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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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SIGNATURE

Pursuant to the requirements of the Securities Exchange Act of 1934, the Registrant has duly caused this report to be signed on its behalf by the undersigned hereunto duly authorized.

	
	JPMorgan Chase & Co.

	
	(Registrant)

	By:
	/s/ Jordan A. Costa

	
	Jordan A. Costa

	
	Managing Director




Dated:	May 23, 2022
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From 2012 to 2021, Card has delivered tremendous growth and value
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Looking ahead, expect continued product innovation, growth, and strong returns

Opportunities Actions we are taking Looking forward

¥ Continuing to drive new accounts through owned channels

Scale

¥ Fillng product gaps to better serve all customer segments
including small business

v Uplifting digital capabilities to improve the customer 0,
i e 25%+
v Delivering simple, premium shopping and travel experiences. ROE ex. LLR

¥ Capturing greater share of customer lend wallets

Convert ¥ Launching flexible lending solutions across new venues,

customer segments, and methods of payment

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

We have clear objectives...

Payments
es that work

Unsecured Lending
Solutions to mee

..building from a position of strength...

= Leading Payments franchise

|m 268 payment transactions annually (+75
/m 65mm payments active custome mm doing >1 ransactions pe
= #1 Credit Card Issuer by sales volume and outstanding balar

= #1 spend: wallet share

' Partner agreer 93% of co-brand sales extend (o at least 2

...by addressing key opportunities
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We delivered a higher-quality, lower-volatility Home Lending business

We de-risked the book and improved our servicing efficiency 'We optimized the balance sheet while maintaining pristine credit quality
‘Government / subprime mix of serviced units Real Estate Portfolio (REP) and risk-weighted assets (RWA)*
— <2017 w2021
—Cizops) REDN
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(65%)
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Home Lending saw strong performance over the last two years

We grew Consumer originations and scaled Correspondent...

elivering strong returns.

Origination volume ($8) Home Lending ROE"

= Consumer = Correspondent

$163
_ Gy
ms
54
— s02
s51
2019 2020 2021 2019 2020 2021
Record originations customer satisfaction in 1022 Delivered highest Home Lending ROE in 10+ years
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Home Lending is a relationship business that drives benefits across Chase

Driving recapture with core
households

~2X

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

Protecting existing deposit
relationships

~25%

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

Attracting new deposits and
investments

~$9B

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

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

Mortgage rates are rapidly increasing, now at The originations market is forecasted to contract Home prices have continued to rise amidst.
their highest in over a decade and shift towards Purchase inventory shortage
30-year fixed primary mortgage rate’ Mortgage origination market? Home price index (HPI)* and housing inventory*
%
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We are building a unified ecosystem to drive engagement and streamline the mortgage process

Explore

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

Personalized Streamlined
insights and morigage process
homebuyer from application
sooppinioos ©) eroaghcioing Ruy
Chase u Start an application (2Q19) and submit documents digitally (3Q18)
MyHome m Track your progress from application to closing (3Q18)
mUse tools like Digital Income Verification to simplify fulfilment process (2Q19)
Samiclig midaioion mSimplify and shorten the closing process using hybrid e-closing (3022)
platform to help customers
manage homeownership o

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

Ghase MyHome was recontly named “Best Use of IT in
Lending®at the Fintech Futures Annual Banking Toch Awards

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

Most customers start apps digitally...
% of applications that start digitally

~70%

~15%

2019 2020 2021

We are scaling the MyHome platform...

..with a growing share highly engaged...

% of loans using digital fulfillment capability'

=Engaged = Engaged w/ multple capabilties

~90% ~90%
~75%

~20%

2019 2020 2021

..which represents a growing share of loans...

..leading to better customer outcomes

>10 days shorter

cycle time for Purchase loans engaged with
muliple digital fulfilment capabilties?

..and exhibits higher conversion rates.

Monthly Chase MyHome Explore &
Manage unique visitors
=Repeatvisitors  + Firsttime visitors

e S

% of all funded loans with Chase MyHome.
Explore engagement

15
- l

180k
70k

—
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higher pul-through rate for customers who
engaged with Chase MyHome shopping
experience?*
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Looking ahead, we are improving productivity and efficiency across the value chain

Opportunities Actions we are taking Progress so far
 Enhancing and scaing ou digital scosystem to rive engagement ~12ppts
Lead with prospects and existing customers
Generation increase in recapture rate from 2019 to
' Deploy marketing while leveraging Chase brand and owned assets 2021 exit!
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Expect ROE of 15%+/- through-the-cycle

[ — . JPMORGAN CHASE & CO.
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[ Paymems

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
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Looking ahead, we are focused on growth and diversification

Opportunities Actions we are taking

Increase production + 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’

m ¥ Renewing longstanding private label capive financing relationships, including Subaru in 2020
adiional OEMs

and traditional

B‘;;r,:::l o ¥ Scaling Finance & Drive — an integrated shopping and financing journey; ~500k Chase
Pkt customers engaged with the platform in March ‘22 — up 30% YoY
S TR ——— [T——

S ———
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We’ve maintained a prudent risk profile while we continue to grow the business

Industry Risk Performance Metrics Chase Key Portfolo Indicators - structurally de-rsked our businesses
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We expect credit normalization to take time

Credit Risk Outlook

Net Charge-off Guidance
= Consumer balance sheets are sirong, with high levels of liquidity 6 e i - [
and record low deb to income ratios e (%) i 2 % Sutioo
& Leading creitindicators — notably early delinquency rol-rates ~
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= Structurally we do not expect that there has been a long-term
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time
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b ose%  osTh 0% 0%

B PPt g o

JPMORGAN CHASE & CO.





image107.png
Commerce

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

= Average outstandings remain constant at $1508 in each scenario — assumes no growth for simplicity

= Table on the right shows annualized average losses (%) over the two-year period 1023 ~ 4Q24; cumulative losses () over same period

Unemployment Rate

i ot does ot refectoutook Losses (2023-2024)
s0% Annualized Avg. (%) Cumulative ($)
oo Baseline scenario ~3.0% ~598
son
20% 2 8

Moderate recession ~4.6% - 5.0% ~$14B - $15B
oo%

s el o prerem— o e
— — Moderste recsssion - siower recovery
Moderata recossion - faster acovery

Note: Fodora Rosove's 2021 DFAST Rests and Mothodlogy Discosurs remainsinsirctve data pontformo sove ocession
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We’re pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives... ...building from a position of strength... ...by addressing key opportunities
Payments [ £xsding Fomeerie #nchise i ad = Maintain leading payments franchise and
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|m >$138 of spend at strategic benefit partners in 20217
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We are poised to capture incremental opportunities in Commerce

Customer Journey End-to-End Commerce Experiences Our Core Capabilities
Offers
Research & Discovery * * + Content
- . . ¥Rewards
Consideration POS / Booking Engine
. Travel & Dining ‘Shopping Home & Auto  <Payments
Pay & Borrow Lending
. . Loan Senvicing
Manage & Service ¥ Concierge

Principles: Outcomes:

= Oplimize existing assets to create compeling end-to-end customer
ot acle = Top of funnel engagement for core financial relationships
SO S—— — = Services revenue generated through capial-ight businesses
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Our two-sided Commerce platforms deliver significant value for customers and merchants at scale

In 2021, our platforms were already driving value at scale

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’ Uliimate Rewards (+42% since ‘19)° driving incremental share shift with partners

>$5B of spend at Chase Offers merchants
(#37% since ‘19) and ~$5B of Chase
‘Travel sales (+26% CAGR pre-pandemic)’

D poorpasH YR instacart
Breworon’ gopuff O clossposs

o ULTIMATE REWARDS"

i p “Chase has been by our side through critical moments, including our
e e ey ncorsene | | IPO n 2020, Our partnrship has allowed now consumers to
ok experience DashPass, a valuable benefit for Chase card holders. |

teful f rtnership and inspired by the work we do
Dgethace | T g TR am thrilled we can continue to delight our mutual customers for
many years to come.”

~ Logan Green, co-founder and CEO, Lyft ~Tony Xu, co-founder and CEO, DoorDash
T JPMORGAN CHASE & CO.
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With our recent acquisitions, we are becoming a household name in premium leisure travel

1in2 9 1in4 6.6mm 2.4mm 9
Affluent households  Travel co-brand Card  Dolllrs spenton leisure _Travel Transactions Unique customers ‘Sapphire Lounge
have a Chase relationship partners travel are spentthrough  through Chase Travel!  purchase travel annually  locations awarded
Chase Cards on Chase’

cxLoyalty
Modern & scalabletechnology platform

1,200+ technologists

Contextually relevant messaging

Preferential hotel recommendations

Dynamic distribution capabilities

CHASE O

SFROSCH’
Top 10 elsure travl provider

Leading luxury leisure and small
business travel agency

1,500+ tenured agents

Strong customer retention

Industry-Jeading servicing excellence
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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 acquisitions:
-158  Cash flow positive today’
" <l  6-year payback period withincreased operaing leverage as we scale
 Strang margins on sales volumes crven by ar and hoel booking
>3 . commissions (industry margins of ~10%, mix dependent)
-  Proftable growth enabiec by owned marketing channels and
2019 2022 0utook’ 2023 Outlook’ 2025 Outook” Capturing greater share of existing customers ravel walets

Marketplace connecting suppliers and our premium leisure customers

Expand our reach, shifting from being a
redemption travel site o a ful-service travel
‘agency — and expand beyond Card

Deliver di

Key focus area:
= Emerging afflvent
= High net-worth
= Small business

Key focus area:

= Concierge services
= The Infatuation

ctive content, creating great
programs for premium travelers that also deepen
relationships with co-brand partners

= Luxury Hotel & Resort Collection (LHRC)

Create differentiated experiences on
technology with world-class sevice

Ky focus area:
= Utimate Rewards migration to cxLoyalty
= ChaseTravel.com

= Best.in-class senvicing
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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
¥ Broadening our customer experiences to new segments beyond credit card 66mm households
Expand Our Reach portfolios, including small businesses, banking customers, and prospecs including 5mm small
over time business clients
Deliver Distinctive ¥ Creating engaging recommendations and marketing that drive customers S o o
~ Content into our channels for Commerce verticals like travel, dining, and shopping

Build Out Our Two-sided
Platform

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

¥ For Merchants: providing the right tools to target the right customers in

contextually relevant ways within the Chase digital ecosystem at scale

April 22

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

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

Market leader in our largest businesses  Future leverage from investments Enhanced propositions. Historical growth and outiook
Last 10 yrs: +320 bps retai
Consumer & Business Banking Branches <10 years old Scaling segment offerings | | deposit share
#1 retal doposit share (10.3%) have ~$1408 in deposit || >10ppts digial satisaction || Key opportunity: Share in
#1 primary business bank (9.2%) upside as they season vs. 2019 Nndh nnnom:nﬂy markets
and segments
5 new / refresh
Card New acquisition vintages nev(tafreshiod procicts | | Lait-10 Jre: 3B Catd
= since 2019 spend share
#1 spend (22.4%) generate >30% revenue b Key opportunity: >20%
: ® i % co-brand partnership : >20%
#1 outstandings (~17%) vs. historcal i steady state || 9% co-brand partperst e ol et g
Strong foundation in growth businesses  Future leverage from investments New experiences Outiook

Wealth Management
~4,700 acvisors OA ::V:fzi:d:sj:‘:ej 017 | | MenifuFtan: Grow to ~$1T in client

, ve investment assets in 2025
3.7mm accounts &8 upside as they mature Remote advice
Commerce At scale with ChaseTravel.com e
Top 5 ravel provider? & strong margins on b1 2022 apend
1/in 4 travel $s on Chase card travel commissions Puover-fime solitions
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Our competitive advantages enable continued best-in-class financial performance

Scale of our customer
@ relationships is the catalyst for
everything

Our customers are satisfied,

(2) engaged, and loyal across
businesses

‘We run this franchise for the long
term, and have an unmatched
capacity to invest

Strength and diversification of our
businesses create resilience of
returns through the cycle

¥ >66mm households ~ up 6% since 2019
¥ >46mm mobile active customers — up 35% since 1Q19'
¥ Traction with younger generations — 45% Consumer Bank, 45% Branded Card

v Record satisfaction across digital & branch channels
¥ >50% multi-product among Consumer Bank primary relationships?
¥ Record retention — 98% Consumer Bank primary, 98% Card

¥ $7.5B investments while delivering best-in-class returns
¥ Re-decision / matriculate >50% growth investments in 1 year
+ Unparalleled future operating leverage in existing run-rate

¥ 26% ROE in 2021 at cyclically low rates — vs. 28% in 2018%
+ 23% Home Lending ROE in 2021 - record high®
¥ Consistently lower credit risk profie than industry

We are setting a forward-looking outlook m@ ROE

£ v o o ey s 8 e s i o i 08 Cormee B U5, W1 JPMORGAN CHASE & CO.
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Notes on non-GAAP financial measures

1. 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 Fim's performance

2. 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-GAAP financial measures. These melrics reflect the exclusion of the portion of the provision for credit losses.
attributable to the change in allowance for credit losses. RO ex. LLR is calculated as net income after preferred stock costs excluding LLR divided by average
equiy. For CCB average equty or the full years 2021, 2020 and 2015, refer to page 65 of JPMorgan Chase's Annual Report on Form 10-K for the year ended
December 31, 2021 For allother 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 reconcilation of reported results to these non-GAAP financial measures

Vear ended December 31,
(i milions, except ROE) 2002 2013 2004 2015 2016 207 2018 2019 2020 2021
(1) Pretax income Reporied pretax income 2% e 14752 15525 1509 14668 19349 21903 10966 27806
Adjustments
Change in loan loss reserves (5.506) (5490) (1.253) (1.023) 150 320 41 (300) 7.809  (9,750)
Pretax ncoms ex. LLR 70 12381 1350 14503 15249 14988 19300 21603 18775 18,05
(@) Netincome  Reported net income 10522 10763 888 957 0453 028 14707 16541 8217 2093
Adjustments:
Change in loan loss reserves __ (3337) _ (3300) _ (742) __(632) ) 208 32 (227) 5843 (7.356)
Netncome ex. LLR 7185 7464 8146 8955 0546 0486 14739 16314 14060 13574
()ROE Reported ROE % 2% e k1% 1% 28% 1% 15% a1
ROE ex LLR To%  fo%  fow % 8% 1% 28% 0% 20%  20%

JPMORGAN CHASE & CO.





image119.png
Notes on slide 6

1. Defined as total CCB expense less investments, auto lease expense, legal expense, FDIC surcharge, and geography-related impacts. Total CCB accounts reflect
CBB checking accounts (excluding accounts associaled with investments and zero-balance accounts), Card statemented accounts, Wealth Management investment
‘accounts, and Home Lending and Auto serviced accounts

2. Excludes branch network investments and checking account production associated with these investments, as well as zero-balance accounts

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

JPMORGAN CHASE & CO.
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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 marketing acquisitions and distribution expenses, not specifi to marketing investments

" JPMORGAN CHASE & CoO.
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Notes on slide 9

1. In 2020 Merchant Services along with the associated asses, liabilfie, revenue, expenses and headcount were realigned to CIB from CC8 and CB. Prior-period
‘amounts have been revised to conform with the current presentation

2. Certain wealth management cients were realigned from Asset & Wealth Management to Consumer & Community Banking in the fourth quarter of 2020; amounts in
periods prior 10 2016, other than client balances, were not revised in connection with the realignment

3. See slide 68; CCB ROE (ex. LLR) pre 2018 impacted by higher corporate tax rate
4. Board of Governors of the Federal Reserve System, Federal Funds Effective Rate, retrieved from FRED, Federal Reserve Bank of St. Louis

5. Reflects sum of average deposits, average loans, and end of period client investment assets, including the revision referenced in note 2 on this page
6

Federal Deposit Insurance Corporation (‘FDIC") 2021 Summary of Deposits survey per S&P Global Market Inteligence. Applies a $18 deposit cap to Chase and
industry branches for market share. Includes all commercial banks, savings banks, and savings insttutions as defined by the FDIC. Prior periods have been revised
to conform to the current period presentation

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

8. Barlow Research Associates, Primary Bank Market Share Database as of 4021 Roling 8-quarter average of small businesses with revenue of more than $100,000
andless than $25 milion

JPMORGAN CHASE & CO.
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Notes on slide 10, 18, 26

1. Federal DepositInsurance Corporation (‘FDIC") 2021 Summary of Deposis survey per S&P Global Market Inteligence. Appiies a $18 deposit cap to Chase and
industry branches for marke share. Includes al commercial banks, savings banks, and savings iniiutions as defined by the FDIC. Prior periods have been revised
1o conform 0 the current period presentation

2. Barlow Research Associates, Primary Bank Market Share Database as of 4021. Roling 8-quarter average of small businesses with revenue of more than $100,000
andless than $25 milion

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

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

5. Represents firstime investors with fullservice relationships through Chase Wealth Management

6. Afluent defined by D& wallet estimates for U.S. households based on aggregated and de-identifed informaion 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

- JPMORGAN CHASE & Co.
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Notes on slide 11

1. Percentage growth may not tie due to rounding

2. Federal Depost Insurance Corporation (FDIC?) 2021 Summary of Deposits survey per S&P Global Market Iteligence. Appiies a $18 deposit cap to Chase and
industry branches for market share, Includes all commercial banks, savings banks, and savings intitutions as defined by the FDIC. Prior periods have been revised

to conform to the current period presentation
3. Barlow Research Associates, Primary Bank Market Share Database as of 4021 Roling 8-quarter average of small businesses with revenue of more than $100,000

andless than $25 milion
4. Excludes average PPP balances of $15.48 in 2021

JPMORGAN CHASE & CO.
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Notes on slide 12

Users of all mobile platiorms who have logged in wihin the past 90 days, as of 1022
Reflects Consumer and Business Banking houssholds that viited a branch >=1 time in 2021
. Reflects number of Consumer and Business Banking customers with a Zell inflow or outfiow in FY 2021 and FY19
‘Average number of monthly debit transactions during 1022 of customers that completed at least one debit card payment during this 90-day period
. Percent of mobile-active Consumer and Business Banking users who engaged with a financial health tool in 1022
Number of Consumer Banking households that met with a banker in 2021

- JPMORGAN CHASE & CO.
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Notes on slide 16

1. Ahousehold 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 account and >$500 of inflows in a given month

2. Business Banking primary operating account based on intemal definiion
3. Source: One Chase Net Promoter Score (NPS) Survey. Reflects promoters, calculated as share of ‘G" and *10' responses as % of total responses

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

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

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

- JPMORGAN CHASE & CO.
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Notes on slide 20

1. Includes Consumer Banking accounts. Outof footprintincludes Core Based Statistcal Areas (CBSAS) where Chase does not have a branch presence. Mature
markets include CBSAs where Chase had a presence prior to 2018

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

applicable, then multi-channel
3. Channel satisfaction measured by OSAT. Overallsatisfaction (‘OSAT") is measured on a scale of 1to 10. Score calculated as share of ‘8" and *10" responses as &
% of total responses

JPMORGAN CHASE & CO.
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Notes on slide 23

Mature markets defined as markets entered pror to 2018
As of 2021YE

. Federal Deposit Insurance Corporation (‘FDIC") 2021 Summary of Deposits survey per S& Global Market Inteligence. Applies a $18 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 nvesiments
Broak-even defined as th frst month of two consecutive months of abranch generating posiive pre-tax profit
Represents number of Chase branches divided by the total umber ofindusiry branches in a given CBSA
Internal data as of February 22

- JPMORGAN CHASE & CO.
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Notes on slide 24

1. Federal DepositInsurance Corporation (FDIC") 2021 Summary of Deposits survey per S&P Global Market Inteligence. Applies a $18 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, S65mm; 5
10 years, $126mm) muliplid by the number of branches within that age cohort (0~ 5 years = 581; 5 — 10 years = 498)

» JPMORGAN CHASE & CO.
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Notes on slide 25

1. 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.

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

3. Based on Federal Deposit Insurance Corporation (‘FDIC") 2021 Summary of Deposits survey per S&P Giobal Market Inteligence. Applies a $18 deposit cap o
Chase and industry branches for market share. Includes all commercial banks, savings banks, and savings insttutions as defined by the FDIC. Prior periods have
been revised to conform to the current period presentation. Addressable deposits represent the sum of al industry deposts in a given CBSA where Chase has at
least one branch

» JPMORGAN CHASE & CO.
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Notes on slide 27

Note: Stats as of 2021YE unless otherwise specified
1. Investment estimates for Chase househoids are based on aggregated and de-identfied nformaion in WealtkComplete supplied by Equifax Inc
2. Previously known as You Invest Trade

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

4. Users of all web andlor mbile platforms who have logged in witin the past 90 days as of 1022

JPMORGAN CHASE & CO.
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Notes on slide 28

Note: Data refers to Chase Wealth Management unless otherwise specified

1. 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 atrtion rates 21 months aftr the cohorts opened an investment account. Population fimited to Chase banking customers who opened an investment
‘account with us or a bank competior between January ‘19 and March “19. Calculations based on intemal data

2. Represents firsttime investors with fullservice relationships through Chase Wealth Management
3. Includes Chase Wealth Management, J.P. Morgan Advisors, and select legacy offerings
4. Percentage growth may not tie due to rounding

JPMORGAN CHASE & CO.
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Notes on slide 29

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

1
2
3. JP. Morgan Wealth Management Relationship Quarterly Survey; Overall Satisfaction is calculated s share of 9" and 10" responses as a % of total responses
4. Annualized retention figures from advisors who voluntarily atrited 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.
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Notes on slide 30

1. 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 atrtion rates 21 months afer the cohorls opened an investment account. Population limited to Chase banking customers who opened an investment
‘account with us or a bank competior between January ‘19 and March 19, Calculations based on intemal data

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

3. Includes accounts from Automated Investing, previously known as You Invest Portfolios
4. Percentage growth may not tie due to rounding

© JPMORGAN CHASE & CO.
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Notes on slide 34, 37, 47, 60

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

2. Total payment volumes and ransactions reflect Consumer and Small Business customers' digial (ACH, BilPay, PayChase, Zelle, RTP, External Transfers, Digital
Wires), non-digital (Non-cigital Wires, ATM, Teller, Checks, and credit and debit card payment outfiows.

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

4. Defined as consumer deposit customers and Credit Card-only customers who perform 30 payment transactions in a month; payment transactions includes ATM,

ACH, BilPay, Pay Chase, Zelle, RTP, External Transfers, Interal Transfers, Digital Wires, Non-Digital Wires, Debit Card, Credit Card, and Check Transaction
Outflows

5. 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

6. Based on 4021 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

7. Based on 2021 sales volumes

8. Inside Morigage Finance, Top Owned Mortgage Servicers as of 4021, and Experian AutoCount data for FY21; Reflects financing market share for new and used
loan and lease units at franchised and independen! dealers.

9. 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, Lyf, Peloton, ClassPass, Instacart, GoPuff

" JPMORGAN CHASE & CO.
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Notes on slide 35

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

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

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

4. Reflects 4021 vs. 4020. Chase figures and industry benchmark based on Argus data. Data excludes: small business, private label, secured and charge cards as
wellas select co-brand portfoios. Industry reflects al general purpose credit cards ex. Chase.

5. For 1021; e-commerce spend efined as Card Not Present spend
6. Zelle ransaction volumes represent outflows.

7. Metric is based on payment outfiows for transactions including BillPay, RTP, External Transfers, Zelle, Internal Transfers, SMB ACH (Vendor & Employee), SMB
TP, and Pay Chase. Excludes products that are also leveraging different nfrastructure, including debt, cred, ACH debit

8. 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

9. 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.
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Notes on slide 38

Note: Growh rates may not tie dus to rounding

1. 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

2. Based on 4021 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

3. Defined as average sales debit active accounts
4. Includes FAS91

" JPMORGAN CHASE & CO.
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Notes on slide 39

1. Based on 2021 sales volume and loans outstanding public disclosures by peers (C, BAC, COF, AXP, DFS) and JPMorgan Chase estimates. Sales volume exciudes
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 exciude private label, AXP Charge Card, and Citi Retail Cards

2. Based on business sales volume across Amex and other payment networks (Visa, Mastercard, ChaseNet)
3. Based on 2021 Co-brand Portfolio Sales Volumes

« JPMORGAN CHASE & CO.
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Notes on slide 40

1. Credit Journey launched in December of 2016; as such, Year 1 users reflects 2017. Year 1 users reflects unique customers who enrolled in Credit Joumney, whereas
2021 users reflects number of unique enrolled customers who engaged with Credit Journey in-year; 28 milion users metric shown in 2021 JPMorgan Chase Annual
Report reflects cumulative enrolled users since launch

2. Reflects number of Consumer and Business Banking customers with a Zell inflow or outfiow in FY2021 and FY2017; metric provides a full-year view, and therefore.
difers from previously reported melrics which reflected 30-day active users.

3. 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 ot include visits to any portion of the Chase MyHome platform launched before 2019

4. Reflects unique visitrs 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 Yo change

5. Includes My Chase Plan and Amazon Promotional Financing; customer count represents cumulative unique customers since respective product launches as of
1022

6. Reflects January 22 vs. January ‘21 growth in number of customers with DDA or Credit Card outfiows 1o BNPL providers including Afirm, AfterPay, Kiarna, PayPal,
Quadpay Sezzle, and Zip

7. Source: Pymts.com and Amount Survey ‘Banking on Buy Now, Pay Later’, survey of US cansumers conducted between Nov. § and Nov. 10, 2021; sample size of
2237

" JPMORGAN CHASE & CO.
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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. Conlra-evenue may be amortized and not
allrecognized in the year the outay was made

‘OpEx represents <50.18 of annual spend
Reflects increase in Acquisiion and Distribution costs; excludes Activation costs.
Reflects expected performance of 2022 vintage in Year 5

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

- JPMORGAN CHASE & CO.
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Notes on slide 45

Note: Growh rates may not tie dus 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.
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Notes on slide 48

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

2. Source: Mortgage Bankers Association Quarterty National Delinquency Survey; reflects change in Total Past Due rate in first lien mortgage product portolio from
4Q17 104021

Source: Inside Mortgage Finance (IMF"), Top Owned Morigage Servicers as of 4021
Reflects Basel 3 standardized and advanced risk weighted asses framework respectively
Excludes early buyout loan sales

Excludes the impact of reperforming and non-performing loan sales

Includes AWM and Corporate morigage loans

" JPMORGAN CHASE & CO.
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Notes on slide 50

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

2. Represents change in deposits and investments (D) balances from 6 months prior to mortgage origination to 1 month post origination. Population lmited to Chase
banking customers with at least $150k in DI 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 intenal data and CoreLogic data

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

. JPMORGAN CHASE & Co.
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Notes on slide 51

1. Source: Freddie Mac Primary Morigage Market Survey® reflects weekly average through week ending 5/52022
2. Sources: 2021 IMF Originations market size; 2022 market size estimate based on intemal 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 n the United States [ACTLISCOUUS), retrieved from FRED in April‘22, Federal Reserve Bank of St
Louis; eflects data through March 22

. JPMORGAN CHASE & CO.
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Notes on slide 53

Note: All appiication and funding metric refiectonly the Consumer channel
1. Dightal fulflment capabiiies incude uploading documents and vewing / signing disclosures
2. Reflects 4021 funded loans

3. Reflocts 4021 digtal applications

w JPMORGAN CHASE & CoO.
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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 it in proactive callo-application rates between leads identified by traditional marketing campaigns utiizing older models vs. leads identied by
‘enhanced modeling (with additional data overlays). Both campaigns were in market in 1022

3. Reflects time spent for income, asse, employment, and credit underwiting; excludes collateral eview process of appraisals

JPMORGAN CHASE & CO.
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Notes on slide 55

Note: Growthrates may not tie due o rounding
1. Experian AutoCount data for FY2021. Reflects fisancing market share for new and used oan and lease urits at franchised and independent dealers
2. Auto Sales Seasonally Adjusted Annual Rate:

3. Source: Motor Iteligence

. JPMORGAN CHASE & CoO.
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Notes on slide 57

Peerinformation sourced from public disclosures
Industry delinquency rates on Federal Housing Adminisiration (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 morigage loans

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

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

JPMORGAN CHASE & CO.
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Notes on slide 62

1. 2021 combined value o pro-forma Chase Travel sales and spend atirbuted to Chase Offers
2. 2021 valus of pro-forma Chase Travel sales; CAGR reflects 2017-2019 Utlimate Rewards travel sales growth

3. 2021 blended redemption value ofredeemabie points

42021 combined Debit and Credit spend; Merchants nclude DoorDash, Ly, Peloton, ClassPass, Instacart, GoPuff

" JPMORGAN CHASE & CO.
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Notes on slide 63

1. Reflects March 2022 last-twelve-months.

2. Based on Travel Weekly Power List 2020, which disciosed 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 publicy disclosed on the Power List; corporate
ravel providers excluded for purposes of JPMC estimates.

" JPMORGAN CHASE & CO.
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Notes on slide 64

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

2. Includes Chase Travel volumes, cxLoyalty non-Chase clients, and Frosch
3. Travel PAL reports through Chase Card Services

o JPMORGAN CHASE & CO.
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Notes on slide 66

1. Outiookis dependent on market condtions

2. Based on Travel Weekly Power List 2020, which disciosed 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 publicy disclosed on the Power List; corporate
ravel providers excluded for purposes of JPMC estimates.
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Forward-looking statements

This presentation contains forward-iooking 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 March 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-fings), and on the Securities and Exchange Commission's website
(www.sec.gov). JPMorgan Chase & Co. does not undertake to update any forward-ooking statements.
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Digital banking outside the U.S. is an attractive growth opportunity that JPMC is well-positioned to

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

Protax

= Planned expansion to multpe products 1o offer fullservice
banking

= Expected breakeven in 5.6 years
= Signifcant synergy across the fim

Cost por
customer Pltform and brand
8 Customer and volume-driven
‘Number of
customers
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= Modern, coud-native, mult-tenant global platorm
= Strategic investment in branding and marketing
' Scalable to millons of cusiomers
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' Customer service, KYC, raud, card and payments processing and baniing
operations costs

= Benefis fom scale as contact and operations centers achiove crtical mass.
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We are off to a strong start in the U.K. with highly engaged customers
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We have also made complementary acquisitions and investments

Strategic rationale Strong performance trajectory

Modern technology platform, with highly scalable foundation
for expansion to other countres.
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Topics for discussion

 Financial overview

CIB Overview
= Positioning for growth

= Industry-leading global franchise
Markets

Client-centricity driving our leadership position
= Scale and competitiveness in electronic markets

Payments = Strong financial performance
= Strategic focus areas to drive growth

Closing Remarks

I = Ovarviow and unique value proposiion
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Since the formation of the CIB, we have consistently delivered strong financial performance and
remain the #1 CIB franchise
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Since 2017, our market share has grown across all businesses and regions, while maintaining
expense discipline and operating leverage
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We've delivered strong results across our businesses at returns above the firmwide cost of capital
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Expense growth was mainly driven by business volume / revenue growth and investments
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Our technology and product investments are opening up new growth opportunities and
strengthening our leadership position

We continue to increase our technology and product
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We have supported significant volume growth with modest increases to operational expense

We have driven officiency at scald'...

..while controlling our costs
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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

(outof 4)"
s
St
d .
. 79% 80%
P,
e
e
== B, S
oo niih,  Tindboasdomaifle g silly
pre i v
o A e O
e SN WS o AR

Neddlo Ofice

# Resoarch

JPMORGAN CHASE & CO.





image166.png
[ ovestmentBankiog |
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We are focused on closing product and coverage gaps, and capturing new growth opportunities to
gain market share
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Our Payments business has grown significantly despite rate headwinds

Revenue (58)'* Focus areas for deep-dive discussions
103
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We have maintained our position as the leading Markets franchise

Revenue ($8)" Focus areas for deep-dive discussions.
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Securities Services has achieved both record revenue and assets under custody
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We have a strategy to deliver growth for our business and clients, now and in the future
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Fusion: A unified data experience across our clients’ investment journey
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»JRMorgan

Fusion provides data
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We maintain 16% ROE outlook with approximately 25% more capital
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Topics for discussion

® Industry-leading global franchise

Glient-centricity driving our leadership position

 Scale and competitiveness in electronic markets

(O Payments

Overview and unique value proposition
Strong financial performance
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We continue to grow by being complete and delivering client excellence

We remain the leading global Markets franchise... ... with sustained growth
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Our #1 position today is stronger than ever, as we captured opportunities and closed gaps
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There is further growth from deepening client relationships and capturing secular trends
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We continuously optimize our capital footprint to deliver growth and strong returns

Even with a higher capital base...
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We are investing to lead in newer market structures and electronic protocols

Foundational capabilities to enhance competitiveness
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We have a track-record of being disciplined with expenses
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Our strategy sets us up for continued success
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Topics for discussion

= Overview and unique value proposition
(O Payments = Strong financial performance
= Strategic focus areas to drive growth
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J.P. Morgan Payments ove:

$9.9B

Revenue!

Client segments

&

Corporates
(60% ofrevene)

g

Financial Institutions.
5% ofrevenue)

E-commerce | Marketplaces.
(11% of reverwe)

SMB Merchant Services
(8% ofrovenue)

~50/50 29k

NILTNIR split Clients (excl. SMB?)

Business segments

-l

Treasury Services (TS)
(®4% of revenue)

0

Merchant Services (MS)
(12%of revenue)

@

Trade
% ofrovenue)

$800B $3.4

Average deposits

P!
LOBs

Corporate & Investment Bank
(60% of revene)

Commercial Banking and

‘Consumer & Community Banking
(40% of rovene)

JPMORGAN CHASE & CO.





image184.png
We aspire to occupy a unique place in the payments industry
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We gained scale and market share in Treasury Services, offsetting deposit margin compression
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We invested heavily in the business, but overall expense growth will decline going forward
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Our Payments business is enabled by a clear design of our technology stack

lent Interaction Layer

&) Orchestration Layer

Applications

Integrated operating model - product, () s.5kengineers () 6o fintech partnerships
engineering, data & design, operations, embedded in our solutions
service, and implementation

» JPMORGAN CHASE & CO.
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Many of our new, cloud-native, tech platforms are nearing completion and generate revenue
Major platforms: Progress and target completion  Platform spend

(incl. decomissioning) outiook! Graphite Express
(Global Real Timo Payments)
Graphite S
bl —a—; 3 D —
lobalReat
Gimepaymants) 2019 2023 b ] e
= Expactod -S4tmm 2022 rovenue (75%: marketshareof US
Graphite impact | * faarTime Payment volume)
Simplified 2 / =
f e —
Value payments) 2026 GLASS
(GlobalLiquidty Platiorm)
aixas : ﬁ s 3  Cumuttiv Investment (201922 1150
Liquain) ot — = Won 177 out f 208 complex compettve Liqudty deals
2024 globaly 2021

WD) | - itomsiarrimmitoossiimmmmiisiiod
Helix o — impact | = ~5150mm annuatvaue
e, e S — - =
Procussing) s = Enabiod movativ use-cases (Enbedded Barkig, oM Coin)

2026
¥ Reusable components across platforms enable faster development
¥ We continue to maintain and support our legacy platforms which wil adequately meet our client and innovation needs unti full decommissioning

P » JPMORGAN CHASE & CO.
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ils on following pages.

We see growth opportunities across our customer segments with concrete KPIs to track progress

Focus areas

= Extend leadership with Financial Institutions and continue to bring eficiencies and
ovation to Correspondent Banking

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

@ Deliver scalable and innovative industry-specific integrated solutions

@ PRoll-out and scale end-to-end E-commerce capabilities to empower growth of |
digitally native clients s well as business transformation of established Corporates

 Investin smart next-gen point-of-sale experiences and contextual, curated value-added
services o help drive growth with SMB clients

Key targets
21 Target

25% = 30%

SWIFT market share’

72% = 10%

TS market share?

10% = 20%

‘SCF market share?

8% b covo10%

TS fee revenue annual growth

~0%" b cove15%°

MS revenue annual growth

JPMORGAN CHASE & CoO.
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We are rolling out unique vertically-aligned solutions with acquisitions and strategic investments to
accelerate our roadma

— Industry ecosystems we serve

B
payment

Provider payment Payer

[~ We are deepening our capabilities through acquisitions and strategic investments

Momentum over 3 years.

e —————— Volkswagen Pay

InstaMe: v
) 599 Joit venture with Volkswagen
Saled, 9% 43% ) 59% ——
A (L s inryirell
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We are the only provider to offer end-to-end solutions to E-commerce marketplaces & sellers

Client needs Existing capabilities Major investments In development (over next 2 years)
Allmethods of payment and financing i the US and Europe

T P ——————— () e B oy o o
et o ey G
POS and Omichannl (o on phone, smar dovices)
[ — B e ot
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8
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VIDEO: MARKETPLACES
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Proven operating model, supported by a consistent strategic framework

Complete

Global

Diversified

At Scale

Exceptional
client franchises

® Customer centric and easy
to do business with

® Comprehensive set of
products and services

® Focus on safety and
security

= Powerful brands.

Unwavering

principles
= Fortress balance sheet

® Risk governance and
controls.

= Culture and conduct

= Operational resi

E' Long-term

==Sshareholder value

= Continuously investing in
the future while maintaining
expense discipline

= Focus on customer
experience and innovation

= Employer of choice for top
talent

Q  Sustainable
Y business practices

® Investing in and supporting
our communities.

= Integrating environmental
sustainability into business
and operating decisions

= Senving a diverse customer
base

= Promoting sound
governance

JPMORGAN CHASE & CoO.
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Example of our new product development: Embedded Banking

We re-configured existing
“widgets" o launch quickly...

g
= e

Sub-ledgering
Micro-service

Graphite

GLass

..and deliver a seamless digital
user experience... that brings value to

's and marketplaces

Sellers
Enabling businesses to bank where they sl

Instant digital onboarding
Same-day settloment & real time payouts

One bank account to use across marketplaces

Embedded in marketplace experience

Marketplaces
Integrating banking services or platform partners

New offering to deepen sellr relationships

Development partner

Merchant Working Capital, accounting software)

New revenue potential outside own marketplace

o
JPMorgan x (3 FreshBooks 453 Additonl sarvicescan bo added over me (0.,

» JPMORGAN CHASE & CO.
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We believe there is a $5B revenue opportunity

Flomwide Revenus ($5) L W:;ME Potential Tailwinds / Headwinds
-_— » oy
| I—
4 Fastorgowthin S
9.9 4 Acquisitions / investments at attractive multiples
¥ Pace and evoluton o rates and infaton
& Depost ation from Quantiative Tightring
+ Goopoliics
2021 Ratempack T 3 Tade " Torget P
Torgot annual 0% 15% 15%
revenuo growtr (eorovene)
Target average annual revenue growth® ) )
Targe varagn sl PT1 growt > D)
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Longer-term opportunity: We are strategically investing in Onyx to deliver industry-leading
capabilities & future proof our business — all at a modest cost

Today

Liink gy 4. Morgan
Network for information exchange to emove
fricons of Payments

Coin Systems
Network or effienty moving maney 2477

#ONYX

o 1R Morgan

e © %

© onyx Digital Assets

Network for value and assets exchange

>

Metrics

Message Volume on Liink

~35¢ mp ~35mm

Peer-to-peer blockchain-
based network

Faster, cheaper, and safer
payments via multiple apps

JPM Coin Payments using DLT
Programmable Money $0 - -.$6B
Partior ” -

Notional Value Exchanged
Partnering

$0 = ~$230s

o

Partnering with leading companies to build the platforms of the future

D

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

» JPMORGAN CHASE & CO.
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VIDEO: ONYX
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Closing thoughts...
JPMor 'gan eavents
0Double-diglt growth and high operating leverage
a 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

“ JPMORGAN CHASE & CO.
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Topics for discussion

. 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 environment Marketforces.

‘Competitive landscape

X @ - N7 & & i 4 o

otaton Ratos  Goopotics

oighzaton ESG  Martsiuctre Warfor aent_Tradtionalpayers_Now eniarts

@  Maintaining day-to-day

@ Optimizing our current model

discipline @ Transforming for the future

Dynamic financial management inciudng. R
@ tisk, credit, capital, liquidity, expense. @ Closing addressable gaps in our wallet S schnology to

ease of doing business ‘experience for our clients.
————

Attracting and retaining our talent

ROE Outlook ~16%

“ JPMORGAN CHASE & CO.

Investing in new and emerging tech to
develop future-proof solutions
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Notes on non-GAAP financial measures

1.7The CIB provides certan non- GAAP financial measuros. The

measures shauid be viewsd in addion o, and ot a a substue for, the CIB' eported resuls.

~Adusted ROE on page 21s calulated s netincome afe proferred stock coss excluding cre eserve eleases divided by average oquty. Cred eserve releases et of tax were $(602imm
i $(1,483)mm for 2011 and 2021, respecivel. B average equity was $478 and $838 for 2011 and 2021, respecively.

The non-GAAP fnancial measures o pages 5 and 16 exclude the mpact oflegal expense. Adjusted ROE on page 16 s calulated a it income afe prferred tock costs exciuding the
impactofegal expensa divided by average equy. CIB average equiy was S80B and $83 for 2019 and 2021, espectvaly. The table beow provides a econcilaton of eportod resuls o
these non-GAAP fnancial measures.

Roconcillation of reported to adjusted results excluding the impact oflegal expense

Tearened Gecemer ST
i milons except whers oteraise noteq P
Revense Repored Adjuses s o s suw
@ oo s ma s mas
Adsimens:
s s s
Rejuses s mow s mo
etincame = s s s 2
A
& w0
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Tamoe = wmn
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2. Financias are as reported uness noted otherwise. In the frst quarter of 2020, the Merchant Senvices business was realignad from CCB fo CIB. Financials from 2017 onward wera revsed fo
confom with the curent presentation.
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Leading client-centric franchises with consistent share gains

ccs
e

US.reail o oo s, 40 305

o] GloballB g g0p 13000, g Bog

feos®

Credit card . Markets .
calost | 19.8% 2%0ss 22 4% ovomne | 9:3% 2%, 12.2%
S US. retaildeposits’ oy
investment $2028 —15. $718B USS. credit card issuer’ Sorvicews 5.4% —soees . 7,204
assets? Primary Business Bank®
® Branch presence in each of the 48  Presence in 100+ markets globally
contiguous states

AWM cB

(2] o] (2021
Ciiont

et $1.9T %, $4,3T Gross B, $1.48 2% . $5.1B

Global Active Payments .
LTFund  1.9% _+o00s . 2.8% fee $1.18 —%—~ $1.8B
market share's rovenuer*

= 86% 10.yoar JPMAM longterm mutual und Employees = 52% growth in Middlo Market Banking
AUM peromance above peor modan' expansion rovenus since 2019 10 128
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Notes on market share and rankings

1

‘Sourc: Coabton Greenwich Competior Analyics base o JPHorgan Chase's nfamal business siucure and evenues. Excudes he mpac f Archegos n 2021 fo selctfms.
HistorcalCoatton competior ravenues and industy walet have b rebased 0 ensure conistant axanomy and accountng/stucural adstmts.
Markot Share rflectsshareof he overai industy product ool
Rank reflacts JPMorgan'srank amangst Coslton Index Barks s follows:
~ Markots (BAC, BARC, BNPP,CITL, CS, DB, GS, HSBC, JPM, S, SG and UBS)
- Troasury Senvice & SCF (BAC, BNPP. T, DB, HSEC, JPM, SG. SCB and WFC)
- Socurtes Senvies (BAC, BNPP, BNY, CITI, DB, HSBC, JPM, NT,SCB. 55, and SG)

‘Source: Dealogic as o January 3, 2022 fo GIB, ECM, DCM, and MA rank analysis and market share. ECM excudes shalfdeals, DCM includos al Bonds, Loans, and fhr deb (.
‘Securitzatons and Froquent Borowers), excluding money market, shortten debt

(GIB industry wallets and growth from FY11- 21 ao for GIB, Markets (Equiies/ FICC),Firmwido Payments (Treasury Servioos and Trade) and Securies Services (nckuding Escrow, Corp
“Trust, Claring & Setmen), which may difer rom P, Morgan's comparable busingsses.

Tho 24 businessos includo CIB, Barking (68 + Treasury Sorvicos + Trado Financ). GIB, M&A, ECM, DCM, Treasury Services, Trade Finance, Securios Senvices, Markets, FIC, G10
Ralos, G10 FX, EM Macro, Commodiles, Cred, SPG, Public Finance, G10 Financing, Equle, Cash Equites, Equiy Derhatves, Primo Brokerage, FAO.

EMEA and APAC do notinclude Public Finance.

Market share gains aro rounded o the nearest 106ps.
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COMMERCIAL
BANKING

FIRM OVERVIEW
GLOBAL TECHNOLOGY
CONSUMER & COMMUNITY BANKING
INTERNATIONAL CONSUMER GROWTH INITIATIVES
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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

Commercial Banking — executing a proven strategy

Coverage strategically aligned o best serve our clients
Local delivery and decision-making, wilh deep sector expertise

Adding talented bankers focused on adding great clients with deep relationships
Expanding industry focus to drive client value

Enhancing client experience through innovation and process optimization
Enabling our teams with extensive training, data and tools.

Designing simple, digital solutions to deliver more valve for cliens
Innovating to add new client solutions and incremental revenue streams

Rigorous client selection with a long-term, through-the-cycle orientation
Strong credit and control culture with 2021 NCOs of 4bps.

High quality, resilient, diversified earnings
Strong retums with 21% ROE in 2021, while investing for the long term

: JPMORGAN CHASE & CoO.
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Long-term, through-the-cycle performance

(s8)
Putting clients & communities at JE—
the center of everything we do 0 -s368
Revenue =)
Investing to capture —
tremendous market opportunity . @ ~2x
Net income Sl
Strengthening our business 2 =
foundation Average loans - )
» sz —
Innovating to extend our $175 @ 0 ~75%
competitive advantage Average deposits [ 1
515
Maintaining $1.1 @ A ~65%
fertiene Panciples Payments fee revenue! — || =)
$5.1
; 4%, 35
Delivering strong F— s1.4 & ~asx |
financial results
s JPMORGAN CHASE & CoO.
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JPMorgan Chase platform drives competitive advantage and unmatched value to clients

Scale advantage as part of JPMorgan Chase

= Global footprint with local coverage and expertise.
= Investment capacity to drive long-term growth and innovation
= Community presence and impact

= Strong, global brand recognition bringing the best talent

= Robust technology infrastructure

= Firmwide utiities provide significant scale and cost benefit

Firmwide partnerships deliver unmatched client value

= CCB: Extensive branch network and small business client base
= PB: CB bankers partnering locally creating powerful client impact
= AM: Providing pension services and liquidity solutions to CB clients
= CIB: The best investment bank, with $58 revenue from CB cients’
= Broad-based payments platform across consumer and wholesale

" JPMORGAN CHASE & CoO.
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Delivering the #1 investment bank to CB clients

Commercial Banking gross investment banking revenue' (SB) Targeting key growth areas.

% of 2021 JPMC N.A. IB fees represented by CB clients?

@

Middle Market Private Capital
$5.1
$3.3
International Green Economy
2.7
s2.4 $2.5
= Adding to dedicated CB coverage teams
= 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 & CoO.
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Comprehensive payments solutions drive deep relationships and core operating deposits

CB payments fee revenue' ($B)

Average CB deposit balances ($B)

 CewcasRr 14% CAGR 5302
s18 5238
$1.4 $1.5 $1.5 $177 $171 $173 .
2017 2018 2019 2020 2021 2017 2018 2019 2020 2021

Unmatched capabilities across J.P. Morgan
Payments, card, merchant and digital

Integrated solutions providing simple delivery of
payment functionality

Enhanced digital capabilities increasing
connectivity and improved experience

Strong momentum in 2022 —
1Q22 Payments revenue up 19% YoY

Deposit growth driven by elevated market liquidity
and expansion of CB global client franchise

@ ~5,000 new deposit clients with $238 in balances
representing 18% of deposit growth?

Deposit betas managed dynamically through-the-
cycle for each LOB segment

Significant revenue upside from rising market rates

JPMORGAN CHASE & CO.
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Diversified loan portfolio

Average loans by client segment (SB)

= 2020 loan growth driven by PPP and pandemic

$205

= Strong growth in 1022, on loan originations and higher
revolver utiization

® Competition remains elevated, particularly from
non-bank lenders.

~ CRE
= Low client demand and defensive stance to the pandemic
led to decline in average loans

= Strong pipeline across CRE

M cel M CRe! cal
® Expected growth in multifamily loans given positive market
fundamentals (e.g., positive rent growth, lower vacancy rates)

$219
$198 L) L
100 40
.
2017 2018 2019 2020 driven by strong demand

1022 loan growth up 5% Yo¥ (excluding PPP) = Demand for refinancing will be rate dependent

2021

7 JPMORGAN CHASE & CO.
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Maintaining risk discipline — C&I

Portfolio summary

= Credit quality of the portfolio remains strong

= Diversified across industries and regions

= Dedicated underwriters for targeted industries

= 87% of non-investment grade exposure is secured'

Cal portfolio by industry?

= Consumer & Retail

= Industrials.

= Healthcare

nTech, Media & Telecomm
=0l & Gas

= Banks & Fin. Cos,

= Utilties

= Automotive

=Other

Market commentary

= Monitoring impact of geopolitical tensions, inflation, supply chain,
tight labor markets and interest rates

= Closely watching potentially vuinerable sectors for stress

® Maintaining our strong risk focus and underwriting discipline while
pursuing growth across the portfolio

C8 net charge-off rate (%)*

2%  — -Commercial Banking —Peer Average

20%

15%

10%

o5

L g i S S
RRREEaRARRRERER

JPMORGAN CHASE & CO.
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Maintaining risk discipline — CRE

Portfolio summary

= Strong credit performance, with NCOs of 2bps YTD

' ~72% of loans in Commercial Term Lending; avg. loan size ~$2mm
= New originations remain high quality
= LTV ratio of ~52%, DSC ratio of 1.56x'

= Focused on top-tier clients and lower-volatiity asset classes

= <1% of loans in hospitality, homebuilders, condos and land

CRE portfolio by asset class?

= Multifamily
= Office
=Retail

= Industrial
=Other

Market commentary

= Continue to limit exposure to riskier asset classes

= Monitoring assets in urban dense markets, particularly office and
office dependent retail

= Multfamily remains strong with favorable supply/demand dynamics
in our focus markets supported by housing affordability dynamics

= Majority of clients have fixed or hybrid rate structures which help
mitigate the impacts of a rapid rise in rates

CRE net charge-offs (%)

4.0% ~ -Commercial Banking ——Peer Average
3.0%
20%
1.0%
0.0%
-1.0%
@ gor-anywonroo g
88585555558 35858¢8¢8
S SRRRARIR’IRIRISR
JPMORGAN CHASE & CoO.
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Our complete, global, diversified and at scale franchise delivers for clients in all environments..

Our diverse business mix performs through cycles...
Revenue'? ($8)

5o
s1oe

.

e

-

'Jmmm‘ Emen apAC

..and our clients and customers benefit from a complete and at scale offering*

Cl— Yl P

Employees
 Consumer Banking  + Auto

Totalassets || across 60v countrios

 Wealth Management  + Home Lending

© Business Banking ¢ Intemational Consumer

66mm >$5T

* ot Cara g ||| R
(\ freeend
T} ) [tessecions o
$10T >90%
" Daily payment O o 800
esmentBankog ¢ Secutes Serves : e
v MEA « Commercial Banking processing’ do business with us
? Eay Pttt
7 oo Gt chnt
« Payments  cRE $4.3T

$3.1T

 Fixed Income Markels  Asset Management

¢ Equity Markets ¥ Global Private Bank Cobosed
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Significant investment in the franchise while maintaining strong expense discipline

CB adjusted expense ($B)'
W incesimont expenso

Investments:
Banker hiring

JPW CB OH ratio
B peer avg. OH rati

Investments:
Technology,
product, data &
analytics

Volume- /
revenue-related

Structural

Investment Vol Rev
elated

2019

e e et i

‘Siructural Invesiment Vol Rev

riated

Srucural

2021 2022

Client coverage

Sales enablement
Data-driven business

Client solutions

Client experience

= Performance-driven comp
= Growth-driven middle office

Front office (2+ year tenure)
Payments.

Middlelback office
Technology (Run the bank)
Support functions (e.g., risk)

JPMORGAN CHASE & CO.
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Focused, strategic investments to capture organic growth and deepen client relationships

Investing in talent...

808 Bankers »

Design CoE

Data Analytics & Tools.

CB Solutions & Delivery

) @

»

=
L

CB Client Experience

New Business Ventures

&) Business Optimization

Client

coverage

Sales

at t
ata-driven
busine

ci
solutions

Hire bankers (o better cover existing and
expansion markets & targeted industries

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)

..driving real value

o Ir—

) @

rE—
Credit / operating risk

JPMORGAN CHASE & CO.
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Organic expansion in Middle Market Banking

National Middle Market coverage Expansion market revenue growth (Smm)!

Middle Market le Market offices located Since 2016, doubled banker
clients. branch network i

33% CAGR

W Expansion states

W Legacy states. Top 100 MSAs in Middle
@ Prospect density’ Market footprint 2010 2012 2014 2016 2018 2020 Old 2021 New
Torgel  Target
~44k Middle Market prospects’ New $2B expansion market target
n JPMORGAN CHASE & CO.
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0

Replicating our proven strategy internationally

$5T cumulative foreign direct

Market
investment in the U.S.!

opportunity

$148T annual wholesale cross-
border payments value?

$7808 annual wholesale payments
revenue outside of N.A.*

Competing from a position of strength

International expansion coverage*

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 capabiliies

Long-term, patient and disciplined
Building for long-term franchise value,
focusing on strong client selection

»

ofi 12

59 1,000
EUROPE Aﬁ% Countries Bankers Prospects
‘- ' 5 6 1,000
ARiD S “ Countries Bankers Prospects
.
~NyL 2 100
AMENICA Countries Bankers Prospects
X

20 " 2,000+
LT @ Countries Bankers Prospects

JPMORGAN CHASE & CoO.
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Specialized industries model drives superior client value and risk management

Sector-specific advice and

- Prudentindustry and
content to support dlients

client selection

 Industry-tailored

7 Deep industry expertise
dlient solutions

in underwriting

18 focus industries.
Y s | | B o G uescance
E—,
[
@ e Tetatons loff o

g v

Innovation Economy

 Dedicated bankers across Life Sciences
and Technology & Disruptive Commerce

<,

Prospects.

= Sirong connectivity across the Venture
Capital ecosystem

Heavy
Equipment

Modia and
Entertainment

S

‘Green Economy (launched Apr 2021) ————
= Dedicated sector coverage o meet the
unique needs of companies focused on
addressing climate change
Prospects

® Focused on renewable energy, energy
efficiency, sustainable finance and
agriculture / food technology

JPMORGAN CHASE & CO.
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Disciplined, focused Private Equity coverage

Tremendous potential in
Middle Market'

#U.S. MM M&A doals

4.1k
= -

Private Equity industry with record

dry powder! Executing a comprehensive strategy
Global PE dry powder
> Focused coverage team for Middle Market
- financial sponsors
AT $1.37

> Regional investment banking coverage for
sponsors and portfolio companies

2017 2021

U.S. PE MM company inventory by deal year

2017 2021 »

U.S. sponsor MM dry powder

) Established sponsor M&A group with dedicated
team on middle market sponsors

9.0k ) Adding banking, DCM and markets resources to
ik - § $4498 deliver unitranche credit solutions.
- - - fisk 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...

S08. Bankers »

Design CoE

Data Analytics & Tools

CB Solutions & Delivery

)

CB Client Experience

New Business Ventures

Business Optimization

1o execute strategic investments...

Client
coverage

s:
blement
solutions
G
experience

ire bankers to better cover existing ar

expansion markets & targeted industries

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 capabil

Optimize client experience across the end-
to-end lifecycle (onboarding to servicing)

..driving real value

o rr—
5) @]
CE—
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@) sal

Enablement

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

Timely client & industry insights to identify
opportunities and increase proactivity

Pricing analytics tools to optimize revenue
opportunities

Enabling solutions-oriented coverage
teams through targeted training sessions

Digital, mobile, interactive marketing tools
and collateral to improve client interactions

Market information and analysis to drive
clientinsights and optimize operations

Workflow optimization through cross-
functional collaboration and connectivity

~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 2019" break even within 24 months? using CB data tools (up ~65% YoY)
" JPMORGAN CHASE & CO.
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Capturing tremendous value from our cloud-based, client-focused data platform

Data intake

JPMC internal
data

party data

Unified cloud-based
data platform with
365TB of data

365

al

2019 2020 2021
Terabyies

Deliver business value - use cases

3

S =

&

Client value
® Business optimization
® Peer benchmarking

® Cash flow forecasting

Sales enablement
= New lead generation

= Solution recommendations
= Pricing analytics

Risk decisioning & portfolio mgmt.
 Credit pre-approvals

= Dynamic portfolio management

® Enhanced risk analytics

Operational excellence

™ Senvicing automation and analytics
® Fraud prevention analytics

= Targeted quality control

Business outcomes.

(@ ctient satisfaction
@ prosuct margins
(® Banker productivity

(® speed to decision

~

JPMORGAN CHASE & CO.
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Investing to enhance our offerings and adapt to emerging and unmet client needs

| A design-led, client-focused organization... » lows us to develop innovative client solutions
Enhancing solutions to deliver more value
o @ Client-focused, solutions-driven organization
Digitizing experiences with Chase Connect
Over 30k active users, up ~20% YoY
Design Center of Excellence InstaMed Integrating InstaMed into JPM Healthcare Payments
wimsegmimmr! Lanched new B2B receivables offering
AAdding new solutions to drive client value and revenue growth
- CB Client Experience
Optimizing payments with intelligent routing

Strong client demand for this differentiated solution
@ NawBisiiess eiies Delivering CRE-focused payments solutions
Expanding solutions to support our clients

Dedicated team includes design, data, digital and payments New solutions help deepen existing relations
expertise focused on CB clients and drive new client acquisition

" 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
Net income (s8) ROTCE® (%)

TBVPS growth greater than peers.
book value per share* (5)

15
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R 0open poos
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() Client

utions

Investing to deliver powerful solutions to our CRE client franchise

Market-leading real estate lender

Multifamily lending clients
#1 Multifamily lender in the U.S."

Affordable Housing clients
#3 Affordable Housing lender in the U.S.2

Real Estate Banking clients

Tremendous market opportunity

Apartment
properties (5+ units)®

Non-digital rent
payments*

Annual rental
payments®

Developing comprehensive payments solutions for our real estate clients

Sector-specific payments capability

828 Rent Collection

Building simple, digital experiences designed for CRE operators

Digital functionality
= Realtime 2417 online access @ Limited manual processes

= Digital tenant notifcations = Reduced need for 3° parties

Fraud protection

Comprehensive features
. Market knowledge
= Access to market data

= Multiple payment channels
= Autopay optionality

» JPMORGAN CHASE & CO.
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6

nt Experienc

Relentless focus on client experience and operational excellence

(@ Onboarding
= Reduce onboarding cycle times.
= Streamine and digtize documentation
= Expand clent training & enablement

@«ve
= Minimize client impact
= Streamiine and digitize documentation
= Automate existing manual processes

Servicing Commercial (@ client solutioning

= Streamiine service channels = Proactive, analytics-driven solutioning
= 31 party integrations for connectivity
= Glient insights informing new designs

Banking

® Increase self-service capabilties

= Improve case productivity

(@ Content delivery
= Digital delivery of targeted JPMC content
= Data-driven analytics & insights

(® Lending
® Increase speed to commitment
= Data-driven decisioning
= Simplified clent journey

@ ciient satistaction (®) Operating leverage (®) Speed (¥) Costto serve (@) Product complexity (§) Operational risk

n JPMORGAN CHASE & CO.
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Setting new targets to continue driving strong, consistent returns for shareholders

Investment banking' $2.48 < $5.1B 21% CAGR $4.08

Faacute growih Payments fee? s1.48 Gras > 6%cAcR Wil s308
initiatives

(longer-term 3 =

revenue targets) Middle Market expansion $0.6B $1.2B 20% CAGR $2.08

CB International® $386mm <5540n\m 9% CAGR $1.08

il segand Overhead ratio 40% 40% 40% avg. 40%+-
discipline

Optimise ‘ Return on equity 17% 21% 17% avg. 18%+/-

returns

2 JPMORGAN CHASE & CoO.
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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

CB is positioned for continued success over the near, medium & long term

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, intemational, Green Economy) with ~47k C&1 prospects

Equipping bankers with access to the best training and sales enablement tools; capturing
tremendous value from our cloud-based, client focused data platform (365T8)

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 o drive growth (S48 IB, $38 payments, $28 Middle Market
expansion, $1B CB interational) and consistent returns (18%+/- ROE; 40%+/- OH ratio)

n JPMORGAN CHASE & CoO.
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Asset & Wealth Management

Who we are

Difficult to replicate

Broad, diversified platform: $4.3T AUS spit roughly evenly across AM and GPB, spanning al asset classes and regions.

Long-term fiduciary

indset: 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'
Aways innovating: Active ETFs, Empower MMF share class, Personalization at Scale

Aways investing: $18+ annually invested in key growth areas (e.g., Technology, GPB advisors, AM investment professionals, M&A)

Top tallnt: Nearly 95% retention of top senior talent across 1,100+ AM investment professionals and 2,700+ GPB clent advisors
World's best clients: 60% of largest pensions / sovereigns; >40% growth n families with $100mm with us (since 2019)

Power of JPMC: Seamless interconnectivty with each of the other JPMC LOBs.

. JPMORGAN CHASE & CoO.
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Consistent growth for JPMC
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Growth: AM and GPB business metrics (-
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Sinc our st nvestorOay

AWM growth drivers for the next decade

Wealth Management

[— Powering
Global Private Bank U.S. Wealth Management

@

= Grow globally, hvough step-
change n advisor hiring and
bestin-class training

= Launch now digital
capabilites o further
clientand advisor experience

= Continue to seve clients across
e balance sheet and provide
personalized advice

Asset Management

L4

= Deiver Globl Private Bank
‘Solutions hroug o US. Wit

o

= Globaland local clent reach
‘and fducary focus drve
growth and despering

= Leverage powerful analytics
capabiltes o ceiver porfolo
insighs and moro rlovant
conlent  thought leadership

= Diffcutio-eplcatssirong,
long-erm investment
performance to ive growth

= Transtorm advisor platform /
workstation 0 increase.
productivity

= Innovate new solutons and
leverage data {0 dive stronger
clent outcomes

Asset & Wealth Management

Building
Alternatives

L]

= Haress halfcontury lagacy
of managing and providing
Ateratives

= Continue to grow and launch
new funds i our farge,
estabihed Real Estat,
Infrastructure nd
Private Equity platforms

B our next growh engine in
Private Capital

Executing
M&A

=

= Evaluale everyting,buttake:
1 opportunistic approach

' Focus on clent needs and
increasing shareholder value

= Annunced four ransactons.
hat focus on growth
sogments and digital

JPMORGAN CHASE & CO.
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Expenses increased due to higher revenue and accelerated investments

Total AWM adjusted sxpenso ($8)'*

W vesiments

o7 -

08

w_-__-i

o
2022

Breakdown of expense.

ivestments

@ Hring avisors

@ Scaling Asset Management
Buiding Atematives

© och enablement fficiences

© Exscuing waa

Volume- / revenue-related

= Porformance-diven compensaton
= Brokerage and rading volumes.

Structural

= Frontoffice (3+ yearsfenure)

= Middle/ back offce

= Supportfunctions (e, Risk, Control)
= Technology (Run the bank')

2219 investments  Volume-/

rovenve-rlated

Stucural

2021

Investments

Vatume-/

rovenue-rolated

Srucural

JPMORGAN CHASE & CO.





image17.png
We must constantly adapt to a dynamic operating environment

= Competiton from  Size-based capital
traditional banks requirements continue to

® FinTechs continue to Toasase Wil eyste:
penetrate select markets sxpansion

= Nonbank financials ® Recalibration and

trying to disintermediate rationalization is
banks necessary

= Economic growth will
benefit from a more level
playing field

$ @

® Big Tech value creation
outpacing banking system

New global cyber
threats continue to
emerge

Dramatic increase in cost
of ransomware across.
the economy

Data privacy, ethics and
transparency are driving
customer deci

¥

' Accelerating pace of
innovation

= Neod for digital and
cloud-native solutions.

 Customers expect
products on par with
bestiin-class tech
companies

-

= Increasing focus on
climate, sustainability
and DE&I

= Stakeholders expect
tangible actions that
supporta greener and
more equitable and
inclusive society

¥

Need for continuous investment and innovation to deliver best-in-class outcomes for all stakeholders

JPMORGAN CHASE & CO.
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Key investment #1: Hiring advisors

Number of GPB client advisor joiners' Training hours per GPB new hire. (GPB client asset flows from new hires (S)"
e,
sws

- o

us.

.
2016.2020A1 2021 27200 Amaa 2021 2019 2021
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Key investment #2: Scaling Asset Management
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Key investment #3: Building Alternatives
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Key investment #5: Executing M&A

MBA focus areas we outlined at 2020 Investor Day
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Formulaforcantinved growth

Power of being part of JPMC

& 100% investments ihrough AWM

= ~50% P clients vt branch
and oruse cards

= 2,0008 referals tofrom P

Advantages of being part of JPMC.

Cybersecurity
Significant resources to protect
against evolving threats

AL Expertse
R, 1000 ettt nd
$18+ i potental business npact

' ~82T AMAUM administored
= ~$17 GPB assots cusiodied

700+ referraistoffrom P8

' 60%» P ofices co-ocated

Fotess Risk & Controte
m~25 o0 profossionls deiclsd = 508 A L AL o

1o protecting our firm Cocons
= 600+ reerls ofrom PO
JPMC Brand
#10 Fortune’s Word's Most T —
Admired Company and large 88% of largest AWM clients.
investments in Marketing do business with other LOBs'
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Formula forcontnued growth

Our formula for continued growth

O""‘"
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JPMAM ‘

Equity

152

Fixed

Income
Multi-Asset
Solutions &
Altornatives.

2019 2021 2019 2021 2019 2021

637 funds launched and Nearly 95% retention ~80% of GPB clients Positive annual client asset

112 closed/ merged since ‘19 of top senior talent use multiple solutions flows for nearly TWO DECADES
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Formulaforcantinved growth

Power of a broad, diversified platform
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How we measure against our targets

LTAUM Revenue
flows growth
3-to S.year
targets (+/:)
w9 20 202 w9 2: 22
2019 - 2021
resultsrange' 7% 5% 8% 1% 5% 19%

weaingron v v x v v

28%

Protax
margin

25%+

28%

ROE
25%+

2021 w9 2w 221

37% 26% 28% 33%

v v v v
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Fortress risk and control management are non-negotiable

Size and scale enable us to execute on our responsibility to protect the system and our customers... ..and support policy objectives

Examples of our dedicated teams

Provide operational resiliency $40B+

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

7) Implement multijurisdictional
25,000

3 ofessionals fu)
(GG, Protect clents'assets, P | | —
&J=money in movement and data protecting our Firn $908

d customers f
ket / Loan forbearance and payment elef on

risks every day

>2mm morigage, auto and credit card
@ Minimize fraud and cyber risk ‘accounts’

$3.2T
Implement Total credit provided and capital” raised
o mamit iows e e

We are an integral part of a safe, sound and resilient financial system
i JPMORGAN CHASE & CO.
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Notes on slides 1-3

‘i 1.~ Asset & Wealth Management

1. Al quarle rankings,the assigned peer calegories and the asse values are sourced fom he fund anking providers. Quarterankings re based on the netoffee absolte retum of each fund.
The data providers ro-denominal the aset vlues nlo .S. dolars. Thi percontage of asals under management s based on fund perfomanco and assocaled poor rankings a he sharo
las lvelfo U 5 -domicied funds, at a primary sharo class level 0 ropresent the quat ranking ofthe U K. Luxembourg and Hong Kong funds and a the fun levelfor all othe funds. The
primary sharo clss, i defned as C share classfor European funds and Ace share clas forHong Kong and Taian funs. In case the share cassas definad o not availabe, the oldest share
lass s used as the prmary share class. The performance data couk have been dferent fal share clases woukd ave been included. Past prformanc i ot indicaive of uure resus
Effctive Sepember 2021 th fi has changed the peer Goup ranking source from Lipper 1o Momingstar for .. -domiclied funds (except for Muniipal and Ivestor Funds) and Tawan-
‘domiclod funds to beter algn theso unds 0 the providers and peer groups we bolleve most appropriatly reflects thir compotive positoning. Ths chango may positvely or advarsaly
impac, substantal in some cases, the quarle rankings for 0ne or more of theso funds as compared wih how they would have been raiked by Lippe or tis reporting peiod o fulure
toporting perods. The source for determining the ankings or aloter unds romains the sama. The cassicatons i ferms of product suites and product engings shown are J.P. Morgan's own
and aro based on nfermalinvestment managemen siructres.

s onsistentgrouth for JPMC

1. In e fourh quarerof 2020, he irm reaigned certain Wealih Management lieis rom Asset & Wealth Management to Consumar & Communiy Banking. Prio-period amounis have been
fovisad 1 conform wihthe curront presentaton. Historica revenue fevised as a osulof th adoption of the new accouning guidance orfevenue recognion,afective January 1, 2018.

2. Global Funds and Global Insttutonalclent segmenss.

3. 10 the fourth quartr of 2020, the fi realigned cetain Wealth Managerentcentsfrom Asset & Wealth Managemant o Consumer & Community Banking. Bafore 2018, amounts have not
boon revised o conform wit he curent preseniation

routh: AM and GPB business metrics

1. Inth fourh quarterof 2020, e im realigned certain Wealih Management clieis rom Assot & Wealth Management to Consumar & Communiy Banking. Prior-period amounis have boan
fevised 10 conform wih the current presentaton, unless otherwise noted

Hisorca revenua rovised as a esult of the adopton of the new accounting guidance or rovenue recognion,efeciv January 1, 2018
2018 financils and matrics s reported n 2020 AWM Investor Day prosentaton

‘Globai Funds and Global Instuonal AUM.

‘Source: 155 Marke Insligence Simfund retrieved February 10,2022 Excludos Index, Fund of Funds, and Money Markat Funds

0 JPMORGAN CHASE & CO.
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Notes on slides 5-7

‘il 5 - Expanses increased due to hgher revenue and accelerated investments.

1. Inth fourh quarterof 2020, he irm realigned cerain Wealih Management clieis rom Asset & Wealth Management to Consumar & Community Banking. Prior-period amounis have boen
revise 0 conform it the urrent pesentaton

2. Adjusted expanse, which excluies AWM logalexpensa, i a non-GAAP inancial measure. Adjusied expense exciudes AWM legal expense of $113mfor i year ended December 31, 2021
Management believes this nformaton helps investors undersand the effectof cartain s o roporte resuls an provides an alemate presentato of the Fi's performance

‘il 6.- Key nvestment #1; Hirg avisors
1. Inthe fourh quarerof 2020, he irm realgned certain Wealth Management clienis rom Asset & Wealth Management 1o Cansumar & Communiy Banking.Priorperiod amounts have been
revised 1 conform with the urrent presentation

Sido7 - Koy nvestment #2: Scaling s Management

1. Source: Moringstar. JPM 3Y retur net of fees) and SEC Yied as of March 31, 2022. JPM perormance compared o fund benchmark (CE BofAU.S. 3-Month Treasury Bl TR USD) and
SEC Vild compared o SPDR Bloomberg 1-3-Monih T-8il ETF. Retrieved Apri 21, 2022

2. Source: Morningstar. JPH 5Y retum (ne offees) and SEC Yiek ae or Intutional share class as o March 31, 2022. Othar share casses may have higher expanses, which wouid lower
roturms. JPM performance compared o fund benchmark (Boomberg U.S. Aggregate Bond TR USD) and SEC Yied compared o iShares Core U S, Aggregate Bond ETF. Retieved Apr 5,
2022

3. Source: Mormingstar JPM 1Y retum (v offees) and SEC Yiek as f March 31, 2022. JPM performance compared tofund benchmark (S& 500 TR USD) and SEC Yeld compared 1o SPOR
&P 500 ETF Trust. Retrioved Apri 5, 2022

4. Source: Morningstar. JPH 5Y retum (ne offees) and Sharpe Ratio (5Y) ae forC (acc) USD" share class a8 of March 31, 2022, Othe share casses may have higher expenses, which would
Iower rourns. JPM performance and Sharpe Ratio compared 10 fund benchmark (CS1 300 NR USD). Retreved May 18, 2022

5. Source: 1SS Market Iteligence Smund. Reteved May 18, 2022

" JPMORGAN CHASE & CO.
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Notes on slides 8-9

‘il 8.- Key nvestment #3; Buiding Ateratves

1. Inth fourh quarterof 2020, he im realgned cerain Wealih Management clieis rom Asset & Wealth Management to Consumar & Communiy Banking. Priorperiod amounis have boan
revise 1 conform it the urrent pesentaton

2. Pror-period amounts have been restated o incude changes inproduct categorzation

3. JPM 5Y otum (net o oes, localcurrency) and Yiek (1Y) as of March 31, 2022, JPM performance compared o public market index (SP Giobal Infrastucture NR USD) and JPM Yield
‘compare o SPDR SKP Giobl Infasiucture ETF SEC Yiel. S&P Global Infrasruciure NR USD 5Y returm and SPDR S&P Glbl Infrasincture ETF SEC Yield sourced from Momingstar
Retieved Apri 5, 2022

4. Source: J . Morgan Priva Bak; as of Seplember 30, 2021 Prformance s shown for lustrative purposas only and i not indicatv of any single clets experience. Performance shown net
of underying funds'nvesiment fees and expenses. as wel a5 condu expenses where applicable, bt ross of any orinaton fees paid by Indvidalinvestors. Pubi market squivalent
(PME) and excess etur s calculted by subtracting the performance ofthe rlatve puble index etu for that vintage year flom platfo perfrmance by vintage year Wihen calcuating
performance by iratogy. tha cash flows for all apiicable funds within saidsirategy ae equal woighiad witin each vitage year and then averaged, by vintage year, o get the porormanca for
heplatform. Methodology or calculatngrelative publicndox rourns for each straiegy is as ollows: whanove i appicabie strategy cale capal, ho same amount was assumad (o have
boon investad in unis of the index. Whenever sad stralegy distrbuted capita, the amount ofthat distibution s a percentage of ot distributons (incuding disrbutions from the final NAY.
‘cash flow assumed t occur on September 30, 2021) was calcuated, andthe index was assumed f be sok at he ndex's value o tha date and he proceeds disirbuted. An IRR was
Calculated across the cash lows assumed 1o occu nto and out of the index

5. Maturing funds ncludes funds withvintage years betwoen 2016 and 2019 (inclusive). Fo performance calulatons (WAL, Net IR, TVPI and Excess Retur), it eprasents a sinple average of
therelevant vintage years. Vitage year or each underlying fund is determine by year o st Investment by the underlying und nfo a portiolio company. 2020 and 2021 funds are not
provided as they ae not meaningfl iven the carly stage of nvestment achity

ey investment #4:Toch anabloment  officiencies

1. Inthe fourh quarer of 2020, he i realgned certain Wealth Management cliens rom Assel & Wealth Managerent 1o Cansumar & Communiy Banking. Priorperiod amounts have bean
revised 1 conform with the urrent pesentaton

2. Online compromises and wir fraud (atempted, provented and recovered)
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Notes on slides 10-13

‘i 10— Key investment #5: Execuing MEA

1. As of Apri 2022

2. s of December 2021

3. Carbon fotprint measaures based on 2020 actity. Car fooprintbased on average annual passenger vehicl emissions sourced from U S. Environmental Proection Agency.
4. Asof March 2022

i 11.- Global Shares wil povide new oppertunilesto grow our cient base across LOBs
1. Global Shares acquision s subject 0 reguatory approvas and expecled to Gose i the second ha of 2022
2. As of March 2022

3. Attime of acquisiton announcement (June 2021)

‘Sl 12 Powsr ofbeing part of JPMC
1. Includes business nvaling parent company / ety of AWM cents

Side 13.- Our formla for coninued arouth

1. Al quarie rankings, o assigned poer categorios and the asset values are sourced fom e fund anking providers. Quarta rankings e base on the neL-offee absoluteretum of each fund
“The data providers ro-denominat the asset values nto U.S. dolars. This percentage of assels under management s based on fund perfomance and assocated peer ankings a he share
lass levl for .S -domicied funds, at a primary share cass evel 0 represent the quat ranking ofthe U K. Lurembourg and Hong Kong funds and a he fundlevelfor all othe funds. The
primary sharo lass, s defned as C sharo class for European funds and Ace share class for Hong Kong and Taian funds. In case the share ciasses defined ae not availabe, the oldest share
las s used as the primary share class. The performance data couk have been dfeent i al shara classes would have been included. Past performance i ot indicative ofuure resuls
Effctive Seplember 2021 th fi has changed the peer Goup ranking source from Lipper to Momingstar for U.S.-domicled funds (except fo Municipaland Investor Funds)and Taiwan-
‘domicled funds t beter algn these uncs 0 the providers and peer roups we belleve most appropriatly reflcts thir competive positoning. Ths change may positvely o adversely
impac, substantal in some cases, the quarie rankings or 0ne o more of these funds as compared with how they would have boen raiked by Lipper or tis reporing periodor future
egoring periods. The source fordetermining the rankings or alloter funds remains the same. The ciassifcatons i terms of product suies and product engines shown are P, Morgan's own
and ar0 based on nfemalinvestmont managemen siructres.

2. Includos Asset & Wealth Management lent asals, .. Wealh Managomentinvesiments and new-o-frm Chase Prvate Chont daposis. I the ourth quartr o 2020, h fim raligned
‘ortain Wealth Management cents from Assat & Wealth Managerment o Consumer & Commurity Bariking. Prio-period amounis have boen revised o conform withthe curro presentaton
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Notes on slides 14-15

‘i 14 - Power of a broad, dversifed piatiom

1

Includes Asset & Wealth Management et assets, U S. Weslth Management invosiments and new-o-frm Chase Private Cllnt deposits. I the ourt auarter of 2020, th fim realigned
cortain Wealth Maragement cent fom Assat & Wealth Managementfo Consumer & Comimunity Bariking. Prio-period amounts have boen reised o conform wihthe currot prosentaton

Total AUM et fows.

Invesiment Management otal na lows, Wealth Management foe-basad assetflows 2017-2018 and Weth Management nal new assets 2010-2021, Exciudes impact from $438 i fee-based
‘assets fom asset acauisiton n 2021

Investor Senvces net new assets. Excudes impactfom asset consoldation due o acquisions of TD Amerivade and USAA' Investment Management Company.

Firmwidetoal AUS ol flows Excludos impactsfrom acauistions of Varus, S8 Investment Advisory Sevicos, United Capital, and Rocaton, and divestiure of Austalia business

Source: Minsey Global Growth Cube, J. Morgan esimates. Actve only. 2021 market size based on base case estmae as of May 2022

Source: X1, BCG, J P, Morgan estmaes. Based on $10mms et worh in U S and S20mme nvestable asses or Itemational cents

Side 15 - How we measure against our targets

1

I he fourth quarter of 2020, the fim ealigned cortain Wealth Management clents from Asset & Wealth Management o Consurmer & Community Banking. Prir-period amounts have been
fevised 10 conform with the urrent presentaton
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Jamie Dimon

Chairman & Chief Executive Officer

Jamie Dimon s Chairman of the Board and Chief Executive Ofice of JPMorgan Chase & C0, a global financial services firm with assets of $3.2 trilion and operations worldwide. The firm s
aleaderin investment banking, inancial srvices for consumers, small business, commercial banking financial transaction processing and asset management

Dimon became CED on January 1, 2006 and one year later also became Chairman of the Board. He was named President and Chief Operating Offcer upon the company's merger with Bank
‘one Corporation on July 1, 2004. Dimon joined Bank One s Chairman and CEO in 2000.

Dimon began his career at American Express Company. Next, he served as Chief Financal Officer and then President at Commercial Crecit, which made numerous acquisitions and
divesiturs, including acquiring Primerica Corporation n 1987 and The Travelers Corporation in 1993. Dimon served as President and Chief Operating Officer of Travelers from 1990
through 1998 wile oncurrently serving as Chief Operating Offcer of it Smith Barney Inc. subsidary before becoming co-Chairman and Co-CEO of the combined brokerage following the
1997 merger o Smith Barney and Salomon Brothers. In 199, Dimon was named President of Citgroup Inc. the global financial services company formed by the combination of Travelers
Group and Citiorp.

Dimon earned his bachelorsdegree from Tufts Universiy and holds an MBA from Harvard Busines School.He serves on the boards of directors of a number o non-proft insttutions
including the Business Roundtable, Bank Policy nstitute and Harvard Business School. Additionaly, he erves on the executive commitee of the Business Council and the Partnership for
New York Cit, and is a member of the Financial Services Forum and Counci o Foreign Relatons
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Lori Beer

¥ Global Chief Information Officer

Lori Beer i the Global Chief Information Offcer (CI0) o IPMorgan Chase & Co.and a member of the company's Operating Comitee, esponsibl for the fir'stechnology systems and
nfrastructure worldwide. Beer manages a budget of more than $12 bilion and over 53,000 technologiss supporting JPMorgan Chase' etal, wholesale and asset and wealth management
businesses. She also serves as the co-sponsor of the frm's Access Abily Business Resource Group.

Beer o the firm n 2014 and was most recently the Chef Information Ofice for the Corporate & Investment Bank (CB). Pror o jinin the frm, she was Executive Vice President of
‘Specialty Businesses and Information Technology for WellPoint, nc.responsibl for a $10 billion business unit which included WellPoint's Specialty Products

Beer is a member ofthe Teach for America New York Advisory Board. She's also a member ofthe University o Cincinnats Lindner College of Business Advisory Council and the University of
Cincinnati Foundation Board of Tustees. She has endowed scholarships a the Universty o Cincinnat and University of Dayton to helpincrease divrsity in STEM careers.

Beer has been named among the Most Influential Women in US Finance by Barror, the Most Powerful Women in Banking by American Banker and a Merit Award recipient by the Women's
Bond Club Beer has also been recogized as a Computerworld Premier 100 T Leader and National Association for Female Execuives Women of Excellence Health Care Champion.

Beer holds a Bachelor of Scence degree in Computer Science from the Universty of Dayton.
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Advancing a sustainable and inclusive economy remains a core priority

Sustainable Development Target: $2.5T over 10 years!

Racial Equity Commitment: $30B over 5 years!

‘Approved funding for ~$138 in loans & investments (o help create.

$1068 and preserve >100k affordable housing & rental units in the U.S.
Refinanced 19,000 incremental mortgage loans otaling ~$58
—
IR |  Mobikzing capialto sdvance the United Q@ Opened 12 Community Center Branches and hired more than
Noors SusandieDovgren;Goos s178 e Commurity Ma
QZ5 Invested $100mms of quty i 15 Minority Doposi nstttions
and Community Development Financing Institutions.
Advancingaconomicncusion n s18 —
developes markets @9 Three new Diversity, Equity and Inclusion Centers of Excellence
$2858 >$18B

total progress in 2021

deployed or committed by the end of 2021
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Jennifer Piepszak

Co-CEO of Consumer & Community Banking

Senvifer Piepszak is the Co-CEQ of Consumer & Community Barking (CCB) and a member of the JPMorgan Chase Operating Commitee. She i ointly responsible for al of CCB, a business

that serves more than 66 millon households ncluding 5 millon smal businesses in the United tates. On a day-o-day bass, Piepszak leads Consumer and Business Banking, as wellas
Wealth Management

Piepszak has been with JPMorgan Chase for 28 years. Since May 2019, she was ChiefFinancial Offcer of the frm, responsible for Finance and Business Management,the Chief Investment
Office and the Chief Administrative Office. Pior to being CFO, Plepszak spent seven yearsin CCB, serving as CEO of Card Services, CED of Business Banking and CFO for Mortgage Banking.

During her first 17 years at th firm, Piepszak held progressively responsible olesinthe Corporate & Investment Bank serving as Contraller for Global Equities and Prime Services, CFO and

Contralle for the Proprietary Positioning Business and Principal Investments Management, and CFO for the nvestment Bank Creit Portfolio s wellasseveral Fred Income markets
businesse.

Piepszak hlds a Bachelor of Science degree from Faifield University and i on the board ofdirecors for the United Way of New York Gty and the American Bankers Associaton. She and
er husband have thee children and v in New ersey.
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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 ofthe JPMorgan Chase Operating Committe. She isfintly responsiblefor all o CC8, a business that
serves more than 66 millon households ncluding 5 millon smal businesses in the United States

0na day-to-day bass, Lake leads Payments,Lending and Commerce, incluing three industry-leading ending businesses: Card Services, Home Lending and Auto Finance.

Lake has been with fim for 20 years and was previously the Chief Execuive Offcer o Consumer Lending from 2019 to April, 2021 Prior to thi,she was Chief Financial ffcer for the firm
from 2013 to 2019. As CFO, she was responsibe for Finance and Business Management, nvestor Relations, Chief Investment Offce,Chief Data Ofice and the Chef Administrative Ofice.

During her first 12 years atth frm, Lake heldroles i the finance organization including Chief FinancialOfficer of Consumer & Community Barking from 2009 to 2012, and Global
Controller for the Investment Bark from 2007 to 2009. She also managed global financilinfrastructure and control programs as part o the Corporate Finance group from 2004 to 2007.

priortoths,she worked at both Chase and L. Morgan in London. At Chase,she was the Senior Financial fficer in the United Kingdom, and at P, Morgan, she was the Chief Financial
Officer for the Credit Tracing business. Lake sarted her career as a chartered accountant a PricewaterhouseCoapers i their London and Sydrey ofices.

Lakeis the co-founder of the Women on the Move niiaive and the Operating Comittee sporsor of the Women on the Move Interactve Network,th largest employe Business Resource
Group at the company. She has a Bachelor of Scence n Physicfrom Reading Universit i the United Kingdom.
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4 Sanoke Viswanathan

|’ Chief Executive Officer of the International Consumer Growth Initatives

Sanoke Viswanathan s Chief Executive Offce of the International Consumer Growth niiaives of JPMorgan Chase, and member of the frm's Operating Committe.

Previously, Viswanathan was Chf Admiristrative Offcer of the Corporate and Investment Bank, overseeing Technology, Operations, Data and Aralytic, Artificial Intelligence Research and
Emerging Technologies He stated is career in JPMorgan Chase in 2010 as hea of Corporate Srategy.

Prior o joining JPMorgan Chase, Viswanathan was a partner at McKinsey & Co, and co-head of thei global corporate and investment banking practice. He served financialintitutions in
Asia, Europe and North America on trategy, organization and risk management topis.

Viswanathan holds an MBA from the Indian Institte of Management, Ahmedabad, and a Bachelors in Mechanical Engineering from the Indian Institute of Technology, Chennal,
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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 JPMorgan Chase, a leading global financial services firm, and a member of its Operating Committe. He s also CEO of its Corporate &
Investment Bank, an industry leader n investment banking trading markets and investorservice.

Danil has spent s career at JPMorgan Chase and its predecessor companies. He began asa financial analyst and foreign exchange trader at Manufacturers Hanover i 1983 i Buenos
Aires. In 1992, he was appointed head of Sales for Chemical Bank, responsible forclients in Argentina, Uruguay and Paraguay. Shortly afte, he became head trader and Treasurer of
Chemical Bank in Mexico. Daniel moved to London in 1996 to oversee loca markets in Eastern Europe,the Midde Eat, Africa and Asa fo Chase Manhattan,later taking charge of the
marketsside of th frm' emerging-market business.

10 early 2006, Daniel was made global head of Emerging Markets. He was given added responsibilityfor the Global Credit Trading & Syndicate business in early 2008.In 2009, he was made
co-head of Global Fixed Income for the nvestment Bank before becoming sole head of the group in 2012. He was also made co-CEO of the Corporate & Investment Bank in 2012, and
became sole CEO in 2014, In January 2018, he was named Co-President and Chief Operating Offier of JPMorgan Chase, to work closely with the CEO and the Board to identify and pursue
critca irmwide opportunties

Danil holds a bachelor's degree in Public Accounting and Business Adminisration rom Universidad Nacional de Lomas de Zamora in Buenos Aies. He s a member of the B0ard of
Directorsof the Institute of Inenational Fnance.
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Marc Badrichani
4 Head of Global Sales & Research

Marc Badrichani i head o Global Sales & Research for LP. Morgan's Corporate & Investment Bark (C18) and a member f the JPMorgan Chase Operating Committee. Marc s responsibe for
‘managing client trategy,relaionships and distibution across Markets and Securites Service, as well s overseeing the fir's award-wining research offering. Marc’s ublic- and private-
side teams srve corporates,institutional investors and governments,

10 aditon tohis fne of business responsibilties, Marc s acentral player in P, Morgan's usiness optimization ntiatives and has overseen the CIB's implementation of many of the post
s regulations. He is 2 member of the Board of Directorsfor the International Swaps and Derivatves Assoclation (SDA).

Marc s an ative supporter of the firn's iversty effors,sting on the JPMC Diversty Advisory Counciland serving as Executive Sponsor of the C1B Black Leadership Forum and the CIB
Women on the Move Vice President Network.

Marc ained 1. Morgan in October 2005 from Deutsche Bank where he managed the group that developed cross-asset solutionsfor clents in EMEA. Sinc jaining the fim, he has held a
‘number ofsenior leadership roles including, head of Distrbution for Northern Europe, head of Americas Equities and head of Global Cash Equites. Most recently, he was head of Americas
Sales & Marketing for the CIB.

Marc graduated from Ecole des Mines de Pars (France) n 1992.
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i

Troy Rohrbaugh

Head of Global Markets

Troy Rohvbaughis the head of Giobal Markets for P, Morgan, the industry's lrgest tracing franchise, and  leader in both Equiies and Fixed Income. He i a member of the frm's Operating
Committee and CI Management Team.

Pri o his current role, Troy was the head of Macro Markets, which includes the Rates, Forelgn Exchange, Emerging Markets and Commodities businesses.
Troy has worked inthe financal industry for more than 25 years and has managed businesses in New York, London and Asia. Durng his career, he has taken actve roles in ey industry

organizatons, including a the Chair ofthe New York Federal Reserve Foreign Exchange Comittee. He has also served as the char of the Global Financial Markets Association's (GFMA)
Foreign Exchange Group and as a member ofthe Bark of England'sJont Standing Committee.

Troy joined L. Morgan in 2005 as a managing director and global head of Freign Exchange Derivative. He began his career on the Philadelphia Stock Exchange, trading options for
CooperNet,aspecialis irm acquired by Banque Nationale in 1995. He fed Banque Nationale's Asia Forelgn Exchange Options business before joining Goldman Sachs, where he managed
the North American Forelgn Exchange Options business

Troy graduated from Johns Hopkins University in 1992 with a B.A. in PoitcalSclence. He is a member ofthe Johin Hopkins Uriversity Krieger Schoolof Arts and Sciences Advisory Board, a

‘member of the Board of Trustees of the ilman School and a Founding member and Advisory Board member of The Frannie Foundaon. Troy lives in New York with is wife and ther two.
sons,

0 JPMORGAN CHASE & Co.
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Takis Georgakopoulos
' ) Global Head of Payments

Takis Georgakopoulos s global head of Payments for .. Morgan's Corporate & Investment Bank (C18) and a member o th firm's Operating Committee. Paymentsis a business that
combines cash management, payment solutions and merchant srvices to orparate clients, financial institutions and governments. I tis role he oversees the Produ, Client Service &
implementations and Sales teams giobally.

Prio 0 this role, from 2013 to 2017, he served as the head of Strategy and Chf ofStafffor the Corporate & Ivestment Bank, developing and executing the fr'sstategic ntatives.
Before tha, Takis spent four years in London building .. Morgan's Global Corporate Bank, first as Chief Financial Oficer an then as glabal head of Coverage for Multinationalcliens, Takis
firtjoned 1. Morgan in 2007 as head o Corporate Strategy. Inthat role, he worked on  broad range ofstrategy issves for the frms Operating Committee.

Before 1P, Morgan, Takis was a partaer at McKinsey & Company in New York, where he advised major banks and Asset Managers, and helped lead cKinsey's Asset Management practice

Takis has a Ph.0. in Mathematica Economics, an MA in Mathematicsof Fnance and an undergraduate degree in Compater Science, tudying in Greece and at Columbia Universtyinthe U.
He sits n the boards of the Neuroscience Insttute, the Program for Financial Studies ofthe Business School and the Graduate School of Ars and Science al at Columbia Uriversiy
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Doug Petno

\ Chief Executive Officer of Commercial Banking

Doug Petno s the Chief Executive Offcer of Commercial Banking (CB), one of th firm's fou lnes of business. He reports {0 Jamie Dimon, Chairman and CE, andis a member ofthe fin's
Operating Commitee.

CB has more than 12,000 professionals located in 140 locations across the U.. and 30 major internationa cites. CB defivers industry leading capabiltes and comprehensive financial
solutions, ncluding nvestment banking, treasury srvices, merchant services, and commerciallending. The business serves more than 18,000 clents, including mid-sized businesses and
corporations, government enites and not-for-proft rganizations and more than 33,000 real estate investors/ owners.

Petno has more than 30 years of experience at the firm. Prior t his current role, Doug was Global Head of 1. Morgan's Natural Resources Ivestment Bariking Group. He oined Commercial
Banking in 2010 2s Chief Operating Offcer and then became the Chief Executive Officer in 2012.

Petnais a member of The Nature Conservancy Global Baard of Difectors and s Chairman of Naturevest, an intative to advance impactinvesting in conservation. e received an A.8. degree
n Biology from Wabash College and holds a Master of Business Administration from the University of Rochester's Simon School of Business.
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Mary Callahan Erdoes

Chief Executive Officer of Asset & Wealth Management

Mary Callahan Erdoesis Chief Executive fficer of JPMorgan Chase's Asset & Wealth Management ine of business - e ofthe largest and most respected investment managers and private
banks n the world, with $4 tillon inclent assets and a 200-year-old egacy as a rusted fiduciary to orporations, governments, nstitutions and individuals. Since jinig the firm 25
Vears ago, Erdoes has hed senior roles across Asset & Wealth Management before becoming ts CEO in 2009 and jining the JPMorgan Chase Operating Comitee, the ir's mos senior
management team.

rdoes serves on the board of the Robin Hood Foundation of New York City. Sheis also @ board member of Georgetown University, where she earned her Mathematics undergraduate
degree, and serves on the Global Advisory Councilof Harvard University, where shereceived her MBA.

rdoes and her husband, hilp, reside in New York City and have three daughters

2 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'2 ($B) 2023 considerations.

& Rate oullook
59 & Continued strength in loan
- growth
445 & Year-over-year deposit growth
growth (ex. CIB approximately flat
AdssumesFed  Markels & PPP)
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reaches 3.00%  2019levels
by year end Continued strength in
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deployment
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Our 2022 expense outlook is unchanged at ~$77B

Adjusted noninterest expense’ ($8)

2023 considerations

Structural
. A infation pressures
535 -577
525 — A Ongoing compation for talent
 Iverrr—— W Intemal eficiencies
o Volume- and revenue-related
c8 u Compensation, ® Lower auto lease ~ Market dependent
including expense
wage inflaton  m Lower performance 17 » Investments
cis ® Nommalzatonof _ diven compensation | A Growth rate will moderate
TaE = Higher brokerage: 2 u Abilty to re-decision investmens across
and dlearing the portolo based on the envionment
expense (e.9. Card marketing)
cce
a2
Corp. 1
Structural Volume- and Investments 2022
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We continue to invest in strengthening and growing the Firm

We see opportunities across all businesses...

Total investment expense (SB)
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~30%

~30%

~20%

..technology...

Technology Investments

indl 8038 6

R8D,

$5.5

2021

-$67

2022

..and beyond
Bankers, Advisors & Branches Marketing
527
i ]
2021 2022 2021 2022
New and Expanded Digital, Data, Al Other
Businesses & Product Design
oo 315
508
506

2021 2022 2021 2022 2021 2022
JPMORGAN CHASE & CoO.





image23.png
Credit outlook remains positive

2021 net charge-offs are at historically low levels..
Net charge-offs ($8)

56
i $5.3
529
Consumer
2019 2020
Net charge-off rates (%)
Card. 310% 293%
Consumer a caa)  0.12% 0.06%
Wholesale 0.09% 0.16%
Total Firm 0.60% 0.55%

ind returning to normalized rates will take time...

 Expect charge-offs o retun to pre-pandemic
levels over time

' Strong consumer and wholesale balance sheets.
will delay normalization past 2022

& Loan growth alone wil produce reserve

.as current economic conditions remain supportive

 The U.S. economy remains fundamentally
strong, despite recent mixed data

= Recent developments have Increased the risk
of a future adverse outcome

® Ourfortress principles are designed o withstand
any operating environment
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The regulatory capital environment is in transition

Standardized CET1 regulatory requirements (%)

Capital management approach

‘Ahead of upcoming rule changes:
D continue current capital

1.7%+ L L

SCB may be skewed higher
sce?

Regulatory_
Buffers

GsiB®

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

>
g
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Minimum
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12.513.0% CET target at 1
Current 1023 i g
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Strong capital generation and a resilient balance sheet positions us well for the future

Well positioned to weather further capital volatilty...

ustrative evolution of CET1 rato through 1024

1022 1023 1024

captal vaioblo for
incromental business.
‘opportunites or

istributions

..across a range of scenarios

[

B R D

Each ilustrative example below equals

~25bps or ~$4.58 of CET1

~100bps of rate sell off

~$68 credit reserve build

~$408 in RWA growth

Higher SCB requirement

JPMORGAN CHASE & CO.





image26.png
~17% ROTCE remains our target and may be achieved in 2022

[ complete

~17%

&) ciobal

Promotes more engagement and Alows us to serve more cients
‘deepening of relationships with
o ROTCE! target everywhere
$56B+
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Notes on non-GAAP financial measures

1. In addiion o analyzing the Fims resuls on a rported basis, management reviews Firmwide resuls, incuding he overhead rato on a ‘managed” basis; hese Firmwide managed basis
rosuls are non-GAAP financil moasures. The Firm also oviews (e rosuls of e nes of business on a managed basis. The Firmi's defilon of managed basis sars n 0ach case, wih
he reporiod U.S. GAAP rosuls and inclodes certai rocassicatons (o present oalnet rovenue fo (o Fitm and each of he reportablo business segments on a fully taxabl-squivlant
basis. Accordingly, revene ffom nvestmorts that roceive tx credts and tax-exempl securtes s presontad i the managed resuls on a basis comparabl o axatie investments and
securiies. Those inancial measures llow management 0 2ssess (e comparabily of revenue from year-Lo-year arising from baih taxabl and tax exempi sources. The coresponding
Incomo tax impact rlated t tax-axermpt ems i recorded withinincomo tx expensa. Thes: adjustmonts have no mpacton nel income as repored by he Fim as a wholo or by he ines
of business. For a reconcllaton of the Frm'sresuls fom a eporte o manged basisfor the fullyears 2019, 2020 and 2021, ofer o page 58 of JPMorgan Chase's Annual Reporton
Form 10K for th year ended December 31, 2021 (2021 Forn 10-K). Foral oiner periods presented, efer o the Explanation and Reconciato of the Fim's Use of Non-GAAP Financial
Maasures discosura n JPHMorgan Chase s Annual Reporton Form 10-K for each respacive year

2 In additon to revewing et ntrest income ('IF) on a managed basis, management also eviews these metics excluding CIB Markets (Markets", whih s composed of Fed Income
Markets and Equiy Markets). Markets revenue conssts ofpincipa ransactions,foes, commissions and ohar ncome, a5 el s it infrest income. T metc, which exciudes Markets,
5.3 non-GAAP financial messure. Management toviews hs malricto assoss the perlormance o the Fims lending. nvestng (ncuding asset.iabity managemn) and deposiraisng
aciiils, wihout the voatty associatod wiih Markets acties. I addition, management also asesses Markets business parformance on a fotal rovenue bass as ffsels may occur
acr0ss revenue ines. For exampe,securies that generate et nerest income Mmay be risk-managed by derivatves hatare reflected a af value i prncipalransaction revenue
Management boeves thal disclosur o s measiure provides nvestors and analysts with an atomate measure 0 anahze the evenuo trends of the Fin. For a reconciaton of NIl fom
reporied o excluding Markets forthe fll year 2021 and th fst quarerof 2022, efer o page 59 of JPMorgan Chase's 2021 Form 10-K and page 16 of JPMorgan Chase's Quartery
Report on Form 10-Q for the quarter ended March 31, 2022, respeciively

3. Tangile common equity (TCE". retun on tangibl common equity (ROTCE) and tangible book value per share (TBVPS")are each on-GAAP financal measiures. TCE represents the
Fim's common stockhoidrs'equl ., oalstockholders equiyles prefared stoc) s goodwil and dentfiable intang bl asets othe than morgage senvicing rights). netoftelaled
deferredta ibiktes. ROTCE measures the FIm's net income appicable fo common equly a5 a percentage of average TCE. TBVPS represents the Fim's TCE af peroc-end diided by
ommon shares alperiod-end. TCE. ROTCE and TBVPS are utized by he Firm. a5 well 2 ivesiors and analsts. i ssessing he Fim's use of equly. Fora teconcllalon rom common
stockholders'quily 1 TCE for the fullyears 2015, 2020 and 2021, refr 0 page 60 of JPMorgan Chase's 2021 Fom 10-K. Fo alofhr periods presented, efer t the Explanlion and
Reconcliaton of he Fim's Use of Non-GAAP Financial Measures dsclosure i JPMorgan Chase's Annual Report on Form 10-K for each respective year

4. Netincome and ROTGE exchuding the Fimwid credi reserv release/bul are non-GAAP inancal measures. Th crad reserv reeaserbuld reprosents he poton of the provison or
creditosses atyibutabe 0 the change n allowance fr credi losses. Management believes hese measures provide usefl nfomation 1o investors and analysis in ssessing the Fi's
resuls

5. Adstod nonintrest expense, which excludos Fimwide logalexpense, s 2 non-GAAP financal measure. Adjustod norintrest expense oxciudes Fimwida logal expense o $426mm for
he full year ended Decermber 31, 2021. Management beleves this informaton helps Investors understand the efect of cerain s on repored resus and rovides an allrmate
presenton ofthe Fims perormance
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Notes on slides 4-5

‘i 4.- Our complete,globa,dversfied and at scalefranchise delvers orchens i al anvronments.

1

oo note 1 onside 16
Prio-period amounts have been revised 1o confor with the current presentation
Rovenue i composed ofna nterest income and norintarest revenue.

Al rumbers are s of Dacomber 31, 2021 uness otherwise noled

Roflects e ast welve monthsfo the perod ending March 31, 2022.Toal payment voumes and ransaciions raflect Consumer and Small Business customers'dighal (ACH, BilPay,
PayChase, Zell, RTP. ExtomalTransfers, Digtal Wires). non-igial (Non-cigial Wires, ATW, Tellr, Checks) and cred and debi card payment ouiows.

Based on Firmwkde data using Regulatoy epartig guideines as prescribed by the Federal Reserve Board
which has e 10 strong absolute and elative performance over he Iast decade

Adjusted nt income and ROTCE exciudes $2.48 fom et income n 2017 as a resul ofthe enactmentof the Tax Cuts and Jobs Act
Sea note 4 onside 16

Seenote Tonside 16

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

Soe note 3 on side 16

Represents the day average share price ove each year
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Notes on slides 7-11

Sl 7 - Fortress isk and conrol management re non-negotiabe
Know your customers (KYC)

Antimaney laundering CAML)

Paycheck Protaction Program (PPP")

Ona dolar basis

Since Mareh 13,2020

5908 representsthe Decerber 31, 2021 balances for accounts proveded paymentrelis,including those currenty envolledin rlief and thase who have exited refe.incudes Auto DCS.
‘and residentalrea etate loans hel i Consumer & Communiy Banking, Asset & Wealh Management and Corporae.

7. Roflects 2021, Cradit provided o ciens rgresents new and renwed crei, incicing loans and commiments
Side 8.- Advancing a sustainable and incusive economy remains a core priody
1. Rofor to our 2021 ESG report for aclional dtal

Sl 9.- Wo expect NI fo buld troughout e year (0.8 40 run rate o $668+.
1. Seenoietonside 16

2 Seancte2on side 16

3. Outook s based on impied ate curve as o May 17,2022

Sl 10— Our 2022 expense outook s unchanged at ~$778
1. SeencieSonside 16

Sl 11.- We contine o nvest n srengthening and grouing the Fim
1. Total acauisiion expense increaso s S0.78 n 2022

2 Otherincludes investments associated with the company' real estats expenses and selcted LOB.elated acquision expenses. Corporate i excluded fom the 2022 chart as amourts are
immateria
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Notes on slides 13-15

Side 13- The reguiatory captal envionment s in ransiion
1. Common Equiy Ter  (CETH)

2 Stess captal buffer (SCB)

3. Globalsystemically important bank (GSIB" surcharge
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4. Sea note’ on side 16
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We deliver technology at a global scale

60mm
ctive digital
$10T Gustomers ~11B
of payments processed L annual digital
per day a logins
40B 55k+
security events technologists

collected per day

>500PB ) ~6.4k

f I d: g-nd

oftotldsta 2.7mm Erpicaions
virtual CPUs
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Our technology strategy is aligned to business priorities

Q) Delverbestinciass products,platiorms and @) Stengthen our sftware development @) Unlock the power (@) rotect the firm and
experiences capabltios and infrastucturo ot data our customers

© ‘%‘ @ N ill

Drive software

Proactively dofend
‘against cyber threats

Customer and client il Product and platform Modernize e tore et

experiences development tochnology

= Delver ® Rapidy releasehigh @ Break monoliths = Enable engineers = Experimentat = Embed security
differontiated quality products (o into modular and wih bestin-class. scale by making and privacy info
experiences 1 all ‘enable now business APl-driven tools to maximize data rapidly our products and
thatwe serve orowth architecure productvty availablo platforms
» Accelerate digital = Maximize  Acceleratoadoption @ Bring engineering Accelerate AUML = Develop seamless
transformation of il ‘economies of of elastic compute closerto the delivery through controls to reduce
business processes scope and scale in public and private. customer o model reuse and friction around new
from strategic cloud maximize automated controls tech adoption
pltiorms effectiveness.
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Our expense growth is driven by investments

Totattochnology expense(68) —
T
Y -

Protect the firm and our customers

™

& Voluma roltod 1802
¥ el efconces (803) Fully loaded investments by LOB, 2022

B

I cce
e
e

W Tom

Investments
Change the bank.

Run the bark I

2019 2021 Stuctral/ Investments 202 ‘Application and production support
volume related

Run the bank includes
Infrastructure

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

Total technology run the bank expense (S8)

Total infrastructure run
the bank expense
rolatively lat

2015 202
Compute and storage
Volumes have more than
doubled

2015 221
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(@ Detvar bestinclass products, platiorms and experiences

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

©
I

+ Chase.com and mobile app that engage our 60 dgally

Consumer & active customers

CETT NN+ Leads, customer insights and scripting forour barkers,
‘advisors and relationship managers

‘alect examplos

= aTrading platform to support clients with the ongoing growh of

Corporate & electronic executon

Investment Bank = E-commerce capabilties (Wallet, Express Checkout, Embedded
Banking) o focus on Marketplaces and SMB.

= AM Morgan Suite enabling $17-+ in digita  self-senvice
transactions

= Bostin-class sales enablement (ools and data analytcs for
bankers

= Middlo Office workflow automation, cycle ime improvements
and lower cost o serve.

Bank

£a
|

« Consumer and Small Business Payments platform supporting
ST of annual payments volume:

« Personalization engine thal powers one-{o-one personalized
experiences across our channels

* Roal-time and faster payment capabiities deployed 1o clients
globaly by Graphite

* Glass platform to provide liuidty and account services such as
wallel, virual accounts, sweeps and pooling

« New PB advisor tools for client prospeciing and soluions.
recommendations

= Comprenensive payments solutions forour real estate clients
* Cloud based, cent-focused data platform
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@ Strongthen our softwars dovelopment capabities and nfrastucturs

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

Strengthening our technology foundation...

‘While delivering value...

Application
Modernization

Infrastructure
Modernization

ctor application o optimize cloud adoption (public & private)

Replace applications with industry-eading SaaS solutions

+ Build cloud-native core banking systems

Decommission redundant appications, 2,200 complete:

Enable multi-cloud strategy to access bes! capabiliies and mitigate ock-in
tisk

o Built highly secure private cloud platiorm
Enabled one public cloud provider, two more in progress.

 30%s of total infrastructure spend isin cloud (~50% inc. virual
Servers)

centers.

Opimize current footprint, consolidating from 33 017 global
by 2025

On-demand infrastructure capacity

Reducton in hardare
>95% provisioning time.

15:20% [y
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@ stronathen our software developmant capabilies and nfrastructure

Our software delivery tools drive productivity and speed to market

Automate and streamline software delivery

Platform capabil

..o achieve business outcomes

0%
0%
30k
monthly
production
releases Curent 2022
Appliations leveraging
modem engineering.
tools
600mm+
lines of code

Engineer | Bostin-cass capabiites (0.9, ML
A\, Enablement | forimproved code qualiy)

Speed of | Automation of securiy and qualty

Controls | controls toreduce sk

& Operstional

Prditive analyic for buld
& Excollence

Success rates and testing suffciency

L Easeof

Flexibity o integrate new tools as
LR Integration

ecosystem evolves

20%
Fastordelveryofprocuct
Teaturos

~10%
Improved engineer
productidy
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@ strengthen our software development capabilities and infrastructure

Three examples that demonstrate the value we have realized

Foundation of our Markets business completing
billons of rsk calculations daily

Refactored monolihic application to
modern cloud-native platform (o
provide capacity on-demand

©) 30 rductonin ik i s
[ T ——

‘Autonomously expand comput footrnt rom 0
1o 14K then back 0.0 0 adapt to market demand

CHASE Q  chase.com Migration

Serving ail digital customers with continuous feature
enhancements, securiy and 24x7 avalabilty

Rofactored to mult-cloud
architecture to enable performance,
speed offeature delvery and
automation

1 99.99% avaabilty with atomatic alover

7 >50% reduction n runtime costs

© 100 cusomas supperied b 20221E

servicenow BETELIEEL

Fimwide pltform delvering digital workliows and
unlocking enterprise effciencies

Rationaiized 24 applications vith

industry loading Saa$ platform o

replace non-modern systems and
Increase productivy

Neary $50mm in savings since 2010

Singl largest collecton of ntegrated
referonce data for the fim

80% Increase in employoe exparionce when
ordering workplace technology services

O G\
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@ Strongthen our softwars dovslopment capabities and nfrastucturs

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
141
Software development excallence
= improveengineer capaciy troush aghe doption
Engineering and elimination of non-value adding activities o,
~10%
= High el of aomaton estin,roease, inproductity and ost
raducton suppon) and icamined saiwre preiie
Produc, dosig,appcation Golvry through our pators
suppor and ther
. o
Modornize technology 15-20%
= incroas izaton of o and rduco dotacator in st cos
fooprnt anconcy

Infrastructure and software
= Break monolihic applications into modular and API-

driven architecture to improve cost eastiity

Total Spend (38) (=$1.5B in productvity and cost ffciencios over tha next 3 years
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@ Uriock the power ot cata

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

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

$ impact per § spend
pactpers spe We are addressing the two biggest challenges in delivering Al at scale....

$1B+ in business

impact pojected ERRIUHEERAR - anage data-as-a-product o Majority of
by 2023 Lifec make i easior (0 consume and fimwice
‘combine with other data analytical data
2020 2023 + Move dalato pubic doudfor | avalable i real
greater scale and elasticity time
Select examples
Equities Trading (Flow Trader) Fraud Risk Modelling
Utitzing Al o delver fater quotesto | dniitying fraudulent transactons
cients WHh Al fo reduce losses Yo  Dedicated traiing data
management platform
7 Lifecycle gement! 70% faster
P2 Reducefiction n model model speed-o-
impre developmen process market
o g Fitfor-purpose policies and
Quote  Up1080% ime Fraud rcucton snca andsp gty

Time  mprovement Losses $100MM 2i7¢

Nokimes o 8% n h s timepar JPMORGAN CHASE & Co.
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© Prosect he fim 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 (Smm)

Securiy data —e—

= Dynamic global cybersecurity processed per day. ()
defense to anicipate and prevent gaos)
threats and prioriize incremenal
investment

2010 22

Maintain cybersecurity posture and
trust against evolving technology and

business demand
Apptcaton winerabity [—&D—

scanning

Deliver security-as-a-feature by
‘enhancing securiy, privacy and fraud
capabittes wihin our products

Remove frction through sustainable.
control pattems and automation

Proactively adapt with evohing AR
public poicy, reguiation and
‘eoosyslem thangos: 2019 2020 2021 2022
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We are well positioned to differentiate ourselves with technology

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

%) €N [l %

~$1.58 i productivity and cost

Positive § return n business valuo A o >$18 in business impact [ ore———
Share gain and revenue growth 20% faster delivery of product 70% faster delivery of production Al
through innovative solutions Teatures models Secure and private by design
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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

(@) D7 soomgnank tsouch eparanoes st
customers love.

Leverage data and technology to drive
@ productviy and oy

Protect our customers and the Firm through a

strong risk and control environment

(%) Be the place where everyone wants to work

(®) Achiove bestin-ciass financial performance

= Deepen relationships with customers — with a focus on investments in Wealth Management and lending

Deliver compelling value propositions across customer segments

Improve experiences to better serve customer needs ~ including our new Commerce platiorms.
Create true omni-channel experiences to ampify the value of our human and digial channels

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

Driv disciplined risk, controls, and governance proces:
Leverage our risk platforms as responsible growth engines.

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

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

. JPMORGAN CHASE & CO.
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We have grown our core franchise and maintained strong financial results

Business growth' Customer balances Financial metrics
B e pcin e s

+8%  Consumer Banking households Client investment assets ($B)
421% Business Banking deposit dlients. oo 5718
B mmw BN

#11%  CreditCard new accounts Average loans (SB) ROE ox. LLR?
+28% Autoloan and lease originations 478 JM 30% 26%

+5% s tprors L . m——

e e T
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We are driving core growth in the business

CCB revenue ($B)"

$55.1
- — = _—
. — o
2
ok i s o
iAot
¥ Gt s
owna i ot
Pic——
¥ Gty
2019 Macro rate Volume  Revenue margin’ MSR/Other’ 2021

Netinterest income ($8)

2021 actual: 5328

2022 Outiook: 538
A-$5vs. 2021

4022 Outiook (annualized): 543

P~$10 vs. 2021
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We are investing to drive future growth

CCB adjusted expense ($B)'%
~523
o N
s10 S22
sz S0z (02 e .
W8 Voumes Snoural invesmens 2021 Stcusal  investmerts

elsted

532

202
Outook

Cumulative 2019-2022 change ($B)

Volume- & revenue-related ~(50.4)
¥ Autolease depreciation
4 Core volume growth
& Salstorce ncontives.

Structural -s08
A Wage inftion

Investments.

Total adjusted expense' -4
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We delivered strong returns and efficiency relative to peers, while investing for the future

CCB returns are higher than peers, and our overhead ratiois inline... .including within our two largest businesses
ercs etece 2021 o8 repotd
Businoss mix!  Compotitor  ROE ex. LLR* Overhead ratio®

Consumer & Business Banking (CBB)
Overhead ratio comparison?

Peer 1 13% 1%
Peer2 25% 57%
W s e B
Peer3 N/A 62% Card
Overhead ratio comparison®
Peerd. N/A 51%
Poer s N/A 62%
Per8 NA 76% Poer4—Card  Poer 4 —Adusted Gard

Comparable  for marketing spend’
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We are generating operating leverage in the business

We have overcome inflationary pressures to reduce
cost per account...

..by generating operating leverage and productivity across our largest businesses.

Total expenses (excluding investments)
per CCB account!

2017 2019 2021

Shito dighal
Branch Isaltserve
network cost. Bidha
porConsumer. i
Business arking consoldatons
Chackingsccount® Tou
2017 2019 2021 infiaion
AN 25% in C88 houssholds per branch
Shitto dgtal
Tsaiteone

Card

Operations & ] o

Fraud cost ‘Wage

o Codaccount inaion
2017 2019 2021

W 37% in Card call volumes per account
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From 2019-2022, we are investing an incremental $3.3B to strengthen and grow the franchise

CCB investments ($B) represent $7.58 of $158 in total Firmwide investments

s7.5

Commerce 509
p— (vs05821.22)
Businesses Wealth
Management $04
5 Branch
b Distribution' | Nework  *'
Marketing  $22
Technology & Product
2019 2022 Outiook

= Deal integration & amortization (cxLoyalty, Frosch)
= Travel platform operating expenses

= Advisor hiring

= New builds in expansion and mature markets
= Banker hiring

Noto: marketng nvestments
are partof 56,98 botal gross.
marketing expense

= Acquisitions & deepening
= Branding

= Applications, infrastructure, and data modernization

= Channels, products, and platform development

Return profile

6 year
payback?

ayear
break-even

4 year

break-even

2.3xROP

See next page

>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 (§8)

Channels (~10% spend)

Products (~30% spend)

Impact being driven by our technology investments (select examples)

Tech product development: Deliver experiences customers love

Digital channels: ~18% reduction
n Card and Retai call volumes per
‘account vs. 2019

IVR': 70%+ resolution of customer
service calls

Launching new
‘omi-channel wealth planning
platform

Payments: Support >$5T in
payments volume

Platforms (~60% spend)
Acet

Account Opening: >65% of all
accounts opened digitaly in 2021

Sales Optimization: +20%

productivity per banker in 2021 vs
2017

s2.48
total
ccs

‘Tech modernization:

Improve speed and quality to help future-proof the business
Toch product

Infrastructure Applications Data
development B
" New data centers: 100% Chase.com: >99.99% availabilty  Cloud migration: >80% of data in
mainframes migrated, >20% faster | expected after migrating al affic o  scalable ML environments, target

performance mult-cloud architecture

Mobile & Web: >75% of
components can be built
autonomously

50% in public cloud by YE 2023

AUML programs: deliver
$500mme gross value in 2022

Tech

Cloud-based infrastructure: ~35%
‘modernization

of spend on scalable infrastructure,
~30% more changes vs. 2020

2019

2022 Outiook

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

. JPMORGAN CHASE & CO.
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We have consistently driven core growth and strong returns over the long term

Consumer & Community Banking ~ 10-year performance
— CCBROE ex. LLR®

= CCB pretax income ex. LLR ($8)*
— Fed Funds Effective Rate*

2012 2013 2014 205 208 217 208 2019
80 —  CCBhousoholds (mm):  2%CAGR — 663
086 Glient balances ($B)": CAGR —————————————————— 52207
TA% ) Retail deposit share (%)% +320bps A0.5% 0
%W ——— Card sales market share (%)’ +190bps —————————————————» 224% (¥1)
62% () ———— BB Primary bank share (%)% +300bps ——————————————— 9.2%(#1)
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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...

Consumer & Business Banking
Extend our leadership position

m

Branch Network
Extend and optimize presence
1o cover ~85% of the U.S. population

&

Wealth Management
Serve more of our cients'
investment neods

..building from a position of strength...

= #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
= #11n 8 of the top 50 markets and top 3in 23"
= Record high customer satisfaction in branch channel*

= ~4,700 advisors across multiple channels.
= >85% of new investors referred by bankers®
 1in2U.S. affluent households are Chase clents®

...by addressing key opportunities.

 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 (0 serve more clients
= Strengthen self-directed investing

® Launch new remote advice channel and
‘omni-channel weath planning piatiomm

JPMORGAN CHASE & CoO.
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We have continued to drive customer growth across Consumer & Business Banking

Consumer Banking deposit households (mm)* Business Banking deposit clients (mm)'

Youngor genratons are
a rowng sharo of cur
customr bose: Milonnial
‘and Gan Z now eresent
4% of he ttal
2017 2019 2021 2017 2019 2021
Rotail dopositshare® (rank)  8.9% (#3) 9% (#3)  103%(#1)  Primary bank rank " " "
Avg. deposits (58) sa98 $535 sz Avg. deposits (s8) s121 5136 5226
Debit card sales ($B) 5263 314 sata Avg. loans (ex. PPP) (s8)'  $23 20 s2

In 2021, we grew to $1T in deposits and became the leading retail bank
PG A JPMORGAN CHASE & CO.
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Chase banking customers use a comprehensive set of solutions to make the most of their money

Services available to Consumer & Business Banking customers

Account Access & Management

+ Checking accounts  + Directdepost
- Savingsaccounts -

+ Overtratprotoction +
+ Paperiess statements. +
+ Account lerts .

Security

+ Debit ard raud monioring
+ Froud slers.

- Roplacoment dobit cards
+ Rushed repiacoment cards
+ Account monioring

Small Business

‘Additonal services spocialy for
business clents:

- Ghock moniorng for businesses
- Insight fr businesses.

+ Employoe deposit cards

- Education contant fo businesses

Assistance fom bankers -
Cal conter sorvico

247 VR senvice
Chase mobie app

Payments.

Financial Health

+ Digtalvalets
Mobie check deposis

- ~4.800 Chase branches

- Over 16,000 ATMs

- Accass o non-Chase ATHs

>46mm

mobile-active
CCB customers'
(435%vs. 1Q19)

Pay people & businesses with Zolle
Bl payments

Money transters

Dot cards

Checks

Cashiers chacks / money orders
Same-day wire tranfers

>23mm
acve Zelo customers
(#30% vs. 2019

Financial health and lanning tps

Spending summary 0,
Famato s oo >50%
Buigeting boks of mobile-active

Crodit score checks.
Financial education workshops
Banking account access fo kds

customers use our
financial health tools®

CBB customer engagement with select services

~70%
ofcustomers
isted abranch?

‘monthly debit
transactions per
active customer’

~20%
of cusomers met
i a banker®

JPMORGAN CHASE & CO.
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We are tailoring value propositions to meet the distinct needs of customers across segments

Seloct examples of our consumer segment stratagies

Youth and Famile Affont
Launched Chase First souecGies Scalng Private Glont b ocusing on affuent
Banking 0 adress v 10 Secure Banking—a  cliont nods o soveled senvics and enefts
family needs for parental o low-cost, no overdraft
contl and fnancil Banking rocuct
aducaton e oo e ) PRIVATE CLIENT
= oo i) ohelpcustomers
e improvs cred
Chase Fre Banking sccounts e Bacuns Bariing sccowsi #of Private Glent households with
Launch o 2022 Logacy Poduct Apri 2022 01 hor 2022
(Octobor2020) (Varch 2016y

T —— JPMORGAN CHASE & CoO.
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We help small business owners start, run, and grow their business

Select examples of our small business segment strategies

T et s T S
1§ [ 1

Offering Business Extending client Harnessing the
Complete Banking to coverage and CHASEQBUSINESS  Power of our unique
moke it asia forsma BUSINGSS  improvng experience ' exser o dats ssots todoler
business owners to P tobetter serve our oy, insights that help our
access the services they Managers  jarger clients'dverse dlents row thei
need selof needs business
octoer 20 Laure
% of new Business clients that are Total clents covered by Business .
multiproduch (et e Customer Insights Portal

Logacy Product Chase Business 2010 2021

Complete Barking Record high NPS? i 2021
S St oo JPMORGAN CHASE & CO.
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We have strengthened our omni-channel model to better serve our customers’ day-to-day needs

Transaction mix for Consumer & Business Banking customers. setsorce W postes W

Deposit account opening Servicing Money movement
orscconts oransacons * otransctons

| — | -

Branch .

WR

ATM

~70% ~90%

. ~45% oiga oigital
oigital

2019 2021 2019 2021 2019 2021

Branch

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

Nt Rt oo s s e s R JPMORGAN CHASE & CO.
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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 satisfiod
Ave loyal

Are engaged across products

>75% wouid recommend Chase>

~88% retention rate®

>50% muttproduct usage?

Business Banking

~70%
ofCnasoBusiess Barkng

dlients choose us for their
primary operating account?

These clents:

Are satisfiod
Are loyal

Are engaged across products

#1 in Customer Satistaction
I SmaBunss Barkingn h Neast 5o et g

~95% retention rates

~80% are also Consumer Bank customers

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

Cj Extend distribution to cover more of the U.S.
populatlon Across customer segments and
digital and human channels

¢ Customer engagement

Enhance customer experiences to close capability

gaps and eliminate friction across channels Household growth
Faster than the industry, driven
by share gains with younger

Build new products and services to provide more and less affluent customers
value for Chase banking customers

Share of wallet
Tailor value propositions to meet distinct needs across In particular with affluent and
customer segments small business clients

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

..building from a position of strength...

#1 Consumer & Business Bank bas
Consumer & Business Banking #1 Business Bank based on primary
Extend our leadership position

>50% multi-product among Consumer Bank prin

m

Branch Network
Extend and optimize presence
10 Gover ~85% of the U.S. population

= 1% bank in all lower 48 states with ~4,800 branches
= #11n 8 of the top 50 markets and top 3in 23"

= Record high customer satisfaction in branch channel*

~4,700 advisors. ultple char
>85% of new investors referred

1in 2 U.S. affluent households are

investment needs

..by addressing key opportunities.

Increase younger and low-to-
moderate income segments

wallet share with affluent

an business clen!

h 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 nore cients

Strengthen self-directed investing

Inch new remote advice "
‘omni-channel wealth planning platior

JPMORGAN CHASE & CO.
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Our branch network is a core strategic asset

Our branch network s a key driver of...

1

Consideration and acquisition across channels

Digital account production per 1k HHs'

Outofootprint  Mature markets

= Chase branches open the majority of new-

to-Consumer Bank relationships.

= Branch proximity remains a key reason why.

customers choose a bank across channels

1 1

Providing exceptional customer service Serving more customer needs

Balance by customer channel Productivity per banker
engagement behavior:

e SET

centric
2017 2021
#>75% of our balances are held by ' ~25% of Chase branded cards were opened
customers who regularly use our branches in branches in 2021
‘wBranch satisfaction hita record high in = Banker roforrals to One Chase partners
20218 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
outbound relationship model...

...enabling our integrated team of experts to identify and serve more client needs over
time

‘Time spent on proactive customer outreach

2018 2021

' Up to a 30% lift in balances from analytis-
driven lead optimization

= ~1.5mm Discover Needs client sessions
since September 21 launch

R e i s R o

Intograted branch teams serve client needs

Wealth Business
Management Relationship
Advisors Managers

Invest for the future Start a business.

R

>85% Bankers >75%
A e e
i e e
Home Lending  _gno,
Tt 50%
o I8
e

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 engagement...

New
Builds

Branch
Refresh

Community
Centers

-..and we adapt our playbook locally; a key example is our community strategy

g~25 1,7>150 Ew=>100

Roles
Adapt proven integrated team model
1010cus on bulkding st and francal  Senior Business  Community Home  Community
healtin underserved communies Consultants  Lending Advisors. Managers

Community Centers

Branch Formats Dallas Now Orloans Grenshaw (L&)
Dosign Community Cener Branches Akron Washington, b Detrot
w Boston Houston Oakiand
nd promota fnancal heatn s am Phiadelphia
Battmoro' Atanta

e

Community
Engagement

/2 d
>1,000 >36,000 >$12mm
oancalbedth _lnbometean

u Businesses
communiies mentored? event attendees*

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
‘demand in mature markets'

~850 total consolidations since 20172

~$400mm in run-rate expense savings

leposit share gain since 2017

Mlustrative markets*:  New York  Los Angeles  Chicago
Branchshare®  16% 17% 13%
Depositshare  23.8% 19.3% 24.1%

change since 2017 4 2.4ppts Aaspps Aot
Branch count
changesince 2017 (148) (36) (58)

..and leveraging our proven local model to expand in high
‘opportunity markets

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

5208 incremental balances to date*

xpected new build break-even®

lllustrative markets®: bc Boston Philadelphia
Branch share® 3% 2% 3%
oo s wie s
s a “

JPMORGAN CHASE & CO.
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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 deposis pe banch

100 yoars As our branches <10 |
years mature, they would
add an i

incremental ~$140B

5-10years in deposits?
0-5 years
Industry

Average deposits per branch 2021 st16mm
% growth in deposits since 2017 3%

% change in branch count since 2017 (©%) %)

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
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

~5,150

61%

68%

sa.4r

~5,300

Chase branch network coverage by state, 2021YE

Coverage witin Chase foorint
Branches 4800 | (Looknorens
P || >85% B
St usossest %
Adtrossatedeposts? ai
BB housenoids pr branch 6600 | N25% preen

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...

Wealth Management

Serve more of our clients’

investment needs

..building from a position of strength...

~4,700 advisors across multple channels
= >85% of new investors referred by bankers®
= 1in2 U.S. affluent households are Chase clents®

..by addressing key opportunities

= Grow advisor base (o serve more clients
= Strengthen self-directed investing

= Launch new remote advice channel and
‘omni-channel weath planning platiom

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

Be8  24mm
> o) Accounts
$660B
D imnonis
0o ~4,700
2 Advisors
Opportunity

Chase affluent deposit clients have
>$4T of investments! with other providers,

Self-Directed
JP. Morgan Sel-Directed Investing,
faunched in 2018

w@gu 1.3mm
o iay Accounts®
@ $58B

Client Investment Assets®

%“7 >16mm

Trades

— Opportunity

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...

Advisor hiring

of advisors
from other branch roles

Client acquisition
of first-time investors
from banker referals?

Relative to external hires,
these advisors:

& Have lower attiion

& Higher employee satisfaction

= Are more diverse

elsewhere!, they have:

 ~5x total balances

= 70% lower depositattiion

..fueling a strong growth trajectory

Full-Service
client account growth? (mm)
0 bolanco pr account $210K

2010 2021

JPMORGAN CHASE & Co.




image76.png
ces = Branch | & Wealth

We will continue to add advisor capacity given the strength of our model

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

Advisor headcount! Advisor productivity

& 4 year oo

break-even?

88 ~3( Moo newclns

per advisor per year

~3,600

@ | >10ppts Sinoireae

advisor retention® and

2017 2021 2025 Outlook 22 >090%, >80% client asset retention*

when advisors leave

There is potential for an incremental ~$130B in asset upside for the advisors we have added since 20175

JPMORGAN CHASE & CO.
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Chase customers are extending high digital engagement into Self-Directed Investing

..as clients see value in managing their
Chase digital channels are a key driver of client acquisition... banking and investing needs in one place

Client acquisition SelfDirocted Investing
client account growth®* (mm)
Average alanc porccoun S50k

- Relative to clients who invest CGson>

elsewhere', they have:

= 50% higher revenue
>90% = 35% lower deposit attiion
= ~90% more digital log-ins.

08

% of SelfDirected Investing clnts

who ha a o rlaonshi with Chase =) =

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

P e o 6 JPMORGAN CHASE & CO.
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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:
= Access to fiduciary advisors
g 1:1 video and phone-based advice
— = Full sulte of goals-based planning, budgeting and
analytics tools
m Managed portfolos with a variety of investment strategies.

m Mass-affluent investors looking for low-cost advice

® Accessible to al clients regardiess 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

Consolidated
view of finances

& Aggregated view of fnances across all
‘accounts, regardiess of institution

= Contextual, personalized insighs
reaktme updates

Wealth Plan by J.P. Morgan
To be launched n 2022
Personaiized goals
@ o bianming

& Goals-based planning experience "

or withan adisor

= Goal simulator i explore changes and

Advisor  client video
collaboration tool

= Realtime intogration v a0 ceckion

.

video meatings

o o remote e it ambedded
 scheduling

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... enabling us to capture more of our clients’ investment wallet

Full-service Remote advice  Self-Directed @_l
(new in 2022) Investing i
~$1T :
~6,000 Advisors Access to low- Upgraded |
2025 Outook costadvice oxperience $7188. ;
Omnichannel | Goals-basedplans & New features $3808 !
lead engine ‘managed portfolios. and capabilities. i
201 3 wzsomon |
H By deepening with...
Wealth Plan i 2 9
(new in 2022) H B Chase affluent deposit clients who
i have >$4T with other providers?

Consolidated view  Personalized goals  Advisor  clent i
of finances ‘and planning collaboration tool i E Digitally active Chase customers
& across the wealth continuum

a1 et s JPMORGAN CHASE & CO.
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JPMORGAN CHASE & CO.





image82.png
We’re pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives...

..building from a position of strength...

...by addressing key opportunities

Payments
Experiences that work
overywhere, every time

= Leading Payments franchise with >$5T in volume (+31%)'%
|m 268 payment transactions annually (+715%)'
/m 65mm payments active customers'; >24mm doing >1 transactions a day'*

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

Unsecured Lending
Ful 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?
/m Partner agreements covering 93% of co-brand sales extend to at least 2027

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

Secured Lending
Digial-firs, resilient Home
Lending and Auto finance

businesses

/= Top 3 in Auto finance and Home Lending owned servicing in 2021°
/m +55% Morigage originations growth, +28% Auto originations growth vs. 2019
|m >70% of Home Lending appiications start digitally (vs. ~15% in 2019)

= Generate 15%#/- ROE through-the-cycle in
Home Lending through strategies in lead
‘generation, sales optimization and
fulfilment automation

Commerce
Consumer and merchant value
through our two-sided platform

/= >§108 of spend through our proprietary Commerce platforms in 2021°
|m >§128 of future purchasing power through Ultimate Rewards in 20211
|m >$138 of spend at strategic benefit partners in 20217

= Drive >$30B in volume in 2025 through
our Commerce platforms, with ~$158 in
volume through our travel platform

JPMORGAN CHASE & CO.
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Winning in payments is our strateg

ic imperative — we are focused on a core set of priorities

Scale all methods

of payment

G1%
Growth in our>33T of total payments

volume'2

>24mm

Customers transact with us at least
once a day on average'™

>5ppts
Vigher aes growiin Card rosontsnd
Card Not Present spend vs. industry*

Deliver secure, seamless &
Modernize our

customer experiences across

core infrastructure

all venues
Of -commerc Spand s embeddedin Of payment varsacions migrated
wallel o Card on Fils® 1o modem infrastncture by end of 2022/
~75% ~20%
O payment ransaciions Faster oyl ime 1 producton for
‘ot ety capabilies on modern nfrastructure®
>100% (>$100mm)
Growthof Zot ransacton Recuctonin raud et operatnglsses
volumes'® since 2019

Highly engaged payments customers haw@mbn mobile sign-ons and ~5pts higher average NPS31°

- JPMORGAN CHASE & CO.
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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 customers and the ecosystem
Opportunities Actions we are taking Key data points
v rkir le fi ili
Proliferation of Wallets r."’. n;‘?u‘: ::ab le customer flexibilty to pay with any wallet and % of Total Spend

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

We have not seen
¥ Enhancing risk and fraud capabiliies at the bank and customer- cannibalization in our
level to support innovation while ensuring safety and soundness core business

et i s i st 102 JPMORGAN CHASE & CO.
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We’re pursuing strategies to lead and innovate in payments, lending, and commerce

We have clear objectives...

Payments

..building from a position of strength...

= Leading Payments franchise inw
m >268 n E——
= 65mm pay n

...by addressing key opportunities

= Maintain leading payments franchise a
grow share in every venue v

Unsecured Lending
Ful 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 atleast 20277

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

Secured Lending
Hirst, resiient Home
ending and Auto finance

Commerce

m Top 3 in Auto finance an ing owne
n 455 . th, +28

|m >70% of Home Lendi " i

= >$108 3 through .

u >s128 hasin o
w >s138 trategi

= Drive >$308 in volume in 2025

JPMORGAN CHASE & Co.
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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' # spend-based top of wallet share (8ppts higher vs. industry)?

980,  customer retenton in 2021~ ecord years in ‘20 and 21

#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

ey v— Sals Vokume a., Average Outstandings (58) S
_ @ —— —ED—
o7 2000 2021 w7 2ot 2021 o017 2000 2021 w7 2010 2020
Gontinued growth i 1022 Futheracoslrasng n 1022 Robounding sinco 2121 Down ve.20190n
i voy) Tezon vo) Ciivovin 1022) slevatod poyment rlos
Net Charge-offs ($B) Risk. mum- Revenue ($B)* Pretax income ex. LLR ($8) ROE ex. LLR
T | I Gl
o7 2019 2021 za 2019 202\ 7 2019 2021 o1 2019 2021
NCORate: 295%  3.10% 1.94% YmevOZ?

- . JPMORGAN CHASE & CO.
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Payments.

We are making critical investments to refresh existing and launch new Card products

Industry-leading Scale

22.4% Overall card sales market share in 2021, with

16.7% smallBusiness card sales market share?

Product Launches & Renewals
 Branded Cards: 5 products launched or refreshed since 2019

m Co-branded Cards: Signed new partners and re-signed partner
agreements covering 93% of sales extending to at least 2027°

- ® tistacart

nches Now pariorships

Small Business Card
Opportunity: High-growth opportunity to better serve
needs with new products

Launching in 2022

Lending Innovation

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

In the long term, we will grow from ~17%! share of outstandings to@0%

JPMORGAN CHASE & Co.
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Our product development engine is also scaling our pay-over-time solutions

Proven track record for scaling digital products

= Our platform enables us to scale solutions rapidly with our

66mm households.
Product

Credit Journey'
Launchea 2016

Zelle?
Launchea 2017

Chase MyHome®

Finance & Drive*
Lounchea 2020

Year 1 Users

~3mm

~12mm

~0.4mm

~3mm

cAGR

® @ © @

21 Users

>21mm

>23mm

>4mm

>4mm

Uniquely positioned to scale pay-over-time solutions
= We've seen promising results since launching installment
lending capabilies

>5mm  Instaliment Lending Customers®

0/ Increase in average Installment Lending
+88% Outstandings in 1022 vs. 1021°

® Our data tells us a small but growing portion of customers
are using pay-over-time solutions® ~ but

= Prefer their bank o provide BNPL solutions”
= >40% use multiple providers

= Are more likely to adopt My Chase Plan

= Have not changed card revolve behaviors

JPMORGAN CHASE & CoO.
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Payments.

We are expanding our installment lending distribution and capabilities

Go-forward Approach:

1)Scaling Chase Instaliments and enhancing card-based
solutions

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

3)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

join the waitist
toleam more

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

Commerce

Are Millennials & Gen Z averse to credit? No Younger generations represent a growing share of acquisitions
Generation Bands: Millennial & Gen Z:
Credit Card Spend as % of Total Card Spend’ % of Branded Card New Accounts
—liorrial . GenZ  =—Gon X  ~—Baby Boomer & Slent Gen @
Te% TN 9% 8% 8% g 7o 64%
w = T T
o e % TRy SR
o 5%
S s 4%
asn
{ Temporary mx i o it
| curing th pandemicfuly
ebounded in 2121
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

1 Pt s i st v 0 st s e JPMORGAN CHASE & CO.
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Our marketing engine fuels our distribution and scale across CCB

CCB Gross Cash Marketing Spend by LOB (58)'
Growt ate efect 2022 Outook v. 2010

s62
=Other Lo, Bran,
00 Admin
41
302
Consumer s o
usness Bank

) 3

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

Acq n and Distribution 114%
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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
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