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LASCO POSITIONING STATEMENT

Lasco provides Information Technology (IT) solutions for small to mid-size financial institutions, businesses and
organizations across the Upper Midwest. Lasco also serves as a data processing center for financial institutions
providing numerous bank services to assist institutions with their day-to-day operations. For 41 years, Lasco has
worked in an honest, ethical manner with its commitment being to assist its clients in achieving success. Lasco’s client
relationships are built on this commitment and trust with each of its clients.

Note from the CEO:

Dear Valued Customer:

I would like to take this time to express my
gratitude for your trust in our company. | and
everyone here at Lasco appreciates your
business, without which we would not have
been here for 41 years.

We understand that we represent a large part of
your day to day operations, as well as the
security of your data. We take this responsibility
with the highest seriousness.

Our strongest positive feature is our clients —
those of you who grow, transform, and expand
along with us and who have made us who we
are today. It is always uplifting to have your
support, in the finer times and the poorer.

Our company will be pleased to support you in
any small way as these harder economic times
continue. The strong relationships we have
formed with you help both of us confront the
imperfect conditions of our region and those tied
to it.

We are striving every day to keep on earning
your confidence in us. Thank you for your
ongoing business. | look forward to continuing
our relationship well into the future.

Dennis VanLandschoot
President/CEO/Chairman

Lasco Disaster Recovery Center Update

Repeated testing of Lasco’s offsite Disaster
Recovery Center at KI Sawyer has continued to
prove its viability in the event of a disaster. The
results are encouraging to Lasco and Lasco
clients alike. Not only will clients remain
connected to Lasco’s services if a disaster
strikes Lasco’s main facility, but all clients who
have already invested in the site will remain
functioning if a disaster strikes any of their
facilities.

The test run of maintaining a total day’s full
operations for a client with an alternate server
farm at the DR center has been successfully
completed with no interruptions or setbacks.
Lasco has also confirmed that all Check 21
functions can be performed for
clients through the DR center
if the main facility is no longer
functional.

As part of a disaster recovery
and business continuity
assessment, examiners often
look for alternate processing
sites and offsite backups. Knowing how closely
examiners scrutinize outsourcing arrangements,
Lasco is pleased that its disaster recovery
program can support your operations in
emergencies. For more information on Lasco’s
disaster recovery assistance, including
information on how Lasco’s Disaster Recovery
Center can work in your favor, please contact
Dan Fezatt, Sr. Vice President of Information
Technology, at 800-800-6197, extension 157.
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Build and Maintain your Customer Base:
Direct Marketing

The parade of door-to-door salesmen has
mostly ended, but the utility of direct marketing
has not. Fewer personal interactions may now
be necessary but a few reminders of being a
unique individual are no less coveted.

The more businesses know about their
customers and prospects, the greater the

In partnership with Primadata, Lasco offers
direct marketing solutions tailored to suit your
institution’s goals and customers. Through
leveraging your customer data and capitalizing
on your current

communications, we

can help you target

the right audience at

the right time.

Communicating with

potential for growing and maintaining a customer your customers on a

base.

Businesses that make use of relevant marketing

campaigns enjoy higher response rates because
they know what their
customers want and
when they want it.
Personalized headlines
and designs, PURL'’s
(personal websites), and
individualized
campaigns featuring
calls to action all boost
new sales and cross-
selling opportunities
when they are delivered
at the right time.

Your messages based
on customer behavior speak directly to your
audience.

Know that a customer purchased a printer and a
Bluetooth headset? Wouldn't they also be
interested in a Bluetooth-compatible printer
adapter? Is the white space on your bank
statements benefiting from targeted offers?

In addition to pointing out who to target,
database analysis can also point out who not to
target. Are you wasting time and resources
advertising student loans to retirees?

personal, consistent

basis is key,

achieved through

everything from

postcards to

personalized statements, to banners, posters,
direct mail, and more. The entire marketing
project is completed for you, from data analysis
to campaign execution.

You already know how valuable your customers
are. Lasco and Primadata want to make sure
that you feel confident in your ability to retain
current customer loyalty and to attract new
customers.

For more information on direct marketing
opportunities through Lasco, please contact
Dennis VanLandschoot, President/CEO, at 800-
800-6197, extension 151.

Merchant Card Processing




Client Spotlight:
ONLINE Engineering

There are many
people in hospitals,
laboratories, and
industries worldwide
who must use, buy,
or produce
diagnostic cultures
like prepared test tubes and Petri dishes. But
the companies that design and make the
equipment that produces them are few and far
between, and the most efficiently producing
manufacturer in the U.S. happens to be located
in Michigan’s Upper Peninsula.

ONLINE Engineering, operating out of
Manistique with a workforce of about 20, is a
global leader in the manufacturing of production
equipment for diagnostic culture media. Its
machines span the planet from Israel to
Malaysia.

Those machines have been so successful at
generating a dramatic product output at reduced
labor, waste, and expense that effectively all
major producers of culture media do business
with the company. Innovations ONLINE
Engineering has made in culture media
production are now customary worldwide.

It is this significant position in the industry that is
naturally one frequently threatened by espionage
and potential security breaches. When ONLINE
Engineering sought IT security solutions, they
turned to Lasco for services and support.

“We selected Lasco as our computer service
company based on their expertise in providing
security and integrity for electronic data,” says
Marilyn Gardener, who owns the company,
along with her husband, Jim Gardener.

Through a series of security enhancements and
upgrades, Lasco was able to successfully
reduce ONLINE Engineering’s vulnerability to
cyber attacks and prevent against malicious or
accidental disclosure of private information.

As ONLINE Engineering continued to gain
prominence, their network and server
equipment failed to keep pace with the thriving
business. Lasco’s initial audit revealed ONLINE
Engineering’s systems to be secured to
outdated standards.

In response, Lasco’s technicians installed a
powerful and flexible redundant server system
to ensure continuous uptime in the event of any
component failure. ONLINE Engineering’s
network also benefited from a secure firewall
solution to protect against intrusion from the
outside. Lasco then performed a detailed
internal security enhancement to ensure that all
sensitive information remains in the appropriate
hands. The Lasco technicians continue to
provide ongoing support for ONLINE
Engineering’s IT needs.

For Marilyn Gardener, whose company is
depended on by so many, Lasco’s IT assistance
continues to add to ONLINE Engineering’s
success. “We are totally pleased with the
service and now have confidence regarding the
confidentiality of our data.”

You may visit ONLINE Engineering’s website
for more information on the company:
www.online-engineering.com

Contact Dan Fezatt, Lasco’s Senior Vice
President of Information Technology, at 800-
800-6197, extension 157, for more information
on Lasco’s IT services.




Cross-Selling Opportunities

When it comes to customer loyalty, banks tend

to do better with seniors. Generations X and Y

and Baby Boomers are less tied to their banks,

and the younger the age group, the more willing
the consumer to consider other banks and new

products.

Overall, customer satisfaction in the banking
industry has a propensity to rank lower than
other areas, including investment firms, health
plans, and retail.

The most common brands influencing 24-35
year olds worldwide are Google, Apple,
YouTube, and Wikipedia. This common
technology thread gives backing to an online
cross-selling approach. In fact, according to
customer surveys, banks score nearly as high
as top-rated retail sites on online banking.
Satisfaction has grown 12 percent since 2003,
and saw a large 4 percent
jump since last year.

Nevertheless, reports by

Corporate Insights have
found that banks are generally finding it difficult
to cross-sell online to existing customers.

Many of the tactics used online are used to
promote additional account features and other
features that do not generate significant
revenue. Where some banks are succeeding is
in specific products and detailed offers marketed
on private sites for existing customers after
login.

Despite the substantial opportunity for online
cross-selling, especially to younger customers,
the strategy is often underestimated.

Sources for this article: Bank Technology News,
Brandchannel.com

Business Cost Expectations

Diesel prices go up and demand for
freight hauling goes down, decreasing
hauling capacity, but possibly also rates.

Package delivery
services have also
slowed, and may cut
rates.

The U.S. Postal

Service is adjusting

shipping and mailing prices on May 12,

including increased mailing service rates (a

first class stamp will be $.42), and discounts

for short deliveries of parcels. The USPS is
also offering free
shipping for
recyclables, extending
to digital cameras and
MP3 players.

Electricity rates
continue to increase, leading to an average
of 4%-5% annual rate hikes, and, possibly,
more blackouts and brownouts.

Sources for this article: The Kiplinger Letter,
Vol. 85, No. 15, www.usps.com




