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Smith, Dianne [BOARD]

From: Steinke, Gary W [BOARD]

Sent: Friday, October 05, 2007 2:11 PM

To: 'Clark Kauffman'

Cc: Sayre, Patrice [BOARD]; Evans, Thomas A [BOARD]; Saunders, Keith [BOARD]; Smith,

Dianne [BOARD]; Campbell, Bonnie J.; Evans, Jack B.; Fry, Bobbi; Jenny Connolly; Lang,
Craig A.; Maier, Jeana; Michael Gartner; Miles, David W.; Novak, Kristin; Robert Downer;
Rose Vasquez ; Ruth Harkin; Waters, Sally

Subject: RE: Records

Attachments: ISU Response to Affinity Credit Cards-10.04.07.pdf; Appendices.pdf; JeffJohnsonLetter.pdf;
Credit Cards & Students-2.doc

Clark,

After | received your e-mail, below, | called the Attorney General's office and the AG's staff who provide legal
counsel to the Board regarding the need to turn over the documents you have requested prior to them being
reviewed, formatted and sent to Board members. The AG has advised that the documents from the Universities
are considered final documents as opposed to drafts and as such are subject to your open records request. |
asked the Board legal staff to review the documents from the Universities that we currently have received to
determine whether there is any information which may be redacted under the open records exceptions. They
have advised that the records may be sent out.

Therefore, attached are the documents we have received from UNI and ISU which respond to the questions the
Board Office asked for and which you have requested. We have not received the information from the University
of lowa, but we will forward it to you immediately upon receipt in this office, provided it is sent by 4:30 p.m. today.
Our office closes at that time.

Gary Steinke

Executive Director/

Director of Public Affairs

Board of Regents, State of lowa

Phone: 515-281-6426
Fax: 515-281-6420

From: Clark Kauffman [mailto:ckauffma@dmreg.com]
Sent: Friday, October 05, 2007 10:04 AM

To: Steinke, Gary W [BOARD]

Subject: Re: Records

Well, then we have a big problem! :)

I understand the desire to get the reports to the regents first, but state law is such that the agency — that is,
the staff — needs to make the records available

when they are in hand, and not at some other time. And this is an issue that | think the editors — through
me! — are going to aggressively pursue, in print and in communications with you.
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So ... | hope you’ll reconsider. I'll check back with you a bit later.

Clark

On 10/4/07 9:39 PM, "Steinke, Gary W [BOARD]" <gwstein@iastate.edu=> wrote:

Clark,
Sorry we missed each other...

There is an issue with your request below. Once the information is received in the Board office it will be
reviewed and formatted and sent to the Regents. The information will not be released publicly until the
Regents have seen it. That is why | said earlier that as soon as it is electronically forwarded to the Regents, it
will be posted on the website. That may be Friday, it may be early next week, | do not know. Also, the
information from the universities is due in the Board office by close of business on Friday, so before you drive
out to the office you may want to call to see if it is ready to be sent to the Regents.

I am not trying to be difficult, but we will take the time we need to be sure all of the information requested has
been sent by the universities. If not, we will follow-up and the process will take a while longer. | simply never
know what we will get and if follow-up will be necessary.

Gary

From: Clark Kauffman [mailto:ckauffma@dmreg.com]
Sent: Thu 10/4/2007 5:37 PM

To: gwstein@iastate.edu

Cc: Randy Evans

Subject: Records

Gary,
I did call earlier today and left a voice-mail message. Sorry we weren't able to connect.

As | said in my last e-mail, I'd like access to the universities’ answers to the regents inquiries as
soon as they are received by the board staff.

I understand the staff intends to post the information to the Web early next week, and that's
fine. | have no problem with that, obviously.

But I'd still like the information as soon as you have it in hand -- which would be Friday,
assuming you don’t already have some of it right now. | can’t imagine there would be any
logistical problems associated with copying or just forwarding the documents to me as soon as
they are received. There may be some other issues or considerations I'm not aware of, but |
can’t imagine what those might be.

I'll stop by the office tomorrow (Friday) and see what you have to share.

Clark Kauffman
Des Moines Register

cc: Randy Evans
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IOWA STATE UNIVERSITY

OF SCIENCE AND TECHNOLOGY

Interoffice Communication

Date: October 4, 2007

To:  Gary Steinke
Executive Director
Board of Regents, State of Iowa

From: Gregory L. Geofﬁ*ox,%

President

Office of the President
1750 Beardshear Hall
Ames, lowa 50011-2035
515 204-2042

FAX 515 294-0565

Re:  Jowa State University response to Regents’ information request regarding affinity credit

cards

Enclosed please find Iowa State University’s response to the Board of Regents’ request for
information regarding affinity credit cards. In addition to the responses to the questions, we are
providing supportive materials in the form of appendices as part of the response document.

ISU Alumni Association President Jeff Johnson also wanted to respond directly to many of the
issues involved and questions raised in media stories, and I have enclosed his letter as an

attachment.

Please contact me if you have any questions or need any additional information.




IOWA STATE UNIVERSITY
RESPONSE TO REGENTS INFORMATION REQUEST
REGARDING AFFINITY CREDIT CARDS
What relationships exist between the Alumni Association and the university?
Describe current relationships.
Do written agreements exist to define these relationships?
What information is shared between the two?

What are the financial benefits to the university? To the alumni association?
Are students members of the alumni association?

ANSWER:

The lowa State University Alumni Association (ISUAA) is a membership-based, 501(c)(3),
non-profit organization whose mission is to engage the talents and resources of alumni,
students, and friends in the life, work, and aspiration of lowa State University. The ISUAA is
the primary link between the university and its alumni and, as such, provides programming,
publications, and other services directed toward alumni. The ISUAA also supports several
student programs designed to foster lifelong connections with the university and to develop
valuable student leadership skills.

With respect to the affinity card program, the current agreement with Bank of America
(formerly MBNA) outlines the following relationships between the (ISUAA), lowa State
University (ISU), the ISU Department of Athletics (ISUDA) and Bank of America (BOA). (See
Appendix A for the contract documents.)

» lowa State University has granted the ISUAA a license to use certain approved
trademarks in connection with the agreement (Fourth Amendment, Attachment #3).

» Section 6 of the Fourth Amendment states that neither ISU, ISUAA, nor any of their
affiliate organizations, shall allow the university trademarks to be used to promote or
endorse a competing financial product as defined in Section 4 of the Fourth Amendment.

e ISU and the ISUDA will work with the ISUAA and BOA to provide access to the marketing
opportunities outlined in Attachment #2 of the Fourth Amendment, sections I. and 1l
which includes promoting the card program to fans at home football games and selected
men’s and women’s basketball games, making public address announcements, and
distributing take-one applications with various ticket mailings.

¢ The ISUAA and the ISUDA have a separate agreement, dated October 25, 2004, in
which the ISUAA provides the ISUDA with a minimum of $287,200 over the course of the
agreement to allow access to the marketing opportunities outlined in Attachment #2 of
the Fourth Amendment.



Written agreements

All of these relationships are outlined in the documents included with this response in
Appendix A."

Information shared

Upon request, and in accordance with university guidelines and state and federal law, a
student list is provided to the ISUAA from ISU. Also upon request, the ISUDA provides the
ISUAA with a list of season ticket holders for football and men’s and women'’s basketball.

Financial benefits to lowa State University

The ISUDA will receive an average of $40,000 per year and a minimum of $287,200 from the
ISUAA over the course of this agreement to allow access to the marketing opportunities
outlined in Attachment #2, section Il. (See also separate agreement dated October 25, 2004)

ISU received a $75,000 gift to go toward the Morrill Hall renovation project.

Financial benefits o ISUAA

The ISUAA will receive an average of $500,000 per year and a minimum of $3,590,000 in
royalties over the life of this contract.

Additionally, BOA wiil pay the ISUAA $85,000 in sponsorship payments over the fife of this
contract.

Students members of the ISUAA

Students are eligible for membership in the ISUAA. While membership in the Student Alumni
Association (SAA) has nothing to do with the credit card program, the ISUAA involves an
average of 5,000 student members each year — making the SAA one of the largest student
alumni membership programs in the country. SAA members do not receive additional
mailings about the credit card program because of their SAA memberships.

2. Please provide the university policy on sharing mailing lists (names, addresses, phone
numbers, email addresses) and identify charges associated with providing the lists to:

¢ Alumni Association
e Outside vendors
¢ Other parties

ANSWER:

Under federal law (Family Educational Rights and Privacy Act or FERPA) institutions may
designate certain information to be treated as public information.

At 1ISU we designate the student’s name, local address, phone number and campus e-mail
address as directory information, unless the student has requested otherwise. This
information is provided at cost to organizations or individuals, including the Alumni

' A copy of the documents has been provided to the Des Moines Register.



Association, who request the information. ISU’s policy can be viewed at:
hitp://www.iastate.edu/~catalog/2007-2009/geninfo/studentrecords.himl.

The standard charge for students’ names and address labels is $100. The Alumni
Association pays $50. The Alumni Association is given a price break because of its
performing a university-related function in reaching out to students prior to graduation.

ISU publishes both a paper and an on-line directory. Copies of the paper directory are
available for purchase. Because these directories are publicly available, we treat directory
information as public information required to be available under lowa Public Records Law.

3. a) What student information is provided to the card vendor? b) Is this information
otherwise accessible, i.e. through FERPA? c) How are eligible students and parents
notified of their rights under FERPA?

ANSWER:

a) The ISUAA provides name, in-school address and phone number. Although BOA has
regularly requested e-mail addresses, the ISUAA has not provided this information.

b) See Answer to 2, above.

¢) ISU, in conformity with the law, sends out an annual notification of rights under FERPA.
In addition, we have a notice of righis on the Registrar’'s homepage:
http://www.iastate.edu/~registrar/info/ferpanotice.html.

4. Describe how tHe alumni association selected the credit card vendor. Was the
university a party to the selection?

ANSWER:

The original 5-year agreement between the ISUAA and MBNA was signed on June 29, 1995 — an
agreement which took the place of the previous agreement the ISUAA had with Intrust Bank of
Wichita, KS. ISU was not a party to this original agreement or selection process. The ISUAA
chose MBNA over 3 other companies who also responded to the ISUAA request for proposals.

In June 1999, the ISUAA and MBNA extended the previous contract through three separate
addendums, taking the relationship through June 2004. ISUAA, MBNA, ISU, the ISU Research
Foundation, and ISUDA all signed separate portions of this extended agreement. Before signing
this addendum, one additional proposal was considered from another bank.

In July 2005, the current contract was signed as the fourth amendment to the original agreement.
ISUAA, MBNA, ISU, and the ISUDA all signed this amendment. Before signing this amendment,

one additional proposal was considered from another bank. This agreement runs through June
2012,

On January 1, 2006, MBNA officially became a part of BOA. Our contract with MBNA was also
taken over by BOA at that time.

5. Describe what financial literacy education is available to students.

ANSWER:




ISU College of Human Sciences operates a Financial Counseling Clinic (FCC)
(http://www.hdfs.hs.iastate. edu/financial/#). The ISU Government of the Student Body (GSB)
provides funding so that students may use the clinic free of charge. The FCC provides
individual appointments, classes, workshops as well as on-line resources. On-line topics
include choosing and using credit cards and specific student oriented topics. Not counting
numerous phone and e-mail contacts, the FCC annually conducts 600 individual sessions
with students, and reaches 2500 students through its workshops and classes. The FCC
coordinates its programs with the Financial Aid Office, GSB and various academic units.

The ISU Office of Student Financial Aid also provides counseling to students on financial
literacy issues. Services include individual sessions upon request and lectures as part of
orientation courses. These sessions typically include budgeting, credit card usage, savings
and investments and student ioans.

Incoming students are offered a financial literacy session as a part of Destination lowa State
(orientation program). Students receiving a federal loan are encouraged to participate in an
on-line entrance interview process. Additionally, students who are receiving loans (either
federal or private) must go through the rights and responsibilities section of the application
form before they can electronically sign.

Last school year the Office of Student Financial Aid conducted a survey of financial literacy
and convened a Financial Literacy Roundtable to identify and coordinate financial literacy
resources across the campus. As a result of this effort, this academic year, a series of mini-
literacy lessons are being filmed so that they can be posted on the Financial Aid web site.

The ISU Daily, the student newspaper, has regularly written about credit cards and their
impact—positive and negative—on students, citing sources such as bank officials and
financial counselors. Many of the articles include advice. Examples of these articles are
listed in Appendix B.

Additionally, BOA makes available to student cardholders (there are currently 289 students
who carry the ISUAA/BOA credit card) several online financial planning tools, including:
http:/iwww.bankofamerica.com/studentbanking and hitp://www.smartcredittips.com. This
information, along with printed educational material is provided to student cardholders when
they receive their credit cards. BOA has also joined with Monster to provide interactive online
and in-school presentations that empower parents and students to make the most informed
decisions regarding their financial futures (www.makingitcount.com). This service has been
made available at no cost because of the relationship between BOA and the ISUAA.
Examples of some of the content of these online services are included in Appendix C




6. a) Are credit card companies allowed to market on campus; set up a table, recruit
students to solicit, and/or promote through giveaways? b) Are other private
companies allowed to market on campus? c) If so, please provide examples. d) Do
any of the additional examples have financial implications?

ANSWER:

a)

b)

d)

ISU has a rule published in the lowa Administrative Code at §681-13.15 that requires
approval of solicitation for commercial purposes on the campus. Under this rule, credit
card companies could solicit if approved by the Vice President for Business and Finance.
However, for the past four years, the university has not approved any credit card
solicitation on campus—including at the Memorial Union and at the University Bookstore.
There are two exceptions:

¢ Under the arrangement with BOA, the ISU Alumni Affinity Card is marketed at
intercollegiate athletic events and at our Graduation Fair for graduating students, and

¢ Solicitations which may be included in the student newspaper, the lowa State Daily.
The Daily is separately incorporated, is supported by advertising revenue and is
authorized to distribute on the campus.

ISU Student Organizations policy forbids student groups from using credit card
solicitation for fundraising. (http://www.sac.iastate.edu/Resources/ SORM/sorm.pdf, p.
19.)

Yes, it is usual to allow non-credit card solicitation generally held at the Memorial Union.

Any number of commercial ventures have been granted permission to solicit on campus.
Common events involve poster sales, craft sales and similar activities of interest to
students. An outside entity annually sponsors an off-campus housing fair during which
apartment owners are present to talk to students about their properties. Companies often
rent rooms to meet students interested in employment. Unusual events have been
approved such as auto manufacturers, soft drink vendors and trade groups conducting
product promotions. ‘

In addition, the 1SU Student Activities Center holds an annual Welcome Fest at which a
wide range of businesses, churches and other organizations may rent a table and talk to
students about their products and services. Local banks participate along with
restaurants, retailers and personal service providers. Businesses may only provide
information about their service. They may not sell services at Welcome Fest.

Commercial entities are charged a rental fee. The Memorial Union derived $54,000 in
rentals last year from commercial entities. The majority of the revenue came from room
rentals ($36,000), mostly to recruit for employment. Another $18,000 was for
commissions on poster sales and special events fees. There have been a few rentals of
outdoor space near the Memorial Union for marketing activities. These have been
sporadic, and involve 0-2 events per year with total annual rentals of less than $1,000.




7. What is the financial impact if the card vendor agreements are vacated

e To the university?
e To the alumni association?

ANSWER:

To lowa State University

The ISUDA would lose a minimum of $207,200 from the marketing agreement between the
ISUAA and the ISUDA.

To the ISUAA

The ISUAA would lose a minimum of $2,090,000 in future royalties and $48,000 in future

sponsorships. The ISUAA would also have to repay approximately $486,000 in received advance
to BOA.

When state appropriations were reduced in 1987, auxiliary units were forced to become more
entrepreneurial. The university today provides the ISUAA less than $250,000 in general fund
revenue. The ISUAA’s annual operating budget is approximately $3.4 million. Without programs
such as this credit card program, the ISUAA would not be able to provide the programs and
services necessary to support the university’s mission.

8. a) How many cards have been issued to students through the Card Vendor/Alumni
Association agreement? b) What is the average debt carried by those cards?

ANSWER:

a) As of December 31, 2006, there were 289 current ISU students who were active
ISUAA/BOA cardholders.

b) The average balance carried by the 289 active ISU students is $1,100.




IOWA STATE UNIVERSITY

APPENDIX A

Agreements relating to ISU Alumni Association Affinity Card Program

Date

06/29/95

06/29/99

06/29/99

06/29/99

07/29/02

07/01/05

10/25/04

Parties

MBNA and ISUAA

MBNA and ISUAA

MBNA, ISUAA and lowa
State University
Department of Athletics

MBNA and ISUAA

MBNA and ISUAA

MBNA, ISUAA and lowa
State University on
behalf of its Department
of Athletics

lowa State University
Department of Athletics
and ISUAA

Title

lowa State University Alumni Association
Affinity Agreement

First Amendment To The lowa State University
Alumni Association Affinity Agreement

Second Amendment To The lowa State
University Alumni Association Affinity
Agreement

lowa State University Alumni Association List
Agreement

Plus Rewards Addendum To The lowa State
University Alumni Association Agreement

Fourth Amendment To The lowa State
University Alumni Association Affinity
Agreement

Recap of the ISUAA’'s MBNA Affinity Credit
Card Program’s Marketing Plan with a
Payment Schedule to the ISU Department of
Athletics



IOWA STATE UNIVERSITY ALUMNI ASSOCIATION _ _
AFFLNITY GREEMENT
/]\ é - T 5‘ -
This Aoreement is entered into as of this i day of Fane, 1995 (the; ”Effectlve Date") by and
between MBNA AMERICA BANK, N.A., a national banking association having its principal
place of business in Newark, Delaware ("MBNA America"), and IOWA STATE UNIVERSITY

ALUMNI ASSOCIATION, having its principal place of business in Ames, Towa ("ISUAA") for
themselves, and their respective successors and assigns. .

1. DEFINITIONS
When used in this Agreement,

(a) "Agreement” means this agreement and Schedules A, B and C (W-9 tax identification
forrm). L

() "Credit Card Account” means a credit card account opened by a Constituent in response
to marketing efforts made pursuant to the Program. An “Alumni Member Customer Credit Card
Account” is a Credit Card Account where the primary applicant is an Alumni Member Customer.
An “Alumni Non-Member Customer Credit Card Account” is a Credit Card Account for which
the primary applicant 1s an Alumni Non-Member Customer. A “Student Customer Credit Card
Account” is a Credit Card Account where the primary applicant is a Student Customer.

(c) "Customer” means any Constituent who is a participant in the Program. Each Customer
shall be classified as only one of the following, as applicable:

) “Student Customer™ means a Customer who is identified by ISUAA or the
Customer as an andergraduate or graduate student of Iowa State University.

(i1) “Alumni Non-Member Customer” means a Customer who is not a Student
Customer and 1s not a dues-paying, pard life, complimentary, or bonorary member

of the ISUAA.

(i) “Alummni Member Customer” means a Customer who is not a Student Customer or
an Alummni Non-Member Customer.

-

(d)  "Financial Service Products” means credit card programs, charge card programs and
travel and entertainment card programs. This definition does not include all such programs of

Jowa State University.

(e) "Mailing Lists" means updated and current lists and/or magnetic tapes (in a format
designated by MBNA Aumerica and mutually agreed upon by MBNA Ainerica and ISUAA)
containing names, postal addresses and, when available, telephone numbers of Constituents. -
segmented by zip codes or reasonably selected membership characteristics.
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) "Constituent" means dues-paying members of ISUAA, non-dues paying members of
‘ISUAA, undergraduate and graduate students of Towa State University, emd/or other potential
participants mutually agreed to by ISUAA and MBNA America.

(g) "Program" means those programs and services of the Financial Service Products MBNA
America agrees to offer pursuant to this Agreement to the Constituents from time to time. -

h) "Royalties" means thé compensation set forth in Schedule B.

3] "Trademarks" means any design, image, visual representation, logo, service mark, trade
dress, trade name, or trademark owned or acquired by Iowa State University and licensed by
Towa State University Research Foundation to ISUAA for the Program during the term of this

Agreement.

2. RIGHTS RESPONSIBILITIES OF ISUAA

(a) 1ISUAA agrees that during the term of this Agreement: (1) it will endorse the Program
exclusively and will not sponsor, advertise, aid, develop or solicit any Financial Service Products
of any organization other than MBNA America; (ii) it will not license or allow others to sub-
license the Trademarks m relation to or for promoting any Financial Service Products of any
entity other than MBNA America; and it will not sell, rent or otherwise make available or allow
others to sell, rent or otherwise make available any of its mailing lists or information about any
current or potential Constituents in relation to or for promoting any Financial Service Products of -
any entity other than MBNA America; and (111) no ISUAA publication shall carry advertisements
for any Financial Service Products of any entity other than MBNA America.

(b) ISUAA agrees to provide MBNA America with such information and assistance as may
be reasonably requested by MBNA America in connection with the Program.

(¢)  ISUAA consents to MBNA America soliciting its Constituents by mail, direct promotion,
advertisements and/or telephone for participation in the Program. : '

(d)  ISUAA shall have the right of prior approval of all Program adve’rﬁsing and solicitation
materials to be used by MBNA America, which contain the ISUAA Trademaxks such approval

shall not be unreasonably withheld or delayed.

(e) Upon the request of MBNA America, ISUAA shall provide MBNA America with
Mailing Lists free of any charge. In the event that MBNA America incurs a cost because of a
charge assessed by ISUAA or its agents for an initial Mailing List or an update to that list,
MBNA America may deduct such costs from Royalties due ISUAA. The initial Mailing List
shall contain at least 170,000 (one hundred and seventy thousand) names with corresponding
postal addresses and, when available, telephone numbers.

(fy ~ ISUAA shall only provide information to or otherwise communicate with Constituents or
potential Constituents about the Program with MBNA America’s prior written approval, except.
for current advertising and solicitation materials provided by MBNA America to ISUAA.
Notwithstanding the above, ISUAA may respond to individual inquiries about the Program from
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its Constituents on an indrvidual basis, provided that said responses are accurate and consistent
with the materials provided by MBNA America to ISUAA.

(g)  ISUAA hereby grants MBNA America and its affiliates a limited, exclusive sub-license
to use the Trademarks solely in conjunction with the Program, including the promotion thereof.
Provided, however, MBNA America shall only use the specific Trademarks provided by ISUAA
for the marketing materials and credit devices. This sub-license shall be transferred upon
permitted assignment of this Agreement. This sub-license shall remain in effect for the duration
of this Agreement and shall apply to the Trademarks, notwithstanding the transfer of such
Trademarks by operation of law or otherwise to any permitted successor, corporation,
organization or individual. Nothing stated in this Agreement prohibits ISUAA from granting to
other persons a license to use the Trademarks in conjunction with the providing of any other
service or product, except for any Financial Service Products.

(h) ISUAA shall provide MBNA America with a subscription W:lthout charge to any and all
ISUAA pubhcanons

(i) ISUAA shall have the right fo include ISUAA materials developed by ISUAA at its
expense, in mailings sent to Customers by MBNA America, subject to MBNA America’s
approval, in MBNA America’s sole discretion, of the size, weight, content and timing of such
materials. Further, ISUAA shall have the right to insert messages on the statements sent to
Customers by MBNA America, subject to MBNA America’s approval, in MBNA America’s sole
discretion, of the length, content and timing of such messages.

3. RIGHTS AND RESPONSIBILITIES OF MBNA AMERICA

(a) MBNA America shall design, develop and administer the Program for the Constituents.

(b)  MBNA America shall design all advertising, solicitation and promotional materials with
regard to the Program subject to 2(d). MBNA America reserves the right of prior written
approval of all advertising and solicitation materials concerning or related to the Prooram which

~may be developed by or on behalf of ISUAA.

(c)  MBNA America shall bear all costs of producing, mailing materials, staffing and MBNA
staff travel expenses for direct promotion events, as well as telemnarketing costs for the Program.

(d) MBNA America shall make all credit decisions and shall bear all credit risks with respect
to each Customer's account(s) independently of ISUAA.

(e}  MBNA America shall use the Mailing Lists provided pursuant to this Agreement
consistent with this Agreement and shall not permit those entities handling these Mailing Lists to
use them for any other purpose. MBNA America shall have the sole right to designate
Constituents on these Mailing Lists to whom promotional material will not be sent; provided
however, ISUAA shall have the right to delete Constituents from these Mailing Lists to whom
promotional materials will not be sent or will not be contacted by phone for participation in the
Program as long as the number of names to be deieted does not exceed 1,000 (one thousand).
These Matling Lists are and shall remain the sole property of ISUAA. However, MBNA
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-America may maintain separately all information which it obtains as a result of an account
relationship or an application for an account relationship. This information becomes a part of
MBNA America's own files and MBNA America shall be entitled to use this information for any
purpose. MBNA America will not use this separate information in a manner that would imply an

endorsement by ISUAA.

4] Subject to the agreement by ISUAA to a separate Card Acceptance Agreement and the
execution and delivery by ISUAA of any ancillary docurnentation normalty required by MBNA
America in the course of its merchant processing business, and subject solely to the terms and
conditions thereof, MBNA America shall provide merchant processing services to ISUAA to aid
in enabling ISUAA to bill Customers” ISUAA membership dues automatically to their respective
Credit Card Account(s). Termination by either party of the Card Acceptance Agreement shall
not cause a termination of this Agreement, umless otherwise mufually agreed to by the parties in
writing; provided, however, that MBNA America would no longer be required to provide
merchant processing services to ISUAA as of the effective date of such termination.

() MBNA America shall provide ISUAA with a quarterly Royalty report that includes but is
not limited to: the number of new accounts, the number of renewed accounts, the total net retail
sales transaction volume and the total cash advance volume which make up Royalties for that

quarter.

(hy  MBNA America recognizes and acknowledges the proprietary right of ownership of the
Trademarks by Iowa State University. MBNA America shall not at any time during the term of
this Agreement or thereafter contest Iowa State University’s right, title and interest in and to the
Trademarks or otherwise claim that MBNA America’s permitted use of the Trademarks has
created or vested in it any right, title or interest therein other than such rights as are expressly
granted to MBNA America by ISUAA under this Agreement. MBNA America shall not at any
time apply for registration of the Trademarks, either alone or in combination with any words,
letters, symbols or designs. All uses of the Trademarks by MBNA America shall mmure to the

benefit of Iowa State University.
4. PRESENTATIONS AND WA TIES

(a)-. ISUAA and MBNA America each represents and warrants to the other that as of the
Effective Date and throughout the ferm of this Agreement:

@ It is duly organized, validly exis_ting and in good standing.

(i) It has all necessary power and authority to execute and deliver this Agreement and
to perform its obligations under this Agreement.

_(iif)  This Agreement constitutes a legal, valid and binding obligation of such party,
enforceable against such party in accordance with its terms, except as such enforceability may be
limited by bankruptcy, insolvency, receivership, reorganization or other similar laws affecting
the enforcement of creditors' rights generally and by general principles of equity.
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(iv)  No consent, approval or authorization from any third party is required in
" connection with the execution, delivery and performance of this Agreement, except such as have
been obtained and are in full force and effect.

(v}  The execution, delivery and performance of this Agreement by such party will not
constitute a violation of any law, mule, regulation, court order or ruling applicable to such party.

(b)  ISUAA represents and warrants to MBNA America as of the date hereof and throughout
the term of this Agreement that if has the right and power to license the Trademarks to MBNA
America for use as contemplated by this Agreement.

5. ROYATLTIES

During the term of this Agreement, MBNA America shall pay Royalties to ISUAA. Royalties
will not be paid without a completed Schedule C. Except as otherwise provided in Schedule B,
payment of Royalties then due shall be made approximately forty-five (45) days after the end of
each calendar quarter. Upon the written request of ISUAA, but no more frequently than one (1)
request in any twelve month period, MBNA America shall provide ISUAA with system reports
generated by MBNA America containing all the information which both (i) formed the basis of
MBNA America’s calculation of the Royalties due ISUAA since the last request was made or, if
no previous request was made hereunder, for the last four (4) Royalty: calculations performed by
MBNA America, and (i1) may be disclosed by MBNA America without violating any legal nights
of any third party or obligation of MBNA America. Such reports shall be certified by an officer
of MBNA America as to their accuracy; provided, however, that the reports shall be certified as
to their accuracy by the nationally recognized independent certified public accountants then
being utilized by MBNA America, at ISUAA’s expense, if ISUAA so requests such accountants”
certification in its written request(s) for the generation of such reports hereunder.

6. C S EMNIFICATION

(a) ISUAA and MBNA America each will indemnify and hold harmless the other party, its
directors, officers, agents, employees, affiliates, successors and assigns (the "Indemnitees") from
and against any and all liability, causes of action, claims, and the reasonable and actual costs
incurred in connection therewith ("Losses"), resulting from the material breach of this Agreement
by ISUAA or MBNA America, respectively as the case may be, or its directors, officers or
employees in connection with the solicitation or performance by each party of its respective
duties under this Agreement. ISUAA will indemnify and hold harmless MBNA America and its
Indernitees from and against any and all Losses arising from the Trademark license granted
herein or from MBNA America's use of the Trademarks in reliance thereon. Each party shall
promptly notify the other party in the manner provided herein upon learning of any claims or
complaints that may reasonably result in indemnification by the other party.

(b) MBNA America will indemnify and hold harmless ISUAA, its directors, officers, agents,

employees, parents, subsidiaries, affiliates, successors and assigns, from and against any causes

of action, and the reasonable and actual costs incurred 1n connection therewith, which arises out
~of a violation of applicable Delaware or federal law by MBNA America, its employees, agents or
contractors, in which ISUAA is included as a defendant (referred to as a “Claim™). ISUAA shall,
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" ithinten (10) business days of receiving notice of the Claim, notify MBNA America in writing

(in the manner provided for in this Agreesnent) of the Claim. ISUAA agrees (i) not to take amy
action which may prejudice MBNA America’s defense or increase its liability (“Action™) with
respect to a Claim without MBNA America’s prior written approval and (i) that MBNA

America may respond to a Claim as it determines in its sole discretion. IfISUAA takes any
Action with respect to a Clajm without NA America’s written approval or ISUAA fails to
notify MBNA America of a Claim within fiftesn (15) business days of receiving the Claim,
unless MBNA Armerica is also a defendant in the Claim, MBNA America shall be released and
discharged from any obligation under this Section 6 to indemmfy and hold ISUAA harmless with

respect to that Claim.
7.  PROG ADJUS S

A summary of the current features of the Program are set forth in Schedule A. MBNA America .
reserves the right to make periodic adjustments to the Program and its terms and features.
Delaware and applicable federal law currently require each open-end credit account Customer be
given the opportunity to reject a proposed change and. pay the existing balance under the prior
terms if the proposed adjustment increases the fees or finance ¢harges on such account. '

8. CONFIDENTIALITY OF AGREEMENT

“The terms of this Agreement, any proposal, financial information and proprietary information
provided by or on behalf of one party to the other party prior to, contemperaneously with, or
subsequent to, the execution of this Agreement ("Information") are confidential as of the date of
disclosure. Such Information will not be disclosed by such other party to any other person or
entity, except as permitted under this Agreement or as mutually agreed in writing. MBNA
America and ISUAA shall be permitted to disclose siich Information (i) to their accountants,
legal, financial and marketing advisors, and employees as necessary for the performance of their
respective duties, provided that said persons agree to treat the information as confidential in the
above described manner and (ii) as required by law or by any governmental regulatory authority.

B ‘ | “"—. |
9.  TERM OF AGREEMENT | Cﬁ g\g{

The initial term of this Agreement will begin on the Effective Date and end onJune 1??, 2000
unless prior terminated as described in Section 11 herein. This Agreement will automatically
extend at the end of the initial term or any renewal term for successive two-year periods unless
either party gives written notice of its intention not to renew at least ninety (90) days, but not
more then one hundred eighty (180) days prior to the last date of such term of renewal term, as

applicable.

10. STATELAW GOVERNING AGREEMENT

This Agreement shall be governed by and subject to the laws of the State of Delaware (without
regard to its conflict of laws principles) and shall be deemed for all purposes to be made and
fully performed in Delaware.
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‘11, FERMINATION

(2)  Inthe event of any material breach of this Agreement by MBNA America or ISUAA, the
other party may terminate this Agreement by giving notice, as provided herein, to the breaching
party. This notice shall (i) describe the material breach; and (11} state the party's intention to
terminate this Agreement. If the breaching party does not cure or substantially cure such breach
within sixty (60) days after receipt of notice, as provided herein (the "Cure Period™), then this
Agreement shall terminate sixty (60) days after the Cure Period.

{(b)  If either MBNA America or ISUAA becomes insolvent in that its liabilities exceed its
assets, or is adjudicated insolvent, or takes advantage of or is subject to any msolvency
proceeding, or makes an assignment for the benefit of creditors or is subject to receivership,
conservatorship or liguidation then the other party may immediately terminate this Agreement.

(c) Notwithstanding Section 11(d), upon termination of this Agreement all Trademark rights
granted under this Agreement shall cease. MBNA America agrees that upon termination it will
not claim any right, title, or interest in or to the Trademarks or the Mailing Lists provided
pursuant to this Agreement. However, MBNA America may conclude all solicitation that is

required by law,

~(d)  MBNA America shall have the right to prior review and approval of any notice in
connection with, relating or referring to the termination of this Agreement communicated by
ISUAA to the Constituents. Upon termination of this Agreement, ISUAA shall not attempt to
cause the removal of ISUAA's identification or Trademarks from any person's credit devices,
checks or records of any Customer existing as of the effective date of termination of this
Agreement. Upon termination of this Agreement, MBNA America may, in its discretion,
remove ISUAA s identification or the Trademarks from any person’s credit devices, checks or
records of any Customer; however, MBNA America will continue to pay ISUAA credit card
Royalties for those Credit Card Accounts represented by credit cards that bear ISUAA’s
identification or Trademark. Otherwise, MBNA America shall, upon termination of this
Agreement cease to use the Trademark. MBNA America will remove ISUAA’s identification
or Trademarks from all Customers’ statements, card carriers and access checks within

sixty days of termination of this Agreement.

(e)  Notwithstanding any other provision of this Agreement, ISUAA shall have the right to
terminate this Agreement and no provisions hereof shall survive such termination, except for
Section 8 (and, if one or more Customer Lists have been provided, Sections 12(c), 12(d) and the
1ast sentence of Section 12(b)), each of which shall survive such termination, in the event that the
sale and conversion of that certain portfolio of credit card accounts from First National Bank in
Wichita (First Bank Card Center) currently referred to as INTRUST Bank (INTRUST Card
Center) to MBNA America, pursuant to the Asset Purchase Agreement dated on or before
December 31, 1995, shall be terminated by the parties thereto.

12 CU LISTS

(2) During the term of this Agreement, MBNA America shall provide ISUAA on a monthly
basis and in a mutually agreeable format an electronic media file of the names, addresses, open
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.- dates and encrypted Credit Card Account mumbers of: (1) Customers who have opened new

* Credit Card Accounts since the later of the start of the Program or the date that the last media file
was provided by MBNA America; (i) Customers whose Credit Card Accounts have remained
open since the date that the last media file was provided by MBNA America, (i} Customers
whose Credit Card Accounts have closed since the later of the start of the Program or the date
that the last media tape was provided by MBNA America; (iv) Customers whose Credit Card
Account name or address field has been updated since the date that the last media file was
provided by MBNA America, and (v) such other information as may be mutually agreed by the
parties (each, a “Customer List™), subject to the terms and conditions set forth herein.

-(b)  Upon receipt of each Customer List, ISUAA shall be permitted to process such Customer
List against the ISUAA membership records database (the “Database”), for the purpose of
updating the same and generating a flag or notation upon the records of the Database pertaining
to such Customers (each such flag ot notation, and the information its presence on a Customer
record-conveys, regardless of manner or medium of expression, is referred to herein as a
“Customer Flag”). ISUAA may use such Customer List(s) and Customer Flag(s) solely for
purposes of enabling ISUAA to efficiently process autornatic ISUAA dues billing to Credit Card
Accounts, and for such other purposes as the parties may expressly agree in writing. ISUAA
shall return to MBNA America each Customer List provided, in the same form as received,
within thirty (30) days of receipt of such Customer List. .

(©) Each Customer List(s) and Customer Flag(s) is confidential, propristary information
which is and shall remain the sole property of MBNA America. Except as expressly provided in -
this Agreement, ISUAA shall not make any copy, compilation or extract of the Customer List(s)
or Customer Flag(s), and shall neither generate any report (in any medium) using any Customer
List or Customer Flag as a criteria for selection, nor otherwise use or make available to any third
party the Customer List(s) provided by MBNA America or the Customer Flag(s) without
receiving the prior written approval of MBNA America. In view of the confidential nature of

. each Customer List and Customer Flag, [ISUAA warrants that ISUAA and all its employees,
volunteers, agents and/or representatives who work with any Customer List or Customer Flag
shall be made aware of the obligations contained in this Agreement and shall bé under strict legal
obligation not to copy any Customer List or Customer Flag, disclose any Customer List or
Customer Flag or make any other use of any Customer List or Customer Flag other than as
specifically approved in writing by MBNA America. ISUAA shall comply with any reasonable
requests of MBNA America with respect to security precautions to maintain the security of the
Customer Lists and/or Customer Flags. Notwithstanding the foregoing ISUAA may use the
Customer Flag to target Member Customers and Non-Member Customers for other ISUAA
membership programs except Financial Services as defined in this Agreement.

(d)  Because the nature of each Customer List or Customer Flag makes an evaluation of
damages after a violation of this Section 12 extremely difficult or impossible, then if any
Customer List (or any copy, compilation or extract thereof) or Customer Flag is handled or used
by ISUAA or its employees, volunteers, agents, and/or representatives in a manner other than
that which is expressly allowed under this Section 12 or otherwise expressly consented to by
MBNA America in writing, MBNA America will be entitled to seek damages from ISUAA for
each use of each name, address or other type or category of information used in violation of this

- Agreement. In addition, ISUAA agrees that MBNA America shall be entitled to injunctive relief
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‘to enforce the terms of this Section 12 and/or to prevent violation or further violation by ISUAA
and/or its employees, volunteers, agents or representatives of this Section 12, and consents to
submit to the personal and subject matter jurisdiction of the state and federal courts located in
Delaware for any actions, suits or proceedings arising out of or related to this Section 12.
Nothing herein shall be constrned as prohibiting MBNA America from pursuing any other
remedy on account of such breach or threatened breach.

13. MISCELLANEOQUS

(a) This Agreement cannot be amended except by written agreement signed by the
authorized agents of both parties hereto. )

(b)  Upon termination of this Agreement for any reason, nothing herein shall be construed to
release either party from any obligation that matures prior to the effective date of such
termination, including but not limited to the payment by MBNA America of any earned
Royalties accrued and unpaid as of the date of such termination. If this Agreement is
terminated solely because of a material breach of this Agreement by MBNA America, then
ISUAA shall be entitled to retain the Royalty Advance paid as of the effective date of
. termination and to be paid the balance of the Royalty Guarantee as provided in Schedule
B. The obligations in Sections 6, 8, 11(¢), 11(d), 12(b) (last sentence), 12(c), 12(d), and
Schedule B, Sections B and C shall survive any termination of this Agreement.

(c) The failure of any party to exercise any rights under this Agreement shall not be deemed
a waiver of such right or any other rights.

(d)  The section captions are inserted only for convenience and are in no way to be construed
as part of this Agreement.

(e) If any part of this Agreement shall for any reason be found or held invalid or
unenforceable by any court or governmental agency of competent jurisdiction, such invalidity or
- unenforceability shall not affect the remainder of this Agreement which shall survive and be
construed as if such invalid or unenforceable part had not been contained herein.

() All notices relating to this Agreement shall be in writing and shall be deemed given (1)
upon receipt by hand delivery, facsimile or overnight courier, or (i) three (3) business days after
mailing by registered or certified mail, postage prepaid, return receipt requested. All notices
shall be addressed as follows:

(1) IftoISUAA:

JTowa State University Alummni Asé()ciat_ion
Alumni Suite, Memorial Union

2229 Lincoln Way

Ames, TA 50014-7164

ATTENTION: James A. Hopson -
Executive Director
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(2) Ifto MBNA America:

MBNA AMERICA BANK, N. A.
400 Christiana Road
Newark, Delaware 19713

ATTENTION: Peter . P. Dimsey
' Senior Executive Vice President

Any party may change the address to which communications are to be sent by giving notice, as
provided herein, of such change of address. '

(g8)  This Agreement contains the entire agreement of the parties with respect to the matters
covered herein and supersedes all prior promises and agreements, written or oral, with
respect to the matters covered herein. Without the prior written consent of MBNA
America, which shall not be unreasonably withheld, ISUAA may not assign any of its
rights or obligations under or arising from this Agreement. MBNA America may not
assign or transfer any of its rights or obligations under or arising from this Agreement
without the written consent of ISUAA, which shall not be unreasonably withheld;
provided however that MBNA America may assign or transfer, without ISUAA’s
consent, any of its rights and/or obligations under this Agreement:

(i) - to a subsidiary or an entity controlling, controlled by or under common control
with MBNA America (an “MBNA Affiliate”) so long as MBNA America
warrants that such MBNA Affiliate can fully perform the obligations of MBNA
America as assigned or transferred to such MBNA Affiliate; or

(if)y . to any individual, corporation or other entity (other than an MBNA Affiliate)
pursuant to a merger, consolidation, or a sale of all or substantially all the assets
of MBNA America (each, a “Transaction™), subject to the following. MBNA
America shall provide ISUAA with notice of such Transaction within thirty (30)
days of the consummation of such Transaction. Upon receipt of such notice,
ISUAA shall have one hundred and eighty (180) days to determine in good faith if
it is reasonably satisfied with the post-Transaction relationship. In the event that
ISUAA reasonably determines in good faith that it is not satisfied, ISUAA may
terminate the Agreement by notice to the successor entity to MBNA America,
which notice shall specify in detail the basis for ISUAA’s dissatisfaction. After
receiving such notice, the successor entity shall have sixty (60) days in which to
address ISUAA’s issues and thereby satisfy ISUAA. If after such period
ISUAA’s issues remain unaddressed, then the Agreement shall immediatel
terminate. '

MBNA America may utilize the services of any third party in folfilling its obligations under this
Agreement which may include but not be limited to Federal Express, U. S. Post Office, Kessler

Financial Services.
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(h) MBNA America and ISUAA are not agents, representatives or employees of each other
and neither party shall have the power to obligate or bind the other in any manner except as

otberwise expressly provided by this Agreement.

@) Nothing expressed or implied in this Agreement is intended or shall be construed to
_confer upon or give any person other than ISUAA and MBNA America, their successors and
assigns, any rights or remedies under or by reason of this Agreement. .

® Neither party shall be in breach hereunder by reason of its delay in the performance of or
failure to perform any of its obligations herein if such delay or failure is caused by strikes, acts of
God or the public enemy, riots, incendiaries, interference by civil or military authorities,
compliance with governmental laws, rules, regulations, delays in transit or delivery, or anry event
beyond its reasonable control or without its fault or negligence. '

(k) This Agreement may be executed in two or more counterparts, each of which shall be
deemed an original, but all of which together shall constifute one and the same instrument.

IN WITNESS WHEREOF, each of the parties, by 1ts representative, has executed this
Agreement as of the Effective Date.

IOWA STATE UNIVERSITY

ALUMNI. ASSOCIATION _ 'MERICA B JNLA.L
va_ﬁ-«/g %”ﬂ"‘”\ By: /J W
(7 , } V-

Name: James A. Hopson Name: {.{, ,;,f / /ké

Title: Executive Director Title: f'“:./“:?( /c_ 2. %f{/\é’é:’;‘c?lf
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SCHEDULE A

TERMS AND FEATURES

Subject to (1) MBNA America's right to vary the Program and ifs terms and features, and (ii) the
applicable agreement entered into between MBNA America and each Customer:

A.

(W8]

N

DIT

There is NO annual fee.

*

'For Alumni Member Customers, the current annual percentage rate will be a

variable rate of Prime plus 7.9%. For variable rate accounts, there may be an
additional margin applied on account of the Alumni Member Customer's

delinquency.

For Alumni Non-Member Customers, the current anpual percentage rate will be a
variable rate of Prime plus 8.9%. For variable rate accounts, there may be an
additional margin applied on account of the Alumnm Non-Member Customer's

delinquency.

For Student Customers, the current annual percentage rate will be a variable rate
of prime plus 9.9%. For variable rate accounts, there may be an additional margin

~ applied on account of the Student Customer's delinquency.

Alumni Member Customers will be offered a fixed réte of 6.9% for cash
advances/balance transfers and retail purchases for the first 12 months of opening

an Alummi Member Customer Credit Card Account.

Alurnni Non-Member Customers wiﬂ be offered a fixed rate of 8.9% for cash
advances/balance transfers and retail purchases for the first 12 months of opening
an Alumni Non-Mermber Customer Credit Card Account.

Student customers will be offered a fixed rate of 6.9% for cash advances/balance
transfers for the first 12 months of opening a Student Customer Credit Card

Account.

“Prime” means the highest U.S. Prime Rate as published in the “Money Rates”

Section of “The Wall Street Journal™ on the 15th day of each March, June,
September, and December, or the next business day if the 15th is not a business

day.

Customers may be offered opportunities to select credit insurance as a benefit
under the Program.
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SCHEDULEB

ROYALTY ARRANGEMENT

During the term of this Agreement, MBNA America will pay ISUAA a Royalty calculated as
follows, for those accounts with active charging privileges. All Royalty payments due hereunder
are subject to adjustrment by MBNA America for any prior overpayment of Royalties by MBNA

. Armerica:

A,

7S]

DIT C ACCO

$1.00 (one dollar) for each new Credit Card Account opened, which remains open
for at least ninety (90) consecutive days.

$1.00 (one dollar) for each Credit Card Account which: 1) has a balance greater
than zero as of the last business day of every twelfth month after the opening of
that Credit Card Account; and 2) has had active charging privileges for each of the

preceding twelve months.

0.50% of all cash advance volume generated by Alumni Member Customers using
an Ahumni Member Customer Credit Card Account and Alumni Non-Member
Customers using an Alumni Non-Member Customer Credit Card Account
{excluding those transactions related to unauthorized transactions).

(0.50% of all retail purchase transaction dollar volume generated - by Alumni
Member Customers using an Alumni Member Customer Credit Card Account and
Alummi Non-Member Customers using an Alumni Non-Member Customer Credit
Card Account (excluding those transactions that relate to refunds, retums and

unauthorized transactions).

0.40% of all retail purchase transaction dollar volume generated by Student
Customers using a Student Credit Card Account (excluding those transactions that
relate to refunds, returns and unauthorized transactions).

Upon full execution and delivery of this Agfeement by both parties, MBNA
America shall make an anpual, unrestricted contribution of $10,000 (ten thousand
dollars) to ISUAA and a one-time signing bonus of $30.000 (thirty thousand
dollars).

B. ROYALTY ADVANCE

1. Upon completion of the first Full Marketing Campaign (as defined herein) by MBNA
America, or December 31, 1995 whichever occurs first, MBNA: America shall pay to
ISUAA, as an advance against future Royalties, the sum of $450,000 (four hundred fifty
thousand dollars) (the “Advance™). Provided however, $150,000 (one hundred fifty
thousand dollars) of the Advance shall be paid to ISUAA on or beforeQeteher33-

_ ugu =t 53
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g o 1995. > pamaining $300,000 (three hundred thousand dollars) of the Advance
) ” shall be p d Abierthe completion of the first Full Marketing Campaign as defined
hereinl All Royalties earned by ISUAA pursuant to this Agreement shall, in lieu of
/Esfct;ayment to ISUAA, be applied by MBNA America against the amnount of the
/}L-Advance until such time as the Advance is repaid in full. Any Royalties earned once the
' AN Advance is fully repaid shall be paid to ISUAA as provided in this Agreement. ISUAA
e Cecember hereby promises to pay MBNA America upon demand any difference between the

éi 5 13495 amount of the Advance and the total amount of accrued Royalties credited by MBNA
/ America against the Advance as of the date of such demand, only in the event any of the

vhidhe U;r following should occur:
Sceurns Tirst, _
6 ISUAA materially breaches any of its obligations under this Agreement, and the
Agreement terminates as a result of such material breach;

(i)  ISUAA ceases to endorse the Program as provided in Section 2(a) (i) through (iii)
of this Agreement during the term of this Agreement; or

(i) MBNA America is prohibited by ISUAA or otherwise prevented by ISUAA from
' conducting, during each consecutive 12 month period for the term of this
Agreement, a miniraum of two (2) direct mail campaigns to the full updated
Mailing List, two (2) full telemarketing campaigns using the full updated Mailing
List; or

(iv) MBNA America is prohibited from promoting the Program on campus at
- locations approved by ISUAA through direct promotion campaigns (e.g., tabling

and postering).

2. A “Full Marketing Campaign™ consists of a direct mail campaign to the full Mailing List
and a telemarketing campaign using the ful! Mailing List.

C.  ROYALTY GUARANTEE

1. ISUAA shall be guaranteed to accrue Royalties (including without limitation the amount
of the Advance) equal to or greater than $750,000 (seven hundred and fifty thousand
dollars) by the end of the initial term of the Agreement, and if all the following conditions

are satisfied:

(1) ISUAA used its best efforts to assist MBNA America in opening 2 minimurm of
13,000 (thirteen thousand) new Credit Card Accounts each year during the first

three years of the Agreement;

(i1)  ISUAA does not matertally breach any of its obligations under this Agreement,
and the Agreement does not terminate as a result of such material breach; and

(iify ISUAA was/is not required to repay any or all of the Advé.nce, as provided in
subsection B.1. above.
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B " -If the above conditions are fully satisfied, MBNA America shall pay ISUAA on or before
Ture 84, 2000 ISUAA an amount equal o the difference between $750,000 (seven hundred
and fifty thousand dollars) and the total Advance and/or Royalties accrued during the initial term

of the Agreement, so long as such difference is greater than zero.

o N g~

D. “BIG EIGHT” BONUS

MBNA. America will pay ISUAA additional compensation in the amount specified in the table
below in the event two or more of the educational institutions or their alumni associations, one of
which may be ISUAA, which make up the “Big Eight Conference,” and which, as of January 1,
1995 were not under a contractual arrangement with MBNA America, enter into an exclusive
affinity endorsement agreement with MBNA America on or before July 1, 1995. Such payment
shall be a one time payment, based on the total number of eligible educational institutions or
their alumni associations which enter into such agreements by such date.

Number of Additional Big Eight

Conference Schools Endorsing MBNA . Total Bonus to be Paid
America by July 1. 1993 10 JISUAA
2 $10,000
3 $15,000
4 - $20,000
5 §25,000
6 $30,000

LAWORD\SALES\CONTRACTASUAA.DOC 15 6/28/95/cmb




FIRST AMENDMENT TO THE IOWA STATE UNIVERSITY
ALUMNI ASSOCIATION AFFINITY AGREEMENT

This First Amendmesnt 1o the Iowa State University Alumni Association Affinity Agreement,
Exhibit #1 and Exhibit #2 (the “Addencum”) are entered into as of this __ G _ day of June 1999,
(the "Addendum Eifective Date™) by and betwesn MBNA AMERICA BANK, N_A_, 2 national

- banking association having its principal place oF business in Wilmington, Delaware ("MBNA
America™, and IOWA STATE UNIVERSITY ALUMNI ASSOCIATION, having its principal
place of business in Ames, Iowa ("ISUAA™) for themselves, and their respective successors and
assigns.

WHEREAS, ISUAA and MBNA América are parties to an affinity agreement dated Juné
29, 1995, as the same may have been aménded (the "Affinity Agreement”), wherein MBNA
America provides certain financial services [0 ertain persons;

WHEREAS, ISUAA and Iowa State Univergity Research Foundation, Inc., QSURF™) are.
parties o a trademark licensing agreement, substantially in the form of Exhibit #1, wherein ISURF
for itself and on behalf of Towa State University (“ISU™) granis 10 ISUAA a license 10 bsé the
Trademarks in connection with the Prograrn;

WHEREAS, ISUAA and MBNA. Ameérica mutually desire to modify some of thé terms in
the Affinity Agreement;

WHEREAS, ISUAA and MBNA América mutually desire to extend the term of the
Affinity Agreement,

NOW, THEREFORE, in consideration of the mutal covenants and agreement coutained

herein, ISUAA and MBNA America agree That the Affinity Agreement shall be amended ag
follows: ' ‘

1. The above recitals are incorporated hérein and deemed a part of this Addendum.

Capitalized terms uged but not otherwise herein Gefioed are used as defined in the Affinity

2. Section 9 of the Affinity Agreement i§ heréby amended to delete therefrom the daré “Yuns
29, 20007 and to substifute in lieu thereof the dave “June 30, 2005.” _

3 Section 1(d) of the Affinity Agresment is héreby deleted in its entirety and replaced with
the fellowing: .

(d) “Financial Service Products™ means credit card programs, charge card
programs, debit card programs and fravel snd entertainment card programs. Thig
" definition shall not inctiude (1) long distance calling cards; (if) business credit cards
issued to ISU employees; (i) the customary operation of ISU™s receivables billing
systeny; (iv) ISUs procurement program; (v) ISU’s business travel program; and
(v1) the ISU faculty, staff and stadene debit/credit/ ATM card program between
ISU and First Star Bank as the same is currendy structured and delineated as of
the date of this Agreement (the YSU Card Program™)




acceptabt

within 60

iy

sudn

Ak
e

Section 1(e) of the Affinity Agresment is hereby deleted in its entirety.

b

5. Séction 2(e) of the Affinity Agregment 8 hereby deleted in its enrirety.
6. Section 2 of the Agreement is beréby amended by adding the following new subsechion (j):

In the event the ISU Card Program is terminated and ISU desires 1o have another
financial institurion issue an ISU faculty, staff and student debit/credit/ATM card
program (the “Student Multicard Program™) then the parties agree that ISUAA
shall causé ISU 1o offer to MBNA America the right of first refusal with regpect

b iS
¢ c‘é o 2 Student Multicard Program. I MBNA America declines to provide such
d‘wi Student Multicard Programithen ISU tay solicit proposals and enter into an

aereemenr with another provider thereof, provided that such agreement prohibits
ag\ﬁ\ﬁ (i) the issuance of credit cards, charge cards, debit cards and travel and
/ entertainment cards to Members othér than faculty, staff and students and (i) the
use of the Trademarks except the Trademark “ISU Card” in the form of Exhibit 2
and any intellectual property developed as 4 Successar or replacement of, Or as a
modification to the Trademark listed on Exhibit 2 (the “Successor Mark™)

MA/ provided sach Successor Mark is not similar 1o the Licensed Trademarks or is
-~

likely to cause confusion to Membars. MBNA America has the right of prior
review of any Successor Mark  {(ISUAA shall cause ISU 1o provide MBNA
America with a copy of any such final agreeroent(s) upon demand therefor by
MBNA America to permit MBNA Armerica 10 ensure compliance by ISU with the

foregoing.)
7. Section 3(¢) of the Affinity Agretment is hereby deleted in its entirety.
8 . The Affiniry Agresment is hereby amended by adding the fol]oWing sentence to the end of
Section 2(i): “YSUAA shall have the right 1o utilize other methods of Customer communication
MENA America may develop in the future, if mutually agreeable.”
9. The Affinity Agreement is hereby amended by adding the following 10 the end of Section
4(b): “ISUAA further represents and warrants 1o MBNA Awmerica as of the date hereof and

throughout the term of this Agreement that ISUAA has received from ISURF (on behalf of irself
and ISU) the exclusive right 1o license the Trademarks in relation to or for promoting any Financial

Service Product.
10. Section 11 of the Affinity Agreemem i$ heréby amended by adding the following new
subsection (f):

64 This Affinity Agreement shall terminate in the event of 4 temimérion of the kist
agreament by and between MBNA Ameérica and ISUAA dated Jupe _oh "1 . 1999 {the “List
Agreement’).
11. -~ The Affinity Agreement is hereby aménded by deleting Schedule A and all re;tfm:w w0
Schedule A in its entirety.

)




12. The provisions in Sections B, C and D of Schedule B of the Afﬁmry Agreement are he:cm
delered in their entirety and replaced with the following new Sections B, C and D

B,

ROYALTY ADVANCE

Within ten calendar days after foll éxecution and delivery of this Addendim
MBNA America shall pay 10 ISUAA the sum of four million dollars
($4.000,000.00) (the "Advance™, as an advance against futwre Royalties aceruéd
pursuant 1o this Affinity Agreement on and after Jupe 30, 2000 subject to the
provisions set forth below. All Royalties acerved from Juone 30, 2000 and
thereafier shall, in liew of direct payment to ISUAA, be applied against the
Advance until such time a$ the Advance is fully reconped. Any Rovalies actroed
thereafter shall be paid to ISUAA 4s set forth in this Affinity Agreement. Al
Royalties accrued prior to June 30, 2000 shall continue to be paid 10 ISUAA as
provided for in the origingl Affinity Agreement. Notwithstanding the foregoing,
ISUAA hexeby promises 1o pay MBNA America upon demand an amovnt equal 1o
the difference between the amount of the Advance and the rotal amount of accroed
Royalties credited by MBNA America against the Advance as of the date of such
demand, in the event any of the conditions se: forth in Clauses () through (V)

below should oceur:
()  ISUAA materially breaches any of its obligations under the Affinity
Agresment and the Affinity Agreement terminates as a resalt of such
material breach; -

(i1} ISUAA ceases 1o endorse the Program as provided in Section 2(a} (i)
through (jii) of the Affinity Acreement during the term of the Affinity
Agresment;

(i)  MBNA America is prohibited or otherwise prevented from conducting,
diring each consecutive 12 month period for the terrn of this Affinity
Agreement, 2 minituin of two (2) direct mail campawns andd Ywo (2) ful)
telemarketing campaigns;. _

{ivy  MBNA America is prohibited from promoting the Program on caipus at
locations approved by ISUAA through direct promotion campaigng (e o,

tabling and postering);

(v} The termination of the List Agreement; and

ROYALTY GUARANTEE

ISUAA shall be gnarantéad 10 accrue Royalties (including without Hmitation
the amount of the Advance) equal 10 or greater than five million dolars
(35,000,000.00) (tbe “Guarantes Armount™} during the period commencing on
June 30, 2000 and ending June 30, 2005 subject to the provisions et forth
below. If on June 30, 2005 ISUAA has not accerned five million dollars
{$5,000,000.00) in Royaltics, MBNA America will pay ISUAA an amount




equal to the Guarantee Amount minus the sum of all compensation accrued by
ISUAA from June 30, 2000 up through and including June 30, 2003, and the
amount of any unrecouped Advance. Notwithstazoding the foregoing, this
Royalty guarantee and any obligation of MBNA America hereunder shall be
expressly contingent upon thé non-occucrence of apy of the conditions 36t
forth in Secton B, above.

D. BONUS PAYMENT

Each July 1, during the t2ro of the Affinity Asrecment, MBNA América Shafl
make an additional payment of $15,000.00 o ISUAA

13. MBNA America and ISUAA agree 10 discuss the development of an additional
enhancement 1o the Program designed solely for Alumni Member Credit Card Accounits. Said
enhapcement will be mutually agreed to by both MBNA America and ISUAA. Notwithstandiig
the above, nothing herein shall prevent MBNA América, in it sole discretion, from thne 1o Gime
from offering various other enhancements, features or modifications 1o the Program, as &t forth in

Section 7 of the Affinity Agreement.

14. Except as amended by this Addendui, all the terms, conditions and covenanis Of the
Affinity Agrecment are valid, shall remain in full force and effect, and are hereby ratified and
confirmad. Any inconsistencies between this Addendom and the Affinity Agreemeant shall be
governed by this Addendum. This Addendium may be executed in any mumber of counrerparts, cach
of which shall be considered an original, and all of which shall be decmed one and the SAme
instrument. The Affinity Ageeement. as anwinded by this Addendum and the List Agresment
contdin the entire agresment of the parties with respect 10 the matiers covered and no other prior
promises, negotiations or discussions, oral Or Writién, made by any party or its employe& officers

or agents shall be valid and binding,
IN WITNESS WHEREOQF, each party hereto, by its representaﬁt;e, has duly executed this

Addepduim as of the daté first above written, 4nd such party and its representative warrant hat
such representative is duly authorized to exécute and deliver this Addendum for and on behalf of

such party. |
IOWA STATE UNIVERSITY ' MBNA AMERICA BANK, N.A.

ALUMNI ASSOCIATION
By: W (A—:{'—‘—N %Jﬁ Q—
Jo

Name: ) ame & /} f"ﬁ‘j’éﬂ '7 # @cﬂﬂd@
Title: ExeCu.'{"t”’e lee¢+° - Te: S EWP
pe _June 29 1999 Date: Z"é 31777




EXHIRIT #1

TRADEMARK LICENSING AGREEMENT




Amended
Exhibit A

Subject to the terms and conditions of the Trademark License Agreement, dated June 29, 1995

1.

)

.LJ.J

University Marks )
Verbiage: CYCLONES, ISU, IOWA STATE, IOWA STATE UNIVERSITY

Designs: MASCOT CY, UNIVERSITY SEAL, CYCLONE, CAMPANILE

Athletic: PRIMARY A and B, SECONDARY, and ATHLETIC WORD MARKS

Specifications of Licensed Products

Financial Service Products which means credit card programs, charge card programs, debit
card programs, and travel and entertamnment card programs. This definition shall not include
(i) long distance calling cards; (if) business credit cards issued to ISU employees; (i) the
customary operation of ISU’s receivables billing systems; (iv) ISU’s procurement program;
(v) ISU’s business travel program; and (vi) the ISU faculty, staff and student
debit/credi/ATM card progranr between ISU and First Star Bank as the same is currently
structured and delineated as.of the date of this Agreement (the “ISU Card Program™).

University Marks approved for use with the Licensed Products:

- The license granted in Section 2.1 is exclusive to the use with Licensed Products of the

verbiage Jowa State University only when used with the words Alumni Association.

The license granted in Section 2.1 i$ exclusive to the use with Licensed Products of all other
University Marks. '

This Amended Exhibit A replaces the current Exhibit A to the Trademark License Agreement

~ date June 29, 1993, effective the date of last signature below.

Submitted by: _ Approved by:
Towa State University Research Foundation, Inc.  Iowa State University Alumni Association

Signature

Kenneth Kirkiland

Slg{ature

James A. f‘)LG‘fSU N

Name (prnted)

= Executive Dirsctor, ISURF

. Name (printed)
Eve C_uJLLl/Q i VQC,—{W y

Title 7 Title

Q\'LQL“L

:Ef;A.fléL % él/ "?c?c7

Date Date




EXHIBIT #2

ISU CARD TRADEMARK
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i S By using this card the holder agrees w0 all ierms under which it was issued.
- . . For your protection, do not write your personal ientification number on
this card or disclese it to anvone. Immedliniely report loss or theft to the
[SUCard Office. lowa State University. Ames. Jowa 5001 L. This card is nen-
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SECOND AMENDMENT TO THE IOWA STATE UNIVERSITY
ALUMNI ASSOCIATION AFFINITY AGREEMENT

Thi$ Second Amendment to the Towa State University Alummi Association Affinity Agresmant and
Exhibit #1 (the “Addendum’) are emtered ino as of this _ G _ day of June 1999, (the "Second
Addendum Effective Date™) among MBNA AMERICA BANK, N.A., a national banking
association having its principal place of business in Wikmington, Delaware ("MBNA America™),
IOWA STATE UNIVERSITY AUUMNI ASSOCIATION, baving its principal place of business
in Ames, Towa ("ISUAA™) and IOWA STATE UNIVERSITY DEPARTMENT OF ATHILETICS
(“ISUDA”) for themselves, and their respectivé successors and assigns.

WHEREAS, ISUAA and MBNA América aré parties to an affinity agrecment dated Yune
29, 1995, as the same may have been ameénded (the "Affinity Agreement™), Wherem MBNA
América provides certain financial services 1o ceriain persons; and

‘WHEREAS, ISUAA and MBNA Awmerica mutaally demre t0 add ISUDA as a party 10 the.
Agreement and ISUDA desires to be addéd as a party 10 the Agreement solely for the purpose &f
providing the sponsorship opportunities described in Exhibit #1; .

: NOW, THEREFORE, in considération of the mutual covenants and agreement contained
herein, ISUAA and MBNA America agres that the Atfinity Agreement shall be amended as

follows:

- L The above recitals are incorporated herein and deemed a part of this Addendum.
Capitalized terms used but not otherwise berein defined are used as defined in the Affinity

Agresment,
2 ISUDA agrees to: (i) exclusively endorse the Program at the Iowa State University Athletic

events and permit MBNA America to maskey the Program at fowa State University athletic évents; .
and (i} provide MBNA Axuerica with all of thée marketing opportunities and items listed on Exhibig

#1, free of charge during the term of the Affinity Agresment.

3. Except as amended by this Addendum, a1l the terms, conditions and covepants of the
Alffinity Agreement are valid, shall remain In full force and effect, and are hereby ratified and
confirmed, Any inconsistencies between this Addendum and the Affinity Agreement shall be
governed by this Addendum. This Addendain sray be execured in any number Of counterparts, éach
of which shall be considered an original, 4nd all of Which shall be deemed one and the same
ingtrumeént. The Affinity Agreement, as amendsd by this Addendum and the List Agreemant
contain the entire agreement of the parties with respect 1o the matters covered and no other prior
promises, negotiations or discussions, oral ¢r writien, made by any party or its employees, officers
or agents shall be valid and binding. :




IN WITNESS WHEREQF, each party hereto, by its representative, has duly executed this
Addendum as of the daté first above written, and such party and its representative warrai hat
such representative is duly authorized to éxecute and deliver this Addendum for and on behalf of

such party.
TIOWA STATE UNIVERSITY ' MBNA AMERICA BANK, N.A.
ALUMNI ASSOCIATION

By: W, W By 59& 62[,, _Q
Name: ) AME€S A P 'Hf 0:\0 so7] Name: <] oo 4@%«(3@
Titke Exeuﬂﬁdﬁ Divecter Tme:  SEV/A
puz __JTun€ 29 (977 Date: {% 131939
IOWA STATE UNIVERSITY ,

DEPARTMENT OF AT@” 7 Ics
By (’AAJ\- fiv ~
Name: _beles A . GEDNNC-—FiELB SN

Tirle: 7663%;&(4 A\[‘)L;L/ thi

pae Yt 38, 1499

o~




EXHIBIT #1

A DIRECT MATL. AND TELEMARKETING

1. ISUDA shall provide MBNA América (upon MBNA America’s request) with copies of -
updated and current lists containing names, postal addresses and, when available, telephone
pimbers of the Iowa State University’s (i) men’s and women’s basketball season ticker holdérs; (i)
men’s and women’s baskertball individual game tickel purchasers; (i) all regular season football
ticket holders; and (iv) all regplar season football individual game ticket purchasers (collectively,
the lists are referred to as “Athletics Mailing Lists™). Athletics Mailing Lists shall be segented
by zip codes or other reasonably selected mcmbers}up characteristics and shall be in a format

designated by MBNA America.

2. ISUDA hereby permits MBNA América 1o market the Program by mail and teléphons [0
individuals contained on the Athletics Mailing Lists. MBNA. America shall not sell or rent the
Athletics Mailing Lists 1o third parties. MBNA Armerica shall have the sole right to designaté
individaals on these Athletics Mailing Ligts to whom applications and material will not be sent.
ISUDA shall not include on the Athietics Mailing List those Constituents who have notified
ISUAA of their desire not to receive solicitations by telephone or direct mail from ISUDA or third

- parties. These Athletics Mailing Y ists are 2nd shall remain the sole property of ISUDA. However,
MBNA America may maintain separaiely all information which it obtains as a result of an account
relationship or an application for an account relationship. This information becomes & part 67
MBNA America's own files and shall not be subject 1o this Affinity Agreement; provided however
that MBNA America will not use this separate information in 2 manner that would inply an

endorsemnent by ISUDA,

3. ISUDA will proxptly provide to MBNA Almerica, in writing, the names 4nd postal

addresses and when available telephone mumbérs, of those Constitnents who have notified ISUDA
that they do not want 1o receive credit card solicitations from ISUAA or third parties. MBNA

America will use its then current procedures 1o place such members on its Customer Masner
Suppression List.

B. DIRECT PROMOTIONS

1. ISUDA shall pepyoit MBNA América to conduct direct promotion campaigns Tor thé
Program at the following Iowa State University athietic events:

4. allmen’s and wcmen s regular season home basketball games during the term of thig
Agreement;

b. all regular season home foothall games during the term of this Agreement; and

any other Jowa State University regular season athletic event of MBNA America’s
choice, so long as ISUDA is notfied by MBNA America of when it desires 10 conduct
a direct promotion event af least three weeks prior to the event.

4




2. When conducting direct promotion campaigns, MBNA America may have up 1o 1o (2)
. separate direct promotion locations for each athleric event (each 4 “Location”). Each Location

shall be af a prominent location within the athletic facility holding the event and will be mutually
agred upon by MBNA America and ISUDA. :

2

3. At each Location, MBNA America shall use one 8” x 4° booth/table or kiosk and havé no
more than five (5) MBNA America peoplé Or répresentatives per Location. ISUDA shall distriburte
emplovee passes to all MBNA America people and representatives. To the extent that they are
informed of the evenr’ s standard rules and regulations, MBNA America agrees that all MBNA
America people and representatives will follow such rules and regulations when using the sinployee
passes. ISUDA shall provide MBNA America with one (1) parking pass, for every four (4)
MBNA America representatives scheduled 1o svork, 1o 2 parking lot area that is within cloge

proximity to the Location.

4. The booths/tables must be set up at least thirey (30) minutes prior 1o the gates opening for
the athletic event and Imust be dismantled within one (1) hour following conclusion of e ar,n]enc

event.

3. ISUDA. shall provide a minimum of three (3) message board announcements per game or
event, the timing of which will be mutnaily agred 10 by the parties and the content of which Wilk be
determined by MBNA America, and approved by ISUDA, which approval shall not be
unreasonably withheld or delayed. _

6. MBNA America agrees that the Locations will be operated in a manner that is eongistent
with its prior marketing campaigns and that MBNA America people and representatives will
remain near the Locations. '

7. ISUDA agrees that it will supply MBNA Awmerica with secore storage space near or in the
applicable athletic facility at 4 Tocation mumally determined between MBNA America and ISUDA,
The storage space allotted to MBNA America must be rcasonably accessible 10 the represenfanives

c»f MENA America.

C. EXCLUSIVITY

During the term of the Affinity Agreement, MBNA America shall be the exclusive solicitor Of
¢redit card and charge card products and services at each Yowa State University athletic event.
ISUDA (1) shall not provide 1o others any information about any current or potential Arhletic
Mailing Lists in relation 10 or for promoting any crédit card and charge card products of any entity
other than MBNA America; and (ii) agress that it Will not sell, rent or otherwise make availabla or
accessible or allow others to sell, rent or inake available or accessible any Arhletics Mailing Lists
in relation to or for promouing any credit card angd ¢harge card products offered by an eniity Other

than MBNA America.




IOWA STATE UNIVERSITY ALUMNI ASSOCIATION
LIST AGREEMENT -

This List Agreement (the “List Agreement”)-is entered into as of this: M day of June 1999, (the
"Effective Date") by and between MBNA AMERICA BANK, N.A_, a national banking association having
its principal place of business in Wilmington, Delaware ("MBNA America™), and IOWA STATE
UNIVERSITY ALUMNI ASSOCIATION, having its principal place of business in Ames, Iowa
("ISUAA™) for themselves, and their respective successars and assigns.

WHIREAS, ISUAA and MBNA America are parties 10 an affiniry agreement dated June 29, .
1093, as the same may have been amended (the " Affinity Agreement™), wherein MBNA America provides
certain financial services 10 certain persons and the Affinity Agreement is in full force and effect as of the

Effective Date; and

WHEREAS, ISUAA agrees to provide a mailing list of Constituents (as such rerm is defined
herein) 0 MBNA America.

NOW, TI'IEREPORL‘L_ in consideration of the mwtual covenants and agreement conlsined herein,
ISUAA and MBNA America agree as follows:

1. DEFINITIONS

1.1 “Terms. All capitalized terms used herein and not otherwiss specifically defined herein shall have
the meanings ascribed W such terms in the Atfinity Agreement.

1.2 Other Deﬁmnons- For the purposes of this List Agresment, the following tferms have the following
meamnrrs

(a) "Mailing Lists” means updated and current lists and/or magnetic tapes (in a format designaled by
MBNA America) containing names, postal addresses and, when available, telephone numbers of
Constituents segmented by zip codes or reasonably selected membership characteristics.

5 RIGHTS AND RESPONSIBILITIES OF ISUAA

{a) [SUAA agrees that during the term of this List Acreement: (i) it will endorse the Program
exclusively and will not sponsor, advertise, aid, develop or solicit any Financial Service Products of any
organization other than MBNA America; and (i) ir will not sell, rent or otherwise make available or allow
others to sell, reat or otherwise make available any Of its inailing lists or information about any curreal or
potential Constituents in relation to or for promoting any Financial Service Products of any entity other

than MBNA America.
) [SUAA agress fo provide MBNA America with such information and assistance a8 may be
reasonably requested by MBNA America in connection with the Program.

{c) | ISUAA authorizes MBNA Amenca. 0 SOHAT its Constituents by mail, direct promotmn,
advertisements and/or telephone for participation in the Program.

(D Upon the request of MBNA America. ISUAA shall provide MBNA America with Mailing Lists
free of any charge. In the event that MBNA America Incurs a cost becawse of 2 charge assessed by ISUAA
_or its agents for an initial Mailing List or an update o that list, MBNA America may deduct such costs

g8}




from Royalties due ISUAA  ISUAA shall not include on the Mailing List those Constituenrs who have
" notified ISUAA of their desire not 10 receive solicitations by telephone or direct mail from ISUAA ar third
parties. The initial Mafling List shall contain ar Ieast 170,000 (one hundred and seventy thousand) names
* with corresponding postal addresses and, when available, relephone numbers.

(&) ° ISUAA shall promptly provide to MBNA America, in writing, the names and postal addrésses and
when available, telephone numbers, of those Constituents who have notified ISUAA thar they do not want
to receive credit card solicitations from ISUAA or third parties. ISUAA represents 10 MBNA America that
the total number of do not solicit codes in existence.on the date of this List Agresment do nof exceed BWo
thousand (2000} names. MBNA America will use its then current procedures 10 place such members on jis

Cusromer Master Suppression List.

3 RIGHTS AND RESPONSIBILITIES OF MBNA AMERICA

2.

MBNA America shall use the Mailing Lists provided pursnant to this List Agreement consistent with thig
List Agreement and shall not permit those entiries handling these Mailing 1.1t 10 use tham lur any other
purpose. MBNA America shall have the sole right 10 designate Constituents on these Mailing Lists to
whom promotional material will not be sent;. These Mailing Lists are and shall remain the sole property of
ISUAA. However, MBNA America may maintain separately all information which it obtains as 2 resull of
an account relationship or an application for an account relationship. This ioformation becomes a part of
MBNA America’s own fles and MBNA America shall be entitled to use this information for any purpose.
- MBNA America will not use this separate information in a manner that would imply an endorsement by

ISUAA.

4. CROSS INDEMNIFICATION

(a) [SUAA and MBNA America each will indesmnify and hold harnless the other party. 13 direcrors.
officers, agents, employees, affiliates, successors and assigns (the "Indemnitess™) from and against any and
all Hability, causes of action, claimis, and the reasonable and acmal costs incurred in connecticn therewith -
("Losses™), resulting from the maierial breach of this List Agreement by ISUAA or MBNA America,
respectively as the case may be, or its directors, officers or empioyees. Each party shall promptly notfy
the other party in the manner provided herein upon learning of any claims or complaings that may
reasonably result in indemmification by the other party.

(b} MBNA America will indemnify and hold harmiless ISUAA, its directors, Officers, agents.-
employess, parents, subsidiaries, affiliares, successors and assigns, from and against any causes of acdon. -
and the reasonable and actual costs incurred in connection therewith, which arises out of 1 violation OF
‘applicable Delaware or federal law by MBNA Ameérica, its employees, agents Or CORIractars, in which
ISUAA s included 2s a defendant (referred to as a "Claim™). ISUAA shall, within ten (1) business days
of receiving notice of the Claim, notify MBNA America in writing (in the manner provided for in this List
Agreement) of the Claim ISUAA agrees (i) not 10 Take any action which may prejudice MBNA America’s
defense or increase its Hability (" Action™) with respect (0 a Claim without MBNA Amerca’s pror writien
approwl and (i) that MBNA America may respond 10 a Claim as it determines in its sole discretion. I
ISUAA takes any Action with respect to a Claim without MBNA America’s written appr{)\.:,] or ISUAA
fails to notify MBNA America of & Claim within fificen (15) business days of receiving the Claim, unless
MBNA America is also a defendant in the Claim, MBNA Arperica shall be released and dischirged from
any obligation under this Section § to indernify and hold ISUAA harmless with respect to that Claim.

5. CONFIDENTIALITY OF LIST AGREEMENT

L]




'Ihe terms of this List Agreement, any proposal, financial information and proprietary information provided
by or on behalf of one party to the other party-prior 1o, contemporaneously with, or subssguent o, the '
execution of this List Agreement ("Information”) are confidential as of the date of disclosure. Such
Informarion will not be disclosed by such other party to any other persor Or entily, except as permined
under this List Agreement or 25 mutually agreed in writing. MBNA America and [SUAA shall be
permirted to disclose such Information (i) 10 their accountants, legal, fnancial and ma:kering advisors, and
employess as necessary for the performance of their respective duties, provided that said persons, agres to
treat the information as confidential in the above described mander and (i) as required by law or by any
sovernmental regularory authority. ) _ :

6. TERM OF LIST AGREEMENT

The 1nifial ierm of this List Agr&menl will begin on the Effective Date and end on the date the Affinity
Agreement expires Or is terminated.

7. STATE LAW GOVERNING LIST AGREEMENT

“This List Agreement shall be governed by and subject 1o the laws of the State of Delaware {without regard
fo its contlict of laws pnnczpl&s) and shall be deemed for all purposes to be made and fully performed in

Delaware,

8. TERMINATION

(a) In the event of any material breach of this List Agreement by MBNA América or [SUAA, the other

party may terminate this List Agreement by giving notice, as provided herein, T0 the breaching parly. ‘Fhis
notice shall (i} desczibe the material breach; and (i) stale the party’s intention 10 terminate this List -
Agreement. If the breaching party does not cure or substantially cure such breach within sixty (60) days

after rec,upr, of nodce, as provided herein (the "Cure Pcnod "), then thxs List Agreement shall termipate sixty

(60) days after the Cure Period.

(b)  If either MBNA America or ISUAA becormnes insolvent in thar its Habilities excead jis assers, or is

adjudicated insolvent, or takes advantage of Or is Subject [0 any insolvency procesding, or makes in

assignment for the benefit of creditors or 18 subject 1o réceivership, conservarorship or Liquidation then the
~other party may immediately terminate this List Agreement.

{c) Upon rermination of this List Agreement, MBNA America shall, in a manner consistent with
Section 9(d) of this List Agreement, cease to use the Mailing Lists. MBNA America agrees thal upoa such
Ttermination it will not claim any right, tiile, or interest in or o the Mailing Lists provided pursuant (o this

- List Aéreement. However, MBNA America miy conclude all solicitarion that is required by law.

(d) MBNA America shall have the right 10 prior review and approval of any notice in connection with,
relating or referring to the termination of this List Agreement communicated by ISUAA 10 the Constituents.

9. -MSCELLANEOUS

{a) Thls List Agreement cannoz be amended except by writien agrecment sxvned by the authorized
agenis of both parties herero. : :

)] The obﬁgati()ns in Secr.ions 5. 6, 9(c), and 9(3d) shall survive any termination of this LNZ
Agreement. '




*

(©) The failure of any party to exercise any rights under this List Agre&m&n[ Shail not be dacmcd
waiver of such right or any other rights.

(@ The section captions are insened only for convenience and are in no way 10 be sopstruéd 4s part of
(¢)  If any part of this List Agreement shall for any reason be found or held invalid or unsniorceable by
any court or governmental agency of compétent jurisdiction, such invalidity or unentorceability shall aot
affect the remainder of this List Agresment which shall survive and be construed as if such invalid or
unenforceable parc had mot been contained herein,

® AT notices relating to this List Agregment shall be in wntmg and shall be deemed given (1) upon
_ receipt by hand delivery, facsimile or overnight courier, or () three (3) business days after mailing by
- registered or certified mail, postage prepaid, refurn receipt requc-:sted. All nonces shall be addressed a8

follows:
(I) IfrolSUAA:

“ Towa State Universifly Alumai Association
Alymni Suite, Memorial Uniodn
2229 Lincoln Way
Ames, IA 50014-7164

ATTENTION: Diane VanWyngarden
' Director of Markeling

(2) Hio MBNA America:

MBNA AMERICA BANK, N. A,
Rodney Square
" Wilmington, Delaware 19884 -

ATTENTION: William P, Morrison,
Director of National Sales

©Any pm} may chanae the address to which communications are to be sent by ziving notice. s prowdai
herein, of such change of address.

(& This List Agreement and the Affinity Aereément contain the entire agreement of the partics with
zespect 1o the matters covered herein and supersedes all prior promises and agreements, witién or oral,
with respect 10 the matters covered herein. Without the prior written consent of MBNA, América, which
shall not be unreasonably withheld, ISUAA may not assign any of its rights or obligations wader Or arising
from 1hi$ List Agreement. MBNA America may nol assign any of its righrs or obligations under this List
Agreement (o any other person without the prior writien consent of ISUAA, which shall not be
unreasonably withheld; provided however, that MBNA America may assign Or transfer, withoul wriren’
consent, its rights and/or obligations under this List Agreement: :

)] t0 a subsidiary or an emrity confrofling, controlled by, or umder common control
w.th MBNA Amenc_t {an "MBNA Affiliare”} solong as MBNA Arnerica warrants that

LA




such MBNA Affifiate can fully perform the obligations of MBNA America as assigned or
transferred to such MBNA Affiliaie; or :

(1) 10 any individual, corporation ¢r cther entity (other than an MBNA Affiliare)
pursnant to a merger, consolidation, or 2 sale of all or substantially all the assets of
MBNA America (each 2 “Transaction™), subject o the following. MBNA America shall
provide ISUAA with notice of such Transaction within thirty (30) days of consummstion
of such Transaction. Upon receipt of such notice, ISUAA shall have one hundred and
cighty days 1o determine in good faith if it is reasonably satisfied with the post-Transaction
relationship. In the event that ISUAA reasonably determines in good faith thar it is not
sarisfied, ISUAA may terminate the LSt Agrecment by notice 1o the SUCCEsSOr enfily 1o
MBNA America, which notice shall specify in detail the basis for ISUAA"S digsatisfaction.
After receiving such notice, the successor entity shall have sixty (60) days in which to
address ISUAA’s issues and thereby satisfy ISUAA. If after such period [ISUAA’s igsnes
remain unaddressed, the List Agreement shall immediately terminate.

MBNA Armerica may utilize the services of any third party in fulfilling its obligations under Uxs
List Agresment.

00} MBNA America and ISUAA are not agents, rcpresénraﬁves or employees of each other and neither
party shall have the power to obligate or bind the other in any manmer except as Otherwise expressly

provided by this List Agreement,

§)) Nothing expressed or implied in this List Agreement is intended or shall be construed 10 conler 7
upon of give any person other than ISUAA and MBINA America, their snccessors and assigns, any rights
or remedies under or by reason of this List Agrcement.

i) Neither party shall be in breach hereunder by reason of its delay in the performance of or failure (o
perform any of its obligations herein if such delay or fzilure is caused by strikes, acts of GO or the public
enemy, riols, incendiaries, inferfersnce by ¢ivil or mﬂimry' authorities, compliance with governmental laws,
rules, regulations, delays in transit or delivery, or any event beyond its reasonable contral or withiul s
fault or negligence. '

(&) This I.ist Agreement may be executed in twO or more counterparts, each of which shall be déeimed
an original, but all of which together shall constitute one and the same Insirument.




e

. IN WITNESS WHEREOF each of the parties, by its representative, has execured this List Agreement as -
of the Effective Date. ,

IOWA STATE UNIVERSITY ‘
ALUMNI ASSOCIATION MBNA AMERICA BANK, N.A.

By: _Q&v\W&\-{A"F/-’\" By: .
Name: ~) amé S 24 Hﬁfsa") Name: [ —J’W/ /W
Tide: _ExP aj‘/'\ ve Qive C’UF Title: 5F VA

%w(@ 13, 1997

~J
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PLUS REWARDS® ADDENDUM
a\p' TO THE IOWA STATE UNYVERSITY ALUMNI ASSOCIATION AGREEMENT
1
2 WA
| THIS ADDENDUM (the “Addendum®) is entered into this day of A, 2002, by
e and between fowa State University Alumni Association (“JSUAA™), and MBNA America Bank,
N.A. (“MBNA America”), for themselves and their respective successors and assigns.

3 AS, ISUAA and MBNA America are parties to an affinity agreement, as the same may .
have been amended (the “Agreement™), wherein MBNA America provides certain financial
services to certain persons included in certain lists provided to MBNA Amerlca by or on behalf

g of ISUAA; and

;‘d WHEREAS, ISUAA and MBNA America mutually desire to amend the Agreement to include
"' the loyalty reward enhancement (the “Reward Enhancement™) as another aspect of ISUAA’s

enhancement is more fully described on Attachment #1) is now part of the Program (as such
credit card account enhancement anduRuageam-may be adjusted or amended from time to time by
/EMMW& MBNA America may, at its option, offer the Reward
nhancement to some or all of the persons included on the lists provided by ISUAA under the
Agreement. The Reward Enhancement may be marketed under another name (e.g., MBNA Select

Rewards). MBNA America reserves the right to change the Reward Enhancement name(s), in its
sole discretion, from time to time.

A
g Program, MemberCard Program or Financial Service Program, as the case may be (the
! “Program”), under the Agreement;
'f NOW, THEREFORE, in consideration of the mutual covenants and agrecment contained herein,
_‘i ISUAA and MBNA America agree as follows: .
N 1. The above recitals are incorporated herein and deemed a part of this Addendum.
f Capitalized terms used but not otherwise herein defined are used as defined in the Agreement.
£ ,
’ 7 :
{ 2. When used in this Addendum, the term “Reward Credit Card Account” means a
:E credit card carrying the Reward Enhancement (as hereinafier defined) opened pursuant to the
-é Program.
;,’_ 3. The parties agree that the Reward Enhancement (as such credit card account
A
Y
Qe

MBNA America in the Agreement shall also apply to the Reward Enhancement. 4 oy
, ’ L-13-0
5. During the term of the Agreement, ISUAA will receive the royalties set forth on
Aftachment #1, Section II. for the Reward Credit Card Accounts, Reward Credit Card Accounts
shall only generate the royalty compensation set forth on Attachment #1 notwithstanding any
other provision of the Agreement. /&

6. Except as amended hereby, all the terms, conditions and covenants of the
Agreement are valid, shall remain in full force and effect, and are hereby ratified and confirmed.

05/28/02 2:27 PM
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Attachment #1
I Reward Enhancement Brief Product Description

This description is subject in all respects to the agreement to be entered into between MBNA
America and each customer, as the same may be amended from time to time. Further, this
description may be adjusted or amended pursvant to MBNA America’s rights under the
Agreement, as amended by this Addendum.

A $0 (Zero Dollars) Annual Fee.

B. The current annual percentage rate is 11.99%. There may be an additional
margin applied on account of the customer’s delinquency.
C. Customers may be able to select credit insurance as a benefit under the Program.
1L Reward Credit Card Account Royalties

During the term of this Agreement, MBNA America will pay ISUAA a Royalty calculated as
follows, for those Reward Credit Card Accounts with active charging privileges. All Royalty
payments due hereunder are subject to adjustment by MBNA America for any prior overpayment
of Royalties by MBNA America:

A, $1.00 (one dollar) for each new Reward Credit Card Account opened, which
remains open for at least ninety (90) consecutive days. This Royalty will not be
paid for any Credit Card Account which, after opening, converts to a Reward
Credit Card Account.

B. $1.00 (one dollar) for each Reward Credit Card Account for which the annual fee
is paid by the Customer, If no annnal fee is assessed by MBNA America (other
than as a result of a courtesy waiver by MBNA America), then such royalty will
be paid for each Roward Credit Card Account which: 1) has a balance greater
than zero as of the last business day of the annual anniversary of the month in
which the Reward Credit Card Account was apened; and 2) has had active
charging privileges for ¢ach of the preceding twelve months. A Reward Credit
Card Account may renew every twelve (12) months after the opening of the
account, '

C. 0.20% (one fifth of one percent) of all retail purchase transaction dollar volume
generated by Customers using a Reward Credit Card Account (excluding those
transactions that (1) relate to refunds, returns and/or unauthorized transactions,
and/or (2) are cash equivalent transactions (e.g., the purchase of wire transfers,
money orders, bets, lottery tickets, or casino gaming chips)).

D. 0.20% (one fifth of one percent) of all cash advance and cash equivalent
transaction dollar volume generated by Customers using 2 Reward Credit Card
Account (excluding those transactions that (1) relate to refunds, retwmns and/or
unauthorized transactions). '

05/30/02 11:04 AM
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Inconsistencies between this Addendum and the Agreement shall be governed by this Addendum.
The Agreement, as amended by this Addendum, shall be governed by and subject to the laws of
the State of Delaware (without regard to its conflict of laws principles) and shall be deemed for
all purposes to be made and fully performed in Delaware.

7. This Addendum may be executed in any number of counterparts, each of which
shall be considered an original, and all of which shall be deemed one and the same instrument.
The Agreement, as amended by this Addendum, contains the entire agreement of the parties with
respect to the matters covered and no other prior promises, negotiations or discussions, oral or
written, made by any party or its employees, officers or agents shall be valid and binding.

IN WITNESS WHEREOF, each party hereto, by its representative, has duly executed this
Addendum as of the date first above writien, and such party and its representative warrant that
such representative is duly authorized to execute and deliver this Addendum for and on behalf of

such party.

IOWA STATE UNIVERSITY ALUMNI MBNA AMERICA BANK, N.A.
ASSOCIATION _ -

B)-(;’# By:

Name: T-L"sl"t.r \ﬁ_ﬂ.’ja’msw\ Name: ﬂ/f Mf/’/ﬁ’!
Title: Q@A-\A-\- . - Title: M

Date: \p -V3-02 __ Date: oy i/ i ﬁﬁjﬂ"‘b{

05/28/02 2:27 PM




FOURTH AMENDMENT TO THE
IOWA STATE UNIVERSITY ALUMNI ASSOCIATION AFFINITY AGREEMENT

THIS FOURTH AMENDMENT to the Iowa State University Alumni Association Affinity Agreement

together with Attachment #1 and Attachment #2 (collectively, the “Fourth Amendment’} is entered into

this Ist day of July, 2005, by and between the Jowa State University Alumni Association ("ISUAA"),

MBNA America Bank, N.A. ( MBNA America™), and, for the limited purposes specified herein, Iowa

State University of Science and Technology on behalf of its Department of Athietics (“ISUDA™), for
themselves and their respective successors and assigns.

WHEREAS, ISUAA and MBNA America are parties to a list agreement dated June 29, 1999 (the "List
Agreement”); and ' .

WHEREAS, ISUAA and MBNA America are parties to an affinity agreement dated June 29, 1995 (the
“Original Agreement”), as the same was amended by addendum dated June 29, 1999 (the “First
Amendment”), by another addendum dated June 29, 1999, in which ISUDA was named a party to the
agreement solely for the purpose of providing certain sponsorship opportunities described in the
addendum (the “Second Amendment”), and by addendum dated July 29, 2002 (the “Plus Rewards
Addenduim”) (the Original Agreement together with the First Amendment, Second Amendment, and Plus
Rewards Addendum collectively referred to hereinafter as the “Agreement”); and

WHEREAS, ISUAA and MBNA America mutually desire to extend the term of the Agreement and
modify the Agreement as provided for herein; and :

WHEREAS, Iowa State University Research Foundation referred to in the Agreement as ISURF is no
longer managing trademark policy for Jowa State University of Science and Technology and, therefore,
Exhibit #1 to the First Amendment is deleted from the Agreement in its entirety; and

WHEREAS, ISUAA and Towa State University Trademark Licensing Office (“ISUTLO”) are now parties
to a Trademark License Agreement wherein ISUTLO grants to ISUAA a license to use certain trademarks
in connection with the Agreement; and :

WHEREAS, ISUDA agrees to provide additional marketing and sponsorship opportunities under the
extended term of the Agreement as provided for herein;

NOW, THEREFORE, in consideration of the mutual covenants and agreement contained herein, ISUAA,
Towa State University of Science and Technology and MBNA America agree as follows:

1. The above recitals are incorporated herein and deemed a part of this Fourth Amendment.
Capitalized terms used but not otherwise herein defined are used as defined in the Agreement.

2. Section 9 of the Agreement is hereby amended to delete therefrom the date “June 30, 2005” and
substitute in lien thereof the date “June 30, 2012.” ‘

3. Section 1 of the Agreement is hereby amended to add the following new definitions:

“’ISUAA Affiliate’ means any entity controlling, controlled by or under cormon control with ISUAA.
For the avoidance of doubt, ISUAA Affiliate does not include ISU.




‘ISU’ means Iowa State University of Science and Technology and any office or department of, or
affiliated or associated with, the Jowa State University of Science and Technology, including but not limited to
the lowa State University Department of Athletics, Iowa State University Trademark Licensing Office and the
Division of Student Affairs of the Iowa State University of Science and Technology.

‘ISUAA Trademark’ means any design, image, visual representation, logo, service mark, trade dress,
- trade name, or trademark owned, used or acquired by ISUAA or any ISUAA Affiliate during the term of this
Agreement, and includes but is not limited to the ISUAA Wordmark.

‘ISUAA Wordmark’ means the design, image, visual representation, or logo that is derivative of an ISU
Trademark and acquired by ISUAA or any ISUAA Affiliate under a license from ISU during the term of this

Agreement.

‘ISU Trademark’ means any design, image, visual representation, logo, service mark, trade dress, trade
name, or trademark owned, used, acquired or licensed by ISU during the term of this Agreement.

4. Section 1(d) of the Agreement is hereby deleted in its entirety and shall be replaced with the
following new Section 1(d):

“(d)  ‘Financial Service Product’ means any credit card program, charge card program, debit
card program, travel and entertainment card program, unsecured installment or revolving loan
program, and deposit program. This definition shall not include any current or future credit card,
loan or deposit program between ISU and any entity other than MBNA Aurnerica, the purpose of
which is to conduct university-related business, including: (i) long distance calling cards; (ii)
business credit cards issued to ISU employees; (iii) the customary operation of ISU's accounting
and receivables billing system; (iv) ISU's procurement card programy, {v) ISU's business or
corporate travel card program; (vi) student ioan consolidation programs; and (vii) the ISU faculty,
staff and stadent debit/credit/ATM card program (the “ISUCard Program™), provided that such
ISUCard Program does not include the issuance of credit cards, charge cards, debit cards or travel
and entertainment cards to Constituents other than faculty, staff and current enrolled students of
ISU, and provided further that such ISUCard Program does not include the use of Trademarks in
a manner that is likely to cause Constituents to confuse the ISUCard Program with the Program.
For the avoidance of doubt, the aforementioned exception to the definition of “Financial Service
Product” does not apply to any credit card, charge card, debit card, travel and entertainment card,
unsecured installment or revolving loan program or deposit program that may be used in whole or
m part for a purpose other than to conduct university-related business.”

5. Section 1(i) of the Agreement is hereby deleted in its entirety and shall be replaced with the
following new Section 1(1):

“i) “Trademark’ means the ISUAA Trademarks and the ISU Trademarks.

6. Section 2(a) of the Agreement is hereby deleted in its entirety and shall be replaced with the
following new Section 2(a):

“(a)  ISUAA agrees that during the term of this Agreement it shall, and it shall cause ISU, to
endorse the Program exclusively and ISUAA shall not and shall not permit, any ISUAA Affiliate
or ISU, by itself or in conjunction with others, to directly or indirectly: (i) sponsor, advertise, aid,
develop, or market Financial Service Products of any entity other than MBNA America, or solicit
proposals for programs offering, or discuss with any entity other than MBNA America the
providing of, Financial Service Products that are an alternative to or in competition with the

2
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7.

Program; (ii) license or allow others to license the Trademarks in relation to or for promoting
Financial Service Products of any entity other than MBNA America; and (iii) sell, rent or
otherwise make available or allow others to sell, rent or otherwise make available any of its
mailing lists or information about any current or potential Constituents in relation to or for
promoting Financial Service Products of any entity other than MBNA America. Notwithstanding
anything else in this Agreement to the contrary, ISUAA, any ISUAA Affiliate and ISU may
accept (1) advertising of another entity’s Financial Service Products and (2) sponsorship or other
financial support from another entity, provided that any such advertisement or expression of
sponsorship or financial support does not contain an express or implied endorsement by ISUAA,
any ISUAA Affiliate or ISU of any Financial Service Products of such entity. It shall not be
deemed a breach of this Section 2(a) for ISU to contract with an entity other than MBNA
America to offer their Financial Service Products from a facility located within ISU’s Memorial
Union, provided that ISU does not (x) sponsor, advertise, aid, or market the Financial Service

~ Products of such entity; (y) license or allow others to license the Trademarks in relation to or for

promoting Financial Service Products of such entity; or (z) sell, rent or otherwise make available
or allow others to sell, rent or otherwise make available any of its mailing lists or information
about any current or potential Constituents in relation to or for promoting Financial Service
Products of such entity, Notwithstanding anything else in this Agreement to the contrary, it shall
not be deemed a breach of this Section 2(a) for ISU to disclose or otherwise make available
Directory lists of students, prospective students, former students or employees of ISU pursuant to
a lawful request or order pursuant to the Iowa Open Records Act, Jowa Code Chapter 22.”

Section 2(g) of the Agreement is hereby deleted in its entirety and shall be replaced with the

following new Section 2(g):

8.

“(g)  ISUAA hereby grants MBNA America and its affiliates a limited, exclusive license or
sub-license (as the case may be) to use the Trademarks, including but not limited to the ISUAA
Wordmark, solely in conjunction with the Program, including the promotion thereof. This license
or sub-license shall be transferred upon any permitted assignment of this Agreement. This
license or sub-license shall remain in effect for the duration of this Agreement and shall apply to
the Trademarks, notwithstanding the transfer of such Trademarks by operation of law or
otherwise to any permitted successor, corporation, organization or individual. ISUAA shall
provide MBNA America all Trademark production materials (e.g., camera ready art) required by
MBNA America for the Program, as soon as possible but no later than thirty (30) days after
ISUAA’s execution of this Agreement. Nothing stated in this Agreement prohibits ISUAA from
granting to other persons a license or sublicense to use the Trademarks in conjunction with the

providing of any other service or product, except for the Financial Service Products.”

Section 2(]) of the Agreement is hereby deleted in its entirety and shall be replaced with the

following new Section 2(j):

9.

“() I at any time during the term of this Agreement ISU terminates or intends to terminate or
not renew its then current (i) business credit card prograrn, (ii) procurement card program, (1ii) .
business or corporate travel card program, or (iv) ISUCard Program and desires to continue the
subject program with an entity, ISUAA shall notify MBNA America of ISU’s desire to continue
the subject program. MBNA America shall have the right to submit a proposal to ISU to offer the
subject program under the terms of any Request For Proposal (RFP) issued by ISU.”

Section 4(b) of the Agreement is hereby deleted in its entirety and shall be replaced with the

following new Section 4(b):

3
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“(b)  ISUAA represents and warrants to MBNA America as of the date hereof and throughout
the term of this Agreement that it has the right and power to license or sub-license (as the case
may be) the Trademarks to MBNA America for use as contemplated by this Agreement. ISUDA
represents and warrants to MBNA America as of the date hereof and throughout the term of this
Agreement that it has the right and power to provide the Athletics Mailing Lists to MBNA

America for the promotion of the Program.”

10. Effective July 1, 2005, the Pins Rewards Addendum is amended by deleting Attachment #1, Section IT in
its entirety. For the avoidance of doubt, the provisions of Attachment #1, Section II will remain in effect through

and including June 30, 2005.

11. Effective July 1, 2003, the provisions of Schedule B to the Agreement shall be hereby deleted in their
entirety and replaced with a new Schedule B as set forth on Attachment #1, attached hereto and incoxporated
herein by reference. For the avoidance of doubt the provisions of the existing Schedule B w1II remain in effect

through and including June 30, 2005.

12 Section 3(g) of the Agreement is hereby deleted in its entirety and shall be replaced with the following
new Section 3(g):

“(g)  On or before the forty fifth (45th) day after the end of each calendar quarter during the
term of this Agreement, MBNA America will provide ISUAA with a statement showing the
number of Credit Card Accounts opened, the number of Credit Card Accounts renewed, the retail
purchase transaction dollar volume (excluding those transactions that relate to refunds, retums
and unauthorized transactions), and documentation of any deductions for royalties paid to
licensed vendors for gifts and premiums as allowed under Section 19 of this Fourth Amendment

made during the preceding calendar period.”

13. In addition to all other sponsorship and marketing rights, privileges, opportunities and obligations
provided for under this Agreement (including, without limitation, the Second Amendment}, ISUAA or ISUPA, as
specified on Attachment #2, shall provide to MBNA America the sponsorship and marketing opportunities listed
on Attachment #2, attached hereto and incorporated herein by reference, free of charge, during each consecutive

© twelve month period commencing July 1, 2005, and continuing during the term of this Agreement (each an
"Annual Marketing Plan"). The parties agree that the respective obligations of ISUAA and ISUDA under each
Annual Marketing Plan are material obligations of ISUAA or ISUDA, as the case may be, to MBNA America.

14. The parties understand and agree that the List Agreement is hereby extended and will end on the
date this Agreement expires or is ferminated.

15. MBNA America agrees to make a gift of $75,000 toward the cost of ISU’s Morrill Hall
renovation project. In consideration of such gift, ISUAA shall obtain for MBNA America the right for
MBNA America to receive upon completion of the renovation project perinanent named recognition of its
gift in a manner and location within the renovated building that is mutually satisfactory to MBNA

America and ISU.

16.  MBNA America shall produce and provide signage to ISUAA and ISUDA, respectively, to be used for
the purpose of promoting the Program in the manner and location(s) as MBNA America and ISUAA or MBNA
America and ISUDA (as the case may be) may mutually agree upon from time to time. ISUAA or ISUDA (as the
case may be) shall remove such signage within three days of MBNA America’s request.

17. Subject to ISUAA’s and ISUTLQ’s prior approval, MBNA America shall offer two distinct credit card

plastic designs under the Program.
4
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18. Upon the request of MBNA America, for each year of the contract period, ISUAA and/or ISUDA
shall provide at no cost to MBNA America two game tickets/seats at one ISU home football game, one
ISU men's home basketball game, and one ISU women's home basketball game for MBNA America
employees and/or agents. ISUAA and/or ISUDA shall also provide concessions and any other prior
agreed upon requests to employees and/or agents of MBNA America at the selected events.

19. Subject to applicable law and regulation, MBNA America has the right to place Trademarks on
gifts for individuals completing applications and on other premium items, including without limitation t-
shirts, hats, “bobbleheads,” or other items suitable in MBNA America’s judgment for the solicitation of
Credit Card Account applications. ISUTLO shall have final approval of the use and appearance of the
Trademarks used on such materials, but hereby grants MBNA America the right to use such approved
materials at MBNA America’s discretion. MBNA America shall use vendors licensed by ISUTLO to
produce or manufacture such gifts and premiums. MBNA America may be required to pay royalties due
directly or indirectly to or on behalf of ISUAA, ISUDA, or ISU for such gifts or premiums. MBNA
America may deduct documented royalty payments made to licensed vendors from all Royalties
otherwise due under this Agreement to ISUAA. :

20. Except as amended by this Fourth Amendment, all the terms, conditions and covenants of the

Agreement are valid, shall remain in full force and effect, and are hereby ratified and confirmed. Any

~ inconsistencies between this Fourth Amendment and the Agreement shall be governed by this Fourth
Amendment. This Fourth Amendment may be executed in any number of counterparts, each of which
shall be considered an original, and all of which shall be deemed one and the same instrument. The
Agreement, as amended by this Fourth Amendment, contains the entire agreement of the parties with

- respect to the matters covered and no other prior promises, negotiations or discussions, oral or written,
made by any party or its employees, officers or agents shall be valid and binding. Certain Financial
Service Products or services under the Agreement may be offered through MBNA America’s affiliates.
For example, business credit cards are currently issued and administered by MBNA America (Delaware),
N.A., and certain marketing services are currently provided by MBNA Marketing Systerns, Inc.

IN WITNESS WHEREOQF, each party hereto, by its representative, has duly executed this Fourth
Amendment as of the date first above written, and such party and its representative warrant that such
representative is duly authorized to execute and deliver this Fourth Amendment for and on behalf of such

party.

IOWA STATE UNIVERSITY MBNA AMERICA BANK, N.A,

ALUMNI ASSOCIATION -
; J,w\@,\/ By: %’»9»4 M

Name: j-e-f—m-—g‘ W. Name: | howess L. Brpphes

Tide Y Dand O Title: _Sewier EVA

Date: _ ‘e~ 29-9S5 ‘Date: CJL./&?/ 1, 2005
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IOWA STATE UNIVERSITY OF SCIENCE AND TECHNOLOGY
By:

Name: Warren R. Madden
- Vice President for Business and Finance
1tle:
Date: (g%,,; i/ o5
IOWA STATE UNIVERSITY DEPAR’I}A”ENT OF ATHLETICS
By: g‘-“l&%ﬂ)ﬁe—- M
Name: _ | .
Title: OOWJ ﬁ%@;
Date: Ce// 01'?/&0 5
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ATTACHMENT #1

SCHEDULE B

ROYALTY ARRANGEMENT

Effective July 1, 2005 and continuing during the term of this Agreement, MBNA America will pay ISUAA a
Royalty calculated as follows, for those accounts with active charging privileges. MBNA America may create a
special class of accounts for ISUAA employees under the Program, and will not pay compensation for such
designated accounts. All Royalty payments due hereunder are subject to adjustment by MBNA America for any
prior overpayment of Royalties by MBNA America.

A. CREDIT CARD ACCOUNTS

1.

$1.00 (one dollar) for each new Credit Card Account opened, which remains open for at least
ninety (90) consecutive days.

$1.00 (one dollar) for Credit Card Account for which the annual fee is paid by the Customer. If
no annual fee is assessed by MBNA America (other than as a result of a courtesy waiver by
MBNA America), then such royalty will be paid for each Credit Card Account which: 1) has a
balance greater than zero as of the last business day of every twelfth month after the opening of
that Alumni Credit Card Account; and 2) has had active charging privileges for each of the
preceding twelve months.

0.50% (one half of one percent) of all retail purchase transaction dollar volume generated by
Customers using an Alumni Credit Card Account (excluding those transactions that relate to
refunds, returns and/or unauthorized transactions). For the avoidance of doubt, retail purchase
transactions do not include cash equivalent transactions (e.g., the purchase of wire transfers,
money orders, bets, lottery tickets, or casino gaming chips).

0.40% (four tenths of one percent) of all retail purchase transaction dollar volume generated by
Customers using a Student Credit Card Account (excluding those transactions that relate to
refunds, returns and/or unauthorized transactions). For the avoidance of doubt, retail purchase
transactions do not include cash equivalent transactions (e.g., the purchase of wire transfers,
money orders, bets, lottery tickets, or casino gaming chips).

B. REWARD CREDIT CARD ACCOUNTS

Reward Credit Card Accounts shall only generate the Royalty compensation set forth in this Schedule B,
Section B notwithstanding any other provision of this Agreement.

1.

- $1.00 (one dollar} for each new Reward Credit Card Account opened, which remains

open for at least ninety (90) consecutive days. This Royalty will not be paid for any
Credit Card Account which, after opening, converts to a Reward Credit Card Account.

$1.00 (one dollar) for each Reward Credit Card Account for which the annual fee is paid
by the Customer. If no annual fee is assessed by MBNA America (other than as a result
of a courtesy waiver by MBNA America), then such royalty will be paid for each Reward
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Credit Card Account which: 1) has a balance greater than zero as of the last business day
of the annual anniversary of the month in which the Reward Credit Card Account was
opened; and 2) has had active charging privileges for each of the preceding twelve
months. A Reward Credit Card Account may renew every twelve (12) months after the
opening of the account.

0.20% (two tenths of one percent) of all retail purchase transaction dollar volume generated by
Customers using a Reward Credit Card Account {(excluding those transactions that relate to
refunds, returns and/or unauthorized transactions). For the avoidance of doubt, retail purchase
transactions do not include cash equivalent transactions (e.g., the purchase of wire transfers,
money orders, bets, lottery tickets, or casino gaming chips).

C. GOLD RESERVE REVOLVING LOAN ACCOUNTS

1.

$5.00 (five dollars) for each new consumer Gold Reserve account opened, which is
utilized by the Customer for at least one transaction, which is not subsequently rescinded

or disputed.

0.25% (twenty-five basis points) of the average of all month-end outstanding balances
(excluding transactions that relate to credits and unauthorized transactions) in the
calendar year for the consumer Gold Reserve Accounts described below. This payment
shall be calculated as of the end of each calendar year, based upon outstanding balances
measured as of the end of each of the preceding calendar months of that year occurring
during the term. Each monthly measurement shall include outstanding balances for only
those consumer Gold Reserve Accounts which are open with active charging privileges
as of the last day of such month. This royalty will be paid within sixty (60) days of the
end of the calendar year.

D. GOLD OPTION REVOLVING LOAN ACCOUNTS

L

$5.00 (five dollars) for each new consumer Gold Option account opened, which is
utilized by the Customer for at least one transaction which is not subsequently rescinded

or disputed.

0.25% (twenty-five basis points) of the average of all month-end outstanding balances
(excluding transactions that relate to credits and unauthorized transactions) in the
calendar year for the consumer Gold Option Accounts described below. This payment
shall be calculated as of the end of each calendar year, based upon outstanding balances
measured as of-the end of each of the preceding calendar months of that year occurring
during the term. Each monthly measurement shall include outstanding balances for only
those consumer Gold Option Accounts which are open with active charging privileges as
of the last day of such month. This royalty will be paid within sixty (60) days of the end
of the calendar year.

E. DEPOSIT ACCOUNTS

“CD Deposits” means those deposits in the certificate of deposit accounts opened by Members in
response to marketing efforts made pursuant to the Program.

“MMDA Deposits” means those deposits in the money market deposit accounts opened by Members in
response to marketing efforts made pursuant to the Program.
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1. 0.05% (five one-hundredths of one percent) on an annualized basis, computed monthly
(periodic rate of 0.004167%) of the average MMDA Deposits.

2. 0.05% (five one-hundredths of one percent) on an annualized basis, computed monthly
(periodic rate of 0.004167%) of the average CD Deposits.

F. ROYALTY ADVANCE

L Within forty-five (45) days after each of the following dates MBNA America shall pay to ISUAA

the following corresponding amounts:

DATE

July 1, 2005
July 1, 2006
July 1, 2007
July 1, 2008
~ July 1, 2009
July 1, 2010
July 1, 2011

ADVANCE AMOUNT

$500,000 (Five Hundred Thousand Dollars)

$500,000 (Five Hundred Thousand Dollars)

$500,000 (Five Hundred Thousand Dollars)

$515,000 (Five Hundred Fifteen Thousand Dollars)
$525,000 (Five Hundred Twenty-Five Thousand Dollars)
$525.000 (Five Hundred Twenty-Five Thousand Dollars)
$525,000 (Five Hundred Twenty-Five Thousand Dollars)

(each, an "Advance"), as an advance against future Royalties accrued pursuant to this Agreement on and
after July 1, 2005, subject to the provisions set forth below. All Royalties accrued on and after July 1,
2005 shall, in lieu of direct payment to ISUAA, be applied against each of the above referenced Advances
until such time as all Advances are fully recouped. Any Royalties accrued thereafter shall be paid to
ISUAA as set forth in this Agreement. Notwithstanding the foregoing, (x) MBNA America shall no
longer be obligated to pay any additional Advances to ISUAA hereunder, and (y) ISUAA hereby
promises to pay MBNA America upon demand an amount equal to the difference between the total
amount of the Advance(s) paid by MBNA America and the total amount of accrued Royalties credited by
MBNA America against such Advance(s) as of the date of such demand, in the event any of the
conditions set forth in Clauses (i) through (vii) below should occur: '

(1) The Agreement is terminated prior to June 30, 2012;

(1) ISUAA or ISUDA materially breaches any of its obligations under this Agreement, which breach is

not cured within sixty (60) days after receipt of written notice of such breach from MBNA

America;

(iif) ISUAA, ISUDA or ISU prohibits or otherwise prevents MBNA America from conducting at least

six (6) direct mail campaigns to the full updated Mailing List (as defined in the “List Agreement”)
and Athletics Mailing List during each consecutive twelve month period commencing July 1, 2005,

and continuing during the term of the Agreement;

(iv) ISUAA, ISUDA or ISU prohibits or otherwise prevents MBNA America from conducting at least

six (6) telemarketing campaigns to the full updated Mailing List (as defined in the “List
Agreement”) and Athletics Mailing Lists during each consecutive twelve month period
commencing July 1, 2005, and continuing during the term of the Agreement;

(v) ISUAA, ISUDA or ISU prohibits or otherwise prevents MBNA America from conducting direct

promotion tabling events as described in and in accordance with Exhibit #1 of the Second
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Amendment and Attachment #2 of the Fourth Amendment, respectively, during each consecutive
twelve-month period commencing July 1, 2005, and continuing during the term of the Agreement;

(vi) The List Agreement is terminated prior to June 30, 2012.

(vii) ISU or ISUDA endorses, sponsors, advertises, aids, or markets any Financial Service Product of
any entity other than MBNA America, or solicits proposals for programs offering, or discusses with
any entity other than MBNA America the providing of, Financial Service Products that MBNA
America believes is an alternative to or in competition with the Program, provided however, that in -
the event MBNA America believes the condition in this Clause (vii) has occurred, MBNA America
shall provide ISUAA written notice describing the basis for which MBNA America believes this
condition has occurred, and shall provide ISUAA a reasonable opportunity to resolve the
occurrence fo MBNA America’s reasonable satisfaction. If ISUAA does not resolve or substantially
resolve the occurrence, or the parties do not otherwise mutually resolve the occurrence, within
thirty (30) days after ISUAA’s receipt of notice from MBNA America, then MBNA America may
exercise any and all of its rights that it reasonably believes it is entitled to exercise under this
Agreement with regard to the occurrence of this condition. Notwithstanding anything in this
Agreement to the contrary, MBNA America shall not be obligated to pay any Advance hereunder,
unless and until the occurrence has been resolved, if at the time the Advance is due, MBNA
America has provided ISUAA written notice of its belief that the condition described in this Clause

{vit) has occurred.

2. Beginning July 1, 2005, if during any given year(s) during the term of this Agreement MBNA
America recoups all prior Advances paid by it to ISUAA, and pays ISUAA Royalties accrued by ISUAA
over and above the Royalties used by MBNA America to recoup such prior Advances (the “Paid Out
Royalties™), then MBNA America may reduce the amount of any subsequent Advance(s) due by the

amount of any such Paid Out Royalties.

G. ROYALTY GUARANTEE

ISUAA shall be guaranteed to accrue Royalties (including without limitation the amount of the Advance(s)
described in Subsection F.1, above) equal to or greater than Three Million Five Hundred Ninety Thousand Dollars
($3,590,000) (the “Guarantee Amount”) during the period commencing on July 1, 2005 and ending on June 30,
2012, subject to the provisions set forth below. If on June 30, 2012 ISUAA has not accrued $3,590,000 in
Royalties, MBNA America will pay ISUAA an amount equal to the Guarantee Amount minus the sum of all
compensation accrued by ISUAA from July 1, 2005 through and including June 30, 2012 and the amount of any
unrecouped Advance. Notwithstanding the foregoing, this Royalty Guarantee and any obligation of MBNA
America hereunder shall be expressly contmgent upon the non-occurrence of any of the conditions set forth in

Subsection F.1, above,

H. SPONSORSHIP PAYMENT

Provided that none of the conditions in Section F.1, above, have oceurred, within forty-five (45) days
after each of the following dates MBNA America shall pay to ISUAA the following corresponding

AImMOounts:

- DATE SPONSORSHIP PAYMENT
July 1, 2005 $13,000 (Thirteen Thousand Dollars)
July 1, 2006 $12,000 (Twelve Thousand Dollars)
July 1, 2007 $12,000 (Twelve Thousand Dollars)
10
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July 1, 2008
July 1, 2009
July 1, 2010
July 1, 2011

$12,000 (Twelve Thousand Dollars)
$12,000 (Twelve Thousand Dollars)
$12.000 (Twelve Thousand Dollars)
$12.000 (Twelve Thousand Dollars)
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ATTACHMENT #2
SPONSORSHIP AND MARKETING OPPORTUNITIES

L ISUAA SPONSORSHIP AND MARKETING OPPORTUNITIES

ISUAA shall provide to MBNA America the following sponsorship and marketlng opportunities under each
Amnnual Marketing Plan:

(a) ISUAA shall permit MBNA America to advertise the Program on its home page and on the home
pages of ISUAA’s affiliated organizations, including but not limited to, ISUAA’s Student Alumni
Association, Student Alumni Leadership Council, and Cyclone Alley Central. MBNA America may
establish a “hot-link” from such advertisements to another internet site to enable a person to apply for a
Credit Card Account. ISUAA shall modify or remove such advertisements within twenty-four (24) hours

of MBNA America’s request.

{b) ISUAA will create and run at least four (4) full-page testimonials about the Program annually in
its alumni magazine, currently Visions.

(c) If requested by MBNA America, ISUAA shall agree to send a test e-mail solicitation for the
Program to a mmimum of ten thousand (10,000) Constituents between July 1, 2005 and December 31,
2005. I the e-mail campaign is successful, then ISUAA agrees that, upon the request of MBNA
America, ISUAA shall send e-mail solicitations for the Program to the Constituents at least two (2) times
per calendar year during the remainder of the term of the Agreement. The e-mail solicitations are subject
to the prior written approval of MBNA America. ISUAA shall comply with MBNA America’s

" instructions and all applicable law concerning the distribution of advertisements by e-mail, including
without limitation the CANN SPAM Act. ISUAA shall comply with MBNA America’s instructions
concerning compliance with applicable law, including without limitation, the Truth in Lending Act and
the Equal Credit Opportunity Act, regarding e-mail solicitations for the Program.

(d) ISUAA shall secure from ISU, during each year of this Agreement, all required permission and
necessary access for MBNA America to conduct, subject to university guidelines, direct promotion
tabling for the Program at ISU’s Student Union and at such other on-campus or university-sponsored
events, locations or venues as ISUAA and MBNA America may mutually agree upon from time to time,
including but not limited to WelcomeFest and select Senior outreach events. Notwithstanding the
foregoing, ISUAA will secure for MBNA America one (1) parking pass for every four (4) MBNA
America representatives who are scheduled to conduct direct promotion tabling, which passes will be for
location(s) within close proximity to the facility, location, or venue in which MBNA America will be
conducting its direct promotion tabling. ISUAA will obtain permission from ISU for MBNA America to
have as many as four (4) direct promotion tabling locations (each a “L.ocation”) within the facility or
venue holding the event. The Locations shall be at prominent locations within such facility or venue to be
mutually agreed upon by MBNA America, ISUAA, and ISU. In addition, ISUAA will use its best efforts
to gain from ISU reasonable vehicular access to the facility in which MBNA America will be conducting
direct promotion tabling, such that, to the extent possible, MBNA America will have a convenient
position, in relation to each Location, in which to unload and load vehicle(s) before and after an event.
ISUAA will obtain permission from ISU for MBNA America to set up each Location at least one (1) hour
prior to the scheduled start of an event. Any issues concerning direct promotion tabling on campus or at
university-sponsored events not specifically mentioned in this Agreement will be mutually agreed upon
by MBNA America and ISUAA, and to the extent applicable, by ISU.
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(e) From time fo time during the term of this Agreement, as mutually agreed upon by MBNA America and
ISUAA, ISUAA will arrange with the Iowa State University Foundation (the *“Foundation™) to solicit interest in
the Program during fundraising campaigns. Such solicitation efforts will be conducted in accordance with

MBNA America's instructions.

® Subject to the prior written approval of MBNA America, ISUAA shall place an MBNA America
logo on premium items provided to members of ISUAA’s affiliated Student Alumni Association
("SAA"). ISUAA shall cause to appear on such premium items appropriate copyright and/or trademark
notices as designated in advance and in writing by MBNA America for the MBNA America logo. ISUAA
shall provide to MBNA America the opportunity to market the Program to members of the SAA
including but not limited to distributing take-one applications for the Program, and sending e-mail
solicitations for the Program to members of the SAA.

1I. ISUDA SPONSORSHIP AND MARKETING OPPORTUNITIES

ISUDA shall provide to MBNA America the following sponsorship and marketing opportunities under each
Annual Marketing Plan:

{a) ISUDA will continue to provide MBNA America the direct promotion opportunities in accordance with
the provisions of Section B of Exhibit #1 of the Second Amendment, except that ISUDA agrees to increase the
number of Locations provided for in Paragraph B.2 of Exhibit #1 from two (2) Locations to four (4) Locations for
regular season home football games. In addition, ISUDA will provide reasonable vehicular access to the athletic
facility in which MBNA Asnerica will be conducting direct promotion events. Such vehicular access shall to the
extent possible provide the MBNA America vehicle a convenient posttion, in relation to each Location, before
and after the event to unload/load. MBNA. America and ISUDA agrees with the other that they will mutually
agree upon any additional issues concerning direct promotion tabling at athletic events that are not specifically

mentioned in this Agreement,

(b) ISUDA will provide two fifteen-second public address announcements advertising the Program at each
home athletic event where direct promotion tabling for the Program is occurring.

(e) MBNA Amnerica has the right to distribute take-one applications for the Program with all athletic
ticket renewal notices, athletic season ticket mailings, and/or at all window locations that sell tickets for

athletic events.
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ATTACHMENT #3
IOWA STATE UNIVERSITY

TRADEMARK LICENSE AGREEMENT

This is an agreement dated T8 TR, 2888  between IOWA STATE UNIVERSITY ALUMNI
ASSOCIATION organized under the laws of the State of Iowa having its principal place of business at
Fisher-Nickell Hall, 214 Richardson Court, Iowa State University, Ames, A 50011-1370 (hereinafter
called "LICENSEE") and JOWA STATE UNIVERSITY Trademark Licensing Office, having its principal
place of business at 1350 Beardshear Hall, Ames, Iowa 50011-2038 (hereinafter called " Trademark
Licensing").

WHEREAS, lowa State University of Science and Technology, Ames, lowa 50011 (hereinafter
referred to as "University") is the owner of all right, title and interest in and to certain designations
including but not limited to designs, image, visual representations, logo, trade nammes, trademarks, trade
dress, service marks, collective membership marks, logographics and/or symbols including any

“derivatives thereof which have come to be associated with the University, including, without limitation,
the designations set forth in Exhibit A attached and other designs and symbols (hereinafter referred to as
"Marks"), and

WHEREAS, the University has designated Trademark Licensing to manage and license said
Marks and has granted Trademark Licesning the power to license others to use said Marks in a manner
consistent with the objectives of the University, and

WHEREAS, LICENSEE desires to obtain a license to use one or more of said Marks in connection
with a affinity program, and :

'WHEREAS, Trademark Llcensmg is willing to permit LICENSEE to make such use of the Marks
in such manner as to preserve the integrity, character and dignity of the Umversrty and maintain the
reputation of the Marks as designating high quality merchandlse,

NOW, THEREFORE, in consideration of the premises and mutual covenants contained herein, the

parties agree as follows:

1. DEFINIT[ON
1.1 "Licensed Products” means the Financial Service Products as defined in Exhibit A

1.2 "Premium" means any product bearing the Marks given free or sold at less than the usual selling price
for the purpose of increasing the sale of, or publicizing any other product or service, or for any other
giveaway purpose. The term "other products or service " does not include Licensed Products.

1.3 "Territory” means the United States of America.

2.  GRANTOF LICENSE _
2.1 Trademark Licensing grants to LICENSEE, subject to the texms and conditions of this Agreement, a
limited exclusive, renewable license to use the Marks identified in section number 3 of Exhibit A within

the Territory. The limited exclusivity of this grant is described in Exhibit A.

2.2 LICENSEE shail have the right to sublicense others to use the Marks subject to the following:

(a) LICENSEE agrees that any such sublicense will contain provisions which obligate the sub-licensee to
LICENSEE to at least the same extent that LICENSEE is obligated to Trademark Licensing under this
Agreement; and

(b} LICENSEE agrees to inform Trademark Licensing of every fully executed sub-license involving the
Marks and to provide a copy of each such sub-license to Trademark Licensing upon the latter's
request.




2.3 License is granted under this Agreement for the use of Marks in connection with Premium programs
on the condition that the premium products are produced by a vendor licensed by Trademark Llcensmg
The use of Marks on Premium products requires approval by Trademark Licensing .

3. APPROVALS, QUALITY, SAMPLES AND NOTICES
3.1 LICENSEE agrees that it will use the Marks only in connection with, the marketing, promotion and

sale of Licensed Products.

3.2 LICENSEE shall, before it sells or distributes any product or service, furnish Trademark Licensing,
free of cost, for its approval, an artist's drawing of the instruments to be used for the Licensed Products
and any other items bearing the Marks. Advertisements and promotion material also require written
approval from Trademark Licensing prior to actual use of the Marks in the advertisement and promotion

of Licensed Products.

3.3 LICENSEE shall complete and return Exhibit A with the artist's drawing. Signing of Exhibit A by
Trademark Licensing shall constitute approval from Trademark Licensing as to the form and manner in

which LICENSEE proposes to use the Marks.

34 LICENSEE acknowledges that if services and/or products sold or distzributed by it are of inferior
quality, the substantial goodwill which the University possesses in the Marks may be impaired.
Accordingly, LICENSEE undertakes that the marketing will be done in such a way as to preserve the
integrity, character and dignity of the University and that the services and/ or products shall be of high

quality.

3.5 LICENSEE agrees that all Licensed Products shall contain appropriate legends, marking and notices,
as required by Trademark Licensing, to give appropriate notice to the consuming public of the
University's right, title and interest.

4. REPORTS :
LICENSEE agrees within 60 days of June 30 to provide annual reports of royalty income received from
sub-licensee(s) during the previous July 1 through June 30. The report will identify royalty received for
each Financial Service Product as defined in Exhibit A.

5. OWNERSHIP OF RIGHTS

LICENSEE recognizes and acknowledges the proprietary right of ownership of the Marks by the
University. LICENSEE shall not at any time during the term of this Agreement or thereafter contest
University's right, title and interest in and to the Marks or otherwise claim that the LICENSEE'S permitted
use of the Marks has created or vested in it any right, title or interest therein. LICENSEE shall not at any
time apply for registration of the Marks, either alone or in combination with any other words, letters,
symbols or designs. All uses of Marks by LICENSEE shall inure to the benefit of University.

6. INDEMNIFICATION .
LICENSEE shall defend, indemnify, and hold harmless the State of lowa, the Board of Regents, the

University, Trademark Licensing and its Board of Directors, and their respective officers, agents,
employees, assignees, and successors (herein after RELEASEES) from and against any and all liability,
causes of action, claims, and the reasonable and actual costs incurred in connection therewith ("Losses"},
resulting from the acts or omissions by LICENSEE or sub-licensee in connection with the solicitation or
performance of its duties under this Agreement.




7. TERM, DEFAULT, AND INSOLVENCY
7.1 So long as LICENSEE has only one active sub-license agreement, the term of this Agreement shall be
. coterminous with the LICENSEES' sub-license agreement unless terminated as provided below. The

Agreement shall be renewable upon mutual agreement.

7.2 If LICENSEE shall fail to perform any of the terms or conditions of this Agreement and such failure or
breach shall not be cured within sixty (60) days after giving written notice thereof, Trademark Licensing
shall have the right to terminate this Agreement, without prejudice to the right of compensation for losses
and damages. '

7.3 Upon termination, all rights granted LICENSEE herein shall cease. LICENSEE agrees to immediately
discontinue the promotion and sale of Licensed Products and the use of all Marks. LICENSEE shall
remove any Financial Service Products as defined in Exhibit A from the market place as they expire.

8. INFRINGEMENT

~ LICENSEE agrees to immediately notify Trademark Licensing in writing of any infringements or
imitations by third parties of the Marks which may come to the LICENSEE's attention. Trademark

Licensing shall have the sole right to determine whether or not any action shall be taken on account of any

such infringement or imitation.

9. CONFORMITY TOLAW -
9.1 LICENSEE undertakes and agrees that the Licensed Products shall be in conformity with all federal,

‘state, and local laws, ordinances, regulations and rules.

9.2 LICENSEE undertakes and agrees to pay all taxes, including federal, state, and local, which may be
- due on or by reason of the sale of any Licensed Products.

10. NOTICES
All notices or other communications required or desired to be sent to either party shall be in writing and

sent by Registered or Certified Mail, postage prepaid at the address in the first paragraph of this
Agreement. Either party may change such address by giving notice in writing to the other party.

11. MISCELLANEQUS .
11.1 LICENSEE and Trademark Licensing agree that this Agreement and/or Exhibit A may be modified

from time to time in a writing signed by both parties for the purpose of adding or deleting items
therefrom.

11.2 This Agreement shall be construed in accordance with the laws of the State of lowa,

IN WITNESS WHEREOF, the parties have executed this Agreement on the date first above written.

IOWA STATE UNIVERSITY LICENSEE
7
By: %I?ﬂ%ﬁﬂ B -d*-L v
Warren Madden . Type' Name: TE&EQ_‘\I W, :S)LDS‘ bt
Vice President for Business and Finanace Title: §Y‘~S‘M

Phone:  S¥S— 29%-1L2




Exhibit A

Subject to the terms and conditions of the Trademark License Agreement, dated _Jbng 29, 2005

1. University Marks
Verbiage: CYCLONES, ISU, IOWA STATE, IOWA STATE UNIVERSITY

Designs: MASCOT CY, UNIVERSITY SEAL, CYCLONE, CAMPANILE
Athletic: PRIMARY A and B, SECONDARY, AND WORD MARKS

2. Specifications of Licensed Products:
Financial Service Products which means any credit card program, charge card progran, debit card program,

travel and entertainment card program, unsecured installment or revolving lean program, or deposit program
established in conjunction with or for the benefit of ISUAA and its current or potential future members . This

definition does not include all such programs of Jowa State University

3. University Marks approved for use with the Licensed Products:

The license granted in Section 2.1 is exclusive to the use of the verbiage lowa State University only
when used with the words Alumni Association.

The license granted in Section 2.1 is exclusive to the usé of Athletic Primary B.

The license granted in Section 2.1 is non-exclusive to the use of other Universtiy Marks described
above in item number 1 as verbiage.

Submitted by: - Approved by:
Iowa State University Alumni Association lowa State University of Science and Technology
Trademark Licensing Office

C\w—jw—— ~ e Btaiil

Signa } -Jl ) _ - - Signahire
Nest Gmi Mk chmm " w
Name (printed) _ Name (printé¥arren R. Madden
Vice President for Business and Finance
Title Title
\0’3’\5/ é/ﬁa}za_s‘

Date Pate
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. JOWA STATE UNIVERSITY

Date: October 25, 2004

To: Bruce Van De Velde

From: Jeff Iohw

CoPy- Warren Madden, Scott Dahl, Don Kockler, Mary Pink, and Frank Nogel

Re Recap of the ISUAA’s MBNA, Affinity Credit Card Program’s Marketing Plan
with and Payment Schedule to the ISU Depastment of Athletics

Please accept my thanks for the time Mary, Frank, and you provided to Scott, Don and
me on Wed., Oct. 20, 2004, to discuss the marketing plan and payment schedule for the
MBNA, affinity credit card program. I am excited about the opportunities a more active
partnership with the Athletic Department regarding this program will bring to both of
our organizations — 2 chance to increase the number of active card users and carriers
thus yielding increased revenues. This letter will serve as a summary of what we
tentatively agreed on at the Oct, 20 meeting as iz relates to the ISUAA’s upcoming
MEBNA, coutract extension.

It is important that we all keep in mind that the final marketing agreement and payment
schedule between the ISUAA and the ISUDA will not be drawn up untl the ISUAA
finalizes its contract extension with MBNA. The marketing agreement and payment
schedule between the ISUAA and the ISUDA will contain language explaining the
exclusivity of this arrangement as well as provide details about what services the
ISUDA will be expected to provnde

Thig agreement wﬂl be effective begmmng July 1, 2005, and continuing throu,,h June
30, 2012. ;

The following chart summarizes the Oct. 20 agreed upon payments the ISUDA would
receive from the ISUAA during the terms of this 2006 - 2012 marketing agreement:

Fisher-Nickell Bulldmg Ames, fowa 50011-1370 WAKZ:% /007 "ql "dag
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5152949402 -> UNIVERSITY GCOUNSEL; Page 3
09/18/2007 16:43 FAX 5152949402 ISU ALUMNI @oo3
Payment Date | MBNA ISUAA | Guaranteed | Bonus Base | ISUAA
| Guaranteed | % paid | Amount payment to
Royaltyto | to paid ra the ISUDA
ISUAA ISUDA | ISUDA : over the
base

Janunary 15, | $500,000 |8.00 | $40,000 $500,000 | 50% of
2006 Royalty
January 13, $500,000 8.00 $40,000 $500,000 50% of
2007 Royalty
January 153, $500,000 |8.00 $40,000 $500,000 50% of
2008 : Rovyalty
January 15, $515,000 |8.00 $41,200 $515,000 50% of
2009 Royal
Janunary 13, $525,000 8.00 $42,000 $525,000 50% of
2010 Royalty
January 15, $525,000 |8.00 $42,000 $525,000 50% of
2011 Royalty
Yanuary 153, $525,000 |8.00 $42,000 $525,000 50% of
2012 . Royalty

The column titled “Guaranteed Amount paid to ISUDA” represents the total annual
royalty amounts the ISUDA would receive from the ISUAA over the life of this
contract. The column titled “ISUAA payment to the ISUDA over the base” reflects the
percent of the annual royalty amount the ISUAA. will share with the ISUDA from
MBNA royalties the ISUAA receives above the amount reflected in the column titled
*Bonus Base.”

Please take a moment and review carefully this document and verify that this is the
arangement we agreed upon by signing the bottom of the two letters and returning both
letters to me for my signature. Upon receipt of the signed copies, I will sign them and
return one of the letters to you for your file.

The ISUAA expects to receive the first draft of the MBNA contract extension within the

next couple of weeks. I will keep you informed as to how we progress with this
process.

Otice again, thank you for extending your partmership with the ISUAA, on this program.
The ISUAA staff and I look forward to many more years of this affinity program
serving lowa State University and its students and alumni. We also look forward to
more partnerships with you and your department.

Thanks, Bruce,

Sincerely,

Jeff Johnson
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By my signature below, [ agree to the contents of this doctiment:

Bl U0,

Bruce Van De Velde
Director of Intercoliegiate Athletics
Towa State University Athletic Departiment

President
Towa State University Alumni Association
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IOWA STATE UNIVERSITY
APPENDIX B

Sample of Articles in lowa State Daily Regarding Credit Cards

Date

11/13/06

06/13/06

03/11/05

09/05/01

01/30/01

07/27/00

10/06/99

08/30/99

06/15/99

02/05/98

08/25/97

12/13/96

Title

Counting Cards

Neglecting credit can harm college students’ lives
Identity theft threatens EVERYONE

Careful with that card! You might not get a fresh start
New bankruptcy bill brings more fairness, but also more responsibility

ISU students have less than average credit card debt

Experts say credit can help, harm students

Students bank on credit cards

UBS bookmarks educate students on credit cards

Planning key in avoiding credit card debt

Credit cards are the devil’s plastic

Credit card use by college students has exploded in last four years
Registrar’s office sells student information

Students charge into holiday season
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Bank of America Information: Wise Use of Credit Cards
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Programs presented in conjunction with:

Empowering Students
_BankofAmerica | - and Parents...

e

=

Bank of America and Monster
have partnered to provide interactive online
and in-school presentations that empower
p‘arents and students to make the most
informed decisions regarding their academic
and financial futures.

”___‘._,/ .

Contact us for more information about any
of these educational programs:

Making It Count Presented in conjunciion with:
Phaone:513-772-1188
Emaii: programs@malingitcount.com

www.makingitcount.com

Bankof America




To schedule these |free p.resentat-ions, call 5.13-772-1188
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‘The Ultimate Road Trip: Campus2Career

" The Making College Financial Planmng Ultimate Money Skills: Scholars, Dollars,
Count: online tool is an interactive overview Budgets and Bills is a free, on-campus is a free, on-campus presentation that

of the college financing process that allows presentation that gives college students the provides first-year college students with
students and parents to work at their own tips and tools they need to develop smart success strategies that will help them

pace while gaining invaluable information, money management skills and ultimately maximize their opportunities both in

: * achieve financial independence. college and in future careers.
This online program will help W The pl’rogram helps them recognize-th'at -the :
students and their parents: choices they make a‘bout money while n
college can have a direct impact on their ( . B
future financial success. This FREE program shows

"\ * Plan for and manage

students how to:

college costs.
Understand the FAFSA, Thrs FREE presentat;on teaches - + Understand the importance
including critical tips . " students how to: e of getting good grades in

and deadline dates. their first year.

Effectively manage

Learn the types of financial aid
their time.

that are available, including
scholarships and grants.

induding understanding
credit scores and reports. .

' CWTRATE
» Use credit appropriacely, : ROMIP

Benefit from forming good
warking relationships

+ Develop and follow
with professors.

Create your own personal
a budget.

college funding strategy
using our College
FundPath™ Worksheet.

Develop the charactaristics
that future graduate schoois

Protect themselves from

. identity theft and employers seek,’
Access this valuable tool anytime at * Minimize debt to . « Identify common first-year
www.elearning. makingitcount.com ) maximize wealth. : mistakes to avoid.
An in-school, assembly-style version of
this presentation is also available for _
high scheol students and their parents from g ; g \
Eh s¢ P dvaifable June through Decembear Availoble fune through October

September through April.




5T Kmerica | Student Canter | Resources | Tools & Plankars - Microsoft Internet Explorer
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BankofAmerica‘%’ =r59me - tocations - ontack Us - Help . Sign In

Tools and Planners Talk to a Spedtalist

Planners § - D

. student Loans
Student, Finapeial Handhogk . 1.800.344.8562

* High Sehool Blanner & HMon-Fri 8am-6pm

Four-year planner hefps you research and apply to colteges of

: t.0 your thoice.

Applications &Feims B owing Planner T

Compars faatures on top student loans to see which ones are

right for you,

Cost Planner for Pargnts £

Caleulate futura costs to determine what ¥ou'll need to caver

collese expenses.

Coilsaz Budget Planaer

Use this handy worksheet to plot cut eoflege loans and ralated

education expenses,

Step-By:Steo College Calendar - New Students 3
Access these month-by-month ealendars to help you stay focused
on your financial aid.

Tools & Blanners

Tools and Calculators

: n fepayment Caleylator T

Estimate how much your meanthly student loan payments may be
with our repaymant calculatar.

Opt-Hp™ €6 Calenlater

Determine the rats increase you could get with your Opt-Up CD.
<0 Laddering Teal

Detertnine how to increase your potential earnings and increase
arcess to a partion of your funds.

Home » Privacy & Securty . Careers « Site Map

Bank of Amaericp, N.fu Member FDIC, Equal Housing Lender 12
@ 2007 Bank of America Corparation. All rights raserved.
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Credit card basics

Using credit cards responsibly

What your credit score means

Setting and sticking to a budget
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At Bank of America, we are committed to providing you with
sound advite and financial tools to help you build and maintain
a good credit history and to reach your financial goals. When you
use your Bank of America credit card responsibly, you can

begin to establish a credit history that will benefit you now

and in the future.

Before you start using credit ¢ards, it's important to fully
understand what a credit card i$ and how it works, After all, how
you use and manage your cards will have a big impact on your
financial future.

What exactly is a credit card?

A credit card is more than just & piece of plastic. It's a lcan from
a financial institution that you can use, and then repay over time,
by making monthly payments.

Your credit card will have a set limit, and you'il need to keep your
total balance under that limit. When you make payments, you'll
be repaying the amount you spend, plus interest — unless you
make purchases only and pay your full batance each month.

When you use credit cards wisely, you'll have a simple way of
managing your finances from month to month,

Benefits of using credit cards
*» You don't have to carty cash or write checks.

= You can use it to pay for unexpected, emergency expenses, such as
car repairs and medical bilfs.

« If occasionally you don't have cash available for necessities, such
as food, water and gas, you can still purchase them.

= You'll receive a monthly statement,
which includes a record of ail your
purchases, S0 you can track how
much you’'re spending.

* You can consolidate all your spending
into a singie, monthly payment.

» You may receive purchase
protection and extended product
warranties.

Cautions about using
credit cards

* You are responsible for the
charges you make on the card.

= Things you buy may cost more than you expect, due to
accumulated finance charges.

« |f you mismanage your card account, you Inay incur fees such
as overlimit or late fees.

« You'll need to set a budget, and make sure you can pay
back whatever you're spending.

= Beware of impulse buying, which ¢an break your budget.




Credit cards offer convenience and give you a simple way to

track all of your spending fram month to month. That convenience

requires a lot of responsibility. By managing your card usage
properly, you create a track record that shows lenders you know
how to manage credit. With a proven track record, lenders are
more likely to lend you money for larger, more important
purchases — like a new car ar home.

No matter what you use your credit card fot, it is
important that you:

* Afways pay at least the minimum amount due, as shown
on your monthly statement. If you can pay your entire
balance each month, that's even better, and will help
you avoid high interest costs.

» Make your payments on time, every time,

+ Make sure the total of all your transactions is within the
limit for your card.

« Never spend more than you can afford to pay back.
Consider this guideline: credit ¢card spending and other
borrowing (not including rent or mortgage payments)
should generally not exceed 20 percent of your
net income.

Missing payments will hurt your credit rating and can expose
' you to interest rate increases with your existing card, or future
loans. That's because, when creditors discover that you're
unable to pay your bills, they're less likely to trust you with
other loans or credit cards,

Watch out forthese
signs of credit trouble:

* You don’t know how much you
owe until the bills arrive.

. You often pay your bills late.

. You are often unable to make a
m:mmum credit card payment

e You frequently exceed or approach
" -your cred[t limit.

= Yoil use your credit lines or cash
advances to pay bills.

' How to deal with credit difficulties:

« Call your creditors and talk to them
:_dlrecﬂy You may be able to arran
; a payment schedule.

"+ Stop using your credit cards



Your credit score is an important number that indicates to
potential lenders how well you've managed your finances in
the past and how likely you are to repay your debts based
on your credit history. Your score can have a big impact on
whether you can be approved for a credit card or loan, and
what the interest rate will be.

About your credit report

Your credit report is basically a complete file of your financial
history. Creditors look at it to find out how you've handled your
debts and whether you've consistently paid your bills on time,

Your report includes your credit score, along with details on all
of your past and current debts. This report usually contains
information such as:

* Whether you've paid your credit card and loan bills on time.

= How you've handled other expenses, like rent and utilities.

« How much credit is currently available to you, on credit
cards you already have.

= The total amount of debt you have outstanding.

Your credit report may be checked by:

« Banks, as they determine whether to offer you a credit card
or loan — and as they decide what interest rate to offer.

« Landlords who are deciding whether or not to rent to you.
« Employers who may want to offer you a job.

« Auto insurance providers, and even cell phone companies,
who want to know if they can rely on you to pay your bills,

How your score affects you

In general, the higher your score, the more likely you are to
obtain the financial tools you need.

o Lenders see you as a morderate to low risk, and are
720-850: " more likely to give you a competitive interest rate on
: loans they provide. .

o Ve Inthis range, you will be considered a fair to good risk,
: 620'719" < - .but interest rates on loans provided may be higher. You
- *. " should work to improve your score by paving your bills

- on time and reducing your outstan_c_ling debt:

e :You may have difficulty obtalnlng cred:t cards, llnes of
350-619: . ‘crédit, or loans you need for a new car; a home, etc.
- a Sg_l_r_nprovmg your score should be a pnonty )

By paymg your b|||S un tlrne makrng at Ieast your m[mmum payment due on
your credit ¢ard each month, and staying within your credit limit, you'll eamn
a good credit rating that will help you get the things you need in the future.

How to check your credit report

There are three credit reporting bureaus, and you have a credit report listed
with each of them. You're entitled to a free report each year from each of the
three bureaus so that you can check its accuracy. For details, you can visit
each bureau online:

Equifax — www.equifax.com
Experian — www.experian.com
TransUnion — www.fransunion.com

In addition, Bank of America offers a credit monitoring service, called the
Privacy Assist Premier™ service, that notifies you when certain changes occur
in your credit file and allows you to check your credit score and file online
any.time. To learn more about the benefits and costs associated with this
pragram or to enroll, visit www.bankofamerica.com/ privacyassist or call
1.866.433.3487.

We recommend that you check your credit rating once each year to be
sure that the information provided on your report is accurate. If you find
any errors, repori them to the bureaus immediately.




Do you have enough money 1o catch that movie or have dinner
with your friends? Do you need to work extra hours te pay for all
your back-to-school needs? Not sure? Then you need a budget,

Establishing and maintaining a good credit score begins with
setting a budget that you can live by. When you have a thorough
understanding of where your money goes, you can find ways to
ensure that you're not overspending on “extras.”

To setyour budget, just follow these simple steps:

@ Record your total monthly income. This can include
everything from paychecks to allowances from
your parents,

Record ail of your expenses. Every small purchase counts,
so be sure to take this important step, tracking everything
you buy for at least one full month.

@ Categorize your spending. Divide your expenses into
“nen-discretionary” spending, for housing costs,
groceries, insurance, taxes, utilities, etc., and identify
which ones vary from month to month. Then, note
your “discretionary” spending, on things that aren't
true necessities — like movie tickets, CDs, magazines
and eating in restaurants.

@ Target discretionary spending. This is obviously the
easiest area in which to cut expenditures. Consider
creating new habits, like making your own coffee or
going out to movies and dinner less frequently.

Always balance your income and your expenses monthly to make
sure you're not spending mare money than you earn. The budget
planner on the following pages will help make this even easier.

Budgeted Amount Actual Amount
INCOME: (per month)

Wages

Difference

Savings/Allowange

Scholarships/Grants

Student Loans

Parental/Guardian Contibution

Misceflaneous Income

Totalincome

EXPENSES:

EDUCATION: {semester cost + number of months in a semester = monthly cost)
Tuition

Books/Lab Fees, Supplies, etc.

{Calculate the rest of these expenses per menth.}

HOUSING:
Rent/Board

Utllities {water, electric, etc.)

Cell Phone/Home Phone/
Internet

Furniture/Maintenance/
Trash Removal, etc.

TRANSPORTATION:
Car Payment

Insurance

Gas

Repairs/Maintenance

Travel {taxi, bus, train, etc.)

FQO0D:
Campus Meal Plan

Groceries

Eating Out, Lunches, Snacks

DEBT PAYMENTS:
Credit Cards

Student Loans

Other Loans

{continued on next page}




How to recognize identity theft

PERSONAL:

Clothing/Laundry Identity fraud is one of the fastest growing types of crime. But how
Haircare (cuts, style, etc.) does someane steal your identity anyway? And what do they do
Health (prescriptions, insurance, with it once they steal it?
docter/dentist, etc.)

Pet Supplies/Food/ Vet Identity theft is a crime that happens when someone obtains

your personal information and uses it for their own personal gain.
ENTERTAINMENT/RECREATION; . ) . . .
Cable TV, Videos/ Movles Depending on the type of information obtained, a thief can open
Computer Bxpense bank accounts, buy things with your credit cards, get cash, rent an
Hobbies apartment, open new credit card accounts in youtr name and

Subscriptions and Dues
Gifts for Family/Friends

damage your credit rating.

Vacatlons (Stavt thinking Here are a few things you can do to help
about Spring Break now . . .
and budget accordingly!) protect yourself against identity theft:
SAVINGS ACCOUNT » Check your credit reports regularly.
DEPOSITS: : Get them from all three credit
reporting bureaus: Equifax,
MISCELLANEQLIS EXPENSES: TransUnion, and Experian. if you are

a Bank of America customer already,
you can entoll in the Privacy Assist
Premier™ service. To learn more about the program and
associated fees, visit www.bankofamerica.com/privacyassist.

Total Expenses

= Watch your statements for unauthorized charges.

Total income * Keep identity information — such as your social security
Total Expenses number, credit or debit card number, and other personal
Income Minus Expenses information — private and in a secure location. Don't give

such information out over the Internet or via phone, unless
you trust the company and you've initiated the phone call.

* Sign the back of your card, and use photo |D credit cards
if available from your card issuer.

* Make a list of your credit card numbers and the phone
numbers to call if you do need to report a lost or stolen card,

If you do see unauthorized charges on your credit card, report it
to your credit card issuer right away.




Bank of America provides many informative tools and programs
regarding the use of credit. It is our priority to help you learn o
manage your financial life responsibly and wisely.

As a Bank of America customer, you'll receive helpful tips in
your credit card statements regarding credit management,
savings and other topics throughout the year. Plus, you and
your friends are invited to join us at on-campus programs
whenever we visit your area.

Credit educational materials available from
Bank of America include:

» Student Financial Hangbeook, available online at
www.bankofamerica.com/studentbanking
or at your local Bank of America Banking Center

 Understanding Credit (an online brochure), also availabie
at www.bankofamerica.com/studentbanking

= Additional resources on the following topics can be found
at www.bankofametica.com/financialtools:

- Budgeting

- Saving

- Consolidating debt

- Rebuilding or re-establishing credit

- Disputing errors on your credit report
- Bankruptcy

Pius, our brochure entitled Sound Advice for Your Financial
Future is available at marketing events, and additional financial
advice can be found at www.practicalmoneyskills.com.

Bank of America also partners with Monster Worldwide, Inc.,

to deliver financial literacy presentations at campuses across
the United States. Be sure to lpok for posters announcing dates
and locations for Ultimate Money Skills or the Ultimate Road Trip.
If your school does not currently offer this program, please ask
that yeur college or university be added to the program list soon.

i bankefamerica.com/stiden




Annual Fee The annual cost of membership to & particular credit card account. Most
banks now have products without annuaf fees.

Annual Percentage Rate (APR) This shows how much credit will cost you on a
yearly basis.

ATM Card A card used in an automated teller machine (ATM) to access a credit of a
debit accouat to complete banking inquiries and fund transfers between accounts.

Balance Computation Methods Credit card issuers assess finance charges by
applying the APR to a balance. There are several methods for determining your
balance. Desctiptions of two of the mest frequently used follow:

Average Daily Balance Method - This balance is figured by taking the
outstanding balance and deducting payments and adding credits for each
day in the billing cycle, and then dividing that amount by the nember of days
in the billing cycle. Some credit card issuers include new transactions i this
galculation, while others exclude new fransactions.

Two-Cycle (or Double-Cycie} Average Dally Balance Method - This balance is
calculated by taking the sum of the average daily balances for two billing cycles.
The first balance Is for the current billing cycle and the second balance is for the
previous billing cycle.

Bankrupt The status of being legally dectared unable to pay your debts as they
became due. Federal bankruptcy laws have been enacted that allow a person or
organization ta liguidate their assets to pay a reduced amount to their creditors or
that allow the rehabifitation of the debtor by requiring crediters to accept reduced
payments from future earnings of the debter. A declaration of bankruptcy will remain
on.a person’s credit report from 7 to 10 years and, in some cases, indefinitely. Declar-
ing barkruptey is generally considered a last resort,

Bitling Cycle The length of time between billing statements.

Business Card (Business Credit Card) A bookkeeping and tax preparation too! for many
businesses, these credit cards are generally issued to corporate executives or business
awners. They make it easy to keep business expenses separate from persanal charges.

Charge Card Unlike revolving credit card accounts, which allow you to carry batances
from month to month, charge card accounts must be paid in fuil every month.

Chip Card There are various types of Chip Cards, sometimes called Smart Cards.
Electronic chips allow these cards to function in different ways: as credit cards, debit
cards, frequent buyer or rewards program cards, 10 cards, or any combination. Many
college D cards are chip cards. These may or may not be credit cards.

Co-Branded Card A credit card spensored by both the issuing bank and a retail
organization, such as a department store or an aitline. Cardholders may benefit
through account enhancements that provida such benefits as discounts or fiee
merchandise from the sponsoring merchant based on account usage.

Consumer Credit Counseling Service (CCCS) This is a norprofit organization that
has helped thousands of people get out of debt. CCCS counselors can advise you on
how to develop a budget you can live with and can be iavaluable in helping you
negotiate repayment plans with your creditors. This service is confidential. To reach
the CCCS, calt 1-800-388-2227.

Credit Reporting Agencies Credit reporting agencies collect and report vital facts
about your financial habits, for instange, whether or not you pay your bills on time.

THR RSSRNTY
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These facts are then compiled into a “credit report,” which can be accessed by potential creditors,
employers, and the like. The three major credit reporting agencies are Equifax, Experian and TransUnian,
You can contact them at the

addresses below.

Equifax Experian TransUnion

P.0. Box 740241 B0, Box 9595 P.O. Box 1000

Atlanta, GA 30374 Allen, TX 750132140 Chester, PA 19022
1-800-685-1111 1-888-397-3742 1-800-888-4213

http:/ /www.equifax.com http:/ /www.experian.com http://www.transunion.com

Credit Card Unlike charge cards, these cards allow you to "revolve” your charges, that is, carry over
portions of your balance from moath to month. However, if you do not pay your balance in full, you are
assessed finance charges. To protect your credit rating, be sure to pay at least the minimum amount due
by the payment due date.

Credit Card Insurance Protects you if you are unable to pay your credit card bills because of iliness,
unemployment, or other severe conditions. Under these circumstances, the insurance provider will pay
your minimum payments.

Credi Line The most you can charge on your ctedit card account. When you receive a new credit card,
you're usually issued a set ceedit line, Under some circumstances, your card issuer may increase or
decrease it.

Credit Report The recard of your credit history. It shows whether you pay your bills on time, how mugh

debt you have, and the like. Your report is compiled by credit reporting agencies and released to Jenders
and others,

Debit Card A convenient way to *pay as you go,” this enhanced ATM card deducts money from your
deposit account when you use it to make a purchase or get cash.

Endorsed Card A credit card endorsed by groups, such as colleges, sports teams, professional
organizations, or special interest groups, and offered ta their alumni, fans, or members. Typically, use
of the credit card gives financial benefit to the endorsing organization.

Equal Credit Opportunity Act {Implemented by Federal Reserve Regulation B} This federal law
protects your rights against being denied credit because of sex, race, celor, age, national esigin, or
refigion. It also guarantees your right to have credit in your given name or your marriad name, the right to
know why your credit application & rejected, and the right to have someone other than your husband of
wife co-sign for you.

Fair Credit Billing Act This federal act protects many important credit rights including your rights to
dispute billing errgrs, unauthorized use of your acceunt, and charges for unsatisfactory geods and setvices.

Finance Charge The total cost of credit including service fees, late fees, and transaction fees.

Fixed APR Unlike a “variable APR,” this type of APR does not automatically fluctuate based on changes
in an index such as Prime Rate or LIBOR. A “fixed APR” dogs not mean that the rate is guaranteed not to
change, though. Refer to your account terms for information on your issuer’s abitity to change the APR on
your account.

Grace Period if you have a credit card, the period of tine the issuer doesn’t charge interest ot
purchases. Be sure to read the fine print; some credit card issuers give a grace period only if the
account is paid up and doesn't have a balance carried over from the previous month,




Interest Rate Credit is not free! When you use money provided by a bank or financial
institution, the interest rate reflects the ameunt the organization tharges for that service.

Intraductory APR A temporary, usually low, interest rate {expressed as an annual
percentage rate} offered by providers to “introduce” you to their senvices. It will usually
expire after a certain amount of time and may often be terminated based on your behavier,
such as if you make a late payment or exceed your credit limit. Be sure to check the details
of the offer for any limitations on an introductory APR,

LIBOR (Loadon interbank offered rates) Five major London banks determine these fixed
rates daily for specific maturities. What does this mean to you? LIBOR may be used by some
banks instead of the Prime Rate to set APRs.

Minisum Payment Shown on your credit card statement, the lowest amount you can pay
every month, based on that month’s balance at the time of billing.

Pravious Balance How much you owed your card issuer at the end of your last
billing period.

Prime Rate Prime means “best,” and this rate is what banks charge their best commercial
customers for loans. The prime changes often, is reported daily in The Wall Street Journal,
and is used as a reference point for many businesses. For instance, the prime rate is used
by sorne financial institutions to set the APR for credit cards.

Principal Unlike interest or fees, the principal reflects the actual dollar amount of the
purchases you made or the balanse that remains on your loan or credit card account.

Purchasing Card A real convenience for businesses, this card eliminates the need for
time-consuming purchase orders. A company simply places orders directly with seppliers
and charges them to the card, usually for purchases of $5,000 or less.

Secured Card A great “first eredit card” or way to reestablish your credit rating, this lind
of card is “secured” by money you depositin a designated savings acceunt. For instance,
if you deposit $500, your credit card imit generally will be for that amount. If for some
1eas0n you cannot pay your credit card hills, your credit card issier will be paid from the
savings account.

Smart Card See Chip Card.

Transaction Fees Fees charged when you make certain types of transactions. Transaction
fees are typically assessed on balance transfers, cash advances and cash-like transactions,
such as meney orders, wire transfers, and casino gaming chips.

Truth it Lending Act (implemented by Federal Reserve Regulation Z} This federal law
protects you by making sure lenders tell you about the casts, terms and conditions at the
time they offer you a loan or credit card.

Variable APR The variable APR {expressed in yearly terms) fluctuates based on an index,
such as the Prime Rate or LIBOR.




To find this financial educational material brochure online, please visit

www.bankofamerica.com/studentbanking under Resources.
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_to know about managing

_Everything you always wanted

your money is now at your

fingertips. Literally,

i

_about checking, savings,

_Inside this helpful guide, .

you’ll find tons of great 1nf0

_online banking, credit cards; ) 1 :
and how to protect yourself

~ financially. There’s even

an excellent “how to” guide

to help you setup a

simple budget.

Please take a few mlnutes

of managing your money.
_ When you’re through, keep

to review this handbook

it somewhere handy for
future reference.

Bank of Amerlca,
© 2006 Bank of America Corporation... e e

N.A. Member FOIC 12} Equal Housing Lender
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_ Pay To. Write the name of )
: [ | the person or company | | Date. Write in the date that you
) : Bank Name. 4 d Yo .
Intl?() to CheCk]ng : The bankon | | tatyouwould liketo pay | | weite the check. Note: A check || Check Number, |
. I e e e o] whichthe check [ D this 1_"19'_' Note: Never |, [ cannot be cashed before the .| Eachcheck has |.. ..
is drawn. leave this line biank. | date written in this spot. 1 its own number,
CVBINeW Your Name T T
Address Date i
. . : City, State Zip d
A checking account s the most fundamental way 10 manage your PAY TO :|
... meney, and then access it to pay your bills, You can do this via THE OROER OF $
. banking centers, onfine banking, ATMs, debit cards and checks. pollers o
L—Bank of America :
Checking aceount . - MmO A I D N
_....Jt's convenient. You can pay your bills online or with checks instead
. - e T A nZ2il0BE?87751 LGO032A5L9B50r 104 o e
. of going to a bank or post office for money orders or cashier’s checks. ) L
_You can also use money from your checking account for purchases at e ] 0 _ .
stores and restauranis using checks or a debi Memo Field. | | Transit Routing ] Amount Line. : Amount Box. Write
T ) o Write yourself |1 Numbers. The left | Write out the amount [ the amount of the check [~
..Is taken directly from your account. } } B} _| ancteinthis | number setisthe bank's} | of the check {in || in numbers, not words
‘spaceto help | | electronic address.The | | words). Staitatthe | {e.g. $75.00).
1 you remember £ middle numbersetis || beginring of the line, |7 | b=

It helps you keep track of your money. It's hard to keep track of exactlywhy || vour account identifier. || Note: This number

Signature Line. By signingon |

the cash in your wallet or sock drawer, Using your bank'sonline 1 yuwtethe | | Theright numbersetis | [ representsthe legal ||| *>'°
_banking services, you can view acsount activity from your computer I _ R check i g‘uemsgie as the check amount of the check. t:rgsrlnde%;?;éhaeﬁ]koﬁi?:heown. o
. to sge how much money you spent, how much you deposited and T T ' ™
) _how much you have left. A checking account also gives you proof e
of payment showing the amount you paid, to - et ... M saves you money. Checking accounts typically cost from $5.00
.. whom and when.So_~ .......10 $12.00 per month, although some banks offer ways to avoid the
if someone says you R i monthly fee. But even with a fee, it's stil cheaper than paying bills
didn’t pay them, you by money order or cashier's check {they cost $0.80 to $9.00 each).
can just send a copy j S
of the check you used. Once you open your checking account, always be aware of your
Nowadays, you can balance and don’t forget to censider checks that haven’t cleared
typically view and print | through the bank. Remember, you can track your debitcard B

purchases 24/7 through many online banking services, It's also
... oud to keep a record of the checks you've written in your check
. Tegister. Hang on to your receipts from ATM withdrawals and debit
card purchases, and record them in your register, too. That's the
best way to know the total amount of money you have spent.
Receipts might contain account information, so keepingthem _ o
..helps pratect your account. If you discard your receipts, do so_
__In a secure manner. Using a paper shredder is a smart option,

.eheck images online.




Intro to Checking (continved..

Deblt ca.rds (sometlmes called check cards) o
Another great thing about a checking account is that you can get a

. dlso make purchases at online retailers and get cashatAlMs,

N __They’re comrenlent and safe. Debit cards are corrvenlent and safe -
. because you don't have to cany your checkbook ora lotofcash, -
. Plus, you are typically required to enter your secret PIN (personal
identification number) or sign the receipt to use the card, (Depending

_.. 2 PINthat only you know. Avoid obvious number choices lkeyour
__address, phone number or birth date. Keep your PIN a secret; dont

debit card linked to your account. Similar to checks, you can use your
debit card to make purchases in stores and restaurants, but you can

VThey re wrdely accepted Debrt cards are usually good everywhere o 7

credit cards are accepted. In fact, they're accepted at more places

 write it down or tell your friends. That way, no one can use it to get
..ccess to your cash except you.

| VISA® Check Card to
| help prevent others
from fraudulently using

Bank of America

1| offers Photo Securiy®
_| which puts your picture L

on the front of your

| your debit card.

| Your debit card

account number is

not the same as your |
| cheeking account '
{ humber for security

reasons.

anywhere VISA and MasterCard debit cards are accepted. When

you're asked to choose between debit or credit, rememberthat

B Unlrke a regularATM card a debrt card has a VISA or| MasterCard o
logo on it. This allows you to use.the card to make purchases

choosing debit means you'll need to use your PIN number, while

_.amount is deducted from your checking account.

. opting for credit generally requires a signature. Either way, the

In most cases, you are able to enter your PIN into a terminal at the

Name of the
account holder.

-| Debit cards work anywhere VISA® or
MasterCard® debit cards are generally

than checks—even when you're traveling or making Internet purchases.

VTheyre fast and easy Wrth a debat card there are _r_ro _checks to o

_write, and there’s no need to give out personal information when you
. buy something. Because debit cards use your ow! o
__from your account, they're easier to get than credit cards and have

_alotof the same advantages.

- Expiration date of the
| cand (munth/year) [T e

Remember that there may be charges
for using ATMs that are outside your

"] accepted, as well as at your bank's ATMs. F

bank’s ATM network.

counter. At stores without a PIN pad, a sales clerk can swipe your o

debit card and give you the receipt to sign. Simply put, a debit card Dorvf'" ade

lets you pay directly from your checking account and replaces both fb/—{’e,ﬂ.«i/\/

cash and checks. e P ijméf‘ -

R o BT

Sometimes the unexpected happens If your card is lost or stolen, "“M'%gﬂéief” o
__bontact your bank right away so that you won't be held responsible _/ave T £

for fraudulent charges. azfﬂj*[‘,/ia,

o i




Intro to Checking (continued...)

Ch@?@éﬁiiéhﬁéﬁﬂ o

The best way to know how much money you reaI[y have avallable is o . Below is an example of how to use a checkbook register to maintain
1o maintain an accurate record of what you deposit and what you o i anaccurate record of your expenses and income. If you follow

_ withdraw from your checking account. [t only takes a few minutes, o R the instructions correctly, you'l] see that it’s very easy to keep the L

R and you'll save yourself a lot of rouble. 3 IO . Tegisteruptodate, -
o Itis recommended that you wnte everythmg down in your checkbook

register in pencil, since it will be easier to correct errors later.

: e P e T e e e oo - Wiite the amounts of the
e e .| Enterthe numbersof || Writethe — . | payments by check or debit
always have enough money in your checking ; | the checks you wiite |, | date of the On this fine, | card in this column, plus any
. - ttr ) 71?'—177————————]:]—7——————————— o k B ) KSh fee f o ’ and any use Of your | transaction |~ descnbe the type ;T Withdrawals from the ATM
_account to cover the purchases you make. Banks chargeateefor .. | debit card hese, | here. .| of transaction.  {.} or any bank fees. 5
each purchase where there are insufficient funds to pay for the OO s T e S r——"
. purchase. These fees can really add up if you don’t keep track of o
. your checking account balance. So how can you avoid these fees? ¢

T e S {{129 STARﬂNG_BALANCE m 'y o Y 4]

. __Momtor your account balance by keepmg track of your purchases

_in a check ¢

S B o~ 5. PETER’S MEDICINE5 25[16] |~ . @1(2)?, g;;
e T 1 [ 94488 944)28]

1BBOBE)
8590|

- Link your checking account to a savings account with an overdaft | L. 5*515-.'JUAN‘5 PAYCHECK
_ protection program, which transfers money from yoursavings . cHEck 1B SUF‘ERM ARKET

. 5

o ~account to your checking account when you don’t have enough L CARD:: 5126 S AT T T AR AR

L ~money in your checking account to pay for a purchase, The fee _5;2 . ATM WITHDRAWAL 60100 . 1482 250
o ~charged for this overdraft protection is usually much less than the EHNAS b ; SIS SN R o1 e ft 2

- fee you would otherwise be charged. R Q-HECKS ORDER ol 1OPOL 4 || 1887

- Many banks also offer overdraft protection with a credit card.
This can be useful if you don't normally keep enough money in
_ & savings account for overdraft protection.

In this columa, check || Record the amounts | This column shows the [:
b e e o oo o] OFf thiE transaction ;;,,, of any income or .- balance in your account f-- r-
e | onceithaspostedto | | miscellangous deposits [ | after each transaction.

your account. ¢ | in this column. - s




Savings 101

__ltall starts with a solid budget. See what happens when you open

___Overview

‘ an account with $500—just by leaving the money in your account,
I's never too early to start saving money. Once you get in the habit you make money over time. Your savings will grow even faster if you
.of saving, you're on your way to building a strong foundation for | continue to make monthly deposits into the account,
... your financial security. And it's also the best way to prepare for both e e e e e
_ planned and unexpected expenses. ] o Let’s say you open your savings account with $500,

 Howto growyour savings
Making recurring deposits is critical to building your savings. I
By setting money aside from your checking to your savings, you'nt =~ 7 Add $50 per month $300 $600 $900

| Starting Balance $500 $500 $500

find that cash is less likely to be spent. Having a little bit of money | o Earn 2% interest $6.75 $16.50 $29.25 o
B _ tucked away in a savings account certainly gives you peace of mind. R Total $806.75 $1,116.50 | $1,429.25 L
- __How to choose your savings account : S t e e s s s e e _
There are & few things you will want to keep in mind when choesing E oo Howto use your savings account }
______asavings account. First, the growth in your balance comes from. o . Bnce you start depositing your money, make sure 1o keep track
the deposits you make, plus the interest you earn. This intergst rate v of your deposits, withdrawals and transfers so you don’t get any R B
. is also referred to sometimes as rate of return or annual percentage & | ., unexpected service charges. In fact, if you connect your checking
yield. Also, make sure to be aware of any fees that may applyto & .. and savings into a combined statement, it's easy to trackjusthow
_minimum balance requirements QF.WiE.hq_@W??!!_.'im“S- et e . . Much money you have available in both accounts, Afteryou've
Reviewthe nextfewpages | .. .. accumulated extra money for unexpected expenses, you may wantto
to learn about the different | consider opening a separate savings account for special purchases.
ofaccountsand e e e e 1 e e . e e
| howtostartsavingfor |
- L your futere. S SRS : S

i -
i
i



Savings 101 {continued...)

Standard accounttypes .
Bank Savings

There are three basic types of bank savings accounis: regular
savings, money market savings and certificates of deposit. It is
] important to knpw that ! you will not lose the amount yOFI dEDOSIt

is gu,@.rant_ee_@___bx_th_e__EP_'G: _‘!9_1.1_! .QEP,QE!E,QK'E"!1§FF!9‘1.‘° the
maximum extent allowed by law,

..Here's how they work:
_ Regular Savings

L - You earn |nterest__q_n_ _your balance
i * You get a statement that can be combined with your checkmg
' . account statement. _ _
< You Can aceess Your money anylime.
Money Market Savings e ~
* Your interest rate increases as your o : e
N e o gl Dbalance increases. S ©Ds (Certificate of Deposit) e e e e
o i A _+ Your interest rate changes more 5 o 5 The bank pays you a set interest rate on a set amoust of money
L : 2 : __ often as the economy changes. L over a predetermined period of time, What that meansis ifyou put =~ &
_________ ' : .....* You can access your maney . money away for a set period of time without touching it, the bank ot dpye
: ' I _anytime, inciuding by check. will pay you a higher interest rate than it would on a Regular Savings .y, S a aﬁﬁj‘jf
_._._.. . account that you can withdraw maney from. The Tonger the term of f"’z' S
.......... the CD, from as short as seven daysto as long as ten years, the < 7%%’"
__________ higher the interest rate. This is a simple way to eamn a higher fixed oAt 1300
interest rate with no fees. o 60/2' M
............ W B} . - R




Savings 101 (continued..)

. Swingforthefatwre . Mutuai Funds

Stocks A mutual fund is a porifolio of investments that is managed by a

A stock represents partial ownership of a corporation. : professional investment advisor. 1t is made up of stocks, bonds and
.. Stockholders own a share of the company expressed in a e _Gther investments, and is owned *mutually” by many investers,
__Percentage of the company and are entitled to-a share of the |

_...profits. Stockholders even get to vote on company decisions.

.. Here’s how they work:

When you buy shares, the fund uses the money to purchase

_ i i ... Stocks, bonds and cther investments. The profits are returnedto
... The compary profits may be divided among shareholders and ... .. shareholders monthly, quarterly or semiannually in the formof

... wecalled dividends. Dividends are usually paid to stockholders ... Owidends. The advantage of mutual funds over individuaistocks

. quarterly. Stocks are traded on the open market, which means they et Is small investors can benefit fram the advice of a professional

....kan garn money when the value of the stock, the market value, :

... Here’s how they work:

_ o account manager who diversifies the portfolio for you, so all of
__....\ncreases. They can also lose money when the value decreases. e e ... Youreggsaren'tinonebasket

- I But keep in mind that this has some of the same risks as buying
_____ stocks. Even though your investment is now “diversified” and
someone is watching it for you, it still can also decrease in value.

12




Savings 101 (continued...)
___ Retirement Plans _

So maybe you aren't thinking about retirement yet, but it's never too

early to start saving for it.

... Here’s how they work:

Retirement plans help people set aside morey for expenses after

they retire. Federal income tax is not immediately due on money

put inte a retirement account or even on the interest it makes, so
__.You can save more today. Income tax is paid when you take outthe
money, but because your income is typically fower after retirement,

oo TheTruthinSavingsAet

{Federal Reserve Regulation DD)

Banks and financial institutions must disclose certain information
S . about the consumer deposit products they offer:

_Fees on deposit accounts

... Interestrates
_._Other terms and c:

.- The anaual percenta, 1 (APY), which is the percentage

.. fate for the total amount of interest that you would receive N
_...ona $100 deposit with the annual rate and compounding

____sois yourtax rate. Keep in mind that if you take out money before ...interest. Compounding interest means the interest is addedto
retirement there may be penalty chardes, so it is best to accessthis the account periodically (monthly, for example), so you eam
._Mmoney only ifit's absolutely necessary. . intereston the interest.
......There are two main types of retirement accounts
g he year or in one Chapter Highlight
. lump sum each year, There is a legal limit on the maximum o S
dollar contribution that canbe made eachyear, To start your savings pian, a good rule of thumb 1s to keep enough
-_401(k) - A 401(k) lets you contribute to a savings plan through B __.money in your checking account to pay your monthly bills and put
your employer. The money is taken from your pretax gaming: o the rest into savings,
S0 YoU save moneylon taxesNot only do You save I'I'IOI'IeyVQ{I' L ._ L o i
B ) __ taxes, but some employers match the money you putinto your . Check out how much your retirement plan can earn:
AD1(K) up to a certain percentage level. So your savings grow Let's say you contribute $2,000 a year to an IRA for 9 vears from
even more. age 22-30 for a tozal investment of $18,000. If your annual interest
. o rate is 9%, by the age of 65 you will have saved $579,468.
S § It's amazing how fast it can add up, -

15




o ’ o ook FT
Overview o - T T — B fC 'TD ’1
i s o e - oo 66/‘—”\/2./!-
y e
You do just about everything online. You keep in touch with friends, Getting started '&C‘ Lpor &
... Tesearch assignments for school, buy music and rent movies. ) To start banking online, you'll probably have to provide ID and sign ! fa_gf%ﬂ fD
... But what about banking? Do you still pay your bills the old-fashloned R o up at a bank branch. At some banks, you may be able to enrolt _ o
_..way, with pen and paper? If you do, it might be fime to checkout __online by accessing the bank's website from your home computer.
options at your bank, 3 - Realiy, nothing could be more convenient,
~ _____0n||ne bankmg i JuSt hke regular bankmg except it's more efﬁment . Recelve and pay yom' bllls onlme e
_.and paper-free. You can often access your siatements, canceled =~ . B At some banks, you can get your bills delwered to you onllne ]
__checks and transaction records without having to dig through ali the o You'll se¢ the amount due, the fees and other p_@gn]_(_e_rg_i_r]_fq_rm_atlon—
.. _Ppapers piled up under your bed. Hete are just a few more advantages everything you would normally see on your paper bill. Then you can e
_.....ofbanking online: o pay your bills when you want. You can even set up your online service
o ~ o to automatically pay regular expenses like rent
_Convenlence' Onllne bankmg is generally ' available 24 h hours ks day, - S o - o
_ seven days a week, right from your computer. : o nhne coples of your paper sta.tements e
e L R With many online banking services, you can see your past statements_ e
o EasyAccess Oftentlmes you can access anct manage all of your o and print them whenever you want, often up to 18 months worthof
_ __checking and savings accounts from one secure site. Onfine banking _ e - past statements. There’s less paper, less hassle and less fisk of madd
_enables you to frequently check account balances and keep an eye . Traud or identity theft when you get statements online instead of
_on recent transactions. through the mail, S
Useful Tools: Many online banking sites have useful tools thathelp
_you manage your accounts, including bill paying tutorials, online o .| BakotAmeric B igher Stanords Online Banking | .
S transfers between your accounts, online statements, the abilityto .
B "' aﬁ e_ Edov view check copies online, as well as information on how to plan for i
"/{O/L - P Elor ___College and get a student loan, ROEBIN JONES - Personal Accounts * q,.}‘90n1|n.a.nIung -
B T o oA 3005 at0s00 A EST, e e ey Tepss |,
- - My Savings-5863 $312.38 Today -
i L ml!wﬂ : e e e e ”  prrane Tod.; )

Online Banking Tutorial

i Pay o external il using 91 Pay
i Pay a bill from Bank of America or

i transfer funds botween accounts D

. e s \..-Wm,m,w..,.,";;;;;; -




Some online banking services offer you the capability to maove
money from one of your accounts to ancther and even to other Schedule bill payments
Once you've started banking online, the next step isto schedule
. Payments fo pay your bills automatically. That way, you'll neverbe
.. late paying regular bills, such as your rent or cell phone, again.

. money from chiecking to savings, or 10 a credit card or an installment
. loan as a payment. Some banks even allow you to transfer moneyto .
____ their other customers. This would be ideal for your parentstosend ~ ~

. Protect your credit while saving time -
If the company receiving your bill paymentis setup toaceept S
. Electronic payments, your payment is automatically taken fromyour
_-account and deposited into theirs, If not, the bank will likely send a
. checkto the company on your behalf,

Update personalinformation
___ Name, address, birth date, your pet's hame—just to get a book from

. the |ibrary? You're probably tired of filling out forms for everything, ;|

Now you dor't have to, because your keyboard can do it foryou.

rsonal information--such as mailing  ;

__._2ddress, email address, and phone number—up-to-dateonaall | |
___your accounts, 5o you don't miss receiving any important account
notifications. You can usually make all your updates online using the
bank's online banking service. You can typically order checks, stop
payments and do lots more, right from your computer.

naf |-

Bill Pay Overview

To start making payments, teltus the name of the company you want ta pay.or If
you want to pay an Indlvidual,enter the person’s first ang (a5t names

You can receive and pay bills

E-Blils are electrenlcversions of
your paper bills.fyou request
&-Bllls, théy will appeat here
whereyaiu can easlly view 2nd

=arch ar browse our payee Rt

Ta make a payment, enter an Amount and Dellver By date for the payees you want
Payments button. Deliver By fs the date by which your
payee recelves the payment and funds leave your account.

Payes:  Amount DeliverBy %o pay, then click the Maka

1

Customize this Page { = e s

"] Use this page 1o quickly access and manage your online payments and e-Bllls.You tan always return here to add payses, make A —
payments, and view yaur outgoing payments and Incoming e-Bills. Tell me more.,

Pnyu:thri‘w Q TIRTL




Credit Card Review

Overview o
e e KeepinMind- _ _
A credit card is a loan from a financial institution that you can ,‘ - Things you buy may cost more than you expect due to
repay on a monthly basis. So you can make purchases up : accumuiated interest and finance charges.

to a certain limit and repay the balance over time. The idea is that

- There may be additional fees, such as an annual card fee.

) . over time, you will repay the amount you spend, plus interest, to the L ) - Watch how much you spend and be sure it's within your budget o
_ . financial institution for making the loan to you, Credit cards have _ - Beware of impulse buying. e
_ __ advantages, but need to be used responsibly. By using your card : S B e
~ wisely, you can make the most of having it and limit the _n_§_l5§_.__7”7777 o _Credit cards can be useful tools tu help you manage money, but B

ive information on yo

¢ can resu

Adva.nta-ges o

e+ You can buy things you need nght away, even |f you don thave . . date , Beneratly tt_l_e_re_ __n_rqn 't be any interest charges Thls smakes
the money in your checking or savings accoynt. e ,,,,,_,,EEC!,"EEQE@E?!,,CE_’].‘.’.‘.-T.'!!?"I way to shop and budget, because your
e - Yoe don't have to carrycash. T monthly statements show every purchase you make. Credit cards

are also a good way to deal with unexpected expenses—like when Ome_ oitﬁb'g o

: Its more convenient than wntlngﬂchecks e your “at-least-it's-reliable” car decides to be a litde [ess reliable. Wﬁj_/m
o - It helps consolidate your spending into ong payment e e e
~ ] * It can provide you purchase protection andetend _ BUt_JU_SEEﬂn}_e_rest he'DS your Savmgs accountgrow Iﬂterest S
productwarranties. ... - charges from a credit card can add up fast if you don't pay off the
. entire bill each month. For example, the sweater you bought on sale

for $20 may end up costing you $25 i you take a while to repay
the charge for it.

o Fhesstonioy cobe (1t ladue) ek wnbiloe

e e e e e e e % e e 4 e e S — C—G&fb& [\ ‘e Mlﬁp’ O‘}t:).,o""\ B t,ﬁ\,e. CMM\
Wwﬁﬂ‘*”"m MMMA . ot Ahe b komEr 4 placing

ar Ly
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Credit Card Review (continued...)

Mewshowtheywoke . ChapterHighlight =

There are two basic types of cred|t cards
Know your limit, ...

_ Monthly charge card. Traditional charge cards requireyoutopay Having a credit card makes___lt__e_asy tospend

... for purchases or services in one ump sum within a given period of i more than you should or make impulsive {and
. time. Usually, you don't have 1o pay interest for this type of credit, ~ : ¢ expensive) purchases. Knowing your limit and

. but you are required to pay the balance in full each month, o= understanding what you can afford is the key
Yo using credit wisely,

. Revolving credit. Revolving credit is an ongoing cycle of lending = e S
__.and repayment. You repay the amount you borowed in minimum S U Ha.veapa,yment plan.. e
 payments at rq_g_ula[__intervals often monthly. This is a good plan e Kyou're not paying the full balance on yourcredut card each month be
_ suretokeep track of how much you're charging, how much you'e paying
. .. ;. tachmonth, and how much interest is being added to yourunpaid
‘ month 10 the next |nterest is charged on the remammg balance e ... .. balance. Making a plan to repay your credit card balance quickly
. .2nd responsibly is the first step to good credit card management.

Credlt card:safoty....
Financial institutions are contmually fmdmg new ways to stay

__ahead of criminals and to protect you. If your card is lostorstolen

____oryou think you're a victim of fraud, notify your issuing financial
__institution(s) immediately. If your card displays the VISA logo and
__Yyou know your credit card number, VISA has a toll-free number that
) __can help: 1-800-VISA-911. o o
T B . o ’ T MW/’J: B

\ »




Advanced Student Aid and Loans

oo Overview ... Financiaiaid breaks down into two types: 1) scholarshipsand
merit-based aid, and 2} student loans and need-based aid.
College is expensive and fots of people can’t afford to pay for
. itall at once, Fhat's why there's financial aid. The best sources of e Herg’s hiow it breaks down: e
_ . financial aid are scholarships and other grants that you dont R __Scholarships and merit- hased ald There are so many dlfferent e

. have to pay back, But not everyone will qualify, and scholarshlps - stholarships, grants and other programs available that you Fﬂ!g'lt,,,,,,,,,,,,,,,,,,, R
won't necessarily cover the full amount required. Therefore, student ! e want to start by doing a little research. Find out what scholarships

_ loans can be a good option to make up the difference, especially e ______youmay be eligible for. If your grades are very high and you did well ~

_loans with low-interest programs. 4 i onyourcollege entrance exams, you could qualify for meritbased

e e e e e e e e e e L Scholarships. But even if you don't have the best grades and h'ghest S PR
__test scates, you'll find that there are still a number of opportunities fj\w‘m]t

MMOJL,;LM.‘

pon AT
o M&a&

.w‘epﬂmq

actually need by using a special equation. the eguation figuresout
what your family can contribute toward your education. Typically, this
contribution comes from a variety of sources, including savings

ok or loans,

__The process of determining need takes into account all of your ~ =~
family’s assets including income and investments, and subtracts
expenses that you have no control over such as taxes, basic needs B
and emgployment expenses. There is an allowance for retirement
savings. The rest of the assets are considered discretionary
_...Tesources. The federal programs determine your financial need
based on this discretionary money. - B}




{&dvandf:ed Student Aid and Loans
continued...)

Your finan cxai a.ld -
You may end up recewmg flnanmal ald from a few dn‘ferent

Sample Stafford Loan Repayment Schedule e !
The following chart will give you an idea of the monthly payments
and the total amount paid for federal loans using the standard plan.

The figures assume that 8% of the borrowers income is beingused
_ to repay the [oan. You may want to adjust the percentage from5%

sources, so your aid package could include each of the following:

_ Grants, Prugrams designed to help families with the most need pay

_to 15%, depending on your particular situation.

S— L . $5,500 $8,094.90 $2,594.90 $10111‘3
ethnu: organj_z_@yq@_gp_c_i_qther groups offer monetary f nanmal aid 10,000 14.718.32 4,718.32 18,398 )
N _ based on a wide variety of qualifications including need, academic | 20,000 24531 20,436.63 9,436,583 e
or athletic achievement, and specia! talents. ) 30,000 367.96 44,154.95 14,154.95 ss194
7 i e 40,000 480.61 $8,873.28 1887326 73,592
Federal Wor_k_§y_|_dy _(FWS) Th:s form of ﬂnancnal al_gi_ _;_)_rgy_|des - : 50,000 613.25 7359158 | 2350158 | eromm
_ qualified students wi i exchange for performing work 80009 725,92 8330989 | 2830989 | 110387 o
_for the school, Students are paid at the federal minimum wage i ) 9% SeRST | 1802821 | S802821 | ORTES o
80,000 98122 117,745.52 745 147,183
_{or more) on an hourly basis—the wage is dependent upon skill set i S _
’ 90,000 1,103.87 132,464.84 42,464.84 165581 [~ -
and work requirements,
- T 71 100,000 1,226.53 147,183.15 47,183.15 183979 [T
G : I- S I S . - ==1 110,000 1,349.18 161,901.47 | 5190147 | 202377 BEE—
overn - . A low-cost loan pa
—  Government-guaranteed loans. A low-cost loan backed by the -—f 120000 1.471.83 17661978 | 5661878 | 220775
federal government. There are a number of types available including 130,000 169448 191336.00 | 6143810 | 239173 |-
. ,,,St,a,f,ford' PLUS and Perkins Ioa'.-!?'.... [ _ ..} *Based cn a 10-year term and the maximum Stafford interest rate of 8.25%. SO .
Actual repayment amounts may be lower.

anate Ioans. These are for students Iooklng to cover education

. _expenses that federal aid won’t cover. Standard features inciude

_U.S. Department of Education at www.ed.gov, orthe )

Chapter Highlight "

_Hexible repayment options, desirable loan Jimits and a high maximum.

or more information on financial aid, chec

.. Bank of America Student Loan Guide which is avallable for free at

Know and understand your financial aid package. Know where your

ney is coming from and whether you'll be responsible for
__baying it back. Grant programs provide money that you don'thave
1o pay back, while loan programs require you 10 pay back the loan
_money in full, with interest, once you graduate of leave school, So if

you don't need the money for education expenses, don'ttakeit.
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Budget Fundamentals |
 Overview

Do you need to work extra hours to pay for all your books next
_ . semester? Not sure? Then you rneed a budget—the essential tooi to
.. manage your money, know what you can afford, and figure .Q_l_‘_'!._h‘_?_\'_*'__.___

Do you have enough money to catch that movie with your friends?

__much you can save,

7 Make a plan

e,
p_é’a,,, il _:tfzc-_i‘é?&?—r B
&

It can be hard o plan forthe future when the future feels real]y, 7777777777777
really far away. So start by asking yourself this famous question,
_ “Where do | want to be in 5, 10 or 20 years?” It'§ give you an idea

of what you want to achieve and what you need 10 do to get there.,

. Here are some questions that can help:

_ Take a look at the b|g picture of yourflnanmal sntuatlon Fagure out

Twcaction.

___what you need and what you want. Make two lists: the “I need it” list
_ and the *| want It” list. Sometimes it's hard to tell which is which. |

s Whydolwantit?

_.Once you know your goals, haw are you going to make them happen?
Its time to step up and take action. Having a plan is great, but

. How would things be different |fl had |t'«‘

. Joud or leaving notes for yourself so that you don't lose sight of them.

__These are all great ways to make them a real

- What other things would change, for better or worse, il had it?
- What is truly important to me?

__don't forget to take the first step. To help you get motivated and get
In gear, try writing your goals down, telling a friend, saying themout

 Is this really what | value/care about‘? o B i

Set goa.ls

. Setting goals is all about turning what you need and want into
something concrete. It's the specific result you're working for Elke

an A in biology or owning a new car, Some goals are realized

___sooner than others. The A in biclogy can be achieved over the

course of several months, while buying a house or saving for

__retirement may take years,




Budget Fundamentals (continued... ‘

i _ Step three° keeplng track : S
The first thlng you need to do is f|gure out how much money you Now that you've got a grip on your pIanned income and EXpENSES,
make on a regular basis. If you get paid once a month, it's easy. you must keep track of your actual income and expenses. You can
__ Your take-home pay is the amount of money you get from your traek your spending by making a simple spreadsheet or by writing
B it down in your notebook or organizer, This helps you understand
3 you any “budget variances"—the di amount you
o : Forweekly checks, multiply by 4 333 R . budgeted and what you actually spent Don tworryifittakesa few
... For biweekly checks, multiply by ,2,-,,1,,67. e S ...months to get it fine-tuned. e
e . FOT SEMI-monthly checks, multiply by2 e e e o e e e
e FoUirregular annual income, divide by 12 . Step four: tweaking and targeting .
o Don't forget to add other sources of income, such as interest . some tweaklng Cuttmg back ortnmmmg expenses can be a
o o+ .. income or checks received from your folks, But be carefut not to lot easler than trying to cut things out completely. So if you're
e ; ___include potential income. Don't assume the birthday check from spendiag a lot more on movies than you planned, you'll know _
... your grandma will be as generous as it was Tast year. She might be . where you can cut back. - G ey
_onabudget,teo. - i I - .Jgﬂﬂ
- et e _ N S PR _ Qm&e—_. T
i Step two' your expenses Chapter Highlight e dt &
Now you need to estimate how much you spend ‘each month. ;
Write down what you think your big spending areas are. Here are Balance your budget.
some ideas about possible categories: o Always batance your income and ypu_r expenses monthly. Are you
_ -Housing/Rent ~-Savings ) spending more money than you're making? Keep in mind where
) .  -ltlites _-Taxes N you ¢an cut back. Entertainment bills are easy to tim; rentand
B cFood _» Personal Needs utifities are harder. If you get paid by the hour, maybe you can

_+Tran ”pmtatlun e

shift without sacrificing your class work. Learnmg

to balance your budget is the most important step on the road to

- _-Basics,suchasclothing_ .~ pick up an ex
-Insurance or schoo! supplies .
Recreatnon/Entertamment - Gifts/Contributions your financial future,

- Debt Payments




College Budget Planner

Budget Amount  Actual Amount

. [nterest Income

. Homeowners/Renters lnsurance

.. Home Repairs/Maintenance/HOA Dues
.. Home Improvements

_ UTILITIES:
. Waterand Sewer

_ Netural Gas or Ol

Foop:
_Groceries

_Child Support/Alimony

. HEALTH and MEDICAL:
.. Health Insurance (medical, dentl, vision) __

_ WagesandBonuses  _

Investment Income

Niscellaneous Income.

Total Income

HOME:

Mortgege orRent

Property Taxes

Tetephone (land line,cell) ..

_Eating Out, Lunches, Snacks
_FAMILY OBLIGATIONS:
_DayCare, Babysiting ]

_ Out-of-Pocket Medical Expenses

. Studentloans
_ Otherloans

_ DEBTPAYMENTS: =~ =

Budget Amount  Actual Amount

__TRANSPORTATION:

Car Payments
Gasoline/0il
. futo Repairs/Maintenance/Fees
- nsurance e ———
..., . Other {talls, bus, subway, taxi)  __
.. ENTERTAINMENT/RECREATION: .
Cahle TV/Videos/Movies )
_Computer Expense
Hobbies e
..... .. Subscriptions and Dues .
PETS: e
. Grooming, Boarding, Vet . _
CLOTHING: i
INVESTMENTS and SAVINGS: ) e
| 401(oriRA )
. Stocks/Bonds/Mtual Funds
College Fund =
~ Savings
) i Emergency Fund
. MISCELLANEOUS: o -
Toiletries, Household Products
_ Gifts/Donations
.__Grooming (hair, makeup, other) o . o
Miscellaneous Expense o
Total Expenses =
Total Income _
. Total Expenses -
| Income Minus Expenses )




Identity Theft Summary

... Overview - e e ... Here are a few things you can do to help prevent identity theft

. Check your credit reports often. Identity theft happens fast, so be

. Suretocheckyourreportsregulay. ...

|dentity fraud is one of the fastest growing types of crime. But how
____does someone steal your identity anyway? And what do theydo ~ :

___with it once they steal it? Identity theft is a crime that happens o
___when someone obtains your personal information and uses it for _ __.. Get your credit report from all three credit bureaus, Keep an
. n personal gain, Depending on the type of information o .. &ye out for unauthoriz udulent accounts opened In

_...name. Even a misspelled name or wrong address could be a sign of

. trouble, so fook for anything suspicious, There are three major credit

_...._ credit cards, get cash, rent an apariment, open new creditcard AUl -
___accounts in your name and damage your creditrating. bureaus: Equifax, TransUnion and Experian. s D’L’fwf&

Watch your statements. ¥ d charg
__ on your monthy credit card statements and fo any urauthorized ___«C Lren
.. checks, ATM withdrawals or debit card charges on your checking __ yo

h out for any unauthorized charges 4o ep < MA/L

Keep identity information to yourself. Never give out your social
security number, credit or debit card number, or other personal

. information over the phone, by mail or on the Internet, unless you

... trust the company. If you do need to share your personal information

__with a company, it is recommended that you initiate the N

. Ihieves can pose as someone you trust, like your bank or credit card S

_company. One type of scam is called Phishing. That's when someone

tries to get you to provide your personal information—like credit card

numbers, passwords or account details—under false pretenses.

_They usually claim to be from a trusted company and contact you
over the phone or online.
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Identity Theft Summary (continued..)

__ Reportingidentitytheft

If you believe you are a victim of identity theft or fraud, below are
steps you can take:

_companie contacted company is required to contact the
. other two bureaus. When you contact the credit bureau, tell them

. additional accounts using your personal information and doing

 more damage 10 your credit. Review your credit reports carefully
_to make sure there aren’t any fraudulent accounts.

. Step 4: Finally, you should fe a complaint with e Federal
Trade Commissien:
- Call the Identity Theft Hotling (toll free), 1-877-IDTHEFT, or

- Mail the Identity Theft Clearinghouse, Federal Trade Commission,

800 Pennsylvania Avenue, NW, Washington, DC 20580 0r '

- Oniine at www.consumer.gov/idtheft

| ChapterHighlight -

‘Keep a close eye-onyour credit report R
Malke sure to review your credit reports often. You're entitled to one

 free report every 12 months from each of the three nationwide

__ Step 2: Close the accounts that you know or believe have been =~ ¢ consumer credit reporting companies. it's as easy as goingto o
, _...tampered with or opened fraudulantly. Your creditors car include e i . annualcreditreport.com. Request a free report every 12 months N
___credit card companies, utilities, banks and other lenders. When you _from Equifax, TransUrnion and Experian,
__ calt each creditor, ask to speak to somecne in the security or fraud B B ~ -
__ department. Open new accounts using new PINs and passwords R

_thatenlyyouknow.

_Expefian

) __ Step ile a report with your local police orthe police inthe
. . Community whete the identity theft took place. Once you've filed a

. bolice report, get a copy for your records in case your banl&__gresiit,,,,,,,;
_tard jssuer or other creditors need proof of the crime. Havinga

_www.equifax.com
(800) 685-1111

www.transunjon.com __www.experian.com. b
(800) 916-88000r  (888)397-3742
. (eo0ys88-4213




Credit Rating Lab

Overview ) : | Credit rating (credit score) . e
Your credit rating isn't just one numberon a reporc Its actually
Your credit score is a very important number in your financial life. a whole file of information.
s the_res__ult ofa comp!ex calculation that tells potential - - o
,,AH,eres how they work . e
Each credit bure: IIects |nformatmn |t recei .slfrogprthle credit-
i _granting community: banks, finance companies, department stores,
L fmd out about your spendmg and payment hustory ) 1 tax guthorities, landlords and other credit grantors, Three nationwide
S e ___consumer credit reporting companies (Equifex, TransUnienand 0
L ,,,,30 YOU" cred:t Score can ha\"e a b'E |mpacton whether you EET S I Experian) compile credit reports. The report is a file of information
appraved for a credit card or loan and what the interest rates WI|| e from all the companies you have done business with. [t wil show
__be. Each creditor gets to determine its own criteria and will look o __Yyour open accounts with balances and credit mits; whether you pay
__at your total outstanding debt, including your credit card bafances N o ___ontime and In full, make late payments or miss payments; whether
.and your credit limits, in addition to your credit rating. Its a simple .. any of your accounts have been turned over to a collection agency;
B __concept. Creditors want to know how you've managed your financial | any suits, judgmenis or tax issues, etc. Basically, it's your entire
~_ obligations to date. It helps them to know if you are respo o ____financial history, sa 1t gives creditors and companies a good idea
__paybillsontime. o of how well you pay yourdebts,
B ‘What cana good credlt hlstory dofor. you" o e
A look at your financial past (credit history) can give a clear plCtUI’E

of your financiat future, Starting out on the right foot financiatly by

establishing good credit can help you use financial services, like

credit cards, to your advantage. A strong credit history can help you

get loans, insurance and an apartment when you need themt—

even potential employers may review your credit history,




Credit Rating Lab {continued...)

R . Establishing good credit e
The higher your credit score, the less risk you pose for potential Your credit history is a financia! profile. So if you manage mongy
tenders. In general, your score can affect you as follows: : well, banks and businesses will want to do business with vou.

. Here are a few things that can help you build a strong credit Ristory:

__ Creditscore

o _.720-850: Lenders see you as a moderate to low tisk, and are more - Payoffcredit cards, loans and service payments in full

. liely to give you a competitive interest rate on loans they provide. .85 500 as they are due. Avoiding late payments is a great
. Stait to your credit histary. R
- Budget for expenses like rent and utilities. e
_ butinterest rates on loans provided may be higher.Youshouwd - Balance your checking and savings accountstoavold
. Wwork to improve your score by paying your bilts on time and _ ... . overdrafts or bounced checks.

_ regucing your credit balances. ‘

+ Know and keep track of your total outstanding debts,
+ Know how much credit you have available

. 350-819: You may have difficulty obtaining credit cards, linesof

__and how muchyouowe,

. : ) T T ffac-‘{”
- credit, or loans you need for a new car, a home, etc. So improving i
S _ yourscore should be apriority. _ -




Credit Rating Lab (continued...)

The 3 C’s of credlt
The 3 C's of credit are Character Cap|ta| and Capaclty
Creditors ask themselves these three questions to decide if they
want to do business with you,

) Character Are you honest and rehable enough to repay the debt

. 0(_1r1_ve§t[[1_ents) that you could usejtg repay .‘?.r?.‘.’.'.t_._d.‘v?.l?@..lf.?.@?ﬂ?ﬂg____.._.___.. e

 Capacity. Are you able to repay the debt? Do you have areliablejob =

__that provides enough income to support yous spending?

_ Chapter Highlight

“The. do’s:and don'ts of eredit

Use credit wisely and responsihly.

__The most important step in establlshlng or rebuﬂdlng your c;edlt

score is to pay all your bills on time. In addition, carrying & credit

card with a small fine of credit can help—particularly if you've never

had a credit card or other loan before.

__Shop around. Check out a vanety of credlt products and  SEIViGes
from various institutions to determine which offerings best meet

__yourmeeds.

___.Someune can turn you down for credlt (a [oan ingurance or

employment) for many different reasons. If part of that demsmn was

~based on something in your credit report, they are required to share

Understand your | contract Don’t rush into anything. Read tile o

contract carefully and make sure you understand the fine print, ilke

penalties for missed payments and what effect they could have on

~_ that with you. You should immediately write to the consumercredt ¢
__reporting company that created the report and ask for a copy. If you T
~ask for it in writing within 60 days after being turned down for eredit,

by law, the company has to give you a free report. This will help you

1o identify pro reas in your credit history so you can work to
carrect them for the future. Remember, if there’s an error on your

__bredit report, make sure you dispute it promptly.

your interest rate. When you do sign a contract, get a copy for your

records in case you have questions [ater.

Know the “:eal” cost Flgure out how ‘much something really costs o

on installment credit, and don't be tricked into thinking small

payments are always easy to make.

__when you buy it with credit. Be sure to add the interestand fees,
__Pay off as much of your balance as you can to pay as little interest
_as possible. Be sure to consider all other possibilities before buying




- Quick References

+ US Department of Education
www.ed.gov
___._Student Loan Guide S e S S
- Bank of America - o

___ wwwbankofamerica.com/studentloans

382

... Annuai Credit Report Request Service

- ... www.annualcrediireport.com e e _
877-322-8228 o .
Consumer Credit Reporting Companies e
www.equifax.com -
800-685-1111
7777777 - TransUnion ) e B B
_ . Wwwtansunioncom
.....eoo-e16-8800 I .
_ ....800-888-4213 N . N
- ....Expedan S U S e
. ... Www.experian.com - ) i
R e ... 5883973742 N ST
IdentityTheft -
N - ___ - Federal Trade Commission -
www.consumergov/idthe® . .
e SBTFIDTHERT . . S -
... Financial PlanningHelp . - . -
___._Wwww.practicalmoneyskills.com - - — . e
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Sources

'Wall Street Journal 5/20/05, Principal Financial Group

 "Nellie Mae Survey, 2002 National Student Loan Survey |

~http://finaid.org/scholarships/unusual.html

o %Junior Achievement B B
(idtheftcenter.org
~"MSN Money, LizPulliamWeston
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IOWA STATE UNIVERSITY

ALIMNI

October 4, 2007

Mr. Gary Steinke

Executive Director

Board of Regents, State of lowa
11260 AuroraAve.

Urbandale, IA 50322-7905

Dear Mr. Steinke:

As president of the lowa State University Alumni Association (ISUAA), | would like to provide
some context and facts about our association’s credit card program, the subject of your recent
inquiry.

First, the primary audiences for the ISUAA credit card program are ISU alumni and fans, not our
students.

Iowa State’s Alumni Association has had an affinity credit card program for 19 years. Of our
28,000 card holders, 14,000 have active accounts (accounts that have had some type of activity
in the past 12 months). Only 289 of those accounts belong to I1SU students.

The royalties generated from student accounts amount to less than $3,000 -- or about half of one
percent — of the approximately $500,000 the ISUAA receives each year from Bank of America.
We use these funds to support student and alumni outreach programs, leadership opportunities,
university projects and scholarships. It also allows the ISUAA to be mostly self-sufficient. With
only 6 percent of the association’s operating revenue (approximately $250,000 of our $3.4 mil-
lion budget) coming from the university, these funds make it possible for the ISUAA to provide a
high level of support to the university, its students and alumni.

According to a 2004 Nellie Mae study, more than 83 percent of undergraduate students nation-
ally carry at least one credit card. More than 92 percent of sophomores nationally have at |east
one card. The average balance on those cards is $2,347.

At lowa State, one percent of students hold an active ISUAA credit card. Their average balance
of $1,100 is less than half the national average. And they carry a card that isn’t subject to risk-
based repricing, which means their interest rates won’t balloon if a payment is late. Our affin-
ity partner, Bank of America, also encourages cardholders to use educational resources such as
www.smartcredittips.com or www.makingitcount.com.



The Bank of America/l SUAA credit card program is marketed toward students in a passive man-
ner. Typically, astudent will receive one piece of direct mail each semester. We also provide
graduating seniors an opportunity to get the card during the university’s annual Grad Fair for
graduating seniors. Bank of America representatives also promote the card program at ISU’s
home football games and selected men’s and women’s basketball games; however, those promo-
tions are directed toward all lowa State fans. We do not allow Bank of Americato solicit by
e-mail and we do not allow Bank of Americato mail to parents of students.

We believe the agreement in place between lowa State University, its Alumni Association, and
the Bank of America is appropriate and mutually beneficial. The concept of an affinity credit
card helps to extend our mission, which is to engage the talents and resources of owa State Uni-
versity alumni, students, and friends in the life, work, and aspiration of lowa State.

Regardless of any credit card relationship, student directory information (including name, ad-
dress and phone number) is public under lowa law. Unless the student requests otherwise, lowa
State University islegally required to make the information available to any organization or
individual requesting it. Any number of commercial organizations can, and do, purchase that
information at cost —including the ISUAA (once each semester).

| believe that the primary issue is not about sheltering students from credit cards. They are
adults, and they will, can, and do carry credit cards. In fact, most students get their first credit
card before they arrive on campus. Theissue is about learning how to use credit responsibly,
which is an issue that should be addressed more frequently everywhere, in school and at home.
We have programs in place at lowa State to help counsel students and improve their financial
well-being.

For example, Iowa State’s Financial Counseling Clinic is an excellent free resource for all ISU
students. Certified Financial Counselors are available to educate students (and other community
members) about personal finance, wise use of credit, overcoming indebtedness, and developing
strategies to achieve financial goals.

We will continue to pursue ways to improve the quality of credit education offered on campus.
But please, do not ask our bright students and future leadersto “bury their heads in the sand”
when it comes to making their own financial decisions. They deserve more credit than that.

Sincerely,

=S

Jeffery W. Johnson
President
lowa State University Alumni Association



October 4, 2007
Board of Regents request

The recent newspaper articles on student credit cards and negotiated bank-related payments to
alumni associations have highlighted concerns about increasing student debts and disclosure of
public arrangements.

The Regents have asked that the universities address the following issues:

1. What relationships exist between the Alumni Association and the University?
Describe current relationships.

There is an interdependent relationship. The University funds the salary for the director
of alumni relations, a small operating budget for alumni relations and a publications
budget. The University also provides office space and support services.

The University’s director of alumni relations also serves as President/CEO of the UNI
Alumni Association (UNIAA). The director reports to the Vice President for
Advancement.

The UNI Alumni Association is a 501 ¢ 4 organization as defined by the IRS. That
designation allows for collection of membership dues. The Association is technically an
independent organization.

Do written agreements exist to define these relationships?
A contract for services exists between UNI, the UNI Foundation and UNI Alumni
Association. It outlines responsibilities such as fundraising and data base management
including exchange and sharing of information. There are no agreements between the
Association and the University governing affinity partnerships such as Bank of America
(BOA).

The by-laws of the Association outline its mission to support and serve UNI alumni and
in turn the University.

What information is shared between the two?
The aforementioned contract for services provides for database management including
sharing of information about our students and our graduates between UNI and affiliated

entities such as the UNI Alumni Association and UNI Foundation.

The University is aware of the activities of the Association through updates and
information provided by the UNIAA President to appropriate University officers.

What are the financial benefits to the university? To the alumni association?

There are no direct financial benefits to the university, though UNIAA provides an
alumni relations program that benefits UNI indirectly. The revenue stream from affinity

Page 1 of 7



partnerships, particularly with Bank of America, combines with dues revenue to allow the
alumni program to provide campus and off-campus programming.

This programming includes career advisory services partnerships to provide internships
and connections to alumni mentors, support of reunions, homecoming and affinity
engagement programs. The Association sponsors recognition and awards programs - the
Lux Student Service Award and Heritage Honours Alumni Awards. UNIAA offers a
variety of student-orientated programming and earnestly promotes the value of traditions
to UNI and to the State of lowa.

The Association also increased its presence across campus by assisting with special
projects such as purchasing safety mats for the cheer teams, promoting student pride as a
sponsor of the University’s mascot — TC, and funding activities like the emerging Student
Leadership Center and for the Free Stuff Store that provides materials to UNI teachers
across the nation. The Association funded the motivational keynote speaker at the
campus welcome activities. UNIAA teams with student organizations and with the
Northern lowa Student Government on several projects as well.

The UNIAA benefits from in-kind support provided by UNI in terms of office space,
administrative systems support and supervision.

The UNI Alumni Association receives royalty payments and marketing fees from Bank
of America. A majority of the UNIAA operating budget is provided by this affinity
partnership. The agreement has provided significant growth in programming that has
enhanced campus as well as programs and services for our alumni. Release of this
specific contract information is prohibited by the confidentiality clause of the affinity
credit card contract.

Are students members of the alumni association?

Students can join the Alumni Association through Students Today/Alumni Tomorrow
(STAT). There are currently more than 2,000 members. Dues are $18 annually (Early
orientation specials are offered for $10.)

2. Please provide the University policy on sharing mailing lists (hames, addresses, phone
numbers, email addresses) and identify charges associated with providing the lists to:

Alumni Association

The University shares directory information (name, year in school and local mailing
address) about currently enrolled students with UNIAA for purposes of communicating
about alumni-related programs, events and services on a case-by-case basis.

Page 2 of 7



Outside vendors

The University of Northern lowa releases directory information upon request when such
release is deemed of potential benefit to students. While directory information might be
considered public information, FERPA clearly states that release without consent is
permissive. Thus, each request is individually reviewed.

The UNI Alumni Association shares information only for UNIAA sanctioned activities
and projects such as affinity partnerships, and to volunteers for events, reunions and
outreach. These requests are documented and require a signed memorandum of
understanding that restricts use of the information.

Other parties

The University of Northern lowa releases directory information upon request when such
release is deemed of potential benefit to students. While directory information might be
considered public information, FERPA clearly states that release without consent is
permissive. Thus, each request is individually reviewed.

Associated charges

The fee charged by UNI for providing a ‘mailing list’ of students is $100 or actual cost
whichever is greater. UNI waives this charge for the Alumni Association for the service
they receive.

The Association does not have a service fee for information requests.

3. What student information is provided to the card vendor? Is this information otherwise
accessible, i.e. through FERPA?

UNI provides only ‘directory information’ and only about students who have not
requested additional privacy. FERPA clearly states that release of directory information
without consent is permissive.

UNIAA does not direct market the affinity card to students. Marketing to students in the
past was sporadic. When provided, the credit card vendor received an electronic list of
directory information only. Each list was restricted by contract to one-time use.

The decision to not direct market to students was made by the President of the UNI
Alumni Association as part of an annual program review in May 2007.

How are eligible students and parents notified of their rights under FERPA?
Students and parents are informed of their FERPA rights at orientation and in the following:

University catalog

Each term’s ‘Schedule of Classes’

Parent website

Office of the Registrar website

Office of the Vice President for Educational and Student Services website
Privacy statement on University home page
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e The online Student Handbook
o MyUNIverse — student portal
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4. Describe how the alumni association selected the credit card vendor.
Was the university a party to the selection?

The selections included an RFP process and was guided by industry standard/best
practices and direct negotiation. This affinity card program dates to at least 1988.

UNIAA signed an agreement with MBNA in September 1993. It was amended in 1994,
extended in 1998 and 2003. Bank of America acquired MBNA in the last two years.
The decision to contract with MBNA was based on customer service, financial benefit
and based on significant discussion with alumni professionals at other associations and
universities.

The University, according to UNIAA records, did not participate in the selection but was
aware of the process and decision through organizational reporting lines.

5. Describe what financial literacy education is available to students.

The following Financial Aid programs are promoted to student organizations and
residence hall students each year:

e How to complete the FAFSA

e Student employment opportunities

e Loan consolidation

e Debt management (budgeting, loans, credit cards, consequences of poor
credit)
Common on-line scholarship application
Understanding financial aid

Bulletin boards in the residence halls have focused on budgets and money management
during Fall 2007.

A local banking representative presented information on money management to all halls
in Spring 2007.

A new program sponsored by Financial Aid, targeted to students in the residence halls,
will be offered in all halls during the second and third weeks of November. The focus of
the program will be how to manage money, with particular attention to consumer debt
and credit cards.

The Alumni Association has sponsored several financial literacy programs through the
years. The next such program is scheduled for mid-October and is sponsored by the
UNIAA student alumni organization (CATS — Connecting Alumni To Students).

Additionally, BOA has a comprehensive credit education program that includes inserts in
all student credit card packages. They have also partnered with Monster.com to offer the
“Ultimate Money Skills” program.

BOA offers a broad range of information to students at
www.bankofamerica.com/StudentCreditTips
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6. Are credit card companies allowed to market on campus; set up a table, recruit students
to solicit, and/or promote through giveaways? Are other private companies allowed to
market on campus? If so, please provide examples. Do any of the additional examples have
financial implications?

Generally, credit card vendors are not allowed on-campus. Commercial solicitation is
permitted in the University’s Maucker Union, however that policy prohibits credit card
solicitation.

Banks and other businesses use tables and rooms in Maucker Union for various other
promotional/informational activities and for employee recruitment.

The UNIAA contract does not prohibit other credit card companies from “tabling.”
(Tabling is to set up a table with the intent to promote a program or service.) The contract
does allow for BOA to table at UNI events (not targeting students but with the alumni
and friend base in mind.)

The Association holds the contract for the official UNI Ring. Balfour markets the ring by
direct mail and tabling. The Association receives a royalty for marketing and promoting
for each ring sold. Last year’s revenue was approximately $420.

There is no “on-campus component” to other agreements. Everything is direct mail. The
UNIAA holds affinity agreements with:

American Insurance Administrators for a full range of insurance programs
including gap insurance for new graduates and those between jobs;

Balfour for the UNI ring (mentioned above); and
Non-binding agreements with travel tour companies.

7. What is the financial impact if the card vendor agreements are vacated?
To the university? To the alumni association?

Should the UNIAA be unable to continue this or a like affinity relationship, there will be
a drastic reduction in alumni engagement with a corresponding loss in relationship
management initiatives including volunteer networks, outreach, campus initiatives like
support of student leadership and education, and reunions to strengthen ties between
alumni and university.

The alumni program would focus on dues membership acquisition and focus programs
and services to its 8,000 members only.

There is potential for alumni staff layoffs depending on the direction of the alumni
program.

Although unlikely, the contract being vacated could result in legal action and include a
return of the marketing fees and royalties.
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How many cards have been issued to students through the Card Vendor/Alumni
Association agreement? What is the average debt carried by those cards?

Bank of America has authorized release of the student information: BOA holds 69 open
student accounts, 55 of which are active. The total debt load on these accounts is $79,258
for an average of $1,148 per open account.

The 55 accounts represent .0044 of the UNI student population.
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