EFT Documentation Taols # CoOrdin=E= s e
+ Tricks of the Trade £6: Show Me the Steps Research Tools & THIS EDITION OF “REMEMBER Twis2* aspues To creprr unons s Remember that you can add a permanent note to a Bher__ e Do it b oo
. elease Nocyment ATTENTION ONLINE AND SELF-PROCESSING CREDIT UNIONS
1"‘:5 °: ::e Tge “cmﬁplz R e e jeurnal entry batch. This feature lets you award members in gooc o N
* Tricks of e Trade # "
- favorable hold seftinas for their deposits mac
: Trks o the Trade = ATTENTION ONLINE AND SELF-PROCESSING CREDIT UNIONS B, Use this ool o documant for audifers and cfher staf whiSAHEI Nt sesesips "
: Inc::s of ::e ‘TFra:e 3 ™ specific details on individual transoctions in the batch, or| ATTENTION ONUIME AND SELF-PRO DIT UNIONS &
DTeedtetniesl o s 4 B i o okt piipmnivork -
) 2a?
a7 ° ? ? Here's how:
25 7 1 e s ke Pamnral lacdr MRICEIR) seais and oo
’, s easier fo find the right answer once Wm/
H you've found the Fight question. i y 4
;1 ?? = Remember, you can track the sale of gif|
R s el - Implement @ new marketing strategy for the New Year - one that er miscellanecus ems using the Mis
rom the list of reports in CU*Spy, click the report you'd like to view.
, . . . . . bt kol i etabliatidos requires hardly any work! Activate Smart Messages in It's Me Receipt Information Report!
And you're domg a great |ob of ﬁndmg the rlgH questions! 2. On the report that pops up to the right, click the line item for which you'd like to write a 247 Online Banking and let your services start marketing T
note are’s how:
= themselves! 1. First, be sure that you have the right miscellaneous rece
a ; - i il I 1 via the Misc. Posting Codes Conllig option, accessible fr
P check out 'hese Top TEN most seu"hed queﬂ.ohs n The Smart Message feature is fruly infuifive and does most of the work for you. All

AnswerBook for the month of April: ; - A5 : you have to do is activate a Smart Message(s) for tha service you want to promete,

) . . o and the mezsage wil bagin displaying in online banking for all members without
1. 183 views: My member gets a Social Security (SSA) deposit via ACH. We . thot service. As soon as a memb!r enrolls in the service, the messoge will stop

use an ACH distribution fo pay the member’s loan payment, but the loan

payment was not made. Why did this happen and what benefits are there

to using an Automated Funds Transfer (AFT) instead? X . .

145 views: Who is Zoot? g :

111 views: When are the ACH debits and credits posted?
85 views: How do | install eUEdmle via Groug Palicy?



Grand Opening Kits (GOKs)

B 1free Grand Opening Kit per CU, extras at substantial discount

From last year: Text Banking
Self-Service

7 Cooperative Principles
Debit Card Round-Up
Security Related Education

Every time you use your debit card!

-
cartt s
debit -
e S
| | ~y

el g B
2WIE K

29 CUs ordered 35 additional kits
14 CUs ordered 41 additional kits
10 CUs ordered 42 additional kits
12 CUs ordered 38 additional kits

Coming soon...order by mid-July,
to be delivered Sept. 1

LI

W)

i‘lu :

=N

Expecting new tech
this holiday season?

=== e

ccccc

http://marketing.cuanswers.com/

Should we contmue thls program next year’

' V|S|t the Web SerVIces table to i you have ldeas for the next GOK




.What’s the next FEP?

FEP 2: MASTER expansion

B Expand member name and address
fields, add surname (Jr., Sr., etc.) and
former name

B Allow for more phone numbers, with
more flexible identifier labels, indicator
for bad #s

B Risk ratings and NAICS (business
accounts)

B Consolidate MASTER/MASTRL, clean up
unused fields

B Encrypt SSN (?)

Yes, our teams are already
lanning for round 2!




Right on )
< schedule.
Movin’ on...




Big Data

A big hype signaling a need for a response

Data analytics are getting a lot of press
right now - good and bad

But every business leader needs an
approach to data to be in the mainstream
of today’s business community




i BlgData l_n thENew ¥ s sase s Bitha urninggoemment
S ORI PR e (0 Big Brother'?

Share Print Email

EIRecommend | 0 W Tweeot | | 0 g+ 0

Big Data .«
Speed of Busines

Big data use cases

Ovorview  Comversaions  Resowce Library  Everits

What is big data?

Every day, we creale 2.5 quintilion bytes of
data — so much that 80% of the data in the

BigOma -

R s s Bt
i

Understanding Big Data at the Speed of
{ 4 A Business

10 today has been created in the (25t two " In the 2012 election, big data-driven analysis print
years alone. This data comes from Gain insight into 1BM's uniq #1 and campaigns were the big winners Listen
. s sensors used o gather chimate at-rest big data analytics pla ( Read Later )
everywhere. sensors used 1o gather chmate Data science played a decisive role in the 2012 election, from the (Read Later
information, posts to social media sites, + Get the ebook to th
digital pictures and videos, purchass 0 the coverage
transaction records, and cell phone GPS by Alex Howard | @digiphile | +Alex Howard | Comments: 2 | November 8, 2012

W Tweet 114 ,g ¢ 1 FlLke 53 m Share | 15 tah Data Center in Bluffdale, Utah, Thursday, June 6, 2013. The government is
ne records of millions of U.S. customers of Vierizon under a top-secret court

Big data to drive hanksl mOhile t, Varisty, and toman of the Senate i G i The Obama ini is

On Tuesday night, President Barack Obama was elected to a second term in office. In a world of technology and ity Agency's need to callact such records, bul critics are calling it a huge over-
er)

political punditry, the big winner is Nate Silver, the New York Times blogger at Five Thirty Eight. (Break out your

wallet strategies - Finextra T ananes 2 et 8 alonel ure

resea rCh et menuet cantin. - after he correctly called all 50 states, Silver is being celebrated as the "king of the quants” by CNET and the

“nerdy Chuck Norris® by Wired. The combined success of statistical models from Silver, TPM jociated Press ©(0) Comments
12 hours 200 | 3498 vews | 1 PollTracker, HuffPost Pollster, RealClearPolitics Average, and the Princeton Election Consortium all make
B traditional “herse race journalism” that uses insider information from the campaign trail to explain what's really Take and every Web excursion NSA contractor risks steep jail
going on look a bit, well, antiquated. With the rise of political data science, the Guardian even went so far as fo g a digital trail of revealing data time for data leak
say that big data may sound the death knell for punditry. seeking companies and WASHINGTON
This election season should serve, in general, as a wake-up call for data-illiterate journalists. It was certainly a Lofficials . D.C.—The
triumph of logic over punditry. At this point. it's fair to “predict” that Silver's reputation and the role of data analysis 3 . man who gave
will continue to endure, long after 2012 fonal Security Agency is classified
stomer phone records at documents to reporters, making

Veerizon Communications and snooping on the digital e )
surveillance programs and touching

communications stored by nine major Internet services o Dasd more

Research from Finextra finds that banks around the

world are looking to discounted offers and big data

15 minutes and some creative Google searches will confirm
the hype - do you have a response should a Board member
ask you about the credit union’s data approach?
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Credlt umons are studymg what blg data means to
them are you" e '

So if a Board member asks, how

would you relate your current tactics
for data?

)WHAT ISIT?

BIG DATA CAN BE DEFINED BY VOLUME
i@ -

What would you say about

investments you are making now for
a tactic you have yet to employ?

data in. the woald today haz bean cresed in e past s yeass akone. This

pests to social madia o

ing bzt e inrmioind
[ ——

)WHAT CANIT DO?

e LOANS ACQUIRE MEMBERS
madia, CPE. amad). 6
BIG DATA CANBE 0 loan, . 2l )‘_-:
€6 My pazcnal dafiniio
What would bout oy s I
at would you say about our e S -
. . 1BIG DATA CANBE D o e 2. it el b bl ;,... e
collaboration to build new tools, new - - EESSIERTIEET e
; BALANCE SHEETS MEMBER EXPERIENCE
. =t == e
services, and new approaches . S R
e e 2 rnsiare - -
0 0 d b b. d ? . o ks that plam 2 reakine _:l-l'ﬁ- ="
Inspired by big data: ,
)WII_L BIG DATA SOLVE MY PROEBLEMS?]
- W@Eﬂiriﬂwzfﬂw YB BUT NOTALLDF I'HEN [13 ‘_n—mm-_-yu-_n-_n’hgd-_-—dmg
CREDITUNIONSCOM ' = I
STRATEGY = 2z ba laaz raijecsre i -
) & PERFORMANCE ONLINE = Hate Sivvar asthor of = ,,
= [rr—— e ———ry afnosre salling.
E e e e
SUBSCRIBE | READ&WATCH = SEARCH &ANALYZE ~ CONMNECT  ABOUT B AL o L ST TEESERE
“© rtions i FDI!U’HERSII’SAI’UOLM DOKCLOSE
Cooperative Strafegy - Deposits & Payments - Financial Performance lending -~ Markefing - € e e :“""“"" THEVALRERDYHAVE
March 27, 2013 FOR SOME, BIG DATA IS A TOOL TG _..n_....m-.a-::..;.s.:m..an.y.x
EXPAND THEIR MARKET  foeectPiek "Hig Dabs Doses't Wark £ Youigrars the
. - % . oty by el S Nk (RO, 5% kTt v e oo
a Big Data At A Growing Credit Union _
informasion to suppest their besinas geal: Onlyone i
How Coastal FCU leamed to use data analytics to reshape its future. azkigh. (B]
BY BROOKE C. STODDARD

weiviEws |k ok ok k ok | = 1

[Sin JEA £ 121+ RS

1
Coastal Federal Credit Union ($2.2B) began as the credit union for

b
IBM in Raleigh. NC. It still serves the Research Triangdle area today e i
70 and is the second largest credit union in the state. Below Kris

RO
X T
Kovaos, senior vice president of operations, shares his thoughts on




_Is Big Data a relevant credit union strategy..ora.
_great opportunity for IT firms to sell stuff? .~

In many cases, you’ll find that Big Data is an approach that the IT
vendor marketplace is using to sell product
B Big solutions to store a lot of data (systems and hardware)
Big solutions to source diverse types of data (Google-type data, etc.)
Big solutions to analyze diverse data and give insight (Hadoop systems)
Big solutions to action data and harvest a return

Big solutions that translate into big invoices for businesses that are
starving for returns and intuitively believe that the secret to huge returns
from the networked world is hidden in the data (almost everybody)

How do we build right-sized solutions to the agendas of our network’s
participants?
B The goalis to use the ideas that drive the hype to better our organizations

and our chances at success
Big Data is a buzzword to sell stuff, but
the idea at the foundation of why datais

important to business, is real




Developmg a credit union approach to the drlvers .
behind the blg data hype g

In 95% of all credit unions in our network, the CU*BASE database is the
primary data warehouse for driving member interactions

The hype around Big Data signals that we should:

Diversify our database and add new data elements that give new insights
into our relationships with members

Continue to expand our automation of harvesting data from other sources
(for example, purchased leads)

Consider how data “scraped” from Internet websites might be assimilated
into our analysis of traditional data

Continue to expand automated toolkits to speed the response of self-
service channels and employee channels to data insight

Start investing in new employee resources for data analysis, and
understand the concept of “data scientists”

As a collective, can we take on these big challenges
and make sure every CU leader can talk about how
Big Data thinking is influencing their strategic plan?




What puts the “Big” in Big Data?

‘Classically, Big Data spans four dimensions &

Volume

B The amount of data we are storing about our customers is huge, and continues to
grow (petabytes, zetabytes, and yottabytes...oh, my!)

Velocity

B Where do you think the speed of your response to data is critical? Examples: at the
moment members make buy decisions, interrupting fraud, etc.

Variety

B Data comes from everywhere - social media, transaction data, text notes from call
center reps, audio and video signals — new insights are found when you analyze
data types together

Veracity

B Establishing trust in data presents a huge challenge as the variety and number of
sources grows — how can you act on information if you don’t trust it?

From ibm.com, “What is big




How can your credit union capitalize on these ideas?
‘How can we collectively invest and build tools?

Volume

B We have along track record here — sharing the investment in infrastructure
designed to aid credit union operations - all we need to do is prioritize the
expansion and make good investments. Can we create an analytical data
warehouse for every credit union? Do we need to?

Velocity

B We are built to take on the challenge of more speed needed by employees and self-
service channels - the trick for all of us is to prioritize the development and
increase utilization in the things we build, to go faster and faster toward the goal

Variety

B We canincrease the variety of data used by credit unions in our products. But can
we connect the dots for the user and the member to get together? To make it pay,
we’ll need to correlate all types of data into valuable insight

Veracity

B All of the investments we’ll make are pointless if we can’t figure out how to get CU

leaders to trust and act on data — lack of trust is still the biggest obstacle to
innovation in our network




Addlng New Data Elements

Expandlng the VOLUME of data in.our network

Earlier today we talked about new data elements and the processes |
that would generate a new database for credit union leaders to build 4
solutions around
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This new process tracks every member, opened and closed during a year,
and every account they opened or closed during the year

It updates those data elements every business day of the year
It resets the database annually

The database interfaces with A New Dashboard to Inspire Cooperative Returns
Mem ber Connect tOOIS B Model the potential payback to membership segments — balancing

diverse owners and the way they interact with the creditunion, with
the goal of giving an ownership return to every owner

The database will interact with your
PC tools (PDF, etc.)

The database is the center of new
dashboards, with the ability to relate
to other dashboards on the system




',._;'Addmg New Data EIements

' " ,-Expandlng the VOLUME of data |n our nétwork

We need to replicate this concept again and again in the next few years, [ &
so that our Analytics team is creating a whole new way of looking at i
credit union activity

B Coming after FEP/ING, a new database for written-off/charged-off loans:

File

Edit Tools Help

Written Off Loan History Dashboard

WO between | |3 to | | [%] [MMDDYYYY] Approved at Board Meeting on | | (3 MMYYYY]
Interviewer ID Processor [E[fZ]  Approved by WOICO Reason Code Branch [ | €Y
[7] View Indirect Loans only Loan category EES oo purpose code Loan security code

123456 | DTH 02/14/2013 | MEMBER 3,303.15 3,303.15

356-567 | BNK 01/05/2013 | JOHNSON 11,263.45 11,467.90 -2.00%
3453456 | MIS 1212/2012 | SMITH 09/01/2012 Y 2,172.34 .00 100.00%
5653-345 | BNK 03/05/2013 | JONES Y 15,235.34 12,435.45 18.00%

Screen mockups
subject to change
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[File Edit Tools Help
\

New data elements Write Off Loan Account

that will help create a Account 12345132 PAMAMEMBER Loan will be written off

Written off to loan category: 99 Write off loans

new database P ez Py

Statement mail group |[i] E (0 = print & mail, 1.9 = CU defined) Before Write Off After Write Off
[¥] 3rd-party marketing opt out [¥] CU contact opt out Fine amount GL
Interest Due 2 2|
OEESIISAC ) Principal 3 1
i & 0
Misc G/L Processing © 0

| Charge Off Loan Account

Reason for Write Off m :
Approved at Board Meeting on May 2013  [7F] [MMYYYY]

Write off approved by @ Credit Bureau Reporting Information

Account  12345-132 PAMAMEMBER
Loan will be charged off and closed

Bankruptcydate  [May 07, 2013 | [ [MMDDYYYY] [7Report to credit bureau
; Bankruptcy type | ‘
< I . - e Judgement obtained on | May 07, 2013 | [ [MMDD & j
i =pri il, 1.9 = - . tat
tatomont meil group [IIEY 0= print & mall, i) Collateral liquidationdate ~ [May 07, 2013 | [ [MMDDYYYY] ol &
[¥] 3rd-party marketing opt out [¥]CU contact opt out Estimated recovered amount | Consumer info indicator
Delinguency fine control 1 Compliance condition code m

Freeze code ||
[] Add additional comments to tracker note

Charged Off Loan Details

Reason for charge off | B

Approved at Board Meeting on [May 2013 | [F] [MMYYYY]
Charge off approved by | ﬂ

Bankruptcydate | |May 87, 2013 | [ [MMDDYYYY]
Bankruptcy type

Screen mockups
subject to change

Judgement obtained on |May 87, 2013 | [ [MMDDYYYY]
Collateral liquidation date May 07, 2013 | [ [MMDDYYYY]
Estimated recovered amount 0.00

Status

Consumer info indicator <

Compliance condition code E
("] Add additional comments to tracker note
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One approach hereiis
to look at data we
buy and blend with
our current data

Today, we collectively
have tools to buy
data like credit
reports and turn it
into tools to mine for
opportunity

We go beyond a
single transaction to
create the
opportunity for many
more — where else
can we do this?

Session 0 CU*BASE GOLD - Credit Report Data Mining

@O E®®E

%3 Network

Credit Report Data Mining Creditor An
Credit report request from [SERROPIELE |[F to 5 [MMDDYYYY]
Include credit scores from to Member type Loan type [nu v]
Records selected 1,541 Unique SSN 275
Original Balance CR Age

Member Name Type| or Credit Limit Current Balance Score | Report #| Ri t Date |in Days Creditor Nar|
AE . M 107,892 104,625 (0748 22473 Apr 12, 2013 61|FIFTH THIRD
AE R 2,500 488 (0748 22473 Apr 12, 2013 61 |KOHLS/CAPONE
AB R 3, 400 O 0748 22473 Apr 12, 2013 61|GECRB/ JCP
AE R 5, DOO 1,028 (0748 22473 Apr 12, 2013 b1|WST DIST MCU
AK IA b, 269 5,585 |O765 22714| May 22, 2013 21|UDIST EMP CU
AK I 20,827 15,334 |0765 22714| May 22, 2013 21|ACS/SLMTRUST
AK M 61,242 70,507 |O765 22714| May 22, 2013 21|FIRSTHATLPUL
AK R 20, 000 b,D60 |O76S 22714| May 22, 2013 21|REDSTONE FCU
Ak R 10,600 29 |O765 22714| May 22, 2013 21|AMEX
AN R 300 Th |B711 22439| Apr 04, 2013 b9|FST PREMIER
AS IA 17,766 4,822 (0740 22335| Mar 13, 2013 91|UDIST EMP CU
As InA 10, 0oQ §,100 |O740 22335| Mar 13, 2013 91 |WDIST EMP CU
AS IA 15,325 1,972 (o740 22335| Mar 13, 2013 91|UDIST EMP CU
AS! H 140, 00O 115,309 (0740 22335| Mar 13, 2013 91 |INDEPEHDT BK
AS M 144, 00 125,913 |Q740 22335| Mar 13, 2013 91 | INDEPENDT BK
AS 1} 4, o0 2,400 (0740 22335| Mar 13, 2013 91 |UDIST EMP CU
AS R 10, 000 5,159 (0740 22335| Mar 13, 2013 91 |GECRB/HEIJRD
As R 10, 000 6,609 |O740 22335| Mar 13, 2013 091 |WST DIST HMCU

® Detail

@ Exclude Creditor

Where Mbrs Borr  F4

Cancel F7
Export F9
Member Connect F10

Fold or Unfold F14

Creditor Exclude F15

F16

Cr Score Analysis

Wi (50071] 6112113 10:55:08

6 Click any column header to sort.

Leam sbout Th




Harvestmg Data from Other Sources

Expandlng the VARIETY of data |n our network

ATM/Debit/Credit
Single view, multiple vendors

The EFT dashboard is the ultimate expression of correlating data from
sources other than CU*BASE

m Single view, multiple member e
mber: #Crd
typeS 58 T 4 gg 732 586 13% 54 =
B Single view, multiple outcomes . 8 gggg;; '2;;' E 1;; 2 meg- - ;j: g
L <] 40 ENED 5o 1 EuES o ENE 26 =i
B Single view, who to contact s 0 o 5E Lo <= Q@ .02 2
m Single view, what to drill on 2 R =nle S — 5
Total ATM 576 556 1,072 939 2,254 1,607 5 60 3,917 2 ﬁEltli.p ~
What other data do we e o e e
already have that needs Card 1ota s ] 3,304 7,580 Zd, 1di ,ﬁﬁﬁ;
. n Use [&Y in the BIN column to drill- down to the BIN Transaction Analysis. Use it with # Members to reach the Open.Closed Dashboard o
better presentation and e i e e e e LT
T ] -

tools for different
purposes?




| .;'Harvestlng Data from Other Sources‘»t .

A ., ,-Expandlng the VARIETY of data in our network

5/13/2013 Introduction to Rate
Analysis Across the Network

Peer Interactions Generate Data

B Participating in the Executive Study
Group is another way to gather data
and insight, while building better
products and expanding your execution

Current Active Beta projects

nniter Ditves on Ky 13, 2013 at 217 pm saia

"Active Beta" - Tests in Process

our netwark i anly 37 cu's. in my opnion, smalier network diutes the benafit of
16 @ Credit Report Data Mining ot
17 EFT Portfolio Dashboard <& ... . 7
18 Loan Risk Score Analysis s s .

Undersiood, we are workiang on sharing, and but at the same time figuring
aut how 1o then add geographical analysss much ke you have fodey -
CU'NW versus CU'S, etc

20 Where Your Members Shop
21 Where Your Members Borrow

nnnnnn

L
L
19 @ Rate Analysis Across the Network
.
L

Jenniter Oitves on By 13, 2013 al 2:28 pen 5010,
ways to use: more efficient set up of product lines  creative set up o less manual

http://study.cuanswers.com/ "
CUANSWERS
Executive Study Groups Snntes O i 1 20131225 s

Looking at product detal for kans my credd union s showang B 000 mermbers
hut_mu mamber &t is s acnund £ 000




Harvestmg Data from Other Sources

Expandlng the VARIETY of data in our network

Peer Interactions Generate Data

B How do you put your data together with peer data and gain insight into
what you should do next? Do better? Do differently? Or have a party
about?

B Do you mine this data? How could we correlate it faster
to your own performance, to change things in the future?

Peer Data Pulled from CU* Answers Online Credit Unions — Ilhyl'DJS Live Dat2
Electronic Services Summary ot Share Rates for Onfine CU *Answers Credit Unions fexciudi
3

b e i W
Sy

Tl

%;‘: Statistics et st s ine cot s ot

Eeles B = ' - - How could we build

S BB e a crowd-sourced

s e 5 = suggestion into

g N e s = CU*BASE from peer

E O interactions and peer

= | =T o o |

g e | databases?
]

4




I A;Our network today |s a I'ICh opportumty for dlverse

| '.perspectlves

# of CUs by State

219
CU»‘:[:ISW\{S_\EL?E CU*BASE Credit Unions
25 (C|UNoRTHWEST in 29 states

A CREDIT LNION SERVICE ORGANZATION

H CU SOUTH

Includes all cuasterisk.com network partners, all clients currently under contract
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New CU*Answers Clients Since Last Time

Michigan
® Internet Archive FCU ® Gabriels Community CU ® MidUSA Credit Union

New Brunswick, NJ Lansing, Ml Middletown, OH

S ® KALSEE Credit Union

Kalamazoo, Ml

® Credit Union Mortgage Direct
® Horizon Community CU Florida (CumD)

e Ry, A ® Florida Hospital CU Sioux Falls, SD
® People’s Choice CU Altamonte Springs, FL (Mortgage Servicing CUSO on CU*BASE SE)
Medford, WI ® Lakota Federal CU
Kyle, SD

® Lake State Federal CU
Moose Lake, MN

® Wakota CU
Minneapolis, MN

CUANSWERS

A CREDIT LUMION SEFVICE ORGANIZATION

Includes all CU*Answers clients currently under contract




i AA._-membershlp communlty where hkes, dI‘SllkeS, and otherf"

o new'kmds of mformatlon abound

# of Mbrs by State

CU*BASE Credit Unions: 219
Total Members: 1,612,000

84 Includes all cuasterisk.com network partners, all clients currently under contract

m Michigan (649,600)

® Wisconsin (257,700)

® Ohio (171,000)

® South Dakota (60,000)

m lllinois (58,500)

® Indiana (55,400)

® Washington (33,700)

m California (33,600)

® New York (32,900)

W Texas (31,600)

W Florida (27,600)

= Oregon (24,600)
Alabama (23,800)

m Connecticut (21,800)

# Minnesota (21,800)

= Maine (16,700)

B Massachusetts (14,100)
lowa (11,900)

Utah (11,600)

= District of Columbia (10,400)
Mississippi (9,300)
Kansas (8,300)

* Louisiana (6,200)
North Carolina (5,500)
West Virginia (4,600)
Colorado (4,400)

m Georgia (3,000)

New Jersey (2,300)
Delaware (100)




| ;'Dat'a'S_c'raped from the Internet = e

Expanding the VARIETY of data in our network -

The only tactic we have today that scrapes data from the Internet is
MoneyDesktop, and it does not kick any information into our database

B Should you push vendors like MDT to make your data real to you by
pushing it to your warehouse? This is business, not technology (can you
say QualiFile?)

It’s not just a transaction anymore, it’s the data from before, during,
and around the transaction that yields the insight

B Every transaction has a story, and you might not be buying that data

We do need to find a way to get the story about how our 1.6 million
members are interacting in our economy, if we are to serve them
better, faster, and more intuitively

B Go beyond the immediate and create a future

Big Data says write a program that goes across diverse
databases (vendors) - our model may have to be to cherry-pick

the story and deliver it into our core processes




Data Scraped from the Internet

-:Expanding the VARIETY: of data in our network e &2
| Illllllllllllllllllllllllll% lf[
f https://www.chatteryak. com/
Social media firms are starting to gather -
¥ data, and that data may need to become — -
‘ part of your household analysis
B To add how members think, to our analysis
of how members act
What data elements might we add to a
social media tab in the household
database?
B Should we get active with social media
firms and get to the bedrock of the data

that could change our analytical
capabilities?

)

:

AT | 5

Digital In Branch Screens Facebook Landing Pages Next Gen Outreach
< erect man, brang on Faceoaos” Has your credit union been irymg o caplure e
0 gt ways 0 markat o your mambars. bt s ,,,
e muc aper

How about CUs that need to turn
college students into lifetime
members? What data story do we

need to give them an edge?
86




Data Scraped from the Internet

Expandlng the VARIETY of data |n our network i _: | " s : SN,

Did you see the riddle in this
slide? What would signal a
propensity to want to own?

Do we store any of this data
in CU*BASE? Should we?

Have you talked with search
engine experts to try to
connect the dots?

They might have signals or
give you a lead on the next
generation of data elements
we should add to our
collective database

87

Making Ownership Real

Marketing should think “customer-owner”: eve

B Everyone wants to attract young people..what about attracting young
people who will act like owners?

B Everyone can say theywant to attract customers...co-ops need to
attract customers who will act like owners

B What if everything you are marketing today had these dual
components baked into the campaign?

LI

“Those two words—customer and owner—go hand A
in hand and should be inseparable. Credit unionsuse | o |
the word ‘member’ to bond the two concepts. But
it's unclear whether today's consumers understand g
that imembership’ means they have both the benefits | Retrain your teams to run
and the responsibifity of ownership —r every message through

———— the filter: “Is there an
o opportunity to promote
ownership here?”

How can our network get into the
social media business in a way
that will allow us to connect the
dots between member
references and our solutions?




Speed the Response to Data ln5|ght

Expandlng the VELOCITY of data in our network j_ hilih 651 ety D/
'iiliiliiiiiiiiiiiiiiiiliilii»& im?’”

What kinds of solutions can
we build that can be
leveraged for faster
awareness of challenges and
opportunities?

Certain segments of CU

operations are screaming for | Data = Response
innovation related to being : y

more aware, responding —
faster, and improving

performance

B Compliance

B Sales
Let’s look at some solutions we should
use as templates for additional

| develoEment in the future... |
88




! ‘.; Session 0 CU*BASE GOLD Edition - Configur Abnormal Actiity Moitri Seings
@eoreoe®@
Configure Abnormal Activity Monitoring Settings

Member

Description

Membership
Designatio

Let Audit Link
N\

Miton

89

o1 THDIUTDUAL 1_selected;
B2 FIDUCTARY 5 selected
B3 BUSINESS 4 selected
04 ACH 10 selected
05 MEAR STRUCTURE 10 selected
¥ Session 0 CUBASE GOLD Edition - Configure Abnormal Activity Monitoring Settings ] &
_ Configure Abnormal Activity Monitoring Settings
Memb: 02 ipti
Add Mbr Grouping F6 ember group Description  FIDUCIARY
Used for monitering membership designation(s) W 5 selected
® Edit e
® Delete ® | Settings are based on a date range of 1 month of activity

Oriagin Codes Risk Level Transaction Count

Combined Transaction Amount

Member group 02 FIDUCIARY

1 selected

Transaction origin codes W

Transaction Counts Combined Transaction Amo
T - W

Origin group description  [{=:1]

NORMAL 250
ABNORMAL 12 22 251 500
HIGH RISK 23 9,999,999 501 999,99

1 selected(HORMAL o 4

ABNORMAL 5 il 1,601 3,200

HIGH RISK 9 9,999,999 3,201 999,999,999

ATH 1 selected HORMAL 2] b o 540

ABHORMAL T 12 541 1,080

HIGH RISK 13| 9,999,009 1,081 099,090, 999

CREDIT CRD 1 selected| HORMAL o 1 o 1

ABHORMAL 2 2 2 3

HIGH RISK 3 9,999,999 4 999,999,999

DEBIT 1 selected| HORMAL 2] 11 2] 250

ABHORMAL 12 22 251 500

HIGH RISK 23 9,999,999 501 999,999,999

= Session 0 CUBASE GOLD Edition - Activity Monitoring Settings by Origin Group o @

Activity Monitoring Settings by Origin Group VIEW ry

MNCNFC #18 “Abnormal Activity Monitoring Cfg”




@eeorPr9oe0®@
Monitor Abnormal Activity

Member group te monitor neo2 FIDUCIARY Let Audit Link

Monitor transactions from [[:ur‘r‘ent Month v] Monitoring settings are based on a date range of 1 month of activity

L]
Flag if member age is below |13 orabove |75 Include all activity for members with Due Diligence flag W rI I I I |

|DD | Account Member Name

Origin | # Trans Trans Dollars Avg Trans Amt | Risk Level | Last AT Tkr |By|

] 2809900(F ACH HETW 3 1,955|HIGH RISK |[OP 10722712 |11

3895100 S 1 1,831 ABNORHMAL 10722712

ATH HETUW 1 TOO|ABNORMAL
1] 5725420(R . 1d{#|ATH HETY 11 115|HIGH RISK 10722712
] 5THE6TO(S . 18( |ACH HETW 1 3,574|HIGH RISK 10/22/12
1] 5761680(U . 54| |ACH HETW 3 576 (ABMORMAL 10722712
] RTT6TI0U TO| |ACH HETUW 5 274{ABNORMAL 10/22/12
1] STTHITO(H . 10(#*|ATH HETW 2 359(ABHORMAL 10722712
] hTé2120(B . 14{#|ATH HETW 3 445(HIGH RISK 10/22/12
1] 5793330(DI . 2|#|ACH HETY b 1,140|/HIGH RISK 10722712
1] hKT009220|H RO ACH HETUW 2 1 309G ABNORMAOL 10722512
1] 5805990(E . 41| |ACH HETW
o Inquiry o Tracker Review . AnMBlysis Current Month Activity Compare Monthly Totals
L‘._./, / Member 3895100
B Y Member branch 2 Activity branch 2 100.0% Most used branch 2 100.0%

Current Totals 1 Month Prior Totals 2 Month Prior Totals 3 Month Prior Totals

[ origin | Debits | Credits | Tran | [ Debiis | Credits | #ran |
TELLER PROCESS ] o ] 2,940 0 2 o 2,662 a 2
ACH NETWORK PR ] 1,831 1 o 1,831 1 o o 2,746 2
ATM METWORK PR a 700 1 200 ] 1 200 160 a 3
DEBIT CARD PRO 67 2 7 29 ] 1 259 209 a 2

Refresh List Ent

:%' Session 0 CU*BASE GOLD Edition - Current Month Activity Compare
ecoree®@
Current Month Activity Compare

Member 3895100 |
Member branch 2 Activity branch 2 100.0% Most used branch 2 100.0%

Current Totals 3 Months Average Totals All'Mbrs Average Totals
[ orgn 1 bave | Cree | Frr]

TELLER PROCESS a a

Compare to All Members

a 1,867 o 1 429 518 1
ACH NETWORK PR o 1,831 1 a 2,136 1 464 1,203 4
ATH HMETWORK PR a Too 1
DEBIT CARD PRO 6T 2 i

90 MNAUDT #28 or MNRSK5 “Monitor Abnormal Trans Activity”




Audit Lmk Leadlng the way on strmgmg act

-and correlatmg data for new outcomes

| Can we write more programs that connect the dots between |
A different CU*BASE activities, to solve compliance and fraud 4
| prevention challenges? |

B Could anew tool connect file maintenance to member transactions and

catch on to an insider siphoning funds from a group of low-activity
accounts?

Article published June 4 at
http://auditlink.cuanswers.com/

Home Login to RMRG Contact Related Sites

Audit

What is... What We Do Who ls... About the Risk Management Report Generator Contact

It’s Never Just The One Event

Over the course of the last few years, the AuditLink team has been involved in a number of investigations related

to both member and employee fraud and theft.  In almost every circumstance, it was not just one activity that

led to the loss associated with the fraud situation. Take, for instance, the situation where an employee began

siphening maney from a dormant account. The activity of withdrawing money fram the account in itself did not

necessarily mean that the employee was stealing. A much better to way to see whether or not the employee was conducting
fraudulent activity was observing the sequence of events as they generally follow the same pattern in cases of fraud. In this case,
the employee withdrew funds from the account and then waited a number of weeks. After feeling confident that the withdrawal
had gone undetected, the employee began to siphon off more and more funds, as is often the case, and in many cases, in larger
transaction amounts. In this case, the sequence of events followed a distinct pattern and one that could be monitored by reviewing
activity on the account after the initial withdrawal was made. Keep in mind that with cases like these, monitoring the account must

be done proactively and with the knowledge of what type of data would necessitate a deeper review.

9 1 Another example of monitoring for patterns relates to compromised plastics. In many cases, the neural network and VISA/MC fraud

detection systems catch these occurrences, but oftentimes only as isolated events; these systems often miss the larger picture of




Audlt Lmk Leadi

ing the way on strlnging activity

.and correlatmg data for new outcomes:

Account Takeover
& typs of idenkity thaft that indobes fraud on
xizting Frandal accounts whars the Faudstar
obtains an ndkiduals personal Fformation and
changes the offcial maiing address. Crce

awindow of i opsred

For the Fraudster to conduck trareactions withouk
thavitm's knowledge.

Bust Duk
Bil payrnent rule whare multipk trarsactions have
baen schedulad to recantly addod payess) locatad
wither Far Fromi the ndwiduals addrass orvery near
the subscribars address

Bust Out (Credit Cards)
Fraudstar ohtains a number of credit cards urdar
Falsz identifcation and runs up the balances within a
Faws monthes, but nevar pays. Thesoane difficult to
ity ar a good "Bust Out’ schems will employ
multiple banksjnon- banks) cradit uniors s sources.
For credic.

CAM Alart
Proactie alerts that credic unions recars but do
not abwaps act on, which causes the alerts to resule
in actual fraud casas.

Check Kiting
& Farm of check faud, imvokving taking advartage of
the Aoat to mako uza of non-sxistent furds ina
checking, orother bank or credit union account in this
way; instoad of being used as a negotisbio retrument,
chacks ar misused a8 o form of credit.

Elder Abusa
The financial sbuss of an slder or dependerk: adult
ocoums when a parson or entiky skes, appropristss,
or retains real or personal property of an ddar or

dependent adult b a wrongful use orwkh intent
dafraud or hoth.

High-| Dirug Traffcki
n:%gjl-?ﬁl Irtl:,vensrlul:annid rimes

\I.hn comploting & credit union’s BSA risk
azsaszrmant, the Fack that a credit unior's members:
reside andorlocation ests in one of these ares:
wkvatas the risk leve in the assessment.

ldentity Theft
Tha crima of obesining tha persanal or Anancisl
infermation of another person For the sok purpose
of sssuming that persons namae or dentky in order
to make bransactions or purchazsss.

Laundering
The procass of taking the proceeds of criminal
acthdty and making therm appearlagal

Money Mule
This scam irvolias somaore offerirgwis an emal or
websiks o pay funds inko a mermber's accourk on
the urderstarding thak the member must: then
transfar the Funds oversaas gererally via Wistem
Urinn orauwire transfar In retum, the mambsr
supposadly gats a commission

Placement, Layering and Integration
Money laundering Lsually cormists of thras steps
placernent, lyuring, and integration. Placermant is
the depositing of funds in Anancial instiutions or
tha corwersion of cash nto regotiablk irstrumercs.
Laysring imvolies the wira transfar of furds through
@ series of sccounts in an attsmpk b hids the furds’
trug origine. Intagradion irvokees the movament of
layarad funds, which are no langar tracasbk & thair
criminal origin, into the Francial world, where they
are mikad with funds oflagitimate orgn

Phishing
Tachrelogy or social anginaering is ussd to ankice
wictims to supply personal information such as
account rurmbers, login 108, passwords, and other
werifablo information that can thon be axploited for
Fraudulent purposss, induding idantity thaf
Fhishing is most often perpetrated through mass.
amals ard spoofed websites.

accounts — now we need to connect the dots for a different purpose

Quick Hitter Rule
Bil payrnent rule whers mulbpk paymants have
been mads to tha same payes

Single Point of Purchase

Tha ability bo detect when a mambsrs plastic may
have bsan compromisad whan the nstitution B
eeparkreing a high voluma of Freudulerc
tranzactions or compromissd alerts across mukipla
mambamhips.

Skimming Device Fraud
Ocours when an ATM is compromised by a shimming
device, & card raader which can ks disguisad to ook
like @ part of the machire. The card readar savas tha
ussrs card numbsr and pin cods, which i than
replicated inko o countsrfak copy for thefl

SMURF cash deposits
A person who clkars il gotten funds by depositing
cash into & Anancial institution ard then purchasing
manigkary instrumsnks that are then depositad into
anothar financialiretitution Thiz is dors to conceal
the origin oFthe funds.

Soclal Enginesring
A typs of*corfdancs tick™ used For the purposs of
nformation gathering, fraud or gaining computer
SyStRm accass.

Straw Buyer (Mortgage Fraud)
& person who pretends to be a lagiimate buyer but
& actually purchasing on hahalf of anather parson.
Oftor, the rod buyer is Lnabl to make the punchase
For himealf dus ko 8 poor credic rating so e
approaches the skraus buyer to purchase the goods
for him and compensates him for the usa of his
good credi standing.

Structuring [ Micro-Structuring
Tarm used to describe ilagal transaction actuity in
which tha membaris mzking deposics lass than
$10.000 over multiple days or accounts to avaid
haring a currency trarsaction report Aled on them

Title Washing

Ain actiiby whare a ciminal bshes avehicls tkk bo

tha Sacretany of Stats and has Forged tha likn
ralanse ofthe cradit urion in an effort to obtain a
char ttle This titk is than usad as collaczral on
another loan at anccher Fnancial inscicution. In
‘some cases, it has baen Found that mare Ehan four
credit: unions believe they have a solid lenon ore
wahicle

Velocity 4
Tha coreapt that bransaction volume through 3
‘speific origin & rising at a rats which fareocseds
the mambsrs average volimas. Valocky is messured
by mernbec. product, and In soma cases geographe
Lack thereof can akso be maasured relatia to
Fraudulant actwiye Az an example o dormant VIS4
acoaunt folkeawved by numerous wab based transac-
tiona.

Wire Fraud
Frequenthy wiring morey quickly from one acoount
to anothag often in a Foreign country, through
bank or credit union, Wastarn Urion, Monoy&ram,
or smilar business.

Who We Are
Audie Lirk is your sxeoution
o for tackling audiing ard compliance- related
requiremanis and the supporting core systam
processes driving youroperatiora. Credit Uriore.
that work with Audit Link gain corfidencs krowing
they have implkrmantad eFectis procedures and
controls to b in compliance wih
regulatory requiramonts.

———

CU*BASE uses multiple data sources every day to post to your member

Discover More
Wisit us online at: audithrk cuarseers.com o learn

more about our offerad and sanvicas, or
call 800-327-3478 and ask to speak uith an dudic
Link Advizor eodap!




‘. _}'What eIse can we do Wlth a database that analyzes the Iast

" _'.90 days of act|v1ty on every member, every day

How about looking at activity related to demographic groups?

."r 3 , 3 . .A‘
r s B Hereis a 54-year-old man’s activity for the last 120 days: v
Member RANDY D KARMES
Member branch 1 Activity branch 1 100.0% Most used branch 1 100.0%
Current Totals 1 Month Prior Totals 2 Month Prior Totals 3 Month Prior Totals
TELLER PROCESS 0] 3,200 3,420 25,000 25, 000 0] o t]
SHARE DRAFT FR 1] 2,262 o T 114 1] 1 926 o b
JOURNAL ACCT T il 1 37 o 5 o 1] 1] 1] o o
CERTIFICATE PR 3 12 1] 531 541 13 526 536 13 4,107 4,116 15
ACH HETWORK PR 406 1,386 4 1,055 6,920 16 600 3,697 10 4,779 5,104 18
ATM HETWORK PR t] 0] 0] 306 2] 3 505 0] 2 502 2] 2
*

B And here is that same period for his wife:

Member TRICIA L KARNES
Member branch 1 Activity branch 1 100.0% Most used branch 1 0.0%
Current Totals 1 Month Prior Totals 2 Month Prior Totals 3 Month Prior Totals
Origin

TELLER PROCESS o 2] e} 5,000 1

SHARE DRAFT FR (i%: 2] 1 1,023 [0} q 5,466 2] L} 448 100 i}

DIRECT POSTING o 2] 2] 2] 324 2 0} 300 1 2] 329 2

ACH METUWORK PR G55 1,623 1] 1,400 3,246 9 1,560 3,247 11 2,410 4,716 14

ATH HETWORK PR 2] 1] 1] 130 85 4 274 2] 5 255 33 il

DEBIT CARD PRO 350 1] T 1,219 2] 27 1,123 2] 32 1,351 o 31
*4
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| _;What else can we do W|th a database that analyzes the Iast

' ,90 days of act|v1ty on every member, every day

How about looking at activity related to demographic groups?
B Hereis a 54-year-old man’s activity for the last 120 days:

Current Totals 1 Month Prior Totals 2 Month Prior Totals 3 Month Prior Totals

TELLER PROCESS 1] 1.2 1.25 o 1.25 o 2] 1. 0.00
SHARE DRAFT FR 1] 0.25 0.00 T 0.25 1.75% 1 a.25 0.25 ] 0.25 1.50
JOURHAL ACCT T 1 0.10 0.10 5 0.10 0.50 o 0.10 a.00 o 0.10 0.00
CERTIFICATE PR b 0.05 0.30 13 0.0% 0.65 13 0. 05 0.65 15 0.05 0.75
ACH NETWORK PR 4 0.25 1.00 16 0.25 4.00 10 0.25 2.50 18 0.25 4.50
ATH HETWORK PR o 0.25 0.00 3 0.25 0.75 2 a.25 0.50 2 0.25 0.50
*

Totals 3.15 24,35 11.10 12.40

B And here is that same period for his wife:

Current Totals 1 Month Prior Totals 2 Month Prior Totals 3 Menth Prior Totals
TELLER PROCESS 1.25 0.0 1.25 1.25 1 25 o
SHARE DRAFT FR a.25 0.2% 0.25 .25 0.25 .25 [i] .25
DIRECT POSTIHG 0.75 0.00 075 .50 0.75 .fh 2 .TH
ACH NETWORK PR 0.25 1.50 0.25 .25 0.25 .fh 14 .25
ATH NETWORK PR 0.25 0.00 0.25 ) 0.25 .25 [i] .25
DEBIT CARD PRO a.25 1

.75 0.25 .75 0.25 .00 31 .25

Totals




What else can we do W|th a database that analyzes the Iast o
90 days of act|V|ty on every member, every day? 7

Off the top of my head, | can come up with dozens of inquiries I’d like
to do, if we looked at this database in a whole new way

What has the debit card activity been for the last 120 days for the average
50-year-old male versus the average 17-year-old?

How do women between the ages of 30 and 39 differ from women in other
age groups, when it comes to using the teller line?

Could you show me members whose share draft activity has fallen by
greater than 20% in the last 9o days?

Could you show me the average transaction cost/factor for members who
use online banking? For members with patronage balances over $100K?

Could you show me members whose transaction costs have increased by
more than 50% in the last 90 days?

We’ve barely begun to analyze new trending
databases like this, but trending is not enough

Once we give you the answer, what should we do with it?




Wi else can we do witlils database 2

90 dNEINE activity on evilllnembey

Sy 7

Off the tc
t(: d’lf Ve At this year’s CEO Strategies event
(November 4-8), we’ll discuss three new
database areas that will be the foundation
for dozens of new approaches to correlate
m O member activity and signal new
: opportunities for credit unions...
greate
B Co

See you there!
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Speaking of CEO Strategies...

. . 5 Analizing Member Self-Service Products
= | still have a goal for the CEO Strategies

collaboration group to be the first . _
group to inspire a mobile/tablet e = :
application for credit union leaders who e ' '

17 |18 |19 |20 ] 21 |22 |23 1 hiD Ord
24 |25 | 26 | 27 | 28 | 29 | 30

do not sign on to CU*BASE e

8 Imagine Tiered Services dashboards
from your iPad, your mobile phone, or
even a desktop, without signing on to
CU*BASE

" And | haven’t forgotten about our I——
projeCt to have a “Your CU TOday’, —— e 19.‘:’-’-: Mem::: 2":% Mem::‘: 21.0:0% Mem:j’: «
eAlert — look for more opportunities to

Contribute in the next feW months . Audio Resp Active 193 4.5% 193 3.9% 193 3.9% 140 3.8%

. PC Banking Active 1,245 29% 30.8% ,245

Hel, Logout
Analizing Member Self-Service Products

. E-Stmt Enrolled 825 19.2% 22.2%

. Bill Pay Enrolled e 9.2%




Speaking of CEO Strategies...

0 Another benefit of the Nav-01 investment was the idea that
responsive web design could traverse multiple device types — could
you imagine CU*BASE dashboards in new environments?

—

1. Ending date 2 Select Months 1o Compare | |3 Thdervai |

m
2

I _ 2012 | . Manth

vl [] Quarter
[] Year
s Order

[ Ascending
J Descending

§ ey e . Soct Mo o Compore 3. it

N B o

Quarter




Investmg ln New: Employee Resources

lmprovmg the VERACITY of data used by our network

Aol Jobs. Keyword(s) City, State or Zip

You are here: Jobs > News & Advice > Data Scienfist: The Hoftest Job You Haven't Heard OF

r 4 Programming team, a shared Data Scientist: The Hottest Job You
investment in building tools Haven't Heard Of

I n 2 01 1 ), We a d d e d t h e An a Iyt i CS Main CareerBuilder Find A Job Resume Center Interviews Salaries Fducation Center 2

By OnlineDegrees.com B Share

As a network, are we ready to build a Posod Auy 1002011 @ 00200 oo
Comm unity Of data analysts? Filed under: New Grads, Hot Jobs, Job Opportunities
This article was originally featured on 5 i
m Collect data e R S

By Marvalene LaPonsie

B Analyzeit

‘What has information overload done to us?
. PrOVide inte”igence about it that is The search engine Bing would have us believe
. that we are all just a moment away from
actionable

starting a food fight in the supermarket

Are we willing to fund new collective = 1pe sexiest job of the 21st Century? Data Analyst
resources to speed information to T :
our credit unions? o mam

Looking for a career change or a college major that's
all bul guaranteed o resull in a hafty salary with
copious benefits? Big data may not seem the
obvious choice, but it could be your best

With more and more companies using big data, the
demand for data analytic specialists, —sometimes
called data sciantists, who know how 1o manage the
i of inf i spot p within it and
draw conclusions and insights—is nearing a frenzy.

{Praofor Thinksiock)

STORY HIGHLIGHTS
* Qualified data analysts can
wamn a starting salary of "It is one of the [most] sought-afier positions,” said
§126,000 Rob Bearden, CEO of Hortonworks. "The desire on
ne enterprise side to find truly qualined data




A new project for 2014

ivudends I.ender*VP

CUANSWERS Management Services CUANSWERS Management Services
CUANSWERS Management Services CUANSWERS Management Services

® CU*Answers Management Services has built consulting and special
support initiatives based on their passion and experience

" They lead the way in building processes and expanding data used in
credit union operations

" In 2014, they will lead the way in developing a new data analyst
resource here at CU*Answers

% What would you want the fu'st 100 research




| ];-Blg Data?

' | _-What Wl" y0u say to your Board ln the end> o R 2 i N

“The buzz about Big Data accentuates the importance of having a
business plan that prioritizes the use of data to speed our response to &
what members want and need. Gone are the days when we had days, '
weeks, or even months to analyze a trickle of information about our
members. Today, we’re flooded with data, and there are many sources
we have yet to tap.

“Our credit union is aggressively changing the way we look at all
member data and selectively making sound investments to make sure
we’re not drowning in the noise about our opportunities. We are using
data to select opportunities faster, learn constantly, and harvest more
effectively from those opportunities.

“And we can do that most effectively in a collective.”

Okay, maybe that’s a little self serving, but you
get the point - have a plan and sell how your
organization is data-aware and data-effective
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Self Service Channels
Online and Mobile

It’s Me 247 is ready for new business models,
while the ground for mobile products is still
shifting under our feet

——
e

-




' '\;A pro;ect for the sake of the prolect... 5
'___.'-...or a moment that proves a blgger pomt

Launched January 2013

B The project was to reset the look and feel
of It’s Me 247 and to create a navigation
approach with flexibility for our future

W But the bigger point proven was that
with hundreds of thousands of users, the
network could take a dynamic step
forward

Beta and market-acceptance testing are different from when we
release to credit unions

B Likes and dislikes are magnified and sometimes even outweigh
functionality

B Rollout and collaborative member education is a challenge...but it’s a must,
and it’s the only affordable model for most credit unions

Where do we go from here?
104
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1 Exven: Row Color J Ockd Row Color

Success Credit Union

[y preepeey e
w00 [omempsims | & oo | o

Actu Baanca | Lt Tansacton
. 4199400 | $1994.00 w2
785300 | ananoiz 4785300 | 785300 | wneaoiz
5270300 | $2703.00| 52172012 4270300 | $270300 | 8212012

$145635 | 145635 sr2012 $145635 | $145635 7i52012

St e atary e
N 300 | 12 MONTH vaRiABLE | ms:\ us:sas 16, :s[ 301572014
[ wo| moww]  smxn] s [0 [avonmcemner | 5000 | s1000000 ma|  upeos

aguter Amant Owe Dme Acmant ame Reguler Peymest | Amust Due Due Dwte. |l
[~ suimso| stamso]  wamons|  swssous| [ [mwmmcomoar | stiosso] siiosso|  wwmons]  sissesess|

It's Me 247

!_dcredit Union

Standand Login Standard Login
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Promlse Dep051ts

Are‘you'buﬂdlng a remote deposrtz ‘-Ulture" i i

-2 V.~ ¥

Promise Deposits released so that
every CU could have a new RDC
offering in 2013-2014

B So far Day Air CU already has 377

active PD members (2.8% of active
online banking members)

. . :'ﬁ; : s
Promise Deposits'SUMMSN"=S

It's as easy as 1-2-3!

@ Click “Create & Mew Dapesit” button below
@Adew:hnduyaunndtaﬂ-ﬂpem
@m.lmmedummwbapmnsupmw:mnumm

Daity Deposit Limit
$0.00 of $5,000.00

Skpﬂ & Mailbox: An Option to Conside

t to mail your chacks? ||y|:~| often need to deposit more than at a time, entering
Ihem b time consum ngS we have a great solution for you, It's I‘edchecklog i aend it
scan: hm:luf electronic deposit. No need to lick an envelope. no need for a stamp...skip

It is low-tech, with two major

advantages: L L T Yre——m—
B It’s FREE (you pay yourself to do 2 S e
the work) —
B Itis100% real-time to your - e
member e s

It introduces the concept that you
have a suite of deposit options,
and more innovation is on the way

Deposit this check into:
000 - REGULAR SAVINGS ~




108

_RDCIsNota Gadget,-it"s a Busihess Plan

Remote Deposit Capture is not getting any easier, it’s just that more
people are understanding it and starting to sell it better — including us

Is RDC an embedded app in mobile?

Is RDC a standalone app for mobile?

Is RDC for merchants?

Is RDC for everyday members?

Can RDC deposits be uploaded to CU*BASE?
Can you get an RDC app from CU Mobile Apps?
Can you get an RDC app from eDOC?

Can you get RDC apps from other vendors?
Can you be successful with RDC without a lot of planning?

I can’t remember many services with as many
misconceptions as RDC...know what you are
doing, and what your members can be promised




i

_RDCIsNota Gadget,-it"s a Busihess Plan

Who are the audiences you are trying to serve
with Remote Deposit Capture?

1t all starts with a check...

It al staris with a check that a member wants to deposit without visiting a branch. Somehow they need to
‘take that check and convert It 1o an electronic format without actually presenting It a1 a branch. Next that
‘elecionic Image needs 10 be processed or utinto an Image cash letter that ean be elecronically cleared
and finally settied and posted In CUBASE.

Financial Considerations
How much will It cost io senvice a particular audience? What If you wish to serve more than one?

We'Te DUEY 3nd 0Nt Nave me 10 gat 10 e Creat union to d2pest our checks.

There are many paths that check can take to accomplish this process. The bask: paih loks I ihis: o 7 [ e S
we want 1o use mobile deposit mom aur pnanss. that navs moblia ud fi s et Py 0 s
) UINBARE devices. Foencidl
| Electronic Conversion

Audience 1| P 20U Mot 4 B o i
s her r-dmiud?hdd i

u Mabie Deposit

L P creckogeLizar
»=1 CheckLoglc Merchant

L e

RDC Processing and Clearing

W Nave 3 DUSINEES 10U, We dOn't havs Ume 10 Send SOMEons 1o the credlt
‘union every day. We use CheckLogic Lite or

2DOC Innovatians
EDER2S croerprocesor
L g

<+

We travel oooasionally and Can' AIWays et 1o tne cremt wlon to dEposit 3
eneck right away.

= We usz Promise Deposits from Its Me 247 and

P Crest unions cieaning nouse

Settiement and Posting

s Setiiement endpoint (such as
ine Federal Reserve,
‘Comone, etc.)

CUBASE S=tumer

‘care processar

| _SeknCots | Pt fees [l i e
P 1 - Chacklogic List HE' 005 rore

P 2- Checklogic Merhmrdt 150 a0 e

TReguires specinitzed sconsees ot sdfiSonel coot. I 3¢ fees am peld for cHher CheckLogic Lz or
heckLagic Uerchast, y2u can use her cne or both producs o ke zame fee. Uk discausts
B

Ll [ | ScbpCint | P e [l i)
members, even
Let's take a closer look at the possible paths a check e = = =

can take through each block. udi

Read on and think about what member audiences
you are serving with your solutions.

CLRHSWERS

Coming in 2014:
Automated posting
in CU*BASE for all
eDOC paths!

RDC developers have told me many times, “We’re just
one feature away from this taking off like a rocket”

What we need is a plan that people

will execute, not
109




Launching Ourselves at 2014
Online Banking Changes

Taking on some long-time challenges with our
new platform

B Customization, branding

B Supporting non-English speaking members

B Business online banking, multiple logins

B New PIB wizard

——

.
|

-

1/




~ Online and Mobile Banking Branding Concepts 3y,

What is customization? How far
does it need to go before a
team feels like, “this is our
offering, we own it”

It's Me 247 Online Banking Branding Concepts

Custom It's Me 247 Theme, Custorn Logo, Custorn Photo Album

PR

Do you need to design the
whole thing? Pay for your own
designer? Manage your own
changes? Write your own
documentation?

Starting in October we
will launch some
products to help CUs
figure out how far they
should go

111




Onllne and Moblle Banklng Brandmg Concepts

Swapplng our Iogo for yours

112

Some teams would just feel

better if their CU logo was

bigger than the product logo
B $750 one-time and $20/month

from now on: cheap to some,
outrageous to others

As a network, let’s see how this
works out

B If yourlogo includes some kind
of product name, that’s cool
with me, but there’ll be no
other reference to that
product name in what we do

[l it's Me 247 Online Banking Desktop Logo Swap
Swap the placement of the Its Me 247 Online Banking Logo and your cradit unian name.

How it Works

‘Vioul must proside an Adobe lilustrator of EPS color version of your kngo. This ensures we can create the proper
TorrraEt with ransparency for the 1 Me 247 Online Banking. We will s&ap thelocation Inside online banking

of the It's Me 247 lago with your credit union logo

All themes hawe a dark grey or dark primary color background. Please provide your lago In 3 light color
scheme 5o that It will render legitly on a dark background. Motlce how the standard /55 Me 247 Online

Banking logo Is mostly white o light colorad.

Submitted logos miust be In true vectar format, el ther Adobe lllustrator or EPS with all fonts converted to

clatiines.

Owar grapiic deshamer s Wi wionk Boumake DT Kgo fo0 K Qoo o a5 marn Thames a5 Dossiie DOWeVEr every

combination cannot be tesied.

Blue Ste=| Default Logo

lt's 747

e Harkirg

‘What You Get

It's Me 247 branding meoved to top. This allows
YU ta cantinue to use collaborative marketing and
documentation.

‘Yourlaga andbrand front and center It's Me 247 Online Banking Logo Swap

Costs
One time set up

ATS0

Morith by Maintenance

S20/rrionth

4




Onllne and Moblle Banklng Brandmg Concepts

Corporate colors as a default

113

Some teams want better visual
symmetry across websites

Today, It’s Me 247 comes with 5
color schemes

We’d like to add more - help us
prioritize the next themes and
get the work done

B $2,000 one-time setup
All color themes we develop
will be given to all credit
unions...and to all members

B You pick the default for your
members, and the members
take over from there

[l Custorn [t's Me 247 Online Banking DesktopTheme

Bran It to WoUr oW corparats colors. PICK your Comporate colors using an HTMLcolor plcker. This works best
wihen you plck a darker bass colorand a lighiter accent color.

Tip:  COMMNWG S00M: Use our onfine ool ot wsouanawvers.comy sel-senice-bronding fo essistin pioking
theproper HTAL colors.

How it Works

ONCeyoU have Jpproved your new colon theme, you can st this thefme o become the detault theme for
any memberwhohas not selected thelr own persona theme. That 5, any rmembser sl using the theme you
selected at conwersian, will now be using your custom carporate theme. In addition, all members may slect
o change to use your theme as thelr own. Finally, all new memizers will recelve your custom theme as the
cefault.

Allrraanitors render odars a litte differenty soy our chokces will not ook excactly the same on every single
computer. Also, we recommend you stay Fway from browns, as they tend to get muddy and unattractive on
certain cisplays.

Bluz Stzel Defaul Theme
CUMRASEHelp Is avaiabie for sShowing you how to
sett the defawt theme for 15 Me 247 Online Banking
members. See hip:.SwWww.clran swers.oomydoc
gold/igokd. hEm#3R04 . him for detais.

Also, make sure you notify your membership irst
MENY MEMBERs LsE the colod heme &5 a seourty
Teatura.

Onceyou sponsora color theme for 1B Me
247 Online Bankineg, It becomes avallable for
every credit unlon In the network. Thaniks for
contributing to everyones success!

Custom It's Me 247 Online Ban king Theme
{Green and Mavy)

Because your sponsored theme becomes avallable
network wide, CU*Answers will chaose a crestive
NaTe 120 YoUr theme basad on the colors.

‘What You Get
Custom primary color for mein elements

CUStom aCcent cokor for [<ons and other ekments

O grapih i GESKIRET S Nawe SOMe Credtive freedom and
Wil sirive o give each CLstom theme some unigue falr.

Costs
One time st up

Morthly Maintenance

2




Onllne and Moblle Banklng Brandmg Concepts

Photo albums...an evolvmg banner system

114

Some teams have some cool
ideas about banner pictures
that feel more connected with
their membership

B $750 one-time and $20/month

from now on: cheap to some,
outrageous to others

As a network, let’s see how this
works out

B Should this be a shared photo
album for all CUs? Or does that
defeat the purpose? This
offering is still on the
developer’s table

B Custorn lt's Me 247 Online BEanking Desktop Photo Album

Let wour members chaose a phobo alburm that reflects your craditunions values and membership. Chooss
1-6 phiotos to be Incarporated Into a custam phobo alburm for your membsars. Mate, you must have copyTight
pTTiSSIONS o UsS the phatos ¥ou sUbmIL. Als, please rate that photos rrust it INk: the proper aspact ratle,
that Is, phioto albums are wider than they ars tal.

Tip:  COAMMNG S00M: Lse ouraniine tool at a4 we.cumnswers comSeli-senie-branding fo gssistin
choosing the aopping of yourphofos

How it Works

Onceyou have approved your new phato album, you can set this album to the default album for any member
wiha has not selected thelr own persenal album. Thatls, any member still using the alburm you selected at
carerskon, will now b Using yaur custom alburm. Inaddition, Jl mermbers may Sect ta change ta use your
albumn as thelrown. Finally, all nesw mermioers will pecelve your custom aum as thelr default.

Choese 1-6 photos for your Album. Phatos rrust be
landscape orientation. Use our online cropping tool _rm.cmamrg thu.mbum
‘to size them properly. Images must be JPGor PNG, 7

miln. 72 DP|, 400ps wide by 100 px tall. Alse nots b ; A
hand side. When published, the left hand side will
harve a facke In gradient to rmatch the therme.

CUMEASEHelp Is avallable for shawing you how fo
sat the derault photo alowm for its Me 247 Oning
Banking members. See hitp./WWW.LIoNS Wers.
com/docigaldigold.tm:a 280 49 htm for details.

Also, make sure you notify your membership frst
Many members use the photo Albuam as a securty
featurs.

ONCEYOU SPONsora photo album for s Me

247 Online Banking, It becomes avallable for
ey credit unilon In the network. Thanks for
contributing to everyones succass!

Custorn Western Photo Album

Becauise your sponsored album becomes avalable
network wide, CU*Answers will chaose a crestive
name for your album based on the content.

What You Get
Wour custom photo aibum in rotation
Yo Creclt Lindan must fave copyright permbssions io wie

any phator you rubmit Airs, photos masthitiege the propor
dmersions, thatix, phoro clbums are wider thar they are il
Costs

Onetime s=t up. 5750
Morthly Maintenance S20/month




On the Developer’s Table

€STATEMENTS
BETTER FOR YOU & THE EARTH

™ In 2012 we started using the photo album space o
to advertise to members (Smart Messages)

W With custom photo albums, you can start doing ., vorrcarons
. WITH eNOTICES |
the same thing

m Do you want to give your pictures some special CLCK FoR KOS S
messaging, beyond the idea of cool cars or e ——
horses? WITH ONLINE BILL PAY

m If so, we have some work to do as we continue CLICK FOR MORE INFO
developing our Smart Messages alongside your
photo albums One priority of mine:

automated Smart Offers
to go along with Smart

BANKING ON THE GO
WITH MOBILE WEB BANKING

CLICK FOR MORE INFO B \ M essages
N l ACCOUNT To Account = A
T O e Smart Offers: Simple tests about the
N N & member that offer an application

‘ N\
e ) S CONTACT US TO GET SET UP

- The trick is the test



| _S'Onlme and Moblle Banklng Brandmg Concepts

, ,-Onllne Banklng Communlty

Some teams are looking for
logo branding and themes in

[l Online Banking Community Logo Replacement

4 Replace the IS Me 247 Online Banking COMMUNILY LOGo and your cracrtunion name. y
the OBC login page T A
B $750 one-time and $20/month Ty BT 08 e A
from now on: cheap to some, ot .
outrageous to others Hentyarsreres e
FREE Options!
Remember there are already B OBC Gustom Webina Uiks
. . . Il OBC Custom Soclal Media Links Diefault Online Banking Community
FREE customization options for ey

Torfrea! Smply complete an OBC Custornization fomn
and fax or scan and emall It n. The formiis avalable

OBC - are you taking advantage S A 0

? A 101 e e 247 ettt stector-
Of all Of these. CoVE31 0\ Thew - e 0 s ke
B Background color %ﬁsja“gfwm%%
B \Website links e rou Set.
Custom links to your soclal meda profiles

B Social medialinks Custom webst ks back oy webpoge

.] 3 e oy
VL7 co
| Start? One time st up FREE!
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Mobile Baking Banding Concepts

Mobile customization needs to
work in two venues:

4 APply the Colors you sekected fof your 1S Me 247 custom deskiop theme to moblle web too. y

B Custorn lt's Me 247 Mobile Web Banking Theme

Tip:  COMNG SOOM: Use ourantine tool af wa crenswers oomyselsendee-branding fo essistin piodng

B When the free It’s Me 247 R

MObile Web Banking iS front g::r&?:::wmmrmmbrthmmmMMIbsmmemuﬂﬂmmrmurmm

247 Mobille Wel, Also, since most molile app providers emized (1S Me 247 MobileWeb Into your application,
thils theme will automatically be deplayed through your mobile wei,
and center

Since most moblle apps embed Its Me 247 Mobile Web, your custam thems will automatically be updated
through your mobile app provider,
h ’ bil b
B When It's Me 247 Mobile We B s o247 Ml Vi e sl 1 et Mobie Thee
Wil have the same color theme that the credit union

Banking is being usedin a e Moy e o o
wrapper app (like the CU e s

name o wour theme based on the colors.

Mobile Apps product)

For now this customization

would be controlled at the CU N Py
level, not member by member S
B $1,600 one-time and $20/month Zfﬁff,,:.._ —
from now on: cheap to some,
outrageous to others Sreim o —
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‘ w:;MoneyDesktop

-A classm network solutlon to stuclyj :

247

Online Banking

000090 O,

M

D Available on the

App Store

money

eyt es

MDT is not the only vendor in this
area, and someday we may need
to use a more generic label

I doubt we will use more specific
labels, though - so be careful
what you brand and how
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MoneyDesktop

A successful network solutlon to study
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AAC Credit Union

Alpena Alcona Area CU

ATL Credit Union

Best Advantage Credit Union
Building Trades FCU

Calcite Credit Union
Community Credit Union
Cumberland County FCU

Day Air Credit Union

EdCo Community Credit Union
Element Federal Credit Union
Evergreen Credit Union
Firefighters

First Financial Credit Union
FOCUS Credit Union
Frankenmuth Credit Union
Heartland Credit Union (Madison, WI)
Honor CU

Horizon Utah Federal Credit Union
Jefferson Credit Union

Kent County Credit Union
Lakeshore Federal CU

Lenco Credit Union

Lower East Side People's Federal Credit Union
Newaygo County Serv. ECU
Newrizons Federal Credit Union
Peninsula Federal CU

San Antonio Citizens FCU

SB Community Federal CU
Superior Choice Credit Union
Vacationland Federal Credit Union
Wauna Federal CU

Western Districts Mbrs CU

Check the Peer Analysis in
your packet for contact
information for these CUs




Onllne/Moblle Solutlons for SpeCIaI Market Segments

A busmess challenge for every planner

120

The vision for the self-service member has expanded far beyond the
earliest ideas
B Today, online banking is a core competency requirement for every credit
union
B Internally, credit union employees continue to envision the day when
members can do everything online
But not all members are created equal, as far as how they use the
credit union, the tools the credit union provides, and what they hope to
get from their credit union ownership

If mobile is teaching us anything, it might be that credit unions will
need to use smaller, specialized applications to meet the diverse needs
of members who are flocking to online solutions

What is the best way for all of us to invest in meeting new
market segments who want to be online with the credit union
— while not bankrupting us all?
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x fOnIme/Moblle Solutlons for Spec1al Market Segments
_ ,-Supportlng non- Engllsh Speaklng Members . , .

The idea is this: How can we be supportive of non-English speaking
members?
B One approach: Show your respect for their potential in your credit union by
giving them tools that signal their importance to you, and aid them in

completing their daily business with the credit union — market your respect
and your tactics

B Another approach: Show your respect for their potential in your credit
union by replicating everything you do in their language
The problem with the second approach is, where does it end? Where
does it start? How do you handle all of the possible nuances?

And how do we afford it as a collective?

We believe you use the tools that members have available
to them in navigating the Internet every day, whether at
your credit union or any other website

The individual is smarter about their situation than we are




“ES MI 247" COMUNIDAD DE BANCO EN LINEA — VERSION EN

Traductions Francais des Services
Bancaires en Ligne It's Me 247

(mgrifica It's
|2 paging de
fve necesite
L

b

Does your website sell the idea that
you respect every member and
encourage them to find the tools
they need to be successful?

istricts Mbrs CU  WhatElse CanlDo? PIB Help ContactUs A

nking Community il

Making Trades that Pla
Have you ever wished you had a wj
union's online banking? Wait no md

247 Investment Center. e\fision (r) ib
membars 1o make your own investments

Investments offered through GUSO Financia i

Aqui Se Habla Espaiiol

Iniciar sesion y haga clic en HELP para ver las traducciones en espaficl de algunos
términos en este sitio. (On parle aussi frangais! Connectez-vous et cliquez sur HELP
pour afficher les traductions francaises des quelgues termes sur ce site. ) If you know any
Spanish- or French-speaking members who belong to our credit union, refer them to our
language help accessible by clicking Espafiol or Franais from the HELP drop-town
menu at the top of our onling banking site.

ot Danch: fnr & imamane




EDQL"ELE
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translation website english to spanish

Web Images Maps Shopping

Abo

We think this is a more effective change to the system than trying to
come up with several versions of It’s Me 247

My Accounts Mew Accounts Pay Bil Fioeipl W \NEZREANE N J -
Chat ‘

iHablas espafiol?

. C ) We're committed to making accessibility
Message Center a reality for all of our users, including
Contact Preferences our Spanish Speaking members. IV

!

eAlert Subscriptions

L[}gin Hist[}r}r Haga cIicquui para obtene_r mas
kil ik ! informacién sobre herramientas 2

He piu Links gratuitas de Internet para ayudar con )

las traducciones

&v«.

by
Design mockup only

S— ¥

Haga clic aqul para obtener mas informacién sobre herramientas M3s Inf
gratuitas de Internet disponible para ayudar con traducciones as info

M 1t's Me 247

H”

>

= .

AccessibilityAss?h;ance i

C' & nttps://www.itsme247.com

ut 35,800,000 results (0.25 seconds)

Za) This page has been translated from | English ~ | to | Spanish ~ | | Show original ‘

Centro de mensajes Mis opciones del sitio
Preferencias de contacto Mi Nombre de Usuario
Suscripciones eAlert Mi Contrasefia

Mis Seguridad Preguntas
Eni“;es dtiles Mi informacién personal

But we are working with
groups who are trying to
envision a business plan for
further investment




HeIp for Mult| Imgual Members

What’s |n the Busmess Plan speC|f|cat|on’

What’s in the business plan? What’s NOT in the business plan?
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A list of features that would be in
version 1.0 of a Spanish It’s Me 247

An outline of future enhancements to
Spanish It’s Me 247 and some vision of
future investment

Who will make the final call on
translations, nuances between multiple
Spanish approaches, documentation,
logos, banner ads/Smart Messages, etc.

The financial plan in selling the service to
a broad audience with a revenue base to
support this product for years to come

Just convert everything in It’s Me 247
into Spanish

Whatever you add to It’s Me 247, add to
the Spanish version

What you do for It’s Me 247, you should
also do for the Spanish version

You should just include it in what we pay
for It’s Me 247
B We believe it could cost 3-5x as much

This is a real chore to lay out a business plan - sounds like an

or an inte

Innovator Investment & Grant Program entry

solution




Approachmg Onlme Banklng for Busmesses
A prolect CU*Answers |s ready to attack |

What’s in the business plan? What’s NOT in the business plan?
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A list of features that would be in version 1.0
of a Business It’s Me 247 (“It’s My Biz 247")

An outline of future enhancements to
Business It’s Me 247 and some vision of
future investment

Who will make the final call on features,
documentation, banner adds/Smart
Messages, Tiered Services rewards, etc.

The financial plan in selling the service to
a broad audience with a revenue base to
support this product for years to come

Just convert everything in It’s Me 247 for
the Business version

Whatever you add to It’s Me 247, add to
the Business version

What you do for It’s Me 247, you should
also do for the Business version

You should just include it in what we pay
for It’s Me 247

B We believe this will require a new
revenue plan

For CUs to truly have a business platform for members, it
may have to start with a visible expression on the Internet




Are you getting the most out of last
year’s member aggregation

enhancements?

Serving Members in Teller Processing

When azsisting members with muttiple memberships in teller processing, one of the most challenging
tasks can be ing funds from ane ip to another. You are assisting Mary Member by
depositing a check in her checking account for her first membership, and then she remembers she wants

same of the funds to be deposited in 3 savings sccount in her sacond memberzhip. What do you do?

It is easy to assist Mary Member using the Bal Fwd,/This Member and Global Search features that are built
right into the Teller Processing screens.

Step #1

From the Main Teller Posting zereen, make 3
deposit in the checking account for Mary's
first membership. Then insiead of posting the
transaction, use the Bal Furd/This Membar
button.

Step #2

You then sdvance to the Account Selection
sereen with Global Search built right in.
Simply type Mary's name in the search fiekds
tofind her second membership.

inceciusi Accaust

Step #3

Afver selecting Mary's second membership. = — s Al
you'll advance to the Main Teller Posting
zereen, this ime dizplaying the second
membership. Enter the second deposit, and
this time use the Past button. Vou can also
uze the Bal Fucl/Thiz Mbr again to transfer =
funds to 3 third account.

Searching for Other Accounts

My Other Accounts — Inguiry and Phone Operator

I you are siready in 3 member's account using
Inguiry or Phone Operator, selec the My Othar
Accounts button to research additional
accounts owned by the member. This will take
y0U 10 3 smcond screen where you can view 3
lifing of accounts where the member iz

primary. joint o i 3 co-borrower.

Youalso have access to the My Other
when £
through Phone Operator.

The Glabal Search feature is
svailable on the entry screen in
Teller, Phone Operstorand
Inquiry. This powerful search

feature allows you te search for
ather mamberships your
member hasa relationship with,
including being primary, join,
co-borrower, or seneficiary.

See/lump for Online Banking

Memivers can wie the SeeJumg features while in anline banking i@ manage thelr multale

o0 allows view the bal

in ather

while Jump allaws the member to jump to their second account without needing to lag in 2 secord
time. Permissions between sccounts must be granted by the awner of the sccount and can anly be

ziven to members wha are primary or joint on the membership

To the left we can s=e how
Mary can select to jump to her
second membership. From
Switch Accounts, she selects her

This takes her to her second
membership withous the needta
log into the second account.

When she is ready to retum to her
firzt membership she selects fump

Clnsiswens

8000 Z60h Somie, S, Grand Riapide, Michigen US4, M e cssrivars. com

second ip [with the last
wo digits of 39).

1 Mary selects Visw Othar
Accounts (instead of jumping to

the second account), she moves
0 the Other Accounts page

Here the can “zee” her zecond
membership’s balances without
Ieaing her first membership.




Approachmg Online Bankmg for Busmesses
‘A prolect CU*Answers i is ready to attack

So we want to market our respect for this member segment and have a
healthy set of tactics to support them...

B “It’s My Biz 247” with multi-login capability for member and non-member users
(e.g., the business is a member but the CFO is not)

B Available via Membership Designation controls (no See/Jump)
Business member access control via PIB
Limited set of It’s Me 247 features, to be determined (no Tiered Services rewards
program?)
Specialized fee programs (potentially user fees)
Separate bill payment connection (iPay Business Bill Pay)
Specialized OBC, targeted at businesses and their interests
Separate rate boards and product setup

For us the key is getting a product into the
hands of members as early as possible that
will launch us towards a core competency in
serving business members online
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Approachmg Online Bankmg for Busmesses

‘Ideas on the drawing board

Separate logins for personal and
business members?

B Should we use separate URLs? How
should we manage the member’s
initial click?

B Would it confuse members to bounce

back and forth between personal and
business?

m [f we have two different OBCs, would
the re-route work or not?

Lots of brainstorming to do with
multiple ideas on where this may end up

But if we want to move by summer 2014,
we need to start making some decisions
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3 Secure Online Banking Login

i3 Secure Online Banking Login

persona

now has
ALL YOURACCOUNTS

Even those that are

Making Trade
Have you ever wishg
union'’s online banki
247 Investment Cen

now has
ALL YOURACCOUNTS

Even those that a

Making Trade
Have you ever wishg
union’s online bankij
247 Investment Cen




Approachmg Onlme Banklng for Busmesses

Ideas on the drawmg board

| cherry-picked one of the Innovator Investment & Grant Program winners for a

special project with CU*Answers last year

CommStar is wondering if the
network can build a toolkit
where CU business members
could have a community
presence and hook up with CU
members in a new way

t’s a big project: Investors
wanted!

B Look for more information
coming soon
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Conﬁ%r

COMMUNITY STAR CREDIT UNION

Love where you bank
é -
Introducing a new operating platform concept that provides custom built member

business accounts and digitally connects members with member businesses — with a
social networking feature — Biz Friends!

L. ZFriends

Introducing the social and business networking feature of It'sMyBiz, a new
operating platform concept that provides custom built member business accounts and
digitally connects members with member businesses.

Creating a community for members and businesses to
see the credit union as the facilitator of all their goals




What about the 2012 Innovator Investment & Grant Program?

Congratulations to last year’s winners:

Subgect: 2012 Grant Recipients Anncunced

@ Jenny Bickel, Frankenmuth CU S N/:' : _ —

— = - i = =
2012 Innovator Investment & Grant Program

Announcing the 2012 Grant Recipients! =

M $5,000 for the “Field of Dreams” project

We are pleased to announce the completion of the second round of the CU*Answers
Innovater Investment & Grant Program. For the 2012 program, we received 10 entries,
which were narrowed down to 4 finalists, and each of the finalists gave a presentation at the
CEO Roundtable on November 7, 2012. At thair January meeting, the CU*Answers Board

d ballots submitted by audi bers, and after deliberation voted to award

@ Renee Maeder, Best Advantage CU

Jenny Bickel, Frank hCUinF k h, MI: 55,000 for their “Field of
¥4 . . 0 ”» . Dreams” project
® $5,500 for the “Flix in the Sticks project Renes Masder, Best Advantage CU n Bilion, Wi: 5,500 for their ‘i n the Sticks”
project
Annie Lepper, Superior Choice CU in Superior, WI: 55,000 for their “Great Debt Pay
Down" project

In all, CU*Answers is pleased to be investing a total of 515,500 toward new businesses or
projects that will benefit communities and credit union members. In addition, all four of the
. A g L O h o eredit unions who presented at this year's event will be receiving a new Microsoft Surface
n n l e e p p e r’ u perl o r o I ce tablet as a special thank you for participating. If you'd like to get in touch with any of this
year's winners or other contributors, please contact Melinda Haehnel via email or at ext.
138,

® $5,000 for the “Great Debt Pay Down” Wever vy s o prisini i year's vt an ok

year's program, which will be announced in the next few months. We hope it will continue

& t to foster innovation throughout the netwark and inspire some new ideas in your
p rO] e C arganization.
CU*Answers | PLEASE DO NOT REPLY TO THIS MESSAGE Refer inquiries to: csrécuans

-

H < We are tracking along with the three winning CUs
N on their journey to make these programs a success

wa rd ‘_td br

the




2013-2014 Innovator Investment & Grant Program

B We want to make this a year-round process with quicker turnaround
and more interaction for the innovator

®m No longer part of the CEO Roundtable event
™ Who can apply?

B Submit when you are ready and we’ll respond on a regular schedule
® Credit unions
® CUemployees

M cuasterisk.com employees

Step 1

Submit completed application and all support-
ing documents online at score.cuanswers.com

9

" Same budget, bigger focus on getting the money
into the hands of active innovators

Round 1

Within 30 days, evaluation by CU*Answers
Investment & Grant Program Review Committee

‘
4°

Round 2

Advancing Applications reviewed by

CU*Answers Executive Council within 30 days
Applications may be returned for m
information or declined at any time.

Round 3

Negotiations and funding discussions with CU*Answers
Executive Council
> o
1
est a formal presentation.




#1: Can we combine a vision
for a new business PIB with
our vision for a new look for
our personal PIB?
B Can we do both and make a
launch date of summer 2014

for the first version of
business It’s Me 247?

BE

132

What is PIB?

@ An added layer of security.

@ Turn on / off days or time frames you want
online access to be avail.

Limit or control the types of transactions that
can take place in your account.

Set up different profiles so you can full or
limited access to those you want to have
online access

Whether it's setting transfer limits or requiring
a 2nd confirmation code on certain types of
transactions, PIB allows you to add layers of
security to meet your needs

1= Na
pl B @ Getting Started

PIB: Multiple logins (N
@ Create additional login and PIB profiles with
customized online banking access to your ac

[ ] ntrol and monitor what your other PIB
ccounts can see and do.

ONLINE
BANKING

* tum off online

access from ONLINE
12am-6am BANKING

« limit transfers
to $1000

spouse

I

accountant

personal assistant
[ ]

I




#2: s it time to take PIB to
mobile devices?

B What challenges should we

anticipate with mobile security
in the future?

B Andis it time to add some new
PIB features that control the

It’s Me 247 Mobile Web banking
tool?

Label

My Profile

Login

Jsmiasii

Login Profiles for John Smith

£ yous s P protie o create s3sticns!
profie ke £ s conizclle sccess fo
o person s 12 8 spse of 1
Label

My Profiie
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Step 2 of 4: Features

Check wt functions you want to be available for

this PIB profile

Basic functions

»
{
P¢

Create

Login Profiles for John Smith

1al Intern:

your PIB Profiles

Maintenance

Edit your main PIB profile or create additional profile logins to

give controlled access to another person such as a spouse or an

accountant.

Label Login

administrator Jsmi45!!
Cindy Cin7415252
Assistant Pat499!22

Accountant MrGen$%1

Edit PIB profile
and login

Password

enseeseee

Completed PIB
Qo

Q

Third Party Access

ch

PIB profile created but
activation key has not
been entered

Active

~

4

PIB Profile is active.
Click to temporarily
deactivate




#2:1s it \
mobile de

In case there is any doubt, we are not planning to
start a multi-lingual version of It’s Me 247 in the
next 6-9 months...still waiting for a plan beyond

what we already do

We are starting on a business version of It’s Me 247
and plan to work with some early champions for a
beta in the summer of 2014 N

and

PIB profile created but
activation key has not
been entered &

& ]~ |
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 Speakingofmobile.. s,

= NO MORE
This article does a great job of o *MOBILE!

making people think about what nstmpens . B
challenges they are lumping into o this industry, e spea o
the word “mobile” specialist language; some

terms and phrases are firmly

B Do we mean context? embedded in our craft, whilst

new ones emerge daily.

B Do we mean Mobile web?

It's important that we understand each other, collaboration

. DO We mean Mobile Phone? is common, whether its designer to developer, client to

supplier or agency to freelancer.

One term that really confuses me each time it's used is

B Do we mean small screen?

Our vision is continuing to mature, What dowe mean by Mobile?

Sounds obvious right! But the thing is, you can't be 100%

and our narrative will continue to e

+ “Let’s use a Mobile first approach”

be more Specific « “It needs to be Mobile friendly”

+ “We need to think about Mobile users”

B Mobile Web vs. Mobile App e theytalking about evice typ,sll sreens low

bandwidth, device capabilities or people in the park?

B Mobile Web retail vs. wholesale

Do we mean context?

Is the term ‘Mobile’ solely reserved for a user’s context -
people accessing the web whilst they’re on the move?

The pioneers of ‘Mobile’ had context in mind when thev set

http://jimramsden.com/notes/no-more-mobile
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What should we add to Moblle Web reta||> N s ',

What’s next after F EP for the ASP developers’ v
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If you were selecting the next few big
things to put into the It’s Me 247 Mobile
Web Banking retail product, what would
they be?

A loan application that delivered to the
CU*BASE LOS

A rate board that connected to CU*¥BASE
for current rates

See and Jump controls consistent with
online banking

View cleared check images
Print an e-statement
Personal information updates

JCredi' Union

It’s not as easy as saying everything
that’s in online banking should be in
mobile banking...or is it?




How will things like a direct application to CU Moblle Apps
CU*BASE from inside It’s Me 247 Mobile Web Banking £ |
4 interact with the loan app in your mobile app? |

7:43 PM d 7:43 PM = 3 £ Carrier = 7:46 PM Carrier = 7:47 PM

Free ATMs | Loan Request Submit WMore Locations M I Back Loan Rates | More First FCU

Loan Type APR

Lower
Neb Hill

Dowt

South of
Market

In many cases, mobile apps are sophisticated mobile
' websites, not transaction applications

137
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| CU Mobile Apps

Another network success story and a growmg user base

AAA Federal CU
Allegius CU

Bay Area CU
Building Trades CU
Community CU

Cumberland County Federal CU

Day Air CU

Delta County CU
Element CU

FedCOM CU

First Financial CU

First Trust CU

Forest Area Federal CU
Fox Communities
Frankenmuth CU
Glacier Hills CU

Grand Valley Co-op CU
Heartland CU (Madison)

Heartland CU (Springfield)
Honor CU

Kent County CU

Lakeview CU

Meijer CU

New Horizons CU

NorthPark Community CU
Peninsula Federal CU

Quest Federal CU

River Valley CU

San Antonio Citizens Federal CU
Spokane Law Enforcement CU
TBA CU

United Advantage NW Federal CU
Wauna Federal CU

Western Districts Members CU

Check the Peer Analysis in your
packet for contact information




CU IVIuUuIt.—' Apps "';

CU Mobile Apps is about to announce a new platform and engine forits [ &
mobile app product line...very hush-hush at the moment &

From what we hear: g A
: : = = Enhanced Mobile Soluti
B The next generation for their e Eec e DRtaa

Content Management System
which will generate a new look
and feel for the app

B A streamlined navigation
system with a one-touch
approach to everywhere your
member wants to go

Upgrade details are coming
soon from CU Mobile Apps — be
sure to write this process into
your 2014 Business Plan
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i What’s next for your credlt unlon s,moblle webS|te -

“What are you talklng about’ We ve moved on m that already" v_-;-;.; N

Does having a mobile app eliminate the need
to maintain a mobile-ready website?

B Have you made your last improvement to your
mobile-ready website based on a strategic
decision, or are you just too busy with your
mobile app solution?

We have an internal bounty for our teams to
come up with creative mobile websites

'/<§=’ | oans.its comy3.0.0.0/MemberLogin.aspx 0~ E@J @ f@ '@’

' . amm
Online Banking

Quick Loan Application
This application should take only a few minutes to complete

| g ) informatic
Member Number/Username:

Password:

. o —
140 ,

Quick Loan Application

This application should take only a few minutes to complete

Have the
befnre yuu starl your Sonal Se«:untyI Number
employer n d phone number, and annual
mcome amount.

Please select a loan type:

. &

already a member of the credit union
n in using yeur enline banking login

Member Number/Username:

Password:

—

are not a member of the credit union, please select
D d click continue.

If you are
a loan type and

This page will timeouti #,75% v ..

Please select a loan type: If you are not a member of the credit union,




a :What about moblle appllcatlons that rer on APIs . 1
_.-and web serVIce lntegratmns? G
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CU*Answers still has not decided to take the plunge and author our
own mobile app for member transactional banking
B We continue to work with credit unions who are researching mobile apps

that require API-type integrations, but have yet to find a champion to fund
and drive one to completion

But we are working on expanding our web service layer to provide
both coordinated and open API integrations for credit unions

B This year we moved the Lender*Hub team from Web Services to the
Programming team to build an expanded and diverse integration capability

B This team is implementing a new platform — called Unified Core Integration
— for an expanded web services integration layer to service the CU*BASE
network

UCI will be used with CU*BASE, It’s Me 247, and mobile apps for new
extensions and vendor support

Let’s take a look at what UCI means to
you today and for your future




Unlfled Core Integrat|on (UCI)

Convertmg one -off mtegratlons to a new tooI

Vendors targeted for UCl in 2014:
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CBC (tri-merge credit reports)
DealerTrack

LSI

MeridianLink

MicroLender

Mobile member signup and cross-sales
Prime Alliance

QualiFile

RetailerDirect

RouteOne

TCl

WebLender

XtDirect

Transactions supported today:

Import loan leads into CU*BASE LOS
Import applications into LOS, report
decisions back to originator

Send new member information for
identity verification and risk assessment,
return decisions

Credit report retrieval

In the future, for the vendor list to
expand, we must add support for
transaction sets, ahead of the demand

(Authentication API for It’s Me 247,
posting API for CU*BASE, add data
to CU*BASE member database...)

Look for more in 2014




 The big picture for online and mobile 20132015

1. Leverage the It’s Me 247 Nav-01 project for 3-5 new enhancements

2. Leverage the new It’s Me 247 design engine to enhance our mobile web
look and feel

3. Complete the foundation for web service APIs and expand the
connections to our network

4.Complete a new look and feel for PIB and expand its capability to
support business online banking and mobile access

5. Continue to investigate what mobile means to the development of self-
service channels, and develop a narrative that makes it easier for credit
unions and the CUSO to chart our course forward

Our network has an aggressive pricing model for
online and mobile banking - do we need more stuff, or
do we need to continue with our aggressive pricing model?

The 2014 Pricing Focus Group might be our most important one ever
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 ' ”;;Are we facmg an explosmn of onllne and moblle

o ':‘___,:;_lnvestments |n the future’

Today, our e-commerce fee is one of our most impressive collaborative _
solutions...do you know why? 4
C. E-COMMERCE FEE

Includes It’s Me 247 with PIB multi-layered security, e-statements, e-notices, e-alerts, Mobile Web Banking,
online Audio Response usage fee (up to a $300.00 credit for CU installed IVR unit)

# of Members 1 - 2,500 $150.00 per month
2,501 - 5,000 $810.00 per month
5,001 - 10,000 $1,050.00 per month

10,001 - 15,000 $1,600.00 per month
Over 15,000 $2,300.00 per month

As you look at your future business plans, how would you have
CU*Answers alter ours?

B Should we pack more into an e-commerce fee and raise prices? Can we
afford to go a la carte for specialties? How will we price APl extensions?
How will your budget absorb the potential explosion people are asking for?
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A ]Ob site you should plan to VISIt
2014 Prlcmg Focus Group event

Hold the date: April 9-10, 2014

il NG
Accounting Top 10 Focus Group (meeting #3) By Moce B
B Working with CU*Answers developers to prioritize, envision, &v
and deliver new CU*BASE accounting tools s
CFO Strategies Roundtable (inaugural meeting) |
B A networking session for CFOs and accounting leaders, to [cu:s_Nggsns
discuss financial issues related to credit unions and the
solutions within our network Ti TWoveL
2014 CUSO Pricing Focus Group (meeting #3)
m Discussion with CEO Randy Karnes on CU*Answers’ pricing =

trends, challenges, and potential future solutions

B Interact with CU*Answers Board and senior leadership on
how CUSO pricing designs affect CU budgets and operations

B Learn what potential changes your CU might consider for
business plans for 2015 and beyond
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Cllent mvestor, owner - can you wear all 3 hats’

Illlllllllllllll e
CU mswers * Ty '€
What is the future for CU*Answers Yo CLrAnmwes vice E*P“ oo ’
fees related to cleared checks? — ]
‘ How will EFT fees change in the e—s =
future? Will the cap go up? - ==
We have bundled It’s Me 247 e S ey |
pricing today — can that continue? :m““'m:‘”“m i =
B What should we anticipate as _mmm o m [
a la carte fees for online and el e— R —
mobile banking in the future? e e S R A
What is the future of fees for http://accounting.cubase.org

(Link requires CU*BASE network access)

archived data and images?

What are the most important When was the last time your
changes to a CU invoice from the accounting team looked at our

di . .y pricing models? When was the
credit union’s perspective: last time you prepared some

su%estions for innovation? '

146




Pricing Innovation Now
Changing what credit unions pay for data archlval

| IIIIIIIIIIIIIIIIIIIIIIIIIIIIIl[

Today, CUs pay more than $580K for secondary archival services
We want to reduce that by $200K in the next three years: y

m $75,000 net reduction year 1
B Addit’l $75,000 reduction year 2

B Addit’l $50,000 reduction year3
B Special credits to be issued to clients with largest net increases

# CUs Seeing Avg $ # CUs Seeing Avg $
an Increase* Increase a Decrease® Decrease

Year 1 51 $1,008 o} ($1,401)
Year 2 39 $839 103 ($1,783)
30 $808 112 ($2,122)

Year 3
*Compared to what they are paying today ! ! !
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Pricing Innovation Now

IIIITIIIIIIIIIS

Effective October 1, 2013, we will
completely restructure pricing
for CU*Archives COLD storage
of reports and statements on
CD-ROM

B Current method:

= Page # count
(holdover from microfiche days)

B New method:

= Flat monthly fee, tiered by
member size

= Monthly fee for transmissions
to in-house servers

Year 1

Year 2

Media Charges, Statement CDs 510 510 510
Media Charges, Report CDs $10 510 510
Cold Storage Processing Fee $25 S0 S0
Statement Archiving (Quarterly)
TIERED BY MEMBER COUNTS
T1 0 5000 $75 $75 $50
T2 5001 7500 $150 $125 $100
T3 7501 10000 §225 5200 $175
T4 10001 15000 5400 5350 5300
T5 15001+ - $700 5650 5600
Report Archiving (Monthly)
TIERED BY MEMBER COUNTS
T1 0 5000 $75 $75 $50
T2 5001 7500 $150 $125 $100
T3 7501 10000 §225 5200 5175
T4 10001 15000 5400 5350 5300
15 15001+ $700 5650 5600
Credit Card Archiving (Monthly)
TIERED BY MEMBER COUNTS
T1 0 10000 $20 $20 $15
iy) 10001+ $40 $40 $30
Clients with their own Servers - Monthly Charges
Fully In-House Statement Archiving (Server Only) 525 525 5§25
Fully In-House Report Archiving (Server Only) 525 525 525
Fully In-House Credit Card Archiving (Server Only) 525 $25 $25
Partial In-House Statement Archiving (Hybrid) 510 510 $10
Partial In-House Report Archiving {Hybrid) 510 $10 $10
Partial In-House Credit Card Archiving (Hybrid) $10 $10 $10
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Year 1 Year 2 Year 3

~ PRinnovation N e

4. Tiid — A
oV

§75 §75 $50
§150 §125 $100

Effective

complete The trick here is, which list are you on: / o
‘ for CU*A going up or going down in year 1 or 2? T s

How do you find out? What are your options to

change what you are doing and manage the st
350 300
change yOUFSEIf? <5700 $650  S600
= Ne Look for announcements about this price |
change and how it will affect you,
. . |
coming in July —— =

\ 525 $25 $25
o in-hous \ 65 5§
AN \
. | s10 $10 $10
g (Hyb \ $10 $10 $10
/\ ard Archiving (Hyb \ 410 $10 $10
/ |
149 V \ /
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Building a Network of
Products & Solutions

Some miscellaneous projects and ideas you s
-

should track heading into 2014 {{7. N =
< \)

-




Associated Applications

B A project that just missed the pause for FEP/ING...we’ll be back on this as quickly
as we can (didn’t want you to think this wasn’t a priority)

"> Session 0 CU*BASE GOLD Edition -
File Edit Tools Help

EST CREDIT UNIOR When creatin g

the loan, the
Loan Application - Select Co-Signers primary
applicant and
your choice of
co-applicant

will be retained
< |

Loan request # 128123

Primary Application

Primary Applicant: JOHN A SMITH

Co-Applicant: LINDAC MEMBER
ou -

TJoT

Account base 994567 Account/SSN 188567
Primary Applicant‘s Spouse:  ALICE MARIE SMITH Co-Applicant’s Spouse: ROBERTD MEMBER
Household # 1234 Household # 1367

Account/SSN 232323 Account/SSN 222-34-5678

Complete Primary Application Complete Associated Application

Screen mockups
subject to change

WU (1254) 510713



Consumer Loan Skip-a-Pay

B Automation that collects some revenue and targets a group that might need
your help to avoid delinquency

(> Session 0 CU*BASE GOLD Edition - 1
File Edit Tools Help

Configure Consumer Loan Skip Payment Program

Description 'SUMMER SKIP PAYMENT PROGRAM Loan category CorpID @1 ABC TESTING CREDIT UNION
Skip pay program active 'May 01, 2013 [F to Sep 15, 2013 | [ [MMDDYYYY] Use year 9999 for annual program
| Applies to due dates from |May 2013 | [= [MMYYYY] to |Aug 2013 | [5] [MMYYYY] Use year 9999 for annual program

¥ Pay interest due on loan when optingin ¥/ Allow opt-in via Online Banking Learn more and
Fee amount to collect when optingin |25.00 | GlL accountforfee |115.02 comment via the
Fee transaction description (] Allow skip fee to be waived Kitchen
ot olow Uy omlon (Lender*VP Top 10
[[IDelinquent | 888 days or more Tracker for when skip pay applied: for 2011 & 2012)
["IDelinquent B0 times or more over life of loan Tracker type B Memo type B

[]Accounts open |80 months or less Tracker for follow up when noteligible for skip pay:

["]Accounts currently over limit O Tracker type m Memo type m

|Balance currently 000 % of available credit limit or more O

["]Negative block code present Q
[[1Freeze code present

T
) A ,
Membership designation :
~ || [C] Creditscore or below pou adver.l_:lse a
e prog.ra?n? .perlod and
~ eligibility rules;

Screen mockups
subject to change

Member opts in and
agrees to pay a fee

|

S e T L O CETR IR SRR SER



Consumer Loan Skip-a-Pay

B Optional opt-in mechanism for online banking

r"ﬁ'\ @ @ @ fa\ @ ACCOUNT SUMMARY | I'M A MEMBER

511 - NEW CAR LOANS

Loan Details
Delinquent?: No

Due Date: /\( W\\\Zﬂﬂﬂﬂu
Amount Due: / Members who aren’t \\5-57
Regular Payment: /k eligible are still 67
Payoff Balance: ( counseled to contact \:on.oo
Disbursement Limit: the CU if they are /[300-00

Screen mockups
subject to change

having trouble oo
P \maklng their payment / T

- |
Annual Percentage Rate: U /\—/(~ 0.000%

Payment Frequency:

Available Amount:

—

nimm Fore A¥g A T e a T at N ey 1 L




Has FEP/ING back- burnered one of your favorlte

- n t atlves’

With 140 projects on hold, | could have done a full day giving you
updates on what’s next for our development teams once FEP is done

| picked the just a couple throughout the day and these final two so you
wouldn’t be here until midnight

Don’t forget — you can put a bug in my ear anytime at
rkarnes(@cuanswers.com, 1-800-327-3478 X 101, or 616-299-7834

It takes a network to prioritize
projects and bring what we

need to market so we can get !
busy evolving for our future =~ [f| = Projects delayed for ez

B 140 projects put on hold pending completion of FEP _
4 m 8o projects killed outright for FEP 4
B $160K expense written off for work already started

FEP/ING

Changing our:world

Processes like Idea Forms, project sheets, and focus groups have to
mature, and a focus like this for our network has everyone sharpening
their skills and prioritizing in a different way

B It's good for the network Paszad
Bazazeny

Don’t hesitate to ask for a While we can brainstorm -

- = - ———
with reckless abandon, we = e OO Anomrers IOWchen

1 rolect review via weblnar do have to invest with the !:-......... m“wh"'”"q*rw:tff :

s

155 eye of disciplined LBASE

entrepreneurs




When Products Become Businesses

A network ready to go to work for each other

B 5300

B Budgets

B Disaster Recovery/Business Resumption
B eDOC Innovations




5300 CaII Report Tools

2011-2012 DevelopmentRecap =~ - ﬁ
,'llllllllllll’lllllllll’llll l
Call Report Ratios

Allow $0 balance loans to be omitted from loan count auto-pops 4
Dec. 2011 . E 4
Adjust data types to better accommodate NCUA uploads :
Enhance sort options on Call Report Configuration Report
Add Disbursement Limit to New/Closed Account Dashboard
201 TEbY Updates to the Share Insurance Report (negative uninsured totals)
Add count to Dealer TB/Reserve Calculation Report

Add count and loan category filter to Loan Classification Report
YR Add lease balloon flag to the Selective Loan Trial Balance

| 11 8P1ejPY Additional 5300 Ratios
Add section headings to 5300 Call Report Data screens
Nov. 2012 : ; . :
Allow multiple automation routines to calculate a single Acct Code

Mar. 201 Add sort and sub-total grouping to Member’s Accounts with Negative
gl Balances (LNGBL) report

Abr. 201 Report/screen enhancements due to NCUA change in reporting loan
pr- 2013 delinquency

The reasons to use our 5300 toolkit and
Xtend services continue to grow each year

%

Give it another look in 2014
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The 53_0 0 User Group is becoming *On-e‘of the

__network’s largest product drivers ~_

The repetitive nature of this
process is a natural for
constant evolution

This is not about the
transaction of sending your
report to the NCUA, it’s about
the database that tells a story
about your credit union for
years to come

As this user group grows, its
ability to spin off all kinds of
improvements will become
more important to all of us

Jan

Between March 1 & 25,
Feb CU*Answers updates master
list of Call Report Acct Codes

* — for Q1 based on NCUA
changes. Upload to the
Mar NCUA is tested.

Starting on Apr. 1,
CU can create Q1
Call Report in
CU*BASE

Between June 1 & 25,
CU*Answers updates master
list of Call Report Acct Codes

for Q2 based on NCUA

changes. Upload to the
NCUA is tested.

CU uploads Q1
Call Report data
from CU*BASE to
the NCUA

Starting on July 1,
CU can create Q2
Call Report in
CU*BASE

Between Sept. 1 & 25,
CU*Answers updates master
list of Call Report Acct Codes

for Q3 based on NCUA

changes. Upload to the
NCUA is tested.

CU uploads Q2
Call Report data
from CU*BASE to
the NCUA

Starting on Oct 1,
CU can create Q3
Call Report in

CU*BASE

CU uploads Q3
Call Report data




5300 CaII Report Tools

Ideas on the drawmg board for CaII Report Ratlos 3

New layout for ratios dashboard
Screen mockup only; E

subject to change

4 Ptesaaas
'. File Edit Tools Help

Sort and group ratios
by risk category

\
Risk Category - .Jun 2011 Sep 2011 Dec 2011 Mar 2012 Jun2012 Sep 2012 Dec 2012
Cost Fnds/Avg Assets Other FPR 49% 46% 42% 28% 27% 07%
[X7} Deling Lns/Net Worth Credit 20.47% 21.03% 21.40% 14.34% 13.67% 11.63% 13.92%
Deling Lns/Tt Loans Credit 2.36% 213% 172% o 163% —
[ Fee-On inciAvg Asis Other FPR 212% 228% 232% Color-coded 70%
Lng Trm Asts/Tl Asts Interest Rate 24 61% 28.06% according to ranges 3.55%

Shares and Borrowings/Earning Assets
Borrowers/Members

Fair Market Value/Book Value
Borrowings/Shares and Net Worth

Accum. Gains/Cost of Inv. Available for Sale

Starting work on 33 new ratios
B Regular Shares and Drafts/Shares and Borrowings
Classified Assets/Net Worth
Cash and Short-term Inv./Assets
Fixed Assets and OREOs/Avg. Assets
Yield on Average Investments

Solvency ...and 22 more!
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Another repeatable process worthy of a busmess

|n|t|at|ve

Like the 5300, the process of writing a budget, reporting on your
o results, analyzing your options, and adjusting your plan should happen
in credit unions every month, month in and month out

Every CU in our network needs a new toolkit for this process |

B Potentially, 50% of those CUs need a
hand with doing the work

WORKING BUDGET

Corp 1D ol
Budget year 7013
Fil in budget figures for Jan 2013 |[F 10 Dec 2003 | [3] [MMYYYY]

Branchilocation B 00 solecod

QHVId@ndS Choose which GiL account type o populate in this pass [Incone -

ANSWERS
CUANSWERS Management Services Budget groups to populate SN 003 selocted

It's Me 247 Accounting OR GIL accounts 1o populate (ETEETN 000 selected
Member Gividends Board Report = -
Hooia Rewards Consuling Playbook Susioass Fst | lvesiment JonTen, Dudgetwith FIHo change OR [+ =) 1,250 %
Figures to use in calculation @ Actual O Budget

Manth range to use in calculation [Jan 20812 (% to [Dec 2612 5 [MMYYYY]
Accounting Top Ten Priorities for 2013-14 Caleulation methad @ Monthly aversge © Dally average ) Parallel months
flse populate all remaining GIL accounts of this bype

Budgetwith [¥]Ngchanga OR [+ =] o000 %

Accounting Priorities for 2013-14

FEP/ING Project &
UBASE,

Adjustment for FEF/ING

Figures to use in calculation

0l
urrently have |

XXX
Budget Figures Calculated This Pass
CopiD 61 Branch IS oo svleced Calculated this pass
For poriod [Jan 2013 ([ w0 [Dec 2013 | [ [MMYYYY] Budget grovp [EREEE 03 selected ¥ G pccounts 135 25%

Dascsiption contalns Gl account  (ETEEIN 008 solocted Amount 10, 120,00
Jumnp 1o GIL account ¥ records 0,612

While we focus more of our development resources on the 2013.2014 fil expansian project, we will continue working
on these Top 10 projects, just at a slower pace. See individual project statuses below.

lake the Survey

Keep up with the project in the Kitchen

9z, Tll 0’!

69, 521.17- 61181 -
On Wednesday April 24 2013, we held a focus group with our top ten credit unions by asset size to provide an update on T r——s : % 51, 153~ T 24~ Screen mOCkUpS
recent enhanmmems‘ discuss projects currently in development and talk about the next accounting projects on the radar e tom seto 5 3 0.00 oo .
e g i 5 subject to change
LOANS 3 2.10- 8-
Please take a few minutes to review the. D’DJEC\ summaries and provide comments. If YW «da not see your favarite WBa .
‘accounting project on this fist, email these proje Karen Sorensen ( ksorensen corm o 1 UL
( z 4




credlt unlon as weII
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Az AVEN L;
U
Wwwm l‘rca{inlnrmfm |||JM ent
i

For your business plan and ours to @L@_fm_@q —
work, we need to think beyond credit e
] Li"% 7y e e
union and vendor = -
DR/BR is not complete until both the
network and your credit union have a
p I a n Blﬁrlﬁhsumpﬂon
B Building a great team means both at
the CUSO and in your credit union

Product Overview
nal DR{BR Consulting Services

B Complianceis related to what we do
together and what we do

independently — we all need these
services

Help us start a business — help your
credit union find needed resources
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The 2013 Annuat jeadership Meelng

& Strategy Session

puilding an plectroni¢ Fuluie...

What's cooking at eDOC?

cutturt in YO
g an ahec IR STL T
Join $DOC I NRSTE m‘wm“‘“mwm” R e o
Sorategy Sesson LESMOTE L e oy credi ' DOt
arednorion, and 9603 P mchens nd
o hebind (o0t i i omian
P e st v 655
o ot oA ARG, O iy part i O i
Settlon e o 1 11
e eartof £DOC Univers]
o sske e 5
:""":__._manmm

an s the place 10 5]

< Today? PEpefedo
RegisET

G>| | http://edodogic.com/

Beta Testing
Check Item Processing
Development Collaboration

Legislation & Regulations

- eDOC Innovatio... * |

B—
The first 20 = A.::--bq
e B 5

Current Versions

gee you in Bostor

Alerts | 06-04-13 |

eDOC

INNOVATIONS

CheckLogic Alert: Tuesday June 4, 2013

Corporate One FCU experienced internet issues which interfered with the
nightly CheckLogic file upload process. All CheckLogic files have now been
successfully delivered to Corporate One but all may not have been
processed. Please verify the availability of your CheckLogic ...

| [Search ‘ Client Center

Core Image Processing— When Strategy Matters

Navigation Industries Served
Home Credit Unions
Sommart. Contact Us!
h your Products Click Here for Support
= oa n Professional Services
process Contact Us “Cailus oday'
1-800-425-7766
Allow members to sign anywhere, Recent News...
anytime via their web browser! —
CheckLogic Alert: y
< 5 June 4, 2013
i South Bay Credit Union
C' : CIk Here Joins eDOC Innovations’
cuso

Get the eDOC Mobile App!

eDOC Holiday Support
Hours

Reaching New Heights
Hot Topics

Proud Member of the

cuasterisk.com Network

Read More

#124% ~

+ Email-4-Statements
* idocVAULT

+ ProDOC
Statements

~

jrezdiColiwebsies) Quarterly Releases
* Home

- Q12012
- Q22012

net banking standard from
glatinn and mare rhannes

This is a company on
the move, and our
network is becoming

one of their largest
drivers of innovation




We have a lot of work to do
We need it, we’ll create it, we'll use it, we’ll own it
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Historically, image solutions have been small initiatives, purchased one
vendor at a time, creating a lot of turmoil as they evolve, consolidate,
and try to become fully integrated in credit union futures

For our network to be
successful, we need to look
at how to leverage these
investments, and not start
over every time we want to
use an image in a process,
on a device, orina
member’s hands

It’s not easy for anyone to
create a core competency -
it takes a collective

our Core lmage Processing




We i.‘-\ve 3 lot of worl« to do

We need 'e’II create it, we ge it, we’l

\/

Historically,
vendor at a ti

r
andad

purchased one
onsolidate,

eDOC has 20 owners

Fo All 129 CU*Answers owners are vested in

succe eDOC, as well as 15 cuasterisk.com credit = ’

at how to unions who have made direct investments Arocessing
investment- o

over eve This is a product that turned

Use into a business for all of us

on a device, orin g
member’s hands

___d

&O

e

=

It’s not easy forz _onetc
create a core coimpetency
it takes a collective
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Uppihg our integr'ati'_on game

eDOC Development Update: “40+ Links” Project ;

E

G Oa I . Ad d 4 O + I in ks tO *:;;Se:ziinfozi’ﬂ::ZGOLD Edition - ABC TESTING CREDIT UNION =1
CU*BASE to Scan/fetch Cpmm aintenance .
V:rr\dor 6 TRANSUNION

4
‘ ‘ d O C u m e n tS fro m a n Maintain voucher/check # Sequence # Jump to voucher/check #

Voucher/Check # | Seq # Date Invoice/ACH Trace # GIL# Debit Amount Credit Amount Voucher
175292 04203835 284.00 54.85 0.00
130487 284.00 0.00
e Va u 129173 284.00 2,633.15 0.00
129173 284,00 2, 0.00)
128275 284.00 2,601.91 0.00)
115160 1966541/1984961 284.00 2,422.817] 0.80)
. 113668 12866176/12604685 | 284.00 1,999.28 0.00)
B Adding 13 “Capture” i s g MR 08
g 3 p 110885 10869671 264.00 2,385. 44| 0.60|
109535 A 09872111/9805488 284,00 2,851.70) 0.00
links and 26 “Fetch” it
n To add a record manually, enter the check # and sequence # and press Enter. Be careful to enter the check # correctly as it o
. . o .
|InkS to hlgh_trafﬂc Refer o onlin| " Sescion 0 CU*BASE GOLD Edition - ABC TESTING CREDIT UNION =] B

File Edit Tools Help

CU*BASE screens Fixed Asset Item Maintenance

ltem # D000 Description |THERMAL PRINIER Purchase date Apr 01, 2002 | [ [MMDDYY]
WM Both projects targeted o o i B
for February 2014 €5 e e T mmmee
Category oooaa [ Branch # 3 Department ooooo Y
Next phase adds at least - ————

Asset GIL # Trd.00 [ Expense GILE# 266.00 [

a dozen more, plus ., e =T
mechanism for row: e

Agentvendor § oooou Y -or- Name

Insured valua/contract cost n.oo Policylcontract #

customizing tables used

by in-house vaults .
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Our hetWo_rk designing products fbr eDOC

eDOC Development Update: Fill-in Forms Enhancements

New optional style for fill-in forms

, \ B Input boxes can appear stacked along left edge (like now) or placed
| ‘ directly on the form (similar to a PDF fill-in form)

k Flve IUCky CUS Wlth : ... ] Ad Fillsbie Fioid =

acks at CU*Answers is provided for the benefit of our staff and guests. In

i n - h O u S e e D O C Pidelines laid out in the Employee Handbook and PC Acceptable Use Policy,

rements for wireless access:

vau Its Wi l l eac h W i n s and MacOS workstations are required to have valid and up-to-date antivirus.

such as Windows workstations, that have host-based firewall capabilities must have

Ll L] e
5 F R E E fl I I'l n fo rm S L or hacked devices are allowed on the Secured wireless netwark.

ireless repeater, access point, or signal booster is prohibited.

5 required for users requesting access to the ‘Secured’ wireless network, Itis not required for
e ‘General’ network.

faka Doe | Not a CU*Spy ASP

isor: | Jane Doe

5 712013 tool today...maybe

Please list all d8vices and types that you * Mmoo th secured wireless network:
TS you should buy your
Device Type Purpose of A g 1§|::P1§ - Antivirus Firewall .
R own in-house eDOC
) [ Today: 5777201 o '
m m vault!
|
166 -
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Our hetWork desighing productsfbr eDOC :

-eDOC Development Update: Fill-in Forms Enhancements

&Y &Y B - 8 y & O8N & .

Y4 ‘,«" ’: ." ,-. 4 'I_- A Ay ‘,-' v_;' A Y. ; ] . :
*'Session 0 CU*BASE GOLD Edition - ABC TESTING CREDIT UNION
File Edit Tools Help

With this new tool, it will be
)

Accoun t # 4355-110 MEMBERXXXXXXXXESUZIEXXXXKXXXEQ
.
f t I l t Charge for stop payment
r eaSIer Or you O Se your eam Draft begin # o} Stop payment fee amount 35.00
y . . End # 2] Request date Jun 12, 2013 | [ [MMDDYY
,. on creatmg misc. forms not Comment Purge date bes 12, 2013 | [ MDDV
Company name (for ACH) Draft amoun it 0. 00|
*BASE and get
re I a te d to C U a n ge I?lr:?‘fRﬂ"ge 4557 JunD:,;B, 2013(LOST CHECK comment fment 0.00 DF.'l:Pulr;],e 2013

them to use them

Imagine if we built a button on
CU*BASE screens that could T%z, |rweee o e
jump to a form you created, just
at the right time

Even bigger, imagine if our
Writing Team started a business

to help you think through misc. Not a CU*Spy ASP
form design and taught you how tool today...maybe
to use this eDOC feature you should buy your
own in-house eDOC

vault!
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- An eDOC partnershlp you should Iearn about

Should it's Me 247 onllne and mobile click out to the cloud’

A yM]nbox (B)-bret x | 8 Amazon.com | x __"' [™ eDOC x \ [] UOLHome % | & BirchamIntern x | @ idocVAULT % | ['] theexchangen: % | (T) Login x| @ idocVAULT % ) = |Gh] 2= ;,V

| E—— = — - — . = [
; = -l httos secureedocloglccom Zebra/edoc. ,Jm 51,u—i_~3—— 2:-ﬁ-n3418t~010:_11 1;--—07 ‘{"’ = ;:"‘
F || Getting Started (] Latest Headlines ("] Imported From Firef... g

SIGN OUT»

VhyDocuments

K g

‘WtyAlerts

m

Legal Finance

ADD FILE NEW FOLDER THL E E E E E NHE E HELP RECYCLE BIN

Name ize Created

There are no items in this folder 4

My Options
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' Good thing this )
C only happens ]
once a year!

Time to
wrap
things up
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In your packet?

Board Report Playbook

Innovation at CU*Answers

How does CU"Answers foster innovation?

LI At st lang aen knum 52 3 Muruand thinking rompars whar
erninsages vt s s st 12 topr e 2t B e

PR s
iy 23 e thai Cwn eI Taen Wi the groeeh of CLI"Ansen
s Bt i crstaboramion sncrxarages creckt ko 10 mork wisk wach oxhar o 3
e et of wpeyere e et = 5 1
e

Comtimal e borrr, e g wings
T re— £
e L A uppaes e i ey oo

CU‘ANSWERS

Be an Innovater YT ——— ‘

e 2 Insecna b 8 grasseroey
ot sncourngs incrvased
gl parSCpEon in
mpiemantng ot e o
B
Inearvster recvererd brgan st
e urmatror of e bra
Pamaarting kances Fumes
vsiapmars e 3
et 1 heig ampizymes e
[ ——
e L gt e sbes e
e

Get on Board VPN and
Say Hello 1o a Lower Month

Datashest -
and Faster CU*BASE Performance”

ZEXCOTD. | i seies

ZEXCOTD. | %k sevees
o ?é‘)‘
~ ZixMaif® et process 1 g s ronchas o

Make the switch from your MPLS phone line
| bntermet cormecson and get

cenrecton 1o
mars far

Datasheet 3
* Lower momh\- fee jmoeee 4

S . §20%

e
- . fertoe 21 g e ey v
ZIXCOrp |*N=mms«vim pamshest o [
)
L ] S - i sy g
— . oyt BT

e ZixGateway® o, g

— _ g gt 3 We wish you were using CU*Answers online.

Foiin fces m=sstyour aredit card processing, but we understand

: 4:‘ that s nat possible for every credit union.
= G . "

Improve your member’s experience with
Single Sign On (S50 links to FIS or PSCU.

-
eangs |
L - This pass through feature allows members
S 4S50 f e et DGt Sh pass aws
gt n;ﬁnmﬁ.ﬁbmmmmmmmm to view basic information about their
« Gaine - PSCU or FIS credit card accounts in Its Me
= hora 30 B Cro Gan iyt B, bk o “"“WWM“"MWWWW 247 Online Banking and use a link in the
account detail screen to jump directly to
e 115, Pt the PSCU or FIS website without having to
| f— Autemsad oy Management authenticate a second time. This

msmmiEmETEL | PR smimRa Two weeks from now when you

and it by roddrg conc sz ke among Al e

e gt 2

| : e e = unpack, remember to take these

o e ey

5100 per month maintenance fee

S o, ORI to your office and pour over them
- for 2014 business plan
ideas...there’s value here
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| really appreciate everyone’s
enthusiasm about trying a new
location and more relaxed
format

Thanks to everyone who visited
our offices yesterday - | hope
you were enthused about
everything you saw

By the way, | never did explain
this fancy new gizmo, did I?

A prototype for a new future for
our network...more to come!




Tonight’s Stockholders Meeting

»

The Construction and
Evolution of a Network

® Owners, see you in the “pre-function

. area (a.k.a. out in the hall) at 6:30 for ;
COthaiIS Pu 47‘{ M Driving the Vision for New Markets
) ) { C.\UANSWERS
B Join us for dinner back here at 7:00 "

© Meet your Board

0 This year’s election has 4 candidates

for 2 slots — we need your votes!
' Sounds good, as

® Come hear what Bob has to say about Q long as Randy

our numbers, 2012 and year-end 2013 doeslr(‘):];a'k too

@ ...and one more job site to visit




Tomorrow’s Golf Outing

™ Thank goodness for GPS, but if you want an old-fashioned map, we
: have those, too

1 Breakfast is at 8:30a

Golf Outing |
@ Shotgun start at 9:30a //////A = = SN

v = T T

® Dinner and awards start ~2:30p

Saskatoon Golf Course
9032 92nd St SE
Alto; MI 48302

Directiona: i
JW Marriott to Saskatoon Gof Gourss
...... o

Restaurant Guide 5

nrning. Usa your
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Dcou
R L %%w =
Reaans e o]
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. e e ca)
1 bupad gL
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Copies are available in

LEADERSHIP rmiceeim: | 3 | f . .
' the registration area

CONFERENCE ~"iizimom™ [ 1
; 2013 s

- 0O
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173



Pass It On...

& As always, all

materials related to O =T
this week’s events i il
will be posted on SClham

our website

) ) . Golf Registration for Vendors
ltfe/ is a Coralauclion Zone

ACCOMMODATIONS REGISTRATION VENDOR EXHIBITS

Leadership Week Events

Join us for several days of special events surrounding our annual CU*BASE Leadership Conference. Designed for CEOs and senior credit union
leaders from all CU*BASE clients, Wednesday's Leadership Conference provides a unique opportunity to get together with your peers and hear
CU*Answers' vision for our partnership during the coming year.

http://lc2013.cuanswers.com

iz time together!

\an Friday; June 7, 2013.

Check out the "CU*Answers Construction 2012-2013" project and tour the new office 9:00am - 10:00am




A big
THANK YOU
to my
construction
crew...




CU"ANSWERS

CONFERENCE




