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Who We Are  

Full Service Regional Bank with a distinctive brand and 

culture, strong middle market opportunities and a solid 

foundation for growth  
· Assets:  $6.5 billion 

· Loans:  $4.68 billion 

· Deposits:  $4.65 billion 

· Wealth AUM:  $1.4 billion 

· LTM Core Revenue: $236 million 

· Branches:  91 plus lending offices 

· Footprint:  New England and Central New York 

· Market Capitalization:  $630 million 

· NYSE:  BHLB  

Footprint 

Culture Vision 
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2014 Strategic Highlights   

ü Significant quarterly core earnings growth: 20%  (4Q14/4Q13) 

ü Grew core EPS $0.02 per quarter in each of the last 4 quarters 

ü Announced in-market acquisition of Hampden Bank (November) 

ü All-stock  transaction valued at approximately $109 million 

ü Targeted to be  accretive to EPS, ROE, ROA  and capital 

ü Regional hub opened in Westborough covering Central MA market (October) 

ü Consolidated 4 branches in 2014 and 9 branches in last two years 

ü Bill Ryan, former Chairman of TD Banknorth, joined the board as 

Independent Chairman (June) 

ü Small business banking team build out (ongoing) 

ü Team added in Albany; Lenders added in Central NY, CT and Central MA 

ü Berkshire named Top SBA Lender in Western MA; Top 3 in several regional markets 

ü 20 branches acquired in Central New York  from BofA (January) 

ü $440mm low cost deposits put into securities and                                                                                  

used to fund new loans 

ü Integration complete and deposit balances retained 
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Well Positioned Footprint in Attractive 

Markets  

BHLB 
HBNK 

Note: Acquisition of Hampden Bancorp Inc. pending 

· Only regional bank operating across this 

central footprint 

· Favorable positioning in rural markets 
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AMEB Culture  

· People, attitude and energy 

· RIGHT core values ɀ Respect, 

Integrity, Guts, Having Fun 

and Teamwork 

· Engaging and innovative 

customer experience 

· Driven to make a difference 
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Talent Recruitment Drives Growth  

Success with recruited teams driving growth and 

profitability  

Middle Market 
Lending 

ωAlbany (2009) 

ωABL (2009) 

ωCentral MA (2011) 

ωSyracuse (2013) 

ωEastern MA (2013) 

ωNY (2014) 

ωHartford (2014) 

Small Business 

ɆNew Head of Small 
Biz (2013) 

ɆCentral MA (2014) 

ɆHartford (2014) 

ɆCentral NY (2014) 

ɆAlbany (2014) 

Home Lending 

ɆGreenpark Team 
(2012) 

Ɇ-,/ȭÓ ÁÄÄÅÄ ÉÎ %Ȣ 
MA, RI, NH (2014) 

Wealth 
Management  

ɆRenaissance 
Investment Group  
(2011) 

ɆVermont (2013) 

ɆEastern MA (2014) 

ɆCentral MA (2014) 

Financial Services 

ɆInsurance (2007) 

ɆPrivate Banking 
(2011) 

ɆInvestment Services 
(2012) 

ɆMyBanker (2012) 

ɆTax Planning (2012) 

Key Characteristics 

· Established, well respected talent formerly attached to large banks focused outside our regions 

· Solid relationships within community 

· Strong integration within and across business lines 

· Business plans for breakeven and profitability 
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Strong Top and Bottom Line Momentum  

Solid growth in revenues and earnings run-rate 

· Core revenue growth 17% (4Q14/4Q13) 

· Core EPS growth 20% (4Q14/4Q13) 

· Fee income growth 6% (FY14) 

· Loan growth (FY14) 

ü Total loan growth:  12%  

ü Commercial loan growth: 15%  

ü Consumer loan growth:  11%  

· Deposit growth:  21% (FY14) 

ü Organic demand deposit growth:  12% 
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Note: Organic deposit growth excludes deposits acquired in 1Q14 branch  acquisition. 



Double Digit Total Loan Growth  
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ü 12% total loan growth  FY14 

ü Leveraging deal flow from team 

recruitment 

ü Continued market share growth  

ü Healthy pipeline going into 1Q15 

ü Targeting ongoing double digit 

commercial growth  

ü Expanded cross sales across 

footprint 
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Diversified Deposit Growth Strategies  

· 20 branch purchase in Central New York completed 1Q14 

ü $440 million, low cost deposits 

ü Balances/pricing  retained 

· 21% increase in total deposits LTM 

· 17% decrease in cost of deposits LTM 

· Diversifying deposit sources 

· Organic account growth, DDA focus 

· Branch consolidations/relocations improving market 

positioning 

· Enhanced mobile and digital channels 

· Ongoing targeted de novo branching 

· Small business and middle market initiatives in newer markets 
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Diversified Revenue Drivers  

Emphasis on building fee income and enhancing 

cross-sell initiatives 

Wealth 
Management 

Small 
Business 

Commercial 
Products 

Insurance 

Retail 
Products 

Mortgage 
Banking 

Spotlight on WM 
Å 10% revenue growth 

FY14 
Å $1.4 billion in AUM 
Å Solid referral 

pipeline 
 

Spotlight on Small Biz 
Å Re-engineered 

across footprint 
Å Pipeline doubled 

y/y 
Å Risen to top 3 in 

SBA loans in 
several of our 
markets 

Spotlight on Retail 
Å Heroes 

Advantage and 
GPS checking 
product roll-outs 

Å MyBanker 
Å Enhanced 

mobile and 
online products 
and security 
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Hampden Bank Acquisition  

Financial 

Goals 
ωApproximately 33 bps 

accretive to TE/TA 

ωMinimal TBV dilution 
($0.22/share) with 3 year earn 
back 

ω$0.08 accretive to EPS in 2016, 
first year after integration 

ωAccretive to ROE and ROA 

ωApproximately 17% Internal 
Rate of Return 

Strategic 

Goals 
ωTop 5 deposit market position; 

8.6% share of Springfield MSA 

ωIn-market merger between 
established market 
participants 

ωComplementary to 
Hartford/Springfield market 
expansion 

ωComplementary to Central 
Massachusetts expansion 

Operational 

Goals 
ωLeverages previous 

investments in Springfield 
market 

ωEfficiencies through in-market 
cost savings 

ωOpportunities for revenue 
synergies based on BHLB 
product set 

ωCross sale/service 
opportunities in 
Hartford/Springfield market 

On November 4, 2014 Berkshire announced the in-market acquisition of Hampden Bancorp (HBNK) in an all-stock 
transaction.  Hampden (HBNK) has 10 branches in the greater Springfield, MA market, $700 million in assets and a 
compatible loan and deposit composition profile.  The deal is targeted to close 2Q15. 
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Focused on Long -term Profitability Goals 

and Building Shareholder Value  

· Grew core EPS 29% before purchased loan accretion (4Q14/4Q13) 

· Ongoing positive operating leverage from strong revenue growth and expense 

management 

· Efficiency ratio below 63% - with goal of returning to sub-60% 

· Focused on improving asset sensitivity of interest income 

· Continued strong credit metrics 

· Double-digit core ROTE drives TBV growth and sustains revenue growth 

ü 12% Core ROTE (4Q14) 

ü 6% TBV growth (FY14) 

ü 7% core revenue growth (FY14) 

· 6% increase in quarterly dividend to $0.19 per quarter (Jan. 2015) 

 

 Note: Please see appendix for reconciliation of non-GAAP numbers. 
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Why Invest in Us  

· Strong top and bottom line momentum 

· Diversified revenue drivers and controlled 

expenses 

· Well positioned footprint in attractive markets 

· AMEB culture 

· Solid internal capital generation supports growth 

· Focused on long-term profitability goals and 

shareholder value 

· Acquisition disciplines a strength in a 

consolidating market 

Ticker BHLB 

Stock Price $25.53 

Market Cap $650M 

2015 Forward P/E 13.1x 

P/TBV 1.5x 

Dividend Yield 3.0% 

Avg. Daily Vol. 120k shares 

Source: SNL Financial a/o 2.4.15 

Attractive Metrics Compared to Peers 
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Appendix  

· Focus on Building Infrastructure 

· Focus on Expenses 

· Focus on Asset Liability Management 

· Redefining Customer Engagement 

· New York Branch Acquisition  

· Financial Performance and Goals 

· Non-GAAP Reconciliation 
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Focus on Building Infrastructure  

· National showcase for Archer risk/enterprise management solution  

· Expanded financial planning and analysis resources for data driven 

management 

· New retail loan originations platform implemented across footprint and 

virtual channel 

· Installed top ranked loan analytics solution 

· Developing real time customer feedback technology 

· Strengthened Treasury ɀ active balance sheet                                                             

management and improved modeling for capital,                                       

liquidity and IRR 

· Ongoing compliance and audit build-out  

ü Growth and regulatory expansion 
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Focus on Expenses  

· Y/Y core expenses down 13 bps in relation to average assets 

· 17 branches closed, consolidated or sold since 2012 

ü 3 branches designated for consolidation with HBNK 

acquisition in 2015 

ü Additional branches under review 

· New branches are smaller and more efficient 

ü 10% cost saves and 10% revenue boost 

· Ongoing Six Sigma initiatives 

ü Mortgage 

ü Finance 

ü Retail 

· Balancing operating costs and infrastructure            

investment for growth 
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Focus on Asset Liability Management  
Targeting to protect and enhance income  

when rate/credit cycle turns 
· Active balance sheet management ɀcost of funds down 29% LTM 

· Q1 branch purchase added 11% to deposits ɀ a stable, rural , low cost funding 

addition 
ü Near term margin compression with conservative investment strategy 

ü Long term franchise expansion at favorable pricing 

ü Improved market share contributes to balanced loan/deposit growth opportunity 

· Focus on C&I and small business for best mix of spread income, fee revenue and 

shorter durations 

· Disciplines to protect credit and interest rate sensitivity profile 
ü Focus on margin impacts and ROE thresholds 

ü Strategies encompass spread, fees, costs for best outcome 

· Protecting near term income ɀ enhancing medium term income ɀ in rising rate 

scenarios 
ü Swap hedging program enhances protection from rate spikes 

ü Assumes 40% deposit beta (may be conservative due to rural deposits) 
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Redefining Customer Engagement   

Focused on enhancing both traditional and non-

traditional methods  
· Engaging Branches 

ü Friendlier pods replace teller lines 

ü Automated cash handling ɀ lowers cost 

and improves customer engagement 

ü Community rooms bring in traffic 

ü Universal bankers create one stop shop for 

personal banking and insurance needs 

· Virtual / Alternative 

ü Sophisticated online and mobile 

platforms complement 

storefronts 

ü MyBanker travels to customer 

ü State of the art call center 

ü Enhanced online security 
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