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Cor e T rResoorseOne (R1) Is a
robust, easy-to-use, affordable,
core-integrated CRM/Sales Force
Automation solution architected
specifically for community
financial institutions.



CoreTracos Resour ceOne

Manage the Total Life Cycle of

A Sell more products to Your Clients with CoreTrac’s
ResourceOne

existing clients
ASeII to more new clients

AGain additional market
share

A Have greater pipeline
visibility and sales e
fo re CaStl n g ResourceOne

A Elevate team
performance and
enhance growth within
your community

Next Best Product
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Benefits:

A Better rationalize existing client relationships & build long term relationships
by improving service and contributing to their financial well-being

A Minimize (or eliminate) missed opportunities & revenue leakage due to
poor handling of leads and referrals

A Identify and prioritize cross-sell opportunities & choose from a list of
recommended next-best cross-sell opportunities based on rules you set up

A Drive sales of alternative fee-based products & create list of prospects
based on criteria to send mailings or generate leads for follow up

A Gain greater visibility into pipeline/selling activities & see every contact
(phone call, note, meeting, etc) that other staff have had with a client

A Motivate employees with accurate compensation and rewards while
developing stronger client relationships

A Make informed decisions that advance your strategic goals

© Copyright 2010 CoreTrac, Inc. All right s reserved.
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Customized Dashboards < e
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e e ... Customize the look and feel of the
dashboard for the different teams in
~==1 you institution. For example; your
tellers can have a different
dashboard than your loan officers,

~ ResourceOne2 - Windows Internet Explorer. X‘

Fle New Portls Help "&H @

# My Home Dashboard
Dashboard My Home > Dashboard

| Search Contacts (By Name): ||

Calendar

AFI Demo Version 3.0

Managed Contacts

i, Monthly Referral Contest Events | Tasks

rage Referrals this month wins dinner for 2 at Mama Mia's Event Date Type

Events

Classic Italian Cafe. {#  Chamber of Commer... 12/13/2008 7:00:00 AM In Person Mesting . .
s cemer B vrutoon o, iaom ot o and theirs can be different than the
Service Center , . - .
Congratulations to Calvin Coolidge - winner of last month's referral [‘;rﬂ Meet w/f Larry about... 12f19/2008 1:30:00 PM In Person Meeting
Opportunities f#  Ribbon Cutting 12/19/2008 3:30:00 PM In Person Meeting

back office.

{2 ResourceOne2 - Windows Internet Explorer

G@, - e urceOne3{Portal allcenter

w & [ﬁﬂesnur:eonez

‘You have no accounts to match.

] [#2][ ] [so0ae

fi-8

Resources

. Page ~ (. Tooks ~
()

javascript:__doPostBack(todoCetiDng_tabstriptasks’, todo$CHetinng._tabstriptasksftabtasks) %J Local intranet

(2 ResourceOne2 - Windows Internet Explorer Search Contacts (By Name): | |

>

% | @resarceonez

(@) Advanced search

_—— 2 I ame | Cajf Center Home Page
M- B @ - [Zreage - Qoo ~ P —

Service Center > Call Center

[

My Tickets

Tickets Cases
The tickets area displays al the tickets you are currently working on The cases area displays all the cases you are currently working on
You can also search for tickets opened by other reps, or tickets you You can also search for cases opened by other reps, or cases you

have previously closed. have previously dosed

a8

‘s Home Call Center

[Search Contacts By Name): 9| My Cases

m Welcome Gerald Fore Knowledge Base
=itz e e My KE Artices The Knonledge Base area allons you to eate new knowledge base
Dashboard — articles for your reps and dient users. You may review the status of
21 | Todays events: My Desk articles you have submitted, as well as search for artides by other
R Monthly Referral Contest Knowledgs Bass authors.
New Calendar | [hursdsy, Dacember 12, 2008
. Most Brokerage Referrals this menth wins dinner for 2 at Mama There are 0 events scheduled today. Cases . -
b ia's Classic Italian Cafe. istration
o Reports Queues
I ions to Calvin Coolidge - winner of last month's ¥ The Reports section gives you a listof custom reports that have Queues are groups of help desk reps. You can have multiple queues,
S created for your help desk, These reports can offer more detail than each designated to handle specific types of ssues. In this area, you
ad hoc reports created from simple ticket istings. eck the number of members and currently opened tickets for
Description Period % to Date each queue.
Open 50 DDA accounts this year Year 0% R ; .
Annual Events Gosl of 5 Year 0% Distribution Policies =, Categories
Distrbution policies are the ruies that who wil be responsble for help 7 You use categories to organize tickets for reporting and routng
desk tckets. You use distrbution palicies to assign tikets to quELES or purposes. Categories are also used to organize knonledge base
[iasimize | users based on characteristics of each tcket. artides so that users can better find the answer to therr issues.

No mora records to match.

Case Areas

You use categories to arganize cases for reparting and tracking
purposes. Properly categorizing all cases helps identfy problem areas. =

1t Contacts

~ Opportu

Training

&5/ Reports

S Local intranet H 100%

% Local intranet w100% v

© Copyright 2010 CoreTrac, Inc. All right s reserved.
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Contact Management = =i

(= Recommendations - Windows Internet Explorer,

{= Contact: Brian Adams - Windows Internet Explorer |; Adams, Brian

N 1 546 Fantastic Ln # Austin, TX 78701 » Home: (512) 555-0010 + Work: 512-555-0999
[ Print Contact ] [ Save and Close |
Recommendations
Prospect: Brian Adams Brokerage Services
' Information ' Profile
Relationship Hame |Brokerage Services
Portfolio First Name: | Brian | Midde: 1 see that you qualify For our brokerage services. .. would yvou like to speak with a representative about these

7

ssssssss ?

LastName: | Adams

Company: | | Title:

Contact Information

|7 Days V| [_® Ask Later ] |Eran\:h L V| [i Decline ] [’ Pipeline ] [? Referral ]

- Home Phone: | (512) 555-0010 | Email 1: | BrianA@email.com
Tasks
Work Phone: |512—555-oggg | Email 2: | [Refresh[ltR] ][ Cose (Ats=4] |
Mobile: | | Fager: | |
Fax: | |

o [S— Make cross-sell

Address recommendations with
Address: | 546 Fantastic Ln | . )

Address {cont): | | aUtomatIC pop ups and

o [t | work with your existing
State: Country: Zip: C”ents as they are

Identification

e E sov: (455557767 . | populated into R1 via
resemes: (356242 | e g e gm0 @ jntegration with your core
platform.

Also, maximize opportunities for new business by adding new prospects into R1
that become host-based clients later.

© Copyright 2010 CoreTrac, Inc. All right s reserved.




Contact Management
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Power « Performance + Success

{= Contact: Jennifer, Anniston - Windows Internet Explorer

Contact: Jennifer Anniston
=

[ Print Contact ] [ Save and Close ]

’ Information I Profile 1

Outside Accounts

dence Information

Related Contacts | Type | Institution Rate | Balance Purpose Maturity Date
m Checking Bank of America Main Accoun t
Profitability m IRA Merrill Lynch 12000000 Retiremen t
Households ZZLlill Add Account
Company Information
| | MNumber of | |
Employees
| | Type of Business | Other i |
General Information
Marital Status | Single V| Campaign Code |150
Tax Bracket | < 26% v| Hobbies [Cycling
Likes Choc Chip Cookies Dis-Likes | Coffee
MNotes Likes to talk about her dog Best Time To Call | Afternoon v
Employment Information
Ocrupation |Actregs | Employer |NBC |
Annual |153gngg | Time With |12 |
Household Employer{years)

Select Residence | Own v

© Copyright 2010 CoreTrac, Inc. All right s reserved.

) Monml_y 679 v

|

Let your calling officers
see key information about
your clients by auto-
populating demographic
data from your core and
other demographic data
sources.

When is their birthday?
How many grandchildren
do they have? Who is their
favorite football team?

Knowing the small things
about your clients will
build relationships that
create new opportunities
in the long run
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Power « Performance « Success

Contact Management

= Contact: Jennifer Anniston - Windows Internet Explorer

=] (=1{c=3]

] [Close ]

Sawve and Close

L Print Contact J [Saue] [

Contact: Jennifer Anniston

-
m F Summary I FPipelines I Accounts 1 Lost Pipelines I Lost Accounts ‘1
ASLELLLL R Accounts and Opportunities & B
Related Contacks W Opportunities
Profitabilit Tools Produck Announkt Status Owner [ Referrer | Forecast | Outside | Modified
i L& & B | &£ Al Insurance Products $1,000,000.00 Open lLead Eisenhower, Dwight Ford, Gerald — 9/1/2011 8/24/2010
Back to top
 Accounts
_ Tools [ Account # | Produck Anmounk Opened Rel [ Owner
L &5 | ¥ 3433117 Basic Checking $100.00 1/27/1958 Secondary  User, Test =
m L& | B ssesssT7Taas Simple Business Checking 54,960.32 1271959 Primary Taylor, Zachary
L s | 8 3433118 Simple Business Checking £5,000.00 1/27/1959 Secondary  User, Test
L] | ¥ oD s2962547 180 Day CD £2,500.00 4262005 Primary Ford, Gerald
m L5 | B Mutual Fund £50,000.00 12/7/2005 Primary Garner, John
L &0 | 8 4ss3zzssrsss Basic Checking £5,000.00 1272005 Primary Ford, Gerald
L& | 8 31452347 Home Improvement £275,000.00 2/5/2007 Primary Ford, Gerald
Back to top
w Lost Opportunities L3
Tools I Produck Reason | Lost Date | Referrer
L &0 B | & Home Equity Loan Rates 8/30,/2007 Coolidge, Calvin

As you are prospecting and making outbound contact with clients, users will know;
AWhat opportunities are already in progress in the pipeline
AWhat account relationships they currently have with you
AWhat accounts and/or leads have been closed or lost

© Copyright 2010 CoreTrac, Inc. All right s reserved.
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Contact Management -

Other features available with Contact Management in R1
Include:

Integration with Outlook, Lotus Notes, & Groupwise

Schedule phone calls, meetings, and see which other
employees may be contacting this client already

Enter notes about interactions with the client, such as waiving
late fees, when the client comes into the lobby, etc.

Link documents to the client; such as credit scores, applications,
appraisals, so everyone can benefit from this information.

See recommendations for the next-best cross-sell for the client

See the complete household relationship for a client

© Copyright 2008 CoreTrac, Inc. All right s reserved.



Leads & Referrals
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Power « performance + Success

= New Opportunity - Windows Internet Explorer |:“E”g|

File Save and Close

New Opportunity

m ’ Overview ’ Status
Information =
Contact: |Andretti, Mario |';§_‘ @ ’ Select... ]
Product: | DDA b || Basic Checking V|
Owner: |User: v| |F0rd, Gerald |‘:§_‘
Description

Tahoma ~lagt -B L U A EEZZ AT G om -

Mario saw our billboard ad for free Basic Checking--he would like more information.

Add Event:

Name: |

Type: |Ca|| Back v|

start: |12/19/2008 [ 11:00AM (3 Al day event
End: |12/19/2008 i 1s0am (3

Note:

Font Name v|Reslfor v B 1 U & 'EE ‘EE i= A~ ? q Zoom v

oo e ]

Employees can send
referrals to other
employees, or to a
Queue where you set
up rules to determine
who can claim
certain referrals (e.g.,
a loan officer can
only claim loan
referrals).

Auto tasks can be
generated to manage
the workflow for the
referral opportunities.

Employees also can create opportunity pipelines for themselves, and schedule

follow-up events and tasks at the same time.

© Copyright 2010 CoreTrac, Inc. All right s reserved.



<Corelrac,,
| eads & Referrals

ResourceOne - dows Internet Explorer

@;;" le) | [#2|[ x| | & Live search [[2]-

File Edit Wiew Favarites Tools Help

i Favorites | s BB GoToMeeting @8 sungested Sites = &) web Slice Gallery -

|@Resourc30ne | | ﬁ - B =] @ * Page + Safety = Tools = @v

File My Account Portals  Help Add: & @I %l!ﬁew‘ @ ‘ .
SAdIOE Referra

| search Contacts By Any Name): |+ | [jennifer (€] Advanced Search

i .
Seloic i ‘Opportunities > Referrals
‘.~ Opportu
Update Group  Export & [:‘_3']
Performance
Ll Produckt Contack Armount Status Sales Stage Referrer Owner Outside Modified ~ Qual
(et =l In Progress S
Production [] & wisa Gold variable Brown, James $5,000.00 In Progress Qualified Coolidge, Calvin 11/5/2010
Referrals (| g Morkgage Loan Foddick, andy $275,000.00 In Progress Cualified Coolidge, Calvin 10fz9fz010
0 & 1sobaych Thampsan, Jabn $2,500.00  InProgress  Waiting onap... User, Mr. Sync 10/7j2010
RITEES L} g Reqular Business Checking Bird Industries $15,000.00 In Progress Tnitial Buchanan, James 51312009
L [0 & 1s0pay Johnson, Bob $1,500.00  InFrogress Initial Grant, Ulysses 3fz/z009
L.} g. Personal Loan Tavylar, Cherri $5,000.00 In Progress Initial Washington, George afziz009
[] @& Mastercard Fixed Maritle, Micky $1,500.00 In Progress ‘Waiting in credit Agriew, Spiro 1/23/2009
L.} g. SBA S04 Community South In Progress Qualified Bernson, Corbin 4/14j2006
=l Lost Lead
[1 @& Basic Checking Aasstin, JefF Lost Lead Garner, John 4/16/Z010
=l Open Lead
Training [0 & Alnsurance Products Anniston, Jennifer $1,000,000,00 Open Lead Eisenhower, Dwight gjz4/z010
Bl Reports [} g Free Checking ABC Comparny $10,000.00 Open Lead Bush, George Fizjizo10
- - . (| g Brokerage Services Clements, Roger Cpen Lead Lincoln, Abraham Flz1jzo09
LTS [ @& Personal High Perf Checking  McFly, Marty Cpen Lead Coclidge, Calvin 1/23{2009
Marketing L} g Basic Checking Eradshaw, Carrie $125.00 Cpen Lead DDa Queus 1/7/z009 2
— e . N -~ PR - A P . P 2]
" Resources

¥

%J Lacal intranet Shov | Eoow - I
L

View the status of your referrals on your Referrals page. See easily which
referrals are Won, Lost or In Progress. If a referral is being ignored, you can pull
it back and send it to another employee for proper follow-up.

© Copyright 2010 CoreTrac, Inc. All right s reserved.
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Managing Pipelines

The recipient of the referral is notified by an audible alert, a blinking pipeline
indicator, and an email notification. Other indicators include notification of an
assigned task, event, and/or service case.

/= ResourceOne - Windows Internet Explorer,

Go- e

Fil= Edit Wew Favorites Tools Help

V||§| |E| |n.f Live Search

[2]-]

i Favarites | 73 8B GoToMesting @ unnested Sies v @] weh e allery

| & ResourceOne |

& - B = @ ~ Page -~ Safety ~ Tools ~ @v

File My Account Portals Help

Add:&&l'ﬁe'\':@‘ il

| search Contacts (y Any Name): || |[€,) advanced search

Dashboard

Calendar

Managed Contacts

L Monthly Referral Contest [ Events ' Past Due Events ' Tasks ' Past Due Tasks ' Queues 1
WEMES

Most Brokerage Referrals this month wins dinner for 2 at Mama Mia's Classic Italian Cafe. Event Planned Occurred Type Contact q
== {# Discuss estatements  11/15/2010 10:30:34 AM Call Back  §}, Armstrong, Lyle &)

Application Log

Congratulations to Calvin Coolidge - winner of last month's referral contest.
Diagnostics

Recently Yiewed

Sessions “You have no accounts to match. T s

1 Service Center
‘% Dpportunities

" Training

i Reports

" Administration

* 'Marketing

|~

1} |

%

"z Resources

% Local intranet dg v W00 - I

© Copyright 2010 CoreTrac, Inc. All right s reserved.
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Managing Pipelines _——

ResournceOne - Windows ernet Explorern

5\;{ hoad |E‘ ~| [#2| [ > | |2 Live search
File Edit Wi Favorites Tools Help
5y Favarites | = @ GoToMeseting @8 Suggested Sikes ~ @] Web Slice Gallery =
| & ResourceCne | | - B [*] = ~ Page - Safety ~ Tools - @h-
File My Account Portals  Help add: 5 FA & jview: (A @& . [search Contacts (By Any Mame): | | | Advanced Search
s Pipelines
S Opportunities > Pipelines
Oppo -
Updake Group Export 5 all el @ﬂ
Performance
Product Contackt Amount Status Sales Stage Referrer Forecast Outside modified -
Slostien =| In Progress
Production (L] @ Commercial Loan Monkana, Jos $25,000,00 In Progress Approved Ford, Gerald 1z)7 2010 1182010
Referrals (L] @ Premier Money Market Davis, Tyrone b0, 000, 00 In Progress waiting in credit  Ford, Gerald 1zjafz010 11ja/z010
[1 & True Advantage Business ... BBC Tech 45,500.00 In Progress Initial Has Loan but no DDA 1zjefz010 11j8fz010
QU [ & eStatements widgets-R-us $0.00 In Progress Waiting on ap... Ford, Gerald 12j3/2010 1152010
Last (L] @ eSkatements Armstrong, Lyle $0,00 In Progress “Waiting on ap... Ford, Gerald 1zjztz010 11502010
[1 & Personal High Perf Checking  ‘“West, James 47,500.00 In Progress wWaiting in credit  Has Loan but no DDA 11j30/2010 10/za/2010
= ﬂ. Brokerage Services Castanza, George $100,000,00 In Progress wiaiting on ap. .. Ford, Gerald 11/18/2010 10/z9/2010
(L] @ SEA S04 Cornmunity Soukh $E57,000,00 In Progress Approved Ford, Gerald 11122010 10/z29/2010
[1 & PersonalLoan Hoffrman, Duskin $50,000.00 In Progress wWaiting on ap... Ford, Gerald 11jz2f2010 10/2&/2010
(L] ﬂ. Cormmercial Canstruction L., Bird Industries $750,000.00 In Progress Gualified Ford, Gerald 11fz2f2010 10fz&fz010
= ﬂ. Personal High Perf Checking  Jolie, angelina $4,500.00 In Progress Qualified Cowolidge, Calvin 11/15/2010 10/18/z010
=] @ Super Savings Money Market Jackson, alan $11,000,00 In Progress Inikial Hawve DDas v Bal = ... 11162010 10/18/Z010
a 0 [1 & Personal High Perf Checking  Adkins, Trace 43,500.00 In Progress Initial Garfield, James 11j18/2010 10/1&/2010
E IR (] ﬂ. Cormmercial Consktruction L...  Dowe Industries $0.00 In Progress Inikial Ford, Gerald 12)31/2010 10/7 /2010
epo
=l Dpen Lead
e SISl [1 & super Savings Morey Market Smith, Wil 0,00 Open Lead Have DDs v Bal = ... 1jz7 (2009
— [ & Super Savings Money Market Parker, Sarah $0.00 Open Lead Hawe DD#s wi Bal = ... 1/1/0001
Feso =
)
I %} Local intranet S ov H 100w -
—

Manage your time and your opportunities with a list of all your pipelines. Each
pipeline represents a possible sale or relationship. Each pipeline can be
opened to edit key details, schedule calls, update probability and forecast date
to stay on top of the business. New opportunities can be created from
anywhere within the system.

© Copyright 2010 CoreTrac, Inc. All right s reserved.



Managing Pipelines
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Power « Performance « Success

{= Opportunity: Commercial Construction Loan (Bird Industries) - Windows Internet Explorer |Z| |E| |z|

File [Save] [ Save and Cloze ] [Close ]

Opportunity: Commercial Construction Loan (Bird Industries)

L =

m ' Overview ' Status 1
_ Information
m Contact: \Bird Industries |# @) [ Select... |
Product: | LOANS b || Commercial Construction Loan V|
Owner: |User: v| |Ford, Gerald |§: Me
m Status: | In Progress v
Description

|Tahoma v"Bpt v|B I U & ‘EE §§ == A~ 4 'C_]

Activity Details

Potential Loan Amount: |$}'5u,uuu.uu | Term: |

Coordinating FI: | | Interest Rate: | 0.00

|
Term (months): Interest Paid: | $0.00
| | | |
|
|

Maturity Date: | |m Regular Payment Amount: | £0.00

© Copyright 2010 CoreTrac, Inc. All right s reserved.

Update key information

on the pipeline for your

own knowledge, as well

as for manage
Pipeline Reports.

You can update:

Forecast Date, for
winning the business;

Probability of winning;

Sales Stage, indicating
the maturity of the lead,;

And much mor e
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Power « performance ¢ Success

Managers Perspective

{= ResourceOne2 - Windows Internet Explorer

@i A ‘& http: ) fafidemolocalfResourceCnesfPortal, aspx?PageMethod=0pen

By selecting the
employee they wish to
view, managers can
easily view their
subordinates

i} ‘ﬁ [gResourceOnxﬂ

(il ‘ 8 @ |Seard’1 Contacts (By Name):

Performance: Coolidge, Calvin

# My Home

oy :
AT R Opportunities > Performance

"~ Opportunities

performance on:

Performance Description Goal Type Period Goal Actual To Date
Pipelines Monthly Goals for Basic Checking Product Month 2 ] 0.00 %
Number of Accounts Opened Production Year 240 0 0.00 %
Queles
% of Accounts Production ‘fear £500,000.00 £0.00 0.00 % 0 al S
Production Callbacks per Quarter 4 Events Occurred Quarter 20 ] 0.00 %
Referrals Acct Open to Lost - 4Q MNet Opened Accounts Quarter 5 ] 0,00 % A . .
ncentive Compensation

Plan  Description Period Historical This Month To Date Threshold Payout m efe r r al S
Q4Comp ... Quarter £0.00 £0.00 £0.00 §20.00 50,00
Referral Successf,., Year £0.00 £0.00 £0.00 §50.00 0,00

MPipelines
Aroduction

Production
# Sales Stage Amount Account Type .
4 (Mo identifisble Sales Stage) $0.00 A| | Loan 5 §302,306.00 A_O St Le ad S & B u S I n e SS
1 Approved £4,500.00 Deposit 2 £366,447.98
" Training ] First Call £0.00 Other ] 0,00
— 2 Initidl £52,450.00 =
I RERHIES 0 MNene .00
* ; Administration 2 Qualified §280,000.00
/ Marketing 1 Waiting in credit §12,200.00 g
7 Waitina nn annlicatinn &4 a5 nn
"' Resources 13 Employee Total $363,600.00 Employee Total

Dane

8 Local intranet H100% v

© Copyright 2010 CoreTrac, Inc. All right s reserved.



Managers Perspective
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Power « Performance « Success

{= Pipelines - Windows Internet Explorer |:| |§| |E|

-

Pipelines

District: | All Districts v |
Region: |F'.|| Regions Vl
Branch: |P.II Branches V|
Department: | All Departments - |
Role: |P;|| Roles Vl
Employees: |F\|| Users |£’L_, [@%v] .‘ﬁ*
Date Range
From: | 11/1/2010 B8 Te: |11/30/2010 [
Grouping
FirstBy: | Employee v Then: [EETEEERTRINNG— |
Sales Stage: Mone o~
Initial
First Call E
Qualified 8
Waiting on application
Waiting in credit i
Product Type: | All Products A |
Format: | Standard V|

[ Fun Report ] [ Fun in Background ]

© Copyright 2010 CoreTrac, Inc. All right s reserved.

Managers can run
reports for any date
range on key
activities such as:

AReferrals
APipeline Forecasts
AProduction

ALost Leads
ATasks

AGoals

AAnd many more

Reports can be run
for an individual, for
groups of
subordinates, or for
the whole
organization.
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eports — -

There are seventeen standard pre-built reports available in the system for
guick and easy access, and an easy-to-use custom ad-hoc report writer is
available for users to create any combination of reports.

Reports can be run for one employee, for groups of subordinates, for a
whole branch, or for the entire organization.

Each report has useful grouping options, such as running the Pipeline report
with the Loan and Deposit pipelines split out and sub-grouped.

You can export report data to CSV, XLS, PDF, Word and other formats for
further sorting, filtering, merging, and graphing.

© Copyright 2010 CoreTrac, Inc. All right s reserved.
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Sample Pipeline Report = =™

/= Pipelines - Windows Internet Explorer | ”Zl

File [ Configure ] Close

I( ( of 2 ) >I |1CICI% vl |I5(purttuthesel&c:ted format |8l Export @ E

Pipelines
District: All Districts Region: All Regions Branch: All Branches
Role: all Roles Department: All Departments Employee: Coolidge, Calvin
Start Date: 11/1/2010 End Date: 11/30/2010
P Contact Product Referrer Status Sales Stage Prok. Created Forecasted Modified Potential
Coolidge, Calvin
Approved
C  Mawrstslova, Martins Persansl High Perf Checking g;mn but nc In Progress Approwed S5 02222007 112772010 1282010 $4,500.00
Total amount for Approwved: 54.,500.00
Initial
C  Pest, Amands ﬁ:f':;f‘a“"‘ﬂs Maoney Coolidge, Calvin In Erogress Imitizl 85  11/14/2008 1141802010 1V 18,2010 F12,450.00
Total ameunt for Initial: S$12,450.00
Qualified
C  Roddick, Andy Mortgsge Loan Ford, Geraki In Progress. Cuslified TS 12/08/2006 1142742010 1ZEZ010 $2TE 00000
C  Anderson, Micholas Auto Losn Coolidge. Csalvin In Progress Qualified 25  D4/01/2008 11122010 1071372010 E50,000.00
Total amount for Qualified: S$325,000.00 |
Unknown _
P MoFhy, Marty Perscnsl High Parf Checking Ford, Garskd Open Lead Unknown 01232008 014232005 50.00
C  SANDERSOM, ROBERT Super Savings Money Hawe DDAs wi' Bal  npen ) agd Unknown 11/14/2008 30.00
Markest > 10K, w/o Super
Savings
C  Clemsants. Roger ﬁ';l:'s;fa"i"@s Maney :‘;‘;SKE_’E:::;;?' Open Lead Unknown 11/14/2008 50.00
Sawvings
Total amount for Unknowwn: S0.00
Waiting in credit
T Tsylor, Chand Mutusl Fund Lindsu, Susan In Progress Wsiting in credit 35 10/1142006 1142202010 1002502010 $12,200.00
B Bsy Solsr Commercisl Loan Coolidge, Cslvin In Progress. Wsiting in credit &0  OS/D1/2007 11422/2010 10282010 $175.000.00
Total amount for Waiting in credit: $187.200.00
Waiting on application
P Koot Sylvia Mutusl Fund Coolidge, Calvin In Progress :zf;::;:: 85 O2ADES200T 113002010 1ZE2010 $1,500.00
F  Riley’s Pt Swasters, LLC Simple Business Checking  Coolidgs, Calvin In Progress :‘;’I"':':I;: 55 021062006 112802010 122010 $T50.00
C  Mern, Jeramis Fereonsl High Parf Chacking g;'-"'a" but no In Erogress. :“;’I‘EZ: 25 0220007 11425/2010 1282010 £2,.200.00
Total ameount for Waiting on application: s4,450.00
Total amount for Coolidge, Calvin: £533,500.00

© Copyright 2010 CoreTrac, Inc. All right s reserved.



Custom Report Builder
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Power « Performance « Success

In building a report, the first step is to choose the type of report. The data driving
the report can be detailed (each record is returned in the report) or summary

( Report Editor - Windows Internet Explorer
% Report Editor

Step 1. Choose Report Type || Step 2. Set Data Criteria || Step 3. Select Fields || Step 4, Set Display Options

Choose the type of report vou would like to generate from the options below,

Report Data

(%) Detailed Data

Select this option to build a report that lists every record that meets the criteria you set, You can select a field to group the results, and add
summary calculations to each group.

() Summary Data

Select this option to build a report that summarizes the records that meet the criteria you set, Use this option to see the sum of all account
balances for each contact, for example, or a count of outstanding tickets by owner,

Report Type

(3) Table Report
Select this option to build a standard tabular report to display your data.

Pie Chart
Select this option to build a pie chart to display your data.

< Previous [ Next > ” Save Report ][ Close Editor ]

© Copyright 2010 CoreTrac, Inc. All right s reserved.

(in which the
information will
represent the sum
or average of all the
records returned).
For example, if you
want to see every
account, grouped by
primary contact, use
a detailed report.
However, if you
want to see the sum
of all accounts held
by each primary
contact, use a
summary report.
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Setting Custom Report Criteria o romme- s

Set'“ng the Criteria r/ Report Editor - Windows Internet Explorer
for a custom report JEEAEEIAS T,
is just like setting

th ec rlte rl a for a Step 1. Choose Report Type || Step 2. Set Data Criteria || Step 3. Select Fields H Step 4. Set Display Options
m arket| n g | |St AlSO Select the data you would like returned by entering criteria below, You may also set a criteria value to be a parameter set by users when the run the
. y report,
When Sett| ng u p & Accounts and Opportunities
H H { Expression )]

report Crlten?" you .  %| @ General Info:Product Type is [DDA, BROKERAGE] Valk ;
have the Opt|0n to ] @ General Info: Product is not [Mot 2 product] 4 2
aSS|gn |t as a [l ‘ General Info: Status is [Open Account] ﬂ ‘
parameter When a [] @ General Info: Open Date is after [7] {Dpen Date) ﬁ ‘

. .. ) O |,|:|,|-..;| V| | V| B|Dwner5:l_lsers ‘I | V| ’
criteriaIs set as a ] @ General Info: 3tatus is [Open Account] 4 2
parameter, the user
will enter the value
in the configurator -

- ccounts an ortunities Criterion elete Selection
when the r (i Add A ts and Opportunities Crit D
ru ne t € epo t S Select from criteria based on: | General Info V| [ add | 1neer
[ < Previous ” Mext = ” Save Report l [ Cloze Editor ]
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Reports

<Corelrac.,

Power « Performance + Success

(= ResourceOne - Windows Internet Exploren

Go- e

v| || % |n'f Live Search

Bile Edit Wiew Favorites

Tools  Help

{‘? Favaorites | {:‘3 EB GoTolMeeting @ Suggested Sites + @] Web Slice Gallery =

| @ ResourceOne

ﬁ A = IR @ ~ Page - Safety + Tools + @v

File My Account Portals  Help

add: B (B 1 view: () &

| Search Contacts (By Any Name): | |

| Advanced Search

watime Reports
®Y servi
I Service Center Reports > Reports List
“ Opportunities
- Update  Group  Export @
Training
Category Type
T Reports =] Case Management ]
Pending Reports O @ Case Communication Case Management Prebuil:
Repotts List O @ Case List Case Management Prebuil:
=| Goals and Compensation
Case Management
8 O @ Compensation Detail Goals and Compensation Prebuil:
Goals and Compensation O @ Compensation Info Goals and Compensation Prebuil:
Help Desk Management O @ Compensation Summary Goals and Compensation Prebuilt
Marketing =l Marketing
O @ Campaign Report IMarketing Prebuilt
Oppartunities and Praductior . .
=/ Dpportunities and Production
Profitability O @ Branch Performance Opporturities and Production Prebuil:
O @ Events Opportunities and Production Prebuilt
O @ Goals Opportunities and Production Prebuilt
O @ Lost Opportunities and Production Prebuil: -
| | | Pipelines Opportunities and Production Prebuilt | |
O @ Praduction Opportunities and Production Prebuilt
O @ Queued Activity Opportunities and Production Prebuilt
O @ Referral Summary Opportunities and Production Prebuilt w
B
& Local ntranet gy Haoow -

AnEdIi

t O I C
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on appears

on

t

h e

ri ght

Reports are listed
by category; for
example, Case
Management,
Compensation, or
Opportunities.

Custom reports
and standard pre-
built reports look
and act the same
to the end user,
unless the end
user has the
permission to
write and edit
custom reports. In

that case, the
of C

u
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Motivate & Reward Staff = = e

Build compensation plans to motivate behaviors that are aligned with
executive Goals.

You can set compensation plans by role, by employee or by branch. Plans
consist of rules that allow staff to earn incentive and commission type
compensation.

Incentive compensation plans can have an unlimited number of plan
details, and their can be an unlimited number of plans.

An example of an incentive rule could be: $5 for any successful referral
after the first 3 referrals.

An example of an commission rule could be: .0125 commission paid out

for any construction loan with an Original Loan Amount Greater than
$100,000.
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Goal Setting
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Power « performance ¢ Success

2} Add Goal by - Microsoft Internet Explorer

Add Goal

Goal is for:

Role:

Goal Type:
Period Type:
Quarterly Period:
Target Type:
Target VYalue:

Description:

Display Order;

Product Type:

Goal Information

Role

Back Office

| successful Beferrals A
| Cluarter V|

| Fourth V|

15 |

|Suu:u:eaafu| Feferral Goal

Des=criptions longer than this wap

to second line on home dashboard

|AII Froduct Types +

I@ Done

‘:} Local inkranet
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Set goals for
your
employees to
give them
something to
shoot for. For
example, you
could set a
goal of a loan
production
target or a
certain number
of successful
referrals in a
month, quarter
or year.
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Sample Comp Plan Rule = =™

23 View Comp Detail - Microsoft Internet Explorer

In this sample
compensation rule,
Comp Detail Information the loan officers are
receiving a
commission of

View Comp

| N ] |

Comp Detail Type: Commission

Comp Activity Type: Production

Product Type: LOANS ( . 0125 ) X t h
Product: Personal Loan Amount o f or
Balance Type: Loan Amount loan, so long as the
Threshold: $100,000 balance is equal to
value Type: Multiplier: 0125 3 or greater than
&] Done %J Local intranet $100 .000.

This is just one example of many you can set up to reward employees. Other
rules might focus on incentive dollars or points for successful referrals.
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Marketing Campaigns -

The Marketing Campaign Manager funct i c
gives users the ability to profile top candidates for a specific product or
special promotion.

Marketing Campaign Manager also can set event reminders based on
activities, such as 30-day follow up call after opening a new account, or a
letter ten days before a CD matures.

Provides efficient, proactive, targeted marketing campaigns to qualified
prospects and clients in order to maximize the capture of both market share
and wallet share.

Automatically track the success of the campaignd what new business has
been won, who was not interested, what is still in progress.

Automatically distribute the campaign as opportunity pipelines, export to .csv
files, produce a contact report, and schedule events, all in a single
campaign.
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Marketing Campaigns o e

Run queries and filter across any information collected in the system to create
targeted lists for marketing the right products to the right people at the right time.



