Welcome to Commercial Banking!

Commercial Associates Program

We work hard. We have fun. And we're dedicated
to providing outstanding service to our clients and
shareholders. That's where you come in. We're

glad you are a part of our team!

As an employer of choice, Scotiabank is proud to
have been consistently named one of Canada’s
50 Best Employers. We strive to provide
rewarding career opportunities, and are ready to
invest in your success from the moment you start.

As part of the Scotiabank Group, the Commercial
Banking division is a rapidly growing business unit
that provides national services to clients in a wide
range of businesses including manufacturing,
business services, agriculture, real estate and
automotive, as well as tailored financing solutions
through Roynat Inc.

Committed to providing exceptional service for
mid-market and independent business clients, we
offer a full range of competitive products and

financial solutions to finance growth, manage
cash flow, increase efficiency, and mitigate risk.

This competitive edge is made possible through
the dedication, skill and professionalism of our
people. The Commercial Associates Program has
been developed to prepare top talent, such as

yourself, for this exciting environment.

Your journey with
Commercial Banking
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Commercial Associates Program (CAP)

Your Route Through the Commercial Associates Program
( )

Commercial Associates Program (CAP) = Welcome Aboard

= Commercial Bank Overview yourself with who we are and what we have to
= Scotiabank/Commercial Bank offer you within Scotiabank and the Commercial Bank.
Policies and Procedures

The Commercial Associates Program has been
designed to provide you with a foundation of
the Commercial Bank and an introduction to
the various roles we have to offer. The CAP is
customized to recognize your individual needs
and will help you refine your existing skills as

m Commercial Bank Business Units

= Automotive Financing & Indirect
Lending (AF & IL)

0 Cammendal Bissihuion Explore a range of opportunities within the Commercial

3 Bank by undergoing rotations through various business lines. 2
well as develop new ones. Once you have " Real Estate Lending (REL) y 9omng J §
. . n i
completed CAP we are certain you will be able oyt Cagits] =
. e ® Specialty Product Groups (SPG) =
to confidently transition into your new role. ~
I
. m Commercial Banking Partners <
The colmponents of CAP are: " Gushiess Seniee Carie (550) Connectlwith key stakeholders in the Commercial Bank by
 Oren * Goba sk Management Gt 55, adoning some, of o paners anddevloing
xplore ® Global Transaction Banking (GTB) . PRI e y '
= Connect
= Develop m Functional Training

L - - .

= Sell (for sales roles) ® Financial Analysis Develop expertise with our customized tools and market-
® Products and Services leading products & services at your own pace.

In the upcoming months, you will discover our ® Tools and Technology

commitment to you - through growth

opportunities,  career  development, and Credit Solutions/ Underwriting

exposure to key business lines. . _ -
Employees on our credit solutions or underwriting teams support:

OR PLACE M ENT = credit structuring and review;
. J CREDIT ROLE =  portfolio management;

due diligence; and
L] risk assessment.
By partnering with sales and their respective service centers, they help develop
practical financial solutions for clients.

Acquire comprehensive Selling skills through a

combination of one-to-one coaching and in-classroom training,
while experiencing the life of a Commercial Banking
relationship manager.

m Sales Expertise
= Sales Platform Framework
= Job Shadow Sales Role

3 Months

Commercial Banking Business Line Client Relationship Role

PLA C EMENT (Based on availability and eligibility)
CLIENT RELATIONSHIP ROLE

* Activities can occur concurrently. Schedule will be modified depending on candidate's experience level, chosen career path and eligibility.




