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Advisory Background

V' Founded in 2002, with offices in Wellesley, MA and Westport, CT.
V' PA hasworked with over 60 program partners across the cobrand, financial institution, and

membership marketplace.

V' All PA personnel come from the financial services industry and have been involved in hundreds
of partnership programs. We now apply our experience, insight and know -how to provide value

to our partners and their programs .
\/ Areas of expertise:

Payment Products

A Consumer Credit & Charge Cards

A Small Business Credit & Charge Cards
A Traditional Debit & Decoupled Debit

A Reloadable/Open Loop Prepaid Cards

Rewards Programs

A Reward Program Strategy & Development
A Value Proposition Strategy

A Merchant Funded Rewards Networks

A Discount Programs

Banking & Wealth Management

A Demand Deposit/Checking Accounts

A CD & Money Market Programs

A Goal-based Savings & Investment Programs
A Wealth Management Services

A Lending Programs

Insurance & Fee -Based Services
A Insurance (Auto, Home, Term Life)
A 1D Protection Programs

A Other Specialized Products




Partnership Clients
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Our Advisory Process

We manage sponsored financial service programs through an ongoing process:

1.

Define a financial services program strategy with
unique solution packages for various segments within
a consumer base and leveraging key marketing

channels; / Define \

Source best-in-class providers to offer the most
comprehensive and well-suited products per target Optimize Source

market; \ /
Structure

Structure the deal terms to align with overall
partnership goals, and;

Optimize program performance on an ongoing basis,
develop and source new marketing channels, and
continuously investigate new products.

Our approach to constructing and managing partnership programs is:

< <<

Unique in the industry

Enables the program partner to achieve its own strategic and financial goals
Focuses on the end-customer experience and value

Drives program growth throughout the partnership life cycle



Partner Advisors Added Value
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Compensation & Deal Development

> > > > > > > > >

> > > >

Opportunity assessment
Contract negotiation
Counsel support

Portfolio valuation and sale
Industry intelligence

Product Development

Product and rewards strategy
Loyalty program development
Program benchmarking
Financial modeling

Marketing & Loyalty

Program marketing plans
Cross sell assessment and strategy
Marketplace research

Channelbased optimization and
training programs
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Partner Benefits

Significant increases in program
compensation and annual program earnings

Cost reduction

Reduced exposure to risks and costs
associated with programs

Increased penetration and persistency
Program differentiation

Increased engagement

Drive brand awareness
wal | et 6 usage

More effective use of

marketing channels

Product cross sell training and integration
into new customer experience

More effective use of purchasing behavior
information 5
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Partner Advisors Network

We work with all major financial institutions on
behal f of our clientseé.

Issuers

Bankof America > CHASE €

RICAN

i ¢ b u tdo mokany have
conflicts of interest  since we
exclusively work for program
partners and their best interests

(D First National Bank

Associations

« -
V’SA MasterCard W
Worldwide

Partner Advisors has a unique cross -bank program performance perspective and
best-practices know -how through leading hundreds of deals and programs.
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