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-- Poll Question --

On a scale of 1 -5,
what type of ROI are
you getting on your
CRM today?
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What Deal Flow Feels Like ... \\\\\\\\\\\\\
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...And how it impacts the bank as a result

Bankers frustrated with CRM and LOS, disjointed
sales processes, going to multiple places for information...




Lacking Connected Systems

An issue for many reasons

i

EFFICIENCY

Data quality issues Less efficient workflow Suboptimal UX
Inconsistent metrics Rekeying information Downstream impact on CX
Inaccurate reporting CRM adoption / ROI Longer time-to-revenue
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Deal Flow with PrecisionLender Connectors
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-- Poll Question --

Have you ever
considered connecting
these technologies?
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CRM Conn
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CRM not Connected

What's the

\

With the CRM siloed, the deal
process is disjointed. Duplicate
data entry is required, impacting
efficiency. Data discrepancies
result in inaccurate pipeline and

performance reporting. Use of
CRM and resulting ROI limited.

Integration between CRM and
PrecisionLender will automatically
populate all data from PL into
CRM. Rekeying eliminated. Data
quality issues solved. Pipeline
and reporting now accurate.

Massive uplift in CRM ROI.



Seamless CRM & Pricing Connection

PrecisionLender fills out the CRM opportunity for the banker, improving efficiency, data quality,

L
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s2s  Sales Home  Opportunities W

Account Name
| Scott Integrated & Co

Quoted - 10%

-

Q2

Oppertunity
Circle Bldg #3

Details

Scenario

Opportunity Owner
¥ Tim Shanahan

Leads W Tasks W

Close Date
7/30/2021

Actively Pricing - 25%

Scenario 1: Credit + Deposits + Cash Mgt v

Summary Financial Statement PrecisionLender Accounts

PrecisionLender Scenario Name
Scenario 1: Credit + Deposits + Cash Mgt

Is Pipeline Scenario

v

Scenario Description @

Scenario Type @
Alternative

Opportunity Owner # Tim Shanahan

RCE @
16.89%

Target ROE @
15.85%

ROA @
163%

Target ROA @
1.53%

Net Income @
$17,845

Accounts W

Loan Commitment

Terms Accepted - 50%

Close Date

Dashboards W

ROE Target ROE

Awaiting Approval - 75%

Loan Gross Funding @
$2,000,000

Loan Commitment

$2,000,000

Loan Net Funding @
$2,000,000

Loan Average Balance @

$1,044,060

7/30/2021

Awaiting Close - 95%

e e @®

Cases W

Change Record Type Delete Submit for Approval

Closed + Mark Stage as Complete

@ Price in PrecisionLender

Price in PrecisionLender

Sync Deal Team in PrecisionLender

Stage History (1)

Stage: Quoted - 10%
Amount: $0.00

Probability (%): 10%

Expected Revenue:

Close Date: 7/30/2021

Last Modified By: Tim Shanahan

Last Modified: 6/14/2021 9:34 AM

With the click of a button,
bankers access

PrecisionLender directly

from the CRM

When a deal is saved
in PrecisonLender,
all deal data, for all

scenarios, is instantly

pushed back into the

CRM. An explosion of
valuable information —
PL essentially fills
out the CRM for
the banker

UX
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Improved Pipeline & Performance Reporting

Create valuable dashboards and reporting for both leaders and bankers

. Al w Q, Ssearch.. El 9 @ -!- ‘Q“

555 Sales Home Opportunities Leads Tasks Accounts s Contacts Dashboards Reports Calendar ~ Cases v rd

Dashboard - e =
Management Dashboard: Net Income pen efres

Powered by PrecisionLender L3
A\ Last refreshed 1 day ago. Refresh this dashboard to see the latest data.

As of Jun 17, 2021 6:52 AM-Viewing as Kim Becher

Line of Business Business Regicn

With all deal and

Portfolio- Highest Net Income by relationShip data iﬂ
the CRM, can create

Portfolio: Net Income by Banker
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View Report (Portfolio Report) View Report (Porifolio Report)
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" 340K B $200x
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Account Name @ Levangrid Laboratories @ Paneco @ North American Pet Account Owner @ Katharine Briggs @ Gigi Salatiello @ Dawn Lazarony 1 .
Account Name Account Owner
View Report (Porifolio Report) View Report (Porifolio Report) View Report (Portfolio Report) View Report (Porifolio Report)
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Improving CRM Adoption:

FNBO's Story

Our Salesforce adoption improved
mainly due to the value of Precision
Lender. Lenders wanted to understand
how profitable their customers were.
In order to get there, they had to

be in Salesforce.

Andy Max
Senior Director, Data
Enablement

G) First National Bank of Omaha

BEFORE CRM CONNECTOR:

RMs averaged 1 CRM

login/month

AFTER CRM CONNECTOR:

RMs averaged 1 CRM
login/day

30x

Improvement




Clients Using CRM Connector Outperform Others

PrecisionLender All PrecisionLender PrecisionLender CRM Improvement

Key Metric CRM Clients Clients All Banks Favorable or Unfavorable
Profitability Vs. All PrecisionLender Clients  Vs. All Banks
Funding Cost 0.26% 0.32% 0.76% Fav 6bps Fav 50bps
Non-Interest Income / Assets 2.69% 1.28% 1.36% Fav 141bps Fav 103bps
Net Operating Income / Assets 1.83% 1.42% 1.30% Fav 41bps Fav 53bps
ROE 16.95% 14.14% 11.69% Fav 281bps Fav 526bps
1.85% 1.44% 1.34% Fav 41bps Fav 51bps
N
Commercial Loan Growth YoY 15.38% 15.07% 1.35% Fav 31bps Fav 1403bps
Total Non Int. Deposit Growth 102.62% 89.59% 45.44% Fav 1303bps Fav 5718bps
I

Past Due Commercial Loans 0.47% 0.57% 1.01% Fav 54bps Fav 10bps

Time period: 1Q2021 (PL Bank Clients for 5+ Quarters)

Q2 Data Sources: S&P Global Market Intelligence & PrecisionLender data
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Demo | CRM Connector
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@ Scott Integrated & Co | Salesforr X + [~] = o

&« (& (ﬂ firstexamplebank-dev-ed.lightning.force.com/lightning/r/Account/0016 10000 T JWOWUAAS fview it 1}) ® EH rn » 3 :
=
All 3, Search Accounts and more.. “ 2 A ™)
. A Search Accou -1 @ 2 %a @
EEE Sales Home  Opportunities ~  Leads ~  Tasks ~  Accounts Contacts “  Dashboards ~  Reports “  Calendar ~  Cases v g

Account
Scott Integrated & Co & Change Record Type View Account Hierarchy

Account Owner Account Number Active
P8 Sonya Imm g ScottMerge1

N 0 Open Relationship in PrecisionLender ;

Open Relationship in PrecisionLender

PrecisionLender Details Details

Relationship Details

Owner ID Total Loan Balance [,Fd

-! Contacts (0) v
Kim Becher 53,046,131 s
Percentile Total Loan Interest Income Opportunities (31) =
50% $149.384
Regional Percentile Total Loan Commitment Camden Warehouse Expansion ad
20% 54,579,966 Stage: Actively Pricing - 25%
Amount:
Owner Percentile Total Deposit Balance Close Date: 9/29/2021
30% $273.423 % Broadway Bank Example v
Risk Rating Total Deposit Interest Income Stage: Actively Pricing - 25%
- t:
3. §3,089 Amoury
SRR Close Date: 9/21/2021
Risk Rating Scorecard Total Other Income K8 Building Expansion -
§3.362 Stage: Quoted - 10%
N Amount:
Industry Code Total Other Interest income Close Date: 9/6/2021
333242 $0
View All
Financial Statement
Cases (0) b
Strategic Value Funds Transfer Pricing (FTP)
A v
Interest Income @ Average Yield @ Open Activities (0)
5152474 4.593%
Interest Expense @ Met Interest Margin @ Activity History (0) A
528277 3.741%
MNet Interest Income @ Loan Average Balance =
§124,197 $3.046,131 (] Notes & Attachments (0
Non Interest Expense @ Loan Gross Funding @
$7.715 53,839,951 4, Upload Files i




LOS Conn




Q2

LOS not Connected

What's the

\

Banks need to move deals
smoothly from structuring/pricing
to underwriting and onboarding.
That's a clunky, manual, error-prone
process, full of duplicate data entry,
and lengthens the deal timeline.

Integration between PrecisionLender
and LOS allows a deal to transition
seamlessly into underwriting and
onboarding. Efficiency is improved. UX
and CX are improved. Deal close rate
improves. Time-to-revenue improves.

17



Speeding Up Deal Flow with the LOS Connector

@precisionlender

Send To LOS

Suterd Opportunsty 10 LOS

Precisionlender LOS
Sand? Account Product Prodect Line Product Type Produect
Comesescal Real Estale - Commencl Real Estate SR » g " e 5 S|mp|e one-click process
Owner Occupsed Ownaer Occupead
Manual and duplicative
Operatng Lew of Croca Operaing Line of Crede i v O 03 v Larwp of Credd v

data entry is eliminated

Result: Faster deal

m Confem and Send o LOS

flow, fewer errors,
improved UX/CX,
better time-to-revenue
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Easily Reprice Deals

Reprice in PrecisionLender

STEP 1

Reprice a loan in
PrecisionLender
directly from the

LOS loan.

Q2

the LOS

Qprecisionlender

Update in LOS

STEP 2

Updated loan data
pushed back into

FPricing Date:

Current Soenaneo (1 of 1) Seenus 1 Fipalire Scenanio:

[[Aaa s l Commescal Instaiment + | Operaiing Line of Creat
Ameunt: 1 Foes:
Rate Spread Locked USTSY+1 65% Qrigination Channet
Fayment Type: Sarvicin g Chanmed:
Ingerest Gptions: Retsx Fating:
Marturity Callateral
Amortzation: &) moning Standard Amorization Guaranbees:
Rate Typs: Fieed . Participatiens:

FayottiRenawak

Frojected Close Date:

LOS

[ Sepests @ |[ cther @ || Financia stements [ dotes || Rewationship Impac

TN
Opportunity Summary @/:

e Loze

Commereial Inscalimant Current Relationship

Cutrent Gppetunity 2o | e it We win

Ralstianship Impact Summary )

A
A

oso S

i = L]

salesforce

19



Demo | LOS
Connector
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& Robert's New Location (#7) | Sal: X + ) = 3 %

&« G @ firstexamplebank-dev-ed.lightning.force.com/lightning/r/Opportunity/0064M00000aB3ThQAl/view #w B H rﬂ » 3

Al w - Search... |*|-| ') Isl ... 1";":'

Home  Opportunities ~  Lleads ~  Tasks ~  Accounts ~  Contacts ~  Dashboards “  Reports ~  Calendar ~  Cases v 4

Opportunity )
' = hang rd Ty Delet Submi o]
Robert's New Location (#7) % Change Record Type elete bmit for Approval

Account Name Opportunity Owner Close Date Loan Commitment
Roberts Coffee House Inc. P Tim Shanahan 9/30/2021

Quoted - 10% Actively Pricing - 25% Terms Accepted - 50% Awaiting Approval - 75% Awaiting Close - 95% Closed v Mark Stage as Complete

Details @ Price in PrecisionLender

Price in PrecisionLender

0 Sync Deal Teams in PrecisionLender

Sync Deal Team in PrecisionLender

Scenario

Thrive Bank - Alternative Offer 1

Summary  Financial Statement  PrecisionLender Accounts

PrecisionLender Scenario Name ROE @ Loan Gross Funding @
Thrive Bank - Alternative Offer 1 14.15% $3,500,000
Is Pipeline Scenario Target ROE @ Loan Commitment @ Opportunity Team (0) ¥
¥ 14.74% $4.000,000
Scenario Description ) 2 G nd

ROA @ Loan Met Funding @ Stage History (1) v

1.38% $3,485,000
Seenario Type @ Target ROA @ Loan Average Balance @ Stage: Quoted - 10%
Alternative 1.44%, $3,026,402 Amount: $0.00

! Probability (36): 10%

Net Income @ Expected Revenue:

341,822 Close Date: 9/30/2021

Last Modified By: Tim Shanahan
Last Modified: T/27/2021 2:56 PM
Opportunity Owner #4 Tim Shanahan Close Date 9/30/2021
— View All
Opportunity Name Robert's New Location (#7) 10%
Account Name Roberts Coffee House Inc. tage Quoted - 10%
Potential Loan Incentive @ 50.00 Next Step
Total Product Count Primary Campaign Source
Potential Fees Incentive @ $0.00

E R Type here to search ' :




Implement




Implementation Overview

Q (0001 X (0001
000 ! 000
—00—0 E—- - 00—0H
[ 0—00- — [ 0—00-
Discovery |n§gﬂg$g§ & Testing Production User Training &
Setulp Installation & Setup Rollout
CRM or LOS Weeks 1-2 Weeks 3-6 Weeks 7-10 Week 11 Weeks 12+
CRM and LOS Weeks 1-4 Weeks 5-10 Weeks 11-14 Week 15 Weeks 16+

Q2
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