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DISCLOSURE STATEMENT

DISCLOSURE STATEMENT
FORWARD LOOKING STATEMENTS

This presentation is not considered complete without the accompanying oral presentation made by The
Kafafian Group, Inc. (“TKG”). This presentation has been developed by TKG for the exclusive benefit of the
Pennsylvania Association of Community Bankers members and may not be reproduced in whole or in part
without the prior written consent of TKG.

The information contained in this presentation and attached exhibits, if any, have been obtained from
sources that are believed to be reliable and is presented “as is”. TKG makes no representations or
warranties as to the accuracy or completeness of the information and disclaims any and all liabilities from
the use of this presentation. TKG does not have any obligation to update any component of this
presentation as the data are only current as of the date of this presentation. The recipient of this
presentation should not construe this information as advice relating to regulatory matters, accounting and
tax practices, legal matters or as a recommendation to invest in or purchase any form of investment
security.

THE
% 1 KAFAFIAN

it ite GROUP



5 THINGS | WISH WE DID BETTER

PROJECT MANAGEMENT
NO MORE TORTOISES

Determine high lifetime value

(LTV) customer segments (4
months)

Identify their needs and
solutions providers (4 months)
Select solution (4 months)
Implement (6 months)

Source: https://youtu.be/To5t1pIWZAA
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DATA
HOW DO WE GET IT OUT OF THERE?

Jack henr
& ASSOCIATES INC.

Source: https://youtu.be/iANv_0ZQKDY
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EMPLOYEE DEVELOPMENT
CAN THEY DO WHAT OUR STRATEGY DEMANDS?

In Strategy

e Relationship Driven
e Trusted Advisor
e Leverage Strong Commercial Team

* Improve processes

In Execution

¢ Price Driven

e We have PFM?

* Incent Commercial Lenders on Volume
e No audit exceptions!

Source: https://youtu.be/Azbxt9oWRDw
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SERVE A HIGHER PURPOSE
CONNECT IT TO YOUR EXPERTISE

oPe@ank

SUNRISE< HBANK!

gy

.
BOMBAS

bee better.

Source: https://youtu.be/-XQRBFzFUks
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FOLLOW STAKEHOLDER PRIMACY

CUSTOMERS, EMPLOYEES, COMMUNITIES AND SHAREHOLDERS

Employees

=Hire employees that seek continuous
improvement and desire to serve a higher
purpose.

=Develop them to deliver on your strategy.

=Reward them for achieving strategic
objectives and serving all stakeholders.

Communities
=Have a higher purpose to elevate your
community(s).
=Play an active role in supporting vibrant
markets in which you operate.
=Be a shining light in your communities to
stand out among the competition.

Shareholders

Customers

=Attract customers that are drawn to your
higher purpose.

=Reward customers for loyalty.

=Higher purpose employees grow and keep
customers, not based on price, but
relationships.

Source: https://youtu.be/ruN-dT7AQb8

=Attract long-term shareholders that believe
in stakeholder primacy.

=*Reward and incent employees with equity.

=Although institutional ownership is the
trend, balance shareholder base with
members of your communities. Because they
believe in you.
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THE KAFAFIAN GROUP, INC.
HELPING BANKS PERFORM BETTER

JEFFREY P. MARSICO
JMARSICO@KAFAFIANGROUP.COM
973.299.0300 X120

www.kafafiangroup.com

www.jeff4banks.com

www.jeffmarsico.com

Mr. Marsico is the President, shareholder, and founding member of TKG. His specialties include: facilitating the development of client
strategies; mergers & acquisitions; profit/process improvement consulting engagements; profitability consulting; and regulatory order
assistance.

As part of the strategic consulting team, Mr. Marsico has analyzed and facilitated over one hundred strategy development engagements
for community financial institutions resulting in documented strategic plans to guide client employees and improve performance. He
has negotiated, analyzed, and advised Boards of Directors regarding bank mergers and acquisitions resulting in whole institution and
branch sale transactions with values in excess of $1B, including the first reverse merger-conversion where the converting thrift acquired
a commercial bank.

Mr. Marsico began his banking career in 1985 and his experience includes: IT and Trust operations with Northeastern Bank of
Pennsylvania (now PNC Financial Services Group, Inc.); retail branch management and strategic planning with First Maryland Bancorp
(now M&T Bank Corporation); and financial institution mergers & acquisitions, consulting, and capital formation with Tucker Anthony
Sutro Capital Markets (now RBC Capital Markets). He interrupted his banking career and served seven years as a Military Intelligence
Analyst in the United States Navy, earning three Navy Achievement Medals, the Kuwait Liberation Medal, the Southwest Asia Service
Medal, the Combat Action Ribbon, Sea Service Ribbon, and other various commendations.

Mr. Marsico is the author of Squared Away-How Can Bankers Succeed as Economic First Responders and serves on the faculty of various
state banking associations’ Executive Development Programs. He is frequently sought out by industry publications regarding the
changes occurring in financial services and is a noted industry commentator via his blog.
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APPENDIX

FOLLOW STAKEHOLDER PRIMACY
FIRMS OF ENDEARMENT- US PUBLIC COMPANIES
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APPENDIX

FOLLOW STAKEHOLDER PRIMACY
FIRMS OF ENDEARMENT- US PRIVATE COMPANIES
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APPENDIX

FOLLOW STAKEHOLDER PRIMACY
FIRMS OF ENDEARMENT- US PUBLIC COMPANIES
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APPENDIX

FOLLOW STAKEHOLDER PRIMACY
FIRMS OF ENDEARMENT- US PUBLIC COMPANIES

PERFOR OF

FIRMS OF ENDEARMENT

Source: firmsofendearment.com

The firms of endearment featured in this book have out performed the S&P 500 by 14 times and Good to Great Companies by 6

times over a period of 15 years.

Cumulative Performance

International FoEs
Good to Great Companies

5&P 500

15 Years 10 Years 5 Years 3 Years

263% 176% 158%
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APPENDIX

FOLLOW STAKEHOLDER PRIMACY
CHARACTERISTICS OF FIRMS OF ENDEARMENT

* Align stakeholder interests * Hire people passionate about
customers
* Executive salaries are relatively
modest * View suppliers as partners
* Executives have open door policy * Believe their corporate culture is their

competitive advantage
 Employee compensation is higher,

training is longer, and retention is * Marketing costs are lower and
better than peers customers satisfaction higher than
peers

Source: Philip Kotler, https://youtu.be/ruN-dT7AQb8
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