President’s
Message

Welcome to the Spring 2005 issue
of eCU News. Thisissueis unlike
any other. In thisissue, we feature
three products and each one’s ben-
efits to you and your members.

First up, we're featuring our new
Service Bureau solution to host
credit unionsusing Symitar’s core
processing system and other add-
on modules. Our hosting capabili-
ties allow you to focus on your
member relationships, instead of
daily system maintenance.

Next, we go into a bit more detail
about our Symitar history conver-
sion service. Thisserviceistotally
unique to the industry and we be-
lieve you'll appreciate it, transfer-
ring member history records from
your credit union’s host system to
aMicrosoft® SQL server database.

In addition, we've recently
launched our account aggregation
solution for credit unionsthat want
to help members consolidate their
many accounts. This innovative
service can aso create reports to
track your spending habits. And
from a marketing standpoint, it's
potentia is huge.

There's also much more to enjoy
in thisissue. We thank you for al-
lowing us to provide you with the
technol ogy solutionsto better serve
your members.

Warm regards,
Greg Smith
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Service Bureau Solution Launches

eCU Technologies, has announced that it is now offering a service bureau solution to host
credit unions using Symitar Episys™ core processing systems and add-on software modules.
eCU Technologies' hosting capahilitiesalleviatefinancia and infrastructureissueswhen credit
unions implement today’s state-of-the-art technology solutions, allowing them to focus on
growing their member relationships instead of day-to-day system maintenance.

“Intoday’s ever-changing technology environment, many credit unions opt for service bureau
solutions simply because it makes economic sense,” saysAlan Brunner, COO for eCU Tech-
nologies. “It makes sense, for example, to have a technology vendor host a home banking
solution if acredit union doesn’'t have the financial bandwidth to maintain its online products.
Furthermore, a service bureau solution provides a credit union with the freedom to focus on
maintaining the high-level of service its members deserve.”

continued on p.4

Client Feature:
Home Banking Empowers Patriot

eCU Technologies has helped Chambersburg, Pa.-based Pa-
triot Federal Credit Union ($300 million, 45,000 members)
surpass its long-term goal of having 70 percent of its transac-
tions conducted through the credit union’s self-service deliv-
ery channels. Patriot was able to exceed thisgoal withthe help
of eCU Technologies' service bureau home banking solution,
which the credit union implemented in August 2004 and con-
sists of 23 percent of the credit union’s self-service transactions. As aresult, Patriot has been
able to succeed in its strategic focus of providing its members with immediate, convenient,
and cost-effective access to products and i nformation through multiple channel s—home bank-
ing being one of the primary channels.

atriots
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“Having approximately 72 percent of our transactions con-
ducted through self-service channels means we' ve really
empowered our members to manage their accounts. And,
our enhanced home banking solution, eBranch as we call
it, has played a big part in surpassing this goal,” says Ed
Lehman, executivevice president for Patriot Federa Credit
Union. “eBranch provides 24/7 access for our members
and makes our services available to them immediately [in
real-time], at anytime, and from anywhere online. This
saves us money while providing better serviceto our mem-
bers.”
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Patriot Home Banking

nologies' new home banking solution, he needed a system
that would integrate with the credit union’s core processor,
Symitar. He also needed the solution to have customization
opportunities to provide eStatements, check imaging, an
online demo module, and target marketing capabilities.
Lastly, he needed a business partner who could host the credit
union’s site and accept responsibility for 24-hour system
monitoring and maintenance, including backup and redun-
dancy solutions. He found all that and more with eCU Tech-
nologies.

With its upgraded home banking solution, Patriot now offers

its members:

¢ eStatements,

¢ check imaging (including images of checks issued on
member accounts from the credit union’s bill payer ser-
vice),

e anonline demo version of home banking,

« the ability to access the credit union’s core system bill
payer moduleand for membersto managetheir bill payee
list by adding and deleting payees themselves online,

« the ability to open and fund (through transfers) share
accounts online and the ability to sign-up for home bank-
ing online with immediate access to it,

e access to Symitar’s report generating tool that allows
the credit union to customize the reports accessed from
this system,

« target marketing to the eBranch user group.

In addition, eCU Technologies' ability to customize the prod-
uct to fit Patriot’s needs has led to enhancements currently
under production:

e expansion of the target marketing module that will a-
low individualized target marketing based on the prod-
ucts and services members currently use (taken fromthe
core database),

* email alerts to members to advise balance levels, direct de-
posit postings, etc. Members will be able to select the vari-
ous alerts themselves.

“We have seen asignificant increasein the number of self-service
transactions, driven primarily by our new home banking's func-
tionality,” Lehman says. “On average, we have seen an increase
in transactions since the introduction of eCU Technologies' solu-
tion. When comparing October to November of 2004, we experi-
enced a4l percent increase in this transaction group.”

With the implementation of eCU Technologies’ solution, Lehman
adds that Patriot has been able to expand its penetration of self-
service transactions by offering eStatements and check imaging.
Theresult: the credit union has seen 6 percent of itseBranch mem-
bers sign up for eStatements, which has only been available for
about six months.

“We see growth every month in this area that trandlates directly
into statement delivery cost savings,” he says. “The introduction
of check imaging [late in the 4th quarter of 2004] translates to
labor and production cost savings, as well.”

Currently, 36 percent of the credit union’s membership hassigned
up for eBranch. On amonthly basis, the credit union sees about
31 percent of thisgroup using eBranch six or more timesamonth.
Another statistic of interest isthat 7 percent of the credit union’'s
current members signed up for eBranch have done so since Pa-
triot launched the new home banking product.

“Overal we' ve had a positive acceptance as can be seen from the
increased transaction volumes,” Lehman admits. “Members and
staff both like the expanded functionality. Providing eStatements
is reducing our statement processing and mailing costs, whereas
check imaging shiftsthe retrieval of a check image from our staff
to our members, who can now print a copy of both the front and
back of the check 24/7.”

Symitar History Conversion Service Introduced

eCU Technologies now offers member history conversion services for credit unions converting to or aready running Symitar’'s
Episys™ system. This new service alows eCU Technol ogies consultants to transfer credit union member history records from the
credit union’s host system to a Microsoft® SQL server database. As aresult, credit unions converting to Symitar no longer haveto
maintain two independent systems, one with new member data and another with old member data (history), which was previously
required for up to ayear. In addition, credit unions already running on Symitar can transfer their member history data from their
IBM@ RISC™ server (host system) to a SQL server, freeing up precious disk space for other data while still allowing employees

seamless access to current and archived history.

To date, eCU Technologies has already helped Air Force Federal Credit Union ($249M, 38,000 members), converted December

1, 2004, with its history conversion service.




Employee Spotlight:
Malinda Tyrrell,
Sales Executive

As Sales Executive, what are your key responsibilities?
My primary responsibility isto educate credit unions on how
eCU Technologies' products and services can benefit their
operations and, ultimately, their member services. With my
knowledge of Symitar, | can help them choose the solution
that best fits their current and future needs. | also enjoy at-
tending Symitar regional user’s group meetings and the annual Symitar Client Conference. It's
good to see old friends again in afamiliar setting.

Malinda Tyrrell

How long have you been at eCU?
14 months.

What has been your biggest achievement at eCU so far?

Sincel joined eCU in February 2004, | am happy to say that | have contributed to success of the
Sales Department by bringing in new business. On abroader scope, I’ m proud to be apart of the
team at eCU. We all have the same goal's of wanting eCU to be the premier vendor of choicefor
credit unions.

Why did you choose to work for eCU?

| wanted to step up my sales career and go into adifferent direction by offering productsthat are
an integral part of a credit union’s business and | found that in eCU Technologies. | support
eCU'’s philosophy and company direction. It'srefreshing to be a part of aCUSO that is backed
by one of the most technologically focused and driven credit unions such as Pennsylvania State
Employees Credit Union.

Tell usabout your credit union career?

| started at High Desert Federa Credit Union as ateller in 1991 and was there for four-and-a-
half years with my last position being Information Systems Supervisor. After High Desert, |
started working for Symitar in late 1994 as a Client Service Representative and achieved Client
Service Team Leader before leaving in January 2000 for Cavion. At the height of the “dot
com's” in 2000, working for a dot com organization was volatile. So | departed Cavion in late
2000 and started as a Sales Executive COWWW Software selling COLD & Imaging solutions
to credit unions. At COWWW, | was atop sales producer, obtaining an overall salesratio of 95
percent of quotafor thetime | spent there. | stayed with COWWW until February 2004, leaving
for eCU Technologies.

As | reflect on this, I've been in the credit union industry for over 14 years! | really enjoy
working with credit unions, time flies by fast!

What has been a common theme throughout your credit union career?
All the sales positions I' ve had in thisindustry have had the same common objective: educate
credit unions so they can better serve their members.

Any hobbies outside of work that we should be awar e of?

I love to ride horses especialy doing equestrian show jumping, which | did for more than 10
years. | would enjoy getting back into that again. | aso love snow skiing, traveling to destina-
tions | haven't been before and decorating my new home.
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eCU and Southland
CU Present at SW
Symitar User Group

eCU Technologies and Southland
Credit Union ($329 million, 29,000
members)
will present |g ]
the processes | {3 LI I 4w
and benefits CREDHT UHIGH

of their online

deposit services at the upcoming
Symitar Southwest User Group
meeting at Wescom Credit Union in
Pasadena, Calif., April 15, 2005.

Integrated with  Symitar’s
MemberConnect-Web™ online
banking product, user group attend-
ees for the first time will have an
opportunity to experience exactly
how UPost Remote Deposit (origi-
nally developed by Pennsylvania
State Employees Credit Union as
UPost@Home®, now maintained by
eCU Technologies) functions in a
live environment.

According to Melinda Ma, director
of eCommerce and development for
Southland CU, since launching
Southland CU’seDepositsservicein
June of 2004, the credit union hasre-
ceived over $250,000 in depositsvia
Southland’sremote deposit solution.
Ma has seen its population of 1,000
eligible members grow its products-
per-household from an average of
2.94 percent to 3.96 percent in the
span of the six months.

“That’s exciting,” she says.
“Southland’'s eDeposits has become
the catalyst in growing and nurtur-
ing the relationship with our mem-
bers. We also expect the volume to
pick up with every email marketing
campaign to the qualified members.”

To date, Southland has expelled no
members and suffered no loses us-
ing its online deposit service.




eCU Technologies’ Account Aggregation Solution
Virtually Limitless in Potential

Partnering with Teknowledge, an account aggregation vendor, eCU Technologies now offers ac-
count aggregation with a“single-sign-on” feature for credit unionsthat arelooking to help members
consolidate their accounts. eCU Technologies account aggregation is integrated with Symitar’s
MemberConnect-Web™, which allows members to combine their financial portfolios from credit
cards, dividends, stocks, auto and home loans, retirement accounts, insurance policies, and more.

“There are amillion things you can do with this service,” says Alan Brunner, COO for eCU Tech-
nologies. “It's virtualy limitless and it's all performed seamlessly inside the credit union’s home
banking solution.”

Not only can members consolidate accounts for convenient management, they can create easy-to-
read reports to see they’ re spending habits. A few of the reports that can be created include:

» Net Worth - This report is based on the assets and liabilities you are tracking. Click on the nick-
name of any of the accounts for details.

» Positions - This report provides customized categorized transaction reports.

* Categories - Select the category (or categories) and time frame and click 'Run Report' to see
details for those particular categories. Or click on 'Check All' to view all available categories.

“From a marketing standpoint,” Brunner adds, “it's also a goldmine of member information for
credit unions to capture.”
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Service Bureau Hosting Solution Launches

eCU Technologies' target audiencefor its service bureau sol ution includes Symitar credit unions
looking for a vendor to manage their host processing and add-on products such as home bank-
ing, eStatements, Alerts, Online Member and L oan Applications, and more.

Listed below are some of the benefits of eCU Technologies hosting capability:

* Accessto acombined 20-year staffing resources of a$2.3 hillion credit union — Pennsylvania
State Employees Credit Union (PSECU), of which eCU Technologiesis a CUSO

» Access to products and services that may be unavailable due to cost and infrastructure

* Reduced space requirement for data processing equipment

* Reduction in support costs for data processing equipment

« Ability to focus on serving memberships, instead of focusing on running a computer system
* Reduced cost on an annual basis with increased functionality

« 24/7 staffing to ensure the system is operating at its fullest capacity

* Servicescan include: Daily Host Processing, Home Banking, eStatements, Alerts, A2A Trans-
fers, UPost™ (Originally PSECU’s UPost@Home®, eCU Technol ogies now maintainsand mar-
kets the service called UPost.), Online Membership and Loan Applications, redundant host
systems, and much more

» Symitar hosting consulting services to streamline operations and evaluate job files

“At eCU Technologies, we support enhancing the value of credit unions for their members,”
Brunner says. “We believe our service bureau solution will do just that, saving credit unions
money, space, and time when it comes to providing their members with the finest, financial
technology solutions on the market today.”

New Clients

CatholicCU
$197 million, 15,878 members
Yakima, WA

South Carolina Telco FCU
$108 million, 29,720 members
Greenville, SC

Duke University FCU
$72 million, 16,110 members
Durham, NC

Fort Belvoir CU
$197 million, 22,543 members
Fort Belvoir, Ml

Tradeshows

SW Symitar Users Group
Pasadena, CA
April 15, 2005
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1 Credit Union Place,
Harrisburg, PA 17110
866.328.3228

info@ecutechnologies.com
www.ecutechnologies.com




