Your Core System
iIs Not an MCIF
Why an MCIF is Unique
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While it isn’t often, one of the questions that invariably comes up aft institutions unfamiliar with
MCIF technology is “Can’t we get this information from our core?2” The short answer is no. That
said, the question posed is a right and fair one to ask. Unfortunately, while the core or even the
data warehouse has lots of data...neither of these systems enhances the data in a way that

will turn it into information of strategic value. In addition, the average user does not have the
ability fo use or access the core/data warehouse systems to pull reports, etc. Because this is frue,
everyone in management is often waiting on their L.T. folks to give them answers.

MCIF vs. Core

MCIF technology is designed to pick up where the core leaves off. Core systems are designed
to manage transactions and maintain the balance calculation of both the deposit and loan
accounts. MCIF systems are analysis tools that add value to the data and allow management to
easily ask questions that are difficult (at best) or impossible to do in a core system.

MCIF vs. Data Warehouse

Like a data warehouse, MCIF systems can bring in data from multiple systems. Both can even
update data every day. Date warehouse systems are not designed fo be used for the rank and
file employee or members of management at a financial institution. Why?2 Simply, these tools
make accessing data and reports from a myriad of sources easier for your I.T. staff. This is a good
thing. Yet, a data warehouse is not for the average user. Data warehouses require sophisticated
SQL query statements and “report writing” experience, both of which your average employee
simply does not understand. MCIF solutions are designed for non-technical people. MCIF
soffware makes it crazy simple for non-technical staff to get the reports and answers they need
from an easy-to-use Windows application.

Beyond the data collection and basic reporting abilities that we have discussed, data
warehouses do not enrich the data held within them. A data warehouse simply collects data for
technical reporting by I.T. staff. An MCIF collects data also. In addition to holding this account
information however, an MCIF solutfion will also perform a myriad of significant processes to add
life and meaning to the data it holds. And this enriched information offers extremely high value
both strategically and tactically for management at every financial institution.

Unique MCIF Processes Which Data Warehouses Do Not Have
Householding — Match disparate accounts infto common rooftops to identify relationships
Profitability — Perform profit calculations at the account, product, household, branch-level, etc...
Predictive Modeling — Built-in algorithms to determine the next likely product your HH will buy next
Sophisticated Campaign Management — Create and frack results of direct marketing
campaigns

Householding of business and retail accounts (and services) is one of the major functions of the
MCIF. This is typically a very difficult task to perform (or even record on each account for future
analysis) in a core environment. MCIF solutions have a number of data cleansing routines fo
ensure a betfter match rate when building the households from the individual accounts. These
data manipulation algorithms better be good, as householding is a unique and primary function
of MCIF systems. Working with these households is where the power comes for both marketing
and sales.




Unlike data warehouse solutions, MCIF software has a profitability system built-in that also helps
to enrich the account and household information within the MCIF. Imagine if management had
a way to examine the profitability of products, clients, branches, and even officers. An MCIF
gives you this Intel. In fact, an MCIF delivers everything your management needs to manage
profit risk, client attrition, and identify high value clients and market segments.

What else does an MCIF give you? An MCIF also has a built-in, automated methodology to
predict the next product your clients will likely want next. Could this be of value to marketing or
salese Of course it would. Predictive modeling takes the data held in the MCIF database, and
takes it fo a new level. The data warehouse alone can't do this.

Lastly, but not least, is the ability fo accurately tfrack” your direct mail campaigns. This fool alone
is what most people think of when they discuss MCIF systems. In fact, 0% of MCIF software
buyers list “managing direct mail campaigns” in their top two reasons for getting one. Why?
Because it is this feature that enables you to target client segments and design attractive
product offers to send in direct mail events. Yet that is not all. MCIF systems also allow you to
work some pretty sophisticated “back of the envelope” ROI calculations before you spend

any money or effort. This assures each of your marketing campaigns will pass a worthwhile

ROI threshold before you commence mailing. MCIF systems will also calculate the revenue
return and profit of each and every marketing campaign. “Very cooll” Some systems also

have the ability to manage sophisticated matrix mailing campaigns which are very valuable in
developing a deeper relationship with new clients during the initial 20 day “honeymoon’ period.

It Is Easy To Get Actionable Information

We started by saying that MCIF systems with their point and click windows technology made it
easy for management and staff themselves to get answers. Analysis of clients and products and
profitability all come together in an easy tool. And it is easy...certainly in comparison to getting
the same answers from your data warehouse, if you could even get it. The opportunity to get
information is limited only by your imagination.

Most systems have standard reports to make your analysis easier to understand. Fundamentally
you can view and work with any subset of the information. A great starting point includes
evaluating your top, most important clients like most every other business does. This is especially
important when you compare the calling efforts of your toughest competitors like brokerage
houses and insurance companies, as they connect with high value prospects. Are they hoping
to steal your best clientse

Once you have a group you want to examine, you have a number of tools at your disposal that
you don't have in the core system. You can map where the clients or prospects are in relation
to your facilities. Examine your penetration in the market and use the information for more
accurate site selection. Why don't you use the cool information you have to communicate
compelling trends using graphing? All of these tools help you better understand your clients, the
market you serve, and your risks and opportunities.

An MCIF also becomes the foundation for populating a sales and service platform or CRM
system. This is where you can truly leverage the enhanced information. Think your front-line staff
could do some damage if they knew your clients bettere

Is an MCIF different than a data warehouse? Is there any point in having further debate? There
is power in information; always has been, always will be. And when you make the information
easily available to nontechnical staff in the form of an MCIF, the power and value is amplified.




Marketing Solutions Sales/CRM Solutions

MCIF Software Referral Tracking
MCIF Services Comprehensive CRM Software
Onboarding/Matrix Mail Cross-selling
Retention Sales Consulting
Loan/Deposit Growth Pipeline Management
Strategic Marketing Consulting Goal & Incentive Tracking
Creative Agency Contact Management
Direct Mail Fulfillment Real-Time Solutions

Compliance Solutions
CRA, HMDA & Fair Lending Software
CRA & HMDA Services
CRA Solutions
HMDA Solutions
Fair Lending Solutions
Community Development Tracking
HMDA LAR & CRA LR Submissions
Compliance Consulting
CRA Exam Management
File Reviews
Fair Lending Process & Risk Assessment
Comparative File Review

Data Integrity Audit
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