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The Member Story Project

Have a story to share? We'd love to hear it
— and feature it on CreditUnions.com.

bit.ly/member-story-project




REAL-TIME PAYMENTS (SIMPLIFIED)

If they have to ask,
1t’s already too late.

Time waits for no one.

L alloya

Our job 1s to make your job easier.
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Current Economic Themes

 Government shutdown ends; tariff legality in question

* Longest shutdown in US history ended last week; questions remain about release of delayed economic data

» Supreme Court heard arguments in case questioning the legality of reciprocal tariffs under emergency powers
act on November 5

Interest rate markets focusing on tariffs as a government revenue source

* Fed leaders divided on next policy steps

» 25-bp cut announced on 10/19, but a December cut “far from” a given according to Fed Chair Powell
* Powell noted “strongly differing views” on interest rate policy among FOMC participants

* Supreme Court will hear arguments in case related to Fed Governor Cook’s potential firing on Jan. 21

QVEBINARS 9




Wide Range of Opinions on “Neutral” Fed Funds Rate

FOMC Participant Expectations for Long-Run Fed Funds Rate

September 17 Summary of Economic Projections

Current Rate = 3.875%
Median Forecast = 3.000%
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Market Pricing for Neutral Funds Rate

Forward Overnight Index Swap (OIS) Rate
As of 11/14/2025
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Consumer Leverage Relatively Low

Household Debt Service Ratio
Debt Service Payments as % of Disposable Personal Income
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Source: Federal Reserve
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Household Liquidity Strong in Aggregate

Change In Household Liquid Assets: Q4 2019 - Q2 2025

Income Nominal Cumulative Real Liquid
Brackets Liquid Assets Inflation Assets
Top 1% 49% 20% 29%
80-99% 55% 20% 35%
60-80% 32% 20% 12%
40-60% 51% 20% 31%
20-40% 38% 20% 18%
0-20% -2% 20% -22%

Notes:
Household liquid assets include all deposits and money market fund shares.
Inflation is cumulative change in PCE Deflator over stated timeframe.

-
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Home Equity Historically High

Owners' Equity as a Percentage of Real Estate Values
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Looking Ahead

* Economic fundamentals remain sound (for now)
— Consumer and corporate leverage not at concerning levels
— Labor market softening amid reduced business investment
— Inflation still a concern for several Fed leaders

* Credit union profitability much improved
— Average CU NIM at highest level in at least two decades
— Credit costs have stabilized and fallen slightly over the last year

— Non-interest expense still trending upwards
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ALM First Financial Advisors, LLC (*ALM First Financial Advisors”) is an SEC registered investment advisor with a fiduciary duty that requires it to act in the best interests of clients and to place the interests of clients before its own;
however, registration as an investment advisor does not imply any level of skill or training. ALM First Financial Advisors, an affiliate of ALM First Group, LLC (“ALM First”), is a separate entity and all investment decisions are made
independently by the asset managers at ALM First Financial Advisors. Access to ALM First Financial Advisors is only available to clients pursuant to an Investment Advisory Agreement and acceptance of ALM First Financial Advisors'
Brochure. You are encouraged to read these documents carefully. All investments involve risk and may lose money.

Speakers today are affiliates of ALM First Financial Advisors. All investment decisions for client portfolios are made independently by the asset managers at ALM First Financial Advisors. The views expressed are those of the speakers, and
do not necessarily reflect the views of ALM First or any of its affiliates. These comments may not be relied upon as recommendations, investment advice or an indication of trading intent.

This content contains information derived from third-party sources. We believe that this third-party data is reliable; however, we cannot guarantee this data’s currency, accuracy, timeliness, completeness, or fitness for any particular
purpose.

The content in this presentation is provided for informational purposes and should not be relied upon as recommendations or financial planning advice. We encourage you to seek personalized advice from qualified professionals regarding
all personal finance issues. While such information is believed to be reliable, no representation or warranty is made concerning the accuracy of any information presented. Statements herein that reflect projections or expectations of future
financial or economic performance are forward-looking statements. Such “forward-looking” statements are based on various assumptions, which assumptions may not prove to be correct. Accordingly, there can be no assurance that such
assumptions and statements will accurately predict future events or actual performance. No representation or warranty can be given that the estimates, opinions or assumptions made herein will prove to be accurate. Actual results for any
period may or may not approximate such forward-looking statements. No representations or warranties whatsoever are made by ALM First Financial Advisors as to the future profitability of investments recommended by ALM First
Financial Advisors.

Performance figures are net of fees charged to customers. For each strategy shown, the performance has been reduced by the amount of the highest fee charged to any ALM First Financial Advisors, LLC customer employing that particular
strategy during the period under consideration (the “Model Fee”). Actual fees will vary depending on, among other things, the applicable fee schedule and portfolio size. ALM First's fees are available upon request and also may be found in
its Form ADV Part 2A. Past performance does not guarantee future results.

No representation or warranty is made by ALM First that any of the returns or financial metrics detailed herein will be achieved in the future, as past performance is not a reliable indicator of future results. Certain assumptions may have
been made in preparing this material that have resulted in the returns and financial metrics detailed herein. Changes to the assumptions may have a material impact on any returns or financial metrics herein. Furthermore, ALM First gives no
representation, warranty or undertaking, or accepts any liability, as to the accuracy or completeness of the information contained this presentation. This presentation was prepared for informational purposes only without regard to any
particular user’s investment objectives, financial situation, or means, and ALM First is not soliciting any action based upon it. This material is not intended as, nor should it be construed in any way as accounting, tax, legal, or investment
advice including within the meaning of Section 975 of the Dodd-Frank Wall Street Reform and Consumer Protection Act. Certain transactions give rise to substantial risk and are not suitable for all investors. The strategies discussed herein
can have volatile performance and may employ leverage. Moreover, investment advisory fees and expenses may offset trading gains.

Index performance is discussed for illustrative purposes only as a benchmark for each strategy’s performance and does not predict or depict performance of that strategy. While index comparisons may be useful to provide a benchmark for
a strategy’s performance, it must be noted that investments are not limited to the investments comprising the indices. Each of the strategy benchmark indices are unmanaged and cannot be purchased directly by investors.

This presentation was prepared by ALM First Group, LLC. The hereto mentioned presentation contains information which is confidential and may also be privileged. It is for the exclusive use of the intended recipient(s). If you are not the
intended recipient(s), please note that any distribution, copying, or use of this presentation or the information contained herein is strictly prohibited. If you have received this presentation in error, please notify the sender immediately and
then destroy any copies of it. ALM First neither owes nor accepts any duty or responsibility to the unauthorized reader. ALM First shall not be liable in respect of any loss, damage, or expense of whatsoever nature which is caused by any
use the unauthorized reader may choose to make of this presentation, or which is otherwise a result of gaining access to the presentation by the unauthorized reader.

© ALM First Group, LLC. All Rights Reserved.

~
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Credit Union Performance
through Sept 30, 2025




Operating Amid Uncertainty

Pres. Trump Removes NCUA Board Members Harper
and Otsuka, Leaving Agency with Single Member

Fired NCUA board members sidelined
again

CDFI Fund’s Future Remains

Uncertain

CFPB Headed for Shutdown in Wake of
Department of Justice Action

Tariffs are starting to bite consumers and
businesses, economists say

Sponsored By L al]_oya



But credit unions lean into chaos and remain remarkably resilient

9/30/2025 12-Mo. Growth 09/30/2024 12-Mo. Growth
Assets S2,424.6B 3.9% $2,334.6B 3.7%
Loans $1,720.6B $1,645.7B 2.6%
Shares $2,056.7B (5.2%) $1,954.8B 3.2%
Investments (incl. Cash) $592.0B 1.2% S584.8B 5.5%
Capital S275.4B 8.9% $252.9B 15.5%
Members 146.5M 2.0% 143.3M 2.2%

Source: Callahan’s Peer Suite Analytics LallOya



Member Impact




Member attraction reverses a trend of shrinking annual growth

Annual Member Growth

Data as of 9.30.2025
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I
Membership expands across most states

Industry Member Growth by State*
Data as of 9.30.2025

Member Growth,/Loss

| 2.6%

“-1.1%

NH: 2.3%
VT: 4.8%
MA: 1.1%
CT:-1.1%
Rl: 2.3%
NJ:2.1%
DE: 4.6%
MD: 1.8%
HI: 0.9%
DC:0.1%

*Some outlying credit unions excluded due
to unique circumstances like cross -state
e e mergars.
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Indirect lending makes up less than 20% of the loan book for the

first time since 2021
Indirect Lending and Annual Growth
$400 Data as of 9.30.2025 20.0%
$350 - - 35.0%
$300 / ‘ - 30.0%
% - 25.0%
90 ’ ©20.0%
& $200 - 15.0%
E $150 - I I I I ' - 10.0%
- 5.0%
$100 -
- 0.0%
S50 - - -5.0%
SO - - -10.0%
3020 1Q21 3Q21 1Q22 3Q22 1023 3Q23 1024 3Q24 1Q25 3Q25

Bl ndirect Loans

Annual Growth
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Shares balances grow faster than the personal savings rate

30.0%

25.0%

20.0%

15.0%
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0.0%

Share Growth Rate vs. Personal Savings Rate

7 Data as of 9.30.2025
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_ “\-\.\././r—-./rkn’"—”
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-&-Credit Union Share Growth Personal Savings Rate

Source: FRED data

A alloya



Certificates and MMAs drive growth, but core deposits rebound

12-Mo. Growth in Shares Segments
Data as of 9.30.2025

Share Certificates

24.1%
IRA/Keogh
MMA W 3Q25
W 3Q24
Share Drafts
Regular Shares & Dep. 5 99
Total Sh
otal Shares 300
-10% -5% 0% 5% 10% 15% 20% 25% 30%
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Loan originations rebound from a slow 2024, especially in RE

Billions

$700
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S0

3Q20

YTD Loan Originations
Data as of 9.30.2025

$594.8 S607.9

3Q21 3Q22
M Real Estate

3Q23
B Non-Real Estate

3Q24
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Commercial and first mortgage lending comprise largest growth of RE
originations

YTD RE Loan Originations

$300 - Data as of 9.30.2025

$250 -

$200 -

Billions

$150 -
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S50 -

S0 -

3Q22 3Q23 3Q24 3Q25
M First Mortgage B Other Real Estate B Commercial to Members Commercial to Non Members



Relationships deepen annually, driven by quarterly lending

Average Member Relationship

$30,000 - Data as of 9.30.2025

$25,000 -
$20,000 -
$15,000 -
$10,000 -

$5,000

SO -
3020 1Q21 3Q21 1Q22 3Q22 1Q23 3Q23 1Q24 3Q24 1Q25 3Q25
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Credit unions cede market share to other lenders as indirect
popularity wanes

YTD Auto Origination Market Share by Lender Type

359 Data as of 9.30.2025
-

0, _
30% 30.1%

25% - T~ -— o 24.8%

20% - \\
—g 18.0%

17.6% g—
15% -
10% I I I I I ]
2020 2021 2022 2023 2024 2025
-&-Credit Unions -&-Banks Captives Other

Source: Experian L al].oya



But gain in 15t mortgages and revolving credit

Credit Union Market Share of Originations by Product

Data as of 9.30.2025

30%
25% -
20% -
15% -
10% 17.7%
m ﬁ 6.8%
5% 6o, 6.8%
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-8-Revolving Consumer & 1st Mortgage Auto

Source: The Federal Reserve, Mortgage Bankers Association, Experian

A alloya



Credit Unions in Action

DuGood

Federal Credit Union

<

A High-Tech Branch
For High Tech
Students

A credit union branch at Lamar Institute of
Technology combines products, education, and
philanthropy to support job training and technical
education in Southeastern Texas.

Savana Morie

[AKE
TRUST

Lake Trust Builds
Small Business
Bench Strength In
Michigan

With nearly all Michigan businesses classified as
small, Lake Trust’s Entrepreneurial Institute,
launched in partnership with Cleary University,

helps owners sharpen skills, access resources,
and reinforce local economic resilience.

Savana Morie

Sponsored By L alloya



Members are dipping into more of their available HELOC

balances, and credit unions are issuing more lines

Billions
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Total HELOC Balances and Utilization
Data as of 9.30.2025
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Credit unions are also issuing more personal credit

Billions
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Total Credit Card Lines and Utilization
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Delinquency follows seasonal swings, but is mostly improved from a

year ago

2.50%

2.00%

1.50%

1.00%

0.50%

0.00%

Delinquency by Product
Data as of 9.30.2025

2.03%

-e-Residential Real Estate
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And credit unions are working with members, as charge-offs are muted
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Asset Quality Ratio: Net Charge-Off Ratio + Delinquency Ratio
Data as of 9.30.2025
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Credit Unions in Action

CREDIT UNION FEDERAL CREDIT UNION

He|l|O sy siasor  soNiA

Say Hello To Help

A partnership between a North Florida credit union
and United Way’s local 211 service addresses an
array of social challenges while establishing the
cooperative as a trusted local resource.

Aaron Passman %True SI

FEDERAL CREDIT UNION

Sponsored By A alloya



FirstAlliance

CREDIT UNION

all for one.

'_ Leading with Purpose




Who We Are

* Founded in 1932 as Municipal Employees Credit Union inside a
firehouse

 Based in Rochester, MN

« $290.6M in assets

« 21,253 members

* Five branches

* 14 county field of membership




Our MVV

:"We show up. We listen to your &)rles We

‘jthappenﬁ
5. Passion, persistence, presence.







Community Co-Design
Foundational Insights

A

icial Safety and Emotional Readiness hatter

Trust in People, Not Systems

‘,nancial Lives are Collective, Not Individual

Ulture and Religion Shape Financial Priorities

2 Stage & Context Must Guide Design

 |, Tangible, and Story-Based Tools are Most Effective
and Community Hubs are Natural Access Points
with What People Value




Culture & Life

Stage Alignment

The Middle Gap Safe Start: A Gentle
Program Financial Journey

Shared Purpose
Accounts: Supporting
Families

Community
Financial
Navigators




Attracting Liquidity...and Impact

* Introduced our “Impact CD” to support high-need products
conventional financial institutions often overlook

 Members have the option to redirect interest earned to our
foundation

 Participants receive a copy of our Annual Community Impact
and Financial Report to see their impact in action




SE MN'’s First Mobile CU Branch

 40-foot traveling branch for members without easy access to a
local FACU branch in our 14 county FOM

* Private offices for one-on-one financial consultations

* High-tech kiosks where members can make transactions, talk to
live tellers, open new accounts, or even apply for loans

 Plans to partner with local organizations and nonprofits to set
up regular stops




OUR MISSI0N

We show up,
V“V’e listen to your story,
e provide possibilities.

OUR VISION

A financial oasis where
everyone has access
to the opportunities

they deserve.




Meaningful Mornings

* Meaningful Mornings: free, purpose-
driven discussions

« Purposeful Pints: free, casual community
happy hours

* Find meaning, drive, and how to live with
intention from the community you live in




Sharing Member Stories

« Shared on FACU’s website and our YouTube channel
» Get a deeper look at what drives First Alliance to do what we do

l |
5
-

“&?i??:’ A s BT <
Roberto's Story: Rawhi's Story: Gabe's Story:

Turning Determination Into Belonging Fueling a Confident Future From Roadblocks to Resilience




Brent Rempe
resident & CEO

49



Grace Behind Bars

New Horizon Federal Credit Union

November 17, 2025

When a young member came to us for a

truck loan, he put down a solid deposit and

made every payment on time. Then,
suddenly, the payments stopped. His
mother came in to explain that he had
been incarcerated and would be gone for
about six months. She wanted to keep his
account in good [..]

A Family Tradition Of Food And

Finance

November 17, 2025

Visit one of Austin's Galaxy Cafe locations
and you'll instantly feel welcome. Cafe co-
owner Kelly C. says that's how he feels when
he visits UFCU. Kelly has been a UFCU
member since he started out in the food-
service industry as a dishwasher in 1989. In
2004, the original Galaxy Cafe opened in
South Austin, the [..]

Turning A Homeownership Dream Into

A Reality

%

GreenState

CREDIT UNION

November 14, 2025

For Henry, buying a first home from out of
state could have been a complicated and
stressful experience, but with GreenState
Credit Union, it was smooth, personal, and
even inspiring. From start to finish, the
process took about a month. With most
communication handled through text,
email, and DocuSign, Henry appreciated
how efficient and easy [..]

A Young Father’s Road To Stability

Zeal Credit Union

October 23, 2025

A Zeal member since 2009 never had a loan
over $1,000. After a charged-off credit card
in 2019, he worked with our asset recovery
team to repay his balance and regain full
services. A few years later, he applied for an
auto loan, but due to limited credit history,
he only qualified with a co-signer [..]

Hope In A Hard Time

"

%, Chartway

Zap
4 CREDIT UNION

November 17, 2025

A member called us just after getting out of
the hospital, worried about her finances.
She was approved for disability, but it
wouldn't start for another month, and her
bills were already overdue. | listened to her
concerns and immediately looked for
solutions. | was able to secure a three-
month deferment on her loan, so [..]




Interest Rate Effects




Real estate originations boost total originations for 2025

Billions
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Quarterly Loan Originations vs 10-Year Treasury Rate
Data as of 9.30.2025
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Real estate is also driving balance growth

Quarterly Growth in Loans Outstanding
Data as of 9.30.2025

Residential 1st Mtg

. . 4.3%

Residential Other RE 4. 2%

Commercial
New Auto -0.6%

m 3Q25
Used Auto

m2Q25
Credit Card
Total

-1% 0% 1% 2% 3% 4% 5%
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Credit Unions in Action

WhightPatt.

CREDIT UNION, INC.
Wright-Patt Turns
Purpose Into
Property For First-
Time Homebuyers

ne Community Fund

Savana Morie

NEW ORLEANS

FIREMEN'S
FEDERAL

CREDIT UNION

Affordable Housing
Isn't About Business.
It's About People.

Aaron Passman

A alloya



Credit unions generally prefer to hold newly originated mortgages

S Sold to Secondary Markets by Quarter and % Relative to Mortgage Originations
Data as of 9.30.2025
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$35 B I~ 450%
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Renewed mortgage demand driving up loan-to-share

Loan-to-Share Ratio

Data as of 9.30.2025
100% -

90% - 33.7%
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Members prefer locking in higher-yielding deposit types

3-Mo. Share Change by Product

$100 - Data as of 9.30.2025

$80
s60 $53.8 $61.4
$40
$20

SO

-$20

Billions

-$7.7

-S40 -
1Q24 2Q24 3024 4Q24 1Q25 2Q25 3Q25

M Reg. Shares & Deposits M Share Drafts ® MMA = IRA/Keogh = Share Certs
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But average certificate terms are shortening

Share Certificate Maturity Distribution
Data as of 9.30.2025

2025

2024

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
M <1 Year Maturity B 1-3 Year Maturity
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Rate cuts begin easing funding pressures

6%

5%

4%
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2%

1%
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Federal Funds Rate and Cost of Funds
Data as of 9.30.2025

—e
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Borrowing is slightly down

Billions
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Investment portfolios are still shrinking in size, but managers are
locking in longer-term securities

Weighted Avg Life of Investment Portfolio (incl. Cash)
Data as of 9.30.2025
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Unrealized losses gradually decline as past investments mature and
rates fall

Billions

SO
_55
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Earnings




Still-growing yields drive revenue expansion

YTD Total Revenue
Data as of 9.30.2025
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Funding pressures ease as loan yields climb

Yield Analysis
7.00% - Data as of 9.30.2025, Annualized
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Higher margins absorb operating cost increases - but this dynamic
could be transitory
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The gap is the largest it's been this millennium

Difference of NIM and OpEx Ratios
Data as of 9.30.2025, Annualized
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Non-interest income rebounds following early-year dip

Non-interest Income / Average Assets

1.50% - Data as of 9.30.2025, Annualized
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But credit unions are less reliant on fees than they have ever been

Fee Income / Average Assets

Data as of 9.30.2025, Annualized
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Provision levels outpace net charge-offs amid ongoing caution

Quarterly Provision vs. Quarterly Net Charge-Offs
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ROA improves broadly as margin strength drives industry gains

Return on Assets

1.20% - Data as of 9.30.2025, Annualized
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Revenue gains more than offset expense and provision growth

9/30/2025 9/30/2024

Interest Income 5.20% 4.99%
Interest Expense 1.83% 1.90%
Net Interest Margin @ —@
Non-interest Income 1.13% 1.18%
Operating Expenses 3.11% 3.00%
Provision for Loan Losses 0.59% 0.58%
ROA 0.81% 0.69%

Expressed as a % of Avg. Assets
May not sum due to rounding
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Transitioning from community to scaled efficiency takes time

CUs below Credit Unions  Credit Unions  Credit Unions  Credit Unions
$250M $250M-$500M $500M-$1B $1B-S10B Over $10B
Interest Income 4.81% 4.88% 4.94% 5.04% 5.66%
Interest Expense 1.14% 1.41% 1.57% 1.93% 2.04%
Net Interest Margin 3.67% 3.47% 3.37% 3.11% 3.62%
Non-Interest Income 1.12% 1.23% 1.25% 1.14% 0.98%
Operating Expense 3.69% 3.64% 3.57% 3.00% 2.83%
Provision for Loan Loss 0.30% 0.35% 0.43% 0.49% 0.96%
ROA 0.79% 0.70% 0.62% 0.76% 0.80%

Expressed as a % of Avg. Assets
May not sum due to rounding
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Credit union efficiency is superb - investments paying off?

Efficiency Ratio (Excl. Provisions)

Data as of 9.30.2025, Annualized
75% -

74% -
739 72.57%
72% -
71% 70.06%

70% -
69% -
68% -
67% -
66% | | | | | | ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ ‘ |

3Q20 1Q21 3Q21 1Q22 3Q22 1Q23 3Q23 1Q24 3Q24 1Q25 3Q25

-o-Mean

A alloya



Credit Unions in Action

PREMIER

MARINE AMERILE

How Al Is
How Al Improved Transforming

Training At Premier Consumer Lending
America At Marine Credit
Union

The California cooperative uses artificial
intelligence to help staff build rapport with

members. Employees love it, efficiency is up, and The Wisconsin cooperative has implemented auto-

- Jecisioning for consumer lending and gives the
service is better than ever. decisioning for consumer lending and gives the
technology high marks for its impact on member

Aaron Passman satisfaction, employee engagement, and the

balance sheet.

Savana Morie
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Capital positions strengthen, expanding capacity to support members
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Takeaways and Closing Thoughts

* Credit unions are doing the hard work of being a credit union. It's not
glamorous. It's not easy. Growth is often modest, but our focus on
CONSUMErs is our superpower.

* Credit union balance sheets are positioned to serve amidst any turmoil, but
keep in mind that turmoil can come up quickly.

* There is little difference between a bank and a credit union when times are
good. It is when times are difficult that credit unions make their impact.
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THANK YOU
FOR WATCHING

1001 Connecticut Ave NW ﬂ
Ste. 1001 g support@callahan.com 800-446-7453
e.
www.callahan.com @

Washington, DC 20036
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