
Triumph Insurance Group. We provide insurance brokerage services through Triumph Insurance Group, an
agency primarily focused on meeting the insurance needs of our commercial finance clients, particularly our
factoring clients in the transportation industry and our equipment lending clients.

We offer other lending products and services on a nationwide basis that provide further asset diversification
within our loan portfolio.

Mortgage Warehouse Facilities. Mortgage warehouse arrangements allow unaffiliated mortgage originators to
close one-to-four family real estate loans in their own name and manage their cash flow needs until the loans are
sold to investors. Although not bound by any legally binding commitment, when a purchase decision is made, we
purchase a 100% interest in the mortgage loans originated by our mortgage banking company customers using a
Purchase/Repurchase agreement. The mortgage banking company customer closes mortgage loans consistent
with underwriting standards established by the Agencies (FNMA, FHLMC and GNMA) and approved investors
and, once all pertinent documents are received, the mortgage note is delivered by the Company to the investor
selected by the originator.

The mortgage warehouse customers are located across the U.S. and originate loans primarily through traditional
retail, wholesale and correspondent business models. These customers are strategically targeted for their
experienced management teams and thoroughly analyzed to ensure long-term and profitable business models. By
using this approach, we believe that this type of lending carries a lower risk profile than other one-to-four family
mortgage loans held for investment in our portfolio, due to the short-term nature (averaging less than 30 days) of
the exposure and the additional strength offered by the mortgage originator sponsorship.

At December 31, 2021, maximum aggregate outstanding purchases ranged in size from $25 million to $150
million. Typical covenants include minimum tangible net worth, maximum leverage and minimum liquidity. As
loans age, the Company requires loan curtailments to reduce our risk involving loans that are not purchased by
investors on a timely basis.

At December 31, 2021, the Company had 17 mortgage banking company customers with a maximum aggregate
exposure of $1.600 billion and an actual aggregate outstanding balance of $770.0 million. The average mortgage
loan being purchased by the Company reflects a blend of both Conforming and Government loan characteristics,
including an average loan to value ratio (“LTV”) of 80%, an average credit score of 737 and an average loan size
of $270 thousand. These characteristics illustrate the low risk profile of loans purchased under the mortgage
warehouse arrangements. To date, we have not experienced a loss on any of our mortgage warehouse loans.
Through our commercial banking and treasury management functionality, we are able to offer our mortgage
warehouse clients depository relationships focused on the servicing deposits generated in such businesses, further
enhancing our core deposit portfolio.

Liquid Credit Loans. We purchase broadly syndicated leveraged loans secured by a variety of collateral types.
Given the highly liquid nature of these products, we are able to opportunistically scale this loan portfolio over
time depending on opportunities in the syndicated loan market and other areas of our business. Liquid credit
loans are reported within commercial loans in the notes to our consolidated financial statements.

Factoring

We offer factoring services to our customers across a variety of industries, with a focus in transportation
factoring. In contrast to a lending relationship, in a factoring transaction we directly purchase the receivables
generated by our clients at a discount to their face value. These transactions are structured to provide our clients
with immediate liquidity to meet operating expenses when there is a mismatch between payments to our client
for a good or service and the incurrence of operating costs required to provide such good or service. For example,
in the transportation industry, invoices are typically paid 30 to 60 days after delivery whereas the truckers
providing such transportation services require immediate funds to pay for fuel and other operating costs.

4


