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R Bank Vision [Pre-Read]

{Summary Focus Areas}

1. Business strategy incl. funding and portfolio transition, pages 2-5

2. Technology strategy incl. niche deposit strategies, pages 6-7

3. People and organizational framework, page 8

4. 30/60/90-day plan including short-term and long-term initiatives, pages 10-12
5. Culture, page 13

6. Board discussion points, page 14

7. Addendums incl. Peer Group comparison, innovation roadmap, pages 16-18
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Profitability

Seeking high value in the
deposit stack:

* Low interest rate sensitivity
is key component

= Dependent on C&I, CRE line
of business mix

* Niche deposit strategies as a
driver of profit

Asset & Liability Mix

Specifically, C&I loan volume:

= Currently 18% of overall
portfolio @ $153M down 7.7%
in 2023

= C&I relationships provide more
opportunities for relationship
expansion, which will enhance
profitability of the bank
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Culture

Sentiment: "R Bank is/was the
most meaningful time in my
career”

= Recognition

= Referral recruiting

= Technology as an enabler

= Adaptability

= Peer group comparison



Core Funding Strategy (Deposit Stack)

Lower Value (Upper 4 Tiers)
.20%

o,
Funds 4%6 Consumer Focus
9%\% = Lower spread value, generally
1.88% Insured Deposits & in the 20-250 bps range
= Associated with consumer
banking
.35% = Highly interest rate sensitive
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Higher Value (Lower 3 Tiers)
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Interest Bearing Checking

Commercial Focus

. = High spread value, generally in
Compensating Analyzed DDA (ECR: Earnings Credit Rate) ©) the 500-bps range

= Associated with mid-market
commercial banking

Also, generated through niche
deposit gathering strategies

= Less interest rate sensitive

Excess Analyzed (ECR) & Non-Analyzed NIB & o

Treasury Services Fees (Price x Volume)




Key Financial Data

CATEGORY 12/31/2022 12/31/2023 $/% CHANGE

INTEREST EXPENSE $5,262M $18,624M $13,362M
Total Interest Expense Savings and Time Deposits Savings and Time Deposits +254% YOY
NIB Deposits $215M $191M $24M
Non-Interest Bearing Deposits 26% of Total Deposits 22% of Total Deposits -11% YOY
IB Deposits $618M $670M $52M
Interest Bearing Deposits 74% of Total Deposits 78% of Total Deposits +8% YOY
C&l Loans $166M $153M -$13M
Comm'l & Industrial 21% of Total Loans 18% of Total Loans -8% YOY
PROFIT $9,236M $6,223 -$3,013M
NI Attributable to Bank Incl. $3.4MM dividend .62 as % of Assets (1.06 PG) -33% YOY
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Transitioning The Portfolio (“Target Client”)

Ideal Commercial Relationship

Financial Impact To Bank

Commercial Lending Gross Revenue To Bank: $100K+ Annually Balance Sheet

Use: Working Capital, Asset Acquisition
Collateral: AR' |nvent0ry' Equipment Lower Cost Deposils: bottom of deposit stack,
Staffing: Sales, Operations Oriented less interest rate sensitive .

Revenue Generating Assets: low loss ratio due to
secured nature

Treasury Services (Incl. FX) Gross Revenue To Bank: $30K Annually Fixed:Floating Ratio: mix of fixed and floating
Use: Money Movement, Reconciliation rate loans
Pricing: 20-25% Margins (PxV)
Staffing: Sales, Operations Oriented P&L

Business Card Spend Products Gross Revenue To Bank: $50K Annually Sticky Revenue: due to day-to-day nature of the

Use: Business Card Spend Management business
Staffing: Outsourced Non-Interest Revenue: Treasury (PxV),

Importance: High (Rich, Real-Time Data) Derivatives, Interchange

Interest Rate Derivatives Gross Revenue To Bank: $75K (One-Time) Important Partners

Use: Reduce/Eliminate Interest Rate Risk N
Staffing: Outsourced Q2| precisionlender (3

Importance: High (Floating Rate Loans)

Compensating DDA Balances Team Dynamics

Gross Revenu? To Bank: $100K+ Anngally Skillsets: understand capital needs beyond bank
Importance: High (50-55% Compensating) debt, manage risk associated with C&I
Investment Thesis: Excess Balances, NIB Positioning services: seasoned in securing
deposits, positioning other services
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Bank Balance Sheet
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HOA’s in Texas have deposits but
need technology to run their
businesses. Technology used for
account maintenance, payments

and money movement.

Commercial Online
Account Opening
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HOA's use niche technology from
providers such as CINC, Caliber and
Vantaca. Bank implements and
delivers technology to client.

Bank connects HOA Software to core
for data like account and transaction
information. Online Account Opening
uses diligence software to automate
regulatory checks (KYB, etc.)




Technology Implementation (Governance)

{ Strategy involves proper cost and risk assessment, contract negotiation and scoping to meet desired objectives. }
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People and Organizational Framework

{ }

Operations Loan Operations
Treasury Operations Markets & Branches

Deposit Operations
Operations Center

Individual Markets (Central TX and North TX)
Branches

Compliance & Regulatory Compliance Treasury Sales

Community Reinvestment Act (“CRA")
Bank Secrecy Act (“BSA")
Fraud

. - Specialty Lines of Business

Credit & Underwriting Credit Administration P y
Underwriting
Portfolio Management

Mortgage
Small Business Administration (“SBA”)

Consumer Lending
Niche Funding Strategies

SPecialty Accounting & Finance

Marketing

Technology (Architecture, Data & Product) E o
Human Resources Xecutive

Project Management

. . Executive Leadership
Risk & Audit Audit Executive Deposit and Funding Executive
Risk Executive Centers of Excellence

Loan Review




Summary Focus Areas

Technology Strategy

Goals of Strategy

Deposit Stack

Core Funding Strategy

Commercial Focus

Portfolio Transition

Less interest rate sensitivity,
better spread value to bank
Move toward bottom of deposit
stack to NIB, Excess Analyzed
Niche deposit strategies
complimentary to existing client
base and portfolio

Regulatory

Regulatory Partners

= Collaborative strategy with
regulatory partners

* Prove ability to manage
deposit stack, raise capital

= Build to where we are going
within management and Board
(audit, risk compliance
primarily)

= Do not leave commercial real
estate roots, but balance
portfolio across C&l and CRE

= Reduce reliance on NIM over
time, create new non-interest
revenue streams

People & Culture

Internal and External

= Sentiment: “R Bank was the
most meaningful time in my
career.”

Build Team

= Team and skillsets need to

match where we are going, not

where we are

= Modernize bank, speed up

implementations and drive
revenue faster

Provide products our internal
associates and external clients
need efficiently

Centralize data to provide
critical insights and avoid cost
of obtaining from vendors

Support Business Objectives

= Innovation is not living on the

fringes or focusing in areas that
do not support the business
Innovation is focusing on
technology and infrastructure
that supports commercial
lending, deposit gathering and
NIR generation



30/60/90 Day Plan

First ~30 Days

Evaluation and Assessment

* Focus on our people first

» Understand “what is working
and what is not” and identify
gaps

= Understand our culture and
values

= Evaluate status of projects
and meet key stakeholders

= Evaluate financials, asset
and liability mix

= Evaluate company structure
and begin talent and skills
assessment (based on
business strategy)

Next ~30-60 Days

Strategic Planning

= Focus on our customers
and understand “what is
working and what is not”
and identify gaps

= Focus on company culture
based on feedback

= Develop strategic goals
based on initial evaluation,
start defining short term
and long-term goals

* Discuss strategy with
stakeholders including
board and regulatory
partners

= Capital planning

~60-90 Days

Implementation and Execution

= Begin rollout of key
strategic initiatives
identified in the planning
phase

= Executive leadership and
team development (based
on business strategy)

= Enhance operational
efficiency

= Strengthen stakeholder
relationships

= Review and adjust
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Effort : Impact Grid {12-Months
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Longer Range Initiatives (2-5 Years)

Longer Range Initiatives

Develop & execute against capital raise strategy
= BHC (Line of Credit)
= Equity and Debt
Develop & execute against deposit and funding strategy:
= transition portfolio to C&I as a mechanism to build deposit base lower in capital stack
= niche deposit strategies (title, property managers, etc.)
Transition portfolio from 18% C&l to ~25% C&I within first two years
= includes buildout of North Texas, Central Texas and South Texas markets
= includes market expansion strategy
= |ncludes industry vertical strategy (ex. adjacent businesses to existing portfolio)
Post-skills assessment people strategy including skills assessment learnings
= determine how to organize team to meet goals/objectives
Developing a technology roadmap to support strategies
= Support deposit and funding strategy
= support C& transition incl. B2B payments, treasury, money movement)
Internal vs. External technology development team to assess architecture, data and product strategy




Culture Drives Results

SERVICE TO OTHERS

CONTINUOUS LEARNING

Create relationships that make a meaningful
difference in the lives of others by being
selfless and being available to help each other.

Contribute to solutions outside of our
specialty by collaborating and being open to
new information.

Exhibit a will to win by delivering on our
commitments and being personally
accountable.

Interact with our customers and
colleagues with consistent and authentic
communication.

Take measured risks, admit mistakes freely
and openly in the pursuit of growth and
learning.




Managing to current peer
group and expectations of
aspirational peer group
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Defined strategy and
alignment around capital

Capital Reallocation e
reallocation opportunities

N —————

Expectations of the Board of
CEO and management team

Defined by future state of the
bank, expectations of a bank
3-5x larger than we are today

N —————

Defined strategic planning
process, aligned on goals

N ———
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Member FDIC

Addendums

.. Peer Group comparison (from FFIEC site)
2 Technology architecture strategy, data strategy and product strategy
3. Innovation roadmap for next 5+ years
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Peer Group Comparison

% of Average Assets 12/31/2023 Peer Group Percentile

NIM 3.79 3.22 78t percentile

Net Interest Margin 4.03 at 12/31/2022 Peer Group 4 Top quarter of peer group
Net Income .62 1.06 19th percentile
Post-securities/extraordinary .97 at FYE 12/31/2022 Peer Group 4 Lower quarter of peer group
ALLL to Total L&L 1.06 1.23 28h percentile
Allowance for L&L Losses 1.17 at FYE 12/31/2022 Peer Group 4 Lower third of peer group
Tier 1 Capital 9.18 10.22 25 percentile

Leverage Ratio 9.33 at FYE 12/31/2022 Peer Group 4 Lower quarter of peer group
Total Asset Growth .55 6.32 21%! percentile

Annual change in total assets 9.95 at FYE 12/31/2022 Peer Group 4 Lower quarter of peer group
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LOS & Documents

¢ HAWTHORN RIVER

COMMLNITY J4HHING SOFTWARE

= TruStage

Mortgage
IC& Technology”
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CINC

. Architecture (API Strategy)

Enables ability to bring revenue to the org
faster because we implement faster
Reduce dependencies on core because we
control our information flow

Reduce manual work and double data entry

. Data Strategy (Centralization of Data)

Centralize our data vs. having it spread out
across vendors
Retain historical data to deliver insights

. Product Strategy (Internal and External)

Goal is to provide products our clients need

quickly
Contract negotiation important to be nimble

Deposit Gathering (Comm’l)

T )
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Innovation Roadmap

Cloud Banking
®

Unique
Engagement
Platforms

Bank Focus

Embedded Finance
[

BaaS
®
Tokenized Deposits

Digital Assets
Custody
®

Digital Account Opening
(Comm’l and Consumer)

®
ITM's

AP Automation

Niche Banking
®

Specialty Deposits (Title,
Property, Association)

Business Payments

Technology Change Required

Chatbots
[ ]
DLT/Blockchain
- . ®
Digital Identity
PY Generative Al
(Fraud, Product Delivery)
MarTech P
[ ]
Rob Process A
Data Management (FTE Management)
® [ ]
API's
([ ]
Q2 SDK
®
Low Code/No
Code Platforms
([ ]

Business Model Change Required

AR/VR

Quantum Computing

Universal

Super App

Metaverse

DeFi/Web3
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