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Banking clients have four primary financial needs...
Clients do need access to the Banking system to help resolve some basic

problems in order to achieve long-term financial success

4Cs- Primary Needs of Underbanked Clients Bank Implications

= Liquidity Risk client attrition to AFS +
» Real-time payments S s LIS repaid providers;
_p Y transaction AFS? brepaid p !
» Value clarity over cost transparency IS Important
" Mobile usage 50% more likely to Further opportunity to
L NIWERIEIRIEY - Close locations prefer mobile as leverage large digital banking
= Convenient hours primary channel investments
= Small dollar lending 25% have prime Seek new ways to serve clients
Credit = Establish + build credit credit and 42% are through traditional/alternative
= Simple processes thin/no file3 credit scoring
_ = Credit building 32% of banks cite o _
Coaching = Budgeting consumer under- Advice is equ_ally important to
= Banking fundamentals standing as largest product solutions

roadblock?

h Source: (1) FDIC National Survey of Unbanked and Underbanked Households 2011, 2013, 2016, (2) CFSI Study 2008, (3) Neilsen Financial Track 2013,
» (4) FDIC Survey of Banks Efforts in Serving the Underserved 2011.



Serving the Underbanked at KeyBank — a robust product
and service set with additional solutions under
development

Products & Services Serving KeyBank’s Underbanked Clients

Cash Solutions Credit Solutions

= Check Cashing = KeyBasic Credit Line

= Fee Free Money Orders? = Loan Assist

=  Bank-On program = Key Community Mortgage
Deposit Solutions Coaching Solutions

= KeyBank Hassle-Free Account Financial Wellness

* Remote Deposit Capture = Key2FinancialWellness.com

= Expedited Bill Pay =  >600 Certified Financial Educators

= Super Refund Saturday (Tax Prep)

h@ 1) Five free money orders per check cashing transaction.



KeyBank Hassle-Free Account® simplicity appeals to
various client segments

KeyBank Hassle-Free Account® Product Highlights

KeyBankO—w. - « KeyBank Hassle-Free Account®
7 (4 - production has been significant to our
overall checking unit production

» Product receives full Bank’s support
(marketing, advertising, training..)

No Monthly Fees Mo Minimum Balance MNo Overdraflt Charges

* Product not positioned or sold as a
« safe-account

* Customers use Hassle-Free as a main
engaged checking account, or a second
account

No monthly fee

No minimum balance requirement
No overdraft/NSF fees

No paper checks e Attracts new-to-bank households
No paper statement fee

Free digital banking & mobile check deposit . .
Free debit card » Deposit balances span a very wide range

Free access to Key ATMs of bands



Loan Access: KeyBasic Credit Line as aresponsible
solution to small dollar lending needs

KeyBasic Credit Line Product Highlights
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= Small revolving credit line

= Credit limits $250 to $5,000

= APR 17.24% to 22.24%

» Repayment: 1/60th outstanding balance
plus interest

= 4 fees:

Annual fee — $25
Late payment fee — $25
NSF — up to $35
Overdraft advance fee
» 10% of advance amount up to
$10 maximum each day
= Advance fees cannot exceed
$100/month

» Trade line reported to the credit bureaus



Financial Wellhess

We believe everyone deserves the
confidence and peace of mind to dream
big.

We exist to empower the financial
wellness of our clients one decision at
atime.

KeyCorp Confidential



American Mood Trends

As consumers get older, certain worries diminish. The top worry among
young to middle-age consumers centers on financial health

Top Worries Among U.S. Consumers Which Generation Has It Best?

Highest quality of life Best financial stability
- TopWorry _|Second _|Thid |
_ Paor health Losing memery 30

40s - Losing memory Poor health 40
30
5Qs - Paor health Losing memery
20 3
s losognanoy  poorvean g I
10
70sor  Losing memory Poor health 0 . -
older m Millennials (18 34 year olds)

m Generation X (35-50 year olds)
m Baby Boomers (51-69 year olds)
m Silent and Greatest Generatiog

70-100 yea

old)

Money Issues are a Leading

Cause for Divorce 10,000 People Turn

65 Every Day
. \/
55 % of adults lack

confidence
in their financial future

60% of Households

The Average Household do not have Life Insurance

has $15,355 in
Credit Card Balances

Over 50% of People do not have
Enough of an Emergency Savings
to Cover Minor Emergencies

46% of Workers have
Less Than $10,000
Saved For Retirement”

h Source: West Health institute and NORC (University of Chicago) ¥udy: "Perceptions of Aging During Each Decade of Life After 30", March 2017 (study conducted FAIl 20716) 8
@



What is Financial Wellness?
Financial wellness represents our commitment to empowering our clients
to have the confidence and the peace of mind to dream big

. . A different way of banking...
Digitally-powered Data-driven insights help
A

clients understand their
finances and inform
actionable recommendations

experience motivates
clients to share more
information and set goals

D

Branch Inject Wellness & o
into Eve 1 g We Do §
Contact & o
m =2
Center o <Ak S
Proprietary Wellness o
Digital Score _-@
Reward our clients Clients take action and
for success and create form healthy financial
moments that delight them habits

h KeyCorp Confidential



How will the experience work?

Wellness will be core to every conversation, with clients benefiting from
consistent, high-quality and personalized guidance across channels.

Enhanced conversations... ...supported through a digitally powered platform... ...with ongoing follow-up

N N
Wellness Seore | | FINANCIAL WELLNESS SCORE = ('30 N ' '
( a ) o ; = f& Mobile, email and
ERge = text alerts
92 B ( = ) ——
- — ?\\ Phone leads to RMs
. (79) (B): " and contact center
; Insights ( = ) i
il (2)x < Direct mail offers
i (2)
- J Teller, Banker and
( 2 ) 6 Contact Center
prompts
( 2 ) o Real time offers
Financial Wellness Guide Wellness Score & Sub-Scores & Insights Advice & Guidance Tools
Peer-Score

h KeyCorp Confidential



Financial Wellness Video

KeyCorp Confidential
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Summing it up — banks have a tremendous opportunity
to shift from focusing on Access to helping clients
achieve financial wellness

Drive positive
change

Integrated into
the way we do
business

Seek full
relationships

Differentiating
factor

KeyBank is in a position to drive positive change by offering fair &
responsible solutions to alternative financial services

Solving for client needs through thoughtful investments and enhancements
to the customer experience of all segments

Unlock the full-relationship value - 2/3' of clients’ needs are solved
elsewhere today

Ripe for innovation - Drive consideration and significant client acquisition
by differentiating ourselves among retail banks
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Boosting the Power of Youth Paychecks

Integrating Banking, Saving & Credit-building
iInto Youth Employment Programs

hath



MyPath Vision

Every low-income working youth has the chance to make their first
paycheck not just about income, but about lasting economic mobility.

» Income alone isn’t enough to disrupt poverty
» 20 million youth ages 16-24 participating in the workforce

» Many low-income working youth growing up in “financial deserts”
» Many barriers to youth banking, particularly for minors

» Research demonsﬁejt 2 power of starting early




1. MyPath Engineers Effective Models

From Financial Education to Access + Action

o

MyPath’s P s h o
Financial llll 659 _
.t o + -
Capability - B
Ap p roach — -.
Quality Financial MyPath Financial Personal Goal FINANCIAL EMPOWERMENT
Products Curriculum Setting AND MOBILITY

Traditional

Financial l?/ib +

Education

@ 5

Retail Check Cashing Traditional Financial FINANCIAL INSECURITY my
Education 'path,




2. MyPath Shares What Works

Building Local Partnerships Building the Field
Youth Employment Communy Development
Organization |NVESTWGENTER—W
=

—

Boosting the Power of Youth
Paychecks: Integrating Financial
Capability into Youth

Employment Programs
M y Pat h Fi I'I a I'I C i a I . Vt:rr::n L(:_kui Ea:::n.‘ “,raj:iﬂflo;l:_)ﬂir‘,IMi_lFl .
Institution Lauren Larin, MyPath

Margaret Libby, MyPath

mypath



3. MyPath Advances Policy Change

» Created MyPath National Youth Banking Standards

» Support MyPath Advocates, a team of young savers and credit-builders
that leads youth financial inclusion campaigns

» Engage with regulators and policymakers to advance youth financial
Inclusion and integration into youth employment system

"“’patn



MyPath Money — Setting a Savings Goal & Signing
Savings Contract
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MyPath Money — Expense Tracker
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MyPath Footprint: 2017-18

Seatt§ City Partners

. Boston

Oakland ; :
o o2kand - Reno Credit Union Partners : II:lleWY(I)(rk

ewar
San Jose
‘St. Louis
Las Vegas .

Los Angeles | Youth Employment Program Partners

Low-income working youth banking,
8,000 ® saving and building credit

San Antonio
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MyPath Contact Information

Sabrina Kansara
Director of Strategic Partnerships
Sabrina@mypathus.org
(415) 206-0846
MyPathUS.org
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Bankl-lus

FDIC Economic Inclusion Summit
Safe Banking Products

David E. Johnson, Sr.
Senior Vice President &
Director of Community Development

April 26, 2017



Who Is BankPlus?

o Founded in 1909 as Citizens Bank & Trust Company
In Belzoni, Mississippl.

o We currently have fifty-five (55) offices located in
thirty-two (32) Mississippi communities.

o In the last decade, BankPlus has grown from
$156 million to $2.7 billion in total assets.

o We're proud of our community banking roots and
strive daily to maintain and build upon that
dedication.



CreditPlus

o What iIs CreditPlus?

CreditPlus is a small dollar, short-term, partially secured
loan product designed to assist the unbanked and
underbanked seeking to establish credit.

It also assists those currently caught up in the payday
lending cycle seeking to improve or reestablish credit.

The program provides funds to help consumers break
the payday lending cycle and start a savings plan.




Why CreditPlus?

o According to the 2015 FDIC Survey
of Unbanked and Underbanked
Households in Mississippi:

12.6% of Households are Unbanked
(Compared to 7.0% Nationally)

25.5% of Households are Underbanked
(Compared to 19.9% Nationally)

https://www.fdic.gov/householdsurvey/2015/2015appendix.pdf



https://www.fdic.gov/householdsurvey/2015/2015appendix.pdf

CreditPlus

o CreditPlus offers consumers an effective

two-step process for establishing or
Improving credit.

A three-hour financial literacy training seminar

developed using the FDIC MoneySmart
curriculum.

New checking and savings accounts and a small

loan to assist in paying off higher interest debt
and/or to start a savings program.




CreditPlus Loan Requirements

o Mandatory attendance at a BankPlus-offered
financial literacy seminar.

Upon completion, participants receive a signed
Certificate of Completion that must be
presented at loan closing.
o Must have six (6) months of verifiable
Income

Participants must present appropriate
documentation of income at loan closing.




CreditPlus Loan Options

0 $500 Loan Amount
0 5% Interest Rate

o Credit Score of 499 or
Below (Including No Score)

o Fully Secured by BankPlus
Saving Account

0 12-Month Loan Term

0 $500 Loan Amount
0 5% Interest Rate

o Credit Score Range of 500-
599

0 Loan Amount Split Between
BankPlus Checking and
Savings Accounts

0 $250 in BankPlus Savings
Account Placed on Hold Until
Loan is Paid in Full

0 12-Month Loan Term

0 $1,000 Loan Amount
0 5% Interest Rate

o Credit Score of 600 or
Higher

o0 Loan Amount Split Between
BankPlus Checking and
Savings Accounts

0 $500 in BankPlus Savings
Account Placed on Hold Until
Loan is Paid in Full

0 12-Month or 24-Month
Loan Term



CreditPlus Accomplishments

o Program Inception (April, 2008) TO March, 2017

25,668 individuals have received financial literacy training
through 786 seminars

26,652 loans originated totaling $19,992,113
o As of March, 2017
2,868 active loans with balances totaling $1,199,257

11,894 deposit accounts with balances totaling
$6,358,259
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