STRATEGY & STRUCTURE

Business Details

OPERATIONS & OPPORTUNITIES

Financial Relationships

Industry Location Revenue ‘0.0. Employees They partner with multiple financial institutions and investors to fund the business. They use the assets on their balance sheet (e.g., inventory,
H ea ‘7 )7 F Manufacturing San Diego, CA (HQ) $200M & 300 Employees manufacturing plants, equipment) to collateralize loans, which provides cost-effective financing for the business. They struggled to find a bank

willing to finance the company’s ambition of creating a D2C sales channel, so they took on a private equity investment that is allowing them to
expand into this new, digital line of business.

Las Vegas, NV (Mfg. Plant) 100 Corp. Employees

What do they expect from their

?
What financial relationships do they have? Aok
Strategy, Planning & Goals _ .
PAYPAL ABC CAPITAL Their lead RM has had a continuous
Online merchant Equity Investment relationship with the company for
HIGH LEVEL COMPANY processing th .
STRATEGIES & GOALS e past 8 years. This long-term

relationship has made it easier to get
questions answered, issues
resolved, and needs met. They value
when their RM proactively checks-in

The company is focused on
growing by diversifying lines
of business, investing in a new
online direct-to-consumer
(D2C,) sales channel, and

"My goal is to focus on

Fo

METRICS

° - ; ! . - during the busy season or when he
d . They track liquidity, cash
qllallty and CI’ eate the beSt 'ncreef?isc'i';?]g;os :Ccrti: 0 flow, operating efficiencies, sees news about the company.
° manufacturing and corporate \ and available inventory.
PrOduCtS and Sel V lces functions (e.g., finance, “‘ CNB

resource planning, HR). . Business Checking, LOC

with Sweep Account,

possible, which helps me

do right by our customers."

WEEKLY ACTIVITIES

They spend the majority of
their time optimizing the
current financial operations
to support the growing

PLANNING PROCESS

They participate in annual
planning sessions with the
executive team and Board
of Directors, focusing on a

Equipment Financing

Financial Operations & Products

X 3-year time horizon.

manufacturing needs for ) e e e e ~ =
their products. Additionally, L Product Use Cases /" Opportunities & Unmet Needs \
they work closely with their Ll DECISION-MAKING TEAM

finance team to manage .-t ’

f They are part of the N . . . q i 0
Zizoar:;m: ag;':f‘éi'; decéion_gakmg . +  Asset-based LOC with Sweep Account: Uses the line of credit Sales are growing internationally, and they need help
ze W . L. . . : ; it :
J fow rg’pons along with the CEO, CTO, tied to the company’s inventory to maintain the levels of working managing the FX implications for the firm, but they

aren't sure which product to use and whether the
right product will be too complicated to implement.

and key Sales/Marketing capital required for operations. The sweep account helps make
CXCES sure they are only drawing on the line when necessary, and

paying it down when possible.
»  Their team still uses Excel for cash management.
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Roles & Responsibilities Network of Advisors equipment in their plant that new sales channels and cash cycles will make
managing things in Excel too complicated.
o Equity Investment: Funding for the creation of a digital
. . [}
Role: CFO (Former controller for 7 years) ‘\i', m experience for their D2C channel. . ltis hard for them to use inventory-based lending to
(<] [ —_— meaningfully drive growth because as sales
Responsibilities: Oversees finance, INVESTORS BANKS *  Online merchant processing: Used to process payments on increase, inventory decreases, resulting in a smaller
+ procurement, and technology teams PE investors, Help the team q : ) LOC. This, in turn, can restrict additional growth.
specifically supporting financial who own 10% of e their website. The company chose PayPal because they are a 9
operations. and acts as a brima business, what types of tech company that would easily integrate with their website.

About P . ! p v provide ; lending can % !
contributor to strategy setting for the guidance on help them BSOSO g -
compan topi h dernize thei

They are the CFO of a consumer electronics Gl noe?,'fz;:rfnjs zgnjggjrms '

manufacturing company in Southern Qahforma. * Reports: Controller, 2 Accountants, 1 creation, and e[ Technology S

The company has experienced sustained growth Tearo Ererak EErine & A help with e e - -Q-

over the past decade as demand for their product (FP&i) Analvst and 2 A?:countsxlga able/ fore§a$tiﬂg by ‘A‘ . *\

has grown. After they spent 7 years as the firm’s Accounts Ré/céivable emplovees Y PTOV}d'”FQPZ”A BOARD OF DIRECTORS Software Use Cases > Opportunities & Unmet Needs

Controller where they consolidated and simplified ploy ':r::lr;zt Provide key

the company’s banking relationships from four . . el i e ; o ; «  They feel like the online banking user experience

banks with overlapping products to one bank with * Reports into: The Board of Directors and for q\fferent »  Online Banking: Checks bank balances and available cash ; ;

: CEQ influence their responsibilities and business functions digitally (e.g., CNB Online Banking). is extremely outdated and difficult to use. For

a streamlined set of products, they earned a A including Finance . .
expectations of role instance, to access messages from their bank they

promotion to CFO. As CFO, their focus shifted to
building and managing a strong finance

organization. During executive meetings, they provide a
conservative lens to key strategies,

which is appreciated by the rest of the exec team. .
For banking relationships, consistency and Could also 100k hke
responsiveness are key. The firm is a great payments.
candidate for asset-based lines of credit, which they
leverage to finance the business. Increasingly, they want
to streamline the way the bank and internal ERP

*  ERP Software: Sees an integrated view of finances and
operations of the business (e.g., SAP).

have to follow a link in an email to log into a
system to read the message, which they often

don't have time to do.
»  Wire Transfer App: Sends money quickly to support the

operations of the business, while maintaining control over big ey ireEEsTel e i e s ETEEE

bank accounts linked to SAP because it creates a
more seamless, consolidated workflow for them
and their team.

Food Wholesaler Production Company
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Medical Device Manufacturer !
]
]
\

Food wholesale compan i i i
systems communicate through M upgrpadey The mgdlcal. dewcevmanufacturer A production company t.hat Challenges \ !
. L that builds kits for diabetes needs a loan for specialized N o e e o e e e e e e e e e e e e e e e e e mmmmm———m o0
features such as single sign-on. - ) h ) N
their industrial refrigerators patients and needs a large LOCto  equipment for an upcoming film
for storing food, and they ensure they are always able to to supplement their existing set » The CFO and their team worry about external market factors

need an asset-based loan to meet demand even if they like trade wars that may affect their growing international sales.

invest in the upgrade.

of standard production

Confidential. Property of CNB | Client Insights & Strategy experience a supply crunch. equipment.



The Asset-
Light CFO

“We’ve come a long way in
building this business, and I
don't see us slowing down. I
want to keep us on a good
path financially, but as we
continue to grow, I know I'll
need to adapt quickly."

About

They are the first-ever CFO at a privately held social
impact consulting firm. They joined the team 5 years ago
and spent the first few years managing multiple
departments (e.g., operations, compliance, and HR) and
overhauling the finance operations before fully focusing
on growing the finance team and the business as CFO.

They are a strong believer in their firm’s mission-oriented
approach to help their

clients, and has been increasingly focused on streamlining
how the company can use technology, especially with
regards to their finances.

They recently advocated for and led a transition from
their old bank to CNB, where they feels the company’s
needs, growth ambition, and desire to incorporate
treasury technology were going to be better served. They
are also excited to begin building

a long-term partnership with their new bank and

plan on relying on the new bank for expert advice and
insight.

Confidential. Property of CNB | Client Insights & Strategy

STRATEGY & STRUCTURE

Business Details

¢ Industry
M®” Social Impact Consulting
for non-profits & clients
with ESG strategies

Location
New York City, NY

Strategy, Planning & Goals

HIGH LEVEL COMPANY
STRATEGIES & GOALS

The company wants to continue
building on their strong growth
trajectory by investing in customer
acquisition channels such as industry
conferences, marketing, and paid
media spotlights. Internally, they want
to make further improvements to their
staffing and revenue cycle and create
a fully integrated technology platform
over the next few years to further
strengthen their operations.

WEEKLY ACTIVITIES

They spend a lot of their time
working directly with their team
to make sure the strategic vision
is being executed by the
finance team. They also keep a
close eye on daily cash flows
and forecasts to make sure they
have the operating budget to
grow their client base and
consulting team.

Roles & Responsibilities

* Role: CFO, newly appointed and first
CFO in company’s history

» Responsibilities: Plays a mix of strategy
and financial accounting roles. Brings a
conservative perspective to strategy
meetings leveraging financial info
created by her team. Also, oversees
employees focused on consolidating
data, reporting, modeling, risk
management, treasury, investor
relations, and employee benefits

Fo

Provide legal counsel
related to strategy
and introductions to
prospective clients

Revenue den Employees
$75MM &  “200, mostly
full-time and
college educated
METRICS

They leverage metrics to gauge progress
towards goals because they believe success
comes from repeatedly taking deliberate steps,
measuring the outcome, then adjusting strategy.
Their key metrics are revenue & earnings growth,
working capital needs, lifetime value of customers

and new customer acquisition costs.

PLANNING PROCESS

They evaluate aggressive 5-7-year

growth goals based on sophisticated

revenue forecasting and scenario

analysis. Current revenue growth goals

are capital intensive due to large

marketing budgets and an increase in
hiring strong talent, both of which have
led to some growing pains for financial
operations and the culture of the firm.

DECISION-MAKING TEAM

They are a part of the decision-making

team along with the CEO and CTO.

Network of Advisors
W g2
LAWYERS SELF

Previous

company
§) (3 -
PEER NETWORK M
They turnto a BANKS

experiences and
knowledge of

Reports: Director of Financial Planning &

network of peer
CFOs for tactical
and strategic advice

Provide financial
and strategic
advice, based on

Analysis, Director of Accounting, 2

Analysts

* Reports into: CEO

Could also look like

Franchise Owner

Franchise owner that wants
to expand his store
footprint into new cities
across California, and he
needs a bank to refer
franchisees to for franchise
financing.

Ecommerce Company

Ecommerce company
executive that wants to
expand marketing efforts, but
struggles to find the extra cash
to increase spend, so they are
looking for ways to improve
cash management.

the banks’

understanding of

the firm’s

business and

processes

Law Firm

Law firm that juggles multiple
business accounts and has
personal bank accounts with their
primary bank, and they need a
bank that gives them more tailored
attention to help them manage
their financial complexities.

OPERATIONS & OPPORTUNITIES

Financial Relationships

They work with a few financial institutions that help them manage the business and maintain a healthy cash flow for operations and growth.
Since they rely less on asset-based loans (ABL) to finance the business, they need to be sure they have cash available. The business couldn’t

get financing from banks in the early days because their lighter balance sheets made it harder to put up collateral for loans, but that has
improved as revenue has increased.

What financial relationships does the CFO have?

CNB American Express
Treasury and Corporate credit cards
LOCs

Financial Operations & Products

Product Use Cases

Treasury services: Maintains timely accounts receivable from

busy clients.

Lines of Credit: Smooths the uneven cash inflows from clients

that are invoiced for consulting services; tied to accounts
receivable.

Corporate credit cards: Used for the everyday expenses of their

employees that are billed to the company or to their clients.

Technology

Software Use Cases

ACH Transfers and Fraud Prevention: Leverages treasury
software provided by the bank for transferring money and
preventing fraud.

Forecasting & Planning software: Builds reporting and data
visualizations for forecasting, planning, and budgeting using

integrated tools (e.g., Treasury and PowerBlI).

ERP: Manages projects and resource allocation (e.g., NetSuite).

Challenges

With a strong foundation in place, they frequently look to
external advisors like their bank for advice and strategic
involvement in optimizing the finance department.

>

’
'

What do they expect from their RMs?
They primarily need help with the
day-to-day finance activities that comprise
90% of their team’s work, as opposed to
large investments like buying office space.
For any financing, they need them to take a
holistic view of the company and consider
aspects such as high cash balances or a
strong record of growth when evaluating
her firm’s creditworthiness. Finally, they
want RMs that exemplify their partnership
with the company by advocating for them
and their team within the bank to get
occasional preferential treatment, which
makes them feel recognized.

Opportunities & Unmet Needs

e The company is interested in growing by buying
other consulting companies, but they are finding it
difficult to get cheaper, collateralized financing
because of their “asset-light” balance sheet.

* They need support and education around all that
treasury services can do for the firm with respect to
cash management and wants a treasury expert on
the RM team.

Opportunities & Unmet Needs
» They don't want to use tech for the sake of using
tech, so they appreciate guidance on when to

deploy it and which way is best for their business.

*  Now that the tech platforms are implemented and

operating effectively, they want to make the data
they have more actionable to support better
consolidation, analysis, visualizations, and
forecasting. 5

The company didn’t receive much help from banks when
they were smaller despite growing quickly; now that the
company is successful, they are wary of new banks who
come across as disingenuous and opportunistic when
soliciting business.



The Small
Business Owner

"I am the changemaker, the
strategist, and the face of
my business. I want my
bank to provide tailored
advice when I want it, and
let me run my business my
own way."

About

They are the owner, CEO, and founder of a small business
that purchases parts and assembles them into consumer
products to be sold at wholesale. They started the
business 20 years ago and are primarily focused on
sustaining moderate growth and maintaining control over
the operation.

While they tend to rely on their personal experience and
knowledge for making business decisions, they want their
bank to provide occasional advice specific to their needs
and value them as a client. They maintain several banking
relationships because they believe it hedges risk. They are
also increasingly concerned with their upcoming
retirement and leaving a legacy.

Confidential. Property of CNB | Client Insights & Strategy

STRATEGY & STRUCTURE

Business Details

Industry

Light manufacturing

and wholesale

Location

Strategy, Planning & Goals

HIGH LEVEL COMPANY
STRATEGIES & GOALS

They grew their company quickly
over the first 10 years, but are now
experiencing more moderate
growth. While they are fine with
growing the business at a more
stable, steady rate, they are
opportunistically looking for new
growth opportunities. Long-term,
they are concerned with their exit
strategy: a succession plan or a
sale of the business.

WEEKLY ACTIVITIES

They tend to be more reactive
than proactive, as the needs of
the day-to-day operations take up
the majority of their time. They
also spend a lot of time dealing
directly with customers and
suppliers, personally handling
many issues that come up.

* Role: Owner, CEO, Founder

» Responsibilities: Ultimate
decision-maker, head of sales, key
strategist, and face of the organization to

suppliers and clients

* Reports: Controller

G

Revenue den Employees
Los Angeles, CA $8MM & 50, 3-person

leadership team

METRICS

They mainly look at cash flow and
growth. They want to use metrics to
measure the performance of the
business, but ultimately their
instincts, not metrics, are what drive
decision-making.

PLANNING PROCESS

They don't follow an established
planning process; instead, they look
for opportunities and take them as
they arise. However, they do want
better forecasting, but this can be a
challenge for a small business
because of their lack of data and
analytical capabilities.

DECISION-MAKING TEAM

They take advice from their direct
reports, their mentors, and their
bankers, but ultimately, they don't
want to answer to anyone and make
all final decisions themselves.

Network of Advisors

AL

COls

CPA for technical
financial advice
and occasionally
for connections

* Reports into: No one, but Director of ,@1

Operations and Director of Sales

provide input

Could also look like

Dental Practice

A dental practice that
is adding its 3rd
location a year after
building its 2nd, and
they need equipment
financing and a term
loan to keep growing.

PEER NETWORK
Advice and
recommendations
from other
business owners
who have faced
similar challenges

Non-Profit

A non-profit that is has some
extra grant money to put
towards building a new
program, but they need
financial and strategic
advice on how execute their
vision.

52

DIRECT REPORTS
Operational and

day-to-day
>\ financial
.%, management
input
Self
Personal
experience
11l
BANKS

Strategic and
financial advice
on key growth
opportunities

Local Health Food Store

A health food store that
wants to capitalize on
consumer health trends
and needs a LOC for
working capital to
increase product variety.

OPERATIONS & OPPORTUNITIES

Financial Relationships

They like to have duplicates of the same product at different banks (e.g., deposit accounts at more than one bank) because they believe it helps
them diversify risk. Additionally, they prefer having relationships with a mix of smaller and larger banks — the smaller banks tend to value them as a
customer more, while the larger banks validate their business in the eyes of suppliers and employees, and give them a greater geographic reach.

What financial relationships does he have?

CNB Wells Fargo
Primary bank for Deposits, LOCs
checking,
deposits

~ )

1%!
Bank of America Chase

LOCs, international wires Corporate credit cards

Financial Operations & Products
Product Use Cases

*  Checking and Deposit Accounts: Uses for day-to-day cash
management.

- Credit cards: Facilitates the day-to-day activities of his
employees and earn points or cash- back to reinvest in the
business.

. Lines of Credit (LOC): Provides working capital to the business.

*  Term Loans: Leverages occasionally as a stopgap when cash is
tight and LOC is insufficient. Also used to pursue new

opportunities (e.g., real estate purchases).

* International wires: Processes payments to suppliers.

Technology

Software Use Cases

*  QuickBooks: Aggregates information for accounting and uses
to send data to his CPA.

«  Excel: Tracks cash flow of payments, expenses, and invoices
and uses to send data to his CPA.

*  Third-party vendor platform: Automates payroll payments.

Challenges

*  Theyfound it challenging to get bank support in the early
years of their business to fund growth opportunities, and
while they face this challenge less today, they still wonder if
they are underbanked as a result of that initial experience.

What does he expect from his RMs?

They wants their RMs to strike a

balance between providing targeted

advice and strong too hands-on. They

find they add the most value when Ql
they are an advocate in the bank on '%'
their behalf, helping them get lower

rates and larger lines of credit. They

think of the best RMs more as friends

\ &

than mere business relationships, and
they like having continuity so that
conversations can pick up where they
were left off customer service, without
being

/. Opportunities & Unmet Needs

* They desire access to the same products and
favorable rates offered to larger banking clients

* They would like more help managing their personal
wealth, which they have not prioritized: they passively
worry they have no Will or Trust set up for their family.

» Their business is a potential candidate for Treasury
products because of their need for cash manage-ment
and forecasting. However, their perception is that
Treasury is too expensive and difficult to implement.

« Because of the overlap of their finances, they are
concerned that unforeseen events could have a
dramatic impact on both their business and personal
finances (e.g., a lawsuit).

Opportunities & Unmet Needs

\
'
:
]
» They take pride in being hands-on in the :
business and would welcome technology that :
would maintain a clear view into how the :
business is operating and how money is flowing ;
through the organization. E

1

They want their bank to recognize them as a sophisticated,
valued client even though they know they aren't as large or
profitable as other clients.

. They would like to have a more integrated and automated
approach to managing their business’s finances.



STRATEGY & STRUCTURE

Business Details

OPERATIONS & OPPORTUNITIES

Financial Relationships

The Real Estate

@ Industry Location Revenue :.'. Employees They use one bank to manage the deposit accounts for their company. Conversely, for their investments, they typically borrow from the firm they
Investor Real Estate San Jose, CA $19M & D1employees used to work for which specializes in short-term, multi-million-dollar real estate financing. They will forgo better rates for a bank that can get them
n v es Or the financing they need in a tight time frame.
What financial relationships does he have? What do they expect from their RMs?
Strategy, Planning & Goals , _
CNB LendingHome They don't think banks should just be a place
Real Estate financing Real Estate financing where the company parks their money or
HIGH LEVEL COMPANY METRICS

where they get money from, but most of their
bank contacts don’t understand the inner

STRATEGIES & GOALS
They keep a close eye on
In the next five years, the

property profitability (e.g., Internal n i :
company wants to grow the Rate of Return), Loan-to Value =\ workings of the |ndL.Jstry or firm well enough to
business by acquiring 20-40 Ratio, and Gross Rent Multiplier. ‘%_ teach them something new and add to the
new properties in growing relationship. When they find a great RM with

"I need to be quick because
I could lose out on an
investment opportunity or
a lot of money if I'm too

markets, renovating the
properties in a cost-effective
way, selling the renovated
properties at a premium, and
maintaining high occupancy in
rental properties to maximize
cash flows.

Fo

PLANNING PROCESS

They participate in weekly management
meetings with the other partners, focusing
on three things: acquisition of new
©s properties, construction or renovation of
properties, and sale of properties. Longer
term planning happens with the advice of

Bank of America
Checking/Savings Accounts, LOC, cash
management tools, credit card processing

strong industry knowledge and service levels,
they will follow them to different banks — they
are loyal to RMs, less so banks. It is also critical
that the RM team and bank can move quickly
enough to get a loan secured in time to commit
to a purchase.

WEEKLY ACTIVITIES TN the Board of Directors, where the team 3 3 3 .
l . f d- f T A S T . generates a financial model for next year's Flnan(:lal Operatlons & ProauCts _______________________________________ et
S OW gettlng llll lng I'Om Y tp § i 9 i *. earnings with key revenue drivers around 7 - SN
bank." R \ b pusesnd " Opportunites & Unmet Needs VM
my an o updating finagcia\ ——_— wit‘cll'; ' expected returns, as well as a timeframe
any new sales or purchase N forwhen to start fundraising the next . . o *  Finding ways to speed up the process of
data, tracking financial o investment fund. *  Checking and Savings Accounts: Maintains large cash balances . 2 = - .
' o . . ) esolving issues with titles or loans is crucial to
progress towards goals, and e from the sales of properties and holds his entire fund ($4M - $6M) Rob and hi hen th q b
developing short-term .- DECISIONMAKINGIEAM in cash in a bank account while it is not invested. ob and his team when they are readly to buy a

strategies to keep the team on new property.
track, such as scheduling
training for their investment

team

The group of Partners are the primary

decision-makers in the firm. «  Line of Credit: Helps with working capital needs of the business. . When they tried community banks in the past, they

\
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:

found they could not understand the business :

- Term Loan: Finances property purchases with a 10-yr term loan !
that may include a Loan-to-Value ratio of 70% where they pay the X
loan amount and all interest at the end of the term. !
]

]

'

'

]

'

]

]
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model well enough to lend to them or manage their
deposit accounts, so they went to a bigger bank.

Roles & Responsibilities Network of Advisors *  They regularly keep $500K with his primary bank
«  Cash management tools: Leverages the tool to keep track of the but only has a $30K line of credit, which is often
money coming in from multiple renters and the money flowing out insufficient and makes him feel under-appreciated
* Role: Partner % to pay for renovations, taxes, and loan payments. and misunderstood by his bank.
- Responsibilities: Identify and evaluate COls e ° Credit Card processing: Processes rent payments or Seeeeeececcccccccccc e e e e e e ‘
potential investment properties, train . Pi_o‘l"de i”f‘;_o“ Experienced property-related payments via credit card.
investment team on how to find good pe Cegr;?ngfs; t':; it';VGStOfls fe'{ on
q emselves 10
AbOllt investments, oversee property market identify good

Along with two other partners, they are a partner and co-
founder of a private Real Estate Investment firm that is

management staff and construction staff,
maintain liquidity of business finances to
support opportunistic growth

neighbourhoods
and opportunities to
invest

Technology

Software Use Cases

focused on buying and flipping multi-famil . . ) ,
Lsed ying pping o - Reports: All employees report directly to e Dm‘sg}otns 11l «  Forecasting Tool: Uses an online spreadsheet tool to create - Property Management Tool: Manages property and renters
residential real estate. They spent 18 years working — ) ) ) ) i ttiol i Yardi
in real estate as a broker and investor at a large the three partners Strategic advice BANKS collaborative, complex financial models for forecasting and operations across multiple properties (e.g., Yardi). ,
firm before branching out with two colleagues to ahd informal Recommends planning that year-over-year require more precise inputs, more Y.
start their own firm * Reports into: No one, the Board of oversigtirom af debt financing sophistication, and more automation using data from other 7T TTTTTTT T T T TT T oTmmom oo m oo oo mmme s ~ Q
: i i i group o options for each ~
Directors plays an informal advisory role iy pf’o'perty systems (e.g., Google Spreadsheets and Excel). > :’ Opportunities & Unmet Needs ‘:
While they predominantly view themselves as investors property owners purchase . . : :
and flippers, they do have a few properties they plan to and investors . I?ooklfeepmg Toolz Enables r.evenue and e.xpense tracking and v They wish they had a better way to integrate the '
keep and act as landlords. They and their partners pride financial reporting for the business (e.g., Quickbooks). : bank, forecasting tools, and bookkeeping tools :
themselves on being quick to close deals when the ' to decrease the labor of inputting data and '
opportunity arises, and the firm is always looking for new Could also look like +  Lead Management Tool: Logs potential investment : increase the accuracy of data and forecasts. :
" - N . a '
properties. opportunities and property pricing, which is incorporated into .. L

financial models (e.g., Salesforce).
They need a banking partner who matches the pace at
which their team works and is also well-established,
responsive, and dependable. Property financing is their
main concern; however, they are happy when their bank
can provide some extra advice on managing the cash
flows of their multiple properties.

Buy-and-Rent Investor Owner-Occupied Executive

Investor with portfolio of rental properties Challenges
that require longer-term loans (20-30 yrs) to
purchase, and cash management tools for a
high-volume of incoming rent.

The business owner who occupies and
owns his office space, but needs to find a
new office to fit his growing business, and *  Because the bank won't give them a large enough line of
he needs to decide to purchase the new credit, they sometimes have to finance the operations of the
office by himself or through the business. firm with personal capital when cashflow is tight.

« They struggle with the financial impact and legal implications of
beginning to buy properties in new states.

. Fundraising bigger funds is important and can take a lot of

effort.
Confidential. Property of CNB | Client Insights & Strategy



STRATEGY & STRUCTURE

Business Details

OPERATIONS & OPPORTUNITIES

Financial Relationships

The Alternative

6 Industry Location Revenue ‘0.0. Employees =, Current Fund Alternative Asset Managers are experts in finance, and they know what they need for their financial operations and investment deals. To
A S Set M ana er Alternative Asset Santa Monica, CA $3B & 12 people; 9 G2 3 Ppivate Equity maintain business operations, the Partners need extra cash to provide liquidity and working capital, since so much of their money is tied up in
Management investors and 3 pugeliorbuvingiiest investments. To close new deals, they need to have investment funds available that are both cost-effective and readily accessible whenever
back-office staff Coast technology & - - >
media companies an opportunity arises.
What financial relationships does she have? What does she expect from her RMs?
L]
Strategy ’ Plannlng & Goals . They value that their CNB RM has
CNB Multiple Banks "
Subscription Deal Financing = proven that they can "punch above
H;‘;::f;’;‘;gg'g:’g METRICS Financing, > their weight class” — writing bigger
U . . .
For operations, they track AUM e Trea§UW 3 checks or creating more innovative
The company seeks to buy and funds available for investment. 3 Services, o financing to meet the firm’s needs
profitable technology and For deals, they look at deployed E Personal Line of = fi h deal
eciolcompanicsloowitc W capital and the internal rate of return o Credit o ClF @eld Clztl:
« ° ° ° by optimizing operations, and .’ for the portfolio companies. (] o
Olll' top prlorlty 1S tO eéarmna sell them within 4-6 years. They £ ,9‘, Tactically, it's important that they
. also raise capital for new funds, K PLANNING PROCESS = E can quickly pull together financing
Strong ROI for our lnveStors and which grows their total assets 3 They conduct the majority of planning = term sheets for new deals. More
under management (AUM), and a oD o R e U], o (e 6 US Bank CNB Q ) X
3 setthe fund investment R iF;vestment thesis for fljndraisin After Fund Administration Mluliislts Cl=eding strategically, they apprguate that
for ourselves by transforming srtegies el e Accounts or eac they understand and tailo thelr
° ° Yoo, investment teams and operations to investment adV|ce.to the firm’s mlsspn and the
good companies into great WEEKLY ACTIVITIES .. identity, support, and execute funds’ investment strategies.
S investments. Additional planning takes
Q They focus on evaluating new S . place for each investment opportunity
Companles. we need a Strong investments and managing the A that looks promising in order to secure o o l . d
O overall investment portfolio. They . necessary debt and equity financing Flnanc‘a 0 erations & Pro ucts
banking partner that can match als0 make time to check i on ther ! fortedest P
existing portfolio companies to o
o0 ) make sure they are growing . Product Use Cases
our ambltlons. according to plan. 0 DECISION-MAKING TEAM
e They work with their 2 other partners
as the primary decision-makers for the . Subscription Financing: Ensures they have funds available to » Bank Accounts for each portfolio company: Maintains
i do a deal even if they haven't received all their cash from multiple bank accounts to ensure that money transacted with
investors yet. a specific portfolio company is separate from other money
the firm manages.
*  Fund Administration: Outsources some of the time-consuming i,
activities of managing the funds such as making capital callsto . -O-
hil3se O investors asking for money or distributing cash to investors after > K BN
oge \
Roles & Responsibilities Network of Advisors e e e /" Opportunities & Unmet Needs :
' ]
] . .
. . . * For each deal, they seek unique, flexible, and !
o Debt Financing for Investments: Provides a cheaper way to ; . T ey cuniq . !
* Role: Partner fi ) N t dt ) hich i th ' innovative financing options that are tailored to the X
% P inance arj investment, compared to equity, which increases the ' specific nuances of the investment opportunity. ;
e . & _a T return on investment for a deal. \ ,
» Responsibilities: Leads investment R it S .
team to evaluate opportunities, selects SELF BANKS . . . - Al
About pp +  Personal Line of Credit: Uses a line of credit tied to Alice’s

Given their extensive
experience, partners
tend to rely on their
intuition and knowledge
to make good decisions
around investment
strategy, opportunities,
and the financial
operations of their firm

Advise on how much
equity or debt
financing the bank
can provide for a
specific investment
and at what cost

investments with other partners,
oversees back-office finance team
including CFO, and sits on the Board of
Directors for 2 portfolio companies

personal money she has invested in her private equity deals;
with this LOC she can maintain some liquidity for money that is
tied up in investments.

They are one of three partners that run a Private Equity
firm. They joined the firm four years ago to

help run the firm’s 2nd fund, which was focused on
buying Technology and Media companies. While

they also oversee the firm’s back-office finance and
accounting employees, including the CFO, they prefer to
spend their time investing in or supporting portfolio X ‘ =
companies. They are responsible for the financial ’ Re'f'°“5 mtp: Othgr SRR WD Al Software Use Cases > Opportunities & Unmet Needs
management of the firm, but they mainly focus on the their peers in the firm

* Reports: 3 investment associates for
the fund & CFO, 2 accountants

Technology Q

financial strategy while the CFO spends their time on the
tactical financial operations.

They are comfortable working with multiple banks on
deals, but the CFO prefers to have a single primary bank
for their operations. The Asset Manager and the CFO
also differ in what they need from a banking relationship.
The Asset Manager and the partners need a banker with
a can-do attitude and strategic vision, whereas the CFO
particularly values flexibility and the ability to quickly
respond to day-to-day requests or issues. Lastly, both
the Asset Manager and the CFO demand that their bank
has a deep understanding of their business and
investment strategies which enables the bank to
develop more innovative financing options for deals and
better service for the back office.

Could also look like

Hedge Fund Owner

Hedge fund that wants to
chase the energy project
finance trend to build and
sell wind turbines, but is
struggling to find bank
financing for the short-term
projects that offer little
collateral.

Multi-Strategy Manager

Larger Investment firm that
pursues a variety of different
investment strategies across
industries, and appreciates a
single banking partner that
can accommodate a majority
of their diverse funding
needs.

PE Firm Controller

Controller at a Private Equity
firm who handles more of the
day-to-day operational finance
needs of the firm like ensuring
cash is coming in from
investors to pay off loans
rather than securing financing
for a single deal.

. Investment Forecasting: Evaluates investment opportunities
and determines potential ROI (e.g. Excel) .

Investor Portal: Reports status of investments and portfolio
updates to Limited Partners.

. Fund Administration Software: Tracks fund administration
details related to activities such as capital calls and enables
visibility of fund details such as the current value of the fund (e.g.
Maitland Group).

Challenges

« They would like the ability to link their fund
administration software to their bank accounts to
create a more seamless cash flow experience.

- Finding a financial institution that can easily scale and connect

bank accounts for each investment because they typically need
2-5 bank accounts per investment across tens (or hundreds) of
investments.

- They, and their partners, want to spend less time on the tactical

needs of the firm, and more time on making the investments and
growing portfolio companies. Ultimately, their compensation is
tied to investment performance and this is their priority.
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