2017
CEO Strategies

Welcome!




Tuesday, November 7
Strategies CE0 Colboraton
g CEO Collaboration in the cuasterisk.com Network (Past, Present, and Future)
W k 5:00-6:30 PM ET
e e CEO Open Networking Session (Refreshments served)

20 1 7 Wednesday, November 8

9:00 AM —-4:30 PM ET

CEO School: Driving Solutions & Execution
vents 5:00-6:30 PM ET

CEO Open Networking Session (Refreshments served)

Thursday, November 9
9:00 AM — 3:00 PM ET
CEO Roundtable




Materials covered in
all sessions will be

posted online on the
Events > CEO —

Strategies page http://cuanswers.com/events/ceo-
strat/ceo-strategies-week-2017/

networking events.

Cudnvaerscem . O+ B0 e IO Strategies Week 2017 -
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CEO Strategies: CEO Strategies Week 2017

CEO Strategies Week 2017

Mark your calendar for this year's event! Al CEOs will attend the same 2 172 day
0 poce again: November 7-Sth, 2017, at the Woate ok Country Clul n Grand

. We'll start wath the Callaboration Workshop in the

P
MN17

CE O Strategies

Schedule

Tuesday, Novembear 7 ALL CEOS WILL ATTEND THE § 21 - CEQ Strateges
1:00 - 5:00 PM ET DAY EVENT!
CEO Collaboration in the - CEQ Sraregies wess 2017

cuasterisk.com Network

4 CED Strategies Weex 2016

500 - &3 PM F1



http://cuanswers.com/events/ceo-strat/ceo-strategies-week-2015/

2017 CEO School

wens Cinadod Sud

CEO Strategies is
not just a once-a-
year event . .. stay
engaged to stay on
top of things!
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Collab Workshop jump out boot camp.pptx

Building Solutions in a
Cooperative (10)
= Kris Walpole, Aneca FCU
= Greg Smith, CU*NorthWest
Bret Weekes, eDOC Innovations
Voula Sepsakos, First United CU
Mike Varley, Frankenmuth CU}E'
Kaylee Ganus, Honor CU

Karen Padrevita, Metrum
Community CU >{-

Eric Wathen, Notre Dame FCU
Melissa Goins, Notre Dame FCU
Alayna Johnson, Sioux Empire FCU>E'

2018 Boot Campers

What Makes Data Valuable? (18)

David Wodke, Aneca FCU
Steve Cobb, BlueOX CU

Alec Gajewski, Calcite CU
Laura Corp, Chief Financial CU
Craig Parsons, Day Air CU

" Travis Lane, DOLFCU >E'
= Jonathan Weirauch, Frankenmuth CU

Zakery Lewellen, Honor CU
Maria Keller, Kellogg Community CU

= Tracy Wilson, North Central Area CU

Shanna Dee, NorthStar CU

Andrea Alexander, Notre Dame FCU

Kate Siupinski, Notre Dame FCU

Rhonda Harrington, Preferred CU

Kyle Thompson, PrimeSource CU

Dan Hertzler, rkGoBig }E-

Christie Dompierre, TBA CU }E'

Dominic Sloma, Verve, a Credit Union %‘

DHD
= Scott Flak, Community West CU
= Greg Smith, CU*NorthWest
= ??7? ... deadline is December 18t"!

Returning Boot Camper

Think about these as survey
responses — the number of
people who sign up for Boot
Camps tells us a lot about the
focus of CUs in 2018



break and giveaway.pptx

I might have voted differently about which Boot Camps were

most important to the CUSO and the spirit of a cooperative

UNDERSTANDING HOW A CO-OP PRIORITIZES THINGS, AND TRUSTING IT, IS ONE
OF THE FOUNDATIONS NEEDED FOR BUILDING LIFE-LONG CUSTOMER-OWNERS

RULES OF THE GAME
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Oviner s@
VOICE”™  cuauswess Owner's” 3 WHY OWNER'S VOICE?

VOUM WORCE GARDES OUN PRICHT I

3 inopesn gt T g e T -
e e T
) s Ph Mo ey et B CORCRA B T Srees of Guang W
PPN S e 0 20 ] @ (L A, et 3 A 17 .

Let’s Make a Pland

CUANTWERS AT IT1 CORE 15 A COOPTIATVE OMGAMIATION.
WL ASE COMITANTIY PUSMME WIAT IT MEMES 10 B 4
TRAMGRARINT CULO TS TEAR BT AT JECDRED O
MEXT TUF I8 TO GEF YOU SW0AGED, WE WINT TO 1Ak
SOUR WINCE THE IIWRGLES VoML

v

DHOCUISS PRONCTS
QN ot i W o o Oy
PR -——— CONTIVLING 00 THE PUTUR
P hame b oo b poges At
ot b o P L T —
Mt Tw OVt o vy bt B snbiie ol i
Adoart inlex 2.
" — WOITE O PROICCTS
. W oy W by
" - s e
Help Us Decide What To Do Next » l*r £ ~ Ny
- Rotes e Ve, Kot
R TP 7 00 o o g
“ Software Enhancements :" | € ‘:‘— T A [oeiptitetvovi
o 422 vt 432 o £330, 3211 12458 ey Py
Program Modfications Sute [ Ccteber J01)
[ bdppanrs ok
v Ao bl e Ok 0% 286113100 40 ORAEINOICLOUARSS L COM

Help Us Decide Whiat To Stay Focused On B

“ Sofvware Enfancements
' 3 HOW TO VIEW RESULTS

AT Ve,

‘. Progyam Modfications
I m e A0

Owner's Yaorce Young Resars
m = . Adan
' 1, Pt T

Vaved To Produaten " Bange e pregrens 16
) S
THpix 61 uiint 08 *oew Sep 18, 2717 11440 e

Ve * st ledes WOastatm ©T0h aun WHsedory -



We'll start with some round-robin
introductions to get to know each other

V4
TOday > _ With so many people, this will probably
Interactions take a couple hours!

Then we’ll brainstorm on a topic where we
might collaborate to make a difference

Then this evening we’ll enjoy a networking
session where we can think (and drink!)
while we discuss our collaborative project




We're trying a
new rhythm

for this year’s
interactions...

And as other thoughts
occur to you over the
next few weeks, go to
the CEO Strategies page
and leave a comment!

For each topic:
1) Briefing targeted to CEOs
Randy will introduce the topic
2) Presentation by marketplace experts

Tactical responses to the topic from our
technical or other teams (including
software demos, etc.)

3) CEO discussion/brainstorming

A TNT session designed to bring out CU
leaders ready to Teach, Negotiate and
Tell their point of view



Round Robin

Introductions

We'll be together for the next
3 days, so let’s get to know
each other

This is speed dating — quick

answers that inspire others to
get to know you more

Use your

participant
contact sheet to

take notes!

Your Name
Your Credit Union Name, City and State

How many CEO Strategies sessions have
you attended?

Give one competitive differential credit
unions have that no one can deny

Something unique that banks
don’t have



CUANSWERS

CEO CEO Str;tgg]i_e;
Collaboration
Workshop

On the way to the future, CEOs
need the chance to influence

the final destination




The Collaboration
Workshop 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

<y

OWNER




Today’s Topic:

CEO Challenges in
Driving Cooperatives in a
Consumer-focused World

In our lust for more “consumers” have we
lost sight of how “owners” secure our
futures?




Can we easily identify our opportunities,
and how we’re different?

“WE’RE DIFFERENT! ACCEPT THIS BASED ON YOUR FAITH IN OUR IDEALS”

“WE’RE DIFFERENT! BELIEVE IT BECAUSE WE SHOW YOU HOW”
I IN‘TEST()PEDI“\ Topics ¥ Reference ¥ Advisors ¥ Marke

[J What are the competitive differences at the core of our

: 3 What is 'Competitive Advantage'
b usineéss m Od eI ' Competitive advantages are conditions that allow a company or country to
. . p produce a good or service at a lower price orin a more desirable fashion for
D H oW wou I d yo u d rive yo ur d Iffe rences as a com pEtItlve customers. These conditions allow the productive entity to generate more
a dva nta ge ? sales or superior margins than its competition. Competitive advantages are
) ) ) ) attributed to a variety of factors, including cost structure, brand, quality of
= Canwelist 10 u nigque differences that m |ght be product offerings, distribution network, intellectual property and customer
candidates to emphasize in our business plans? support
= Given these 10 differences, how could we change our BREAKING DOWN 'Competitive Advantage'

Competitive advantages provide an edge over rivals and an ability to

regulatory and share insurance environment?

generate greater value for a firm and its shareholders. The more sustainable

- DO we Sha re these 10 diﬂ-‘erences based on today’s Credit the competitive advantage, the more difficult it is for competitors to
. . . . ! . . neutralize the advantage. The two main types of competitive advantages are
union community and the diversity within our
communities?

comparative advantage and differential advantage.

In trying to gain comparative advantages
over banks, have we lost ground on selling
our comparative differentials?




Where are we today?

HAS OUR FAITH THAT CONSUMERS WILL SEE OUR COMPARATIVE ADVANTAGES VS. BANKS LED TO OUR DEMISE?

[1 Are individual credit unions counting on their comparative advantages, or their differentials?

“Compared to a bank, | have these advantages...” <::| A reaction to this statement might be, “Then you’re
just a better bank” (or more likely, “Not really”)

“I’m not a bank, and | do not compete with banks. <):| A reaction to this statement might be, “Show me why
| am a cooperative, completely different.” | need a cooperative financial service firm”

[J How do regulators/insurers help you succeed based on your differential advantages?
= Should they? How would we start a collaborative project to ensure they do?

[J How do trades help you succeed based on your differential advantages?
= Should they? How would we start a collaborative project to ensure they do?

[J How do vendors help you succeed based on your differential advantages?
= Should they? How would we start a collaborative project to ensure they do?

It’s possible we have been forced into a box to compete on comparative
n advantages by the very people who should guarantee our differential advantages




Consider our tactics that prove
we’re different

DO YOU ENGAGE THEM? ARE THEY IN YOUR CONSUMERS’ FACES?

[ List 5 tactics you have engaged to show you are different, without saying you’re just better at doing
what banks do

[ List 5 tactics you wish our network would add, so that we have a growing set of tactics for our future
that prove we are different in a way that can’t be denied?
[J When you consider our system players:
= List 3 tactics regulators/insurers could engage to help you succeed based on your differential advantages
= List 3 tactics the trades could engage to help you succeed based on your differential advantages
= List 3 tactics that vendors could engage to help you succeed based on your differential advantages
= Do you believe they’re even trying, or do we have to force their hands?

If you have 100 tactics to show you are better compared

to banks, how many tactics do you have that show
n you’re different, in a way that can’t be denied?




Now for the tactical presentations...




Meet the Geoff Johnson, COO

presenters

Keegan Daniel, VP Professional Services

David Damstra, VP Marketing Services

Josh Peacock, Analytics Development Manager
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Tactic #1: Treat the world like
they’re insiders

ASTERISK
INTELLIGENCE
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CAN YOU USE DATA ANALYTICS AND
TOOLS FROM ASTERISK INTELLIGENCE
FOR A COMPETITIVE DIFFERENTIAL?
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Tactic #1: Treat the world like :
they’re insiders

VOLUNTEERS, 3RP PARTIES, AND EVEN YOUR MEMBERS — CAN YOU PUT THEM TO WORK AS OWNERS?

[1 How do you get a large audience of st e

sle CUANSWERS

%

contributors to see that you’re different for
the way you interact and respect their input?

= Share data
m  Share “secrets”

= Ask for more than validation — ask for insight
= Have conversations (not just marketing)
= \est in their opinions

[J For you to be a VIP in their minds,
think of them as VIPs in yours

Of the 5 pillars we are using to build
Asterisk Intelligence as a major new force,
audience expansion is my favorite




Tactic #2: Pay ownership dividends
(in black and white)

BEYOND MANAGING AND MARKETING GREAT PRICES,

MANAGE FOR A GUARANTEED RETURN TO YOUR OWNERS [ Semcontivion Mcomor s . s

3 Sestion 0 CUFRASE GOLD - A3C CREDNT URATN <] - X Year 2007
Fie Ef0 Teek Help

I I ————
Configure Patronage Dividend - Calculation Parameters UPDATE [Fom] to 1 ol [ Shaes | WA Oweckiog | Conificats [ Escuw [ Closil End Loaes | Opern End Loam ]

0 O t,003,41% 4,141,180 24,002 63,079 sbn, 319 0 21,418 147,951
Pay  patronage @vidonsd bwaed o @iihidunds & imereet paid  (J Anmual setuge bsfanzws of s nccoures 20 2 194,070,217 44,881,520 69,510 35,155,508 10,742,413 282, 104 84,445,135 9,503,621

Caicutate Patronmge Dhvidend Besed oo Divideadsinmine Pald EL T 163,059,747 14,324,556 4,564 6,731,568 341,736 507,639 129,990,547 11,626,157
Py 600 % of dividendwinieest paid o0 nccouseypoy [CISHIR  [1SO CI1CY  [I7X BN IO a g 110,400,596 18,118, 100 140, 181 0,004,322 1,018, 108 523,949 129,199,820 12,578,723
Pay D000 % of dividendnimerset paitl pe nccouse yper (ISR (IS0 CJCD 31X DN (Joc S0 59 101,605,796 14,845,614 1,008,606 12,728,721 5,812,011 412,122 100,067,362 15,061,320
Pay D00 % of dividanduinteesss it} on mecoun lypes i - [T 151,511,488 45,000,444 1,349,304 13,237,472 12,007,294 257,95 85,450, 264 9,360, 092

. . . o m ™ U1,058 01% 15,547,638 LU 12,491, 5, b, nm 51,006 2,000,002 2,000,628
Dividendiirgotont smoim 5 v o diridead iatun TOOI #583 Patronage D[V[dend Conf[guratlon #0 una 67,748,595 31,687,170 425,83 12,342,607 15,204,627 11,356 €.201,515 1,705,405
T Use YTU smivmetn OR o Sesisan 0 CIFRASE GOLD - ARC CRE

conﬁgure Patronage Dividend - Calcuk.tion Parameters UPDATE Totals: L,027,170,743 232,154,530 3,875,162 101,591,502 12,482 030 2,086, 104 561,004,957 63,978,200

Poy o patronage @vidond hwed on O Dividwrrds & irmteeset pabd (@Al svernge hafances ol memde sccounss

Calculyte Pavonags Dividons tased on Avecngn Hslancos of Monder Ac

Por 60 5 ot orge bl o ISR L1500 DT LIk LI Tool #547 Net Relationships Dashboard

Pay 0.000 % of srmusl average buleicn s oaccount ypes CJS0R IS0 OJco O i [Joc

Fay 0000 % of omunl sversge hatwcs om sccoumm types [C]SHER [So o O Oiv Do
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Tactic #3: Present an ownership
report everywhere

| USED TO WALK RIGHT BY THE OWNERSHIP
REPORT WHENEVER | ENTERED A BRANCH

‘Im‘

Q“Take Your Busmes’s
Plan Viral”

2012

l cuatv.com

The 1970s version was for bookkeeper types...
the 2020 version had better be for owner types



Collab Workshop jump out ownership reports.pptx
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Tactic #4: Engage your owner
lobbyists

We Encourage Debate!

OCTOREN 32 1016 BY ESTESAN CAMANGD

HAVE CONVERSATIONS WITH YOUR OWNERS
AS THE GUARDIANS OF THEIR INVESTMENTS

Look beyond and beneath the “good
news” of a TCCUSF refund

Why increasing the normal operating level from 1.3% to
1.39% is questionable at best

Calling on Better Angels

work with them?

I 3 racaent amaill CTINA semimesd that 1t was nraser

Can we look past the perceived failures of the NCUA and

Tell Me Why F'm Wrang 13 ot mmeant selely 1o act &3 3 soap box from which
Randy and other contributing authors caen shars thett opimons-wse encourage
debate’ As & reader. you have the sility to comment on any article, and you can
even do so anonymously Whether you use your real name or use the fake name
generatorn share your thoughts and be 3 part of the public discourss

Pleasa note that to ensure the quality of the site. your comments will not appesr

immediately View our user guidelines for more informstion

https://tellmewhyimwrong.com/ (

>
=

Is there really reason for fanfare?

| will look away as the NCUA parades for a victory lap over

their TCCUSF actions
It that the recent achions af the
mment recogmung & job well dons
cod fortune to yaceve maonies back

aNCLIA 3o the TOYT1ISE



Tactic #4: Engage your owner
lobbyists

Loans Savings Sell-Servicas Member Sarvices  About

WE INVITE YOU TO DEFEND YOUR
COOPERATIVE — ACTIVATE THE
GRASSROOTS MOVEMENT

A FowstAvw Pedwdl LU Wit Bhe Cen 1 Q07 X l 0

We need you to speak up.
THAT’S WHAT MEMBERS DO!

2017 NCUA Stabilization Fund Closure Time is running out!

All comments will be published on the NCUA we! AT 1244
are representing yourself, our company and our

obort VAR D Can I D0? B teln Costact s

David Damstra «

Name *
CREGIT UMION
|
n SE Firse Last
Y n wr—uu- u“ To; Board Commenty
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Collab Workshop jump out Chip's articles.pptx

level of frustration?

What do you do when an icon signals a new

10262017 CreditUnions.com

CREDITUNIONSCOM

FOWERED 3Y QALLAHAN & ASSODATES

Time For Real Credit Union Disruption: Seek Change From
The NCUA!

Keeping credit unions’ money for itself in the corporate bailout fund merger is the last straw —
NCUA's self-interest trumped its cooperative responsibility.

Credit unions are inevitably pofite; part of their service persona. But there comes a time when the pretense of public civility
no longer pertains. The NCUA's hoarding of billions in credit union members” funds via the merger of the Temporary
Corporate Credit Union Stability Fund (TCCUSF) into the National Credit Union Share Insurance Fund (SIF) is that tipping
point for me.

Now Is The Time To Act

Are you:

« Willing to sign a letter of appeal of the NCUA board’s actions?
+ Willing to share that letter with your congressman and state how you would use the funds?
+ Willing to ask members to sign 3 common petition requesting that their funds be returned?

Let me know at ghig@caliahan.com.

Here's why. Since 2011, 97% to 98% of SIF expenses have been reimbursement for the NCUA's operating budget. In 2018
this transfer covered 73?!: of the agency’s total spending. This transfer of $203 miilion took more than 90% of the SIF's
total income in 2016. By keeping the vast majority of the initial TCCUSF $2.4 billion distribution. the NCUA is creating a
larger SIF primarily to pay for the regulator’s ever-increasing operating expenses.

This seif-interest was not disclosed or discussed with the credit union member-owners. Rather this motivation was
disguised with novel modefing and undocumented assertions of higher risk conveniently discovered as the TCCUSF is
being closed.

Much more is at stake than money. On the line here is nothing less than the independent future of the most successful
cooperative financial service system in the world ? the American credit union movement.

I'll Iy out the situation in detail below but to summarize what's just happened:

« DOngept 14 the House of Representatives, following extensive credit union lobbying, voted to leave the NCUA out of
the congressional appropriations process, something that would have subjected NCUA financial decisions to
congressional oversight, and potentially to Congress asking why the SIF should not be merged with the FDIC.

+ On Sept 28, the NCUA board then voted to merge the TCCUSF into the SIF. The regulator is keeping about $2 billion
for itself. The remaining balance after NCUA takes its portion off the top would retum about $600 million to credit
unions and their members. These are the people who funded the entire corporate credit union losses in the first
place. The board also approved raising its Normal Operating Level (NOL) from 1.30% to 1.39%. This increase
enables the NCUA to continue to transfer its operating expenses to the SIF without raising the overhead transfer
rate (OTR).
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Now Is The Time To Act! Are You In?

Are you willing to get involved in saving the NCUA from itself and the credit union movement for
future generations?

The NCUA poard's decizion in Ite September to retain billions in credit unions’ money for itself when it merges the
Temporary Corporate Credit Union Stability Fund (TCCUSF) and the National Credit Union Share Insurance Fund (SIF) has
raised fundamental questions about the viability of an independent cooperative system in America.

Chip Filson On The NCUA

Read Chip Filson’s detailed analysis of the NCUA's flawed reasoning and realities in its decision to retain billions while
returning to credit unions only millions as it merges the corporate bailout fund into the share insurance fund. Filson is
Caliahan chair and a former NCUA executive who was instrumental in the 1880s redesign of the insurance share fund with
cooperative concepts.

Read More

The NCUA's diversion of member money was not about the safety and soundness of the NCUSIF; rather, it confirmed the
continuing inabifity of the agency to heed the fiduciary responsibilities for cooperative management of commen wealth that
provides the foundation of the credit union system.

It also could easily lead to further blurring the fines between banks and credit unions in the minds of those who don't
understand the imponance and special purpose of member-owned. not-for-profit financial institutions.

The future of financial cooperatives, first promoted nationally during the depths of the Great Depression, has never been
about their financial viability (after all they begin with no capital), but whether the concept of member-ownership and
stewardship of common weaith can be sustained in 2 society that worships private ownership and capital markets.

Among the reasons the credit union community is deeply disappointed and concerned:

+ The core issue: The NCUA took credit union money for one specific purpose and diverted it to another. in doing so.
the board ignered the Federal Credit Union Act, distorted the forward viability of the share insurance fund, and
failed to apply obvious lessons from the mostcostly liquidations ever in credit union history.

The dashed hopes that NCUA board chair Mark McWatters was attuned to the needs of and receptive to cradit

unions’ points of view. Instead of “draining the swamp”, this first major board action just confirmed the worst

instincts of government to spend resources on itself rather than return funds to their rightful owners.

+ Credit unions have done the math. The average credit union of $240 miliion in assets would receive almost
$500,000 in refund assuming the initial cash of $2.4 billion was distributed in full. The recent hurricanes and
California fires show the need for special initiatives to serve members now. Credit unions want to invest to promote
financial heaith initiatives, to enhance data analytics, and invest in more services for their communities. This money
now sits in overnight funds at the Treasury. waiting only for the next NCUA budget increase.

The board ignored filed comments which nearly unanimously {88%) were opposed to the merger as planned, stated after
the vote that credit unions just didn't really understand the issues, and did not even acknowledge the request that



Now let’s do some
CEO-to-CEO
brainstorming...
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A TNT session designed to
bring out CU leaders ready
to Teach, Negotiate and

. L
Tell their point of view

Has the pendulum swung too far towards
looking for competitive advantages for the
member-consumer to ever swing back
towards the member-owner persona?

How would you answer this question
based on CU business plans and day-to-
day execution?

Is there an ROl in dedicating investments
to customers versus owners? What is
the split?
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Tell their point of view

Has the pendulum swung too far towards
looking for competitive advantages for the
member-consumer to ever swing back
towards the member-owner persona?

How would you answer this question
based on regulatory actions towards CUs
and their execution?

Is there a split in the way regulators
think? Protect customers, control
owners?
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A TNT session designed to
bring out CU leaders ready
to Teach, Negotiate and

. L
Tell their point of view

Has the pendulum swung too far towards
looking for competitive advantages for the
member-consumer to ever swing back
towards the member-owner persona?

How would you answer this question
based on the insurance and
management of the share fund?

Is the fund managed for cooperative
entrepreneurs? Or for something else?
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A TNT session designed to
bring out CU leaders ready
to Teach, Negotiate and

. L
Tell their point of view

Has the pendulum swung too far towards
looking for competitive advantages for the
member-consumer to ever swing back
towards the member-owner persona?

How would you answer this question
based on the trades and vendor
marketplace?

Are they leading or following the
momentum towards building too much
consumerism in our customer-owner
model?
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A TNT session designed to
bring out CU leaders ready

to Teach, Negotiate and

. L
Tell their point of view

Has the pendulum swung too far towards
looking for competitive advantages for the
member-consumer to ever swing back
towards the member-owner persona?

How would you answer this question
based on how you personally lead as a
CEO?

Is there an ROI for you as a CEO to lead
to maximize the owner persona and
invest in it?



When it comes to a
consumer driven
approach to cooperative
financial services, is
there a sustainable
competitive advantage
at all?

Would you get engaged
to convince the
marketplace at every
level?

Would you...

...Change your business plan and alter your
culture?

...Push the regulatory environment to think “owner”
as much as “consumer?”

...Push the insurance environment to think “owner”
as much as “consumer?”

...Push the trades and your vendors
to create value for owners? -

...Push yourself to change the ‘
Industry? (and do it soon?)
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Thanks for the day!

See you in the morning!




