Case Study: CDARS can “open doors”
to new business relationships

First Niagara was founded as a community bank more
than 135 years ago in Lockport, N.Y., located 30 miles
from Buffalo, where its headquarters remain today. Over
the years, First Niagara has grown to become a leading
regional bank in New York and Pennsylvania, with $19.3
billion in assets, $13.9 billion in deposits, and 240 branch
locations as of the first quarter of 2010.'

As a bank that likes to “play offense,”
First Niagara has expanded into new
communities in recent years. To ensure
its success in these new markets, the
bank needed an innovative way to
attract new business — particularly

new institutional customers — and

also grow its relationships with

existing customers.

Financial Proposition:
Use CDARS® as a differentiator to grow deposits

and to cross-sell additional products.

As a longtime member of the Promontory Network, First
Niagara realized early on the benefits of CDARS as a tool
to grow deposits. In First Niagra’s first four years as a
member of the Promontory Network, one bank officer at
the bank brought in over $240 million in new deposits,
underscoring what CDARS has to offer and the notion that

one person can make a difference.

CDARS provided First Niagara with a unique value
proposition: it could be used to attract new customers
seeking both security and convenience. As Fran Hornung,
Vice President of First Niagara, states, “Every building
you see has a potential client in it. People need CDARS.
Businesses, non-profits, government, and municipal entities

need this protection; they can’t afford to lose any more money.”

Hornung soon discovered that nearly
every decision-maker he cold-called
wanted to know more about CDARS and
that CDARS

to a face-to-face meeting with top

opened the door

executives. Says Hornung, “CDARS is a

relationship-building service. It opens up
the door where you have never gone
before. Period.” It was, perhaps, a sign of
the times — with customers eager
to access more protection and to do so
while reducing overal collateralization requirements (and
the hassle of tracking changing collateral values on an
ongoing basis) or having to maintain multiple bank

relationships (and all of the paperwork that goes with that).

Getting to the right people was the key. According to
Hornung, “You have to get to the decision-makers — the
CFOs and treasurers — the people who are responsible for
the safety of their organization’s investments. These people

will quickly understand the value of CDARS.”

CDARS is a registered service mark of Promontory Interfinancial Network, LLC.
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And he advises not waiting for business to walk in the
door. Hornung explains, “Large businesses with money do
not walk into the lobbies. I go to them. I am a walking
branch.” So, walk he did; touting access to full insurance
with One Bank, One Rate, One Statement®™; and collecting
(with his peers) nearly a quarter of a billion dollars in new

deposits along the way.

But selling CDARS was only one part of the story. First
Niagara soon learned that once it earned a customer’s
CDARS business and the trust that goes along with that,
its bankers could go back later to cross-sell additional
services and banking products. In fact, the ability to
cross-sell from CDARS became a key component of the

bank’s strategy in existing and new markets.

The results?

Thanks to CDARS, First Niagara surpassed its CDARS

deposit growth projections by more than six times in the

'https://www.fnfg.com/AboutUs/

first year. Then, the bank began leveraging CDARS
relationships to grow other deposit products at the bank.
In the first six months of 2009, and by leveraging its
CDARS relationships, First Niagara doubled its
cross-selling results compared to the previous year.
CDARS has clearly been a difference-maker for First

Niagara. It can be for your bank, too.

Learn More

To learn more, please contact Promontory Interfinancial

Network at 866-776-6426 or visit www.promnetwork.com.
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