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Forward-Looking Statements and Non-GAAP Financial Measures

The information disclosed in this presentation contains “forward-looking statements,” including statements regarding the company’s
expected financial performance, integrated sales, operational effectiveness and cost and revenue synergies. Statements can generally be
identified as forward-looking because they include words such as “believes,” “anticipates,” “expects,” “could,” “should” or words of similar
meaning. Statements that describe the company’s future plans, objectives or goals are also forward-looking statements. Forward-looking
statements are subject to assumptions, risks and uncertainties that may cause actual results to differ materially from those contemplated by
such forward-looking statements.

The factors that may affect the company’s results include, among others: the impact on the company’s business of the current state of the
economy, including the risk of reduction in revenue resulting from decreased spending on the products and services that the company offers;
legislative and regulatory actions in the United States and internationally, including the impact of the Dodd-Frank Wall Street Reform and
Consumer Protection Act and related regulations; the company’s ability to successfully integrate acquisitions, including Open Solutions, into
its operations; changes in client demand for the company’s products or services; pricing or other actions by competitors; the impact of the
company’s strategic initiatives; the company’s ability to comply with government regulations, including privacy regulations; and other factors
included in the company'’s filings with the SEC, including its Annual Report on Form 10-K for the year ended December 31, 2012 and in other
documents that the company files with the SEC. You should consider these factors carefully in evaluating forward-looking statements and are
cautioned not to place undue reliance on such statements. The company assumes no obligation to update any forward-looking statements,
which speak only as of the date of this presentation.

The company sold its Club Solutions business in the first quarter of 2013. The financial results of the business are reported as discontinued
operations from 2008 forward. This presentation includes the following non-GAAP financial measures: “adjusted EPS,” “adjusted operating
margin,” “adjusted operating income,” “adjusted internal revenue,” “adjusted revenue,” “EBITDA,” “free cash flow” and “free cash flow per
share.” These non-GAAP measures are indicators that management uses to provide additional comparisons between current results and prior
reported results and as a basis for planning and forecasting future periods. We believe that these measures provide additional insight into our
operating performance. Additional information about these measures and reconciliations to the nearest GAAP financial measures are
provided in the appendix to this presentation.
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Market Leadership

17,000 ...

10 million

20 billion .

EPS growth free cash flow

20 million

$44 billion

14.500
765 . 21,000

1 4 deposit accounts

; O online banking

1 7 O patents

Leadership Proof

"

\[I-RGED u.s.
financial institutions trust

for customer experience,
Fiserv for

interface development,
integration and management,
and enterprise support

— CEB TowerGroup

in online

banking, bill payment and
P2P payment share

two years in a row
[VASH

financial institutions — Javelin Strategy & Research

for DNA™
account processing

- Aite Group solution

for Popmoney®

— Mobile Excellence

in enterprise
fraud management and
anti-money laundering
solutions

— Chartis RiskTechQuadrant

— FICO Decision Management awards

finalist
- INFORMS

Fiserv and ACLEDA

— The Asian Banker

financial crime risk
management

— CEB TowerGroup




Strategic Framework Culture

.......... Vision..... ..Values ...
Global leader in Earn client trust every day. i
transaction-based To provide integrated Create with purpose.
technology solutions technology and services Inspire and achieve excellence. :
: solutions that enable Do the right thing. N u
best-in-class results for ] Deliver on the promise of one Fiserv.
our clients
Mission

Strategic Framework Principles

Portfolio - Operational . Innovation
Management j§| Client Effectiveness J§ Capital Inside
Relationship Allocation

a Value
2 3




Strategic Framework Go-to-Market

Own Digital Channels

...Key Capabilities. ...

Financial Institutions . . Sales Force Excellence
Win Electronic Payments

Value-Based Pricing

Billers
Drive Account Processing Solutions and  :
Consumers Wallet Share H Superior Quality
Expand Global Payments and Channels Optimized Business Model

Develop Next-Generation Solutions

1986 —
2012

VARYCELS

in a row of
double-digit
adjusted
EPS growth

e Fiserv Adjusted EPS Growth S&P 500 Adjusted EPS Growth

FISV CUMULATIVETOTAL RETURN

2013:
0
9% $171

2012:
35% $100
2006 — 2013:

0,
154% 2006 2007 2008 2009 2010 20m 2012 2013YTD
e FISV S&P 500




Navigating the Payments Landscape Forbes s spglove. Googo N

In The Mobile Payments War

D e e T P P ST e e o

8§72, whowit own e Texciar

CNBC Mobile Payments? ) ) G:l)l‘ New Hﬂl'k Cimes
‘ V.Me Finally Launches in the UK ]
—— =~ as Visa Battles PayPal Google Wallet PayPal Refreshes Mobile App to

Woo Shoppers and Fight Off Rivals

_a e =

The Street PayPal Fires Back in

Battle Commences ~ Mobile Payments War BUSINESS INSIDER

for 'Mobile Money' Apps Vs. NFC For Mobile Payments —

P P S Why The Debate Matters And Who Will Win
THE HUFFINGTON POST smarr BusiNgss - —_— -
Square Getting $200 Million To Fight The Mobile ~ THE IRISH TIMES ™"
Payments War: Report Turf war between PayPal TechCrunch
- and credit cards Google Wallet Takes

on Apple’s Passbook
e e e e e P e et o
sxconomy A O N R pefa

Mobile Payment Platform Wars: LevelUp, The PayPal vs. Square Battle: Who's
Paydiant, PayPal, & More Your Money On?

-~ — o




Large and Attractive Market

FINANCIAL INSTITUTION ADDRESSABLE IT SPEND

Banks
Small
Large

Credit i

Unions Medium $1.4

estimated
market size

North America IT Spend analysis; $ in billions. Excludes hardware and non-relevant categories.

ESTIMATED GROWTH IN TECHNOLOGY SPEND

NS G | eeRneeeeoneaanooeeseanaeoaseo

0,
4.4% 4.6%

4.1%

3.5%
2013E 2014E 2015E 2016E

Based on estimates from Celent, Ovum (retail) and IDC Financial Insights.

Macro Trends

Technology Financial

Spend

Regulatory

\Y[e]e1111aY; Experience

e )




Technology Spend Priorities

strategy

efficiency digital .
improve

identifying

vendors

experience ;, channels

Describe the future of electronic billing and payment in one word...

utilitarian

secure

complementary CO n n eCted

opportunity

omnichannel




= Delivering High-Quality
. Revenue Growth

Driving High-Quality Revenue Growth

Existing Businesses

Momentum-Based Growth Client Relationship Value

New Solutions

Innovation-Based Growth Rapid Growth to Scale

Open Solutions

Strategic Acquisitions Achieve Synergies




Driving High-Quality Revenue Growth
Primary Value Bundles Aligned to Market Demand

Account Processing Digital Channels Specialty Solutions

Payments ‘ Professional Services

Driving High-Quality Revenue Growth
Transaction Complexity Influences Revenue

ANNUAL SALES TOP FIVE SALESTRANSACTIONS BYYEAR

i A (TCV) ....................................................... . (mllllons) ......................................................... .
$211
$190
$106
20% 13%
3%
| ————
2010 201 2012 2013E 2011 2012 2013YTD
mm TCV = Indexed TCV Growth s TCV Cumulative Revenue

- Recognized to Date




Driving High-Quality Revenue Growth Through Innovation

] SALES PERCENT OF TOTAL - REVENUE PERCENT OF TOTAL -
G ket i gy el R

Mobiliti™

0,
8% 1.7%

Popmoney

Real-Time
Payment Network

Prepaid

Common Origination
Platform™

2013YTD 20M 2012 2013YTD

Enhancing High-Quality Revenue Growth
Breakthrough Opportunities

Bill Payment Mobiliti B

eBill Popmoney Adoption
Centers of

Biller Direct SpotPay"™ E Il
Xxcellence

MyCheckFree® Prepaid Increase
Usage

Expedited Payments Debit




Driving High-Quality Revenue Growth
Revenue Growth Algorithm Scorecard

Existing Busin

Msér%eu;tljsrssigased Growth ‘ Client Relationship Value
New Solutions .

Innovation-Based Growth ) Rapid Growth to Scale
Open Solutions : .
Strategic Acquisitions Achieve Synergies
Consumer Solutions N .

Breakthrough Opportunities Adoption and Usage

ACCOUNT
PROCESSING

Mark Ernst

MOBILITI™

Erich Litch

DEBIT
SOLUTIONS

Rahul Gupta

POPMONEY®

Jeff Yabuki

ELECTRONIC BILL PAYMENT
AND PRESENTMENT

Rahul Gupta

INTERNATIONAL

Steve Tait




= Mark Ernst
. Chief Operating Officer

© ACCOUNT PROCESSING }
i Expanding Our Leadership Positiofi

Account Processing Business Model Strength

More than
“Fiserv is

Privileged i NEW core

sales at
More than in 2012. @

They have been

n

Financial Institutions — Automation

in Banking, 2013




Integrated Solution Strategy Drives Growth

INTEGRATED SOLUTION MODEL BUNDLED TRANSACTION

>3 X

transaction
value

Account

Processing

2013

Account Processing Additional Solution
— Contract Value - Contract Value

Integrated Sales Success Continues

INTEGRATED SALES
(millions) OnTrack

$950M

2011-2015 target

$210




Integrated Solution Opportunities

PENETRATION RATE OF SELECTED STRATEGIC SOLUTIONS ||| .. -

75%

58%
44%
29%
13% 4%
]
ONLINE BANKING DEBIT BILL PAYMENT P2P PAYMENTS MOBILE TABLET
I 2006 I 2013

U.S. Market Structure
Number of Institutions by Asset Size

CREDlT UNlONS .............................................................. .

BANKS e ]
>6,700 institutions

>6,800 institutions

Mid-Sized

<

“_ Mid-Sized




U.S. Market Structure

Institution Segments by Underlying Assets

BANK ASSETS ...................................
excluding banks >$30B

Community

Mid-Sized

CREDIT UNION ASSETS

Mid-Sized

U.S. Market Structure
Account Processor Market Share

BANKS

Open
Solutions

Harland

L Others

CREDIT UNIONS

Open
Solutions

Bl Jack Henry b FIS




Open Solutions Acquisition Creates Value

Additional Solution

Excellent Client Base

€ SBons

Opportunities

Broader Fiserv
Network

Leading Platforms

Open Solutions Delivers Client Value
Significant Integrated Sales Opportunity

Open
Solutions

Online .
Bking Bill Pay

Mobile

Statements




Open Solutions Delivers Client Value
Significant Integrated Sales Opportunity

Open
Solutions

Online A
P ing Bill Pay

Mobile

Statements

DNA™
CUnify™

Total Plus™

DNA Platform Advantage

Contemporary Person-Centric
Technology Relational Database

Continuous Fully 24/7
Processing Real-Time Processing

Innovative

Functionality User-Centered

Workflow Driven Design

Single Product

Multi-Chart
dH Platform Flexibility

Collaborative Marketplace

Aite

User Experience Award

Technology Award




Credit Union Market Leadership

CREDIT UNION SEGMENTS
by underlying assets

Fiserv

Other ~ Small
Small

Fiserv
Large

Fiserv
Mid-Sized

Other
Mid-Sized

Range of Platform Alternatives I

Multiple Delivery Options I

Tightly Integrated Solutions I

Changing the Credit Union Market with Contemporary Technology

DNA and Acumen®

Create new expectations
for Member experience

Acquisition Priorities

Communicate Fiserv
platform strategy

Retain Acumen clients

Deliver high-quality
implementations

Acumen Retention

Small N/A
Mid-Sized 4
Large

Total 2

70% Retained




Building Momentum with Credit Unions

. Navi ga nt NuVision Federal
Y/
RBFCU ;'I’TRAVIS MIDFLORIDR

CREDIT UNION What A Bank Should Be

u.nldflr*eD

credit union

Bank Market Leadership

BANK SEGMENTS

by underlying assets excludmgbanks>$308 ..................... .
Range of Platform Alternatives '
Other' i , _
Community Multiple Delivery Options '

Tightly Integrated Solutions '




Building Momentum
Account Processing for Large Banks

BANK SEGMENTS MARKET ACTIVITY

by underlying assets excluding banks >$30B

Fiserv
Large

- Evaluation - Fiserv Win

Building Momentum with Large Banks

Nationwide Bank* RAYMOND JAMES'

el On Your Side

2, & S(BL
‘0
Kearny investors '

Federal Savings SouTH CAROLINA

\ff ENTRAL JERS‘[’{‘Y BANK H
FULTON FINANCIAL BANK AND TRUST
CORPORATION




ACCOUNT PROCESSING Segment Growth OPPORTUNITIES

Expanding Qur =& ¢ 04 Solution LEADERSHIP
Leadership Position

Market Dynamics Favor BEST SUITE
WINNING with Multiple Platforms

» Rahul Gupta

Group President, Digital Payment Solutions

. DEBIT SOLUTIONS

The Power of Integration and Inno@tion

‘- !‘




Debit Market Growth Continues to Be Strong
U.S. PAYMENTTRANSACTIONS sttt u
(billions)
81.5
0.4 /
53.0
50.2 42.0
30.9
23.3
30.3 18.0
2007 2008 2009 2010 2011 2012 2013E 2014E 2015E 2016E 2017E
m Debit s Cash ———  Check

Fiserv Reach is Expanding

sy 4.000

accel




Sales Opportunity Remains Significant
Market Share Gains Expected to Continue

COMMUNITY FINANCIAL INSTITUTIONS MID-MARKET FINANCIAL INSTITUTIONS
~12,000 total Fls ~1,600 total Fls

$1B

opportunity

[ Existing Debit Clients I Fiserv AP Non-Debit Clients Ll Non-Fiserv

Strong Debit Value Proposition

Comprehensive Solution I

El———
Integrated with Fiserv Account I

Processing Platforms
EE———— 3

Drives Revenue and
Reduces Costs




United Community Bank
Significant Value Delivered

United

Community Bank

Accel Advantage

Revenue Lift 13%
Headquarters:

Blairsville, GA Risk Office™
Assets: $7.4B

Fraud Loss .

Reduction 40%

Accounts: Integrated Desktop™

>245,000

‘ ‘ Partnering with Fiserv has been a great experience for
us. We use a complete suite of their products and
have seen significant improvement in all aspects of
our debit card portfolio - INCREASED REVENUE, RISK
IMPROVEMENTS AND GREATER EFFICIENCY. Fiserv is

a great partner. , ,

United TIM SCHOOLS

Community Bank. Chief Strategy Officer




Fiserv Debit Growth Continues to Outpace Market
SIGNATURE DEBITVOLUME GROWTHRATE -
25
>3 Performance Drivers
18 Market Share Gains
17
4 Debit Adoption
8
6 7
2010 2011 2012 2013E
Fiserv Top 25 Issuers

Innovation to Further Enhance Debit Growth

Expand Addressable
Market

Network

Mobile Small Business and
Consumer Enhancements




Expanding the Accel Network to New Commerce Use Cases

accel

Tomorrow

PIN, PINless, Signature

100% of
Addressable Market

T —

In-Store e-Commerce m-Commerce

Mobile Innovation
Small Business Payments

Enabling Small Businesses
to Get Paid




Mobile Innovation
Debit Account Management

CardValet”

Empowering Consumers
to Manage Their Accounts

aI

Monitor Restrict Real-Time
Accounts Authorization Alerts

Mobile Innovation
Consumer ATM Access

ReadyCash

Providing Consumers with
Cardless Access to Cash

S

Emergency Cash-Out Rebates




DEBIT SOLUTIONS Continued Market MIONMENTUM

The Power COMPELLING value Proposition
of Integration

and Innovation Meaningful GROWTH 0Opportunity

. Enhanced Experience Through INNOVATION

m ELECTRONIC BILL PAYMENT AND PRESENTMENT
Designing the Future One Bill at a T§




Providing Significant Value to Key Stakeholders

Reduces

Reduces Cost to
Cost to Serve
Serve Drives
Digital
Creates Adoption
a New

Channel

Digital Convenience

Financial
Management

Significant Opportunity Remains
FIs Have Captured Less Than 20% of Available Transactions

e PR e A i R T L ST — Ele PR R S E ST Ty R AS S e —
(billions) (billions)

Fl eBill
" 03

Biller Direct
Offline 3.5
bi5

>$5B

FI Bill Pay
3.0

opportunity

Checks




Market Leadership Across All Key Stakeholders

Financial
Institutions

3 10

U.S. banks

94% 1OB L2 -1 | 26,000

1_58 24M Consumers

active

4,200

Three Critical Drivers Fuel Growth

Drive Adoption

v af
P/

Expand Reach




Gaining Market Share and Growing Volume

FI BILL PAY MARKET SHARE - BILLPAY GROWTH u
Q3 transactions
Community Fl Sales ‘
225 YTD

Mid-Market FI Sales
44 YTD

Qa3 Qa3

2012 2013

Expanding Reach in Critical Segments

COMMUNITY MARKET SHARE MID-MARKET SHARE

~12,000 total Fls ~1,600 total Fls

$500M

All Other opportunity All Other

70% 65%




Digital Suite Driving Momentum in the Mid-Market

Digital Suite
“ We want our members to have a

Corillian® ASP CONSISTENT EXPERIENCE ACROSS
PRODUCTS. The Fiserv integrated

product bundle provides a consistent

Mobiliti"

® ®
ST R look and feel for online banking, mobile

Popmoney” and bill payment at OnPoint., ,
TransferNow”
‘ JIM ARMSTRONG
O ﬂ PO | nt Senior Vice President
Technology

Large Adoption and Usage Opportunity
Closing the Gap to Drive More Value

Adoption Rate

1% $15M

adoption annual revenue

AVERAGE

1 0.5 Il

transaction i
per month transaction annual revenue

adl
Usag—e Rate

w
9
<
o
s
<




Innovating to Drive Adoption and Usage

] () Online Onboarding
[ ience Q‘ Mobile Innovation

Speed

Expedited Bill Pay

Content @ eBills

Enhancing the Online Experience

#25 SUNTRUST o

y r ; Take care of your bills in % EASY STEPS.
l Simplified Onboarding

I New “Add a Bill” Process

l Updated Look and Feel o




Innovating to Enhance the Mobile Experience
Launching Snap to Pay™

2 2
= =

Payments

Payments
mething to pay below hoose something to pay below.
& o e
7| Bills 7, Bills
Georgia Power Due
03
G o 3
Add a new biller

tal Due $150.00 Daysleft
with Snap to Pay = . .

@ Companies

@ Companies
o s
' People ' People

(/0 A Person Abroad ‘” A Person Abroad

Profile u Ba n k
°

o uBank

Market Momentum for Expedited Bill Payment
Gains in Billers and Fls Creating Transaction Growth

BILLERS - FINANCIAL INSTITUTIONS - TRANSACTION GROWTH

S 2012 ............................... .

1,169
254

1,150% |
210%
370%
377
54

Q1 Q2 Q3 04 Q1 02 Q3
2012 2013 2012

2012 2013

2013




Expanding Our eBill Network to Mid-Market Billers

BILLER MARKET

number of billers

Large
>250K bills/month

Medium
2K-250K bills/month

Small
<2K bills/month

Expanding Our eBill Network to Mid-Market Billers

BILLER MARKET

number of billers

y

Medium
2K-250K bills/month

i — [
4.2B Bills >$1.5B
85% Paper Bills opportunity
Limited Electronic Channels

&




Launching Biller Advantage™

i Multi-Channel Electronic Billing

—

Bankof America %7
i Highly Configurable Merrill Lynch

i Rapid Implementation

ELECTRONIC BILL Substantial Market OPPORTUNITY

PAYMENT AND
PRESENTMENT

. . NETWORK is Growing
Designing the ;

FUtur_e One Bill INNOVATING Experience, Speed and Content
ataTime s

Revenue GROWTH is Accelerating




« Erich Litch

Division President, Digital Chann

: MOBILITI™
i A New Era of Digital Banking

Mobiliti Ranked #1 in the Industry

The Xcelent Functionality Award goes to

Fiserv... [has] an
Top Ranked Best-in-Class

investing in many of the features like P2P,

mobile RDC, mobile NFC and mobile

Best-in-Class Mobile Banking wallet, while supporting a

Celent Mobile Banki
CELENT verdor Soutions, 2013

ber 2011; Celent, April 2013; CEB TowerGroup, December 2013




Continued Strong Growth of Mobile Bankers Expected

MOBILE BANKING ADOPTION BY U.S. ADULTS

T1emt T

U.S. adults

- U.S. Adult Mobile Banking Users s Mobile Phone Owners Using Mobile Banking

Demand for Mobiliti is Robust

LIVE CLIENTS END USERS

(millions)

10.5

360

169
2010 2011 2012 2013YTD

1.5

2010 20M 2013YTD




More Than Half of Mobile Adults Will Use a Tablet by 2017

MOBILETABLET USAGE BY U.S. ADULTS

. —_— (ml”lons) ............................................................................................................................................
34%

CAGR

- U.S. Adult Tablet Users I Tablet Users as a Percentage of U.S. Adults

Tablet Adoption Faster Than Smartphone Adoption

mmmsm Tablet Users s Smartphone Users




Distribution of Additional Products Through Mobiliti

POPMONEY Total 1,591

SOLD IN
9 MONTHS

Total 1,591

SOLD IN
13 MONTHS

MOBILE Beyal
DEPOSIT

B
B—
Total 1,591

SOLD IN
6 MIONTHS

TABLET [WA%

I Add-On Clients [ Mobiliti ASP Clients

Significant Growth Opportunity Remains

3,600

ONLINE BANKING CLIENTS MOBILITI CLIENTS (LIVE)




Opportunity for Mobiliti Business Banking

1,195

0
ONLINE BUSINESS MOBILITI BUSINESS
BANKING CLIENTS BANKING CLIENTS

- 2014 LAUNCH

Mobile Banking’s Impact on Financial Services

CHANGE IN DELIVERY CHANNEL TRANSACTION VOLUMES

It e SRR ]
transactions

+165%
e

I Banch Contact Center ATM [ online [ Mobile




Growth Opportunity in Online Banking and Bill Payment

ONLINE BANKING MARKET SHARE g ONLINEBILL PAYMENT MARKET SHARE

71%

MID-MARKET
BANKS

MID-MARKET
CREDIT UNIONS

The Broader Digital Opportunity

E Multi-Device User Experience ;I

Integrated Money Movement Integrated Information Management
Bill Payment Transfer Balances Campaign

eBill Wire Digital Financial AT Bl
Person-to-Person . Management Tools  Account Opening
Payments eGift _

elnvoicing ACH Secure Messages Actionable Alerts
Remote Deposit Card Reporting eStatements
Capture Entitlements

Security « Fraud Prevention « Risk Management « Compliance







- MOMENTUM is Strong

Mobiliti is a Critical DISTRIBUTION channel
VOBILITE . Digital OPPORTUNITY is Large

A New Era of
Digital Banking = Fiservis WELL POSITIONED to win

« Jeff Yabuki

© POPMONEY®
Leading the Next Generation

: of Payments I




Large Market Opportunity

U.S. TRANSACTIONS - 2012

(billions)

14B

c2C - 7 addressable
transactions
- _‘ b

B2B W 17

- 12

[ Addressable Transactions [ Total Transactions

A Powerful Person-to-Person Payments Solution

Financial Institution- No Intermediary

Centric Network | Account Direct Site
Award-Winning Debit or Instant

App DDA Funding Payment Capability




Transaction Growth is Building

POPMONEY TRANSACTIONS
by quarter

20M 2012 2013

o 7

Repairs

School

Insurance

Recreation
Allowance

Mortgage
Invoice
Dentist

nTichets
Childcare




Actively Growing the Popmoney Network
Encouraging Transaction Metrics

User Growth Frequent Users Annualized
Transactions
Per Active User

Primary Drivers to Achieving Network Scale

Drive Adoption

i

;f /, ,‘
7P
Expand Reach




Expanding Reach Through Financial Institutions

INSTITUTIONS IN POPMONEY NETWORK

6 of the Top 10 I
14 of the Top 30 I

B56M Online Users I

2013YTD

Promoting the Popmoney Network

popmoney & PNCBANK

pnc.com/alwaysopen

T LEARN MORE »




Expanding Reach into the Small Business Market
Small Business Opportunity is Significant

US BUSINESSES ................................................................................................................................ .

by employee count

Small
1-20 employees

Commingled deposit accounts
64% use personal checking
48% use personal credit card

Expanding Reach into the Small Business Market
Small Business Opportunity is Significant

US BUSINESSES ................................................................................................................................ .

popmoney

SMALL BUSINESS

Invoicing
Payments
Receivables Management

Financial Institution
Subscription Revenue

Small
1-20 employees




Mobile Adoption Powers Usage

685 950,000

ey [ vor ot 3G SMPM 11 somED
popmoney EED Mobiliti
- clients on the Mobiliti platform

.
LD W™ >

100,000

downloads

1 O on their app

B0 Moy 2

Real-Time Payments as a Catalyst for Growth

popmoney

NSTANT PAYMENTS

.) .)

Consumer 1 REAL-TIME PAYMENT ﬁ Business

NETWORK

iilil}

Ee—

Financial Institution




Real-Time Payment Network Powers Instant Payments

. Mobile Small \
o Pay

REAL-TIME PAYMENT

NETWORK

Network ® Account Processing . .

- Applications - Card Network Connectivity - Direct Connectivity

Popmoney Instant Payments
Leveraging Debit Networks to Move Money Fast

‘ ‘ Our customers increasingly expect to be able to
SEND MONEY INSTANTLY ANY TIME, anywhere.
Fiserv is a key partner in meeting this demand with

solutions like Popmoney Instant Payments. , ,

@ PN C -Srg'i\grlslili(i\léesident

PNC Digital




Real-Time Money Movement

U.S. Bank is recognized for being an
ELC— - industry innovator. We are always
exploring ways to provide incremental

Popmoney complements that strategy

includin reetings . -
- o ° and gives our customers the ability to

and the ability to request money.

.| e B R T T conduct

when they need it.

BRENDAN DEVINE
@bank Vice President

Digital Money Movement

MARKET-LEADING solution

GROWING the Network

POPMONEY

) - INNOVATING small Business
Leading the Next . and Instant Payments

Generation
of Payments = Compelling Long-Term OPPORTUNITY




= Steve Tait
- Group President, International

. INTERNATIONAL
! Driving Growth in New Markets

International Today

Clients ] Company u Countries ¢ Employees
} Revenue |




International Today

Solution Portfolio

Established Lines
of Business

Account Processing

Business Technology
Services

Cash and Logistics
Consulting
Investment Services
Item Processing

Risk Management

Emerging
Opportunities

Digital Channels

Payments
Processing Services




International Market Dynamics

IT SPENDING ON
PAYMENTS

OVERALLITSPENDING _ PAYMENTS
(billions)

(billiong) T

$18.4

7%
$1 29 CAGR

$107.3

2012 2017E

I NORTH AMERICA

2012

2017E

IT SPENDING ON
ACCOUNT PROCESSING -

sty

IT SPENDING ON
DIGITAL CHANNELS

R

2012 2017E
[ INTERNATIONAL

Preparing for New Growth

Integrated
International
Businesses

Talent
Management

Executing
Tactical Growth
Initiatives

Established
Management
and Governance
Infrastructure

Market Analysis
and Strategic
Planning




International Growth Strategies

New Growth in
Optimize Existing [l Processing Services
Business

Launch Processing
Integration Synergy Services in U.K.

Selected Services
to Other Markets

Go-to-Market Focus

Product
Optimization

EXPECTED ENTERPRISE IMPACT

within three years

New Growth in
Digital Channels

Mobile Banking
'( Online Banking
|

New Growth
in Payments

Electronic Bill |

Payment v

Card Management |
Services

Switch Processing

1%

annual revenue
growth

PaninBank

Carvajal S

Commonwealth Bak

Vietcombank

/

Wl festpac




INTERNATIONAL . Attractive Market DYNAMICS

Driving Growth in  ALIGNED Growth Strategies

 Building ENABLING Infrastrusture
- Internal GROWTH Accelerator

. Tom Hirsch
Chief Financial Officer

Creating Shareholder Value




Formula For Success

SUPERIOR Business Model
Revenue and Earnings GROWTH Shareholder
SIGNIFICANT Free Cash Flow Value

DISCIPLINED capital Allocation

Business Model Strength

Market-Leading Long-Term Client High-Quality
Solutions Relationships Recurring Revenue
Attractive Significant
Margin Profile Free Cash Flow
‘ p | \

21,000 Associates 70M Online Users 14,500 Clients




Comprehensive Solutions Drive High-Quality Revenue

2012 PAYMENTS SEGMENT 2012 FINANCIAL SEGMENT

$2.2B $2.0B

adjusted
revenue

adjusted
revenue

Electronic
Banking

Account
Processing

Investment

i Item
Services Processing
Risk
Management

Lending
Solutions

Accelerating Revenue Growth

TOTAL ADJUSTED REVENUE ADJUSTED INTERNAL REVENUE GROWTH RATE

(billions)

0,
$45 R

2%

4.
$4.0 -
0%
$3.5
-1%
2009 2010 2011 2012 2013E
$3.0 2%

2009 2010 2011 2012 2013E




Attractive Margin Profile

. —_— ADJUSTED OPERATING MARGIN .................................................................................
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Operational Effectiveness Program

RESULTS BYYEAR
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Capital Allocation Framework

Share
Repurchase

Debt
Repayment

The capital allocation h
Focus on payments, ﬁ benchmark :" Maintain capital |
digital and unique flexibility and
capabilities aligned investment
with our strategy grade rating

Consistent Value for Shareholders
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Debt Structure Provides Low-Cost Flexibility

Average Average Revolving

4.2% 9.5 $2B 2.5x

YEARS

Value Creation Through Acquisition

Revenue Synergies

C Open Market Demand
Solutions’ Cost Synergies

Attractive Economics




Complementary and Differentiated Solutions

Real Time
Open Architecture
DNA

Charter Agnostic

DNAappstore™

Raddon Weiland Velocity™

Significant Distribution Opportunity

ANTICIPATED REVENUE SYNERGIES BY SOLUTION

>$100M

revenue
synergies

Integrated Value Proposition I

e Bl Market-Leading Products I
——
Significant Client Base I




Value-Creating Acquisition

Net purchase price

4x EBITDA

DNA" Momentum >25 Wins in 2013

Open _ -
C Solutions Revenue Synergies >$100 Million

BEGL part of flsen’. Cost Synergies >$60 Million

Engaged Associates

Long-Term Performance Characteristics

KEY FINANCIAL METRICS

Adjusted Internal Revenue 4 -8%
Adjusted EPS 1 -18%

OTHER FINANCIAL METRICS

Free Cash Flow Per Share >11%
Adjusted Operating Margin 50 - 100 bps




2013 Guidance

KEY FINANCIAL METRICS

Adjusted Revenue 10%
Adjusted Internal Revenue 3%
Adjusted EPS 17 - 19%

OTHER FINANCIAL METRICS
Free Cash Flow Per Share ~18%
Adjusted Operating Margin 30 - 50 bps

Creating . Business Model Drives High-Quality GROWTH

Shareholder
Value SUPERIOR Free Cash Flow Generation

« DISCIPLINED Capital Allocation
Builds Shareholder Value
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Adjusted Earnings Per Share

007 2008 09 10 201 2012

GAAP EPS - continuing operations $2.44 $2.16 $3.00 $3.31 $3.38 $4.30
Adjustments - net of tax:

Merger costs and merger-related tax items ' 0.05 0.22 (0.02) - 0.07 0.06

Severance costs 0.03 - 0.06 - 0.08 0.06

Amortization of aﬁﬂ?;ﬁg%?;:;ﬁi 0.12 0.56 0.57 0.59 0.68 0.75

Other 2 - 0.34 - 0.11 0.33 (0.08)

ADJUSTED EPS $2.64 $3.29 $3.61 $4.01 $4.54 $5.08

! Merger costs include integration project management, retention bonuses and other expenses associated with acquisitions; certain costs associated with the achievement of the
company’s operational effectiveness initiatives; deferred revenue adjustments based on the purchase price allocation for the CheckFree acquisition for which the company
estimated the fair value of deferred revenue from license fees and other client payments; and a negative adjustment for a GAAP income tax benefit recognized in conjunction with
the final settlement of a CheckFree purchase accounting income tax reserve in 2009. The deferred revenue adjustments represent revenue that would have been recognized by
CheckFree or companies it acquired consistent with past practices, which the company did not record due to GAAP purchase accounting requirements.

2 Other primarily reflects the loss on the sale of a 51% interest in Fiserv Insurance in 2008, the premium paid and other costs related to the early extinguishment of debt in 2010 and
2011, and, in 2012, the impact of certain discrete income tax benefits related to prior years.

share s calculated using actual, unrounded amounts. See

rv. Al rights reserved.




Adjusted Revenue and Operating Income
2007 2008 2009 2010 20M 2012
Revenue $3,677 $4,541 $4,032 $4,088 $4,289 $4,436
Fiserv Insurance (804) (513) - - -
Output Solutions postage reimbursements (158) (203) (211) (204) (266) (286)
CheckFree deferred revenue adjustment ! 3 22 5 - - -
ADJUSTED REVENUE $2,718 $3,847 $3,826 $3,884 $4,023 $4,150
Operating income $736 $898 $936 $1,000 $990 $1,048
Fiserv Insurance (78) (44) = = - -
Merger and integration costs ’ M 59 6 - 17 13
Severance costs 7 - 15 - 18 12
Amortization of acquisition-related intangible assets 33 148 143 146 155 160
ADJUSTED OPERATING INCOME $709 $1,061 $1,100 $1,146 $1,180 $1,233
Operating margin 20.0% 19.8% 23.2% 24.5% 23.1% 23.6%
ADJUSTED OPERATING MARGIN 26.1% 27.6% 28.7% 29.5% 29.3% 29.7%

ercentages are calculated using actual, unrounded amounts. See disc!
earnings per share reconciliation.

143

losures related to non-GAAP financial measures.

Free Cash Flow Per Share
2007 2008 2009 2010 20M 2012
Net cash provided by operating activities $547 $756 $841 $950 $945 $826
Capital expenditures (152) (196) (197) (174) (190) (193)
Other adjustments ' 34 35 16 (8) (15) 132
FREE CASH FLOW $429 $595 $660 $768 $740 $765
Diluted shares 168.8 163.1 155.4 151.7 144.2 1375
FREE CASH FLOW PER SHARE $2.54 $3.65 $4.25 $5.06 $5.13 $5.56
e L L
cash flow of the company.

§ in millions, except per share amounts. Free cash flow per share is calculated using actual, unrounded amounts. See disclo:

lated to non-GAAP financial measures.

144

Fiserv. All ights reserved.



Adjusted EPS and Adjusted Internal Revenue Growth

Adjusted EPS Adjusted Internal Revenue Adjusted Internal Revenue
-~ Growth Rate -~ Growth -~ Growth

With respect to the adjusted
EPS growth rate depicted on
slide 10, S&P figures reflect
operating earnings per share
growth from 1989 through
2012 and as reported earnings
per share growth from 1986
through 1988.

Fiserv figures reflect adjusted
earnings per share growth as
reported in Fiserv's annual
reports for the period
presented, except for
restatement period of 2008
through 2012 for Club
Solutions divestiture.

Adjusted internal revenue
growth is measured as the
increase in adjusted revenue,
excluding the impact of
acquisitions and dispositions
(“acquired revenue”), for the
current period divided by
adjusted revenue from the
prior year period. Acquired
revenue was $43 million, $30
million, $3 million and $27
million in 2012, 2011, 2010 and
2009, respectively.

Adjusted internal revenue
growth is a non-GAAP
financial measure that the
company believes is useful to
investors because it presents
internal revenue growth
excluding the impact of
postage reimbursements in
our Output Solutions business,
acquisitions and dispositions,
and including deferred
revenue purchase accounting
adjustments.

Other Performance Metrics

Operational Effectiveness Integrated Sales EBITDA

Operational effectiveness is
the amount of savings from
our strategic initiatives.
Dollar amounts represent
the targeted or actual
savings in the measurement
period, which are
incremental to amounts
attained in prior periods.

Integrated sales represents
sales from a designated list
of products sold to account
processing and other
selected clients. Dollar
amounts represent the
amount of estimated
recurring annual revenue.

EBITDA is calculated as
adjusted operating income
plus depreciation and other
amortization plus share-
based compensation.
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