CUANSWERS

A Day of Mentoring and
Coaching around
Using CU*BASE Tools

0
CEO Sirafegies



What is CEO School?

WE ARE ALL COOPERATIVE BUSINESS DESIGNERS

Why has CEO School become a tradition at CU*Answers?

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

M CEOs need to develop networks where they can coach and mentor each
other from the unique position of being a CEO

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

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




CEO School speaks to the essence of
why credit unions own CU*Answers: so
that their voice is heard, their ideas are
worked on, and their priorities are
considered as part of everything this
CUSO tries to accomplish

Customer Owner
:
Agenda = Agenda
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Confirming Grasp in a Challenging World

ARE YOU READY TO COMPETE IN A SELF-SERVICE DATABASE WORLD?

As CEOs, we know that the requirements of our job and the expectations
of the teams and our employers are changing dramatically with each new
gadget that comes onto the market

= |It’s a database world, it’s a search engine world, it is the day of the presentation, live
and in color

= No longer can we rely on others to give us information, press the buttons for us, or type
up black-and-white Word documents to carry our message

M Understanding where and how to look for current information is trumping
experience — in today’s world, you need both

B Can your stakeholders testify to your grasp of today’s credit union
database and what it means to success?

CEOs cannot afford to assume that past
talents will ensure their future careers
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TobAY’s AGENDA

Actionable
Analytical
Approach 3.0

Are we ready to build
factories to manufacture
opportunity?

Do we understand what we
have versus what we need?

the Edge of Your
Cooperative

Every business designer is
challenged by what data to
reveal to the world and what
to hold secret.

It all starts with the structure
of your data, and your design
to interact with it

Retooling for the
Next Decade at
CUs & Our CUSO

Are we building the
right assembly lines
for our future?

How do we delineate between
one more development task
and a decade of
development success?
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ACTIONABLE ANALYTICAL APPROACH 3.0

ARE WE READY TO BUILD FACTORIES TO
MANUFACTURE OPPORTUNITY?

DO WE UNDERSTAND WHAT WE HAVE
VERSUS WHAT WE NEED?



A.A.A. 1.0: A Rating for.CU Management

A quick refresher

Actionable

O Analysis with an expected outcome: I will act

= Before you ask for data, before you read a report, before you hear a proposal for action,
you already anticipate doing something

= Data is not just noise to you

Analytical

[0 The ability to analyze: A budgeted commitment

= You’'ve prioritized analysis, put some of your best thinkers on the project, budgeted time
and cash to the project, and you’re determined to get an ROl on the data work you do

Approach

0 A manner in which a problem is solved: A plan

= You’'ve made a commitment to yourself and your Board that this is a management priority
and approach

= You've sold it as one of your talents



A.A.A. 1.0: A Rating for.CU Management

A quick refresher

Actionable

You’re here to commit
to action by knowing
what is possible

O Analysis with an expected outcome: I will act

= Before you ask for data, before you read a report, before
you already anticipate doing something

= Data is not just noise to you

Analytical

How could CU*Answers

build a collaborative <

investment for analysis?

[0 The ability to analyze: A budgeted commitment

= You’ve prioritized analysis, put some of your best thinkers on the p
and cash to the project, and you’re determined to get an ROl on

Approach
O A manner in which a problem is solved: A plan Why we're all here: to

" You've made a commitment to yourself and your Board tha share and exchange plans
and approach in the hope that a group of
PP thinkers is better than one

= You've sold it as one of your talents




A.A.A. 1.0: A Rating forCU Management

A quick refresher

How many of you have committed
to this approach, in writing?

If you haven’t vested your organization in this
d CU*Answers
process, how do you plan to evolve your arative <
earnings from data in the future? is?
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Approach
. . - %
O A manner in whig_aproble ved: A wiy TR here: to
" You've made a commitment to fand your By, [tha share and exchange plans

in the hope that a group of

and approach thinkers is better than one

= You've sold it as one of your tale




A.A.A. 1.0: A Rating for CU Management

A quick refresher
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Commit to a database/
dashboard and a process
to repeat over and over

Budget the time, money,
and resources to be
accountable to and track
with a year-end report

Write a plan that outlines
the who, when, and what
for each dept. that will get
involved; task yourself
with presenting these
plans next year



Helping with the plan

Process vision embedded in help
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0 The “Building the Factory”
documents help you
complete the ASAP process
with each CU*BASE
dashboard

= Ask a targeted question

= See the potential
members to contact

= Act on the potential with
intent: the message with
the method

= Profit (you’re on your own
here)
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30 volumes and counting...
watch for links in online help
and a new web page soon!




A.A.A. 1.0: A Rating for.CU Management

Continuing to develop presentation skillS%

0 Where are you on the evolution of data presentation in your operation?

= We've gone from print, to on-screen presentation, to delivering PDFs...and today
we’re discussing web presentations

= Are you maximizing all of your options? With your staff? With your senior team?

Can you move data directly to your board
and the everyday customer-owner?

ppppp

Open/Closed Memberships |

Propesnd o A 14 810

PDF Who at your credit union has a graphical eye
that could add to the development effort
focused on presenting data to win?




Another tool to get a better return'on gathering data

Report/Query Scheduler S,

-

File Edit Tools Help

Loan Delinquency Analysis Report

0 Can you verify that you
have upped your game
in the last 12 months?

0 We’re working on even
more options here...is
your team part of this
effort for efficiency?
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Why We Gather Data

Is it by plan, or just the result of your teamSioe

0 To comply with archival regulations and best practices

0 To validate and affirm the results of our efforts
= To present to examiners and Board members and create a corporate record
= To present to management and use in performance analysis (staff)
= To comply with third-party obligations such as the 5300

0 To analyze and calculate adjustments to our plans and futures
= Know our member and make adjustments to keep their attention
= Know our operations and make adjustments to build an effective factory
= Know our identity and validate the response to who you think you are
= Know our plan through verifying the hypothesis and the hopeful outcome

When was the last time you really challenged
your ROl on these activities and your
effectiveness around crafting designs and
Acting on Data (multiply the events) planning data-related tactics?

Gathering Data (reduce $ cost)

Analyzing Data (increase time)

14



Why We Gather Data

Is it by’ Nlan, or just the result of you temyﬁ
0 To comply |!

O To validate ant As the CEO of CU*Answers and the Chairman of
= To preser eDOC Innovations, I've never had a CU ask me
how to gather less data

- Most of you can’t wait to gather more, store

0 To anal more, and move ahead at a faster pace for
everything — including spending more money

= Know ou
= Know.r Is that our plan, or just the fallout of our daily
s Kp activities?

you are —
| outcome

really challenged
ctivities and your

Gathering Data

Analyzing Data

Acting on Data

15




A.A.A. 2.0: Thinking Bigger:

Putting insiders and outsiders on equal TOOHINE
Do the math:
A cooperative with 5,000 participants

All participants

One formula to consider when looking at —
- . 5,000
how to design a cooperative:

You (the designer) want as many —
participants in your cooperative "
(customers) as possible

1 Of those unlimited customers, you
work to make at least 60% of them |
identify themselves as owners . |

Active owners Yy /

0 Of those people who call themselves \ 1,000/ /
owners, you work even harder to T —
make a third of them active, to yield
a 20% active owner base among all Whatever formula you use, you need one
participants It sets targets, helps you prioritize

the plans, and balances your investment:
Get a plan and make sure everyone knows it
16



A.A.A. 3.0: Redefining Analysis

Is it time to declare Query dead?

Analyzing Data

(increase time)
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Acting on Data

(multiply the events)

Assume you already have the data
ready to analyze; no more hunting
and pecking

Start with data that is gathered,
organized, and with level-1 analytics
already presented

Use Member Connect to
communicate almost instantly; make
fast-to-market adjustments



Gathering Data

A foundation that is built and ready to evolVe:

64 dashboards and counting...here are some of my favorites:

Dashboard Purpose of Dashboard

EFT Portfolio Dashboard

Credit Report Data Mining

Loan Portfolio
Concentration Risk

New/Closed Membership
Dashboard

Targeted Tiered Score
Analysis

Account Retention by Year
Opened

Where Your Members
Shop
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Analyze your credit card data for active and inactive credit cards.
Then drill down further to see trends for selected members

Analyze your member’s credit score data (by all credit scores and
most recent score).

Analyze risk across your entire loan portfolio — do you have the right
number of eggs, in the right baskets?

Analyze your memberships in over 50 different ways to use as a
springboard to evaluate credit union policy

View a side-by-side comparison of how a selected group of members
score in Tiered Services versus your general membership

View account retention data by the year
the account way opened

Analyze where your members spend their
money, by transaction description and
retailer name




Analyzing Data

Answers ready to be linked to what’s ne‘

m!a« Tools Hep
Open-Closed Membership Analysis
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Open-Closed Membership Analysis
From den 01, 294 = Bt 22, J0I4 Surs  Opeved Gwwsder Bty
Frnplones ALY Enplogees Timnh ALY Rronstes Rrcoods soakyied
i B g LI na EN LLIL B
adin et bk ing “ e Ame we |
o “ " e wa
Coatatwmnt wnrol st 1,00 “wa 2,710 ETR |
£-net loes eovol inent " " 40 “ws
BULL Pag enrol Lmt = LR 1m0 v |
wsers vith small slaress .62 w.a LA Jas
Rorers WiTh 3 Checking accou LEr ey 2 |
Mevtern with ATH selor debill cards UL LA 1,404 w.a
Cragit tnten nacket Ing - tn .0 LS} L |
Third-party narketing sot-in o w.a “ L
g - 2 w4 2,000 s |
-]

o e N oy A B A e s A DTN
s on 5 CU*BASE GOLD - CU*ANSWERS TEST CREDIT UNION (CU)

File Edit Tools Help
Balance Comparison Analysis

Corp ID o o ~ ALL 6L Accounts With every dashboard, there
. e needs to be a deep dive with
o mionthe o 8 5 22 the intent to match an answer
::?::.:.ze l94,05|.6: m.nz.n: zza_nss.z; 151.943.5; with SOmething to do
Low balance 13,094,204, 76 16,623,019.00 1B, 246, 66083 13,094,284.76
High balance 16,674,578.15 18,593,449 40 19,364,413.67 19, 384,413.67 Ana|y5is |eads to the next Step —
Avarago Monthly Balance are you Sti” |OOking for the
a1 14, 157, 640, 66 16,760, 837.97 16,468,549, 60 16, 462,342.74
a2 14,211,026, 62 17,104,975.23 19,241, 50131 16,856, 834.4b data instead of ta k|ng steps
Q3 15,509, 064,52 17,850,969, 48 16,720,017.00
Qs 16,431,135.08 10, 303,901.12 17,367,550.10 towardS the future?
¥ maonths displayed 12 12 b 30

Average monthly balance 15,098, 716.77 17,505,199.95 18,858,525.46 16,6813,266.18




Analyzing Data

Answers ready to be linked to what’s nexti

Account Composition
= An analytical tool to understand what

accounts this crowd has with you
= Prepares the analyst to talk to the crowd

e R

s i ' Account composition
Membership traits
 Credit history tromds

' Tiered Service analysis

2T 2 P 7 E ,
-—

Credit History Trends

= An analytical tool to better
understand the creditworthiness
of this crowd

= Prepares the analyst to talk to the

crowd J)

= An analytical tool to understand what
membership traits has in common
= Prepares the analyst to talk to the crowd

Membership Traits

v

(!
Tiered Service Analysis
= An analytical tool to show the
relationships and penetration you
have with this crowd

= Prepares the analyst to talk to the
crowd

20




Analyzing Data

Answers ready to be linked to what’s nextis

Account Composition h e

= 10 analysis screens Membership Traits
= 23 tables with answers about membership = 5 analysis screens

traits, and 14 graphs = 17 tables with answers about
= PDF, Excel and comma-delimited downloads membership traits, and 17 graphs

, ‘ = PDF, Excel and comma-delimited
DG ey v Tiered Service

downloads
‘ ’ Analysis
. | = 6 analysis screens
" ‘ ; L [T 8 P T P @ = 44 analyzed products and

iy services
= PDF, Excel and comma-
delimited downloads

w v

View commtabonds in ' Account composition

Credit History Trends

= Delivers a list of members with credit scores
= 1 analysis screen with 5 tables and additional
drill-downs And soon, you won’t even need to use a

= PDF, Excel and comma-delimited downloads dashboard — create a file with account
—— — . B bases and look at their common bonds

21




Are your insiders ready.to experience the perspective of

being on the outside?

O Itis not intuitive to me
that people who act one
way can be effective at
aggressively teaching
othersto actina
different way

0 How do you encourage
your sales teams to live
it, not just talk it?

Walking In The Members® Shoes

22

Welcome to Walking in the Members' Shoe
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Session 0 CLVBASE GOLD - Targeted Tiered Score Analysss for 10/2014 Coming in the e

Targeted Tiored Score

Branch P8 subacted 14.3 release
Mambar designation Y 000  sefocted
Gender Maje Fomale AN n eXt wee k !

Age range 800 w 008 (blank for sll)
Credit scoce range 0080 to 0008 (blank for all)

EETTinG Mem Gl »
Membeariemployes type 000 snlectod
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; Session 0 CU*BASE GOLD - ABC CREDIT UNION

File Edit Tools Help

Targeted Tiered Scoring Analysis

GOAL 4: ANALYZING MEMBER SELF-SERVICE PRODUCTS Drill down detail only availal

7
1.4

I T N T N N

Ey atm 143 56.7 10,350 32.1
EJ checking/Debit 148 55.6 9,772 30.3
EY credit card 165  65.5 8,515  26.4
[E Active Audio Respnse 15 6.0 852 2.6

E Active Online Bankng 210 83.3 12,371 36.4 1.7
E E-Stmt Enrolled 205 61.3 13,200 40.9
E Bill Pay Enrolled g5 33.7 2,633 6.2 3.2
g Valid e-Mail Address 227 90.1 20,709 b6d4.2
E E-Notice Enrolled 93 36.9 4,133 12.8
[E] E-Alert Enrolled 19 7.5 834 2.6
[E} mobile Text Banking 29 11.5 471 1.5
E Wrong Address 585 1.8
E CU Marketing Opt-in 244 96.8 30,109 93.4 .8
E Third Party Mkt Opt 241 95.6 30,043 93.2 .8

[ = T FE=4s] 3 1 13 340 - T 1 7




Balancing insider member: sensitivity and the analytical

need to know who does whats
-. mrmm

MNMGMT #22 Where Your Members Shop

ﬁle‘ Edn 1-'oolvs”Help'
| Where Your Members Shop Withdrawals

0 Also coming next
week: Where Your

Data selection: |V Crodit card ¥ Debitcard [VIATM [V]ACH Merchants 53,900
Jusng to name starting with The average transaction amount is $119,
Search for; Name coatalning

Members Shop — =
enhancements i T— “ T ""“‘
0 Removes where i :
insiders shop :
(excludes all members o o Coming in the
with employee type & 14.3 release 4%
code > 0) oidex @Eipot o tinp oCommonflonds @ Exchude Yerch Anext week!

¥
Swrmmary

€2TnEFLG 2@

This new approach will take some time to spread through other dashboards...

Can you prioritize your top 5 dashboards that need to mask insider data?
23



Speaking of'insiders...many.like to

get paid when they act

Coming in the 15.0 release (April 2015):
0 Enhancements to Cross Sales Analysis Report

New optional “Incentive Amount” to tally amounts per employee, based on
memo type and task

Report Scheduler functionality: save and retrieve settings, run automatically
every month

Run quickly for all employees under a single branch, with sub-totals by both
employee and branch

0 New Cross Sales Analysis Dashboard

24

Similar to the report except simplified to look for
tasks with certain conversations (Memo Type)

Allows for what-if calculations of incentive amounts
based on memo type, need group and task

Let’s take a sneak peek...




INFORMATION

CEO DASHBOARDS

UNDERSTANDING THE POTENTIAL OF OUR DATA
AND OUR OPPORTUNITIES TO MAKE DATA A
SPECIAL FOCUS IN OUR BUSINESS PLANS



CEO Dashboards

A Novelty That Has Become an Expectation

0 Our standard for CU*BASE dashboards:

1. Select a group of records with something in common to analyze (loan apps
processed between Oct 1 & 31, members who joined the CU last year, checking
accounts opened last month, etc.)

2. The user is presented with a series of options to work with each of these
records, one at a time (approve the app, send TIS disclosures, order a debit
card, etc.)

3. The user is presented with a set of analyses that take the selected records and
show as many pertinent facts as possible about that batch (# of apps pending, #
of members who joined by age or gender, checking accounts opened by a
specific employee, etc.)
0 Step 1is like a report, Step 3 is like the totals or summary section on a
report, but Step 2 creates a unique palette of opportunity to work and
analyze at the same time

Is this gaining traction in your shop?
26



ashboards

hl3s Become an

A.A.A. Moment

[0 Our standa

Embedded in these dashboards

: " . “Cking
is the ability to go active, right now, every
time...and all you have to do is plan to do so
hese
Have you created a communication manager and 2bit
assigned them regular dashboard activities to
ensure a low-cost reach-out to your members? S* -
f apps pending, #
File name || - N ened by a
Option () Online banking and/or email message
© Mailing labels
O B  the summa bnona
Je pale yportunity te.  'rk and

Exclude members flagged for 3rd-party marketing opt out
Exclude members flagged for CU contact opt out

Is this gaining traction in your shop?
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Moving from marketing tools to teaching a new

discipline for credit unions

0 As we look at the future, we need to move from the development and
education on a few tools (dashboards) to referring to all of this as a new
discipline that credit unions need to include in their core competencies

= Understanding the data structure of their available information that can lead to
success with members

= Becoming adept at data mining this data via CU*BASE presentation strategies
that can lead to completing the ASAP process

= Drilling down into member opportunity via CU*BASE tools, instead of hunting
and pecking through raw data — speed to insight

= Staffing this effort directly at the CU — or collectively within the CUSO — a new
job description for the future must emerge for this to be a core competency

In 2015, CU*Answers marketing and development leaders will repackage
all of this to change the focus from a few neat things a CU*BASE user
can do, to a skill that highlights our credit unions’ capabilities

28



One Stop Shopping for Management Tools

[Eile Edit Jools flep .|

Management Processing/Active Beta Tests Search for FHEEEEE———

3 . o = | My Menus

Processing/Forecasting Tools "Active Beta" - Tests in Process

file Edit Jools Help ACHipayrol praconing || 1 ® CUBASE Employee Security 16 = Patronage Comparison
M t T I ::“"‘ﬁ;?r“"““’"‘ i 2 = Member Rate Maintenance 17 = Credit Report Data Mining
ick Office
a n a g e m e n oo s Check Processing 3 = Diviint Base Rate Forecasting 18 = Credit Score History Dshbrd
I Sl 4 = Diviint Split Rate Forecasting 19 = EFTPortfolio Dashboard
3 onus
y x TOOIS fof CU Leaders g;?::l 5 = Certificate Repricing Forecast 20 = Loan Risk Score Analysis
5300 Call R’Wﬂ Tools < i 6 = Tiered Services Forecast 21 = Rate Analysis Across the Network
1 Mgmt Processing & Active Beta
Acmmﬂ P'm = * g 9 22 3+ Where Your Members Shop
Avditing Functions 2 % MgmtAnalysis Dashboards 23 = Where Your Members Borrow
- = " | 24 % Targeted Tiered Score Analy
Chack Processing 3 % "Know Your Member™ Analysis ed) |
Acct Adjustment (Full) | =
Check/ATM Processing Add Club Members W "
Collection Processing 4 % Teller & Cash Activity Analysis e Active Beta Feedback & Info
Calc Number of Days 13 © Exeq oy . . oooeeessseseeseeeeeeeelSSS S = 3
Configuration Functions 6 % Learn from a Peer Calculate Check Digit . o —
CUPBASE Main Meay hange s ouwns | 14 % 99 e e Toos bep
Marketing Tool nalysi Close Memberships/Accts 15 = Wh 5 ‘
CU’BASE Report Bullder 1 8 % Marketing Tools & Analysis Collatoral - INF Lookup ; "Know Your Member" Analysis Tools Search for  EEEE——
CUBASE Raport Bullder 2 ~ EdlieioEEEacesal

7 % NCUA 5300 Call Report Tools

Menu option [l

My Menus

Transaction Analysis Tools

Miscellaneous Analysis

Q In
“\ Phone

€3MnEri?e

5300 Call Report Tools *

8 % Auditing Functions Shorcut I @

9 % "Know Your Vendors™ Configs

My Shorncus ACH/Payroll Processing 1 = Channel Activity by Mbr Age Grp 16 = Member Demographics
Auditing Functions 2 = Trans Count by Delivery Channel 17 =
Back Office

» Trans Activity by Branch 18 =

Money Movement Analysis
Account Maintenance =
Products & Services Per Member

3

Acct Adjustment {Codad) Check racessing

5 Check/ATM Processit . .
Acct Adjustment {Full) = 10 * Data Mlmng Tools cc;zm.o" pr;wsi:;g 4 = Member Trans Labels Analysis 19 = Member Retention by Age Group

Configuration Functions § % Where Your Members Shop 20 = Member Retention by Year Opened

Add Civb Members 11 % Review Key CU Configurations SULBASE Malo Mooy i
ATM Check w Calc CU'BASE Report Builder 1 6 % Where Your Members Borrow 21 = Account Retention by Age Group
Calc Number of Days 12 % Enterprise Risk Management (ERM) CU'BASE ReportBuilder2 ~} 7 & \here Your Members Branch 22 = Account Retention by Year Opened
Calculate Check Dight My Shortcuts 8 = Relationship Analysis

13 % Budgeting Tools

Account Maintenance 4
Acct Adjustment (Coded)
Acct Adij 3

Change Printer Outgueus
Close Membershipsi/Accts
Collateral - VINg Lookup
Collection Processing

Menu option [l '3_‘

N Menus
_— —
ﬁ Phone Op«

Related Configurations
Is 26 = Config. Transaction Labels
@@ﬂ g Acct Activity
y Delivery Channel
ts--by HH or by Mbr

N
N
N,

= Session 0 CU*BASE GOLD Edition - ABC CREDIT UNION
N\ File Edit Tools Help

‘ % Budgeting Tools
-

27 = Config. Delivery Channels/Costs
28 = Config. Activity Branch Calc
29 = Config. Teller Benchmarks/Goals
30 % CU Management Functions

MNMGMA  FR 4

Search for I

Budget Prep Tools

Diviint Base Rate Forecasting

Budget Creation/Maint. Tools
17 = Work With CU Budget
18 ® Budget Groups in Chart of Accts

Shortout

“all Report Tools
\yroll Processing

* Functions

€EIrnEFiza .

Processing
>rocessing
Configuration Functions
CU*BASE Main Menu
CU*BASE Report Builder 1
CU*BASE Report Builder 2 ~

Div/Int Split Rate Forecasting

Certificate Repricing Forecast

Journal History Inquiry

Trial Balance GIL Verification

Loan/Share Trial Bal. Review

View GL Acct Average Balance Budget Analysis Tools
24 ® Print Budget on Financial Stmt
25 = View Budget on Financial Stmt

26 ® Variance Analysis

@ N D o R oW N =
-

My Shortcuts 3-Yr GL Acct Balance Comparison

Account Maintenance
Acet Adjustment (Coded)
Acet Adjustment (Full)

Add Club Members

ATM Check Digit Calc

Calc Number of Days
Calculate Check Digit
Change Printer Outqueue
Close Memberships/Accts
Collateral - VINZ Lookup
Collection Processing  ~
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New Menu: Budgeting Tools

= Session 0 CU*BASE GOLD Edition - ABC CREDIT UNION B o] @ |
File Edit Tools Help

Budgeting Tools Search for I

Budget Prep Tools Budget Creation/Maint. Tools
5300 Call Report Tools . . .
ACHIPayroll Processing 1 = Divilnt Base Rate Forecasting m 17 = Work With CU Budget

Auditing Functions Divi/int Split Rate Forecastin - 18 » Budget Groups in Chart of Accts
Back Office P g w g P

Check Processing Certificate Repricing Forecast
Check/ATM Processing
Collection Processing

Configuration Functions Trial Balance G/L Verification

CU*BASE Main Menu . .
CU"BASE Report Builder 1 Loan/Share Trial Bal. Review

CU*BASE Report Builder 2 ~

Journal History Inquiry

View GL Acct Average Balance Budget Analysis Tools
My Shortcuts 3-Yr GL Acct Balance Comparison 24 » Print Budget on Financial Stmt

Account Maintenance i 25 = View Budget on Financial Stmt
Acct Adjustment (Coded)

Acct Adjustment (Full) H m 26 » Variance Analysis

Add Club Members

ATM Check Digit Calc
Calc Number of Days
Calculate Check Digit
Change Printer Outqueue
Close Memberships/Accts
Collateral - VIN# Lookup
Collection Processing

Menu option [l & Inquiry X Custom Menu oan Quoter f= Main Menu
Shortcut € 3 ’ : 4 ’
"\ Phone Operator | W Preferences Yo Rate Inquiry XK Signoff

€M 8 LG ?2 @ MNBUDG  FR [358) 102714
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Enhancing a process, along with the vision
for a new kind of analytics

MNBUDG #8: 3-Yr GL Acct
Balance Comparison

Corp 1D
Type
Budget group 25 Y
G/l accoumt

Location

o1
9 Assar Expense Income Liabiliry Year|
[specity or blank-all) Yaar
E3 (spociy or t=alt) Yoarfl

B [spacily or D=all)

31

File Edit Tools Help
Balance Comparisons

In the 14.3
release next

File Edit Tools Help
Balance Comparison Analysis

Corp 1D ol
Budget Geoup 35 MEV AUTO LOANS

Low balance
High balance

13,094,204.76
b, bid, 578,18

Avarage Bonthly Balance

a1 14,157, 640,08
az 14,217,026 .82
a3 15,509, 064.52
a4 16,421,13%.08
# months disployed 12

Avaraga monthly haiance 15,000, 716.77

¥ months up 9 o 5
¥ monthy down 3 L 1
Avarage changa 194,051 .62 1, 742.02 228,155.22

16,623,019.00
18,593,449 48

16, 100, 83797
17,104,575.23
17,850,909, 48
10,302,901.12

17,505, 190.95

* = ,\:s: '. ST mo-a,ilri Ay \"B.t‘“ u AL AR -m

Corp ID m
Budget Group I5 NEV AUTOD LOANS ALL Branches
oty 2013 2014
Beginning balance: 14,345,950, 74 10,674,570.1% 18,01%,4852.30
Moath Change Balonce Balance Change . Balance
Jon 3%, 407,36 14,381,360, 10 Z10,719.29 10,005,297, 44 419,036, 90 T8,495,310.20 |
Feb 246,428, 67~ 14,124,937, 42 11,099.97- 16,774,197 .47 186,638, 45 18,246,680, 63
Mar 178,318.99- 13,956,610, 44 158, 178,47 16,623,019,00 476, 967,87 18,723,648.70
npr 62,333.60- 13,094,204, 76 263,121.00 16,006, 140,63 33%,994.31 19,059,643, 01
e 213,568, 13 14,107,853.49 2,260,713 16, 058, 409 . 41 241,004, 25 19,301,447.26
Jun 541,008,73 14,646,942, 22 651,966.20 17,548,375.6) 82,066, 41 19, 384,413, 67
Jul 618,869.70 15,267,811.92 INE, 49204 17,721 ,867.65 .60 19,304, 413.67
g are,267.03 15,087,010.95 39,020.57 17,761,696.22 .00 19,304, 413.067
Sep 125,343, 74 15,812,362, 69 307,048 .3% 16,069,344 .51 00 19,384, 413,07
et 273,815,174 16,086,176, 43 524,104,091 18,593,449 48 00 19,564,412, 67
Mow 446,470.23 16,532, 64066 200, 437.0%- 10,303,011.49 .88 19,384, 413,67
Dec 141,929.49 16,0674,576.15 Z07,529.11- 10,815, 402.30 .08 19,304, 413,07
2,328,819, 41 16,b74, 578,15 1,340,904,23 16,015,462 98 1,368,931.24 19,304,413, 67
Annunt growsh 15,2 % 8.0 % 7.5 %
s (o)

ALl (L Accounts

ALL Branctwes

18,245,0080.03
19,304, 413,67

18,460,549, 60
19,248,501 .31

12 B
19,050,525 .46

22
8

167,948 .50
13,094,204, 76
19,384,413, 67

16,482,342, 74
16,056,834, 46
16,720,617.00
17,367,550.10

30
16,013,268, 10

This project is the
ultimate in “active
beta” development




Enhancing a process, along with the vision
for a new kind of analytics

MNBUDG #26:
Variance Analysis

In the 14.3
release next

4 Sessin

Session § CUSASE GOLD - FILTERS'

G ype (T

Actusd pociod Jan 7013 [F MYYYY] 10 Dec 2013
Dodgel peciod  Ja 2013 [5] IMMYYYY] 10 Dee 2003
§ Varlance >+

 Verlance >~ b

Jump to (A pec

Budgmt gromg 0 winctod
G mcoum o winziwd
Beunch 0 wmluctid

Groop description contaies

AcCount Sescription comans

5 pavvYYY)

File Edit Tools Help

File Edit Tools Help

oL v
ALL Locat jons

Corp 1D
Location

% Session 3 CU*BASE GOLD - CU*ANSWERS TEST CREDIT UNION (CU)

Budget Group Change by Month

Budget group

GL sccoum

01 INCOME FROM LDANS
ALl GL Accounts

View Income Types

E‘ Copid @ # records shown 19 Filters In effect: Met Income ALl Groups - Met Income
Jan.Dec 1 2013 JanDec / 2013

_Geoup Doscription Actwal _ Budget _ Verionce. _ .
= ]3.2_&;!!:!}- G . .w‘_

INVESTMENT INCOME 3049,304.87- ﬂ},‘l!.lﬂl-i 380,108,%3 43.70-

OFHER TRCOME 1,026,816, 79 0,908,732.76 120, 084,03 1.74 X

Subtotal:  Incone 20,636,815,00- 20.231,485.”-1 401,328,21 - 1.968 %

SALARIES 4,860, 949.90 4,963,263.00 182,313.02- 2.06-Y%

EMPLOYEE BEMEFITS 2,3T0,010.07 2,399,909.58 21,371.49- L 09-%

BOARD AND STAFF EXPENSES o, 190,57 230,129 .64 26,660,931 12,45 %

ASSOCTATION DUES 16,285.27 28, .88 3,916.61- 19.39-%

'DFFICE DCCUPRMCY 972,712.03 1,021,640.52 40,928.49- 4.79-%

CEFICE DPERATIONS 2,126,049 42 2,005, 420,72 | 41,428. 10 1.99 %

EDUCAT IOMAL  FHD PROMOT TONAL 313,782.04 337,097.04 23,315,00 6.92-%

LOAN SERVICING FEES 666, 030,21 681,133.00 | 13,103,59- 1.92-%
PROFESSIONAL AND OUTSIDE SERVICES 455, 703.56 444 ,656.52 11,047.04 2.48 %
HISCELLAMEDUS EXPENSES 651,135.31 %10,443 .49 l 80,591 .91 14,15 %

PROVISION FOR LOAN LOSSES 780,973, 00 1,723,999.92 943,026 ,92 64, 70-%

,LIIN INTEREST EXPENSE 55,383.10 1,999.96 | 3,383.22 .51 %

DIVIDEMD EXPENSE 549,575,601 534,692.52 14,002.49 2.70 3
|m—mmum EXPENSES 203,258 U0 JB00. -i bey, 118,00 145, 59-%

| Subtotal:  Expense 14,292,045, 73 14,618,808 48 326,762, 75~ 2.24-%

8 Dot 1o Accowut 2 View by Munth 2 *
5,618,670.490- 120,080,906 1n,ar

32

Working
2015 Bue 2014 Budpet 2014 Actunl 2014 Actuni Percent 2014 Budpet Percent
1.&51 i PN E PR 1 kR A Tee s
1,033,972.98- .o 1, 086,270,54- 52,297.56 4.01- 1,033,972.08-
1,144,755.02~ .0g [,190,072.43- 53,916,801 4.50- 1,144, 75% .02~
1,107,828, 28- .00 1,186,723, 92- 0,695, 64 b. 65 1,107,828, 28~
1,144,755 .02 .00 1,231,48%,01 - 86,730, 19 7.04- 1,144,755,82-
1,107,828.28- .06 494,451 .95- 613.376.30-|  124.05 1,107,828.20- Th . t th
1,144,755 02~ N .00 §,144,75%.02- 1,144,755 82~
1,144,755, 62 00 00 1,144,755.82- 1,144,755, 82 IS prOJeC IS €
114, 758 02 on o | 4144l 7en e 1144, 705 52 i in “acti
1,107,820.28- L0o .00 1,107, 020, 26- 1,107,828.28- U|t|mate|n active
1.164,755.82- .00 .00 1,144,755, 82- 1,144,755.82- )

Tatah 13,478,576.84- .00 6,379,957,71- 7,098,649.07-  111.26 13,478,576, 84- beta development




Budget Rewrite

0 To project the future, you have to be able to do a deep dive on the past

0 To model and make assumptions about the future, you have to understand
the trends that got you here

0 In 2015, CU*Answers will put a stake in the ground to be one of the best
systems on the market today in analyzing General Ledger activity and
correlating that to membership trends, in an effort to manufacture
opportunity in new ways

Let’s spend some time with the team that’s
working on getting us there...




Management Processing/Active Beta Tests Menu

File Edit Tools Help

Management Processing/Active Beta Tests Search for

Processing/Forecasting Tools "Active Beta" - Tests in Process
CU*BASE Employee Security m 16 = Patronage Comparison
Member Rate Maintenance 17 = Credit Report Data Mining
J Back Office
Check Processing Div/int Base Rate Forecasting m 18 = Credit Score History Dshbrd

Gl Diviint Split Rate Forecasting 19 = EFT Portfolio Dashboard
ollection Processing

Configuration Functions Certificate Repricing Forecast 20 = Loan Risk Score Analysis
CU*BASE Main Menu
CU*BASE Report Builder 1 Tiered Services Forecast 21 = Rate Analysis Across the Network

CUBASE Report Builder 2 ~ 22 %+ Where Your Members Shop

My Shortcuts 23 = Where Your Members Borrow

Account Maintenance  “ 24 % Targeted Tiered Score Analy

Acct Adjustment (Coded)
Acct Adjustment (Full)

Add Club Members -
ATM Check Digit Calc Active Beta Feedback & Info

Calc Number of Days 13 = Executive Study Group Feedback

Calculate Check Digit .
Change Printer Qutqueue 14 = Join the Beta Pool

Close Memberships/Accts 15 = What's Cooking in the Kitchen 30 %+ CU Management Functions
Collateral - VIN# Lookup

Collection Processing

5300 Call Report Tools
ACH/Payroll Processing
Auditing Functions

.

Menu option i
Shortcut B

MNMGMT  FR [358) 10021114




Management Analysis Dashboards Menu

35

:{' Session 0 CU*BASE GOLD Edition - ABC CREDIT UNION

File Edit Tools Help

Management Analysis Dashboards

5300 Call Report Tox
ACH/Payroll Procest
Auditing Functions

Back Office

Check Processing
Check/ATM Processing
Collection Processing
Configuration Functions
CU*BASE Main Menu
CU*BASE Report Builder 1
CU*BASE Report Builder 2 ~

My Shortcuts

Account Maintenance -

Acct Adjustment (Coded) |
Acct Adjustment (Full) U
Add Club Members

ATM Check Digit Calc

Calc Number of Days
Calculate Check Digit
Change Printer Outqueue
Close Memberships/Accts
Collateral - VIN# Lookup
Collection Processing

Menu option i
Shortcut B &

Bl L

Leadership Dashboards

1 = 5300 Call Report Ratios Dashbrd

2 % Patronage Comparison

3 = ARU/Online Banking Stats Dashbrd
4 = ATM Network/Terminal Activity

5 3+ Budget Review/Analysis

6 = Check Processing Stats Dashboa 21

7 = Collections Dashboard/Summary 22

8 = Contingent Liability Analysis 23
9 3+ Credit Report Data Mining 24
10 ¥+ Credit Score History Dshbrd 25
11 % EFT Portfolio Dashboard 26
12 = Fee Income/Waiver Dashboard 27
13 = Financial Statement Review 28

14 ® LoanApp Monthly Stats Comparisn 29

P o] S

Search for I

& Loan Concentration Risk by Mbr

®= Ln Portfolio Concentration Risk

& Loan Queue Activity Tracking

4 Loan Risk Score Analysis
Loan/Share Trial Bal. Review

& Membership Summary Comparison

o All Accounts Analysis Dashboard

& All Memberships Analysis Dshbrd

= NSF Statistics Dashboard

® Package Loans to be Sold

¥+ Rate Analysis Across the Network

s Targeted Tiered Score Analy

o Tiered Svcs Monthly Comparison

® Tran Activity Summary Comparison

& Trans Handling/Analysis Rules

"\k Phone Operator "%3 Rate Inquiry X Signoff

i ? @

MMNMGMD  FR [353] 10/24/14




5300 Call Report Tools

ACH/Payroll Processing

Auditing Functions
Back Office

| Check Processing

Check/ATM Processing

Collection Processin

.

Configuration Fun Enhanced!j

CU*BASE Main Menu
CU*BASE Report Builder 1
CU*BASE Report Builder 2 ~

My Shortcuts

Account Maintenance
Acct Adjustment (Coded) |
Acct Adjustment (Full)
Add Club Members

ATM Check Digit Calc
Calc Number of Days
Calculate Check Digit
Change Printer Qutqueue
Close Memberships/Accts
Collateral - VIN# Lookup
Collection Processing

Menu option [JJi]
Shortcut B

Transaction Analysis Tools

Channel Activity by Mbr Age Grp
Trans Count by Delivery Channel
Trans Activity by Branch
Member Trans Labels Analysis

5 ¥ Where Your Members Shop

6 ¥ Where Your Members Borrow

7 = Where Your Members Branch

8 = Relationship Analysis

Sampling Tools

11 = Sample Checking Acct Activity

12 = Sample Trans by Delivery Channel
13 = Household Stats--by HH or by Mbr

“Knowing Your Member” Analysis Tools Menu

Search for

Miscellaneous Analysis

16 = Member Demographics

17 = Money Movement Analysis

18 = Products & Services Per Member
19 = Member Retention by Age Group
20 Member Retention by Year Opened
21 Account Retention by Age Group
22 Account Retention by Year Opened

Related Configurations

26 = Config. Transaction Labels

27 = Config. Delivery Channels/Costs
28 = Config. Activity Branch Calc

29 = Config. Teller Benchmarks/Goals
30 %+ CU Management Functions

MNMGMA  FR (35




Teller & Cash Analysis Tools Menu

File Edit Tools Help

Teller & Cash Analysis Tools Search for

Teller Activity Analysis Tools Cash Analysis Tools
5300 Call Report Tools

ACH/Payroll Processing ’ 1 Teller Activity by Time of Day 16 = Cash Activity Analysis Inquiry

Auditing Functions
Back Office

Check Processing Teller Activity by Day of Month = Paper Bill Inventory Inquiry
Check/ATM Processing
Collection Processing
Configuration Functions Teller Activity Analysis Report Paper Bill Inventory Report

CU*BASE Main Menu . B
CU*BASE Report Builder 1 Shared Branch Activity Analysis

CU*BASE Report Builder 2 ~

Teller Activity by Day of Week #= Cash Inventory Summary Inquiry

Teller Activity by Trans Type #= Cash Inventory Summary Report

My Shortcuts

Account Maintenance &

Acct Adjustment (Coded) |
Acct Adjustment (Full) ’
Add Club Members T
ATM Check Digit Calc

Calc Number of Days Additional Menus
Calculate Check Digit
Change Printer Qutqueue
Close Memberships/Accts 29 % CU Management Functions
Collateral - VIN# Lookup
Collection Processing

e X Custom Ment
Shortcut B — x = . —
“\ Phone Operator % Rate Inquiry X Signoff

28 % Configure Analysis Tools

MNHTLA  FR (35 2114




Learn From a Peer Menu

File Edit Tools Help
Learn From a Peer Search for
View Peer CU Configurations Peer CU Aggregate Mbr Analysis

’ 1 Bill Pay Service Charges 16 = Tiered Services Peer Analysis

Cashed Check Fees

5300 Call Report Tools
ACH/Payroll Processing
Auditing Functions

Back Office

Check Processing
Check/ATM Processing
Collection Processing
Configuration Functions
CU*BASE Main Menu
CU*BASE Report Builder 1
CU*BASE Report Builder 2 ~

Check Printing Fees
Deposit Item Fees For Beta Testing by CEOs
Money Order Fees 20 = CD Rate Analysis Dashboard

Phone Transfer Fees 21 = Share Rate Analysis Dashboard

Self Service Fees 22 = Loan Rate Analysis Dashboard

Starter/Replacement Check Fees 23 = Analyze Rates Across the Network

Tiered Services Program Cfg

My Shortcuts

-~

O O N OO O A~ WN

Account Maintenance L
Acct Adjustment (Coded) | .
Additional Menus

27 % Review Key CU Configurations

Acct Adjustment (Full)

Add Club Members T
ATM Check Digit Calc

Calc Number of Days 28 %+ "Know the Member" Analysis Tools
Calculate Check Digit
Change Printer Qutqueue
Close Memberships/Accts 30 % Marketing Functions
Collateral - VIN# Lookup
Collection Processing

e X Custom Ment
Shortcut B — x = . —
“\ Phone Operator % Rate Inquiry X Signoff

29 %+ Management Functions

MNMGMB  FR [35¢ 2114




Marketing Functions Menu

on
File Edit Tools Help

Marketing Functions Search for

CU Marketing Functions Marketing Analysis Functions
Work With Household Database 16 = Member Balance Analysis Report

Work With Marketing Club Members = Member Age Analysis Report

5300 Call Report Tools
ACH/Payroll Processing
Auditing Functions
Back Office

| Check Processing Work With Member Survey Response = Member ZIP Code Analysis Report

Check/ATM Processing ’
Ealletion Procesali Purge Marketing Club Members = Household Stat Rpt--by Household

Configuration Functions Work With Non-Member Database Household Stat Rpt--by Member
CU*BASE Main Menu
CU*BASE Report Builder 1 Work With Reason Codes Membership Analysis Report

CU*BASE Report Builder 2 ~ Auto-Enroll Marketing Club Mbrs Membership Analysis Inquiry

.

My Shortcuts Member Survey Analysis Report

Account Maintenance ~ “ }  Djrect Mail Processing Tools * Tiered Services Forecast Report
Acct Adjustment (Coded)
Acct Adjustment (Full) = CU*BASE Report Builder = Tiered Svcs Monthly Comparison

Add Club Members i
ATM Check Digit Calc

Calc Number of Days Random Mbr Analysis/File Build Additional Menus
Calculate Check Digit
Change Printer Qutqueue

Close Memberships/Accts "Member Connect" Marketing Tools 28 3 Internet/Email Marketing
Collateral - VIN# Lookup

Collection Processing

Shortcut B F — ~ ~ - - —
\‘ Phone Operator t% Rate Inquiry 4 Signoff

<-. _) 1‘ 1 g‘\ "0 : 1 -? @ MNMRKT  FR (358) 10122414

Tag Mbr Accts with Letter Codes 26 = Tiered Svcs Peer Analysis

Aggregate Analysis/File Build 27 % More Mrktg/Member Analysis Tools




BONUS: Member Communications Menu

40

File Edit Tools Help

Member Communication Search for

My Menus

Member Communications Daily Report Control
5300 Call Report Tools (g . .
ACH/Payroll Processing | _ 1 = PrintLaser Member Notices 16 = OUTQ Report Control
g:d:‘ﬁgf‘j‘;“"“b“s | 2 = PrintContract Var Rate Notices 17 = Change Printer OUTQ Assignment
| Bac ce
| Check Processing 3 = Print Certificate Forms 18 = CU”SPY Daily Reports
ghec“{\m Pmcesfmg 4 » Print Misc Member Account Forms
ollection Processing
Configuration Functions 5 » List Generator (Database/Labels) 1
st _ In September you received
CU'BASE Report Builder 1 | © *# PrintLoan Coupons this new tool to reconcile
CI:BAME Ropont Builder 2/~ 7 = Loan Statement Notices

statement totals every
month. Your auditor
should love it!

My Shortcuts

-~

Account Maintenance
Acct Adjustment (Coded) | |
Acct Adjustment (Full) 3 ‘
Add Club Members T
ATM Check Digit Calc
Calc Number of Days
Calculate Check Digit

Member Communication Mai

10 = Configure Laser Notices

11 = Update Statement Message/lnserts \

12 » Configure Statement Mail Groups

Change Printer Outqueue 12_s—Update Wioniiiy e-Statement En(_| Marketing Communications
Close Memberships/Ac 14 » Statemnt Reconciliation/Analysis 28 = "Member Connect” Marketing Tools
Collateral - VIN# Lookur

Collection Processing -

""""""""""

Menu option -

Shortcut =
Y Phone Operator

(— —) 1‘ II r!»*{ (f’ 1 1 ? @ MNPRTC W [358] 1022114



Analytics is not Dashboards
Analytics can be part of any tool in CU*BASE

0 The goal for all of us as developers is simply to come up with the questions
where the answers seem to elude us

= Because it takes too much work to get the answer
= Because we’ve never had the time to prioritize doing the work

= Because we’ve never been able to figure out where the answer would fit into
our day-to-day lives
= Because we never knew where to embed the answer in a process that would be
enhanced by the knowledge
0 For example, what is the aggregate plan for
members to pay us back for loans, versus the way
they actually do pay?

On the drawing board...
41




Big Data: The mark-up around a transaction or event
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0 After you leave here
you can participate
online for the

b I f h You are what you study. it'sa Exocutve Sty Grous rovioe
a a n Ce O t e ye a r popular busmess notion that its 3 forum %or laacsen & ancoss the
. not what you expect of your =res Ma aftoct art
D as h b Oa rd D Ives business, #'s what you inspect u.ummm.k-:nw
& That is. even if you expect your P TS Mess to shane
1 ™ business and operations to grow FRTERON AN XREITVR W
ACtIVe Beta StUdy - and perform 10 your current riteges 0 Mgk hey
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http://study.cuanswers.com/

Moving Data to the Edge of Your
Cooperative

EVERY BUSINESS DESIGNER IS CHALLENGED BY WHAT DATA
TO REVEAL TO THE WORLD AND WHAT TO HOLD SECRET

AND IT ALL STARTS WITH THE STRUCTURE OF YOUR DATA,
AND YOUR DESIGN TO INTERACT WITH IT



Putting insiders and outsiders on equal footing

Boundary for private Boundary for board-
member data restricted data

CU
Executives

Not logged in to
CU*BASE

A mobile, fluid, and changing space
that needs data automation

Movement of credit union data

How can we leverage our investment in the processes that
generate data (CU*BASE and It’s Me 247) into spaces
for new opportunity and service?

45
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Pushing data to the edge of your cooperative
45'
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What's go IN' ON? More than ever before,

you can now see exactly what is happening on the
ground at your credit union. MY CU TODAY has the
tools for you to be in control.

Credit Union: D
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MY CU TODAM

Pushing data to the edge of your cooperative

Push alerts to the people who need
a trigger to act on data

Invite people to a warehouse of data
to see the answers

Ocreate a New Alert ® Combined Total for all Branches: Checking ($) Balance
Csedit Union FRCIES et e |+ St Cewi2014-920 | #na 20 20161027 || 6o |
St an alort for Shares (4] tidance |+
I it changes by 200 % |
3100W 4
(_BM'D e waw aga =
at Lhe following branches * Foous (u - rkeigh ]
 Foces - Fals
* Fooet (- Tosa
* Waswitesa Buthe
s 4
Aso send this Zert te Ma@unmm
Sove Nert | Lasd soou
o+
e 4
o]
S | Bl B | OOl Od0¢ | G40t 04 | 0w oA | ez
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MY CU TODAM

Pushing data to the edge of your cooperative

Qe A TR

1%

From: no-reply @cauanswers.com Sent:  Fri6/6/2014 5:30
Tao: Joe Linstrum
Cc David Damstra
Subject: MyCUToday Alerts : Honor Credit Union June 6
MyCU Today Alerts
Monroe Credit Union
Daily alerts for John Smith
S s G soes Gmee SREOSEE
Berrien Springs Checking (3) Balance $9,700,593 Wed Jun4  $9647.196  §$9698,917 59698917 59698917
2 Dowagiac Escrow (3) Balance $35.812 -2.2 Wed Jun 4 $33.598 $32.39% $32.398 532,398
3 South Haven Checking () Balance 52,487,974 15.4 Wed Jun4  $2,095777 52,186,015 52,186,015 52,186,015
S e G sow e SRESSERE
Miles Closed Mbrs Y-t-d Wed Jun 4
2 South Haven Closed Mbrs Y-t-d 98 2.1 Wed Jun 4 89 ?1 ?1 ?1
3 Plainwell New Members Y-t-d 137 2.2 Wed Jun 4 119 102 102 102
4 Coldwater Closed Mbrs Y--d 151 2.0 Wed Jun 4 140 112 12 12
P e R eow smees SRR
1 Saint Thomas Shares () Deposits -100.0 SatJun7 $30.025 $29.622 $29.622 $29.622
2 Saint Thomas Shares (&) Withdrawals $[J -100.0 SatJun 7 528217 531224 531224 531,224
3 Saint Thomas Checking (#) Deposits 0 -100.0 Sat Jun 7 78 v 7T 77
4 Saint Thomas Checking (3) Deposits 50 -100.0 Sat Jun 7 559802 565830 565830 565830
5 Saint Thomas Checking (#) Withdrawals 0 -100.0 SatJun 7 453 442 442 442
6 Saint Thomas Checking (3) Withdrawals 30 -100.0 SatJun 7 $61.436 $67.462 567,462 $67.462
7 Saint Thomas Certificates (5) Deposits 30 -100.0 SatJun7 54,797 56,309 $6,309 36,309
g Saint Thomas Certificates (3) Withdrawals 50 -100.0 Sat Jun 7 55458 57151 57151 57.151
9 Saint Thomas Escrow (3) Deposits 50 -100.0 Sat Jun 7 $182 5174 3174 3174
48 10  Saint Thomas Loans - Clesed End (§) Deposits 30 -100.0 Sat Jun 7 58,389 57,819 57.819 57.819
11 Saint Thomas Loans - Clogsed End ($) Withdrawals 50 -100.0 SatJun 7 $14.199 $10,251 $10,251 $10,251
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MY CU TODAM

Pushing data to the edge of your cooperative

The MY CU TOD/W"Process

1. Sign up to build your My CU Today data warehouse

= CU*BASE EOD/BOD processes will generate daily data to send to the
My CU Today data warehouse servers — a daily cumulative process,
building trends

2. Manage your My CU Today web product
= Set up authorized users, configure alerts where they make sense
3. Develop processes and plans for your teams, your Board, your

trusted vendors, and even your examiners to use My CU Today
solutions

4. Commit to evolving this process with CU*Answers to include the
data you need beyond your CU*BASE signons

Learn more:

http://www.cuanswers.com/products/my-cu-today/
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http://www.cuanswers.com/products/my-cu-today/

MY CU TODAM

Pushing data to the edge of your cooperative

Goals for MY CU TODAM'

1 Sign up an early movers group to be the champions of this product’s future

= Sign up between Nov 3 and Dec 15 to ensure your data warehouse starts
building prior to January 1, 2015

= Special pricing for early movers: $25/month for all of 2015

1 Sign up a second set of champions during calendar year 2015

= Sign up between 12/16/2014 and 12/15/2015 to start your data warehouse
building within 30 days of sign-up

= Special pricing for this group: $40/month for the balance of 2015
1 Use these champions to evolve the product during 2015

= Add additional data points and trending based on user input

= Announce 2015 enhancements at the June Leadership Conference

Coming soon: in-process data, delinquency data, and cash analysis
50



2015 will be a big year: for pushing examination
innovation

.
Wt W Staunge weytung We taed
o S belp us maks Uie woetd & betler

IT IS TIME e e
o B » Br o by
W ey thal you ¢ e

nnnnn

Can our message be bold enough? Look for us in
the trades, on the ‘Net, and anywhere
people are willing to consider a new future



Pushing:/data to the edge of your network&Aracks2

Take this literally:

“This is MY DATA, as the 9&# Enecvilive
CEO Of the Credit u nion . I Continued development of CU*BASE Introducing new products such as the
write business pla ns that and self-service products for Board website and “It’s My Data 247"

members for the mobile world

coordinate the sharing of

this data with my staff, with W 't%?%m
wonrnet

my executive team, with Board
credit union volunteers,

Introducing new products such as the Leveraging “It’s My Data 247"
a nd even my eve r‘yd ay Board website and “It’s My Data 247" through It’s Me 247 for the owner’s
for the mobile world perspective in every member

members.”

Once we can move data to every corner of the credit union
and every stakeholder, we’ll have a highway to expand on
for years, whether it be inside the walls of the CU or
traveling with the mobile audience
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Putting insiders and outsiders on equal footing

Boundary for private Boundary for board-
member data restricted data

Exec ut ives
Not logged in to
CU*BASE
A mobile, fluid, and changing space
that needs data automation

Wt 2247 )

Can we build a new software product to
reach every stakeholder in a credit union cooperative?

Can we set ourselves apart with the model no one else has tried yet?
53



Putting insiders and outsiders on equal foglling

for board-
ted data

Boundary for private Bo
member data

Still on the drawing

‘ board...next update at the s
r-Owners
June 2015 Leadership
Heavily controlleo an ever before;
and member r CO nfe re nce perception

& .—h

an we buile software product to
reach e eholderina t union cooperative?
rselves ape th the model no one else has tried yet?
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Thinking about the appropriate approach to

comprehensive CU data

1 Core processing is a natural aggregator of diverse member-related
databases
= Examples: Where people shop, the addresses of ATM withdrawals, retailers
paid via ACH, data from a credit report
1 But it might not be enough, depending on the credit union’s vendor
configurations and how and where miscellaneous data is stored
= Example: Data about off trial-balance member accounts might be in CU*BASE,
or might not
= Potentially, all of the assets and liabilities and related data included on a credit
union’s balance sheet might be difficult to see in one database
1 So as we look at the future, what are CUs going to do to ensure they have
an effective and comprehensive data picture of their operation?

Is the data safe? Is it available? How many tools can get at the data? What is the
process to correlate and synchronize it? What is the return on owning it?
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Thinking about the appropriate approach to
comprehensive CU data

Credit
Card
Servicer

Mortgage
Servicing
CUSO

ATM/ : |
Debit Card Comprehensive Specialty

S Data Product
Warehouse

Is the data safe? Is it available? How many tools can get at the data? What is the
process to correlate and synchronize the data? What is the return on owning it?
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Thinking about the appropriate approach to
comprehensive CU data

Credit
Card
Servicer

Mortgage
Servicing
CUSO

ATM/

Debit Card CDW at your CU,
Switch
at your expense

Specialty
Product

Is the data safe? Is it available? How many tools can get at the data? What is the
process to correlate and synchronize the data? What is the return on owning it?

57



Thinking about the appropriate approach to
comprehensive CU data

Credit
Card
Servicer

Mortgage
Servicing
CUSO

ATM/ .
Debit Card More CDW Specialty

Sl investments Product
as a CUSO

Is the data safe? Is it available? How many tools can get at the data? What is the
process to correlate and synchronize the data? What is the return on owning it?
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CLICK FOR MORSE INFO
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Sidebar: Third-party Data Sharing
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Thinking about the processes related to comprehensive

databases and their value to/CUs

Plenty of solutions here, and
bubblegum for most techies — you

Gathering Data  (overhead on steroids) can have a warehouse; it’s just nuts
and bolts data processing

Quasi-standards do exist for analytical tools,
Analyzing Data (lean budgets) but few CUs have the staff for this task

Acting on Data (tough integrations)
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It’s tricky to embed the knowledge at the
point of action




Our First-Ever Data Investment Symposium
Wednesday, February 25, 2015

Event #1 (Morning)

What:

When:

Who:

Where:

Understanding CU*BASE

Data Structures & Tools

A cuasterisk.com network brainstorming &
strategizing session

Wednesday, February 25, 2015
9:00a-12:30p ET

Credit union leaders focused on
developing analytical approaches for
credit union data, starting with
CU*BASE

CU*Answers Learning Center
6000 28t Street, Grand Rapids
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Mark your

Event #2 (Afternoon)

What:

When:

Who:

Where:

Data Investment

Symposium
A cuasterisk.com network brainstorming &
strategizing session

Wednesday, February 25, 2015
12:30p lunch, 1:15-4:30p ET

Credit union leaders focused on
developing analytical approaches for
credit union data, starting with
CU*BASE

CU*Answers Learning Center
6000 28t Street, Grand Rapids

calendar! S



Our First-Ever Data Investment Symposium
Wednesday, February 25, 2015

Event #1 (Morning)

What:

Understanding CU*BASE
Data Structures & Tools

Discussion Topics:

Why CU*Answers has added a Database
Engineer to our development team

Why CU*Answers is moving from DDS (Data
Description Specifics) to DDL (Data Definition
Language) as a standard

Projects for 2015 and beyond to make
CU*BASE data structures clearer for our users

Understanding native Query and other
alternatives for user analytics

The future of CU*BASE and It’'s Me 247
database development
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Mark your
calendar!

Event #2 (Afternoon)

What:

Data Investment
Symposium

Discussion Topics:

Is there a compatible data structure/warehouse
that we should add to our network?

Should the data warehouse be centralized or
distributed?

What human resources capabilities are required
in the network or at the credit union?

What third-party alliances make sense, and at
what cost?

When should we act, and how long is the
investment curve before execution?

Can we invest collaboratively where people
cannot invest on their own?



Is there a business in any of this for cuasterisk.com?
Can our CUs find an ROl in any of this?

1 Ultimately, CUs will need to adopt a new mindset about data analytics if any
of this is to create sustainable opportunities for our network

Once loaded with tools, will we all invest enough to earn a positive return on
using them?

Can we find a way to add new reasons to store data, beyond storing data?

1 Our CUSO is designed to apply its talents and build solutions that credit
unions will need to list as core competencies in their future — let’s prioritize
these options

64

Cracking the code on mobile solutions and delivery

Expanding the databases that define CU operations and opportunity
Building new ecosystems to collect and analyze data

Building solutions that aid a CU in adopting Internet Retailer strategies
Expanding the shared resources available for CU operational support

On top of that, evolve and maintain our current value propositions to our network



Speaking of data...

Our next major file expansion: M-Up

1 “Membership Data Update” for MASTER related files/fields
= Where FEP was about accounts, M-Up is about people

= Where FEP was about balances and transaction amounts, M-Up is about what
we know about members, and managing their relationship with your CU

1 Will be much more visible to credit unions and members than FEP

=  Will be using what we learned from FEP and adding new technologies that
should help reduce the pain of the transition

1 Project timeline:

= Nov 2014 — Introduce at CEO Strategies

= Feb 2015 — Publish final plan for what is
included and how we will get it done
(current staff, contract labor, etc.)

= April 2015 — Start the work
1 Follow along next year in the Kitchen
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../../../../Programming/Public/M-Up Membership Data Update/Basic Plan - M-Up MembershipDataUpdate.docx

INFORMATION

RETOOLING FOR THE NEXT DECADE
AT CUs & Our CUSO

ARE WE BUILDING THE RIGHT ASSEMBLY LINES FOR OUR FUTURE?

HOwW DO WE DELINEATE BETWEEN ONE MORE DEVELOPMENT
TASK AND A DECADE OF DEVELOPMENT SUCCESS?



An update on APIs

The foundation for everything online

0 Since June we have
completed our most

| |

| |

| |

| '

| |

: : Netss, f possitls. the atiiny o show 8 ranota chack cepot instartamecusly woukd be dsal hers.
. | |

° l ' CRLEERTON O TP D NS TR AT (PR W TS

important API: the | Q_ A S B [y e

| |

| |

Uarsaticn festory Doy 1hes Mgt be & Litlso faabr orfancomant tul rof for prsse |

member authentication v 1A = =L L
O It all starts here el 00909000 e
| |
O Once we know who the | W —
. H o M prcent chatind ks Qi o8 AT cef of sepaan [h@_’ B
person is, we can start ! @ { | At oot
= Exchanging balances E :

= Posting transactions

= Displaying history : :
" Updating dat2 RO dl @) " gyt
E E \»q/ 012 $3513.46 a'?_. accoure

= Communicating
configurations

= Building a new future Only 100 or so to go!
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An update on API-based bill pay

Bill pay through an It’s Me 247 user interface

Al ST Shes d

bR o]
\at ’

Movin' My Money Around - Now with BillPay!

From here you can move money between available accounts, just complete four easy steps.
Specify the timeframe of the transfer, select the source and destination accounts, and you're
practically finished! All that's left is telling us how much to transfer, At any point In the process
you can track your progress using the summary on the right.

Set up my transfer: What | have so far:
| Step 1. When do | want it to happen? | When?
- \ Step 2. Where am | getting the money? | Manthly
- Starting On
ARsee" 52 8 Step 3. Where's it going? J 11/20/2014
8ill Pay Dashboard And Never Ending
Pick the account where want to put the money: Where
Schedule 3 Payment Pay an Bl g A a % From < d
= Sedoct v b = Select a Payee % 001 - Chacking
OR Q To Where?
5 O How i
3 Select an Account v Q_ Memo:
‘ Step 4. How much do | want to transfer?

a IS
_— Memo: Bill pay features

. Lo ; embedded right

T e s | 2 Show o0 the To- account aiso in It’s Me 247

2 omm e m e+ 3+ tools!

B O "Il.lb’t - | ¥ —

x At 2 Fecowrx + +

I L 36 | Frteee - 4

ES 5= D% | Emoare + | +
- < Gt B B WL 1N e - +
o x e S e + 4
= — & | & | get more excited about this project every day,

= X SetFemcs e LI} Shetmmn + + . . . . _—

= T P - Al but now I’'m beginning to see just how big it is

We’'ll dive deeper at the June Leadership Conference
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An update on API-based mobile

User interfaces galore

—— ¢ Cavwr ¥
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© Easily Treator money o
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mamber's acoount
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£ by Distribution is the key to a long future in
mobile for a credit union

ey et o Our API library is the key to a long future for

S 3~:“;_ S — our CUSO as a developer and integrator
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Let’s talk about releases
14.3 coming next week CU'BASE CU*BASE Software Upgradem

1 4.3 ! Online CUs Site-Four Self Processing CUs

 November 9, 2014 November9, 2014 ''Voner 10711,

Updotod bockiels L. menboned in Des soomary wit 20 awadoio 00 our webstn no binet Tan Novenber 7. 2014, unkiss othorwise nosed
Access e CU'BASE Refenancs page by selectng T am & Chent” Yom Mg was cusnmiwoes com, Docs & Infomation, theo CUBASE
Rutarince Accids the I's Nu 247 Refarance page by sekoctog 1 am a Chant” oo hip Dwww casnamens com Docs & ndomation hen %
Mo 247 Rederunce. Docurmmntinen will abie be aadabie throegh B Whit's Niw" 3502 in tkes heks whon you oot the rekeese Usdated

D Delayed by FEP oing he 2, ncudng he Whal's New’ summary bl of # changes, wil be incuuded whan you recoe (e reiease

o Impartant If you are using the Aulomated Reports & Quenes featrs % sutomate Quanes aoch month,
you'l need 1o keap a dosa aye on file changes each ima thare's a release and updata any fles usad in

= Skip-pay for consumer loans e L ey Aleris S5 Fib Climgu (St it s
= Associated Apps (Wisconsin O - T A O SN e
contacing a Clwct Serace Repnesrtatw
marital property regs) B G Poioymummsarmeoats oy s s sy st

= Budget rewrite

Bo sure you don't miss the full release training on November 18 and 20 at 2 PM

Specisiized training for Skip-Pay and Associsted Apclications will aiso be held on
0 Other good stuff B o e s T L
releaze iz impiementsd
" |mporting member prospects -

= Adding ACH to “Where |/ E——— :
” Impontiong Prospecive Member Names oln Pending Menership Apps Datituse 4

Members Shop R S

. . CoAgplcant 5

* Insider/Employee Type filters e A
in Targeted Tiered Score e T T

[0 Read this stuff!

The last of our wild, wild west, FEPING-style releases

Do you think Active Beta processes are working?
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Developing down
the road

71

[0 The 15.0 release will return to
our more traditional release
process, including a beta-test

0 2015 will be a key year for
harvesting what we learned
from FEP

= A new SDLC coming soon

" New project management
software

= Updates to the Idea Form
concept

0 Keep in touch and track along
with us...it’s the CUSO
advantage

14.4 S I o
Nov 1 Year-£End

Beta Coests | A (ALL CUS)

36682  IRS pubhcation 1220 changes

NOTE: Removed 14 5 since the 15 ) refease i 2 morfhs eatier fsan our Sypeal Smang. We could have a gack GOLD updale
i Jan or Fab i soomething realy yrgent comss uf

15 o Detarrorm M=al Beta Crikne Cls Se-Foor Sef Processors Mt Notes
.
Feb | March 8 April 19 Apnl 19 May 1112 CUBASEPTF—
Hota Chests | THO CUBASE
Pagel
29372 _‘_x;n 3 Fived Assets subsdiary for Personat Property Tax Schaduls 1Ds
31232 7 o L s i Ve M VS VERE
31638 T Written OF Loars (nclades okl 30021 for collection ro-write)
31833 Phas "

5096 0C E

35721 Password C

38708 Shawing Credit Scores 16 menmbars @ onling banking

a3

36240

6786 Cross Sabss Analysis Rpt Enhencements & NEVW Cross Sales Analyss
Dashbomd

35830  Busd indrasiuciura 10 miwe S50 for Imaging Solutions 10 CUBASE

10 CUTBASE Tume. out window

Orther hopefuls Sar this relegss

31248 QOTBFT - payments 1o O T8 via AF T
31248 AZAF1 - recwiring A2A transtees (also CLUPBASE SE)
33838 Mambor Balanco Tronds Dashboard (" Active Bota™)

Deteovwre Fnnd Bea Ovikne Clis Site-Four Salf Procesaoes Mesc Notas
15  S2=taie i s
June 1 = July 13 July 13 With 152 | GOLD Update ONLY
Bets Chants | e (If needad)
TPi@  Duscription
Cottiee hupaliils Sor this buledme
36292  CUNA (and othets) modgage farm changes “Know Before You Owe® (mandale

_deadine is August 1, 2015) TILARESPA

http://cuanswers.com/pdf/release_summaries/
CurrentReleaseSchedule.pdf




CU*Answers Imaging Solutions

A rising star in 2015

0 Fine-tuning image solutions for credit unions
with both in-house and online vaults
= |Improving management for processes that
are becoming core to everything we do
= Additional consulting that fits a CU*BASE
credit union like a glove

= Adirect CU*Answers team
for when you call about imaging

SUbnie,

H_’l”“I

) e’.’-\'itt,“:
-

Tune Up Consstting and Training
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WRAP-UP




It can seem like everything is a priority

IT GETS REALLY FUZZY BETWEEN DEFENSE AND OFFENSE

For all of us, the path forward can seem \\’///
overwhelming, with the diversity of topics, the /

pressures for our attention, and the constant need to / Priorities
spend the same dollar over and over

M It can be tough to tell the difference between what others think you
should do, what they all want to do, and what they really will do

B Knowing your culture and sensing how to commit your organization —
based on what people will do — is the only hope a leader has of putting the
pieces together in the right order

In this next decade, we need to continue
to refine a system that filters out the
noise and hones in on what members will
do, what leaders will drive to the end

e




Commitment to a priority can seem like stubbornness

EMPATHY, WHILE SOCIALLY VALUABLE, WILL NOT SAVE YOU HERE

The balance between what we will all do, versus what
we are all interested in, can challenge a collaborative’s
sense of cohesiveness

Priorities

= Will we ever see things the same way?

B As we think about how best to leverage $200 million of cash flow in the
next 5 years, we have an opportunity to transform, not simply to survive

M To do that, we must capitalize on opportunities that we will harvest, as
priority #1...and minimize our investments in tangents that capture our
fancy, but not our commitment

The challenge is how we collectively agree on the difference

You are not customers of the future, you are the owners
that need to come together and declare a future

e




Also in your packet...

Audit & Compliance

Our Favortie Do % aod Roparts
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M Materials covered in today’s session will be posted online on the Events > CEO
Strategies page:

G | bt/ asanswers.comyevents/cec- strat/cec- strategles weask- 2014 pP-G
¥ CEO Strategies _

Lot Naasmntning CU* Arvmmen  Tootbnal  Baggpant

* CUANSWERS Products - Solutions  Resources - Events - About

CEO Strategies Week 2014
http://cuanswers.com/events/ceo-strat/ceo-

2014 CEO Strategies strategies-week-2014/

Adopt an inteenet fetatler Mondset
consumers are plugged in

CEO Strategies Week 2014

The Events
Day 1: Callaboration Workahop

zach az profabily analysis or expanding your credit urvon's cpportunities. This years

topic Buiding on the 2013 event, well dive into what it mesns to be an Intermet

Recarer.

What tools do we need to build? What What: Strateges for Credit Union CEOs

100 v




The 2015 CEO Strategies events will be held

November 3;-,&5; 10, 11, & 12, 2015
at the Watermark Country Club in Grand Rapids

All CEOs in the room for the same 3 days Together at

last...
Mark your
calendars now!




CUANSWERS

THANKS FOR THE DAY!




