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Bottom Line
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The issue is no longer a hurdle.

Environmental consciousness has passed "the
tipping point."
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The issue is tied to brand identity and
reputation ... and leads to growth.
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eInternal carbon offset “tax” Roger Iger
*Reducing waste sent to e Walt bhegent & CEO
. e Val Isney Compan
landfills by at least 50% Narch 4, 5010
*Clean fuel vehicles Wall Street Journal’s ECO:nomics
conference
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The issue is moving from "what are you
doing" to "how much you are doing?"

Walmart

S5ave money. Live better.

*Suppliers who ignore the
requirements for ecological
transparency will become "less
relevant” to them.

. . Andrew Ruben
'SWltChmg the concept of value Vice President for Strategy

in the minds of consumers — no and Sustain?bility
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longer about “cheapest e
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Still time to capitalize on the issue in the
context of upcoming events.

Enough time to . . . - earth%ay 2010 |

40th Anniversary / April 17th - 25th |

eannounce
eremind
ereinforce

what you are doing to be
a responsible community
partner and business.
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The issue can have a positive effect on your
bottom line.

Opportunities exist to save and earn money with responsible & sustainable practices.
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Protect the Environment & Your Bottom

Line
vosison avenwe * SOlar Lending: Program Overview & Case Study
“ ' roeacomrumias ScOtt Pellegrini | former Consumer Lending Product
Manager
JLF | e Case Study: Sans Paper

e Green Architecture

Christina C. Brown| President & CEO
Gesa Credit Union, Richland, WA
CREDIT UNION

Paul Todd Merrill | PE LEED AP
CLAYCO Clayco, St. Louis, MO
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Solar Lending

Program Overview & Case Study

ADDISON AYENUE
| FEDERAL CREDIT UNION

Scott Pellegrini

former Consumer Lending Product Manager
Addison Avenue Federal Credit Union

Discussion Topics

Introduction

Solar Partnership
Pros and Cons
Corporate Philosophy
Solar Partner
Program Overview
Program Launch
Program Results
Wrap up/Q&A
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Greetings!

e Consumer Lending Product Manager for Addison
Avenue FCU based in Palo Alto, CA from ‘98-"10

o SEG-based with $2.5 billion in assets, 155K members
and nationwide branch network serving hi-tech sector

» Managed the consumer lending portfolio, which
included auto lending, Visa credit card, student lending
and all other non-real estate secured and unsecured
loans, including the solar loan program

How it got started

» Environment a key topic with members and SEGs
 For past 5 years involved with SEG Earth Day events

* Introduced to eventual solar partner through events

» Economic crises impacted existing lending partnerships

* Solar becoming more viable with the many new
incentives available and the rising cost of energy

* Members interested in and asking about financing
» Management looking for new lending opportunities
» Came together in fall ‘08 to create solar loan program




Why do it?

Risky proposition to make high dollar unsecured loan
New federal, state & local incentives created demand
Traditional financing went away or was insufficient
Home values had been greatly impacted...no equity
Bring on brand new members that were homeowners

Converting home to solar typically not a hasty decision

Industry leading solar company looking for a lender

Carpe diem...as we’ve seen with student lending and
credit cards, great opportunity existed to fill the void

Going Green

Addison Avenue began exploring “green” solutions in
‘05, through SEG interactions and new technologies

“Unofficially” the first CU to offer a hybrid auto loan
discount, introduced at Agilent Earth Day event in ‘05

Limited vehicle supply, but the initial offer was wildly
popular, generating 100 new loans

Offered 1% rate discount on hybrid auto loan

Later added e-statement and auto pay requirements,
eliminating statement, coupon and mailing costs
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Going Green

Over past 5 years Addison Avenue has financed an
estimated $40MM hybrid auto loans

About half our members have moved to e-statements

‘08 partnered with local company GreenDimes (Tonic),
offering free subscription ($20) with new checking
account, which eliminates unwanted junk mail

‘09 extended 1% rate discount to all consumer loans
Also introduced paperless real estate loan process
Microsite...https://addisonavenue.com/begreen

Finding the right fit

Addison chose one partner to ensure quality assurance
and to build rapport and loyalty with partner

Nationwide dealer network provides great compliment
to branch network

Solar partner had existing relationship with two largest
SEGs, so a natural fit with established level of trust

Worked jointly to create a program that made sense
Loan affordability was the biggest concern
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Parameters

* New member referrals allowed from Solar partner
 Existing members not required to go through partner
* Members can apply 24/7 online or thru call center

» Real estate loan options available

 Financing extras allowed only when panels installed

» Loan proceeds funded jointly to dealer and member

» Borrower can apply rebate and get payment reduction
* Member can refinance existing loan with other lender

* Loan terms up to 60 months, with balloon option
» 120-month and 180-month options (see matrix)
» Fixed rate loan based on index plus Prime Rate

e Maximum loan amount up to $50,000

» Risk-based pricing applies (see matrix)

» Minimum loan amount = $5,000
* Minimum loan amount for balloon option $20,000
» 1.00% “e-discount” available

» If both requirements not met, rate increased by 1.00%
» If not maintained throughout repayment, rate will be adjusted

730 & above Prime + 2.00% Prime + 2.50% Prime + 3.00%
700-729 Prime + 3.50% Prime + 4.00% Prime + 4.50%
670-699 Prime + 5.00% Prime + 5.50% Prime + 6.00%

3/18/2010



Going Live!

Member webinars/seminars provided on solar benefits
Website content created for one-stop shop experience
Direct mail and inserts sent to targeted members
Credit Union member discount program introduced
Credit Union staff trained solar dealers on financing
Marketing materials provided to local dealerships

Joint press releases issued in both CU and solar
industry publications

How we did

Launched program in December 2008
480 Loans, $13.2MM and 420 new members

Beyond the required checking, 36.7% of new members
took additional products, which included auto loans,
certificates, 15t mortgages and Visa credit cards

For 2009 targeted $6MM, funded just over $13MM

No delinquency, but 1 minor (<$10K) loss as a result of
a borrower passing away

Opportunities will continue to arise as the economy
normalizes and solar becomes even more mainstream
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What members are saying

“Getting a loan through Addison was so easy, they
were very helpful and we were approved and ready to
start the installation in less than a day!”

“My electric bill went from over $300 to less than $10
in one month!”

“The Addison rep was very helpful in answering my
guestions and had us on our way in no time!”

“We saved over $1000 on the installation with the
Addison Avenue discount!”

It’s a wrap!

Many solar companies looking for lending partners
Takes just 1 bad partner, proper due diligence is a must
Sound financials a must, but also equipment quality

Even after a year plus, hold bi-monthly meetings to
ensure everything is okay and to discuss new ideas

Questions? Can be reached at spelle@sbcalobal.net

Thank You!
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Paperless
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The sheetsadd up . ..

e 663 Pounds of paper
the average American
comes into contact in
one year.

e 66.3 Actual pounds
of paper the average
American preserves
during one year.

Source: "The Business of Being Green," blog.outsourcemanagement.com
Dec. 1, 2009.
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Minimizing impact and costs

Monthly statements
00008 e 25920 members

‘ntuttmeg
state . .
FEDERAL CREDIT UNION o Mlnlmum 2-page
monthly statement
(more types of accounts,
more pages in the
statement)
 Plus postage, inserts,
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Eco-messaging outreach for e-statements
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* Rollout of e-statement marketing
» 10+ people enrolling a day
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E-statement strategy

Monthly e-statements

00000  Average minimum savings of
S nutmeg almost $0.25/member per
month

FEDERAL CREDIT UNION

* More convenient

 Access by 2" or 3 of the month
versus paper statements

* Instant response on e-statement
marketing pieces /

« PDF electronic storage both a
cost and space savings
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Storage — Paper History Conversion

Progressive Credit Union

e $344M NY credit union
» Converting 90-year history of paper operations
By outsourcing, internal cost savings 38%

INNOVATIONS
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Moving Away From Paper

Electronic statements are more manageable for
both members and institutions

Satisfies storage requirements

Real savings component that members
understand from their own lives

More environmentally responsible
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