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Mission SRR

» To develop and promote exclusive credit union member
discounts on products and services offered by American
owned corporations to provide a stimulus for stronger
financial results for the U.S. economy, increase credit
union membership and member satisfaction

— Develop an extensive program with domestic automakers that
generates incremental vehicle purchases and credit union loans

— Identify and expand member rewards by partnering with larger
Fortune 1000 companies

S pnvesting e
lIA Vision IR

Invest in America is our brand for credit union
membership enhancements in order to drive
growth and retention
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lIA Results AR

(Dec 08-July 6, 2009)

League Participation 45

2 # Supporting Credit Unions 1,802

g % CU membership Opt-Ins 47%

2  #of Top 500 CU Opt-Ins 239
New CU Members 274,240
# CU Loans 90,797
# Vehicle Sales 139,323

(Jan 06-May 09)

= League Participation 23

& # Supporting Credit Unions 455
Amount saved by members $25.2 Million

Chrysler e B

» Contract extended through year end

e July 1 - July 31, 2009 Up to $1,000 discount on top of
the member’s best deal on the following 2009 models:

$500 Incentives $1,000 Incentives

«Dodge Journey *Dodge Nitro

*Dodge Grand Caravan *Dodge Charger (inc. SRT8)
*Dodge Ram (1500/2500/3500/4500/5500) *Chrysler 300 & 300C (inc. SRT8)
«Dodge Dakota «Jeep Liberty

«Chrysler Town and Country
«Chrysler Sebring Convertible
«Jeep Grand Cherokee (inc. SRT8)
«Jeep Commander




» Supplier pricing continues through year end

e July 6 — July 31, 2009 Supplier Pricing Plus. Members
receive an additional $250 discount on top of supplier
pricing.

GM Lease Program

e July 1 — December 31, 2009
* NY, NJ, PA, FL and MI markets.

» Program will start with select 2009 models from the four
core brands and expand as 2010 models are launched

2009 Models 2010 Models

Malibu Equinox
Traverse Terrain
Acadia LaCrosse
Enclave SRX

CTS
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Ford Lease Pilot SR T,

e August 1- October 31, 2009
* Florida and the Northeast market areas.

» Pilot will include select Ford and Mercury vehicles.

Ford Models Mercury Models
*Focus *Ranger *Grand Marquis
*Escape (Non Hybrid) *Econoline *Sable

eTaurus X *Transit Connect  «Mariner (Non Hybrid)
*Mustang (excl Mustang  *Expedition *Mountaineer

Shelby GT500 and KR)

*Explorer Sport Trac *F150

*Explorer 4 Door eSuper Duty
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» The 2009-2010 Contract Year begins in October.

» Credit unions must schedule at least one mailing during the contract
year.

» Enrollment and renewal forms must be submitted by September 1.
* Member Discounts

— 10% off most regularly priced service plans

— Waived activation fee on new accounts

— Waived upgrade fees

* Business Discounts
— 15% discount on most corporate recurring charges
— Waived activation (new accounts) and upgrade fees
— Equipment discounts
— 20% off accessories
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Leasing Program Overview I

¢ Ford/GM and Lease Partner will fund a residual escrow
account equal to 10% of ALG (Automotive Lease Guide)
residual value to cover end of lease losses.

» Lease Partner will obtain residual value insurance to cover
losses exceeding 10% of the ALG residual value.

» Lease Partner guarantees credit union full ALG amount at
lease end.

» Lease Partner will handle all unique lease processes for the
credit union (tax, systems, vehicle disposition, etc.)

» Ford/GM will market lease payments to general public to
increase dealership traffic.

« Dealers will direct lease financing to participating credit
unions.

Residual Escrow Account Ay, e
Example wrlovemyeradanionen
Vehicle MSRP $30,000
Residual value 50%
Lease-end balance $15,000
Manufacturer/Lease Partner

contribution $1,500
Scenario 1 Scenario 1
Vehicle sells for $16,000 Vehicle sells for $12,500
Deficiency amount 0 Deficiency amount $2,500
Paid to escrow account $1,000 Paid from escrow account  $1,500
Paid from RVI insurance 0 Paid from RVI insurance $1,000
Amt paid to credit union $15,000 Amt paid to credit union $15,000
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Lease Process - Origination R T

» Dealer directs current or potential member to participating credit
unions via Route One, DealerTrac, AppTrac or other systems

» Credit Union makes credit decision, if necessary, sends Adverse
Action letter to lessee

» Credit Union charges member the established acquisition fee

» Dealer prints lease agreement from their Dealer Management System
(DMS) or Lease Partner web site

» Dealer closes the lease and processes the title

» Credit union charges dealer for manufacturers lease subvention as an
“administrative fee”

» Dealer is reimbursed by Ford/GM for “administrative fee”

» Credit union forwards “administrative fee” and acquisition fee to lease
partner

* Lease Partner deposits “administrative fee” along with Lease Partner
contribution into escrow account

" nggstin, —
Lease Process — Life of Lease

» Credit union receives and posts payments to principal,
interest and sales tax

» Credit union remits sales tax monthly to Lease Partner

» Lease Partner files sales tax reports and remits tax to
government entities

» Credit union provides normal collections and
repossession activities for non-payments
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Lease Process — Lease End AU T

» Lease Partner manages member education at lease end
and remarketing (vehicle disposition) process
Member has first opportunity to purchase the vehicle

Originating dealer has second opportunity to purchase the
vehicle

Vehicle sold through national network of dealers
Credit union has no responsibility to dispose of returned vehicles

» Lease Partner sells the vehicle and uses the sales
proceeds plus the Residual Escrow Account (If
applicable) to pay off the ALG residual with the credit
union.

» Credit Union is guaranteed full ALG value payout at end
of lease.

Benefits to Members and ATy, e

Credit Unions

* Member receives lower monthly payment than on a purchase

» Member is able to drive new car with latest features and safety
equipment

» Lower cost of ownership since warrantees generally cover the
lease period

» Credit unions will not be competing with captives and banks for
lease business

» Credit union earns a higher rate of return than on auto loans
* Credit union assumes a credit risk that is similar to auto loans

» Ford/GM promotes to the general public providing opportunity for
membership and auto loan growth

» Dealers will direct consumers to participating credit unions




The Invest in America Lease
Program — Not Your Traditional

Program!
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Traditional Lease Program

Invest in America Lease Program

*Up to 3% reserve for residual losses

*10% reserve for residual losses

*Reserve provided by lease partner and taken
from Acquisition Fee

*60% of reserve provided in cash by Manufacturer
*40% of reserve provided in cash by lease partner

«Credit Union bills member for lease end wear
and tear. If wear and tear is not collected, it is a
credit risk

*CULA waives the first $1,000 of the wear and tear at
lease end

«Credit unions responsible for collecting excessive
wear and tear amounts from member

Catastrophic Residual Value Insurance
designed to pay claims only after 100 basis
points of loss has occurred

Residual Value Insurance designed to pay claims
after the 10% reserve has been used

eIndirect, dealer-driven

sIndirect, dealer and manufacturer driven

eInherent, calculated risk, with great growth and
profit potential

«Low risk, and with great growth and profit potential

*Enhanced residual values

«Conservative residual values

* Strong bank & captive finance company
competition

«Little to no bank & captive finance company
competition

Credit Union Requirements

Investiink
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Enroll in and agree to program terms:

» Complete enrollment form on www.lovemycreditunion.org

» Offer leases on all eligible models from Ford/GM

» Offer 39 month lease with advertised payment or lower

» Offer a lease rate that is not higher than any other lease
rate offered to other manufacturers

» Collect acquisition and administrative fees and forward to

Lease Partner

» Accept new qualified members through the dealership




Why Support IIA? iz B

*Free marketing Kits, including production and printing.

*Get the latest program updates sent directly to the credit union
point person.

*Access to special offers and discounts that can be extended to
your members on top of base program benefits.

*Free turn-key marketing materials.
*Access to credit union level sales data.

*E-mail addresses of those members who have requested an
authorization code that have not yet purchased a vehicle for use as
follow-up and cross marketing purposes. (available upon request)

Partner center is password protected and accessible only to credit unions and
leagues that have singed up in support.

Investing?

Marketing Materials Provided

. Supr()ortlng credit unions have access to a complete line of
marketing materials.

» Five complete campaigns with partner approved materials including:
— Suggested Web Site Home Page Layout
— Posters (22" X 28" & 8.5" X 11") g Xlerate
— Statement Inserts i
— Web Banners
— Neuwsletter Articles
— E-Blast Message
— On-Hold Message

» Additional informational mcIudes downloadable webinars for
implementation details, marketing guidelines, PR tips and FAQ's.

» All materials are available to supportinng credit unions in the
Marketing Materials page in the www.lovemycreditunion.org Partner
Center.




Getting Started Is Easy W i B

» Recommend steps for getting started:

— Chose one of the available marketing campaigns.

— Incorporate the “Suggested Web Site Home Page Layout” on
your Web site with the appropriate web banner that links to
www.lovemycreditunion.org, where your members can learn
about the program details. (see following examples)

— Place posters and statement inserts in your branches.

— Send your members e-blast messages.

— Use the prepared newsletter article in your next mailing.

— Record an on-hold message with the provided copy.

— Include a statement stuffer with your next quarterly statements.
— Consider issuing a press release.

Best Practice Showcase — A, e
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Having Faith In A Credit Union
Has Mever Been So Easy
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Catholic Parishes CU o :

April 2009

Srishes Quarterly Notes Catholic Parishes Federal Credit

Union is running a radio spot. They

_ are also running newspaper ads and

gl ———====— " have a banner on their website that

| Money? g sty “l? links to the LMCU website and ran an
= T article in their April 2009 newsletter.

We'll keep those deals rolling...
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36111 Five Mile Road - Liv:

Access your VISA Account

information online

Catholic
Parishes
Federal
Credit Union
web banner.

Credit Union Members
get great discounts and incentives on most new

GM and Chrysler vehicles.

Plus low vehicle loan rates from your credit union.
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Delta County CuU

Delta County Credit Union
reached out to its local
Chrysler and GM dealers
providing these banners and
listing them on their website.

Best_ Practice Showcase — T P,
Genisys CU

GENISYS L Genisys Credit Union is
ORATE HEADQUARTERS promoting Invest in
AUBURN HILLS BRANC America on their outdoor
DRIVE THRU = DRIVE-UP ATM . .
electric sign




Best Practice Showcase —
Team One CU ermaloveyarediante
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Team One Credit Union

has both the GM and
Chrysler tiles on the

> lending page that link to
an internal page
explaining the program.

e
Loan, call Team Ona first and get pre-qualified bafors going to the deabrahip

| Loans . E [
e —

CREDIT UNION MEMBER cunvscen
DISCOUNT m e

ars on A brang

| CLICK HERE
STARTED
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Wysouth CU VWl ovemycreditunio

— WYSOUTH s raxr ow Arrenery Groer Crenrr
— }XLer(lte vwiow & DICK GENTHE

Fast T - New M Vel CHEVROLET

Wysouth, a part of the
Affinity Group Credit
Union, partnered with a
local dealer to create a
flyer advertising the
program, dealer and credit
union.

INVEST IN AMERICA

DICK GENTHE
CHEVROLET

15600 Euroka Rd.
‘Southgate, MI 48195




Best Practice Showcase — A, e
Saturn of Warren

i enE PERVINGS | Many
; dealerships
such as Saturn
of Warren
shown here
have included
the Invest in
America
discounts on
their site.

CREDIT UNION
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