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Item 7.01 Regulation FD Disclosure

On May 23, 2022, JPMorgan Chase & Co. (“JPMorgan Chase” or the “Firm”) held an Investor Day presentation during which it provided information to investors about the Firm and its various lines of business.
Exhibit 99 is a copy of the slides furnished at, and posted on the Firm’s website in connection with, the presentation.

The slides are being furnished pursuant to Item 7.01, and the information contained therein shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, or otherwise subject to the
liabilities under that Section. Furthermore, the information contained in Exhibit 99 shall not be deemed to be incorporated by reference into the filings of the Firm under the Securities Act of 1933.

This Current Report on Form 8-K (including the Exhibit hereto) contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. These statements are based on the
current beliefs and expectations of JPMorgan Chase’s management and are subject to significant risks and uncertainties. Actual results may differ from those set forth in the forward-looking statements. Factors that
could cause JPMorgan Chase’s actual results to differ materially from those described in the forward-looking statements can be found in JPMorgan Chase’s Annual Report on Form 10-K for the year ended
December 31, 2021, and Quarterly Report on Form 10-Q for the quarter ended March 31, 2022, which have been filed with the Securities and Exchange Commission and are available on JPMorgan Chase’s
website (https://jpmorganchaseco.gcs-web.com/financial-information/sec-filings) and on the Securities and Exchange Commission’s website (www.sec.gov). JPMorgan Chase does not undertake to update any
forward-looking statements.

Item 9.01 Financial Statements and Exhibits

(d) Exhibit
Exhibit No. Description of Exhibit
99.1 JPMorgan Chase & Co. 2022 Investor Day cover page, forward-looking_statements and agenda
99.2 JPMorgan Chase & Co. 2022 Investor Day presentation slides
99.3 JPMorgan Chase & Co. 2022 Investor Day_speaker biographies
101 Pursuant to Rule 406 of Regulation S-T, the cover page is formatted in Inline XBRL (Inline eXtensible Business Reporting Language).
104 Cover Page Interactive Data File (embedded within the Inline XBRL document and included in Exhibit 101).
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Forward-looking statements

This presentation contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. These
statements are based on the current beliefs and expectations of JPMorgan Chase & Co.'s management and are subject to significant risks and
uncertainties. Actual results may differ from those set forth in the forward-looking statements. Factors that could cause JPMorgan Chase & Co.'s
actual results to differ materially from those described in the forward-looking statements can be found in JPMorgan Chase & Co.'s Annual Report
on Form 10-K for the year ended December 31, 2021 and Quarterly Report on Form 10-Q for the quarterly period ended Mairch 31, 2022, which
have been filed with the Securities and Exchange Commission and are available on JPMorgan Chase & Co.'s website
(https:/jpmorganchaseco.gcsweb.com/financial-information/sec-filings), and on the Securites and Exchange Commission's website
(www.sec.gov). JPMorgan Chase & Co. does nof undertake to update any forward-looking statements.
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INVESTOR
DAY

7:15—-8:00 AM
8:00 —8:20 AM
8:20 —8:40 AM
8:40-9:00 AM
9:00-10:15 AM
10:15-10:30 AM
10:30 -10:40 AM

10:40 —11:45 AM

11:45 AM—12:15 PM
12:15-1:15 PM
1:15-1:45 PM

1:45-2:45 PM

2022

Registration
Opening Remarks
Firm Overview
Global Technology

C & Ci ity

Break
International Consumer Growth Initiatives

Corporate & Investment Bank

Commercial Banking
Lunch with Senior Leaders
Asset & Wealth Management

Open Q&A

JPMORGAN CHASE & Co.

Jamie Dimon
Jeremy Barnum
Lori Beer

Jennifer Piepszak, Marianne Lake

Sanoke Viswanathan

Daniel Pinto, Marc Badrichani,
Troy Rohrhaugh, Takis Georgakopoulos

Doug Petno

Mary Callahan Erdoes

Jamie Dimon
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FIRM OVERVIEW

P FIRM OVERVIEW
GLOBAL TECHNOLOGY
CONSUMER & COMMUNITY BANKING
INTERNATIONAL CONSUMER GROWTH INITIATIVES
CORPORATE & INVESTMENT BANK
COMMERCIAL BANKING

JPMORGAN CHASE & Co.

ASSET & WEALTH MANAGEMENT




Topics of discussion

Firm overview

Long-term financial performance

Our role in a dynamic operating landscape

Outlook:

m Net Interest Income
m Expense

m Credit

Capital

Conclusion: ROTCE

JPMORGAN CHASE & Co.




Proven operating model, supported by a consistent strategic framework

m Customer centric and easy
to do business with

m Comprehensive set of
products and services

®m Focus on safety and
security

® Powerful brands

m Fortress balance sheet

m Risk governance and
controls

m Culture and conduct

®m Operational resilience

Complete Global Diversified At Scale
@ Exceptional @ Unwavering Long-term N Sustainable
client franchises principles shareholder value Wbusiness practices

= Continuously investing in
the future while maintaining
expense discipline

® Focus on customer
experience and innovation

= Employer of choice for top
talent

m |nvesting in and supporting
our communities

® Integrating environmental
sustainability into business
and operating decisions

® Serving a diverse customer
base

® Promoting sound
governance

JPMORGAN CHASE & Co.




Leading client-centric franchises with consistent share gains

CccB
Market share 2011

U.S. retail _—
deposits'  6-6% > 10,3%

Credit card +
Srragoard 19,9 ~2u0ees . 22, 4%

Client U.S. retail deposits’ | Global IB fees

investment $202B 3.5« , $71BB
sets’

as.

m Branch presence in each of the 48
contiguous states

AWM CB

#1 f

AWM

Client

+131%

assets® $1.97 +13%, $4'3T

Global Active

LTFund  1.9% _+ooms , 2.8%

market share’®

m 86% 10-year JPMAM long-term mutual fund Employees
AUM performance above peer median'!

P_'i";"ez"‘ls Middle Market
in the Worl

bookrunner'®
and U.S.22

Note: Forfootnoted informatn, efer o side 17

U.S. credit card issuer* = Global Markets
Primary Business Bank® = USD payments volume®

Rated Multifamily lender'®

ciB

Global iB 130b,
et 8.2% %=, g Koy

Markets ps
revenue’” 9.3% 12.2%

Treasury 017
Services? 5.4% —800s, 7, 2%

®m Presence in 100+ markets globally

cB

Gross IB $1.4B +3.5% $5. 1B

revenue™
Payments

fee $1.1B —5% $1.8B

revenue™

m 52% growth in Middle Market Banking
expansion revenue since 2019 to $1.2B

JPMORGAN CHASE & Co.




Qur complete, global, diversified and at scale franchise delivers for clients in all environments...

Our diverse i mix through cycles... ...and our clients and benefit from a and at scale offering®
Revenue'? ($B)
@ [ Retail customers [l $3.7T 271k
Empioyees
Juelosats across 60+ countries
$118  Consumer Banking v Auto
¥ Wealth Management v Home Lending
¥ Business Banking ¥ International Consumer Gsmm >$5T
39 ¥ Credit Card U.S. households Consumer
i payments®
15 l Wholesale clients l 0,
$10T | >90%
cce [ 55 . . R Of Fortune 500
¥ Investment Banking v Securities Services rﬁs’s’m companies
Corp. v M8A + Commercial Banking Li L do business with us
v Equity v Middle Market
v Debt + Corporate Client
o1 2019 7 Payments v CRE $4.3T $3.1T
= v Fixed Income Markets v Asset Management =
Rorth America Suen H A Lat Amerias « Equity Markels + Global Private Bank i s
6% 14% 8% 2%

JPMORGAN CHASE & Co.
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...which has led to strong absolute and relative performance over the last decade

Robust net income growth Consistent above peer average ROTCE TBVPS growth greater than peers

Net income (§B) ROTCES (%) Tangible book value per share® (§)

Avg.:15%
400bps > Peers

M2 "3 M4 15 M6 7T 8 19 20 21

Overhead ratio — managed®
65% T1% 63% 61% 57% 57% 57% 55% 54% 57%

5-yr. avg.: 56% 10-yr. avg. 60%
900bps < Peers* 800bps < Peers!

JPMORGAN CHASE & Co.
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We must constantly adapt to a dynamic operating environment

® Competition from
traditional banks

® FinTechs continue to
penetrate select markets

® Nonbank financials

® Size-based capital
requirements continue to
increase with system
expansion

® Recalibration and
ionalization is

trying to disii
banks

necessary

Cyber

® New global cyber
threats continue to
emerge

® Dramatic increase in cost
of ransomware across
the economy

® Data privacy, ethics and

® Accelerating pace of
innovation

m Need for digital and
loud-nati Tuti

® |ncreasing focus on
climate, sustainability
and DE&I

m Customers expect
products on par with
best-in-class tech

L] expect
tangible actions that
support a greener and
more equitable and
inclusive society

m Big Tech value creation m Economic growth will transparency are driving companies
outpacing banking system bene.lii frolm a more level customer decisions
playing field
Need for and ion to deliver best-in-cl for all

JPMORGAN CHASE & Co.




Fortress risk and control management are non-negotiable

to protect the system and our

...and support policy

Size and scale enable us to execute on our

Examples of our dedicated teams

Compliance

= \

professlonals fully
dedicated to

Provide operational resiliency
and security

@ Implement multi-jurisdictional
24 sanctions

@\ Protect clients’ assets,
/ money in movement and data

KYC & AM : HUEL
protecting our Firm
and customers from
risks every day

=h
Control
Management

[ Minimize fraud and cyber risk

oy Implement
I kyct and AML? laws

$40B+
#1 PPP? lender*, funding >400,000
loans

3.5mm
Customer accounts where we delayed
payments due and refunded fees®

$908
Loan forbearance and payment relief on
>2mm mortgage, auto and credit card
accounts®

$3.2T
Total credit provided and capital” raised

for our wholesale and consumer clients

We are an integral part of a safe, sound and resilient financial system

7

Note: Forfootnoted nformatin, efer o side 19

JPMORGAN CHASE & Co.




Advancing a sustainable and inclusive economy remains a core priority

Sustainable Development Target: $2.5T over 10 years! ‘ ‘ Racial Equity Commitment: $3OB over 5 years' ‘
Accelerating solutions for cleaner sources of Approved funding for ~$13B in loans & investments to help create
Green energy and facilitating transition to a $106B and preserve >100k affordable housing & rental units in the U.S.

$1T goal

low-carbon economy 3
’ 119,000 i loans totaling ~$58

Development Mobilizing capital to advance the United
P! Nations Sustainable Development Goals in $1178

OQ@ Opened 12 Community Center Branches and hired mare than
O 100 i

Finance emerging economies
Invested $100mm+ of equity in 15 Minority Deposit Institutions
and C D Financing i
‘Community Advancing economic inclusion in $618
D developed markets ’ % Three new Diversity, Equity and Inclusion Centers of Excellence

$2858 l ’ >$18B
total progress in 2021 deployed or committed by the end of 2021

ot T vy ot o b g [ JPMORGAN CHASE & Co.
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We expect NIl to build throughout the year to a 4Q run rate of $66B+

Net interest income ex. Markets'? ($B) 2023 considerations

$66+

® Rate outlook

~$9 _  — $06+ ® Continued strength in loan
-emnmes] ~($1) growth
N . . 4Q
$44.5 A High single-digit loan 4Q22  Fypee m Year-over-year deposit growth
growth (ex. CIB approximately flat
A Assumes Fed Markets & PPP)
Funds target - Credit card revolving ® Deposit migration and reprice
upper bound balances approaching experience
reaches 3.00% 2019 levels
by year end - Continued strength in
wholesale lending
Modest securities
deployment
2021 Rates? Balance sheet PPP/other 2022 4Q22
growth/mix annualized

s JPMORGAN CHASE & Co.
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Our 2022 expense outlook is unchanged at ~$77B

Adjusted noninterest expense® ($B) 2023 considerations
Structural

A Inflation pressures

§71 ~$2.5 A Ongoing competition for talent
S e Modost deciaase W Intemnal efficiencies
AWM H Volume- and revenue-related
cB ® Compensation, ® Lower auto lease ~ Market dependent
including expense
wage inflation m Lower performance Investments
cie m Normalization of driven compensation A Growth rate will moderate
TE ® Higher brokerage m Ability to re-decision investments across
and clearing the portfolio based on the environment
expense (e.g., Card marketing)
cce
Cory
2021 Structural Volume- and Investments 2022
revenue-related
10
Nole: Forfootoled informaton, refer 1 side 19
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We continue to invest in strengthening and growing the Firm

We see opportunities across all i ay... ...and beyond
Total investment expense ($B) Technology Investments Bankers, Advisors & Branches Marketing
YoY Growth $2.7
~30% I—
19 i
. ==
~30% —_—
~20%
2021 2022 2021 2022
New and Expanded Digital, Data, Al Other?
Businesses & Product Design
75088 inorease, +>$1.5
~40% mmercel

8 |
i Cos
$0.8
|

53 - $0.6

2021 2022 2021 2022 2021 2022 2021 2022 2021 2022
" JPMORGAN CHASE & CO.

@
)
]
@
S
3

Note: Totals may
For foninoted informaten,




Credit outlook remains positive

2021 net charge-offs are at historically low levels...

Net charge-offs ($B)

Wholesale [ 04 |

Consumer

$5.6

2019

Net charge-off rates (%)

Card
Consumer (exl. Gard)
Wholesale

Total Firm

Note: Toais may not sum due farounding

3.10%

0.12%

0.09%

0.60%

$5.3

2020

2.93%

0.06%

0.16%

0.55%

...and returning to normalized rates will take time...

W Expect charge-offs to return to pre-pandemic
levels over time

®m Strong consumer and wholesale balance sheets
will delay normalization past 2022

$2.9 m Loan growth alone will produce reserve builds
...as current i ditions remain i
2021 m The U.S. economy remains fundamentally
strong, despite recent mixed data
Historical low
1.94% m Recent developments have increased the risk
of a future adverse outcome
0.00%

eeenmneneeny = Qur fortress principles are designed to withstand
50% of long- any operating environment

<
term average

0.03% |

0.30%

,2 JPMORGAN CHASE & Co.




The regulatory capital environment is in transition

Standardized CET1' y i (%) Capital it app h
("-ié’g’é’é'g’ﬂ" | Ahead of upcoming rule changes:
i Stdi1e% continue current capital
L Advi127% ! 12.2%+

1M.7%+

SCB?

Regulatory
Buffers

GSIB?

Minimum
Requirement

Current 1Q23 1Q24

Note: Forfootnoted nfermatin, efer . slide 20

strategy

SCB may be skewed higher

The evolution of rules will drive
future optimization and balance
sheet mix

@ GSIB to remain at 4.5% at 4Q22

12.5-13.0% CET1 target at 1Q24

JPMORGAN CHASE & Co.




Strong capital generation and a resilient balance sheet positions us well for the future

Well iti to weather further capital volatility...

...across a range of sc

lllustrative evolution of CET1 ratio through 1Q24

[ O'oenic capial generation
Analyst (netincome, less dividends?)

estimates’ | ] RwA growtn

Each illustrative example below equals
~25bps or ~$4.5B of CET1

. 128%
11.9%
r 11.7%+
1.2 ooy
]
1022 1023

Note: Forfootnoted nfermatin, efer . slide 20

m ~100bps of rate sell off
~$6B credit reserve build

ﬁ ~$40B in RWA growth

Higher SCB requirement

JPMORGAN CHASE & Co.




~17% ROTCE remains our target and may be achieved in 2022

@ Complete

Promotes more engagement and
deepening of relationships with

@ Global

Allows us to serve more clients

~17%

customers ROTCE! target everywhere
$56B+
@ Diversified 2022 NIl ex. Markets?3 ﬁ At Scale
~$77B

2022 Adj. expense*

12.5-13.0%

CET1 ratio at 1Q24

Offsets margin compression through
volume growth and facilitates synergy
realization

Supports more stable earnings in any
operating environment

P Y s e N e —
=== =)

® JPMORGAN CHASE & Co.
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Notes on non-GAAP financial measures

1. In addition to analyzing the Firm's results on a reported basis, management reviews Firmwide results, including the overhead ratio, on a “managed” basis; these Firmwide managed basis
results are non-GAAP financial measures. The Firm also reviews the results of the lines of business on a managed basis. The Fir's definition of managed basis starts, in each case, with
the reported U.S. GAAP results and includes certain reclassifications to present total net revenue for the Firm and each of the reportable business segments on a fully taxable-equivalent
basis. Accordingly, revenue from mvss(menls that receive tax credits and tax-exempt securities is presented in the managed results on a basis comparable to taxable investments and
securities. These financial to assess the of revenue from 10-y! arising from both taxable and tax-exempt sources. The corresponding
income tax impact related to 131('5%9"1}” items is recorded within income tax expense. These adjustments have no impact on net income as reported by the Firm as a whole or by the lines
of business. For a reconciliation of the Firm's results from a reported to managed basis for the full years 2019, 2020 and 2021, refer to page 58 of JPMorgan Chase’s Annual Report on
Form 10-K for the year ended December 31, 2021 (2021 Form 10-K). For all other periods presented, refer to the Explanation and Reconciliation of the Firm's Use of Non-GAAP Financial
Measures disclosure in JPMorgan Chase’s Annual Report on Form 10-K for each respective year

2. Inaddition 1o reviewing net interest income (*NII') on a managed basis, management also reviews these metrics excluding CIB Markets (‘Markets”, which is composed of Fixed Income
Markets and Equity Markets). Markets revenue consists of principal transactions, fees, commissions and other income, as well as net interest income. This metric, which excludes Markets,
is a non-GAAP financial measure. Management reviews this metric to assess the performance of the Firm's lending, investing (including asset-liability management) and deposit-raising
activities, without the volatility associated with Markets activities. In addition, management also assesses Markets business performance on a total revenue basis as offsets may ocour
across revenue lines. For example, securities that generate net interest income may be risk-managed by derivatives that are reflected at fair value in principal transactions revenue.
Management believes that disclosure of this measure provides investors and analysts with an alternative measure to analyze the revenue trends of the Firm. For a reconciliation of NIl from
reported to excluding Markets for the full year 2021 and the first quarter of 2022, refer to page 59 of JPMorgan Chase’s 2021 Form 10-K and page 16 of JPMorgan Chase’s Quarterly
Report on Form 10-Q for the quarter ended March 31, 2022, respectively

3. Tangitle commen equlty (TGE), etum on tanglle carmon eqiy (ROTGE?) and tangible book vale per shere (TBVPS'), s each ron-GAAP fianciel measures. TCE reprosents the
Firm's common equity (ie., total equity k tock) less goodwill and identifiable intangible assets (other than morigage servicing rights), net of related
deferred tax liabilties. ROTCE measures the Firm's net income applicable m common ecuty a5 a percentaga of average TCE. TBVPS reprasents ihe e TCE at perioc-énd civided by
common shares at period-end. TCE, ROTCE and TBVPS are utiized by the Firm, as well as investors and analysts, in assessing the Fim’s use of equity. For a reconciliation from common
stockholders' equity to TCE for the full years 2019, 2020 and 2021, refer to page 60 of JPMorgan Chase's 2021 Form 10-K. For all other periods presented, refer to the Explanation and
Reconciliation of the Firm's Use of Non-GAAP Financial Measures disclosure in JPMorgan Ghase's Annual Report on Form 10-K for each respective year

4. Netincome and ROTCE excluding the Firmwide credit reserve release/build are non-GAAP financial measures. The credit reserve release/build represents the portion of the provision for
credit losses attributable to the change in allowance for credit losses. Management believes these measures provide useful information to investors and analysts in assessing the Firm's
results

5. Adjusted noninterest expense, which excludes Firmwide legal expense, is a non-GAAP financial measure. Adjusted noninterest expense excludes Firmwide legal expense of $426mm for
the full year ended December 31, 2021. Management believes this information helps investors understand the effect of certain items on reported results and provides an altemate
presentation of the Firm's performance

® JPMORGAN CHASE & Co.




Notes on slide 3

Slide 3 - Leading client-centric franchises with hare gains

Federal Deposit Insurance Corporation (FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Includes a $18 deposit cap for market share. Includes all commercial banks, savings banks,
and savings institutions as defined by the FDIG

Represents general purpose credit card spend, which excludes private label and Commercial Card. Based on company filings and JPMorgan Chase estimates

I the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Cammunity Banking. Prior-period amounts have been revised to conform with
the current presentation

Based on 2021 sales volume and Ioans outstanding disclosures by peers (American Express Company, Bank of America Corporation, Capital One Financial Corporation, Cltigroup Inc. and Discover Financial
Services) and JPMorgan Ghase estimates. Sales volume excludes private label and Commercial Card. American Express reflects the U.S. Consumer segment and JPMorgan Chase estimates for American Express'
UsS. small business sales. Loans outstanding exclude private label, American Express Charge Card, and Giti Retail Cards

Barlow Research Associates, Primary Bank Market Share Database as of 4021. Roling 8-quarter average of small businesses with revente of more than $100,000 and less than $25mm

Dealogic as of January 3, 2022

Goalition Greenwich Competitor Analytics. Share is based on JPMorgan Chase's intemal business structure and revenues; rank is based on Coalition Index Banks. 2021 excludes the impact of Archegas

Coalition Greenwich Competitor Analytics. Reflects Global Firmwide Treasury Securities business (Corporate & lnvestment Bank and Commercial Banking)

Based on third-party data

1SS Market Intelligence Simfund retrieved February 10, 2022. Excludes Index, Fund af Funds, and Money Market Funds

Al gl tarkings, th sssloned pasr calsgories sedthe 5 the fund Quartile rankings are based on the net-of-fee absolute return of each fund. The data providers
re-denominate the asset values into U.S. dollars, This percentage of ass based on ted peer rankings at the share class level for U.S.dor ta
primary share Giass love (o reprosent o quartle ranking o (ha UK.« Luxamnuurg and Hoog Kong funs and ot ms fund level for all other mnm. The p dlaes; 2 cefioad 22 C European
inds and Acc share class for Hong Kong and Taiwan funds. In case i defined are could have been
ferertf ol hars l s Woide he ekl Pt pemrmance e el et ol iine st Eecive September 2021 e o et nged the peer group rankmg source from Lipper 10 Morningstar

icipal and Investor Funds) an finds to better align these funds to the providers and peer groups we believe most appropriately reflects their competitive

osllnsing: Tois chige may sou ey r cevarsaly s, Sobamtally s costn o auerilorankigs forove o or@ of tees S o compmt i o v s o f Lot i
Teporing perod or fuure 16poying parods. T source fo determining o ankings fo al G 1nds remains the same. The P
own and are based on internal investment management structures

Euromoney

Represents JPMorgan Chase revenue from products and market to Commercial Banking clients
Represents product revenue excluding deposit net interest income

S&P Glabal Market Intelligence as of December 31, 2021

Refinitiv LPC, full year 2021

w JPMORGAN CHASE & Co.




Notes on slides 4-5

Slide 4 — Our complete, global, diversified and at scale franchise delivers for clients in all e

1

LRSS

8

See note 1 on slide 16
Prior-period amounts have been revised to conform with the current presentation

Revenue posed of income and revenue

All numbers are as of December 31, 2021 unless otherwise noted

Reflects the last twelve months for the period ending March 31, 2022. Total payment volumes and transactions reflect Consumer and Small Business customers' digital (ACH, BillPay,

PayChase, Zelle, RTP, ExternalTransfers, Di

Based on Firmuide data using Regulatory reporting guidelines as prescribed by the Federal Reserve Board

Slide. which has led to strong absolute and relative performance over the last decade

1

> o osowon

Adjusted net income and ROTCE excludes $2.48 from net income in 2017 as a result of the enactment of the Tax Cuts and Jobs Act
See note 4 on slide 16

See note 1 on siide 16

Peers include Bank of America, Citigroup, Goldman Sachs, Morgan Stanley and Wells Fargo

See note 3 on slide 16

Represents the daily average share price over each year

| Wires), non-digital {Non-digital Wires, ATM, Teller, Checks) and credit and debit card payment outflows

JPMORGAN CHASE & Co.




Notes on slides 7-11

Slide 7 - Fortress risk and control are non-negc
Know your customers (KYC’)

Anti-money laundering ("AML")

Paycheck Protection Program (PPP")

On a dollar basis

Since March 13, 2020

~$90B represents the December 31, 2021 balances far accounts provided payment relief, including those currently enrolled in relief and those who have exited relief. Includes Auto DCS
and residential real estate loans held in Consumer & Community Banking, Asset & Wealth Management and Corporate

7. Reflects 2021. Credit provided to clients represents new and renewed credit, including loans and commitments

S SRR

Slide 8— Advancing a sustainable and inclusive economy remains a core priority
1 Refer to our 2021 ESG report for additional detail

Slide 9 - We expect NIl to build throughout the year to a 4Q run rate of $66B+
1 See note 1 on slide 16

2. Seenote 2on slide 16
3 Outlook is based on implied rate curve as of May 17, 2022

Slide 10— Our 2022 expense outlook is unchanged at ~$778

1 See note 5 on slide 16

Slide 11 — We continue to invest in strengthening and growing the Firm
1. Total acquisition expense increase is $0.7Bin 2022

2. Otherincludes investments associated with the company's real estate expenses and selected LOB-related acquisition expenses. Corporate is excluded from the 2022 chart as amounts are
immaterial

" JPMORGAN CHASE & Co.




Notes on slides 13-15

slide 13— The regulatory capital environment is in transition
1. Common Equity Tier 1 (‘CET1")

2. Siress capital buffer (‘SCB’)

3. Global systemically important bank (‘GSIB") surcharge

Slide 14 — Strong capital generation and a resilient balance sheet positions us well for the future

1 Represents the median consensus of research analyst estimates as of May 19, 2022
2 Dividends include common and preferred stock dividends

Slide 15 = ~17% ROTCE remains our target and may be achieved in 2022

1. Seenote 3onslide 16

2 See note 1 on slide 16
3. Seenote 2on siide 16
4. See note 5 on slide 16

JPMORGAN CH
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We deliver technology at a global scale

60mm
$10T Cistomers ~11B

of payments processed o annual digital

per day / ) logins

40B

security events
collected per day

55k+

technologists

. 7 4
>500PB ~6.4k
f total dat: ducti
Stored 2.7mm pplcations
virtual CPUs

JPMORGAN CHASE & Co.
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Our technology strategy is aligned to business priorities

oDeliver best-in-class products, platforms and e gthen our soft a Unlock the power o Protect the firm and

and infrastruct; of data our

‘Customer and client Product and platform

Drive software Embed data and
development insights into
excellence everything

Modernize Proactively defend

technology

experiences development against cyber threats

m Deliver m Rapidly release high ~ ®  Break monoliths m  Enable engineers m  Experiment at = Embed security
differentiated quality products to into modular and with best-in-class scale by making and privacy into all
experiences to all enable new business API-driven tools to maximize data rapidly our products and
that we serve growth architecture productivity available platforms

= Accelerate digital = Maximize = Accelerate adoption = Bring engineering = Accelerate AlIML = Develop seamless

ion of all ies of of elastic compute closer to the delivery through controls to reduce
business processes scope and scale in public and private customer to model reuse and friction around new
from strategic cloud maximize automated controls tech adoption
platforms effectiveness

JPMORGAN CHASE & Co.




Our expense growth is driven by investments

Total technology expense ($B)

+6% CAGR

/ $1.1 $14.1 CAGR
505 2019-22
$12.5
$11.7
1%
A Wage infiation +§0.5
Investments / A Volume related +$0.2
Change the bank v Internal efficiencies ($0.3)
Run the bank o
2019 2021 Structural / Investments 2022
volume related
Note: Tolas may not sum due 16 (ounding 3

Investments by strategy, 2022
Products, platforms and experiences (largely in 5418
the business)
Modernize technology and software
development excellence

Unlock the power of data

Protect the firm and our customers
Total

Fully loaded investments by LOB, 2022
ciB

ccB

AWM

cB
Total

Run the bank includes
Infrastructure
Software licenses

Application and production support

JPMORGAN CHASE & Co.




We have held run the bank expense relatively flat, while volumes have doubled

Total technology run the bank expense ($B)

+2% CAGR

Total infrastructure run
$7.4
the bank expense
! relatively flat

2015 2021

Compute and storage

volumes have more than
doubled

2019 2022 2015 2021

JPMORGAN CHASE & Co.




o Deliver best-in-class products, platforms and experiences

Our $4.1B investment across the businesses will directly drive returns

Select examples

Consumer &

Community Bank

Corporate &
Investment Bank

Asset & Wealth
Management

Commercial Bank

Q

5]

Customer and client experiences Product and platform development

Chase.com and mobile app that engage our 60mm digitally
active customers

Leads, customer insights and scripting for our bankers,
advisors and relationship managers

eTrading platform to support clients with the ongoing growth of
electronic execution

E-commerce capabilities (Wallet, Express Checkout, Embedded
Banking) to focus on Marketplaces and SMB

AM Morgan Suite enabling $1T+ in digital / self-service
transactions

Best-in-class sales enablement tools and data analytics for
bankers

Middle Office workflow automation, cycle time improvements
and lower cost to serve

C and Small i y
$5T of annual payments volume
Personalization engine that powers one-to-one personalized
experiences across our channels

platform supporting

Real-time and faster payment capabilities deployed to clients
globally by Graphite

Glass platform to provide liquidity and account services such as
wallet, virtual accounts, sweeps and pooling

New PB advisor tools for client prospecting and solutions
recommendations

Comprehensive payments solutions for our real estate dlients
Cloud based, client-focused data platform

JPMORGAN CHASE & Co.




o Strengthen our software development capabilities and infrastructure

We are modernizing our infrastructure and applications to increase speed,
resiliency and drive cost efficiency

our i ‘While delivering value...

Refactor applications to optimize cloud adoption (public & private)

Replace applications with industry-leading Saa$ solutions On-demand infrastructure capacity

Application
Modernization

Build cloud-native core banking systems

- ission redundant applications, 2,200 complete

Reduction in hardware
0
) >95% provisioning time

Enable multi-cloud strategy to access best capabilities and mitigate lock-in
risk.

o Built highly secure private cloud platform
Infratricire o Enabled one public eloud provider, two more in progress

Modernization 5 30%+ of total infrastructure spend is in cloud (~50% incl. virtual 15-20%, 'niesuctire cost
servers) efficiency

Optimize current footprint, consolidating from 33 to 17 global data centers
by 2025

JPMORGAN CHASE & Co.




o Strengthen our software development capabilities and infrastructure

Our software delivery tools drive productivity and speed to market

Automate and streamline software delivery Platform capabilities... ... to achieve business outcomes
40k y’ E tin-cl iies (e.g., ML
engineers \ Enablement | forimproved code quality) 200/
using platform 0
Faster delivery of product
features
Speed of Automation of security and quality
30k Controls controls to reduce risk
monthly \
production /
releases Current 2022 £} Operational | Predictive analytics for buid T
Applications leveraging £} Excellence | success rates and testing suffiiency
modern engineering 0,
tocls ~10%
600mm+ Improved engineer
lines "fI::a o ) 13 Easeof Flexibility to integrate new tools as productivity
it Lf'.l : Integration ecosystem evolves

) JPMORGAN CHASE & Co.




o Strengthen our software development capabilities and infrastructure

Three examples that demonstrate the value we have realized

Price, Trade & Risk Platform

Foundation of our Markets business completing
billions of risk calcufations daity

Refactored monolithic application to
modern cloud-native platform to
provide capacity on-demand

o 30% reduction in risk calculation times
&y ~80% reduction in calculaton cost per hour

Autonomously expand compute footprint from 0
to 14k then back to 0 to adapt to market demand

CHASE ) chase.com Migration

Serving all digital customers with continuous feature
enhancements, security and 24x7 availability

Refactored to multi-cloud
architecture to enable performance,
speed of feature delivery and
automation

[l >99.99% availabily with atomatic ailover

(7R  >50% reduction in runtime costs

@ 100% customers supported by 2022YE

Servicen \WA ServiceNow Adoption

Firmwide platform deilvering digital workflows and
unlocking enterprise efficiencies

Rationalized 24 applications with

industry leading Saa$S platform to

replace non-modern systems and
increase productivity

Nearly $50mm in savings since 2019

Single largest collection of integrated
reference data for the firm

80% increase in employee experience when
ordering workplace technology services

m @

JPMORGAN CHASE & Co.




o Strengthen our software development capabilities and infrastructure

Modernizing technology and software development excellence will drive cost
efficiency across the total spend and slow our expense growth

Total spend breakdown

Opportunity levers Opportunity size

Engineering

Product, design, application
support, and other

Infrastructure and software

Total Spend ($8)

Software development excellence

® Improve engineer capacity through agile adoption
and elimination of non-value adding activities
) ~10%
(]
in productivity and cost
efficiency

m  High levels of automation (testing, release,
production support) and streamlined software A
delivery through our platforms

15-20%
in infrastructure Gost
efficiency

Modernize technology

= Increase utilization of cloud and reduce data center
footprint

®  Break monolithic applications into modular and API-
driven architecture to improve cost elasticity

< ~$1.5B ) inpioduciviiy and cost efficiendies aver thanext 5 jears

JPMORGAN CHASE & Co.




o Unlock the power of data

Our Al platforms will drive speed-to-market and enable adoption at scale

We are seeing high impact from our Al investments Build strategic and emp our 1,000+ data

$ impact per $ spend
We are ing the two biggest in delivering Al at scale...

$1B+ in business

impact projected RECHEIEE LB« Manage data-as-a-product to Majority of
by 2023 Lifecycle make it easier to consume and firmwide
combine with other data analytical data
Make data i
20 2023 PP el - Move data to public cloud for guallable In.roal
and 2 greater scale and elasticity time
Select examples
Equities Trading (Flow Trader) Fraud Risk Modelling
Utilizing Al to deliver faster quotes to Identifying fraudulent transactions o
clients with Al to reduce losses Al Model Dedicated training data
management platform
Lifecycle o 70% faster
/ A Reduce friction in model model speed-o-
Improve data development process market
scientist productivity "
Fit-for-purpose policies and
Quote Up to 80% time Fraud | o0 nomm [eduction since A o‘oﬂlru\z e
Time improvement Losses 207"

"Wolumes up 50% in the same time period JPMorcAN CHASE & Co.
ey, JHASE ;




o Protect the firm and our customers

We have maintained consistent cybersecurity investment through a dynamic
threat and regulatory environment

Investments in controls and automation... enabled us to support increased volume / growth ...  while maintaining steady cybersecurity spend ($mm)

Dynamic global cybersecurity
defense to anticipate and prevent
threats and prioritize incremental
investment

Maintain cybersecurity posture and
trust against evolving technology and
business demand

Deliver security-as-a-feature by
enhancing security, privacy and fraud
capabilties within our products

Remove friction through sustainable
control patterns and automation

Proactively adapt with evolving
public policy, regulation and
ecosystem changes

Security data
processed per day 2%
CAGR

.

2019 2022

Application vulnerability
‘scanning

:

2019 2022

Devices secured and
monitored

a

2019 2020 2021 2022
2019 2022

JPMORGAN CHASE & Co.




We are well positioned to differentiate ourselves with technology

o 2] (2] o

Deliver best-in-class Strengthen our software Unlock the Protect the firm and
products and experiences to | | development capabilities and power of data our customers
customers infrastructure

[(?3 Al

~$1.58 in productivity and cost
efficiencies over 3 years

Positive § return in business value >$1B in business impact Faster response to new threats

Share gain and revenue growth 20% faster delivery of product 70% faster delivery of production Al

through innovative solutions features models Secure and private by design

JPMORGAN CHASE & Co.
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We have a consistent set of strategic priorities

Grow households and better serve customer
needs to be the bank for all

@ Drive engagement through experiences that
customers love

@ Leverage data and technology to drive
productivity and agility

Protect our customers and the Firm through a

strong risk and control environment

@ Be the place where everyone wants to work

Achieve bes!

class financial performance

Deepen relationships with customers — with a focus on investments in Wealth Management and lending
Deliver compelling value propositions across customer segments

Improve to better serve

needs — including our new Commerce platforms
Create true omni-channel experiences to amplify the value of our human and digital channels

Optimize channels, products, and platforms to deliver customer and business value
Modernize applications, infrastructure, and data to future-proof the business

Drive disciplined risk, controls, and governance processes

Leverage ovur risk platforms as responsible growth engines

Build high-performing diverse teams where culture is a competitive advantage
Be known as a company that serves customers, communities, and each other in a first class way

Operate resilient businesses with best-in-class returns
Scale core businesses and invest for long-term growth

JPMORGAN CHASE & Co.




We have grown our core franchise and maintained strong financial results

Business growth’

Gustomer balances

Financial metrics

CCB households (mm)

2019

+8%
+21%
+25%
+11%
+28%
+55%

66.3

2021

‘Consumer Banking households

Business Banking deposit clients

Wealth Management accounts

Credit Card new accounts

Auto loan and lease originations

Mortgage originations

Average deposits ($B)

$1,055

$698 -
2019 2021

Client investment assets ($B)

718
$501 -$
2019 2021

Average loans ($B)

(9%) >

$478

L 2019 2021

.
2 Refer o sice 68

/ Revenue ($B)

-$55.1 $50.1
2019 2021
Expense ($B)
3% >

$28.3 $29.3

2019 2021

ROE ex. LLR?

30% 26%

I

2019 2021 /

JPMORGAN CHASE &Co.




We are driving core growth in the business

CCB revenue ($B)'
$55.1
$2.7 S0.5 $50.1
rrrrrrrr LI s06) | Net interest income ($B)
(87.7) : - ;
A Net margin expansion across lending 2021 actual: $32.8
¥ Card renewals & refresh
W Overdraft policy changes
v 5 - 2022 Outlook: ~$38
i A Deposit & investment growth
i A Home Lending production T~$5vs. 2021
| ¥ Card deleveraging
4Q22 Outlook (annualized): ~543
N~$10 vs. 2021
2019 Macro rate Volume: Revenue margin®  MSR / Other” 2021
§ Tl ey o i ) JPMORGAN CHASE & Co.

2 Exc
3 MSRIOthar primarly ralcts 2 netloss in MSR isk managemani results




We are investing to drive future growth

CCB adjusted expense ($B)"?

523
02 gz S0 s22  ~sos SO [ |
s:82 o eI et N
2019 Volume- & Structural Investments 2021 Volume- & Structural Investments
evence. eveue.
related related

o 0 exclud logal expense. Refer o side 68
iy ok sum de 01

~$32

2022
Outlook

Cumulative 2019-2022 change (3B)?

Volume- & revenue-related
V¥ Auto lease depreciation
A Core volume growth
A Salesforce incentives

Structural
A Wage inflation

Investments

Total adjusted expense!

~($0.4)

JPMORGAN CHASE & Co.




We delivered strong returns and efficiency relative to peers, while investing for the future

CCB returns are higher than peers, and our overhead ratio is in line...

Metrics reflect 2021 as reported
Business mix!  Competitor ROE ex. LLR? Overhead ratio?

Banking-centric

Peer 1 13% 71%
Feer2 25% 57%
ccB 26% 58%
Peer 3 62%
Peer 4 N/A 51%
Peer 5 N/A 62%
Badoonilly T ETC N/A 76%

o s o s

H

...including within our two largest businesses

B

64%

Peer 2 - CBB
Comparable

50%

Peer 4 - Card
Comparable

& Business Banking (CBB)
Overhead ratio comparison?

]
i
67% 579 !
i
i

cBB CBB - Adjusted for
deposit margin®

Card

Overhead ratio comparison?

>40%

39%

Peer 4 - Adjusted Card
for marketing spend”

JPMORGAN CHASE & Co.




We are generating operating leverage in the business

We have ir i 'y p! to reduce
cost per account... ...by generating operating I ge and productivity across our largest businesses
Total expenses (excluding investments) o @ Shift to digital
per CCB account! Branch ——_ (12% _l | self-serve
network cost Branch
T @) e Basing consolidations
checking account? $n Wage
Eﬂﬁ inflation
2017 2019 2021

¢ 25% in CBB households per branch

ﬂ Shift to digital
b | self-serve

< (36%)
card —— TR [
Operations & Fraud rate
Fraud cost 85 Wage
card e
perGardaceoun ﬂﬁﬂﬁ inflation
2017 2019 2021
2017 2019 2021 * 37 % in Card call volumes per account

. JPMORGAN CHASE & Co.




From 2019-2022, we are investing an incremental $3.3B to strengthen and grow the franchise

CCB investments ($B) represent $7.5B of $15B in total Firmwide investments

@ Return profile

Commerce $0.g| ™ Deal integration & amortization (oxLoyalty, Frosch) 6 year
ARG il m Travel platform operating expenses payback?
Growth _| (soss 212
Businesses Wealth Ko it 4 year
Management $0.4| ® Advisorhiring break-even
Branch o | ®New builds in expansion and mature markets Syou
Distribution' —  Network ® Banker hiring break-even
s Note: marketing investments
Marketing  $2.2 : chu:mcns &deepening . ert o $6.98 totst gross 2.3x ROP
" randing marketing expense
m Channels, products, and platform development
Technology & Product ‘ ® Applications, infrastructure, and data modernization o nexlpago

2019 2022 Outliook

>50% of CCB investments (excluding tech & product) will be re-decisioned or moved into run-rate next year

) JPMORGAN CHASE & Co.
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We continue to deliver customer and business value as we modernize our technology

Technology and product investments ($B) Impact being driven by our (select
m Tech product develop t: Deliver experience: love
$2.8 Channels (~10% spend) Products (~30% spend) Platforms (~60% spend)
$0.4 Digital channels: ~18% reduction | Wealth Plan: Launching new Account Opening: >65% of all
in Card and Retail call volumes per | omni-channel wealth planning accounts opened digitally in 2021
account vs. 2019 platform
IVR': 70%+ resolution of customer | Payments: Support >$5T in Sales Optimization: +20%
service calls payments volume productivity per banker in 2021 vs
2017
ffu“:ﬁ Tech modernization: Improve speed and quality to help future-proof the business
Tech product CCB Infrastructure Applications Data
development tech - —
New data centers: 100% | Chase.com: >99.99% availability Cloud migration: >80% of data in
mainframes migrated, >20% faster | expected after migrating all traffic to = scalable ML environments, target
performance multi-cloud architecture 50% in public cloud by YE 2023
Tech Cloud-based ~35% Mobile & Web: >75% of AlIML programs: deliver
modernization of spend on scalable infrastructure, | components can be built $500mm+ gross value in 2022
~30% more changes vs. 2020 autonomously

2019 2022 Outlook

~50% of 2022 tech product development investment? pays back within 5 years

s by o NG JPMORGAN CHASE & Co.




We have consistently driven core growth and strong returns over the long term

Consumer & Community Banking - 10-year performance'?
— CCB ROE ex. LLR?® $21.6
== CCB pretax income ex. LLR ($B)?
9 GR
Fed Funds Effective Rate? 5% CA $18.1

ccB (mm): 2% CAGR 66.3
$1,066 Client ($B)*: 8% CAGR $2,207
7% (#3) Retail deposit share (%)%:  +320bps 10.3% (#1)
20.5% (#2) Card sales market share (%)’ +190bps 22.4% (#1)
6.2% (#3) BB Primary bank share (%)%: +300bps 9.2% (#1)

\ JPMORGAN CHASE & Co.
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We are pursuing strategies to be the bank for all, extend our presence, and grow wallet share

We have clear objectives...

ing from a position of

Consumer & Business Banking
Extend our leadership position

i

Branch Network
Extend and optimize presence
to cover ~85% of the U.S. population

%

Wealth Management
Serve more of our clients’
investment needs

For footnoted informatian, refor 1o side 72

#1 Consumer & Business Bank based on retail deposits*®
#1 Business Bank based on primary relationships?

>50% multi-product among Consumer Bank primary
relationships®

1! bank in all lower 48 states with ~4,800 branches
#1in 8 of the top 50 markets and top 3 in 23!

Record high customer satisfaction in branch channel*

~4,700 advisors across multiple channels
>85% of new investors referred by bankers®
1in 2 U.S. affluent households are Chase clients®

...by

ing key

Increase share of younger and low-to-
moderate income segments

Capture more wallet share with affluent
and small business clients

Continue to deliver new and improved
customer experiences

Optimize branch network in mature markets

Extend branch network in high opportunity
markets.

Tailor local execution to serve client and
community needs.

Grow advisor base to serve more clients
Strengthen self-directed investing

Launch new remote advice channel and
omni-channel wealth planning platform

JPMORGAN CHASE & Co.




4% Wealth

We have continued to drive customer growth across Consumer & Business Banking

Consumer Banking deposit households (mm)'
T R S

Younger generations are
& growing share of our
customer base: Millennial
and Gen Z now represent
45% of the total

2017 2019 2021
Retail deposit share? (rank)  8.9% (#3) 9.1% (#3) 10.3% (#1)
Avg. deposits ($B) $498 $535 $772
Debit card sales ($B) $263 $314 $414

Business Banking deposit clients (mm)'

2017 2019 2021

Primary bank rank® #3 #1 #1
Avg. deposits ($B) $121 $136 $226
$24 $22

Avg. loans (ex. PPP) ($B)* $23

In 2021, we grew to $1T in deposits and became the leading retail bank

For footnoted informatian, refor o side 75
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cBB “=Branch || iZWealth

Chase banking customers use a comprehensive set of solutions to make the most of their money

Services ilable to C; &

CBB customer engagement with select services

Account Access & Management

« Checking accounts  + Direct deposit - Digital wallets
 Govings soomints - Adsiiangs from bankers - Maplle chesk deposis >46mm ~70%
+ Overdraft protection  + Call center service + ~4,800 Chase branches i
mobile-active
« Paperless statements + 24/7 IVR service + Over 16,000 ATMs CCB customers’ _‘7"?“5‘0’“9’5
+ Account alerts + Chase mobile app « Access to non-Chase ATMs —_— visited a branch?
(M35% vs. 1Q19)
Security Payments
+ Pay people & businesses with Zelle
+ Debit card fraud monitoring + Bill payments
+ Fraud alerts + Money transfers >23mm ~35
+ Replacement debit cards + Debit cards moriFiy ek
« Rushed replacement cards o Ol active Zelle customers Y
+ Account monitoring « Cashier's checks / money orders (30% vs. 2019)° transactions per

+ Same-day wire transfers active customer*

Small Business Financial Health

+ Financial health and planning tips
Spending summary

Automatic savings tools
Budgeting tools

Credit score checks

Financial education workshops
Banking account access for kids

o toinoed nrmaton, o o side 74 JPMORGAN CHASE & Co.

Additional services specifically for
business cients:

+ Check monitoring for businesses
+ Insights for businesses

+ Employee deposit cards

+ Education content for businesses

>50%

of mobile-active
customers use our
financial health tools®

0,

~20%

of customers met
with a banker®




cBB “Branch || 35Wealth

We are tailoring value propositions to meet the distinct needs of customers across segments

Select of our segment g
Youth and Families oderate Income Affluent

Launched Chase First [E==== ] Scaled Chase Scaling Private Client by focusing on affluent
Banking to address M;:chm Tlg e Secure Banking —a client needs for elevated service and benefits
family needs for parental e low-cost, no overdraft
control and financial | == = —=| banking product “ PRIVATE CLIENT
sucation Launched Slate Edge 4P
October 20 uly 21 to help customers
Launch Leingli improve credit

Chase First Banking accounts Chase Secure Banking accounts # of Private Client households with

deposits and investments

& o

Launch April 2022 Legacy Product April 2022 2019 April 2022
(October 2020) (March 2019)1

JPMORGAN CHASE & Co.
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BB [ mBranch || Eiwealth

We help small business owners start, run, and grow their business

Select of our small

Larger, more complex businesses Industry segments (e.g., retailers)

Smaller, less complex businesses

I

Offering Business Extending client Harnessing the
Cﬂ:’\F{l‘E!G Sﬂl;kl"g |Dn Business coverage and ) CHASE O 1 BUSINESS®  Power of our unique
make i easier for smal Relationship improving experience Customer Insights §a$a assets to deliver
business owners to to better serve our July 21 Launch insights that help our
access the services they Managers larger clients’ diverse clients grow their
need set of needs business

October 20 Launch

% of new Business clients that are Total clients covered by Business

multi-product! Customer Insights Portal

Legacy Product Chase Business 2019 2021
Complete Banking Record high NPS? in 2021

Relationship Managers
E S —

Shopping
behavior

Purchasing frends

1 ot st oDt ond s o JPMORGAN CHASE & Co.
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We have strengthened our omni-channel model to better serve our customers’ day-to-day needs

DI x 2 Self-service Assisted
Tr mix for C & Banking | A

Deposit account opening

% of accounts

Servicing

% of transactions
Call
Branch

- ~70%
~45% igita

Money movement

% of transactions

Branch
~90%
Digital

Digital

2019 2021 2019 2021 2019 2021

We improved customer satisfaction in digital channels by >10ppts since 2019,
while achieving record high customer satisfaction in branches’

1, Ghanmel salisfactan measured by OSAT. Qveral salisfacion (OSAT') is measured an a scal of 1 0 10, Score caculated a3 snare of

4 - JPMORGAN CHASE & Co.
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4% Wealth

Our primary relationships are satisfied, loyal, and engaged

Consumer Banking

~80%

of Chase Consumer checking
households partner with us as
their primary bank’

These households:

Are satisfied
Are loyal

Are engaged across products

For footnoted informatian, rfor o side 75

>75% would recommend Chases

~98% retention rates

>50°A) multi-product usage®

Business Banking

%

~

70%

of Chase Business Banking
clients choose us for their
primary operating account?

These clients:

Are satisfied
Are loyal

Are engaged across products

#1 in Customer Satisfaction
in Small Business Barking in the Northeast and West Regionst

~95% retenton rates

~209,
80% are also Consumer Bank customers

JPMORGAN CHASE & Co.
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Looking ahead, we will continue to earn the right to be at the center of our customers’ financial lives

C:Z Extend distribution to cover more of the U.S.

population m Customer engagement

Across customer segments and
digital and human channels
Enhance customer experiences to close capability

gaps and eliminate friction across channels I Household growth

Faster than the industry, driven
by share gains with younger

@j@ Build new products and services to provide more and less affluent customers

value for Chase banking customers
Share of wallet
In particular with affluent and

Tailor value propositions to meet distinct needs across
small business clients

customer segments

We expect deposits to be flat to modestly higher for the remainder of 2022
JPMORGAN CHASE & Co.




We are pursuing strategies to be the bank for all, extend our presence, and grow wallet share

We have clear objectives...

ing from a position of

..by ing key

Consumer & Business Banking
Extend our leadership position

#1 Consumer & Business Bank b

#1 Business Bank based on primary r

>50%

/o multi-product a
relationships

smong Consumer Bank primary

Increase share of younger and low-to-
moderate income segments

Capture more wallet share with affluent
and small business dlients

Continue to deliver new and improved
customer experiences

m

Branch Network
Extend and optimize presence
to cover ~85% of the U.S. population

1! bank in all lower 48 states with ~4,800 branches
#1in 8 of the top 50 markets and top 3 in 23’
Record high customer satisfaction in branch channel*

= Optimize branch network in mature markets

® Extend branch network in high opportunity
markets.

u Tailor local execution to serve client and
community needs.

Wealth Management
Serve more of our clients’
investment needs

~4,700 advisors across multiple channels

>85% of new investors referred by bankers

1in 2 U.S. affluent households are Chase clie

Grow advisor base to serve more clients

Strengthen self-directed investing

Launch new remote advice chann
omni-channel wealth planning

and
atform

For footnoted informatian, refor 1o side 72
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Our branch network is a core strategic asset

Our branch network is a key driver of...

I L 1 1

[of i ion and isition across 1 Providing exceptional customer service Serving more customer needs
Digital account production per 1k HHs! | Balance by customer channel | ( Productivity per banker
engagement behavior?
Branch- m
Digitally- centric
centric
Multi-channel
Out-of-footprint Mature markets 2017 2021
® Chase branches open the majority of new- ®>75% of our balances are held by ® ~25Y% of Chase branded cards were opened
to-Consumer Bank relationships customers who regularly use our branches in branches in 2021
®Branch proximity remains a key reason why = Branch satisfaction hit a record high in u Banker referrals to One Chase partners
customers choose a bank across channels | 20213 | are up ~20% year-over-year

JPMORGAN CHASE & Co.
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Branches are increasingly serving as hubs for relationship development

Our bankers have transitioned to an ...enabling our integrated team of experts to identify and serve more client needs over
r i ip model... time
Time spent on proactive customer outreach Integrated branch teams serve client needs

Wealth Business
Management Relationship
Advisors Managers
]
Invest for the future '~F Start a business

>85%

of first-time investors
from banker referrals’

>75%

of Business Banking dlients started
as Consumer Banking customers

2018 2021

= Up to a 30% lift in balances from analytics- Buy a home

driven lead optimization Home Lending __50 D/
= ~1.5mm Discover Needs client sessions Advisors o
L of consumer mortgage
since September ‘21 launch ariginations fram branches®

. SR—— JPMORGAN CHASE & Co.
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We are evolving our branches and tailoring execution to meet the needs of local communities

Our updated branch formats foster deeper

client g ...and we adapt our playbook locally; a key is our ity strategy
. —_—
Roles u~25 ﬁ:fr >150 E#=>100
Adapt proven integrated team model X . . 8
New to focus on building trust and financial Senior Business Community Home Community
Builds health in c Lending Advi: Managers
Community Centers
Harlem (NY) Minneapolis
Branch Formats Dallas New Orleans

Design Community Center Branches Akron Washington, DG

to facilitate community engagement Boston Houston:
Branch and promote financial health 2 i
Refresh Baltimore'

Community
; Engagement : i
Community g g
Centers Develoj
P tailored local objectives and > >
e e >1,000 36,000
distinct needs of underserved Businesses Financial health in home loan
commyrities mentored? event attendees? grants provided?3

W JPMORGAN CHASE & Co.
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We have a proven, data-driven approach to optimize and extend our branch network coverage

We are optimizing our branch network to align with customer ...and leveraging our proven local model to expand in high
demand in mature markets'...

opportunity

~850 total consolidations since 20172 >500 total new builds since 2017, including ~300 in new markets?

~$400mm in run-rate expense savings $20B incremental balances to date*

deposit share gain since 20173 xpecled new build break-even®

Mustrative markets®: ~ New York Los Angeles Chicago Ilustrative markets: DC Boston Philadelphia
Branch share® 16% 17% 13% Branch share® 3% 2% 3%
Deposit share 23.8% 19.3% 24.1% Incremental deposits $2.1 $16 $1.4

change since 2017 A 2.4 ppts A 4.5 ppts # 3.1 ppts since 20177 ($B) . . .
Branch count Branches opened
change since 2017 (148) (36) (58) since 2017 41 31 44

For footnoted information, ofa fo lide 77
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We have established a growth engine in our branch network for the next decade and beyond

Branch network by age cohort!
Average deposits per branch

As our branches <10
years mature, they would

10+ years .
i add an
|

incremental ~$140B
5-10 years in deposits?

0-5eas [N

Industry Chase

Average deposits per branch 2021 $116mm $199mm k:
% growth in deposits since 2017 35% 52%
% change in branch count since 2017 (9%) (7%)

We hold ~70% higher average deposits per branch relative to the industry
even as we have invested in opening new branches at a faster rate

[T ————— " JPMORGAN CHASE & Co.
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Looking ahead, our goal is not to have the most branches — but to have the right branches, in
more communities, serving the financial needs of our customers

Chase branch network coverage by state, 2017YE Chase branch network coverage by state, 2021YE

h = A

Coverage within Chase footprint!

~5,150 Branches ~4,800 Looking ahead: anead: | o 7 ‘
hiffe

61% U.S. population’ 79% L > 8 SOA) E‘}EE?D%,; 531/‘

68% Small businesses? 83%

$4.4T Addressable deposits® $7.47 -

~5,300 CBB households per branch ~6,600 ¢ 2 5% x:::::ms ‘

Forocinte o, o 510079 JPMORGAN CHASE & CoO.




We are pursuing strategies to be the bank for all, extend our presence, and grow wallet share

We have clear obj

%8

‘Wealth Management

Serve more of our clients”

investment needs

For footnoted information, o

ing from a position of

m ~4,700 advisors across multiple channels
m >85% of new investors referred by bankers®
m 1in 2 U.S. affluent households are Chase clients®

...by addressing key opportunities

® Grow advisor base to serve more clients
m Strengthen self-directed investing

® Launch new remote advice channel and
omni-channel wealth planning platform

JPMORGAN CHASE & Co.
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We have established a strong foundation to serve more of our clients’ investment needs

Full-service
Includes Chase Wealth Management
and J.P. Morgan Advisors

1

o 2.4mm
RN Accounts

$660B

Client Investment Assets

®

Qo

~4,700
XN

Advisors

Opportunity

: Chase affluent deposit clients have
>$4T of investments' with other providers

For footnoted information, ofa to lide B0

Self-Directed
J.P. Morgan Self-Directed Investing,
launched in 20182

ISl 1.3mm
Py ) Accounts®
$58B

Client Investment Assets?

>16mm

Trades

A

=\

Opportunity
z Chase has ~60mm digitally active customers*

JPMORGAN CHASE & Co.
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There is tremendous value to operating our full-service offering within our branch ecosystem

Our branches are key drivers of advisor hiring and client acquisition... ...fueling a strong growth trajectory
Advisor hiring Relative to external hires, Full-Service
these advisors: client account growth34 (mm)

Average balance per account: >$270k
® Have lower attrition -
® Higher employee satisfaction

= Are more diverse

of advisors
from other branch roles 21

Client acquisition
Relative to clients who invest

‘ elsewhere’, they have:
® ~5x total balances
>85%
. m >2xrevenue
m 70% lower deposit attrition 2019 2021

of first-time investors
from banker referrals?

JPMORGAN CHASE & Co.
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We will continue to add advisor capacity given the strength of our model

We plan to continue growing all advisor channels... ...through our unique branch-based talent and operating model

Advisor headcount! Advisor productivity

%; 4 year expected advisor

break-even?

@@@ ~30 average new clients

per advisor per year

3 >10 ppts aaneiasion dine 2019°

Oo advisor retention* and

2017 2021 2025 Outlook XS >90 % >80% client asset retention*
when advisors leave

There is potential for an incremental ~$130B in asset upside for the advisors we have added since 2017°

[T ——————y JPMORGAN CHASE & Co.
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Chase customers are extending high digital engagement into Self-Directed Investing

Chase digital

are a key driver of client

...as clients see value in managing their
ing and investing needs in one place

o

Client acquisition

>90%

% of Self-Directed Investing clients
who had a prior relationship with Ghase?

Relative to clients who invest
elsewhere’, they have:

¥ 50% higher revenue
u 35% lower deposit attrition
® ~90% more digital log-ins

Self-Directed Investing
client account growth3# (mm)
Average balance per account; ~$50k

2019 2021

Looking ahead, we will enhance the self-directed experience to drive further adoption

For footnoted information, ofa fo lide B3
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We are launching a remote advice channel for mass-affluent clients looking for low-cost advice

This channel will help us serve clients who engage digitally through a flexible and affordable platform
J.P. Morgan Personal Advisors
To be launched in 2022

Human-led, digitally-enabled:
m Access to fiduciary advisors
m 1:1 video and phone-based advice
— ® Full suite of goals-based planning, budgeting and
analytics tools
m Managed portfolios with a variety of investment strategies

Design target:

® Mass-affluent investors looking for low-cost advice

m Accessible to all clients regardless of whether they are
out-of-branch footprint

Looking ahead, we will scale this channel to capture our fair share of a growing remote advice segment

JPMORGAN CHASE & Co.
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Our new omni-channel wealth planning platform will be a collaborative tool for clients and advisors

Wealth Plan will help clients manage their end-to-end finances online or with an advisor

Wealth Plan by J.P. Morgan
To be launched in 2022

Consolidated @ Personalized goals Advisor / client video
and planning collaboration tool

view of finances

et acuviey Networth

45400000

1 .
hiih -

= Aggregated view of finances across all = Goals-based planning experience with = Real-time integration with advisor deskiop
accounts, regardless of institution option to work with an advisor A
= Contextual, personalized insights and = Goal simulator o explore changes and run video meetings and scheduling
real-time updates future scenarios

JPMORGAN CHASE & Co.
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Looking ahead, we are creating a wealth franchise to best serve clients across all channels

Our target state enables us to serve our clients with the solutions

across channels that best fit their needs... ing us to capture more of our clients’ i wallet
F Client Investment Assets

Full-service Remote advice Self-Directed : - ~$3008 ._1 ;
in 2022) i 1 '

(new in 2022) Investing : $3388 i

i . :

~6,000 Advisors Access to low- Upgraded L i
2025 Outiook cost advice experience | $7188 '
Omni-channel Goals-based plans & New features ! $380B :
lead engine managed portfolios and capabilities ‘ 1

! 2017 2021 2025 Outiook’ i

; By deepening with... !

Wealth Plan ! i

(new in 2022) : @ Chase affluent deposit clients who '

. . . . . [ have >$4T with other providers? '

C view goals Advisor / client | '
of finances and planning collaboration tool ' i Digitally active Chase customers !

| across the wealth continuum !

1. Outiooks deponsent on market concons

2 Investment ase househds
Equiax Inc

JPMORGAN CHASE & Co.
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We're pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives...

from a position of

...by addressing key opportunities

Payments
Experiences that work
everywhere, every time

Leading Payments franchise with >$5T in volume (+31%)'2
268 payment transactions annually (+15%)12
65mm payments active customers'3; >24mm doing >1 transactions a day'#

® Maintain leading payments franchise and
grow share in every venue while driving
sustainable innovation

Unsecured Lending
Full range of solutions to meet
evolving customer needs

#1 Credit Card issuer by sales volume and outstanding balances®
#1 spend-based top of wallet share®
Partner agreements covering 93% of co-brand sales extend to at least 20277

u Capture 20% share of outstandings over
the long term by delivering best-in-class
value propositions and scaling pay-over-
time solutions

Secured Lending
Digital-first, resilient Home
Lending and Auto finance

businesses

Top 3 in Auto finance and Home Lending owned servicing in 20218
+55% Mortgage originations growth, +28% Auto originations growth vs. 2019
>70% of Home Lending applications start digitally (vs. ~15% in 2019)

® Generate 15%#+/- ROE through-the-cycle in
Home Lending through strategies in lead
generation, sales optimization and
fulfillment automation

Commerce
Consumer and merchant value
through our two-sided platform

>$10B of spend through our proprietary Commerce platforms in 20212
>$12B of future purchasing power through Ultimate Rewards in 2021'°
>$13B of spend at strategic benefit partners in 2021

u Drive >$30B in volume in 2025 through
our Commerce platforms, with ~$15B in
volume through our travel platform

For footnoted information, efer 1o side 84
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Payments Ubsscured SHcifed Commerce
V! Lending Lending

Winning in payments is our strategic imperative — we are focused on a core set of priorities

Deliver secure, seamless

. Modernize our
customer experiences across

Scale all methods

of payment core infrastructure
all venues
0,
31% 70% Geo%
Growth in our >$5T of total payments Of e-commerce spend is embedded in Of payment transactions migrated
volume'? wallets or Card on File® to modern infrastructure by end of 2Q227
~759 ~200°,
>24mm 75% 20%
‘Customers transact with us at least Of payment transactions Faster cycle time to production for
once a day on average'-? occurred digitally’ capabilities on modern infrastructure®

>5ppts >100% (>$100mm)
Higher sales growth in Card Present and Growth of Zelle transaction Reduction in fraud net operating losses
Card Not Present spend vs. industry* volumes'® since 2019¢

Highly engaged payments customers have(3.6x) more mobile sign-ons and ~5pts higher average NPS*1°

For ot e, o i 5ido 85 JPMORGAN CHASE & Co.
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Lending Lending Ly

Looking ahead, we'll continue to watch and respond to emerging trends in payments

Our principles
Empower customer choice across Be data-led to serve Support sustainable innovation of
methods of payment and meet customer needs and deliver elevated payment methods to protect
customers where they are experiences and the yst
Opportunities Actions we are taking Key data points

v" Working to enable customer flexibility to pay with any wallet and % of Total Spend

Proliferation of Wallets s
in any venue

m Digital wallets': ~4%
m BNPLZ <0.5%

We have not seen

Alternative Methods V' Enhancing risk and fraud capabilities at the bank and customer- cannibalization in our
of Payment level to support innovation while ensuring safety and soundness core business
i iy aatles g oo 02 . JPMORGAN CHASE & Co.
2 Raflct Chase ACH, cro, dnd Gt s wh Buy Now Pay 1z




We're pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives...

from a position of h

...by addressing key opportunities
Payments = Leading Payments franchise with ® Maintain leading payments franchise and
Experiences >26B payment actions annuall grow share in every venue while driving
m 65mm payments active cus sustainable innovatior

Unsecured Lending
Full range of solutions to mest
evolving customer needs

m #1 Credit Card issuer by sales volume and outstanding balances®
m #1 spend-based top of wallet share®

m Partner agreements covering 93% of co-brand sales extend to at least 20277

u Capture 20% share of outstandings over
the long term by delivering best-in-class
value propositions and scaling pay-over-
time solutions

Secured Lending

first, resilient Home

Lending and Auto finance
busir S

|m Top 3 in Auto finance and Hom ding o\

+28% Auto originations growth vs. 2019

Commerce
d merchant value
o-sided platform

m >$10B of
m >$12B of futus
m >§13B of

ommerce platforms, wi

volume through our tra

I platform

For footnoted information, efa fo e B
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Unsecured Secured
Lending Lending

Our Card franchise continues to be the industry leader in sales and outstanding balances

We maintained our position of strength
#1 in credit card sales volume' #1 spend-based top of wallet share (8ppts higher vs. industry)?

980/ customer retention in 2021 = record years in ‘20 and 21,
0

#1 in credit card outstandings' while seeing NPS of 58

We continued to scale active accounts and sales while mitigating impacts of industry headwinds on outstandings and net revenue

Active Accounts (mm)? Sales Volume ($B) Average Outstandings ($B) Revenue ($B)

2017 2019 2021 2017 2019 2021 2017 2019 2021
Continued growth in 1Q22 Further accelerating in 1Q22 Down vs. 2019 on
(+11% YoY) (+29% YoY) elevated payment rates
Net Charge-offs ($B) Risk Adjusted Revenue ($B)* Pretax income ex. LLR ($B) ROE ex. LLR

ale EEE oEE o5

2017 2019 2021 2017 2019 2021 2017 2019 2021 2017 2019 2021
NGO Rate: 2.95%  3.10% 1.94% @y"y””oy

[ —— . JPMORGAN CHASE & Co.
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We are making critical investments to refresh existing and launch new Card products

Industry-leading Scale Small Business Card

Opportunity: High-growth opportunity to better serve
needs with new products
22 ,40/0 Overall card sales market share in 20217, with...

Small Business card sales market share?

Launching in 2022

Product Launches & Renewals

Lending Innovation
® Branded Cards: 5 products launched or refreshed since 2019

Opportunity: Scaling flexible lending solutions through
our pay-over-time product suite

m Co-branded Cards: Signed new partners and re-signed partner
agreements covering 93% of sales extending to at least 20272

s

instacart

[(spormrs
[
. I |
Select branded product lauriches New parinerships

In the long term, we will grow from ~17%! share of outstandings to@

For foototes
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Lending Lending

Our product development engine is also scaling our pay-over-time solutions

Proven track record for scaling digital products Uniquely positioned to scale pay -time soluti
®m Our platform enables us to scale solutions rapidly with our m We've seen promising results since launching installment
B86mm households... lending capabilities:
Product Year 1 Users CAGR ‘21 Users
>5m M [Installment Lending Customers®
Credit Journey' = @
Launched 2016 Sl ‘ >21mm
0, Increase in average Installment Lending
+88 /0 Outstandings in 1Q22 vs. 1Q21°
Zelle?
P ~12mm >23mm ® Our data tells us a small but growing portion of customers
are using pay-over-time solutions® — but:
m Prefer their bank to provide BNPL solutions”
3 ‘@
Chﬁin’:ﬁ‘;;“e =Sy >4mm m >40% use multiple providers
= Are more likely to adopt My Chase Plan
® Have not changed card revolve behaviors
Finance & Drive* i
amm >4mm

[T —————— " JPMORGAN CHASE & Co.




‘ Pariete Unsecured Secured ‘
ki Lending Lendin

We are expanding our installment lending distribution and capabilities

Go-forward Approach:

\’1\/ Scaling Chase Installments and enhancing card-based
solutions

(2)Expanding card-based installments to POS starting with
strategic co-brand partners next year

@) Launching Chase Pay in 4 for eligible Consumer Banking
customers anywhere they can use their debit card’

@)Enabling our lending solutions to work seamlessly across all
methods of payment

1 Chase Pay n 4 stalment soution that wil be avaiabiefor sl dat

°

Welcome to payin4

seiected purchase

payment plan options
r—— oscive

P— —— 00
Payin 4 detalls
L] @ (-]

ooty Notikatons

iz Join the waitlist
to learn more

JPMORGAN CHASE & Co.
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Our value propositions continue to attract the next generation of card members

Are Millennials & Gen Z averse to credit? No Younger g i p 1t a growing share of acquisiti
Generation Bands: Millennial & Gen Z:
Credit Card Spend as % of Total Card Spend" % of Branded Card New Accounts
=—Millennial & GenZ ~===Gen X ===Baby Boomer & Silent Gen +20 ppts
78% 79% 79% 80% 80% 78% 79% 64%
i 67%  66% % ey 68%
63% k]
57%
o 55% 54% 9
. 53% 44%

45% ;
fempora shift to debit |
| during the pandemic fully |
i rebounded in 2H21 :

2015 2016 2017 2018 2019 2020 2021 2015 2021

Millennial and Gen Z customers now represent ~30% Millennial and Gen Z customers now represent ~45%
of our total credit card base of our total branded card base

— s speaver cntspend JPMORGAN CHASE & Co.
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Our marketing engine fuels our distribution and scale across CCB

CCB Gross Cash Marketing Spend by LOB ($B)'
Growth rates reflect 2022 Outlook v. 2019

Other LOBS, Brand,
and Admin

= Gonsumer &
Business Bank

®Card

2019 2020 2021

Card Key Drivers and Performance Metrics
For 2022 Outlook vs. 2019:

Acquisition and Distribution 1 14%
Pays back in 3 years New Accounts
o
Product Benefits 116%

Active Accounts

For footnoted information, efa to e B9

Card Gross Cash Marketing Spend by Category ($B)

Growth rates reflect 2022 Outlook v. 2019 27%
-$6.9 26%
” = Ad, Media, %
7 3 ] J 26%
07 Ml Sponsorship &
OpEx?
m Product Benefits
e~ {inc. Co-Brand)
$57
% ar%
Acquisiion,
Distrbuton & Gontra-
Activation rovenue
expected to be
Tt nto 2023
2022 Outiook 2019 2020 2021 2022 Qutlook

2% gy 126% gy @G> Ceise

Cost per Account Acquisition Exp.® Revenue* Lifetime Valug®

133% 126% 720% 98%
Sales Volume ) Product Benefits Exp. ) Annual Fee Rev. CRet—enEﬁ?

JPMORGAN CHASE & Co.




Structural improvements in card marketing productivity allow us to scale investment as market
opportunities present

Key marketing productivity drivers Offers in market have driven acquisition share gain

’ Overall Acquisitions Share?
® Our channels are getting more productive

~40 bps
9 ppts Increase in share of branded card acquisitions through

Chase-owned channelsin ‘21 vs. '19 (+500k accounts)

m Our targeting capabilities are more efficient 2H19 2H21

7 t Increase in accounts originated from a pre-screened Super Prime Acquisitions Share?
pp S offerin 21 vs. '19 (+600k accounts)

—l

m Our decision engine is getting more precise

74 b Increase in revolving yield aided by risk-based pricing
ps and line strategies in '21 vs. 197

2H19 2H21

1. Total Net Interest Margn divided by Inerest bearing outstandings
2 o

erginatons. a4
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From 2012 to 2021, Card has delivered tremendous growth and value

Pretax Income ex. LLR

e $6.4B
$3.68

2012 2021
ROE ex. LLR 19% 35%
z ] More customers, greater Improved yield and operatin
Secular and cyclical headwinds g P y 3 9
engagement leverage
= 1 $490B / >2x 1 3.6ppts
Competitive dynamics: increased pressure Higher customer spending leading to Improved net interest yield on revolving
on cost per new account and rewards ~200bps in market share gains balances
157% 35%
Pandemic impact on revolving balance growth Growth in active accounts? Reduction in operating expense
(risk adjusted revenue est. to be ~$1B lower') per account®
Forfootnoied nfomaton er o ide 90
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Lending Lending

Looking ahead, expect continued product innovation, growth, and strong returns

Opportunities Actions we are taking Looking forward

v’ Continuing to drive new accounts through owned channels

Scale v Filling product gaps to better serve all customer segments

including small business

v’ Uplifting digital capabilities to improve the customer 0
Engage experience 25 /°+

v’ Delivering simple, premium shopping and travel experiences ROE ex. LLR

v Capturing greater share of customer lend wallets

Convert v Launching flexible lending solutions across new venues,

customer segments, and methods of payment

- JPMORGAN CHASE & Co.




We're pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives... building from a position of h ...by addressing key opportunities
e m Leading Payments franchise witt in volume (+31%) & Maintain leading payments franchise and
work |m >268 nually %) grow share in every venue while driving
y time stainable innovatior

65mm payments active c ners'3— 24mm doing >1 transac or day’!

m #1 Credit Card issuer by sales volume and outstanding balances u ure 20% share of outstandings over
Unsecured Lending term by delivering t in-c
Full range of solutions to meet | | #1 spend-based top of wallet share? T, S8 NOnNg -
value propositions and scaling pay-over
m Partner agreements covering 93% of co-brand sales extend to at least 2027 timie solutions
Secured Lending m Top 3 in Auto finance and Home Lending owned servicing in 20218 ® Generate 15%+/- ROE through-the-cycle in

Digital-first, resilient Home
Lending and Auto finance

+55% Mortgage originations growth, +28% Auto originations growth vs. 2019

Home Lending through strategies in lead
generation, sales optimization and

businesses m >70% of Home Lending applications start digitally (vs. ~15% in 2019) fulfilment automation

Commerce = 2 >$30B in volume in 2025 through
m >$12B of future our Commerce platforms, ~$15B in
' >$13B of spend at strategic volume through our travel platform

For footnoted information, efa fo e B
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We delivered a higher-quality, lower-volatility Home Lending business

We de-risked the book and improved our servicing efficiency

Government / subprime mix of serviced units

o)

2017 2021

Servicing cost per unit

R

i 2017 2021
ew to o i
60+DPD' 0.32% 0.16%
>3x improvement in 30+ delinquency rate vs. industry?
#2 in owned servicing share®

For footnoted o, efor 1o side 51

We optimized the balance sheet while maintaining pristine credit quality
Real Estate Portfolio (REP) and risk-weighted assets (RWA)*

~G@wh), 2017 w2021
(35%) -

L
Standardized RWA Advanced RWA
~§508 in loans sales and securitizations executed since 2017°

REP balances

Net charge-off / (recovery) rate®

2017 2021
0.03%

(0.47%)

Avg. portfolio FICO: 765; avg. portfolio CLTV: 50%7
JPMORGAN CHASE & Co.




Unsecured Secured
Lending Lending

Home Lending saw strong performance over the last two years

We grew Cq n iginati and scaled C

Origination volume ($B)
= Consumer = Correspondent
$163

(455%

$105
$51
2019 2020 2021
Record originati isfaction in 1Q22
1. Excludes changos forallwances in crodi losses; 2019 ROE has boen acjustod anaculod in

i Chif Investmant Offca.

inpact was reported

...delivering strong returns

Home Lending ROE!

23%

14%

2019 2020 2021

Delivered highest Home Lending ROE in 10+ years

JPMORGAN CHASE & Co.
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Home Lending is a relationship business that drives benefits across Chase

Driving recapture with core
households

Protecting existing deposit
relationships

Attracting new deposits and
investments

~2X

Higher mortgage recapture
rate for deposit vs. non-
deposit customers’

For footnoted informatia, rfor 1o i 92

~25%

Net higher deposit & investment
growth when affluent customers
get a mortgage with Chase vs.
bank competitors?

~$9B

Annual net-new deposits and
investments driven by new Home
Lending relationships?®

JPMORGAN CHASE & Co.
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We are operating in a rapidly changing macro environment

Mortgage rates are rapidly increasing, now at
their highest in over a decade

30-year fixed primary mortgage rate’
8%

7%

6% Highest rates in over a
decade

5%

4%

3%

2%
2002

2006 2010 2014 2018 2022

For footnoted informatia, rfor 1o i 93

The

market is

and shift towards Purchase

to contract

Mortgage origination market?

= Refinance

$4.4T

$2.6T

2021

= Purchase

\ ~$2T+
[ ]

+/- Flat

2022 Estimate

Home prices have continued to rise amidst
inventory shortage

Home price index (HPI)? and housing inventory*

=——HP| =—Inventory

1.2mm
Record
high HPI
0.4mm
2017 2018 2019 2020 2021 2022

JPMORGAN CHASE & Co.




We are building a unified ecosystem to drive engagement and streamline the mortgage process

|
i
I
i
|
I
Personalized } Streamlined
insights and mortgage process
homebuyer mm.  from application
shopping tools &P through closing
Chase
MyHome

Servicing and advice
platform to help customers
manage homeownership

Manage

Chase MyHome was recently named "Best Use of IT in
Lending" at the Fintech Futures Annual Banking Tech Awards

Explore

m Search for properties that fit your criteria (launched 4Q20)
m Explore personalized offers and access loan products and pricing (4Q20)
m Determine estimated buying power with an affordability calculator (1Q22)

Buy

m Start an application (2Q79) and submit documents digitally (3Q78)

® Track your progress from application to closing (3Q18)

m Use tools like Digital Income Verification to simplify fulfillment process (2Q19)
m Simplify and shorten the closing process using hybrid e-closing (3Q22)

Manage

m Access personalized insights on your current home and mortgage (4Q20)
m View real estate trends in your neighborhood (4Q20)
m Estimate your mortgage payments with an amortization calculator (2Q22)

" JPMORGAN CHASE & Co.
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Results to-date are encouraging as we are seeing rapid digital adoption

Most customers start apps digitally...

9% of applications that start digitally

2019

2020 2021

We are scaling the MyHome platform...

...with a growing share highly engaged... ...leading to better customer outcomes

% of loans using digital fulfillment capability'
mEngaged = Engaged w/ multiple capabilities

>1 0 days shorter
~90% ~90%

~75%

cycle time for Purchase loans engaged with
multiple digital fulfillment capabilities?

2019 2020 2021

...which represents a growing share of loans... ...and exhibits higher conversion rates

Monthly Chase MyHome Explore &
Manage unique visitors
= Repeat visitors  ~ First time visitors

~900k
— N

Mar. 2022

~70k

Dec. 2019 Dec. 2020

Forfooinoted informatian, refer o slde 64

% of all funded loans with Chase MyHome
Explore engagement

>5ppts

26%

higher pull-through rate for customers who
engaged with Chase MyHome shopping
experience??®

1Q21

2021 3Q21 4Q21 1Q22

JPMORGAN CHASE & Co.




Looking ahead, we are improving productivity and efficiency across the value chain

Opportunities Actions we are taking Progress so far
¥' Enhancing and scaling our digital y to drive ent "‘1 2 ppts
Lead with prospects and existing customers 5 .
Generation increase in recapture rate from 2019 to
¥ Deploy marketing while leveraging Chase brand and owned assets 2021 exit?
v' Combining ad d deling / Al bilities with at: le data >3x
Sales to improve lead routing, prioritization, and contact strategy

Optimization

Fulfillment
Automation

Forfootnoted information. rfer o slds 95

v Driving salesforce effectiveness by focusing on high propensity
leads

v’ Shifting more loan volume to streamlined, automated workflows to
reduce cycle times, lower costs, and improve quality

v Creating business scalability by leveraging digital capabilities

Expect ROE of 15%+/- through-the-cycle

more effective at identifying high
propensity leads using new model?

Up to 500/0

shorter underwriting times for loans
processed using streamlined workflows?

JPMORGAN CHASE & Co.
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We have a leading Auto finance business focused on through-the-cycle risk-adjusted returns

We were the #3 Auto finance lender in 2021 We began facing macro headwinds in 2H 2021
Loan & Lease Originations. Loan & Leased Assets Revenue (58 mmmDays Supply —SAAR?
(sB) EOP ($B) S 80 18
70 17
50 15
40 14
30 13,
20 12
2017 2019 2021 2017 2018 2021 2017 2019 2021 10 11
0 10
2017 2018 2019 2020 2021 1022
= New-Vehicle Industry Stock (# mm)’ —Manheim
Net Charge-offs ($B) Pretax income ex. LLR ($B) ROE ex. LLR 40 250
35
200
= 20
2.0
1.5 100
0.03 1.0 50
05
2017 2019 2021 2017 2019 2021 2017 2019 2021 0.0 0
NCO Rate: 0.571%  0.33%  0.05% Dec-19 Dec-20 Dec21 Jan-22 Feb-22 Mar-22

[ —— . JPMORGAN CHASE & Co.
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Looking ahead, we are focused on growth and diversification

Opportunities Actions we are taking

Increase production v Driving adoption of Digital Dealer self-service tools — which has improved from 4% to 16%;
in our retail channel conversion rates when these are used have improved by ~20ppts’

Strengthen OEM?
partnerships across
both Electric Vehicle

¥ Renewing longstanding private label captive financing relationships, including Subaru in 2020
and traditional OEMs

Be the #1 car buying

AP v Scaling Finance & Drive - an integrated shopping and financing journey; ~500k Chase
P AR e customers engaged with the platform in March 22 — up 30% YoY

1. Conversion el s the prcentage of spproved loans thatare undd
2. Original Equipment Manufaciurers

- JPMORGAN CHASE & Co.
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We've maintained a prudent risk profile while we continue to grow the business

Industry Risk Performance Metrics

Forfoototed information efar (o side 97

Card'
— Sub-Prime Mix 30+ DQs Net Credit Losses
sue 1Q20 1Q22as % 1Q20  1Q22as % 1Q20
Peer 1 35.0% 63% 45%
Peer 2 32.3% 61% 49%
Peer 3 27.0% 66% 51%
Peerd 24.7% 57% 42%
Peer 5 206% 68% 50%
Peer 6 18.4% 61% 47%
Chase 17.7% 56% 4
| Peer7 ND 47% 31%
Auto’
" 30+DQs Net Credit Losses
g 1Q22 as % 1Q20 2: 1020
Peer 1 73% 100%
Peer2 73% 4%
Peer 3 63% 40%
| Chase Retail 56% 3%
Home Lending?
® Average Industry FHA 30+ delinquency rate
® 6.2%in 2019
» 2.7%in 2021
® 3.6% in 2022 YTD

Chase Key Portfolio

y de-risked our

2012 2019 2021
% of portfolio <660 credit 169 . o
score i % 2
Card
% of portlolio making "
minimuim monthly payments 3% 24% 19%
% of portiolio <660 credit i i i
Auto O 22% 18% 13%
Owned-portolio avg. FICO* 692 762 765
Home
Lending
Owned-portfolio avg. CLTV 79% 56% 50%
Chase 30+ Day Delinquency Rates as % of Industry
4Q19 4Q21
Cards 69% 64%
Auto? 36% 24%
Home Lending'® 67% 54%

. JPMORGAN CHASE & Co.
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We expect credit normalization to take time

Credit Risk Outlook

m Consumer balance sheets are strong, with high levels of liquidity
and record low debt to income ratios
m Leading credit indicators — notably early delinquency roll-rates —
remain low
m Card entry to delinquency rates reached a low point in 2Q21 =
yet to inflect
m Auto charge-off rates were lowest in 2Q21 = increasing but still
below historical levels
m Structurally, we do not expect that there has been a long-term
change in consumer credit behaviors
® Given the above, we continue to expect normalization to take
time

1. Excludes Paycheck Prolection Prograr loans

Net Charge-off
NCO rate (%) 2019 2020 2021 2022 Outlook
Card 3.10% 2.93% 1.94% <2.0%
Auto 0.33% 0.20% 0.05% ~0.2%
Homelending  (0.05%)  (0.09%)  (0.17%)  ~(0.09%)
:::L"l‘r’l‘; 0.58% 0.57% 0.53% ~0.5%

JPMORGAN CHASE & Co.
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Stylized stress scenario analysis for Card

Key assumptions — not an outlook
= Primary driver of stress scenario is unemployment rate (UER) — both peak UER rate and recovery path
m Average outstandings remain constant at $150B in each scenario — assumes no growth for simplicity

m Table on the right shows annualized average losses (%) over the two-year period 1Q23 — 4Q24; cumulative losses ($) over same period

Unemployment Rate

10.0% Note: does not reflect outlook

| 1 2

1 1
8.0% : ~ : Annualized Avg. (%) Cumulative ($)
6.0% ] it i i

. 1 )1 e Baseline scenario ~3.0% ~$9B

4.0% : 3.3% 1

T 1
2.0% | I A

1 I Moderate recession ~4.6% = 5.0% ~$14B - $15B
0.0% | 1

3022 4022 1023 2023 3028 4023 1Q24 2024 3024 4024 1025 2Q25 3G25 425
Incremental +160bps = 200bps +858 ~ $68B
——Baseline
— — Moderate recession - slower recovery
=~ Moderate recession - faster recovery

Note: Federal Reserve's 2021 DFAST Results and Methodology Disciosure remains instructive data point for more severe recession

jg JPMORGAN CHASE & Co.




We're pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives... building from a position of h ...by addressing key opportunities
e m Leading Payments franchise with >§5T in volume (+31%) & Maintain leading payments franchise and
th m >26B paym sally grow share in every venue while driving
m 65mm payments active customers'3— 24mm doing >1 per day’ nable innovatior
m #1 Credit Card issuer by sales volume and outs gt

Unsecured Lending

Full r ® #1 spend-based top of wallet sharef
® Partner agreements covering 93% of co-brand sales extend to at least 2027
Secured Lending m Top 3 in AL
sl s m +55% Mortg 2019
Lending and Auto finance
Bsin m >70% of Home Lending applications start digitally (vs. ~15% in 2019)
m >$10B of spend through our proprietary Commerce platforms in 20219

Commerce
Consumer and merchant value
through our two-sided platform

>$12B of future purchasing power through Ultimate Rewards in 2021'°
>$13B of spend at strategic benefit partners in 2021

u Drive >$30B in volume in 2025 through
our Commerce platforms, with ~$15B in
volume through our travel platform

For footnoted information, efa fo e B
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We are poised to capture incremental opportunities in Commerce

~ CustomerJourney ~~ End-to-End Commerce Experiences =~ Our Core Capat
v Offers
Research & Discovery * v Content
: - v Rewards
Consideration g v POS / Booking Engine
Travel & Dinin, Shoppin, Home & Auto
rav ining pping il t  Payments
Pay & Borrow ¥ Lending
¥ Loan Servicing
" -—_— _— —_— —_
Manage & Service v Concierge
o

ples:

Optimize existing assets to create compelling end-to-end customer

Y m Top of funnel engagement for core financial relationships
experiences at scale

m Services revenue generated through capital-light businesses

Increase daily engagement with customers
m Better economics driven by competing on experience vs. price / rewards

Drive differentiated value for merchants through the power of our assets

JPMORGAN CHASE & Co.
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Our two-sided Commerce platforms deliver significant value for customers and merchants at scale

‘ Payments ‘

In 2021, our platforms were already driving value at scale

[ I 1
Commerce Platforms Purchasing Power Embedded Benefits Spend
>$10B >$12B >$13B
of spend through our proprietary of future purchasing power through of spend at strategic benefit partners* —

Commerce platforms’ Ultimate Rewards (+42% since ‘19)* driving incremental share shift with partners
>$5B of spend at Chase Offers merchants = @
. . DOORDASH instacart
(+37% since ‘19) and ~$5B of Chase o ULTIMATE REWARDS Pratonar m o )
Travel sales (+26% CAGR pre-pandemic)? gopuff P classpass

[ “Chase has been by our side through critical moments, including our

“JPMuryan_ Chase has beenq great 15 anne_n with Lyft n'de_rs getting IPO in 2020. Our partnership has allowed new consumers to
;?ggg’lﬂ;:;,;i:z;u:ng;izLgr:gri'g;ﬁzg lj;r;’hg,f:ri zl;‘vrsd;locards. L4 experience DashPass, a valuable benefit for Chase card holders. |
together.” am thrilled we can continue to delight our mutual customers for
many years to come.”
— Logan Green, co-founder and CEOQ, Lyft — Tony Xu, co-founder and CEQ, DoorDash

e cnced oo, oo b sldo S8 JPMORGAN CHASE & Co.
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With our recent acquisitions, we are becoming a household name in premium leisure travel

. ) A
1in2 9 1in4 6.6mm 2.4mm 9
Affluent households Travel co-brand Card  Dollars spent on leisure Travel Transactions Unique customers Sapphire Lounge
have a Chase relationship partners travel are spent through  through Chase Travel!  purchase travel annually locations awarded
Chase Cards on Chase' )

cxLoyalty

Modern & scalable technology platform
1,200+ technologists
Contextually relevant messaging

Pr ial hotel

Dynamic distribution capabilities

For footnoted informaton refer to slde 90

CHASE

Chase Travel

{EFROSCH’ N
Top 10 leisure travel provider?

Leading luxury leisure and small
business travel agency

1,500+ tenured agents

Strong customer retention

Industry-leading servicing excellency

JPMORGAN CHASE & Co.
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We estimate we are a top 5 consumer travel provider! and will continue to grow

Chase Travel Sales Volume ($B):

Value of recent acquisitil

~15B v Cash flow positive today®
~10B v 6-year payback period with increased operating leverage as we scale
~8B
v Strong margins on sales volumes driven by air and hotel booking

>3B . commissions (industry margins of ~10%, mix dependent)
- v Profitable growth enabled by owned marketing channels and

2019 2022 Outlook” 2023 Outlook® 2025 Outlook® capturing greater share of existing customers’ travel wallets

ing and our pi leisure ct S
Expand our reach, shifting from being a Deliver distinctive content, creating great Create differentiated experiences on
redemption travel site to a full-service travel programs for premium travelers that also deepen technology with world-class service

agency —and expand beyond Card
Key focus area:
® Emerging affluent
® High net-worth
= Small business

For footnoted inormstian, efer o slde 100

relationships with co-brand partners

Key focus area:
m Luxury Hotel & Resort Collection (LHRC)

Key focus area:
® Ultimate Rewards migration to cxLoyalty

m Concierge services m ChaseTravel.com

® The Infatuation ® Best-in-class servicing

JPMORGAN CHASE & Co.
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Looking ahead, we are expanding into new Commerce verticals leveraging a consistent playbook

Opportunities

Actions we are taking

Key Data Points

Expand Our Reach

Deliver Distinctive
Content

Build Out Our Two-sided
Platform

1. Reflacts March 2022 fst-twelve-months.

¥ Broadening our customer experiences to new segments beyond credit card

portfolios, including small businesses, banking customers, and prospects
over time

v Creating engaging recommendations and marketing that drive customers
into our channels for Commerce verticals like travel, dining, and shopping

v For Consumers: delivering simple, premium experiences that make Chase
the best way to shop, pay, and borrow for travel, and other goods and services

v’ For Merchants: providing the right tools to target the right customers in
contextually relevant ways within the Chase digital ecosystem at scale

66mm households
including 5mm small
business clients

~4mm unique users on
The Infatuation in
April 22

2.4mm unique
customers purchasing
travel on Chase; ~20mm
customers engaging
with Chase Offers?

. JPMORGAN CHASE & Co.
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We are investing to extend our leadership positions and grow new businesses

Market leader in our largest businesses

Consumer & Business Banking
#1 retail deposit share (10.3%)
#1 primary business bank (9.2%)

Card
#1 spend (22.4%)
#1 outstandings (~17%)

Strong foundation in growth businesses

Wealth Management
~4,700 advisors

3.7mm accounts

Commerce
Top 5 travel provider?
1 in 4 travel $s on Chase card

For footnoted information, efe to e 101

Future leverage from

<

Future leverage from i

&=2

&

Branches <10 years old
have ~$140B in deposit
upside as they season

New acquisition vintages
generate >30% revenue
vs. historical in steady state

pr

Scaling segment offerings

>10ppts digital satisfaction
vs. 2019

5 new / refreshed products
since 2019

93% co-brand partnership
sales extended to 2027

New ex

Advisors added since 2017
have ~$130B in asset
upside as they mature

At scale with
strong margins on
travel commissions

Wealth Plan

Remote advice

ChaseTravel.com

Pay-over-time solutions

growth and outlook

Last 10 yrs: +320 bps retail
deposit share

Key opportunity: Share in
high opportunity markets
and segments

Last 10 yrs: +190 bps Card
spend share

Key opportunity: >20%
share of outstandings

Outlook

Grow to ~$1T in client
investment assets in 2025

Grow to ~$15B in 2025 spend
through our travel platform

JPMORGAN CHASE & Co.




Our competitive advantages enable continued best-in-class financial performance

Scale of our customer v >66mm households — up 6% since 2019

relationships is the catalyst for v >46mm mobile active customers — up 35% since 1Q19'
everything v Traction with younger generations — 45% Consumer Bank, 45% Branded Card
Our customers are satisfied, v' Record satisfaction across digital & branch channels

engaged, and loyal across v >50% multi-product among Consumer Bank primary relationships?
businesses v Record retention — 98% Consumer Bank primary, 98% Card

We run this franchise for the long v $7.5B investments while delivering best-in-class returns

term, and have an unmatched ¥ Re-decision / matriculate >50% growth investments in 1 year
capacity to invest v Unparalleled future operating leverage in existing run-rate
Strength and diversification of our v 26% ROE in 2021 at cyclically low rates — vs. 28% in 2018°
businesses create resilience of v 23% Home Lending ROE in 2021 — record high?®

returns through the cycle v Consistently lower credit risk profile than industry

We are setting a forward-looking outlook of( 25%+ ROE
it JPMORGAN CHASE & Co.

2 Definod as woar sub-L0Bs: usWeam g7
Managem, Cand Loning. o Lening, Aulo Landing, and Business. Banking
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Notes on non-GAAP financial measures

. Adjusted expense excludes CCB legal expense and is a non-GAAP financial measure. Management believes this information helps investors understand the effect
of certain items on reported results and provides an alternate presentation of the Firm's performance

N

Income before income tax expense (pretax income) excluding the change in loan loss reserves (“pretax income ex. LLR") and return on equity excluding the change
in loan loss reserves (‘ROE ex. LLR") are non-GAARP financial measures. These metrics reflect the exclusion of the portion of the provision for credit losses
attributable to the change in allowance for credit losses. ROE ex. LLR is calculated as net income after preferred stock costs excluding LLR divided by average
equity. For CCB average equity for the full years 2021, 2020 and 2019, refer to page 65 of JPMorgan Chase's Annual Report on Form 10-K for the year ended
December 31, 2021, For all other periods presented, refer to the CCB Business Segment Results in JPMorgan Chase’s Annual Report on Form 10-K for each
respective year. The table below provides a reconciliation of reported results to these non-GAAP financial measures

Year ended December 31,

(in millions, except ROE) 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

(1) Pretaxincome Reported pretax income 17,236 17,872 14,752 15,5625 15,099 14,668 19,349 21,903 10,966 27,806
Adjustments:

Change in loan loss reserves (5,506) (5490) (1,253)  (1,023) 150 320 41 (300) 7,809  (9,750)

Pretax income ex. LLR 11,730 12,381 13,500 14,503 15,249 14,988 19,390 21,603 18,775 18,056

(2) Net income Reported net income 10,522 10,763 8,888 9,587 9,453 9,278 14,707 16,541 8217 20,930
Adjustments:

Change in loan loss reserves (3337)  (3,300) (742) (632) 93 208 32 (227) 5843 (7,356)

Net income ex, LLR 7,185 7,464 8,146 8,955 9,546 9,486 14,739 16,314 14,080 13,574

(3) ROE Reported ROE 24% 23% 17% 18% 18% 17% 28% 31% 15% %

ROE ex. LLR 16% 16% 16% 17% 18% 18% 28% 30% 26% 26%

JPMORGAN CHASE & Co.




Notes on slide 6

1. Defined as total CCB expense less investments, auto lease expense, legal expense, FDIC surcharge, and gecgraphy-related impacts. Total CCB accounts reflect
CBB checking accounts (excluding accounts with and bal. accounts), Card statemented accounts, Wealth Management investment

accounts, and Home Lending and Auto serviced accounts

2. Excludes branch network investments and checking account i iated with these i . as well as bal; accounts

3. Card accounts reflect statemented accounts defined as open accounts with a statement

JPMORGAN CHASE & Co.




Notes on slide 7

1. Totals may not sum due to rounding

2. Represents payback associated with travel acquisitions

3. Marketing ROI represents return on total gross.

not specific to marketing investments

JPMORGAN CHASE & Co.




Notes on slide 9

N

@ o > ow

e N

. In 2020 Merchant Services along with the associated assets, liabilities, revenue, expenses and headcount were realigned to CIB from CCB and CB. Prior-period

amounts have been revised to conform with the current presentation

Certain wealth management clients were realigned from Asset & Wealth Management to Consumer & Community Banking in the fourth quarter of 2020; amounts in
periods prior to 2016, other than client balances, were not revised in connection with the realignment

See slide 68; CCB ROE (ex. LLR) pre 2018 impacted by higher corporate tax rate
Board of Governors of the Federal Reserve System, Federal Funds Effective Rate, retrieved from FRED, Federal Reserve Bank of St. Louis
Reflects sum of average deposits, average loans, and end of period client investment assets, including the revision referenced in note 2 on this page

Federal Deposit Insurance Corporation (“FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Applies a $1B deposit cap to Chase and
industry branches for market share. Includes all commercial banks, savings banks, and savings institutions as defined by the FDIC. Prior periods have been revised
to conform to the current period presentation

Represents general purpose credit card spend, which excludes private label and Commercial Card. Based on company filings and JPMorgan Chase estimates

Barlow Research Associates, Primary Bank Market Share Database as of 4Q21. Rolling 8-quarter average of small businesses with revenue of more than $100,000
and less than $25 million

. JPMORGAN CHASE & Co.




Notes on slide 10, 18, 26

1. Federal Deposit Insurance Corporation (‘FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Applies a $1B deposit cap to Chase and
industry branches for market share. Includes all commercial banks, savings banks, and savings institutions as defined by the FDIC. Prior periods have been revised
to conform to the current period presentation

N

Barlow Research Associates, Primary Bank Market Share Database as of 4Q21. Rolling 8-quarter average of small businesses with revenue of more than $100,000
and less than $25 million

w

Defined as any primary bank household with two or more relationships within the following sub-LOBs: Consumer Banking, U.S. Wealth Management, Card Lending,
Home Lending, Auto Lending, and Business Banking

>

Channel satisfaction measured by OSAT. Overall satisfaction (“OSAT") is measured on a scale of 1 to 10. Score calculated as share of “9” and “10” responses as a
% of total responses

@

Represents first-time investors with full-service relationships through Chase Wealth Management

L4

Affluent defined by D&I wallet estimates for U.S. households based on aggregated and de-identified information in WealthComplete supplied by Equifax Inc. Chase
clients defined as households with a Consumer Banking, U.S. Wealth Management, Card Lending, Home Lending, or Auto Lending relationship

Y JPMORGAN CHASE & Co.




Notes on slide 11

1. Percentage growth may not tie due to rounding

~

. Federal Deposit Insurance Gorporation (‘FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Applies a $1B deposit cap to Chase and
industry branches for market share. Includes all commercial banks, savings banks, and savings institutions as defined by the FDIC. Prior periods have been revised
to conform to the current period presentation

w

Barlow Research Associates, Primary Bank Market Share Database as of 4Q21. Rolling 8-quarter average of small businesses with revenue of more than $100,000
and less than $25 million

i

Excludes average PPP balances of $15.4B in 2021

. JPMORGAN CHASE & Co.




Notes on slide 12

1. Users of all mobile platforms who have logged in within the past 90 days, as of 1022
2. Reflects Consumer and Business Banking households that visited a branch >=1 time in 2021
3. Reflects number of Consumer and Business Banking customers with a Zelle inflow or outflow in FY 2021 and FY19

4. Average number of monthly debit transactions during 1Q22 of customers that completed at least one debit card payment during this 90-day period
5. Percent of mobile-active Consumer and Business Banking users who engaged with a financial health tool in 1Q22
6. Number of Consumer Banking households that met with a banker in 2021

" JPMORGAN CHASE & Co.




Notes on slide 16

> @ N

@ o

A household is considered primary bank if it meets one of the following conditions: 15 or more withdrawals from a checking account or more than 5 withdrawals from
a checking accountand >$500 of inflows in a given month

Business Banking primary operating account based on internal definition
Source: One Chase Net Promoter Score (NPS) Survey. Reflects promoters, calculated as share of “9” and “10” responses as a % of total responses

Chase received the highest score in the Northeast and West (tied) Regions of the J.D. Power 2021 Small Business Banking Satisfaction Study of small business
owners’ satisfaction with their primary business bank. Visit jdpower.com/awards for more details

Reflects FY21 retention for customers with a tenure of >= 6 months

Defined as any primary bank household with two or more relationships within the following sub-LOBs: Consumer Banking, U.S. Wealth Management, Card Lending,
Home Lending, Auto Lending, and Business Banking

. JPMORGAN CHASE & Co.




Notes on slide 20

Includes Consumer Banking accounts. Out of footprint includes Core Based Statistical Areas (CBSAs) where Chase does not have a branch presence. Mature
markets include CBSAs where Chase had a presence prior to 2018

Includes Consumer Banking customers. Customer engagement channel segments are defined based on the level of interaction with branch and digital channels.
Branch-centric are customers who have >4 branch visits per year. Digitally-centric is 12+ digital transactions, 100+ logins, 24+ ACH payments. If both criteria are
applicable, then muiti-channel

Channel satisfaction measured by OSAT. Overall satisfaction ("OSAT") is measured on a scale of 1 to 10. Score calculated as share of “9” and “10" responses as a
% of total responses

N

w
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Notes on slide 23

L
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. Mature markets defined as markets entered prior to 2018

As of 2021YE

Federal Deposit Insurance Corporation (“FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Applies a $1B deposit cap to Chase and
industry branches for market share. Includes all commercial banks, savings banks, and savings institutions as defined by the FDIC. Prior periods have been revised
to conform to the current period presentation

Includes deposits and investments
Break-even defined as the first month of two consecutive months of a branch generating positive pre-tax profit
Represents number of Chase branches divided by the total number of industry branches in a given CBSA

Internal data as of February ‘22

. JPMORGAN CHASE & Co.




Notes on slide 24

1. Federal Deposit Insurance Corporation (‘FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Applies a $1B deposit cap to Chase and
industry branches for market share. Includes all commercial banks, savings banks, and savings institutions as defined by the FDIC

2. Represents the sum of the delta between average deposits per branch for mature branches (10+ years, $229mm) and non-mature branches (0 - 5 years, $65mm; 5
=10 years, $126mm) multiplied by the number of branches within that age cohort (0 = 5 years = 581; 5 = 10 years = 498)

JPMORGAN CHASE & Co.




Notes on slide 25

. Coverage defined as one or more branches in a CBSA using U.S. Census Population Data. Based on 2017 estimates for 2017 metrics and 2019 estimates for all
other time periods.

~

Small business coverage by CBSA based on Dunn and Bradstreet Small Business locations. Small business defined as <20mm in annual revenue

w

Based on Federal Deposit Insurance Corporation (‘FDIC") 2021 Summary of Deposits survey per S&P Global Market Intelligence. Applies a $1B deposit cap to
Chase and industry branches for market share. Includes all commercial banks, savings banks, and savings institutions as defined by the FDIC. Prior periods have
been revised to conform to the current period presentation. Addressable deposits represent the sum of all industry deposits in a given CBSA where Chase has at
least one branch

JPMORGAN CHASE & Co.




Notes on slide 27

Note: Stats as of 2021YE unless otherwise specified

. Investment estimates for Chase households are based on aggregated and de-identified information in WealthComplete supplied by Equifax Inc
2. Previously known as You Invest Trade

3. Includes accounts and assets from Automated Investing, previously known as You Invest Portfolios

4. Users of all web and/or mobile platforms who have logged in within the past 90 days as of 1022

- JPMORGAN CHASE & Co.




Notes on slide 28

Note: Data refers to Chase Wealth Management unless otherwise specified

Represents matched pairs analysis based on cohorts of similar Chase customers, for which we observed change in deposits and investments (“D&I") balances,
revenue and attrition rates 21 months after the cohorts opened an investment account. Population limited to Chase banking customers who opened an investment
account with us or a bank competitor between January '19 and March '19. Calculations based on internal data

N

Represents first-time investors with full-service relationships through Chase Wealth Management

@

Includes Chase Wealth Management, J.P. Morgan Advisors, and select legacy offerings

-~

Percentage growth may not tie due to rounding

. JPMORGAN CHASE & Co.




Notes on slide 29

Note: Data refers to Chase Wealth Management unless otherwise specified
1. Includes advisors across Chase Wealth Management, J.P. Morgan Advisors, and select legacy offerings
2. Break-even defined as the first year in which an advisor is generating positive pre-tax profit

3. J.P. Morgan Wealth Management Relationship Quarterly Survey; Overall Satisfaction is calculated as share of 9" and “10" responses as a % of total responses

4. Annualized retention figures from advisors who voluntarily attrited between 2017 and 2021

5. Represents the delta between median assets of incremental advisors added since 2017 compared to the median assets of advisors with more than 5 years in seat
multiplied by total incremental advisors

. JPMORGAN CHASE & Co.




Notes on slide 30

. Represents matched pairs analysis based on cohorts of similar Chase customers, for which we observed change in deposits and investments (‘D&I") balances,
revenue and attrition rates 21 months after the cohorts opened an investment account. Population limited to Chase banking customers who opened an investment
account with us or a bank competitor between January '19 and March '19. Calculations based on internal data

N

Defined as any household who had an existing relationship with one of the following sub-LOBs: Consumer Bank, U.S. Wealth Management, Card Lending, Home
Lending, Auto Lending, and Business Banking upon opening a Self-Directed Investing account

w

Includes accounts from Automated Investing, previously known as You Invest Portfolios

i

Percentage growth may not tie due to rounding

. JPMORGAN CHASE & Co.




Notes on slide 34, 37, 47, 60

N
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©

. Reflects March 2022 last-twelve-months; percentage changes reflects growth since March 2020 last-twelve-months

Total payment volumes and transactions reflect Consumer and Small Business customers' digital (ACH, BillPay, PayChase, Zelle, RTP, External Transfers, Digital
Wires), non-digital (Non-digital Wires, ATM, Teller, Checks, and credit and debit card payment outflows

Defined as customers who complete >1 payment transaction per month across all methods of payment

Defined as consumer deposit customers and Credit Card-only customers who perform >30 payment transactions in a month; payment transactions includes ATM,
ACH, BillPay, Pay Chase, Zelle, RTP, External Transfers, Internal Transfers, Digital Wires, Non-Digital Wires, Debit Card, Credit Card, and Check Transaction
QOutflows

Based on 2021 sales volume and loans outstanding public disclosures by peers (C, BAC, COF, AXP, DFS) and JPMorgan Chase estimates. Sales volume excludes
private label and Commercial Card. AXP reflects the U.S. Consumer segment and JPMorgan Chase estimates for AXP’s U.S. small business sales. Loans
outstanding exclude private label, AXP Charge Card, and Citi Retail Cards

Based on 4Q21 share for spend-based top of wallet. Chase figures and Industry benchmark based on Argus data. Data excludes: small business, private label,
secured and charge cards. Reflects Chase's performance relative to Chase's top 5 peers

Based on 2021 sales volumes

Inside Mortgage Finance, Top Owned Mortgage Servicers as of 4Q21, and Experian AutoCount data for FY21; Reflects financing market share for new and used
loan and lease units at franchised and independent dealers

2021 combined value of pro-forma Chase Travel sales and spend attributed to Chase Offers

10. 2021 blended redemption value of redeemable points

11. 2021 combined Debit and Credit spend; Merchants include DoorDash, Lyft, Peloton, ClassPass, Instacart, GoPuff

" JPMORGAN CHASE & Co.




Notes on slide 35

. Reflects March 2022 last-twelve-months; percentage change shown vs. March 2020 last-twelve-months.

~

Total payment volumes and transactions reflect Consumer and Small Business customers' digital (ACH, BillPay, PayChase, Zelle, RTP, External Transfers, Digital
Wires), non-digital (Non-digital Wires, ATM, Teller, Checks) and credit and debit card payment outflows

w

Defined as consumer deposit customers and Credit Card-only customers who perform >30 payment transactions in a month; payment transactions includes ATM,
ACH, BillPay, Pay Chase, Zelle, RTP, External Transfers, Internal Transfers, Digital Wires, Non-Digital Wires, Debit Card, Credit Card, and Check Transaction
Outflows

F

Reflects 4021 vs. 4Q20. Chase figures and industry benchmark based on Argus data. Data excludes: small business, private label, secured and charge cards as
well as select co-brand portfolios. Industry reflects all general purpose credit cards ex. Chase.

«

For 1Q21; e-commerce spend defined as Card Not Present spend

ad

Zelle transaction volumes represent outflows

hou )

Metric is based on payment outflows for transactions including BillPay, RTP, External Transfers, Zelle, Internal Transfers, SMB ACH (Vendor & Employee), SMB
RTP, and Pay Chase. Excludes products that are also leveraging different infrastructure, including debit, credit, ACH debit.

L

Faster delivery from teams working on components that are modernized compared to teams working on legacy applications and infrastructure based on 3 month
average lead time in February through April 2022; cycle time is the average number of days for Jira stories and defects to progress from ideation to release

©

Indexed to 2019 volumes

10. Mobile sign-ons based on average number of monthly logins for FY21; NPS defined as Net Promoter Score

- JPMORGAN CHASE & Co.




Notes on slide 38

Note: Growth rates may not tie due to rounding

Based on 2021 sales volume and loans outstanding public disclosures by peers (C, BAC, COF, AXP, DFS) and JPMorgan Chase estimates. Sales volume excludes
private label and Commercial Card. AXP reflects the U.S. Consumer segment and JPMorgan Chase estimates for AXP’s U.S. small business sales. Loans
outstanding exclude private label, AXP Charge Card, and Citi Retail Cards

N

Based on 4Q21 share for spend-based top of wallet. Chase figures and Industry benchmark based on Argus data. Data excludes: small business, private label,
secured and charge cards. Reflects Chase’s performance relative to Chase's top 5 peers

©»

Defined as average sales debit active accounts

®

Includes FAS91

- JPMORGAN CHASE & Co.




Notes on slide 39

. Based on 2021 sales volume and loans outstanding public disclosures by peers (C, BAC, COF, AXP, DFS) and JPMorgan Chase estimates. Sales volume excludes
private label and Commercial Card. AXP reflects the U.S. Consumer segment and JPMorgan Chase estimates for AXP’s U.S. small business sales. Loans
outstanding exclude private label, AXP Charge Card, and Citi Retail Cards

N

Based on business sales volume across Amex and other payment networks (Visa, Mastercard, ChaseNet)

@

Based on 2021 Co-brand Portfolio Sales Volumes

JPMORGAN CHASE & Co.




Notes on slide 40

»w

IS

@

o

b

. Credit Journey launched in December of 2016; as such, Year 1 users reflects 2017. Year 1 users reflects unique customers who enrolled in Credit Journey, whereas

2021 users reflects number of unique enrolled customers who engaged with Credit Journey in-year; 28 million users metric shown in 2021 JPMorgan Chase Annual
Report reflects cumulative enrolled users since launch

Reflects number of Consumer and Business Banking customers with a Zelle inflow or outflow in FY2021 and FY2017; metric provides a full-year view, and therefore
differs from previously reported metrics which reflected 30-day active users

Reflects unique annual visits to Chase MyHome Explore & Manage; Year 1 metrics for Chase MyHome Explore & Manage reflect 2019 when these components of
the platform began to rollout (with rollout continuing into 2020); does not include visits to any portion of the Chase MyHome platform launched before 2019

. Reflects unique visitors who engaged with the core Finance and Drive platform including Shopping, Pre-qualification, Insights and Financing journeys. The majority

of these experiences were rolled out between December '19 through 2021; 56% growth metric reflects 2021 vs. 2020 YoY change

. Includes My Chase Plan and Amazon Promotional Financing; customer count represents cumulative unique customers since respective product launches as of

1Q22

Reflects January '22 vs. January '21 growth in number of customers with DDA or Credit Card outflows to BNPL providers including Affirm, AfterPay, Klarna, PayPal,
Quadpay Sezzle, and Zip

Source: Pymnts.com and Amount Survey “Banking on Buy Now, Pay Later”, survey of US consumers conducted between Nov. 5 and Nov. 10, 2021; sample size of
2237

- JPMORGAN CHASE & Co.




Notes on slide 43

Note: Totals may not sum due to rounding; growth rates may not tie due to rounding

Gross cash marketing spend represents total outlays in a calendar year, which includes expenses and contra revenues. Contra-revenue may be amortized and not
all recognized in the year the outlay was made

OpEx represents <$0.1B of annual spend
Reflects increase in Acquisition and Distribution costs; excludes Activation costs

Reflects expected performance of 2022 vintage in Year 5

L A

Defined as Net Present Value (NPV) of the vintage; NPV defined as the post-tax lifetime value of all incremental cash flows for the investment, including upfront
investment costs and all other variable revenues and costs resulting, discounted at the cost of equity

- JPMORGAN CHASE & Co.




Notes on slide 45

Note: Growth rates may not tie due to rounding

1. Estimated impact of pandemic on revolving balances and interest income partially offset by benefit of lower credit losses on lower balances
2. Defined as average sales debit active accounts

3. Card account defined as open accounts with a statement; excludes expenses related to cxLoyalty

JPMORGAN CHASE & Co.




Notes on slide 48

. Calculated as number of accounts that became 60 days past due (DPD) as a percentage of total accounts less than 60 DPD; excludes estimated impact from
Hurricanes Harvey and Irma in 2017

N

Source: Mortgage Bankers Association Quarterly National Delinquency Survey; reflects change in Total Past Due rate in first lien mortgage product portfolio from
4Q17 to4Q21

Source: Inside Mortgage Finance (‘IMF”), Top Owned Mortgage Servicers as of 4Q21
Reflects Basel 3 standardized and advanced risk-weighted assets framework respectively
Excludes early buyout loan sales

Excludes the impact of reperforming and non-performing loan sales

N o o o

Includes AWM and Corporate mortgage loans

. JPMORGAN CHASE & Co.




Notes on slide 50

. Recapture rate calculated as the percentage of Chase Home Lending customers that paid off a home loan in 2021 and originated an additional loan with Chase
through the Consumer channel. Calculation based on Chase internal data and CoreLogic data

N

Represents change in deposits and investments (D&I) balances from 6 months prior to mortgage origination to 1 month post origination. Population limited to Chase
banking customers with at least $150k in D&I balances who originated a mortgage with Chase or a bank competitor offering relationship pricing program between
January '20 and November '21. Calculation based on Chase internal data and Corelogic data

»w

Reflects net change in Chase D& account balances from 6 months prior to mortgage origination to 1-month post-origination, for all customers who originated a
Chase mortgage in 2021

JPMORGAN CHASE & Co.




Notes on slide 51

1. Source: Freddie Mac Primary Mortgage Market Survey®; reflects weekly average through week ending 5/5/2022

2. Sources: 2021 IMF Originations market size; 2022 market size estimate based on internal Chase analysis
3. Source: S&P Dow Jones Indices LLC, S&P/Case-Shiller U.S. National Home Price Index [CSUSHPISA], retrieved from FRED in April ‘22, Federal Reserve Bank of
St. Louis; reflects data through February ‘22

4. Source: Realtor.com, Housing Inventory: Active Listing Count in the United States [ACTLISCOUUS], retrieved from FRED in April ‘22, Federal Reserve Bank of St.
Louis; reflects data through March '22

- JPMORGAN CHASE & Co.




Notes on slide 53

Note: All application and funding metrics reflect only the Consumer channel

1. Digital fulfilment capabilities include uploading documents and viewing / signing disclosures
2. Reflects 4Q21 funded loans

3. Reflects 4021 digital applications

JPMORGAN CHASE & Co.




Notes on slide 54

1. Recapture rate calculated as the percentage of Chase Home Lending customers that payoff a home loan and originate an additional loan with Chase through the
Consumer channel. Calculation based on Chase internal data and CoreLogic data

2. Represents relative lift in proactive call-to-application rates between leads identified by traditional marketing campaigns utilizing older models vs. leads identified by
enhanced modeling (with additional data overlays). Both campaigns were in market in 1Q22

3. Reflects time spent for income, asset, employment, and credit underwriting; excludes collateral review process of appraisals

JPMORGAN CHASE & Co.




Notes on slide 55

Note: Growth rates may not tie due to rounding

1. Experian AutoCount data for FY2021. Reflects financing market share for new and used loan and lease units at franchised and independent dealers
2. Auto Sales Seasonally Adjusted Annual Rate

3. Source: Motor Intelligence

JPMORGAN CHASE & Co.




Notes on slide 57

. Peer information sourced from public disclosures

~

Industry delinquency rates on Federal Housing Administration (FHA) backed loans determined based on data sourced from Experian (excludes loans on
forbearance); 2022 YTD reflects April ‘22

Chase Auto excludes Wholesale (DCS) & Lease while Industry excludes Lease alone ; Industry delinquency rates determined based on data sourced from Experian
Includes AWM and Corporate mortgage loans

Industry benchmark based on Federal Reserve Board of Governors Delinquency Rate at Commercial Banks

A

Chase HFI Home Lending delinquencies include impact of Purchased Credit Deteriorated loans; Industry based on Board of Governors Residential Mortgages

. JPMORGAN CHASE & Co.




Notes on slide 62

1. 2021 combined value of pro-forma Chase Travel sales and spend attributed to Chase Offers

2. 2021 value of pro-forma Chase Travel sales; CAGR reflects 2017-2019 Ultimate Rewards travel sales growth
3. 2021 blended redemption value of redeemable points

. 2021 combined Debit and Credit spend; Merchants include DoorDash, Lyft, Peloton, ClassPass, Instacart, GoPuff

JPMORGAN CHASE & Co.




Notes on slide 63

1. Reflects March 2022 last-twelve-months

2. Based on Travel Weekly Power List 2020, which disclosed 2019 sales volumes; Travel Weekly did not release a ranking in 2021, likely due to Covid impact on 2020
sales volumes; assumes pro-forma Chase Travel sales; Chase Travel and cxLoyalty 2019 sales volumes were not publicly disclosed on the Power List; corporate
travel providers excluded for purposes of JPMC estimates

JPMORGAN CHASE & Co.




Notes on slide 64

. Based on Travel Weekly Power List 2020, which disclosed 2019 sales volumes; Travel Weekly did not release a ranking in 2021, likely due to Covid impact on 2020
sales volumes; assumes pro-forma Chase Travel sales; Chase Travel and cxLoyalty 2019 sales volumes were not publicly disclosed on the Power List; corporate
travel providers excluded for purposes of JPMC estimates

Includes Chase Travel volumes, cxLoyalty non-Chase clients, and Frosch

® N

Travel P&L reports through Chase Card Services

JPMORGAN CHASE & Co.
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Notes on slide 66

1. Outlook is dependent on market conditions

2. Based on Travel Weekly Power List 2020, which disclosed 2019 sales volumes; Travel Weekly did not release a ranking in 2021, likely due to Covid impact on 2020
sales volumes; assumes pro-forma Chase Travel sales; Chase Travel and cxLoyalty 2019 sales volumes were not publicly disclosed on the Power List; corporate
travel providers excluded for purposes of JPMC estimates

JPMORGAN CHASE & Co.
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Digital banking outside the U.S. is an attractive growth opportunity that JPMC is well-positioned to

capture

Significant and growing international banking (ex-U.S.) revenue pool'

$1.8T
137 69
$ ____ ~6%CAGR
Growing digital
—— ing shara -
2020 2025E

Digital challengers have introduced a new cost paradigm
Cost per customer?

—  ~23x

Digital
challengers

Traditional
banks

Note: 1€ ncludas Chasa UK., the Fimis digital retad bank intha UK ; Nutme, .
1. Souce MeKinsey Globsl Banking Annual Review 2021 “The great dvergen

2. Soure: Gompany fings and chob it
3. Soutce: Company flings fo other igia/ chllenger banks in ko UK. Compaes checking/ouronl accoul deposit por Customes a5

1

JPMC is well-positioned to build an enduring and differentiated business...

Firm heritage and reputation, fortress balance sheet and custorer

Brand and
service focus that builds trust in our brands

institutional trust

Proven ability to build and deliver high quality digital experiences on
a modem technology core

engineering
prowess

...overcoming the trust hurdle faced by digital challengers

Non interest-bearing checking deposits / customer®

CHASE O

Digital challengers
(B-months after launch)

(1-yr after launch)

JPMORGAN CHASE & Co.

il weslth manager i the LLK.; and a 40% cumership staka n 08 Bank.a digtal bark in Brazi

customer fom 2018-21
of ne year it public launch




We are investing to build a sizeable business with high operating leverage

Pretax
income

m Planned expansion to multiple products to offer full-service
banking

® Expected breakeven in 5-6 years

® Significant synergy across the firm

Cost per
customer Platform and brand
I customer and volume-driven

Number of
customers.

Platform and brand
= Modern, cloud-native, multitenant global platform

m Strategic investment in branding and marketing

® Scalable to millions of customers

Customer and volume-driven

m Customer service, KYC, fraud, card and payments processing and banking
operations costs

m Benefits from scale as contact and operations centers achieve critical mass

JPMORGAN CHASE & Co.




We are off to a strong start in the U.K. with highly engaged customers

« ay

s
‘I :
¥ \
1]

© womema

‘ £8,288.02
> 2

Number of customers.

0.5mm+

Note: D s of May 200h, 2022

CHASE UK GUSTOMER OVERVIEW

[ —

Deposit balances

~$10B

Card and payment
transactions

~20mm

Highly engaged customers

~30%

JPMORGAN CHASE & Co.




We have also made complementary acquisitions and investments

Strate

Modern technology platform, with highly scalable foundation
for expansion to other countries

Enabling seamless and integrated banking and investment
customer offering

C6BANK

Strong performance trajectory

47 bps

Market share growth
2019 to 2021

$1.5B

Net new money post
acquisition

‘ izing it with digital i |

~$90B in 2020'

Attractive Brazil market, with addressable revenue pool of |

Fully licensed bank with comprehensive retail and SMB
product capabilities

strong alignment with JPMC strategy

Strong management team with deep local expertise and |

4

16mm+

Retail customers

0,

65%

of active customers use
more than 1 product

1. Souross: Intar American Development Ean. World Bark, Banco Ceniral Do Bz, Staists, FEBRABAN Banking Tachnology survey. company flings
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Topics for discussion

. ® Financial overview
CIB Overview o
m Positioning for growth

® Industry-leading global franchise
® Markets m Client-centricity driving our leadership position
m Scale and competitiveness in electronic markets

Overview and unigue value proposition

Payments Strong financial performance

Strategic focus areas to drive growth

[OW Closing Remarks

‘ JPMORGAN CHASE & Co.




Since the formation of the CIB, we have consistently delivered strong financial performance and
remain the #1 CIB franchise

REVENUE ($B) NET INCOME ($B) CAPITAL ($B) ROE" OVERHEAD RATIO

it 52% + 164% T 77% it 800bps $ 1600bps
25%
21 83 17% b

e Global, complete,
“ diversified, and at scale
2011 2021 2011 2021 2011 2021 2011 2021 2011 2021 1004+ eounties
ndusto
~100 currencies
INVESTMENT BANKING PAYMENTS MARKETS SECURITIES SERVICES
Firmwide Revenue ($B)* Revenue ($B) Revenue ($B)° 80%+ of Fortune 500 companies
T 128% 1 45% 1T 42% 1 23% Top 2in 21 of 24 businesses;
meTsemy #1in 14 businesses?
103

IEEE other ~68,000 employees

2011 2021 2011 2021 2011 2021 2014 2021

ndusty’: (R

JPMORGAN CHASE & Co.




Since 2017, our market share has grown across all businesses and regions, while maintaining

expense discipline and operating leverage

between 2017 and 2021'...

market share impi

INVESTMENT BANKING

GLOBAL
1180bps 1 130bps
AMERICAS PAYMENTS (TS)
1+ 220bps 1 180bps
EMEA MARKETS
1 70bps 1 160bps
APAC SECURITIES SERVICES
1 170bps 1+ 50bps

...enabled strong financial results?

Revenue L Excense Ml Netincome |

109
2017 2021 2017 2021 2017 2021
Overhead Ratio 57%) (9%

Capital (5B)

JPMORGAN CHASE & Co.
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We've delivered strong results across our businesses at returns above the firmwide cost of capital

NOT TO SCALE

Corporate & Investment Bank

Gapital

Heritage TSS ROE

Heritage 18 ROE

2017 2018 2019 2020 2021

»

Capital
ROE - 2
"% e
Firmwide -
costof
capital
2017 2018 2019 2020 2021 2017 2018 2019 2020 2021 2017 2018 2019 2020 2021 2017 2018 2019 2020 2021

JPMORGAN CHASE & Co.




Expense growth was mainly driven by business volume / revenue growth and investments

ted Exp

2022 Total Investment Spend 5388

Technology Investments? $318 |
® CIB Technology 5218 i

u Enterprise Technology s1.08

| Digital, Data and AIML? 5028 |

Other (including Operations, Real Estate 5038
and Acquisitions)

Bankers (including other revenue producers) 5028

iy > Addiional details on next page

Volume / Revenue Rolated
® Volume-related brokerage
® Performance-driven compensation

Structural
™ Gompensation. including wage infiation
® Other operational expenses

2019 Investments Volume/ Structural 2021 Investments Volume/ Stuctural 2022 Market
Revenue Revenue Dependent
Related Related

Reverue (8) @
s JPMORGAN CHASE & Co.

Date, e and A 26 o B . Dot AL o of$0.38




Our technology and product investments are opening up new growth opportunities and

strengthening our leadership position

We continue to increase our technology and product

and invest in AI/ML (select

to drive business growth, advance strategic

M investment Banking
Payments

W varkets

[l Securities Services

M Enterprise Technology

| Technology Investments": $3.18
i + Digital, Data and AIML': $0.28
{ = Total CIB Technology Investmenls: $3.38

2017-22
CAGR

$3.38
29%

$2.78
7%
$2.38

$2.08

ah

12%

2017 2019 2021 2022

Datst s s AL €8 a0 Erterares Toctnoiogy

©

Drive business growth with a
focus on delivering best-in-class
products and experiences to clients

® China franchise expansion to
provide onshore business capabilities
toclients

= Fusion data platform to provide
integrated solutions across the
investment ifecycle

 eTrading platform to support clients
wih the ongoing growth of lectronic
exacution

= E-commerce capabilities (Wallet,
Express Checkout, Embedded
Banking} to focus on Marketplaces and
SMB

= Capital Connect platform to connect
clients, founders and investors for
private equity placements

Do AL s o1 5036

Advance strategic platforms to
deliver the Firm to our clients and to
support our business priorities

 Athena to provide Gross-asset risk,
pricing and trade management
solutions to clients

= Client portals including J.P. Morgan
Markets and Access o provide
seamlass cash management,
research, execution and pricing
solutions.

& Real-time and faster payment
capabililies deployed to clients
globall by Graphite

our API-based Merchant

Acquiing platform to focus on unified

APIs and cloud enablement

= GLASS platform to provide liquidity
and account services such as wallet,
virtual accounts, sweeps and pooling

®

Invest in AUML and Next Gen
Technology to ensure we remain
competitive

Onyx by J.P. Morgan, our blockchain
business unit, buiding innovative:
platiorms like Liink, JPM Coin and
Onyx Digital Assets

Real-time client facing analytics
across Corporate and Small Business
clients

Flow Trader utilizing Al to deliver
faster quotes to clients
Leveraging AUML to improve our

operational processes across KYG,
recongiliation, fraud and settiement

JPMORGAN CHASE & Co.




We have supported significant volume growth with modest increases to operational expense

We have driven efficiency at scale"... ...while our costs
Technology Run The Bank expense?
B Operations direct expense

Cash Payments Cash Equities
Annual payment Annual cash equities
transaction volumes trades
Operations cost Operations cost
per transaction per trade
Collateral EM & Rates Derivatives
OTC margin calls avg Annual derivatives.
maonthly volumes trades
Operations cost Operations cost
per OTC margin call per trade
Securities Processing Fund Services

Annual securities Daily NAV volumes
trade volume
Operations cost @ Operations cost @
per trade per NAV 2017 2019 2021 2022

’ JPMORGAN CHASE & Co.

CAGR

$4.28
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Together our businesses enable us to bring a holistic set of solutions to our clients

CIB clients served by 3+ CIB businesses

(out of 4)!
0, 0,
Delivering 79% 80%
synergy and
connectivity
across
clients Top 200 Financial Institution clients Top 200 Corporate clients
 Capital Markets and M&A  Trading Executionand Risk 4 Payments and Liquidity
Advisory Management Solutions
# Financing Solutions # Trade Finance 4 Investment Advisory
¢ Asset& Liability Management  # Merchant Acquiring #+ Custody, Fund Services and
+ Research Middle Office
. JPMORGAN CHASE & Co.
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Investment Banking

Global Investment Banking achieved record fees in 2021, and delivered market share of 9.5%

Ranked #1 by Investment Banking fees for over a decade Continued strong leadership position
B industry wallel (§8) @ Market share W indusiry wallet (global) (S8) % JPM market share (global)
8.6% 85% 8.6% 94% 9.4%
= 51
8 39 36 38 40
2017 2018 2019 2020 2021
JPMrank  #1 # " # #
9.0% 9.4% 89% 8.9%
72%
H
8 P
18 15 15 27 2
2017 2018 2019 2020 2021 2017 2018 2019 2020 2021
JPMrank  #2 # " # #2
Americas EMEA APAC 8.4% 86% 9.0% 90% 102%
- v " = =m =n em B
Market share: Market share: Market share: o o 51, 5556 S
2.1% 40% JPMrank 2 2 #2 # #2

T —— ' JPMORGAN CHASE & Co.




Investment Banking

We are focused on closing product and coverage gaps, and capturing new growth opportunities to
gain market share

Consistently targeting top positions across all products and sectors Focusing on four key strategic pillars
Wallet mix by product Wallet mix by sector
Middle | ™ Despenibroadenindustryand regional specialization
JPM 2017-21 JPM 2017-21 rank
Market | ™ Extend coverage with Middie Markst financial sponsors in
Lol Overall Ex. DCM collaboration with Commercial Bank
S— -
® Launch and scale Capital Connect by J.P. Morgan, a digital platform
Healthcare # # 3 Private connecting early-stage companies and investors for smaller deals
DcMm 4% " = Capital | = Continue to invest in high touch servicing of larger deals
5
Tech #2 #3 8 Collaborate with Commercial Bank and Asset & Wealth Management
FIG IR #1 #2
@ APAC m Deepen coverage of New Economy and Healthcare companies
Ll 24% #2 ® Deepen coverage expertise in Australia, China, India, and Japan
Diversified ¥ #1 #2
‘ Deepen advisory expertise
MaA | P #2 ¥ 3 =
LUl 27% # #2 ESG ® Build on centers of excellence (Center for Carbon Transition and
ESG Solutions)
2017-21 2017-21

with a focus on closing wallet gaps

Leverage depth of

and capturing opportun

o JPMORGAN CHASE & Co.
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Our Payments business has grown significantly despite rate headwinds

Revenue ($B)'2 Focus areas for deep-dive discussions

4l \World's largest payments franchise, occupying a unique place in the payments industry

v Targeting double-digit revenue and pre-tax income growth supported by market share gains, higher rates
and substantial operating leverage

synergies

Treasury Services and Merchant Services businesses together generate significant client and product

2017 2021
Deposits (58)°
TS market share

Significant investments focused on delivering scalability, efficiency, and differentiated product offerings

Leverage existing trust with our cl grow share across our client segments
tutions, Corporates, E-commerce, SMB) with innovative technology sol

" JPMORGAN CHASE & Co.
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We have maintained our position as the leading Markets franchise

Revenue ($B)' Focus areas for deep-dive discussions

FAl Continue to strengthen our industry leadership by i ionship with clients

Uniquely positioned to capture secular growth of large institutional clients, and across private alternatives

FICC - ; ? 5
Agile management of capital to pursue opportunities and maintain profitability

Track record of being disciplined with expense

Compete in newer market structures and preserve leadership in electronic trading

Market share”

,2 JPMORGAN CHASE & Co.




Securities Services

Securities Services has achieved both record revenue and assets under custody

Our Clients Our i By the
Custody & Fund Services AUC ($T) DEPOSITS ($B)'
m Custody = Alternatives 1 42% 1 52%

T assetm » Fund = Middle Office
sset Managers Services u ETFs 216
|
Trading Services 2017 2021 2017 2021
ASSEHOWHERS = Cash, FX & Liquidity Mgmt.
m Agency Securities Finance REVENUE ($B)? OPERATING MARGIN (%)*

u Collateral Management
100% of our top 200 clients = Depositary Receipts
overlap with at least one

T 13% & (1pp)

+ 24% fee revenre

other CIB business Data Solutions 32 31
Fees
® Data Management
NI
® Performance, Risk & Analytics
2017 2021
Market Share*
u JPMORGAN CHASE & Co.

oo 1 cepoct n 2021 ¢ compard i veenge ot n 2017
2017 mvense ot oy 60
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We have a strategy to deliver growth for our business and clients, now and in the future

&

Scale & Efficiency

)
Comprehensive Client Solutions

T

Investing for the Future

Optimizing and streamlining
technology and operating models

Modern technology architecture

Delivering products and services to
meet client needs and close gaps

Full ETF servicing capabilities

% and globally consistent operating ETFs driving new mandates and growth
models doubling assets since 2017
Record volume and activity Enhanced capabilities across
m Daily NAV deliveries up 65% to f Alternative and Private assets;
1V
{@ >25k (since 2017) Alternatives . iea AUA while reducing
m Derivatives positions up ~50% operating expense
x Consistently strong operating Middle Scalable next generation
C) margin (30%+) Office platform leveraging Markets

Deliver scale and ef

capabilities

ency across our core asset servi

Addressing client needs across the
investment lifecycle

Developing innovative digital

Digital asset solutions to support evolving

Assets  client needs including full crypto
record keeping services and
collateral tokeniz
Launched Fusion, a cloud-native
platform enabling clients to
seamlessly access internal and

Data third-party data
Solutions

Providing integrated solutions
through a modern data catalogue
and APIs

g business;

vest in middle office, ETFs, alternatives, and data solutions to capture growth

JPMORGAN CHASE & Co.




Securities Services

Fusion: A unified data experience across our clients’ investment journey

Fusion

*JPMorgan

Fusion Data Catalog

Fusion provides data
management, reporting and
analytics solutions across
the investment lifecycle,
enabling institutional clients
to generate investment and

operational alpha

JPMORGAN CHASE & Co.




We maintain 16% ROE outlook with approximately 25% more capital

Adjusted ROE (2019 - Outlook)'

29%
Drivers
14.5% A Increased market share
- A Elevated capital markets activity
A Higher asset valuations
¥ Investment-led expense growth
2019 Volume/ Rates Expense Capital,
Revenue Related Credit Costs,
x

e

Market ___
Dependent

Potential Headwinds / T:
4 Increase market share
¥ Normalization in Markets and IB wallets
¥ Inflationary pressure on expense

inds

¥ Higher capital allocation

Velume/ Rates Expense Capital, Outiook
Revenue Related Credit Gosts,

Tax

JPMORGAN CHASE & Co.




Topics for discussion

Industry-leading global franchise

(O Markets

Client-centricity driving our leadership position

Scale and competitiveness in electronic markets

Overview and unique value proposition
Payments Strong financial performance

Strategic focus areas to drive growth

[OW Closing Remarks
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We continue to grow by being complete and delivering client excellence

We remain the leading global Markets franchise...

V)
& J 9 A
#1 Y
l‘f‘l_\-\ z '.” ae8
FicC Equities
Multi-asset counterparty

Glient distribution by # of products traded"

26
products.

e V)
¥ Do ¥z )
i) \ s
“é‘.ﬁuﬁ" ﬁ R{.M#L.E”

Research

... with sustained growth

$27.4B

Revenue
T 48% vsFY17

...and continued client excellence

Global expertise

Leading market share across regions.

# #1 #
Americas EMEA APAC

Produc Pos (it efarmation, e 1 e 45,

12.2%

Market Share
1 160bps vs FY17

Post-Trade

o y End. d service provider
Revenue CAGR (2017-2021)
Pre-Tra
8% M% .
o
Voice Electronic -

JPMORGAN CHASE & Co.




Our #1 position today is stronger than ever, as we captured opportunities and closed gaps

We remain the market leader...

... by improving product and client market share...

... and closing gaps in key focus areas

Industry Wallet' ($B)

Share of top 5 @ @

201

JPM#
Peer #2
Peer #3
Peer #4
Poer #5

Other Index
Banks

Non-Index
Banks

2017 2021

Share of Wallet ™ 2017 W 2021

Institutional Clients?

I 13.4%

=
+290bps
Corporate Clients?
I 10.2%
»
+170bps
Ficc!
I 12.5%
=»
+160bps
Equities’
I M.7%
-
+160bps

Share of Wallet ™ 2017 W 2021

NOT TO SCALE
Cash Equities’

Rank sont @)

Corporate FX3

Rank 2]

APAC!

s B

Rank 3 o
JPMORGAN CHASE & Co.




There is further growth from deepening client relationships and capturing secular trends

We are i ing to it i i ips across our client base...
Advanced data and analytics Innovative solutions Client-facing technology
to pravide clients the right content and pricing, to meet clients’ emerging needs and remain to become further embedded with clients
to increase mindshare with trading flow competitive as the industry evolves through workflow integration
... and are uniquely positioned to capture secular trends
Indlustry Wallet! ~ NOT TO SCALE
(1) Large institutional clients are growing faster than the rest of the market? (2) Clients are mobilizing on private assets®
Markets Revenue CAGR 2017-21 JPM SoW Projected AUM CAGR 2021-2025
change
ettt on] Industry JPM (2017-21)
clients Large institutional 5. s priete
0 b Equit
clients @ 10.3% A T0Rgs ’
Private
Other institutional ©2% 53% A 240bps Debt
clients
Corporates Traditional Assets
~ . ~
) » JPMORGAN CHASE & Co.




We continuously optimize our capital footprint to deliver growth and strong returns

Even with a higher capital base...

e expect to earn above our cost of capital

Markets Gapital NOT TO SCALE 2022 ROE (%) NOT 70 SCALE
Cost of capital

- Marginal ROE

Fully loaded ROE

2017 Growth-oriented Methodology 2022

changes & regulatory We are complete across products, and clients reward us for it

‘We provide lower ROE products nd are rewarded with business in
in response to client demand... higher ROE products?

is from clients who -
participate in both lower &

higher ROE businesses Revenue from

= Disciplined deployment of capital across clients and across products

® Dynamic allocation to capture opportunities

~90%
= From 2017 to 2021, a few examples of where we allocated growth capital Anstitutional
1) SPG — Loan origination, financing

2) Gommodities — Physical gas, renewables

Revenue from

3) Equities ~ Prime balances to close gaps lower ROE products _higher ROE products

i # JPMORGAN CHASE & Co.

Fuvene rlipiet regrosons svrage fom 917 10 2521




We are investing to lead in newer market structures and electronic protocols

to enhance

P

y Workflow Automation

OEO

Infrastructure Scalal

v Process more volumes with stability v Improve algos with structured datasets v Data-driven decisioning

« Improved latency, speed and elasticity v Extend reach and facilitate STP

v Cost efficiencies from shared platforms v Central risk & v

Cash Equities R FICC Platform

Organization Agility

v Lower time-to-market for algorithms

& flat desk structure

43

Market Structure

v Participation on third-party venues
v Standard APIs for direct connectivity

7 investments & partnerships

Credit e-Trading Approach

Low toueh trading revenue CAGR Top 3 rankings as a % of total rankings on leading venues'

IS ® 2017 @ 2021

FX
Commodities

Rates

2017 2021 Cred

i Compotior Arsyics For faorted i, i

100%

Integrated systomatic traciing strategies

Portfolio
Trading

(T

JPMORGAN CHASE & Co.




We have a track-record of being disciplined with expenses

NOT TO SCALE

Historical revenue & expense CAGR Expense

2017-21 CAGR (ex. Income neutral) Total Expense (ex. Income neutral)
2017-21 CAGR

Total
Volume /
Revenue Related
Investments .@
Structural
2021

2018 2019 2020

JPMORGAN CHASE & Co.

Revenue Expense’ 2017




Our strategy sets us up for continued success

a Deepen relationships across client base

e Capture secular growth with large institutional clients and in private alternative assets

e Dynamically deploy capital to optimize returns

o Innovate and lead, as market structure evolves and electronification continues

o Manage expenses with discipline

" JPMORGAN CHASE & Co.




Topics for discussion

® Overview and unique value proposition
@ Payments m  Strong financial performance
m Strategic focus areas to drive growth

[OW Closing Remarks
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J.P. Morgan Payments overview

$9.9B

Key 2021 firm-wide metrics

Revenue'

Client segments

Corporates
(50% of revenue)

m

Financial Institutions
(35% of revenue)

E-commerce / Marketplaces
(1% of revenue)

]
SMB Merchant Services
(4% of revenue)

~50/50

NIl / NIR split

29k

Clients (excl. SMB?)
Business segments

i0=-[i=

Treasury Services (TS)
(84% of revenue)

Merchant Services (MS)

(12% of revenue)

>

Trade
(4% of revenue)

Excites ~350k achva S merhin sccounts acrss 1 Fanchise

$800B

Average deposits

$3.4B

PTI
LOBs

Corporate & Investment Bank
(60% of revenue)

Commercial Banking and
Consumer & Community Banking
(40% of revenue)

JPMORGAN CHASE & Co.




We aspire to occupy a unique place in the payments industry

Scale
Banks
m Safety, scale,
resilience, deep focus
on regulation
® Direct access to payment

networks (e.g., bank and
card networks)

Bank Treasury
Services offerings

Liguidity
FX
Working Capital
Payment Disbursement

.

Innovation
Fintechs
®m Focus on customer
experience, flexibility to

continuously evolve, speed to
market

m Reliance on others (banks) for
access to payment networks

Fintech Merchant
Services offerings

Easy onboarding
Payment Acceptance
Payment Disbursement
through banks)
Value-added services

Durable Differentiation

JPMor gan eawents

m Massive scale and operational excellence around the world

® Leadership across existing and emerging payment methods — opportunities
for closed-loop / “on-us” efficiencies

® End-to-end solutions, integrating curated 3'-parties for completeness and
speed to market

= Part of broad J.P. Morgan-wide relationships

End-to-end
platform solutions

5X_ Simple, flexible, omnichannel connectivity )

Contextual value-added services. JPMorgan == Curated 37 Parties

s/
Woerking Payment Payment Trust &
captel G Accoptance Liatdetty. X Disbursement Safety

Broad. multi-product relationships:
JPMORGAN CHASE & Co.

Investment Banking, Commercial Banking, Markets, Retall Banking




We gained scale and market share in Treasury Services, offsetting deposit margin compression

Firmwide Revenue 2017 - 2021 ($B) L lip iti & growth
2017
0.1 0.0 TS global market share® 5.4%
28 é Payments txn avg. value/day 7T
9.1 27 /,!93/ 77777 3 Lockbox market share® 18.4%
9.9 S US Real Time Payments volumes®
p——
 Retained all major gains on equity -
clients and maintained ek |15 Net Promoter Score %
m 40%+ revenue growth market share Digital Banking (J.P. Morgan Access®)®
1RG4 iher Bakicss  Price compression offset s
volume growth 8 SCF market share? 5.6%
= 30%+ higher market share =
°
E US merchant acquiring txn/year® 23B 378 #1
2017° Liquidity  Payments Trade Merchant Deposit 2021% 2 i
_— i in? @ US merchant transaction value™ $1.2T7 $1.7T #
Treasury Services (TS) (lnje'g':fm’ Margin =
Payments Processing Accuracy2 >99.99999999%
201 e st coum by oc Sour: v
pont margn et st o s ratof sy actens o Srar et 07 [e———
42001 evaon s CB s G g it Crot Pl G i setiod st
ki Goslion G Corpotor Arajce. Ao i Feri sy e o (4 8 ). For ot o, e o 5o 45, i e 127 3 1215 sin Visa Vst o e e vomes
£ Cash Nanagement Rakig e < Tot oyt s et s o o v, : -
e Sere T = JPMORGAN CHASE & Co.




We invested heavily in the business, but overall expense growth will decline going forward

Firmwide Expense outlook NOT TO SCALE

oS

o
|

gl

New Modernization Target

|

2019 Structral/  New New Modernization 2022 Structural/  New
total  volume  products platiorms total  volume  products platforms
erpense Investments expense Investments

Structural / Volume

Expense associated with cost+ businesses
expected to normalize

New Products

Treasury Services capabilities best in class

Continued investment in key areas of focus
(e.g., Merchant Services, InstaMed, VW Pay)

New Platforms

No expense growth as platforms near
completion; expense will decline over time

®  Continued modernization at current spend
levels

JPMORGAN CHASE & Co.




Our Payments business is enabled by a clear design of our technology stack
e

Client Interaction Layer

Single Payment APl Digital (J.P. Morgan Access®) File Transmissions (Host to Host)

Orchestration Layer

=P Applications

In-house (e.g., sub-ledgering, tokenization) 3rd Parties

Core Processing Platforms
Payments (Graphite)  Liquidity (GLASS)  Acquiring (Helix)  DLT (Onyx)

) Trust& Safety (as-a-Service)

Reporting Validation Fraud  Sanctions

Data products — Integrated data model and lake

Integrated operating model — product, @ 5.5k engineers @ 60+ fintech partherships
engineering, data & design, operations, embedded in our solutions
service, and implementation

@ JPMORGAN CHASE & Co.




Many of our new, cloud-native, tech platforms are nearing completion and generate revenue

Major p

(incl. decommissioning)

and target

Platform spend
outlook!

Graphite
Express
(Global Real
Time Payments)

Graphite
Simplified
{High ValuelLow
Value payments)

GLASS
(Liquidity)

Helix
(Merchant
Processing)

¥ Reusable components across platforms enable faster development

2019

2017

2017

2019

Y

2023

A

2025

s g

2024

S

2026

4

§ « 1}

Graphite Express
(Global Real Time Payments)

¥ Cumulative investments (2019-22): $90mm

= Enabled in 45 countries today, 54 by 2022

= Expected ~340mm 2022 revenue (75%2 market share of US
Impact Real Time Payment volume)

GLASS
(Global Liquidity Platform)

¥ Cumulative investment (2019-22): $115mm

= Won 177 out of 208 complex competitive Liquidity deals

globally in 2021
Q@  Includes 61 of 71 Virtual Account Management (VAM) deals

Impact ® ~$150mm? annual value

® Enabled innovative use-cases (Embedded Banking, JPM Coin)

v \We continue to maintain and support our legacy platforms which will adequately meet our client and innovation needs until full decommissioning

gainet 2022 oracat

e pact . gt

JPMORGAN CHASE & Co.




€ petails on following pages
We see growth opportunities across our customer segments with concrete KPIs to track progress

Focus areas Key targets

202 T:
m Extend leadership with Financial Institutions and continue to bring efficiencies and ! et

innovation to Correspondent Banking 25% - 30%
SWIFT market share’

m Continue to increase market share with Corporates on the back of best-in-class TS
and FX product suite, as well as structured trade capabilities (e.g., SCF)

72% =  10%

TS market share?

digitally native clients as well as business transformation of established Corporates TS fee revenue annual growth

! i
! i
'
i oneliver and i ive industry-specific integrated solutions . 10% = 20%
: ' SCF market share®
:
| :
i eRoll-oul and scale end-to-end E ilities to emp: growth of 3 8%* mp crowto 10%°
i
] i
! i
] i

~09/4 0/ 5
® |nvest in smart next-gen point-of-sale experi and |, curated val dded 0% = cove15%
services to help drive growth with SMB clients MS revenue annual growth
12021 ST it o USD WA 202 o i o
e T I T R s ot oot JPMORGAN CHASE & Co.

420172021 CAGR. 32
Targa cromeh rtes 9 oo e e 2026




o Deliver industry-specific solutions
We are rolling out unique vertically-aligned solutions with acquisitions and strategic investments to
accelerate our roadmap

“F Healthcare {3 Connected Cars

— Industry y ns we serve

EV Charging

Toll &
parking Insurance
Bill Patient Insurance
premium
Parts and
Fuel accessories
Claims payments
ayment
Provider payr Payer Lease payments
—— We are d ing our bilities through acquisiti and strategic investments

Momentum over 3 years

Volkswagen Pay
Insthed 901% 43% ) 590/6 @ Joint venture with Volkswagen

a AR Morgan company Financial Services

Revenue growth U.S. healthcare providers on
the InstaMed Network

Deal closed in April 2022

» JPMORGAN CHASE & Co.




@ oeiver end-o-end E-commerce capatiities

We are the only provider to offer end-to-end solutions to E-commerce marketplaces & sellers

Client needs

capabilities

Major inve In

(over next 2 years)

Marketplace _ l_Huyers_|

=

Sellers

Accept payments
S (Acquiring)

7*Y Developer/ Merchant
e, *® Experience

—. Manage
271 jiquidity & FX
@ Wallets

Traditional payment methods, Pay by

Bank (Europe), ChaseNet

Fast APIs, Bill Payments
Tokenization

Securitization/SPV options

Best in class suite of liquidity, account and FX
solutions = physical, notional, virtual and DLT

Full suite of “3* party money” accounts

RTP, pay to card and wallet

Payouts in 160 countries & 120+ currencies

Account validation

Customer Insights & Offers (Acquiring &

Issuing data)

&

All methods of payment and financing in the US and Europe
(e.g., Wallets, BNPL, Pay by Bank, Crypto)

POS and Omnichannel (tap on phone, smart devices)

No-code, configurable toolkit
Hosted Pay Page; Xpress Checkout

Merchant Working Capital

Embedded Banking — see next page

Near real-time cross-border payments

Invoicing, Payroll, Accounting and other value-added services

JPMORGAN CHASE & Co.




e Deliver end-o-end E-commerce capabiliies

VIDEO: MARKETPLACES

* JPMORGAN CHASE & Co.




@ oeiver end-o-end E-commerce capatiities

Example of our new product development: Embedded Banking

We re-configured existing

...and deliver a seamless digital

fe] to launch quickly...

user experience...

oigital kyc/  [AWSTele V)

Onboarding 2 CHASE @ company

pavant Merchant
Acceptance Acquiring

Sub-ledgering
Micro-service

Payment
Disbursement

Graphite

Account

Services GLASS,

Development partner

JPMorgan x (7 FreshBooks

-..that brings value to sellers and marketplaces

Sellers
Enabling businesses to bank where they sell

\ Instant digital onboarding
% Same-day settlement & real time payouts
@ One bank account to use across marketplaces

Embedded in marketplace experience

B Marketplaces

A Integrating banking services for platform partners
New offering to deepen seller relationships

@ Additional services can be added over time (e.g.,
Merchant Working Capital, accounting software)

g} New revenue potential outside own marketplace

JPMORGAN CHASE & Co.




Longer-term opportunity: We see significant upside from serving European SMBs & Marketplaces

Delivery model flow diagram

w Purchasing —

Card E—

Rewards = Processing
fees waived

&/

-5
&
Ny
< participant
Multiple methods of
payment, financing
& payout

Payment @\

Goods @

Wallets for each

&
=

Buyers

w Viva Wallet capabilities

Real-time
M’ Local Bank
account
DN
% % “¥
NV ot
3, ot

Delivery
Channels

Capabilities needed to address the market

‘Omnichannel payment
methods — in person, in wallet
and online, including Tap on
Phone

\

Pan-European localized
payments options and bank
accounts (across all EU, UK
and EE)

\

Onboarding, KYC
capabilities for businesses
and individuals

\

Subject to regulatory approvals and actual implementation will not occur until closing

ar

JPMORGAN CHASE & Co.




We believe there is a $5B revenue opportunity

Firmwide Revenue ($B; NOT TO SCALE
(58) Potential Tailwinds / Headwinds
~15
- h Qo
- A European expansion
A Faster growth in MS
9.9 4 Acquisitions / investments at attractive mulliples
¥ Pace and evolution of rates and inflation
' Deposit attrition from Quantitative Tightening
¥ Geopolitics
2021 Rate Impact? TS Ms Trade Target .
¥ Recession
Target annual 10% 15% 15%
revenue growth® (fee revenue)
Target average annual revenue growth® ) >1 0%\/
Target average annual PTI growth? ) { >20“;\
. JPMORGAN CHASE & Co.




Longer-term opportunity: We are strategically investing in Onyx to deliver industry-leading
capabilities & future proof our business — all at a modest cost

Today Metrics
s Peer-to-peer blockchain- Message Volume on Liink
o Z:? based network
Liink By J.p. Morgan ~35 ~35
Network for information exchange to remove Faster, cheaper, and safer * mm
frictions of Payments @ payments via multiple apps 2020 2021
JPM Coin Payments using DLT
onyYx " Coin Systems
) Programmable Mone: R
R Network for efficiently moving money 24/7 F?E ] 44 $O ~$65
o Partior 288 2021
i:li Notional Value Exchanged
Onyx Digital Assets 4 Parinering
Network for value and assets exchange $O = ""$23OB
2021

Partnering with leading companies to build the platforms of the future

@ Ant Financial, Siemens, Partior (DBS, Temasek, SCB), Deutsche Bank, Consensys, Goldman Sachs

» JPMORGAN CHASE & Co.




VIDEO: ONYX

" JPMORGAN CHASE & Co.




Closing thoughts. ..

JPMor g all pavments

o Double-digit growth and high operating leverage

o Consistent market share gains expected to continue, with growth in Merchant Services
e Proven ability to execute complex technology modernization and development

o Unique E-commerce platform solutions already live with additional capabilities rolling out over next 2 years

e Future proof with Onyx for digital assets and payments

41 JPMORGAN CHASE & Co.




Topics for discussion

[OW Closing Remarks
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We remain confident in the resilience of our business and are constantly optimizing our model
with a focus on maintaining our leadership position

Macro i Market forces
P~
N T
Inflation Rates Geopolitics Digitization ESG Market structure War fortalent  Traditional players  New entrants

- ‘GLOBAL - COMPLETE _ DIVERSIFIED - AT SCALE -

@ Maintaining day-to-day

discipline @ Optimizing our current model @ Transforming for the future

Dynamic financial management including i
3 Modernizing our core technology to
risk, credit, capital, liquidity, expense Closing addressable gaps in our wallet
enable elastic scale and faster innovation
management and investments

» . ) Advancing strategic platforms for more
Holistic focus on client experience and @ Accelerating organic growth @ integrated delivery of the Firm and better
ease of doing business experience for our clients
Continued resilience in the face of Attracting and retaining ous talent Investing in new and emerging tech to
disruption risks to our business develop future-proof solutions

ROE Outlook ~16%
“ JPMORGAN CHASE & Co.




APPENDIX




Notes on non-GAAP financial measures

1. The GIB provides certain non-GAAP financial measures. These measures should be viewed in addition to, and not as a substitute for, the GIB's reported results.

Adjusted ROE on page 2 is calculated as net income after preferred stock costs excluding credit reserve releases divided by average equity. Credit reserve releases net of tax were $(602)mm
and $(1,483)mm for 2011 and 2021, respectively. CIB average equity was $478 and $83B for 2011 and 2021, respectively.

The non-GAAP financial measures on pages 5 and 16 exclude the impact of legal expense. Adjusted ROE on page 16 is calculated as net income after preferred stock costs excluding the
impact of legal expense divided by average equity. CIB average equity was S80B and $838 for 2019 and 2021, respectively. The table below provides a reconciliation of reported results to
these non-GAAP financial measures.

Reconciliation of reported to adjusted results excluding the impact of legal expense

B
Year ended December 31,
(in millions, except where otherwise noted) 2019 2021
(1) Revenue Reportod’ Adjusted S 39265 § 51749
(2) Expense Reported § 20444 § 25325
Adjustments:
Legal Expenses S (@B)S (5
Adjusted S 22063 § 25074
(3) Net Income Reported $ 1195 § 2113
Adustments:
Legal Expenses 347 24
Adjusted S 12302 5 21358
(4)ROE Reported % 25%
Adjusted 4% 25%

2. Financials are as reported unless noted otherwise. I the first quarter of 2020, the Merchant Services business was realigned from CCB to CIB. Financials from 2017 onward were revised to
conform with the current presentation.

“ JPMORGAN CHASE & Co.




Notes on market share and rankings

Source: Coalition Greenwich Competitor Analytics based on JPMorgan Chase's intemnal business structure and revenues. Excludes the impact of Archegos in 2021 for select firms.

Historical Goalition competitor revenues and industry wallet have been rebased to ensure taxonomy and
Market Share reflects share of the overall industry product pool.
Rank reflects JPMorgan's rank amongst Coalition Index Banks as follows:

~ Markets (BAC, BARC, BNPP, CITI, CS, DB, GS, HSBC, JPM, MS, SG and UBS)

— Treasury Services & SCF (BAC, BNPP, CITI, DB, HSBC, JPM, SG, SCB and WFC)

— Securities Services (BAC, BNPP, BNY, CITI, DB, HSBC, JPM, NT, SCB, S8, and SG)

~

Source: Dealogic as of January 3, 2022 for GIB, ECM, DCM, and M&A rank analysis and market share. ECM excludes shelf deals. DCM includes all Bonds, Loans, and other debt (ie.,
Securitizations and Frequent Borrowers), excluding money market, short-term debt.

@

CIB industry wallets and growth from FY11- 21 are for GIB, Markets (Equities / FICC), Firmwide Payments (Treasury Services and Trade) and Securities Services (including Escrow, Corp
Trust, Clearing & Settlement), which may differ from J.P. Morgan's comparable businesses.

IS

The 24 businesses include CIB, Banking (GIB + Treasury Services + Trade Finance), GIB, M&A, ECM, DCM, Treasury Services, Trade Finance, Securities Services, Markets, FICC, G10
Rates, G10 FX, EM Macro, Commodities, Credit, SPG, Public Finance, G10 Financing, Equities, Cash Equities, Equity Derivatives, Prime Brokerage, F&O.

@

EMEA and APAC do not include Public Finance.

4

Market share gains are rounded to the nearest 10bps.

- JPMORGAN CHASE & Co.
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Commercial Banking — executing a proven strategy

the center of everything we do m Local delivery and decision-making, with deep sector expertise

Putting clients & communities at ‘ m  Coverage strategically aligned to best serve our clients

Investing to capture ‘ m  Adding talented bankers focused on adding great clients with deep relationships

tremendous market opportunity m  Expanding industry focus to drive client value

foundation ®  Enabling our teams with extensive training, data and tools

Strengthening our business ‘ ®  Enhancing client experience through innovation and process optimization
Innovating to extend our ‘ m  Designing simple, digital solutions to deliver more value for clients

competitive advantage B Innovating to add new client solutions and incremental revenue streams

fortress principles

Maintaining ® Rigorous client selection with a long-term, through-the-cycle orientation
m  Strong credit and control culture with 2021 NCOs of 4bps

Delivering strong ® High quality, resilient, diversified earnings
financial results m  Strong returns with 21% ROE in 2021, while investing for the long term

®

B JPMORGAN CHASE & Co.




Long-term, through-the-cycle performance

(sB) 2011 GAGR 2021

Putting clients & communities at $10.0

the center of everything we do 6.4 ’5%
Revenue -

Investing to capture 5.2
tremendous market opportunity . $2.4 8% g
Netincoms C — N

Strengthening our business $205

L $104 7%
foundation Average loans oeem

$302
Innovating to extend our $175 6%
competitive advantage Average deposits
5% $1.8

& P $1.1
Maiptaining Paymentsfeerevenue' _ pummmn — N

fortress principles
$5.1

$1.4 4%

Delivering strong Gross IB revenue?
financial results

®

s prodct ravene exchding dey

) JPMORGAN CHASE & Co.




JPMorgan Chase platform drives competitive advantage and unmatched value to clients

Investment
Banking Private
Bank
International

Reach
et Asset
Management
Payments
Technology
Brand Gard
Services

Impact Business.
Banking

R 1 from investment

Scale advantage as part of JPMorgan Chase

m Global footprint with local coverage and expertise

B |Investment capacity to drive long-term growth and innovation
m Community presence and impact

m Strong, global brand recognition bringing the best talent

® Robust technology infrastructure

m Firmwide utilities provide significant scale and cost benefit

Firmwide partnerships deliver unmatched client value

m CCB: Extensive branch network and small business client base
m PB: CB bankers partnering locally creating powerful client impact
m AM: Providing pension services and liquidity solutions to CB clients
® CIB: The best investment bank, with $5B revenue from CB clients!

m Broad-based payments platform across consumer and wholesale

' JPMORGAN CHASE & Co.




Delivering the #1 investment bank to CB clients

Commercial Banking gross investment banking revenue’ ($B) Targeting key growth areas

% of 2021 JPMC N.A. IB fees represented by CB clients?
Middle Market Private Capital

$5.1
21% CAGR @

International Green Economy

®:®

® Adding to dedicated CB coverage teams

m Growing specialized industry and regional IB
coverage

® Expanding Sponsor M&A group with dedicated
team focused on middle market companies

2017 2018 2019 2020 2021

JPMORGAN CHASE & Co.
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Comprehensive payments solutions drive deep relationships and core operating deposits

CB payments fee revenue' ($B) Average CB deposit balances ($B)
5302
$238

$1.8

$1.5 $1.5

$1.4 $171 $173

$1.4

2017 2018 2019 2020 2021 2017 2018 2019 2020 2021

Deposit growth driven by elevated market liquidity
and expansion of CB global client franchise

Unmatched capabilities across J.P. Morgan
Payments, card, merchant and digital

Integrated solutions providing simple delivery of @ ~5,000 new deposit clients with $23B in balances
payment functionality representing 18% of deposit growth?

@ Enhanced digital capabilities increasing Deposit betas managed dynamically through-the-
connectivity and improved experience cycle for each LOB segment

Strong momentum in 2022 —
1Q22 Payments revenue up 19% YoY

Significant revenue upside from rising market rates

f JPMORGAN CHASE & Co.
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Diversified loan portfolio

Average loans by client segment ($B)

Il ca I CRE!

$219

$208

2017 2018 2019 2020

1Q22 loan growth up 5% YoY (excluding PPP)

2021

- cal

® 2020 loan growth driven by PPP and pandemic

®m Strong growth in 1Q22, on loan originations and higher
revolver utilization

m Competition remains elevated, particularly from
non-bank lenders

CRE
® Low client demand and defensive stance to the pandemic
led to decline in average loans
m Strong pipeline across CRE

m Expected growth in multifamily loans given positive market
fundamentals (e.g., positive rent growth, lower vacancy rates)
driven by strong demand

m Demand for refinancing will be rate dependent

JPMORGAN CHASE & Co.
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Maintaining risk discipline — C&l

Portfolio summary

m Credit quality of the portfolio remains strong
m Diversified across industries and regions

® Dedicated underwriters for targeted industries

B 87% of non-investment grade exposure is secured!

C&l portfolio by industry?

= Consumer & Retail

= Industrials

= Healthcare

= Tech, Media & Telecomm
= Oil & Gas

mBanks & Fin. Cos.

m Utilities

= Automotive

m Other

Note: Mercs n charts are as of Dec. 31, 2021, il other are 25 of March 31, 202 unloss otheruiss nolsd
T Firm considers ntarma rtings squvelent to BE+/Ba1 o knwer 35 ron-muestment grade

Porioias based an sub-L

Market commentary

® Monitoring impact of geopolitical tensions, inflation, supply chain,
tight labor markets and interest rates

m Closely watching potentially vulnerable sectors for stress

® Maintaining our strong risk focus and underwriting discipline while
pursuing growth across the portfolio

Ca&l net charge-off rate (%)*
2.5% — —Commercial Banking ——Peer Average

2.0%
1.5%
1.0%
0.5%
0.0%

2018 |
2019
2020
2021

i
o
N

2008«
2011
2012 |
2013 !

JPMORGAN CHASE & Co.
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Maintaining risk discipline — CRE

Portfolio summary Market commentary
m Strong credit performance, with NCOs of 2bps YTD

Continue to limit exposure to riskier asset classes
® ~72% of loans in Commercial Term Lending; avg. loan size ~$2mm Monitoring assets in urban dense markets, particularly office and
m New originations remain high quality office dependent retail
m LTV ratio of ~52%, DSC ratio of 1.56x" Multifamily remains strong with favorable supply/demand dynamics
" : ’ i i ket rted by housi ffordability dt i
m Focused on top-tier clients and lower-volatility asset classes in our focus markets supported by housing affordability dynamics

B o . Majority of clients have fixed or hybrid rate structures which help
| <1% of loans in hospitality, homebuilders, condos and land mitigate the impacts of a rapid rise in rates

CRE portfolio by asset class? CRE net charge-offs (%)?
4.0% = =Commercial Banking ——Peer Average
3.0%
= Multifamily 2.0%
= Office
= Retail 1.0%
® Industrial 0.0%
m Other
-1.0%
©® 9 O - a4 ® ¥ B O ~ ® O O =
S 3 =2 -« <= 22 =228
& 83 5 o o o o o o o o o o o
o N N N NN N NN N N NN o~
. JPMORGAN CHASE & Co.
s sre s of e 31,2021, s ober » 2 o March 31,2022 uness thervise roled

158 (LTV} and debi service coverage (DSC) are welghied sversge calcuiatons of new origination in CTL YTD
Poriolas based on sub-LOB
Pasr aueraps ased on CBaquivalant CRE segments or whaiesale poralos 31 BAC, VA, FITB, KEY, PN, USB, WEC, which may rotuly slln wih C8 segmentatisn




Significant investment in the franchise while maintaining strong expense discipline

CB adjusted expense ($B)!

M Investment expense

2019 2021

JPM CB OH ratio 40% 40%

CB peer avg. OH ratio? 47% 50%

+14% !
$0.1 $0.3 $4.6

0.2 e
0o S04 S01  s40 J02. .
$3.7 302 g
g  +~30%

2019 Investment Vol / Rev Structural 2021 Investment Vol / Rev Structural 2022

related

Noto: Numbrs may not sum us o reuniing

related

Investments:
Banker hiring

Investments:
Technology,
product, data &

analytics
o Client solutions

Vol /

Client coverage

9 Sales enablement
e Data-driven business

6 Client experience

revenue-related

Structural

®  Perfor driven comp

®  Growth-driven middle office

Front office (2+ year tenure)
Payments

Middle/back office
Technology (Run the bank)

Support functions (e.g., risk)

o o w6
#Pasr group consiate of Bark of America, it Thr

orp, PNG, Trust, US Bancorp, Walls Fargo

JPMORGAN CHASE & Co.




Focused, strategic investments to capture organic growth and deepen client relationships

Investing in talent... ...to gic i ing real value
hl ) ’ i
Bk ( » Client Hire bankers to better cover existing and Market share
égi ankers 4 coverage expansion markets & targeted industries
J Client satisfaction

Enhance CRM tools, data analytics and
comprehensive training for bankers

Sales

4 i
(%, Design CoE enablement

Banker productivity

Data Analytics & Tools

Deliver powerful data analytics through a Banker satisfaction

cloud-based data platform

Data-driven
business

B

= Speed

CB Solutions & Delivery

CB Client Experience Cost to serve

Client
solutions

Simplify and digitize existing client solutions -
and develop new capabilities Credit / operating risk
New Business Ventures

New product design

Client
experience

Optimize client experience across the end-
to-end lifecycle (onboarding to servicing) Operating leverage

Business Optimization

" JPMORGAN CHASE & Co.




o Client coverage

Organic expansion in Middle Market Banking

National Middle Market coverage Expansion market revenue growth ($mm)*
Middle Market 0% Middle Market offices located Since 2016, doubled banker
clients 9/ within branch network headcount while tripling revenue

Prospects in
expansion markets
@ Clients

.33% CAGR

$714

M Expansion states

B Legacy states Top 100 MSAs in Middle
@ Prospect density* Market footprint 2010 2012 2014 2016 2018 2020 Old 2021 New
Target Target
~44k Middle Market prospects? New $2B expansion market target

» JPMORGAN CHASE & Co.
A P o S o




o Client coverage

Replicating our proven strategy internationally

N [ \ ~
Market $5T cumulative foreign direct ‘ $148T annual wholesale cross- ( $780B annual wholesale payments
opportunity | investment in the U.S." border payments value? revenue outside of N.A.2
C from a ition of Inter ge?

Client focus

Targeting non-U.S. headquartered, global
companies with cross-border needs

JPMC platform and capabilities

Well-established Private Bank and CIB
coverage in our target markets

:

]

Differentiated value

@ Comprehensive investment banking, wholesale
payments, FX, trade and liquidity capabilities
Long-term, patient and disciplined
Building for long-term franchise value,
focusing on strong client selection

" Burea of Economie Analysis, 2021 publcallon data of 2020
v, e

“The 2021 Mekinsey Glotal Payments Repod, data a5 of 2020
“Bankers based 0n toielrevenue-producng employees as of Feb 2022

12 59 ~1,000
EUROPE -i‘ Countries Bankers Prospects
6 46 ~1,000
APAC Countries Bankers Prospects
b . #
3 w 2 12 ~100
AMERICAS g Countries Bankers Prospects
A @
20 17 2,000+
GLOBAL @ Countries Bankers Prospects

JPMORGAN CHASE & Co.




Specialized industries model drives superior client value and risk management

Prudent industry and Sector-specific advice and Industry-tailored Deep industry expertise
client selection content to support clients client solutions in underwriting
18 focus industries
= s | tion Economy ~
%g Agribusiness ﬂj Apparel ‘ﬁ Life Sciences
= Dedi d across Life Sciences
Eianclal Technology & and Technology & Disruptive Commerce
Energy @ Institutions Disruptive .
Commerce! m Strong connectivity across the Venture
Capital ecosystem
‘ P 4 Prospects
@ Government Healthcare Beverage
L A,
—— Green Economy (launched Apr 2021)
% Heavy &S Higher fé Green
Equipment m Education Economy m Dedicated sector coverage to meet the
unique needs of companies focused on
©©  Media and Multinational addressing climate change
\ [ K Entertainment Corporations Franchiss g o
B Focused on renewable energy, energy
efficiency, sustainable finance and
20280 Real Estate? ﬂ Technol Y27 Nonprofit . | Prospects
i SR eupred agriculture / food technology P
J/

 Tochnology &

* Reflcts covorage of GCBS! clints i the Real Estate industy

and Hgh-gromth

JPMORGAN CHASE & Co.




(1] cli

Disciplined, focused Private Equity coverage

nt coverage

Tremendous potential in Private Equity industry with record
Middle Market! dry powder? E: ing a comprehensive strategy
#U.S. MM M8A deals Global PE dry powder
> Focused coverage team for Middle Market
~$1.3T financial sponsors

~$1.1T

3> Regional investment banking coverage for
sponsors and portfolio companies

2017 2021 2017 2021 7\
( )) | 2> Established sponsor M&A group with dedicated
& team on middle market sponsors
U.S. PE MM company inventory by deal year U.S. sponsor MM diry powder
9.0k )2 Adding banking, DCM and markets resources to

$4498 deliver unitranche credit solutions
$334B

2> Maintaining risk discipline through specialized
risk and structuring teams

2017 2021 2017 2021

® JPMORGAN CHASE & Co.
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Focused, strategic investments to capture organic growth and deepen client relationships

Investing in talent...

Design CoE

Data Analytics & Tools

CB Solutions & Delivery

CB Client Experience

New Business Ventures

Business Optimization

Sales
enablement

Data-driven
business

Client
solutions

Client
experience

Enhance CRM tools, data analytics, and
comprehensive training for bankers

Deliver powerful data analytics through a
cloud-based data platform

Simplify and digitize existing client solutions
and develop new capabilities

Optimize client experience across the end-
to-end lifecycle (onboarding to servicing)

ng real value

‘:) Market share

@ Client satisfaction
1fi Win rate
@ Banker productivity

@ Banker satisfaction

@ Speed

1:) Cost to serve

1:’ Credit / operating risk
1:) New product design

1:} Operating leverage |

JPMORGAN CHASE & Co.




@)

Building an unmatched client coverage team with data-driven tools, insights and training

Equipping our bankers with access to the best training and sales enablement tools to drive value for clients

Pricing analytics tools to optimize revenue
opportunities

Timely client & industry insights to identify
opportunities and increase proactivity

Digital, mobile, interactive marketing tools
and collateral to improve client interactions

Enabling solutions-oriented coverage
teams through targeted training sessions

Workflow optimization through cross-
functional collaboration and connectivity

Market information and analysis to drive
client insights and optimize operations

~16% 24 months ~10,000+
Middle Market coverage banker productivity On average, Middle Market bankers 10k+ active Commercial Banking employees
has increased ~16% per year since 20197 break even within 24 months? using CB data tools (up ~65% YoY)

w JPMORGAN CHASE & Co.
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e Daf en Bu

Capturing tremendous value from our cloud-based, client-focused data platform

Data intake Deliver business value — use cases Business outcomes
Client value @ Client satisfaction
m Business optimization
m Peer benchmarking
m Cash flow forecasting

Sales enablement @ Banker productivity
® New lead generation

Unified cloud-based
S data platform with
JPMC internal 365TB of data

@ Product margins

data

® Solution recommendations @ Speed to decision
® Pricing analytics

§

Risk decisioning & portfolio mgmt. @ Win rate
- I m Credit pre-approvals
2019 2020 2021 m Dynamic portfolio management @ Revenue
3 party data Ttk m Enhanced risk analytics
Operational excellence @ Cost
@@ m Servicing automation and analytics
@ ® Fraud prevention analytics @ Risk

m Targeted quality control

» JPMORGAN CHASE & Co.




Client Solutions

Investing to enhance our offerings and adapt to emerging and unmet client needs

[ A design-led, client-focused organization...

» ...allows us to develop innovative client solutions ]
>

Client-focused, solutions-driven organization

Design Center of Excellence

)'@ CB Client Experience

New Business Ventures

Dedicated team includes design, data, digital and payments
expertise focused on CB clients

Enhancing solutions to deliver more value

InstaMed Integrating InstaMed into JPM Healthcare Payments
+" Launched new B2B receivables offering

Digitizing experiences with Chase Connect
Over 30k active users, up ~20% YoY

Adding new solutions to drive client value and revenue growth

Optimizing payments with intelligent routing
Strong client demand for this differentiated solution

Delivering CRE-focused payments solutions
Expanding solutions to support our clients

New solutions help deepen existing relations
and drive new client acquisition

" JPMORGAN CHASE & Co.




Client Solutions

Investing to deliver powerful solutions to our CRE client franchise

Market-leading real estate lender

Muitifamily lending clients
#1 Multifamily lender in the U.S."

Affordable Housing clients
#3 Affordable Housing lender in the U.S.?

Real Estate Banking clients

Developing prehensi L
Sector-specific payments capability

C2B Rent Collection B2B Rent Collection

Vendor Payments Security Deposits

P Glogal Marke Inteligence, Dec 31, 2021
ing Finance survay. 202

© a5 of Apr 2022

*Boston Fad, Consumer.

52iow, US housing

1 Choico for Bl Faymerts, data a6 of 2017
o

market
[ -390k ] (-s0% ) [ ss008 ]
Apartment Non-digital rent Annual rental

properties (5+ units)? payments? payments®

for our real estate clients

Building simple, digital experiences designed for CRE operators

Digital functionality
®m Real-time 24/7 online access

Fraud protection
® Limited manual processes

= Digital tenant notifications ® Reduced need for 3 parties

» <
Comprehensive features
® Multiple payment channels Y o Madkstkhowledas
" y W Access to market data
® Autopay optionality
» JPMORGAN CHASE & Co.




e Client Exp

Relentless focus on client experience and operational excellence

@kye

® Minimize client impact
m Streamline and digitize documentation

m Automate existing manual processes

@ Onboarding
® Reduce onboarding cycle times
m Streamline and digitize documentation
m Expand client training & enablement
@ Servicing Commercial ® Client solutioning
B Streamline service channels Banking B Proactive, analytics-driven solutioning
m Increase self-service capabilities = m 3 party integrations for connectivity
B Improve case productivity CIlent ® Client insights informing new designs

@ Lending

®m Increase speed to commitment

@ Content delivery
® Digital delivery of targeted JPMC content

® Data-driven analytics & insights

m Data-driven decisioning
m Simplified client journey

l

{ @ Client satisfaction @ Operating leverage @ Speed @ Cost to serve @ Product complexity @ Operational risk ]

JPMORGAN CHASE & Co.




Setting new targets to continue driving strong, consistent returns for shareholders

rera
Investment banking? $2.4B $5.1B 21% CAGR $4.0B
E"‘-TCE:_‘etQ“’W“' Payments fee? $1.4B (Cs1.88 6% CAGR m $3.08
initiatives —
(longer-term . -
revenue targets) Middle Market expansion $0.6B $1.2B 20% CAGR m $2.0B
CB International® $386mm (s540mm 9% CAGR $1.0B
Mélistainiexperzei Overhead ratio 40% 40% 40% avg. 40%+/-
discipline
Oplinize Return on equity 17% 21% 17% avg. 18%+/-
returns .
2 JPMORGAN CHASE & Co.
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CB is positioned for continued success over the near, medium & long term

®

Putting clients & communities at
the center of everything we do

Investing to capture
tremendous market opportunity

Strengthening our business
foundation

Innovating to extend our
competitive advantage

Maintaining
fortress principles

Delivering strong
financial results

Tremendous client franchise with ~23k C&I clients across 170+ locations; competitive
advantage of JPMC, providing unmatched ability to our clients and communities

Increasing investments ~30% YoY, with 2k+ bankers and growing, focusing on high-growth
areas (e.g., Middle Market, PE, international, Green Economy) with ~47k C&I prospects

Equipping bankers with access to the best training and sales enablement tools; capturing
tremendous value from our cloud-based, client focused data platform (365TB)

Designing simple, digital solutions to deliver more value for clients; innovating to add new
revenue streams (e.g., Chase Connect, InstaMed, CRE payments)

Rigorous underwriting and client selection (87% non-investment grade exposure secured,
CRE LTV ratio of ~52%); strong credit and control culture with 10-year avg. NCOs of 6bps

Setting long-term targets to drive growth ($4B |B, $3B payments, $2B Middle Market
expansion, $1B CB international) and consistent returns (18%+/- ROE; 40%+/- OH ratio)

= JPMORGAN CHASE & Co.
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Asset & Wealth Management

Who we are = Broad, diversified platform: $4.3T AUS split roughly evenly across AM and GPB, spanning all asset classes and regions

Y

Growth drivers

0
ool

Long-term fiduciary mindset: Proud stewards of >100-year client relationships and >100-year track records

Reliable growth engine: Revenue and pretax income growth in most of the last 10 years, with ~75% of revenue recurring

Strong investment performance: Over 85% of 10Y JPMAM LT MF AUM above peer median'

Always innovating: Active ETFs, Empower MMF share class, Personalization at Scale

Always investing: $1B+ annually invested in key growth areas (e.g., Technology, GPB advisors, AM investment professionals, M&A)

Difficult to replicate Top talent: Nearly 95% retention of top senior talent across 1,100+ AM investment professionals and 2,700+ GPB client advisors

World’s best clients: 60% of largest pensions / savereigns; >40% growth in families with $100mm+ with us (since 2019)

Power of JPMC: Seamless interconnectivity with each of the other JPMC LOBs

1 JPMORGAN CHASE & Co.
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Consistent growth for JPMC
e AV @ increase Yoy @ Decrease YoY

Revenue! (3B) 10-year average

® 10Y CAGR
v @ B P @ = = et @D
GPB: %
; 73%
v €D 2021: 75%
2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
(6] 10Y.CAGR 29%
38 4.0 . €D 2021: 37%
v D D D D D D <« —
@ TR
201 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
26%
Assets Under Supervision? (AUS) ($T) 2021: 33%
@ 8| oo
Total: @Y
GPE: 0% 0.02%
AN ‘m 2021:0.01%
201 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
B JPMORGAN CHASE & Co.
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Since our last Investor Day

Growth: AM and GPB business metrics C oo

End of period, $B, unless noted

Asset Management Global Private Bank'

107 10y

2011 2019 2021 Growth 2011 2019 2021 Growth
Robust = Revenue? ss6 573 992 €I ® Revenue? s41 863

financials u Protax income sta 519D @I = Pretax income 512 519 33D @D
= Equity AUMS 5245 16 I TP = Loans s57 $156 2> AT
® Fixed Income AUM? $324 5575 STD GBI ™ Deposits S124 5143 L 23x 3
& Multi-Asset AUMS 551 5257 (5D D = Brokerage AUS 5195 $355 L 2.5x 3
& Target Date AUS® D @ ESY 12.6x ® Mandate AUM? 5205 5508 L 5.3 3
& Alternatives AUM si11 5168 SBD @ EIP = US.LTAUM st sz (555D €D
G";“‘a’::‘ciics":"‘ ® Liquidity AUM 595 s556C 570D GEEW  ® International LT AUM w3 sor Cazd @I
B Global Funds LT AUM? so82 5504 (S50 D  Fixed Income AUM s 14 s107 DD
® Global Institutional LT AUMS s sers (e EITD = Alteratives clients oK 15K L 2.2 3
® US. LT UM $382 a8 CGLITD @D  Liquidity AUM 558 si0  s100 EEED
® International LT AUM>* s237  s461 L 2.0x 3  Total Client Positions (TCP) ST90  §1522 L 2.7x 3
B Global Active LT Fund market share (%)* 19%  25% L 1.5x 3 ® Managed accounts (£ <100K 730K L-10.0x3
ey = Toch spenas %2 501C 0D GO = Teonspena w04 w06 o>
iencit . asz 11203 EE ® Global Corporate Center employees () 891 2078 L 5.2 )
& Institutional clients with LT AUM of $18+ (#) > & Clients with TCP of $100mm (#) o>
Strong = AM client advisors (#) 67 706 679 AT B GPB client advisors (#) 2389 2419 <>
(i ® AM advisor revenue productivity ($mm) $87  §102 > B GPB advisor revenue productivity (mm) s18 526 530 €K

T — s JPMORGAN CHASE & Co.




Since our last Investor Day

AWM growth drivers for the next decade

Wealth Management Asset Management

Asset & Wealth Management

Expanding

Global Private Bank

@

= Grow globally, through step-
change in advisor hiring and
best-in-class training

u Launch new digital
capabilities to furher elevate
client and advisor experience

® Continue to serve clients across
the balance sheet and provide
personalized advice

Powering

U.S. Wealth Management

W

= Deliver Global Private Bank
Solutions through to U.S. WM

= Leverage powerful analytics
capabilities o deliver portfolio
insights and mare relevant
content / thought leadership

 Transform advisor platform /
workstation (0 increase
productivity

Scaling
Asset Management

= Global and local client reach
and fiduciary focus drive
growth and deepening

= Difficult-to-replicate strong
long-term investment
performance to drive growth

= Innovate new solutions and
leverage data to drive stronger
client outcomes

Building

Alternatives

= Hamess half-century legacy
of managing and providing
Alternatives

= Continue to grow and launch
new funds in our large,
established Real Estate,
Infrastructure and
Private Equity platforms

 Build our next growth engine in
Private Capital

Executing
M&A

2

= Evaluate everything, but take
an opportunistic approach

= Focus on client needs and
increasing shareholder value

= Announced four transactions
that focus on growth
segments and digital

JPMORGAN CHASE & Co.




Growth Investments

Expenses increased due to higher revenue and accelerated investments

Total AWM adjusted expense ($B)'2 Breakdown of expense

M investments ’ s
o L TR i — @ Hiring advisors
“ @ Scaling Asset Management
o © Building Alternatives
© Tech enablement/ efficiencies
© Executing MEA

9.7 m

Volume-/ revenue-related
= Performance-driven compensation
= Brokerage and trading volumes

Structural

= Frontoffice (3+ years tenure)

= Middle / back office

= Support functions (e.g., Risk, Gontrols)
= Technology (Run the bank’)

2019 Investments Volume- / Structural 2021 Investments  Volume-/ Structural 2022
revenue-related revenue-related

s JPMORGAN CHASE & Co.

Note: For fostnoted information,rfor (o s 17




Growth Investments.
Key investment #1: Hiring advisors

Step-change in hiring Best-in-class training Meaningful contribution

Number of GPB client advisor joiners’ Training hours per GPB new hire GPB client asset flows from new hires ($)'
l B
Skills
trai
us.
Orientation
2016-2020 Avg. 2021 2017-2020 Annual 2021 2019 2021
Annual Joiners Training Hours
f JPMORGAN CHASE & Co.

Note: For fostnoted information,rfor (o s 17




Growth Investments

Key investment #2: Scaling Asset Management

I upv I Benchmark / Public Market Index

Liquidity Fixed Income U.S. Equity Emerging Markets Equity
Ultra-Short Income ETF (JPST) Income Fund (JMSIX) Equity Premium Income ETF (JEPI) China A-Share Opportunities

Launched 2017 Launched 2014 Launched 2020 Launched 2015
Investment performance (3/31/22)" Investment performance (3/31/22)2 Investment performance (3/31/22) Investment performance (3/31/22)%
o] 41% ik s s
s 116% il
1.1%
0.8% 21% 2.4% 7.8% 03%
Std.
0.0% B 1.2%
3Y Net Return SEC Yield 5Y Net Return SEC Yield 1Y Net Return SEC Yield 5Y Net Return Sharpe Ratio
T —
AUM (B)° AUM ($B)® AUM ($B)* 5 AUM ($B)® 3
18
16
5
10
5
00 01 01 03
2018 2019 2020 2021 2016 2017 2018 2018 2020 2021  Dec Dec 2016 2017 2018 2019 2020 2021
2020 2021
, JPMORGAN CHASE & Co.
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Growth Investments

Key investment #3: Building Alternatives

GPB Alternatives
I spv I Pubiic Market Equivalent (MSCI ACWI)

Growing platform

AWM client assets, $8'2 AM Infrastructure

G I e I Pubic Marke! Index
vy it s SR Developed Markets Private Equity

353 7 Platform porformance* Now funds

in fundraising 10.8%
7.4% 34.0%

since 2019 3 . 66 New funds since 2019
6.8% 17.0% 17  $500mm+ fundraises

since 2019

2.2%
$3B+ Raised in 6 weeks for
one fund

I GPB 3rd Party
"Maturing

I other

263
5Y Net Return Yield .
m Funds" Net IRR"
Liquid Alts

I Private Credit

M Private Equity
Il Real Estate 95
& Infrastructure 20
j—l
2019 2021 2019 2021

2019 2021

JPMORGAN CHASE & Co.
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Growth Investments

Key investment #4: Tech enablement / efficiencies

More agile and faster delivery@;} )

U.S. PB account opening

M Expense (58)" % Apps on Cloud Delivery time Accounts opened Time to open
—@— Expensa as % of revenue 80% Legend
<> 60% Customer and
o client experiences|
E‘E platform
[ ] ] ]
2019 2021 2019 2021 2019 2021 2019 2021 —
technology
U.S. PB mortgages (&) Helping our clients fight fraud (€5
= Ot = . & Drive software
(7 devel it
Total funded (#)  Gost-to-funded ratio ($) Frauc Prevention and i
attempts ($) recovery rate (%)? excelence
97%
Embed data and
87% (1] insights into
everything
<D @D a» ,, Proaciely
[l [l [ ] [ ] %) defend against
cyber threats
2019 2021 2019 2021 2019 2021 2019 2021 2019 2021

4
Numbors may nl i due (0 runding.
Note: For foatnoted inormation,fofer (o e 18,
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Growth Investments

Key investment #5: Executing M&A

M&A focus areas we outlined at 2020 Investor Day

Key High growth Strengthen
Theme Firm Overview H product sets regions / channels digital offerings Recent updates
Delivers tax-smartinvestment
strategios at scale i v v v = Tripled assets since acquisition’
5 5 | Portfolios / accounts’ 16K | Tax-managed / Financial advisor, Scalable, dynamic.
i rsonalized wealth management custom ax transition | ® Soft-launched Tax-Smart Custom Invest
Advisory firms'! 218 investments channels and optimization platform into the advisory market
Orestas custony, yskies based v v v = New sustainabilty reporting reaching
metrics / diagnostics for portfolios accounts with $2B in assets'
Catvuat 20 Values-based Wealth Potential for
nl and sustainable management interactive, ® Enhanced screening now offered to all JPMC
Openinvest Eaployess’ 4 investing metrics charinel, indiviual personal, values- | US. investments clients with certain
/diagnostics investors basedtoggles | restictions
Leader in imberiand investi i
et gt o e £ m Net 1. 3mm metric tons of carbon captured —
Vabs e . i B diutions i equivalent to annual footprint of 280K+ cars?
({_, sets? 3 i
CampbellGlobal carbon and natural i W Launching new Article 9 Fund
irnaoms mnan  Acres managed? 1.7mm markets H
Provides cloud-based share
plan software i \/ \/ \/ m Targeting 2H22 to close transaction, subject
Seale B Global Shares AUA* 52008 Public and private Global corporate and Gloud-based o regulatory approvals
employee ownership employee client base; software = Significant JPMG WM client acquisition
Plan participants* ~650K | and cap table privale co. cap table solution, digitel opporhinity, periding approvals and closig
i management solutions management offering H

o JPMORGAN CHASE & Co.
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Growth Investments

B Global Shares will provide new opportunities to grow our client base across LOBs

Cloud-based provider of share plan software to corporates worldwide, featuring employee ownership solutions that cover the entire company lifecycle from seed stage

private companies to public corporates
Accelerate client acquisition across LOBs’

Expansion to

Global Shares acquisition
~650,000 participants (potential new clients) across

S. PB, International PB, and U.S. WM

L —

Current JPM initiatives =
Advisor hiring 1
U.S. PB, International PB and U.S. WM all have plans 1
to continue hiring advisors over the next few years

1
Further penetrating Chase client base 1
Leverage Chase presence in 50% of U.S. households 1
to expand WM opportunities 1

Market expansion
Expand presence in the U.S. and globally in new
markets

AWM / CIB / CB partnership
Coordination between CIB, CB and PB market
leadership teams to faciltate client referrals; expanding
partnership model globally with International CB

Nutmeg acquisition
140,000+ person UK-based customer base with over
£3.5Bin AUM?

Note: For fostnoted information,rfor (0 s 19

Company overview?

w Headquarters: West Cork, Ireland with 17 locations worldwide across EMEA, North America and Asia Pacific
u Headcount: 600+ employees worldwide
m Assets under administration: ~$2008
= Participants: ~650,000
 Solutions:
m Enterprise: Equity incentive plan management, virtual data rooms, comprehensive reporting, help desk support

= Emerging; Digital capitalization table management / scenario modeling, customizable share plan documents,
digital share ceriificates, virtual data rooms

Cross-LOB impact

Wealth opportunity Digital Private Markets Core business acceleration
u New client acquisition » Emerging solution = Leverage scale, brand and
channel across U.S. PB, complements Capital Connect distribution footprint of JPM

International PB and U.S. WM u Distribution opportunity via CB in the U.S. and globally

" JPMORGAN CHASE & Co.




Formula for continued growth

Power of being part of JPMC

Advantages of being part of JPMC

Cybersecurity
Significant resources to protect
against evolving threats

Al / ML Expertise
1,000+ data scientists and
$1B+ in potential business impact

~25,000 professionals dedicated
to protecting our firm

JPMC Brand

#10 Fortune's World's Most
Admired Company and large
investments in Marketing

@ Fortress Risk & Controls

Note: For foatnoted information,rofer (o e 19,

Data Investments.
Analytics

for CWM

Banking Branches

Cards chase.com

Market
Leadership e
Teams
Clients ety
cash ME&A/ Capital
Management Markets

Co-
location

Al ML

Cross-LOB partnership

100% investments through AWM

~50% PB clients visit branch
and/ or use cards

2,000+ referrals tolfrom PB.

~$2T AM AUM administered
~$1T GPB assets custodied
700+ referrals tolfrom PB

60%+ PB offices co-ocated

$90B AM MMF / Liquidity AUM from
CB clients

600+ referrals to/from PB

————————

88% of largest AWM clients
do business with other LOBs'

JPMORGAN CHASE & Co.




Formula for continued growth

Our formula for continued growth

Investment performance

9% 10Y JPMAM LT MF AUM > peer median’

Total ‘
JPMAM 86%
Equity @

Fixed ‘
72

Income %

Multi-Asset ‘
Solutions &
Alternatives 86%

637 funds launched and
112 closed / merged since ‘19

Note: For foatnoted information,rofer (o e 19,

AWM front office joiners

O Regord

JPMC total client asset flows (38)

D,
Czax 4

2019 2021 2018 2021 2019 2021

GPB et new clients

G500 Record

<> @A
1200, = -

~80% of GPB clients Positive annual client asset
use multiple solutions flows for nearly TWO DECADES

u JPMORGAN CHASE & Co.

Nearly 95% retention
of top senior talent




Formula for continued growth

Power of a broad, diversified platform

JPMC Total Client
Asset Flows ($B)!
(LT AUM + Liguidity + AUS +
U.S. WM AUS + GFC Deposits)

Asset Class
Product

Channel
Institutonal

us.
Latam
Region il

2013

000 000 00000000

192

339

5Y Total Client Asset Flows ($B)

Publicly traded peers only

#1  BLK? $1,850
#2  JPMC' $1,174
#3 Ms? $1,120
#4  SCHW* $595
#5 GS® $593

Addressable Market Share

AM AUMS GPB AUST
5.3%
Q, 4.4%
23% 25%
2016 2021 2016 2021

JPMORGAN CHASE & Co.




How we measure against our targets

LT AUM Revenue Pretax
flows growth margin ROE
3-to 5-year
targets (+1:) 4% 5% 25%+ 25%+
2019 2020 2021 2019 2020 2021 2019 2020 2021 2019 2020 2021
2019 —2021
results range’ 7% 5% 8% 1% 5% 19% 28% 28% 37% 26% 28% 33%

mestngtargt v v ¥ x v v v v v v v v

® JPMORGAN CHASE & Co.
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Notes on slides 1-3

Side 1 Asset & Wealth Management

All quartile rankings, the assigned peer categories and the asset values are sourced from the fund ranking providers. Quartile rankings are based on the net-of-fee absolute return of each fund
The data providers re-denominate the asset values into U.S. dollars, This percentage of assets under management is based on fund performance and associated peer rankings at the share
class level for U.S.-domiciled funds, at a primary share class level to represent the quartile ranking of the U.K., Luxembourg and Hong Kong funds and at the fund level for all other funds. The
primary share class, is defined as C share class for European funds and Acc share class for Hong Kong and Taiwan funds. In case the share classes defined are not available, the cldest share
class is used as the primary share class. The performance data could have been different f all share classes would have been included. Past performance is not indicative of future resuits.
Effective September 2021 the fim has changed the peer group ranking source from Lipper to Morningstar for U . -domiciled funds (except for Municipal and Investor Funds) and Taiwan-
domiciled funds to better align these funds o the providers and peer groups we believe most appropriately reflects their competitive positioning. This change may positively or adversely
impact, substantially in some cases, the quartile rankings for one or more of these funds as compared with how they would have been ranked by Lipper for this reporting period or future
reporting periods. The source for determining the rankings for all other funds remains the same. The classifications in terms of product suites and product engines shown are J.P. Morgan's own
and are based on interal investment management structures

Slide 2 - Consistent growth for JPMC

1. In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been
revised o conform with the current presentation. Historical revenue revised as a result of the adoption of the new accounting guidance for revenue recognition, effective January 1, 2018

2. Global Funds and Global Institutional client segments

3. In the fourth quarter of 2020, the firm realigned certain Weaith Management clients from Asset & Wealth Management to Consumer & Community Banking. Before 2018, amounts have not
been revised to conform with the current presentation

Slide 3~ Growth: AM and GPB business metrics

1. In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been
revised to conform with the current presentation, unless otherwise noted

2. Historical revenue revised as a result of the adoption of the new ing gui for ition, effective January 1, 2018

3. 2019 financials and metrics as reported in 2020 AWM Investor Day presentation

4. Global Funds and Global Institutional AUM

5. Source: ISS Market Intelligence Simfund retrieved February 10, 2022. Excludes Index, Fund of Funds, and Money Market Funds

" JPMORGAN CHASE & Co.




Notes on slides 5-7

Slide 5 — Expenses increased due to higher revenue and
In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Gonsumer & Gommunity Banking. Prior-period amounts have been
revised to conform with the current presentation

Adjusted expense, which excludes AWM legal expense, is a non-GAAP financial measure. Adjusted expense excludes AWM legal expense of $113mm for the year ended December 31, 2021
Management believes this information helps investors understand the effect of certain items on reported results and provides an alternate presentation of the Fim's performance

N

Slide 6 = Key investment #1: Hiring advisors
1. In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been
revised to conform with the current presentation

Slide 7 ~ Key investment #2: Scaling Asset

1. Source: Marningstar. JPM 3Y return (net of fees) and SEC Yield as of March 31, 2022. JPM performance compared to fund benchmark (ICE BofA U.S. 3-Month Treasury Bill TR USD) and
SEC Vield compared to SPDR Bloomberg 1-3-Month T-Bill ETF. Retrieved April 21, 2022

2. Source: Morningstar. JPM 5Y return (net of fees) and SEC Yield are for Institutional share class as of March 31, 2022. Other share classes may have higher expenses, which would lower
returns. JPM pared to fund U.S. Aggregate Bond TR USD) and SEC Yield compared to iShares Core U.S. Aggregate Bond ETF. Retrieved April 5,
2022

3. Source: Morningstar. JPM 1Y return (net of fees) and SEC Yield as of March 31, 2022, JPM performance compared to fund benchmark (S&P 500 TR USD) and SEC Yield compared to SPDR
S&P 500 ETF Trust. Retrieved April 5, 2022

4. Source: Morningstar. JPM 5Y return (net of fees) and Sharpe Ratio (5Y) are for °C (acc) USD' share class as of March 31, 2022. Other share classes may have higher expenses, which would
lower returns. JPM performance and Sharpe Ratio compared to fund benchmark (CS1 300 NR USD). Retrieved May 18, 2022

5. Source: ISS Market Intelligence Simfund. Retrieved May 18, 2022

" JPMORGAN CHASE & Co.




Notes on slides 8-9

Slide 8 — Key investment #3: Building Alternatives

In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been
revised to conform with the current presentation

N

Prior-period amounts have been restated to include changes in product categorization

JPM 5Y retun (net of fees, local currency) and Yield (1Y) as of March 31, 2022. JPM performance compared to public market index (S&P Global Infrastructure NR USD) and JPM Yield
compared to SPDR S&P Glabal Infrastructure ETF SEC Yield. S&P Global Infrastructure NR USD 5Y return and SPDR S&P Global Infrastructure ETF SEC Yield sourced from Momingstar.
Retrieved April 5, 2022

Source: J.P. Morgan Private Bank; as of September 30, 2021. Performance is shown for illustrative purposes only and is not indicative of any single client’s experience. Performance shown net
of underlying funds'investment fees and expenses, as well as conduit expenses where applicable, but gross of any origination fees paid by individual investors. Public market equivalent
(PME") and excess return is calculated by subtracting the performance of the relative public index return for that vintage year from platform performance by vintage year. When calculating
performance by strategy, the cash flows for il applicable funds within said strategy are equal weighted within each vintage year and then averaged, by vintage year, to get the performance for
the platform. Methodology for caleulating relative publie index returns for each strategy is as follows: whenever the applicable strategy called capital, the same amount was assumed to have
been invested in units of the index. Whenever said strategy distributed capital, the amount of that distribution as a of total disti (including distributions from the final NAV
cash flow assumed to occur on September 30, 2021) was calculated. and the index was assumed to be sold at the index's value on that date and the proceeds distributed. An IRR was
calculated across the cash flows assumed to occur into and out of the index

Maturing funds includes funds with vintage years between 2016 and 2018 (inclusive). For performance calculations (WAL, Net IRR, TVPI and Excess Return), it represents a simple average of
the relevant vintage years. Vintage year for each underlying fund is determined by year of first investment by the underlying fund into a portfolio company. 2020 and 2021 funds are not
provided as they are not meaningful given the early stage of investment activity

w

IS

o

Slide 9 — Key investment #4: Tech enablement  efficiencies

1. In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been
revised to conform with the current presentation

2. Online compromises and wire fraud (attempted, prevented and recovered)

» JPMORGAN CHASE & Co.




Notes on slides 10-13

Slide 10 —Key i Executing M&A

1. As of April 2022

2. As of December 2021

3. Carbon footprint measures based on 2020 activity. Car footprint based on average annual passenger vehicle emissions sourced from U.S. Environmental Protection Agency
4. As of March 2022

Slide 11— Global Shares will provide new opportunities to grow our dlient base across LOBs

1. Global Shares acquisition is subject to regulatory approvals and expected to close in the second haf of 2022
2. As of March 2022

3. Attime of acquisition announcement (June 2021)

Slide 12— Power of being part of JPMC
1. Includes business involving parent company / entity of AWM clients

Slide 13 — Our formula for continued growth

1. All quartile rankings, the assigned peer categories and the asset values are sourced from the fund ranking providers. Quartile rankings are based on the net-of-fee absolute return of each fund.
The data providers re-denominate the asset values into U.S. dollars. This percentage of assets under management is based on fund performance and associated peer rankings at the share
class level for U.S.-domiciled funds, at a primary share class level to represent the quartile ranking of the U.K., Luxembourg and Hong Kong funds and at the fund level for all other funds. The
primary share class, is defined as G share class for European funds and Acc share class for Hong Kong and Taiwan funds. In case the share classes defined are not available, the oldest share
class is used as the primary share class. The performance data could have been different i all share classes would have been included. Past performance is not indicative of future results.
Effective September 2021 the firm has changed the peer group ranking source from Lipper to Morningstar for U.S.-domiciled funds (except for Municipal and Investor Funds) and Taiwan-
domiciled funds to better align these funds to the providers and peer groups we believe most appropriately reflects their competitive positioning. This change may positively or adversely
impact, substantially in some cases, the quartile rankings for one or more of these funds as compared with how they would have been ranked by Lipper for this reporting period or future
reporting periods. The source for determining the rankings for all other funds remains the same. The classifications in terms of product suites and product engines shown are J.P. Morgan's own
and are based on interal investment management structures

~

Includes Asset & Wealth Management client assets, U.S. Wealth Management investments and new-to-firm Chase Private Client deposits. In the fourth quarter of 2020, the firm realigned
certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been revised to conform with the current presentation

M JPMORGAN CHASE & Co.




Notes on slides 14-15

Slide 14 — Power of a broad, diversified platform

1. Includes Asset & Wealth Management client assets, U.S. Wealth Management investments and new-to-firm Chase Private Client deposits. In the fourth quarter of 2020, the firm realigned
certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been revised to conform with the current presentation

2. Total AUM net flows

3. Investment Management total net flows, Wealth Management fee-based asset flows 2017-2018 and Wealth Management net new assets 2019-2021. Excludes impact from $438 in fee-based
assets from asset acquisition in 2021

4. Investor Services net new assets. Excludes impact from asset consolidation due to acquisitions of TD Ameritrade and USAA's Investment Management Company

5. Firmwide total AUS net flows. Excludes impacts from acquisitions of Verus, S&P Investment Advisory Services, United Capital, and Rocaton, and divestiture of Australia business

8. Source: McKinsey Global Growth Cube, J.P. Morgan estimates. Active only. 2021 market size based on base case estimate as of May 2022

7. Source: IXI, BCG, J.P. Morgan estimates. Based on $10mm+ net worth in U.S. and $20mm+ investable assets for Interatianal clients

Slide 15 = How we measure against our targets

1. In the fourth quarter of 2020, the firm realigned certain Wealth Management clients from Asset & Wealth Management to Consumer & Community Banking. Prior-period amounts have been
revised to conform with the current presentation

= JPMORGAN CHASE & Co.
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Jamie Dimon

Chairman & Chief Executive Officer

Jamie Dimon is Chairman of the Board and Chief Executive Officer of JPMorgan Chase & Co., a global financial services firm with assets of $3.2 trillion and operations worldwide. The firm is
a leader in investment banking, financial services for consumers, small business, commercial banking, financial transaction processing and asset management.

Dimon became CEO on January 1, 2006 and one year later also became Chairman of the Board. He was named President and Chief Operating Officer upon the company's merger with Bank
One Corporation on July 1, 2004. Dimon joined Bank One as Chairman and CEO in 2000.

Dimon began his career at American Express Company. Next, he served as Chief Financial Officer and then President at Commercial Credit, which made numerous acquisitions and
divestitures, including acquiring Primerica Corporation in 1987 and The Travelers Corporation in 1993. Dimon served as President and Chief Operating Officer of Travelers from 1990
through 1998 while concurrently serving as Chief Operating Officer of its Smith Barney Inc. subsidiary before becoming co-Chairman and Co-CEQ of the combined brokerage following the
1997 merger of Smith Barney and Salomon Brothers. In 1998, Dimon was named President of Citigraup Inc., the glabal financial services company formed by the combination of Travelers
Group and Citicorp.

Dimon earned his bachelor’s degree from Tufts University and holds an MBA from Harvard Business School. He serves on the boards of directors of a number of non-profit institutions

including the Business Roundtable, Bank Policy Institute and Harvard Business School. Additionally, he serves on the executive committee of the Business Council and the Partnership for
New York City, and is a member of the Financial Services Forum and Council on Foreign Relations.
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Jeremy Barnum

Chief Financial Officer

Jeremy Barnum is the Chief Financial Officer of JPMorgan Chase & Co. and a member of the firm's Operating Committee.

As CFO, Jeremy is responsible for Global Finance and Business Management, the Chief Administrative Office, the Treasury/Chief Investment Office, Control Management, Business Resiliency,
and Corporate Strategy.

Since joining the firm in 1994, Jeremy has held a number of leadership roles including head of Global Research for J.P. Morgan's Corporate & Investment Bank (CIB), and Chief Financial
Officer and Chief of Staff for the Corporate & Investment Bank from 2013 to 2021.

Jeremy graduated from Harvard College with a degree in Chemistry. He lives in New York and is married with two daughters.
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Lori Beer

Global Chief Information Officer

Lori Beer is the Global Chief Information Officer (CI0) of JPMorgan Chase & Co. and a member of the company's Operating Committee, responsible for the firm's technology systems and
infrastructure worldwide. Beer manages a budget of more than $12 billion and over 53,000 technologists supporting JPMorgan Chase's retail, wholesale and asset and wealth management
businesses. She also serves as the co-sponsor of the firm's Access Ability Business Resource Group.

Beer joined the firm in 2014 and was most recently the Chief Information Officer for the Corporate & Investment Bank (CIB). Prior to joining the firm, she was Executive Vice President of
Specialty Businesses and Information Technology for WellPaint, Inc., responsible for a $10 billion business unit which included WellPoint's Specialty Products.

Beer is a member of the Teach for America New York Advisory Board. She's also a member of the University of Cincinnati's Lindner College of Business Advisory Council and the University of
Cincinnati Foundation Board of Trustees. She has endowed scholarships at the University of Cincinnati and University of Dayton to help increase diversity in STEM careers.

Beer has been named among the Most Influential Women in US Finance by Barron's, the Most Powerful Women in Banking by American Banker and a Merit Award recipient by the Women's
Bond Club. Beer has also been recognized as a Computerworld Premier 100 IT Leader and National Association for Female Executives Women of Excellence Health Care Champion.

Beer holds a Bachelor of Science degree in Computer Science from the University of Dayton.
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Jennifer Piepszak

Co-CEO of Consumer & Community Banking

Jennifer Piepszak is the Co-CEO of Consumer & Community Banking (CCB) and a member of the JPMorgan Chase Operating Committee. She is jointly responsible for all of CCB, a business
that serves more than 66 million households including 5 million small businesses in the United States. On a day-to-day basis, Piepszak leads Consumer and Business Banking, as well as
Wealth Management.

Piepszak has been with JPMorgan Chase for 28 years. Since May 2019, she was Chief Financial Officer of the firm, responsible for Finance and Business Management, the Chief Investment
Office and the Chief Administrative Office. Prior to being CFO, Piepszak spent seven years in CCB, serving as CEO of Card Services, CEO of Business Banking and CFO for Mortgage Banking.

During her first 17 years at the firm, Piepszak held progressively responsible roles in the Corporate & Investment Bank serving as Controller for Global Equities and Prime Services, CFO and
Controller for the Proprietary Positioning Business and Principal . and CFO for the Bank Credit Portfolio as well as several Fixed Income markets
businesses.

Piepszak holds a Bachelor of Science degree from Fairfield University and is on the board of directors for the United Way of New Yark City and the American Bankers Assaciation. She and
her husband have three children and live in New Jersey.
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Marianne Lake

Co-CEO of Consumer & Community Banking

Marianne Lake is Co-CEO of Consumer & Community Banking (CCB) and a member of the JPMorgan Chase Operating Committee. She is jointly responsible for all of CCB, a business that
serves more than 66 million households including 5 million small businesses in the United States.

On a day-to-day basis, Lake leads Payments, Lending and Commerce, including three industry-leading lending businesses: Card Services, Home Lending and Auto Finance.

Lake has been with firm for 20 years and was previously the Chief Executive Officer of Consumer Lending from 2019 to April, 2021. Prior to this, she was Chief Financial Officer for the firm
from 2013 to 2019. As CFO, she was responsible for Finance and Business Management, Investor Relations, Chief Investment Office, Chief Data Office and the Chief Administrative Office.

During her first 12 years at the firm, Lake held roles in the finance organization including Chief Financial Officer of Consumer & Community Banking from 2009 to 2012, and Global
Controller for the Investment Bank from 2007 to 2009. She also managed global financial infrastructure and control programs as part of the Corporate Finance group from 2004 to 2007.

Prior to this, she worked at both Chase and J.P. Morgan in London. At Chase, she was the Senior Financial Officer in the United Kingdom, and at J.P. Morgan, she was the Chief Financial
Officer for the Credit Trading business. Lake started her career as a chartered accountant at PricewaterhouseCoopers in their London and Sydney offices.

Lake is the co-founder of the Women on the Move initiative and the Operating Committee sponsor of the Women on the Move Interactive Network, the largest employee Business Resource
Group at the company. She has a Bachelor of Science in Physics from Reading University in the United Kingdom.
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Sanoke Viswanathan

Chief Executive Officer of the International Consumer Growth Initiatives

Sanoke Viswanathan is Chief Executive Officer of the International Consumer Growth Initiatives of JPMorgan Chase, and member of the firm's Operating Committee.

Previously, Viswanathan was Chief Administrative Officer of the Corporate and Investment Bank, overseeing Technology, Operations, Data and Analytics, Artificial Intelligence Research and
Emerging Technologies. He started his career in JPMorgan Chase in 2010 as head of Corporate Strategy.

Prior tojoining JPMorgan Chase, Viswanathan was a partner at McKinsey & Co, and co-head of their global corporate and investment banking practice. He served financial institutions in
Asia, Europe and North America on strategy, organization and risk management topics.

Viswanathan holds an MBA from the Indian Institute of Management, Ahmedabad, and a Bachelors in Mechanical Engineering from the Indian Institute of Technology, Chennai.
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Daniel Pinto

President & Chief Operating Officer of JPMorgan Chase & Co. and Chief Executive Officer of the Corporate & Investment Bank

Daniel Pinto is President and Chief Operating Officer of JIPMorgan Chase, a leading global financial services firm, and a member of its Operating Committee. He is also CEO of its Corporate &
Investment Bank, an industry leader in investment banking, trading markets and investor services.

Daniel has spent his career at JPMorgan Chase and its predecessor companies. He began as a financial analyst and foreign exchange trader at Manufacturers Hanover in 1983 in Buenos
Aires. In 1992, he was appointed head of Sales for Chemical Bank, responsible for clients in Argentina, Uruguay and Paraguay. Shortly after, he became head trader and Treasurer of
Chemical Bank in Mexico. Daniel moved to London in 1996 to oversee local markets in Eastern Europe, the Middle East, Africa and Asia for Chase Manhattan, later taking charge of the
markets side of the firm’s emerging-market business.

In early 2006, Daniel was made glohal head of Emerging Markets. He was given added responsibility for the Global Credit Trading & Syndicate business in early 2008. In 2009, he was made
co-head of Global Fixed Income for the Investment Bank before becoming sole head of the group in 2012, He was also made co-CEO of the Corparate & Investment Bank in 2012, and
became sole CEO in 2014 In January 2018, he was named Co-President and Chief Operating Officer of JPMorgan Chase, to wark closely with the CEO and the Board to identify and pursue
critical firmwide opportunities.

Daniel holds a bachelor’s degree in Public Accounting and Business Administration from Universidad Nacional de Lomas de Zamora in Buenos Aires. He is a member of the Board of
Directors of the Institute of International Finance.
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Marc Badrichani

Head of Global Sales & Research

Marc Badrichani is head of Global Sales & Research for J.P. Morgan's Corporate & Investment Bank (CIB) and a member of the JPMorgan Chase Operating Committee. Marc is responsible for
managing client strategy, relationships and distribution across Markets and Securities Services, as well as overseeing the firm's award-winning research offering. Marc's public- and private-
side teams serve corporates, institutional investars and governments.

In addition to his line of business responsibilities, Marc is a central player in J.P. Morgan's business optimization initiatives and has overseen the CIB’s implementation of many of the past-
crisis regulations. He is a member of the Board of Directors for the International Swaps and Derivatives Association (ISDA).

Marc is an active supporter of the firm's diversity efforts, sitting on the JPMC Diversity Advisory Council and serving as Executive Sponsor of the CIB Black Leadership Forum and the CIB
Women on the Move Vice President Network.

Marc joined J.P. Morgan in October 2005 from Deutsche Bank where he managed the group that developed cross-asset solutions for clients in EMEA. Since joining the firm, he has held a
number of senior leadership roles including, head of Distribution for Northern Europe, head of Americas Equities and head of Global Cash Equities. Most recently, he was head of Americas
Sales & Marketing for the CIB.

Marc graduated from Ecole des Mines de Paris (France) in 1992.
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Troy Rohrbaugh

Head of Global Markets

Troy Rohrbaugh is the head of Global Markets for J.P. Morgan, the industry’s largest trading franchise, and a leader in both Equities and Fixed Income. He is a member of the firm’s Operating
Committee and CIB Management Team.

Prior to his current role, Troy was the head of Macro Markets, which includes the Rates, Foreign Exchange, Emerging Markets and Commodities businesses.

Troy has worked in the financial industry for more than 25 years and has managed businesses in New York, London and Asia. During his career, he has taken active roles in key industry
organizations, including as the Chair of the New York Federal Reserve Foreign Exchange Committee. He has also served as the chair of the Global Financial Markets Association's (GFMA)
Foreign Exchange Group and as a member of the Bank of England’s Joint Standing Committee.

Troy joined JP. Morgan in 2005 as a managing director and global head of Foreign Exchange Derivatives. He began his career on the Philadelphia Stock Exchange, trading options for
CooperNeff, a specialist firm acquired by Banque Nationale in 1995. He led Banque Nationale’s Asia Foreign Exchange Options business before joining Goldman Sachs, where he managed
the North American Foreign Exchange Options business.

Troy graduated from Johns Hopkins University in 1992 with a B.A. in Political Science. He is a member of the Johns Hopkins University Krieger School of Arts and Sciences Advisary Board, a

member of the Board of Trustees of the Gilman School and a Founding member and Advisory Board member of The Frannie Foundation. Troy lives in New York with his wife and their two
sons.
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Takis Georgakopoulos

Global Head of Payments

Takis Georgakopoulos is global head of Payments for J.P. Morgan's Corporate & Investment Bank (CIB) and a member of the firm’s Operating Committee. Payments is a business that
combines cash management, payment solutions and merchant services to corporate clients, financial institutions and governments. In this role, he oversees the Product, Client Service &
Implementations and Sales teams globally.

Prior to this role, from 2013 to 2017, he served as the head of Strategy and Chief of Staff for the Corporate & Investment Bank, developing and executing the firm's strategic initiatives.
Before that, Takis spent four years in London building J.P. Morgan's Global Corporate Bank, first as Chief Financial Officer and then as global head of Coverage for Multinational clients. Takis
first joined J.P. Morgan in 2007 as head of Corporate Strategy. In that role, he worked on a broad range of strategy issues for the firm’s Operating Committee.

Before J.P. Morgan, Takis was a partner at McKinsey & Company in New York, where he advised major banks and Asset Managers, and helped lead McKinsey's Asset Management practice.

Takis has a Ph.D. in Mathematical Economics, an MA in Mathematics of Finance and an undergraduate degree in Computer Science, studying in Greece and at Columbia University in the U.S.
He sits on the boards of the Neuroscience Institute, the Program for Financial Studies of the Business Schaol and the Graduate School of Arts and Science all at Columbia University.
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Doug Petno

Chief Executive Officer of Commercial Banking

Doug Petno is the Chief Executive Officer of Commercial Banking (CB), one of the firm's four lines of business. He reports to Jamie Dimon, Chairman and CEO, and is a member of the firm's
Operating Committee.

B has more than 12,000 professionals located in 140 locations across the U.S. and 30 major international cities. CB delivers industry leading capabilities and comprehensive financial
solutions, including investment banking, treasury services, merchant services, and commercial lending. The business serves more than 18,000 clients, including mid-sized businesses and
corporations, government entities and not-for-profit organizations and more than 33,000 real estate investors/ owners.

Petno has more than 30 years of experience at the firm. Prior to his current role, Doug was Global Head of J.P. Morgan's Natural Resources Investment Banking Group. He joined Commercial
Banking in 2010 as Chief Operating Officer and then became the Chief Executive Officer in 2012.

Petno is a member of The Nature Conservancy Global Board of Directors and is Chairman of Naturevest, an initiative to advance impact investing in conservation. He received an A.B. degree
in Biology from Wabash College and holds a Master of Business Administration from the University of Rochester's Siman School of Business.
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Mary Callahan Erdoes

Chief Executive Officer of Asset & Wealth Management

Mary Callahan Erdoes is Chief Executive Officer of JPMorgan Chase's Asset & Wealth Management line of business - one of the largest and most respected investment managers and private
banks in the world, with $4 trillion in client assets and a 200-year-old legacy as a trusted fiduciary to corporations, governments, institutions and individuals. Since joining the firm 25
years ago, Erdoes has held senior roles across Asset & Wealth Management before becoming its CEQ in 2009 and jeining the JPMorgan Chase Operating Committee, the firm’s most seniar
management team.

Erdoes serves on the board of the Robin Hood Foundation of New York City. She is also a board member of Georgetown University, where she earned her Mathematics undergraduate
degree, and serves on the Global Advisory Council of Harvard University, where she received her MBA.

Erdoes and her husband, Philip, reside in New York City and have three daughters.
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