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Item 7.01 Regulation FD Disclosure.

On December 11, 2020, members of management of the BankMobile business of Customers Bancorp, Inc. (the “Company”) will be making an investor
presentation covering, among other matters, the pending proposed acquisition of the BankMobile business by Megalith Financial Acquisition Corp. The investor
presentation to be used in the presentation is attached hereto as Exhibit 99.1 to this Current Report on Form 8-K and incorporated into this Item 7.01 by reference.

Historical and pro forma financial and operating information included in the presentation is not necessarily indicative of the results that may be expected for any
future period. You should consider this information in conjunction with other filings we have made with the Securities and Exchange Commission (“SEC”),
including the Company's annual Report on Form 10-K for the year ended December 31, 2019.

On December 11, 2020, the Company issued a press release addressing certain mid-quarter trends in its business and other matters. A copy of the press release is
attached to this Current Report on Form 8-K as Exhibit 99.2 and incorporated herein by reference.

Non-GAAP Financial Measures

Certain of the information included in Exhibit 99.1 includes non-GAAP financial measures that the Company’s management reviews to evaluate its business,
measure its performance and make strategic decisions. The Company’s management believes that such non-GAAP financial measures provide useful information
to investors and others in understanding and evaluating its operating results in the same manner as management. This non-GAAP information, including ratios and
metrics derived therefrom, are financial measures not calculated in accordance with GAAP and should not be considered as substitutes for financial or operating
performance measures calculated in accordance with GAAP. Using these non-GAAP financial measures to analyze our business would have material limitations
because the calculations are based on the subjective determinations of management regarding the nature and classification of events and circumstances that
investors may find significant. In addition, although other companies may report measures with the same or similar titles or descriptions, such non-GAAP financial
measures may be calculated differently from how the Company’s management calculates its non-GAAP financial measures, which reduces their overall usefulness
as comparative measures. Because of these limitations, you should consider these non-GAAP measures alongside other financial and operating performance
measures of ours that are presented in accordance with GAAP.

Forward Looking Statements

This Current Report on Form 8-K and Exhibits 99.1 and 99.2 attached hereto may contain certain statements that are not historical facts but are “forward-looking
statements” within the meaning of the “safe harbor” provisions of the U.S. Private Securities Litigation Reform Act of 1995. Forward-looking statements may be
identified by the use of words such as “plan,” “intend,” “anticipate,” “believe,” “expect,” “estimate,” “forecast,” “target,” “project,” “predict,” “intend,” “plan” and
“outlook” and other similar expressions that predict or indicate future events or trends or that are not statements of historical matters. Such forward-looking
statements include estimated financial information, including forward-looking statements with respect to revenues and earnings, as well as forward-looking
statements with respect to performance, strategies, prospects and other aspects of the businesses of the Company and its BankMobile business, or the BankMobile
business following completion of the proposed transactions, which are based on current expectations that are subject to risks and uncertainties and are not
predictions of actual performance. A number of factors could cause actual results or outcomes to differ materially from those indicated by such forward-looking
statements. These factors include, but are not limited to: (1) the occurrence of any event, change or other circumstances that could give rise to the termination of
the Merger Agreement and the related transactions; (2) the inability to complete the transactions contemplated by the Merger Agreement due to the failure to
obtain approval of the stockholders of MFAC, any required regulatory approvals, or other conditions to closing in the Merger Agreement; (3) MFAC’s inability to
meet the minimum cash requirements of the Merger Agreement due to a failure to complete the equity private placement or the amount of cash available following
any redemptions by MFAC’s public stockholders; (4) the ability to meet the listing standards of a national securities exchange following the consummation of the
Merger and related transactions; (5) the risk that the proposed transaction disrupts current plans and operations of BankMobile as a result of the announcement,
pendency and/or consummation of the Merger and related transactions; (6) the ability of the Company and its shareholders to recognize the anticipated benefits of
the proposed Merger and related transactions (7) costs related to the Merger and related transactions (8) changes in applicable laws or regulations; (9) the
possibility that the post-Merger BankMobile business may be adversely affected by other economic, business, and/or competitive factors; and (10) other risks and
uncertainties indicated from time to time in other documents filed or to be filed with the SEC by the Company. You are cautioned that the foregoing factors are not
exclusive, and neither such factors nor any such forward-looking statement takes into account the impact of any future events. All forward-looking statements and
information set forth herein are based on the current beliefs and assumptions of management as of the date hereof and speak only as of the date they are made. The
Company disclaims any obligation to update any forward-looking statement whether written or oral, except as may be required under applicable law. For a more
complete discussion of the assumptions, risks and uncertainties with respect to the Company, you are encouraged to review the filings the Company makes with the
SEC, including our most recent Annual Report on Form 10-K for the year ended December 31, 2019, subsequently filed Quarterly Reports on Form 10-Q and
Current Reports on Form 8-K, including any amendments thereto, that update or provide information in addition to the information included in those Form 10-K
and Form 10-Q filings, if any.



No Solicitation

The presentation materials attached as Exhibit 99.1 are intended to provide information to the Company’s shareholders; they are not meant to constitute a
solicitation of any proxy from, or request for or recommendation of any action by, any MFAC stockholder.

The information in this Current Report on Form 8-K, including Exhibit 99.1 and Exhibit 99.2 attached hereto and incorporated by reference into this Item 7.01,
shall not be deemed "filed" for purposes of Section 18 of the Securities Exchange Act of 1934, as amended, or otherwise subject to the liabilities under that
Section. Furthermore, such information, including Exhibit 99.1 and Exhibit 99.2 attached hereto and incorporated by reference into this Item 7.01, shall not be
deemed incorporated by reference into any of the Company's reports or filings with the SEC, whether made before or after the date hereof, except as expressly set
forth by specific reference in such report or filing. The information in this Current Report on Form 8-K, including Exhibit 99.1 and Exhibit 99.2 attached hereto
and incorporated by reference into this Item 7.01, shall not be deemed an admission as to the materiality of any information in this Current Report on Form §-K
that is required to be disclosed solely to satisfy the requirements of Regulation FD.

Item 9.01 Financial Statements and Exhibits.
(d) Exhibits.
Exhibit
No. Description
99.1 December 2020 Investor Presentation.

Press Release dated December 11, 2020.
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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.

CUSTOMERS BANCORP, INC.

By: /[s/ Carla A. Leibold
Name: Carla A. Leibold
Title: Executive Vice President - Chief Financial Officer

Date: December 11, 2020



Exhibit 99.1

Customeré"ﬁf‘é Bancorp, Inc.

SankMobile

Proposed Divestiture and Combination of
BankMobile Technologies & Megalith
Financial Acquisition Corp.

Investor Presentation

December 2020

A Banking-as-a-5Service pioneer, enabling non-
banks to build financial services for their
customers
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Management Presenting BankMobile

Luvleen Sidhu
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Q3 2020 Update

‘Bnnklzlobile

03 profomma core revenue of 518.3mm, rapresents 19.5% Yoy graowth 3
03 proforena core EBITDA of $3.6mm 1
VTD: pro forma core CBITDA of S2.0emm !

Strong Growth

3 Fral af Perkad (FOP| serviced depnstts rise ta S544mm, reprecants 42% Ya¥ grawth

U3 Lard Spend of 5531mm, represonts 243% Yo growth

Strong grovithinnes busimesses [wWhitelabel & Workplace| with rapidly mmaroving acooun tmetiics
= 150K niow accounts LTR {59 30020)
= EOP sarvicad deprsil balarces up “150% pes account Yoy
s Juarterly Card Spend per aocgunt increasen 60% Yo

v Higher Ed
. + ] Business Adapts
BankMobile oD

Cxpact 30,749 retention ot gisbursement services Dy campuses this year

NACLROreportsthat marethan half of hipher ed msttitions are offeringramote aptions far some ar all
clesses, pmpacting the amowntof sludents on campus 12

Disbursement dodlars are highly persistentas Aug. & Segl. cown only ~1.6% Yo¥ [$LE7D vs 32,300 while¥TD
ser¢iced organicdeposits have grovn 33%ant end of pericd Q7 sended peposits ane up B Yol

Continued focus on
Operating Leverage

Carparate restructuring, Implermantation af automation projects, sandvendor negatiatiars loadto
projecied 51 Fmm ol 04 savings and annualued Smem of savings startng in 2021

Expacted realization o Sl0menannualizad exgense avings In 2000 resulting from vendar negotiations
and contraftrestructurings in 2045

Other Key Developments

T-mchile Maney product has been gatended to the entire Sprintcustomer base

Cifcially launched Warkplare Banking vertical in 03 wilh BerefidHub, ons of the largest #4R banefils
marketplaces with acoess o ower 6 millizn potantial customears

Hired lamile Danahue as ChiefDigital Dfficer. Jamie was formarly Hoad of Cloud Architecture, Engincanng &
Dedivery at Finastra.

1 P forrme oo sverwm et EBITOA arw ror-D8AP meuvancs. Pluuws rif iz veomoiulben on whie 41
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Where Does BankMobile Technologies Stand Today?

Delivering Full-Featured Digital Banking Platform to Large Scale Non-Bank Partners

L L]

One of America’s Largest Digital
Banking Platforms..

¥ Chwer 2 M accounts 2

¥ ~3A00K accounts apened annually

¥ L04AM in serviced deposits as of 9/30/20
v 549Min pro forma core revenue YTD

S2OMYID proformacore LBITDA S

f!

Expert in B2B2C Banking...

¥ Proprietary Danking-as-a-Service (" Baas”)
rechnology

¥ Allenws Tor preater speed and costeffectivenessin
bank roll out for partners

¥ High-ve
racdel

bumme, low-cost customer acguisition

¥ Serves ~1in 3 LS. students on approximately 725
campuses !

¥ Launched partnership with T-Mobile via the 7-
Mobile BAONEY checking account

¥ Planned 2021 launch of digital bank account with
Gongle Pay

«Award Winning Banking Technology,
Focused on Banking Services for
Millennials &

Middle Income Americans...

¥ Customer-centric approach
¥ Provides an affordable, easy-to-use product
¥ Simplifkes banking lor the consumes

¥ Creates customers for life with tull suite of
banking products, includin ng,
savings, persunal loans, credit cards and
student refinancing

etk

=3

¥ Cregles atiractive returns

b recacEaEn 1 G

81 Rt anorier e e o S e
Ity v, retking k. g ). Ons
el mmm— me Sy b wk




. . : ; Vo
Consumers Are Recalibrating Their Banking Needs BankMobile
MNew Digital Options, Remote Necessities and Poor Customer Experiences Are Driving Change

Consumer Prelerences are Changing, with Banks Slow 1o Adapt Consumers are Looking for an Alfordable Banking Alternative 6!

v 1in3 Americans live paycheck to paycheck

- [ EQ
{l_!? é-g .'_A_h ¥ Americans pay $348 avear in overdraft fees

¥ The average overdralt fee is 533.36

S5 ;.|I'f'.|'|'-;_: account Lo wakve

V' Big banks require at least 51,500 in
: verapes 510,89

their monthly maintenance fee, whi

¥ Women pay 18% more in overdraft fees than men | five per year) due o
owrer-than-average earnings
v"  The averags fee to withdraw money from an out-of<-network ATM has

hit a record high of $4.72, up 33% over the past decade




Non-Banks Want to Engage Customers via Financial Services

‘Bunklt:lobile

Higher-Ed, Retailers and Large Employers All Have Untapped Financial Use Cases

Higher-Ed Institutions

Cansurmer Focused Brands

Larpe Employers

Inefficernt snd expersive prooessng, fulfilment and
reconiliation of studert loan refund disbursemenls

Time-consuming Interactions batween schools, staff
and students

Unerousand comiplex regulations regerding
dishursament of faderal funds

Traditsonal retarkers siruggle lo differenbiateina

coomenadilieed markel wilbout creating “race-Lo-the-botlom”

ptenl

Lark of passive Income opportunEies and centralized
ersUmer nata appresation

o

Competitian and changing customer cxpectations are
axposingundiisnenbated rawards programes

-
Employess struggle o retain lenlwhen ther staff
are nol thriving linancially

Tighter labor markets have created an acute talent
shoetage, requiring eenglowers todifferentiafe

Human resowrces departmaents ladk compelling financial
wallnass programs forthairamplopeas

| 8 wa



BankMobile Solves Multiple Parties’ Pain Points in One Solution

Resulting in High-Volume, Low-Cost Customer Acguisition

B2B2C Approach Examples of BankMobile Solutions within 3 Verticals

Higher-Ed Banking

nds and othar dishursoment

Consumers

0 * Clients and

L
‘\\ Partners BankmMobile

it Tl

= omom
o

A

"

White-Label Banking

Bank Partners

== {]
=2

Bunklt:lobile

e
s Planned
W
A Launch in
S 2021
-
\J‘Pa')"

e —




o
BankMobile Evolving into a Premier Brand BankMobile
' Platforms

Pipelne of White-] ahel and
Sarategic Fartnerships

Direct-To-
Consumer

2015-2017: Farly D 2018— 2020 B

sch in 2021
andickile Faunden in auich in 2

tradificrad karking

115 to “digisize” the

¥ Focused on cxpanding B2B2L strotegy

.

Pradisct

&

Higher-Ed

nirs: re new HigharF clents

t Chedung ard

neavily Tocreatelns

Well-pnsitionad for lomg-teom growth
and comtineed FRITINA margin expanshon
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BankMobile Evolving into a Premier Brand BonkMobile

= (ystomers has entered ints a definitive apreement to divest Baakdobile Technologkes

Transaction Structure [

d post-money enterprise velue of 5140min =, which equates to
3|

= [ransaction valuaed atan i

valuation 1.3x multiple on 20215 Revenues of 5
&5 inedtiple on 2021E EBITDE of 521.5mim =

Linim

C i
et of S40mm

nation ot MFAC commaon stock, cash held Inthe K coount,

#®  Transactionta be tended through a comt

cw Structure & Llnraraga praceeds recalved from neslby issued shares through s PP fransaciion and assumed o
®  Pro forma not leverage of 4.2 basad upon 2020F pro fooma AT of S 8mm 17

= Custemers Bancorp will own 0.0%
= Custemers Bancarp shasehelders are expected 1o owm 4/.3%
s SPAC aor win 25,555

Pro Forma Ownership

frar's publbs anulty Imvestors are expectad tooo

& Shares Issusd to FIPT Investors are axpected to owe 37.0% 5

n The post-clesiog comaany iz expected to be pamed BM Techaologies, Inc,
um = The post-clasing public company will be bisted on the NYSE American with the ticker BMIX
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’ W
Transaction Background BankMobile
Why is BankMobile Technologies [“BMT") Being Divested? Why is BMT Positioned as an Independent Company?

€ customers Bank (“CUR") is divestingBn1 | ) Transaction Related € 'ndependentPlatform Better Positioned
BMT - A standalone campany Benefits of Divastiture
= . : = Remove Grawlh Corstraints overlaid by parent
[A. Durbin Fee Challenge’ ] 1 = o
! AHpas mansgement, board and Investors primany focus
[ﬂ. Realigned Priorities & Focus ] Iy Bl in withoul distraction of uiber businesses
" Fnahles BMT ta mara casily develop new bank partnors
[C. RBBulutiun I who will enable BMT to offer cradif and othar financkal
prochicts to exd

I carsbomess,

]

liy agree to pr. t

and Durbin Ex ® Fnahles BMT ta e a technndogy provider to other
gh 20322 ra enahble B chartersd hanks

BT establ

ace CUBI

p

v fio role on mandgement and no seals
the pro farma com

Acame i
w subject to the
not rethin a commom

I the company &5 shan

ity owmErs|
(0l B it

serbod of 12 manth

w5 on refall depos
ice [Hag i

(7] mitad Transiti

) s Agreemant will bo
signed prios to closin

see Proposed Capitalization and Ownership and
Proposed Transsction Structure on pages 43 and 44,
respactivaly
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Overview
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Key Investment Highlights BankMobile

& Attractive Distribution Channel Through Market Leadership Position in Higher Education

Highly-attractive Business Model

|14 e



‘Bnnklzlobile

o Opportunity to Disrupt Massive U.S. Banking Market

Banks Have Consolidated, but Fragmentation Remains High

Industry-wide headwinds hove driven significant asset consolidation, with big banks holding 50% of deposits and struggling with

Tha BankMohile Solution

customar satlsfactlon whiic the 99.8% of other banks hold the other 50% of depasits, yof struggle to acquira customers at a low cost

Asset Concentration in Banking, lune 20190

o m"‘"" e
"
COVER
~50% OF et P SPLR AEGNONAL BANKS
ASSETS [52506-51T ASSETS)
p V COME REGIONAL BANKS
[$500-52508 ASSETS)
SAN REGIONAL BANKS
ALLOTHER [$10% 5508 A5SETS)
BANKS
COVER MICROBANKS
5%
COMARK TAITY RAMKS
L 4'512 {<S1R ASSFTS)
Banis

BankMobile i< pairing with white-label partners a4

partner banks tc boeat large and small banks through
high-velume, low-cost customer acquisition driven by ils
full-featured Baas platform

»

BankMuobile is ahl= 0 capture deposits for Partner Banks
tromn the dissatisfied customers of big banks 2nd undercut

smaller banks struggling with customear acquisition

v

| 15
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0 High-Volume, Low-Cost Customer Acquisition Strategy

‘Bnnkl?dobile

Implemented B2ZB2C Approach in the Higher-Ed and Telecom Industry

BankMobile achicves a lower Customer Acquisition Cost relatlve to others in the banking industry by leveraging its disruptive

distribution medel, which leverages

BankMohile Customer Acquisition

15 partners” loyal customer base and brand affinity

Estimated Industry Customer Acquisition Cost/H12)

L 1] 1 530000
¥ BankMobile drives customer acguisition and a #1500 1,500
marketing anging through a ditterentiated -
distribution madel b
24,200
v Rapid penetration into partners’ layal, S
1
ingrained customer base
SR H wmplied CAT Cost
Ditterentinl uptas —=
¥ Ability o leverage pariners’ brand equity to e S, 400
K
establish trust and accelerate adoption "
sa00
¥ Derives significantly lower customer 5350
: priticanthy nwer custamer I
¢ Lo 5200 - Bankiobile CAC 55..631‘]
acquigition costthan a traditional bank by
leveTaging cxisting customer base '_
Bl
Creci® Cards Netail Checking Accpunts Corsumer Lercing
‘Bunhh-iobﬂe
3 Sl e o £




@ Collaborations with Large, Highly Attractive Brands

W e-Label Bankin e Stuay Mobile MOMNEY
Relationship Overview
* BankMaobilz and T-Mobile partnered t

Offers mo gccount Tees and 4%

5 -Muobile MONEY extended to the Speint customens
* Contract was recently extended to 2023 with option to rencw for additional 2 year
perinds

Win - Win Relationship

¥ Strong custoemar retontion program for T-Maobils

customers {deposits for Parner Banks|

Say goodbye to account fees.

BankMobile

Partnership Highlights

“Traditional banks aren't mobille-first, and they're definitely not
customer-first. As more and more people use their smartphones to
Manage money, wWe saw an opportunity to address another customar
pain peint,” sald John Legere, former CEO of T-Mobile (April 2019) 1

“Today, more than ever, it is absolutely critical that people keep more
of their hard-earned money in their pockets. T-Mobile MONEY
customers get an Industry leading return on thelr money, with zero
fees, 10 they keep more, and grow more, the way it should be,” zaid

Mike Slevert, CEO of T-Mabile (August 2020)

Earn 50X more

Saw how e corpars A'EI‘N-EY - O =

Accourt Typa Sovcking CoaChng Yot g By Crachrg

Wersly len = X i 5

MoFrn oo Bularsrs ke . prpres Stige- W

DvwdratiFee % 58

e = '™




@ Collaborations with Large, Highly Attractive Brands

Recently Announced Collaboration with Google Pay

Relationship Overview

On August 379 2020, BankMabiles announced an saxscutionof an sgreamant with Google
tointreduce digital bank accounts.

BankMobile

G Pay

Highlights

+  Google Paye
aspecls unigue Lo
accaunt

¥ The product will be busdlt upon BankMobile's existing banking infrastructurs
Al be cHared through BankMabile's oxis kigher aducation
hannel which cenes 0 three collepge
stionships with approximately 725 campuses

¥ Planned launch in 2021

Win — Win Relationship

‘Bunklt:lobile

_Partnersh]p Highlights

“Google is excited to partner with BankMaobile in enabling a digital
experience that is equitable for all and meets the evolving needs of a new
generation of customers. We believe that we can use our technology
expertise to benefit users, banks and the entire financial ecosystem.” - Felix
Lim, Vice President at Google |August 2020) !

“We arethrilled to be collaborating with Google to offer our student
customers enhanced digital bank accounts. Many of our student customers
today are struggling to manage their money as they work part-time and
attend school. Through our collabaration with Google we believe we can
provide these students with the appropriate financial tools to help them
navigate through these difficult situations successfully” - Luvleen Sidhu,
CEDQ, BankMobile [August 2020) 1!

L parcenrtage of college stutents that e [0 [eceves
disl nt throwvgh the opening of a Bankiohils aunt
v nts new tools that will assist in hudgeting and affer
ancial i £
Ll Saus par Faar Bemmin: Aviidodn Aznsascar ¢ Celobomion o Offir Sigtal Bank Acmurtr - WAER i
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@ BankMobile Technologies Delivers a Full-Service Digital Banking Platform BankMobile

Key Capabilities, Products and Technelogy Platform

DaaS Offering n Branded Digital Banking Apps BMnde-m Cloud-Based Technology Plattarm

BankMobile brings the whole bank to partners... w with a tailored signup and branded bank LK. w @nabled by tech designed for pariner integratien

“Banking as a Service Offering"
H'Omni Channel Digital Banking ]

Baas Custormer Hub APls

Bank Dagrtal -
Product Activity T:Iﬂ:'-‘r
Diata Data -

Arura Cloud {‘ 5 |

b A

ﬂ[mndcrn lechnology Platform ]

ﬂ{rull-Sewice Banking Support J

H[HQ nk Partnerships ]

Core Banking Systems

|P;Hﬂ'|'|l’_‘r|té Chn(kingl 5:3vin|;:| Credit |

w A anrels s =1 & es delivare W = i anmel 5 B SEf-TE =& epate £l
cluding T 1 1
i ¥ d art, i
v r ard gh & % ovid
B g, fral ; & & i &
arid d o
L e, B
L 1 mil
t a ' a " hroyy B 1w = o o 1R partar b 7 et
e m——— T ay— e e | 13w
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@ - Deliver Full-Service Banking Platform to Partners’ Customers BankMobile
Attracts Customers Through Digital Channels and Provides Back-Office Suppert in One Solution

BankMobile delivers a tull-service, centralized and customer-centric experience while alleviating the back-office and
administrative burden for white-label partners

ﬂFuII-Sewice Banking Support - - E Access toa Partner Dank —rrere———

e X
Deposit Compliance Solutions Call Centar @
Oparations [KYC, AML, BSA, Ete)) Dparations
Established Repulatery Foic

m Q_Qgg_q Bank License Approvals Insured Deposits
o o
Sy

Dehit Card Physical Infarmation
lzsuance ATH Access Security G\ @

Fol ﬁ Integrated, Streamlined Loan

Flexible &P1s Payment Railz Undenariting

Fraud Dats Analytics Cora
Management | Reparting Processing

r,

W 21 Techroiog s it u Bunk
prmaril " R
oumorrar wrd W FOIC rares pa:

coms rol prowice burkny swsvon., BastMobis o s achroiogy prowider B fecbines dupoiby e Backing o Debewer §oszroe s3d en "OH muwred perie besk. Ary rebeewcs i ar
" e etwreac b Bncnte prowiing Jnrvecan betwwen o caticmen and §ourtaer Tank. Tha Barkbickés beand and cudwmrk @ oy L I twhTRDON 0 IArnoi bR oA RS et i | X LY ]
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o Competitive Positioning BankMobile

Complete Digital Banking Platform

Mustrative Competitive Landscape

& o |
chime ) TRy
w oo L Synapse
CHASEQYSRO @ BBV il ile Wi
Reprasantative Firms | Bankiobile T MARDETA Why BankMabile Wins

0 e R [ s

Campetitive Diffa Kitian Wihite-Labal Consumer Bonks B Baa® Banks F|n:!c?:| Baals White-Label
MNeo Banks Frovidars Charters

Extrama partnerihip tailering . / ’ ’ '
Dleep s LovREr LE irdeqralid

Full-Baa5 Model
Complete white fob digito o . - ' ‘
® » O
Revenue share [ great consumer prices

Bankfuobile's abdity Lo tustomize and integrate a lully branded font and back end experience is a
dilferentialing approach and key Lo parlness wha bave a strong brand relationship with their customers
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@ Distribution Through Market Leadership Position in Higher-Ed BankMobile

Deeply Embedded Campus Relationships Allow for Customer Acquisition and “Customer for Life” Strategy

LL5. Higher-Ed Student Disbursement Market Sharg™ Benefit of the Higher-Ld Business

Total Addressable Market is 200 students and replenishes every year #171 ¥ Accossto M1 Inevery 3 collogs studants in tha 115

*  Ability 1o create “oustomer for life” through selling edditione financial senrice:
Faymnent produrts &s stadeats graduate
- :
Bankkiobile #  Prir cnorating SE0ME in annual rovanucs with #3M accounts antly
% an the pl
¥ Sea 4 o agy distributing mare than $108 of paymants a year

tic d negotiations on 2 new Partnerships that ane
product offerings to schoals and Incresse adoption of BMT

Fuchisive, Long-lerm and Contractual Campus Belationships

iversity client base of approximataly 725 eampuses ¥ BMT's min of S5E% & - 5 Vo 5
L o of cucr SRS
¥ N hallz e
¥ Average cllent renure & % years Le, fi hools, by o B
- I fremota leaming becomes mone comenon ar reguine
¥  Typlcal now contract toam ic 3= 5 years with suto.rencwal periods ot vadous longths

= B7% of 53E at better value “public” schools
—  Aetive pipaline of sehaals with ¥1M S5Ex
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° Highly Attractive Business Model BankMobile

Income Statement — Historical & Forecasted

Revenue Breakout by Major Categaries Historical & Projected Income Statement

TR T T T

idurchangi ared MoilenCad incentie incame bised
Card Revenue > P e ey e } Fre bsaCors Bewenes | fem| e i faaan T
#1K A3 s P e Doy Dt e, e 6 ey e e &1 ars 241
Deposit Seniting Feecharged to par d oe auciae e ] - . - i
e Eealances, of ue: Lemic e i Amars. e [ ui 147 1%
i Fre avaature Fre-L e firasd @Al g o S
I Tan Frperes g w no 5 "

& ¥ P s feas a8 3 e Formua Cor b wr
> Monthly sccount Pees, wire lees aod card S IreaTa LR ERN] Il iy
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e v g Jaridod Inpam i sy FEETT 41370 S13NL8 413954
el rmm

Siibi wan wind Lianssctiorual lees cheep, ] B et A s e
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Demon

strating Strong Performance Across Key Metrics

W
BankMobile
CardSpend Q3 Card Spend YTD Fal Serviced [deposits Organic Deposits YTD Hipher Ed Account Interchange
ma N i Retention Rata YTD
5984mm
51.4
574Lmm e, £2 1bn i) —
$597M
466Emm

¥R

51.1bn
a1’ 13

79k
c 69k
I |
. . |z
03 zo Q¥ 15D a3 20D i A o¥19YTE 0¥ 20D F¥ear Today
Traifng AvE.
Strang groseth driven by After falling 2% YOY In Growwth driven by increase
significant increases in yl, Dekbit Card spend In acco

both Higher Ed and While grew 32% in 02 and

Label 24%in O3

Groveth driven by
mis, arganic
deposils, amd boosted by

0¥ 18 YTD G 20YTD
2020 ratentinn |< Decline due to impaces of
stronger perfarming tracking abowe COvl
srouunts and boested by average of Urailing 3
-EEFEH:II :-l.i|||u|u=. rogranms -rEJEI HI :-li|1|u|u= programsz
I

craase in average
}‘.‘tll:-l retentian

CONSUMES el
exgach
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Case Study: Higher Education Business BankMobile

vi
Federal & Private Colleges & Universities  farih ok : Students Bﬂﬂ L{ M(:}bile
Disbursement = + VIBE
G Pay
[

&

ACH Trans(er o

Loan or Grant: Refund: Anather Bank or Check
$10,000 $1,500
Tuition:
T 8 $8,500
' %
- - - ~ -~ - - -
Clissismagsm e o T o * Disburzement ¥ Department of ¥ EGorvice & ¥ Technology + Audits B Record
Eliminating Complexity for Schools: Timing Ed Compliance Staffing Meeds Demands Kieeping

BankMaobile Higher-Ed Partnen

Student and Non-Studert Customer Accounts
Reventie Oppurtunfties = Subscription s from Higher-Ed Clients

= Interchange Revenue on Customer Acti

* Service Fees for Wire, Foreign ATR Trans L H

* Account Maintenance Fees for Non-Students

* Depasit Servicing Income from Serviced Deposit Balances

* Transaction Fees from Higher-Ed Clients
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Higher-Ed Business Unit Value Creation BankMobile

i

Bank Partners
= Bensfts of 2 DenkMohils Acoount
Foos fram Bank Conaumar = Righechdigiod banking *  Fragnaayal ST & cos
Partnars Deposits *  Finanaslecicsiaon

= Lowfees

discounisfrom ganners
kg sudy Tocks from

Darlem andfnancisl supoot
sarulipms from Bllshera

Subseription
and Othar Faas

Disbhursermant Distributad Through
Bankhebila Vibe Accaunt

v
BankMobile

Account Holder

Higher-Ed Campus

Manage Disbursemicnt Card Usage Drives Interchange Foas Paid by
Process Merchant, Customer Pays Some Aceountand
Usage Fass (&2, ATM, Card Ra-lssus, ate.|

| 26 Wl



New Business Verticals Performance BankMobile

/ Number of Open Accounts / EQP Serviced Deposit Balances \ /_ Card Spend \

|Sramd| % ta

Gt o ey ek A gy BT A ol e Ocx hiow Oeer Jan Feb Mar fpr May Jun Il dug Sep

e Qe Q413 0170 OF30 030 Qovern OF19 0120 QX0 O30
\l’xwml‘ 13% 18%  12% zm/ IQ"“"" % 3% 52% a-ws; // \Grnmn 9% 22% 44%  23% /

Account Level Performance of the New Business Verticals

EDP Serviced Daposit Balances Card Spend per Quarter

* {Ower the last twehe months quarterly card spend has more than par Account [$) Per Account (5]

doubled and the number of accownts has grown by nearly 80%

* Sprviced deposit balances are growing exponentially and hawe grown by

ot vl
aver J00% in the last twehe manths ﬂ.a""'ﬂw *me
» Owersll growth i driven by both incressing number of sccounts and
awerape pocount performance
* New Business Acownt Level Metrics:
* EOPF Serviced Deposits Balances up 14E% Yo per Account II! II! I] Il I II!
* Quarterly Card Spend up 60% YoY per Accounl

0319 04"1% 0120 2" 0320 G3'19 04'15 Q1720 Q220 Q3T

W New Business B Totsd BMT B Highe &d B Mew Business B Totsl BMT 8 Higher Bd

| 17
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White-Label BaaS Market Opportunity BankMobile

I Maszsive ldentified Addressable Market I [ KeyMarket Attributes of Target Partners ]

o &
wir I-xisﬁngldnntiﬂnd’ m =50 Million Tpw

Market Prospects Establishad Brand Equity Imimanse, Caplive Customaer Base
- - Ty
i Customer
Pipeline related m ~150 Million %
i to Mew White Prospects ""'""5"‘"""""""’“"""
\ Label Partnerst! y i
— R
— =
(" A @E‘E e
Total Identified o, T Hon Diverse Marketing Channels Murmarous Natura Checkout Momants
% s, >200 Milli
B s 8 rospect e sl = e
\, ’ att CTE45E SWARENESS Bariking-ab-g-Gervice mosysls

BankMaobile is targeting to add ane new large partner per year and is currently in multiple REP processes

Sepmarh sl eEct o Semited Whis-ube poipers Thabed = priseasy corseaeben e Barkkobds; Temodase sckasreiepin et b 3 hody b S auiore Teedes smanp wiva-abel colzoen isd oty bl | 28 \"'



Our B2B2C Differentiation

Low Acguisition Costs,
High Adoption Rates

=6

Competitive
Economics

“Durkin Exempt®
|I1|.EH.|'IHIISE-|:|HI'[
bndel

Digital First
Branchless

Large Aggregalars of

Lo Fee Banking
Consuimess

with Benefits

Reduced On-Partnes

Trusted Brands Expanse

Matural Chedkout
Iameants

Attractive
Revenue Share

Bunklt:lobile

> >

Acumen to Scale't! T-Maohila via TRk

Competitive Deep
Advantage Experience
e Dee g
Irterchange Alone B2B2C Banking
Srnall Banks Linahle
@ Invest Adarpiate § o =20 MIlian
Build Baas Platform Arcounts
Regulators Wary of
% Allowing Fintechs Launched
— Withaut Fanking Partnurship with
E Fél?r:;ﬁ:d ﬁﬂ}} Proven Service &
§ : Lielivary Model
Mot-Pregald Partners = il
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Experienced Management Team BankMobile

Vision and Experience to Execute

Management Team

Oy the Numbers
Luvlean Sidhu Bob Ramsey Robert Diegel e 1| A ‘_::'—

{ogn) - FirsTrRusT

AR i)

AL 254 | =

Moz
Warren Taylor Andrew Crawford Robert Savino Tl
Chief Custamer Gfficer Chigf Commeroial G ~hief Prodoct G ficer . Rank
n- Foliner X
Higher Blne — Koy Industry Expertise
b B TP ) Eaharge stry Experiance
=yt # Savercign Rank i ) Bmltﬂi e iged-o @ FinTach
'm‘ Banking
lamie Donahue 'ﬁ Complianve f Risk Management
e R i) L @ Operatinns
EI H (ﬂ} Finance

s feen O

Crigital Markeling

|30 W
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Tremendous Platform Growth Opportunity BankMobile

Multiple Levers to Accelerate Growth

KA
K N

Turther Expand Within

*
Expand Student Adoption s ;
Existing White Label

and Create Long-Term
Customer Relatinnships by
Lepanding Acc
Producis

¥ Distributethe platfarm ¥ Capitalize oarabist o
iroug: Panmels to marketpaie fencers,
apien upincramertal TR a

¥ Cantins to add new 5565 v Drtve sirong ceganic graveth by *  Cantines AFP Proces:

SUCCESsTL Il elecuting On gl sirategic dismussions

e vetted blur

pat

= Expand bank partrershipsto oustomer basas
expand actasstooradit

niwerse of

L ieyt:]

' Inreask sdoptinn rates
thraugh naw parinerships




Financial
Information
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Income Statement — Pro Forma Core Historical & Forecasted R

|_comapeobermeiore | pmoe ] wae 1 amr |
FPro Fema Core Revenges (Smmj 5513 50,2 S10a0 514394
Lirga Pr FrrmaCore Opes Ex L Degrec & Snocl ) (e LEEY LtE] &2 A i
Pea Fenma Dore BBADA (Smim|* [EEEE] 35K 25 5503
= |merest Diparge | Smm (/53 14 0G 03
Lims: Do i i Asvmr 0 (G L 2] 1.7 .7 |7
Pra Ferma Core Pre-Tas lacoms [Smen) (ELELY 5831 562 5333
| Tae Capense | 5w [T} 0o 15 [:11]
Pras Fonma Corse Bl inanme mm} [LER [ELE 342 3154
Ayerage Serviced Depasns Smm) 55445 57570 51,314 £2.3150
T¥ GrawTE
Average Sevee Gepoun £ % 9%
Pro R Coce Rewnves ] =1 0%
#m b Coee Ot (Rer! Depreroean & Amerivebenf o % %
Fra Feana (o FETTODA - 455K 134%
Fro b Dove Nt acome = c 44r%
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Financial Summar

Yy

W]t

15 n madicues)

brezrchonge and card reses e 567 E74 i R s £
Cwpoaitasres i an azm 11a m5 FL
wccaun fres EL *R (i) ] BS s
Uinkmrloy feem 13 13 ] a7 a0 s
v 03 16 M ar 13 )
|m:nmm Cors Rewsnues 5153 5102 0% HARS 5104 3
Pro Forma CoreOptx jtecl. Depr. & Amort| 133 140 (1) a6 T a7 4 =i
|wunrrm. Crra BRI A 14 SlE am 5231 20 L
L3 : i mt e panas £ [ Y a1 11 L
Lz epreriavion & Amarizaron 3z 3E {ra £ Ra FL
Pro burma Coee Pre-l ax oeme sz SO aw 15851 [EEL] L1
Total Sevned Deposies . Bl 5565 5584 4% 5586 5544 40
Toal Dabit Spend 5oy smm Frad s1m3 xana 18%

BankMobile

Irzerchangeand card rewe nues ezl ined, desgite significant
promt in cand spend dusts S1mm droo e ATH releted ressrus
and riedoed inta e el Tt

D=post senicing fees incressed, driven by 25% growth in overage
Heprst halanres.

Universicy feasbensfmed from COVID-eimed sanioes o i ed
o Ew, nor-suEmnEionciens

S0 on g e Fownks Eerecfin Lo o
Irdiaives |sunched 0 2015952

A Vet et T
levernge iniiaives ivplsmenped in Occo ber 1130

IrEEres on dosn

| Py a1 i ] o O T2 N e e 2000 i
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FY 2020 Update

COVID Impact of Updated Financials

2020 projections wara astablishad ot tha start of the year. Enpactations have baan
raviieed bagad an sctus| yasr-to-dute axpariance and updeted anpactatians for tha

fourth quartar

Managemant stiributes ot least 33.8mm of the decline in expected revenuss directly ta

CoviR

Tmpact Brom delays in fmplementin
o COAVID

. 0.4 million estinmste
zhven the portlon ATRA

Estimatod rovision to ERITDA is approximately $1.5mm despite the impact of COVID.19

Pro Foirea foie SE13 A 3650
Fzsznues|Smm)

ProFonma tone LRl ana 358
ERITDS [Serrm)

Proforma Cors et 15122} s 1383]
IntomeiEmm|

Bunklt:lobile

Aevenue Growth Returned to Expectad Lavels Aftar
Pandemic Related Slowdawn in Early 2020

Wi Change in Pro Forma Carne Revenues

Pre-L0VNE 20 - F1 Pra Faree o

Core Rev Growth Projection: 18% -
T
-0%:
a1'20 Q220 03 'z20 EST O4'20

N

L
n
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Cost Controls and Revenue Growth Drive Operating Leverage BankMobile

Focus on Expense Control as BMT Initiatives Launch and Exit “Build” Phase

2019 2020 2021 Beyond
Ongoing 510mm Contract Optimization Initiative!! Blmeuirrig
Focus on Expense  Annualized Benefit $1?mm Annual
- Savings
Management * initistives focusedon
coriliscl cotimization and DpEx

pracess autcmatian and Ongoing S7mm Annualized |§ R RE——————— 25%  ssvinm
resulted In permansnt Benefit Ratelt!

reduction to cost hase

* Benefits bagan In 2H 201G

ant included 35mm savings
in 2019

' Operali

automation, and vendor
negatiations launched In (34
2070

* Expected to genesate 1.7

il in 202004,

rance costs

Maintaining
Revenue High
Growth

2019 Pro Formna 2000E 20ME

EMT Forecast Revenues

mns awrsg of 5L crciried Sy comgey o caals otk premces sty @ 3200 ek ese 06d ST egreeTent end EovI
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Financial & Operating Highlights BankMobile
BankMabile (BMT)'s Model has enabled it to establish a highly attractive financial & operating profile

>5mm
's5E 151

Ia lege Students

Accounts 14

Hizhar-Ed Cligmt
Retantion |by S5E4) 1140

$11.7bn

Totsl Student Refund
Dollars Processed ©!
Pro Forma Core Revenue Rowvenue EBITDA Margin

$2.7bn sedmm KN $104mm

Debit Spend ¥ LTMA as of 972020 LI 2021E M zoz1g Wl

$944mm

EaP Sarvicad
Dmpasits 1




)
BankMobile
Valuation Overview of BMTX Shares Distributed to CUBI Shareholders

" Enterpriss velss multiples are valued at o sipnfficant discowst when looking at ZDZ1E EDTDS and revenge
Cxinmris Vs
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Recognized Market Leader

FPremier Brand Positioned for Significant Growth

W

an
ar

2

Best-in-Class
Digital Bank

> >

Recognized
Market Leader

Rapid Market
Expansion

ymang the Largest

: 1] “ate

? e S nE e
|atforms

onles

Full Saite of Banking g
P e TR n@

>

o4

~d

Positioned For
Significant Growth

>

POE o |

Bunklt:lobile

Gl

Strong
Financial Profile

~566.9M

30%

2019 - 2021F Pro Forma Carr

Rovenur CAGR

~$925M

dred Depasits

38%

fwg. Sordea Dopecht-Growth

17%
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BankMobile Average Account Performance Comparison BankMobile
Key Operating Metrics Comparison against Leading UK based Digital Banks

Illustrative Analysis Highlights
532 ) 531 BankMobile compares
Revenue per Account 1] 328 tavoral ith hoth Monzo
527 and Revalut on key metrics
Bonkfickile Bomidicbile i monzo T
e i W M. g Revolrt reported 10mm
i i custormer he and of 2019
EQP Serviced 242 5 < S04 and was last valued at 5550
c 204
rdaatad B = 1 =
Account = ) o
okl Bankmobie ) monzo Revot] Monzo reported 2.75mm
As o 8,301,010 Hia Fisewd 019 £ 272930 and
$19.6 ast valued at 51,58
Card Rev per i it i
pecoum E = u 0
Saonkidokde Bankbicbile i1 monzo Revol )
AT s Feral A5 il E
Asnvalses
Valuation per 500 $375.0
Account ¥ 2 3 N
Barkidctle i1 menze i

L L T T

e g T1:1E] it 1 83 e P s Fnrersvadim gt | a1 v




‘B{mkmobile

Business Model Comparables

Differences to BMT

Similaritiesto BMT

= mode] 5

| - Competitive product to the end consumer
& fi e lint ircl Enan me
Gan s

i o .
ajardy of its seomamies fom the digital Bank

“NecBanks™
Igher =
ChH‘L“IE ¥ # monza, Gensrates Tk wast o
R H 2 E BICOUNLS
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Proposed Capitalization and Ownership
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Capitalization at Closing
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BankMobile

Reconciliation to Pro Forma Core Financials
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Reconciliation to Non-GAAP Financial Measures BankMobile
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Reconciliation to Non-GAAP Financial Measures (Continued)
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Exhibit 99.2

Custumers%Bancorp, Inc.

Customers Bancorp, Inc.
701 Reading Avenue
West Reading, PA 19611

Contacts:

Jay Sidhu, Chairman & CEO 610-935-8693
Richard Ehst, President & COO 610-917-3263
Carla Leibold, CFO 484-923-8802

Customers Bancorp Discloses Favorable Mid-Quarter Financial Trends

West Reading, PA — December 11, 2020 — Customers Bancorp (“the Company”) is hosting a special webcast at 10 a.m. EST today with the investment
community to discuss the pending divestiture of BankMobile Technologies, Inc. and offer commentary regarding the Company’s mid-quarter financial
performance. Registration information for the webcast and other details are provided later in this release.

Customers Bancorp is pleased to report that its financial performance quarter-to-date has remained favorable, despite significant headwinds stemming from the
pandemic and related economic dislocation. Consistent with our expectation, asset quality has been stable as evidenced, most notably, by trends in nonperforming
assets and net charge-offs. Nonperforming assets were $69.3 million or 0.38% of total assets at November 30, 2020, up modestly from $63.7 million or 0.34% of
total assets at September 30, 2020. The pace of net charge-offs has slowed recently, totaling only $5.3 million in October and November 2020 combined. Nearly all
of these charge-offs were in the consumer installment portfolio, with virtually none taken in the commercial loan portfolio. The Company also continues to make
progress in reducing commercial, consumer, and residential mortgage deferments. Total deferrals declined to an estimated $244 million or 2.2% of total loans and
leases at November 30, 2020 from $302 million or 2.6% of total loans and leases at the end of 3Q20.

“Rigorous underwriting standards and loan portfolio management have been central to the Customers Bank story from the beginning. And as a result, we expect
our asset quality to continue to perform in line with or better than peers during this challenging economic environment,” commented Customers Bancorp Chairman
and CEO Jay Sidhu.



Other mid-quarter financial highlights include an acceleration in the recognition of deferred origination fees from Paycheck Protection Plan (“PPP”) loans. In
October and November 2020, the Company recognized $11.8 million in PPP deferred origination fees, including approximately $4.0 million from loan forgiveness.
In addition, excluding the impact of PPP loans, our net interest margin is forecast to expand to about 3.00% in the fourth quarter of 2020 from 2.86% in the prior
quarter. “Over the next several quarters, we think we are well positioned to meaningfully outperform our peers with respect to the trajectory of our net interest
margin,” said Carla Leibold, Customer Bancorp’s CFO.

Special Webcast Links

Customers Bancorp has scheduled a webcast with investors and analysts for today (Friday, December 11, 2020) at 10 a.m. EST. BankMobile Management will
make a presentation on the webcast and answer any questions.

Register online for the webcast at: https://event.on24.com/wcc/r/2922293/D184BC40F18D6B01ACIDEC30122964FF. The live webcast and on-demand replay
will be made available for registrants at https://www.customersbank.com/investor-relations/.

Corporate Overview

Customers Bancorp, Inc. is a bank holding company located in West Reading, Pennsylvania engaged in banking and related businesses through its bank subsidiary,
Customers Bank a full-service bank with $18.8 billion in assets as of September 30, 2020. A member of the Federal Reserve System with deposits insured by the
Federal Deposit Insurance Corporation, Customers Bank is an equal opportunity lender that provides a range of banking and lending services to small and medium-
sized businesses, professionals, individuals and families. Services and products are available wherever permitted by law through mobile-first apps, online portals,
and a network of offices and branches. Customers Bancorp, Inc.’s voting common shares are listed on the New York Stock Exchange under the symbol CUBI.



“Safe Harbor” Statement

In addition to historical information, this press release may contain “forward-looking statements” within the meaning of the “safe harbor” provisions of the Private
Securities Litigation Reform Act of 1995. These forward-looking statements include statements with respect to Customers Bancorp, Inc.’s strategies, goals, beliefs,
expectations, estimates, intentions, capital raising efforts, financial condition and results of operations, future performance and business. Statements preceded by,
followed by, or that include the words “may,” “could,” “should,” “pro forma,” “looking forward,” “would,” “believe,” “expect,” “anticipate,” “estimate,” “intend,”
“plan,” or similar expressions generally indicate a forward-looking statement. These forward-looking statements involve risks and uncertainties that are subject to
change based on various important factors (some of which, in whole or in part, are beyond Customers Bancorp, Inc.’s control). Numerous competitive, economic,
regulatory, legal and technological events and factors, among others, could cause Customers Bancorp, Inc.’s financial performance to differ materially from the
goals, plans, objectives, intentions and expectations expressed in such forward-looking statements, including: the adverse impact on the U.S. economy, including
the markets in which we operate, of the coronavirus outbreak, and the impact of a slowing U.S. economy and increased unemployment on the performance of our
loan and lease portfolio, the market value of our investment securities, the demand for our products and services and the availability of sources of funding; the
effects of actions by the federal government, including the Board of Governors of the Federal Reserve System and other government agencies, that effect market
interest rates and the money supply; actions that we and our customers take in response to these developments and the effects such actions have on our operations,
products, services and customer relationships; the effects of changes in accounting standards or policies, including Accounting Standards Update ("ASU") 2016-
13, Financial Instruments—Credit Losses ("CECL"); and, our ability to divest BankMobile on terms and conditions acceptable to us, in the timeframe we currently
intend, and the possible effects on our business and results of operations of a divestiture of BankMobile or if we are unable to divest BankMobile for an extended
period of time. Customers Bancorp, Inc. cautions that the foregoing factors are not exclusive, and neither such factors nor any such forward-looking statement
takes into account the impact of any future events. All forward-looking statements and information set forth herein are based on management’s current beliefs and
assumptions as of the date hereof and speak only as of the date they are made. For a more complete discussion of the assumptions, risks and uncertainties related to
our business, you are encouraged to review Customers Bancorp, Inc.’s filings with the Securities and Exchange Commission, including its most recent annual
report on Form 10-K for the year ended December 31, 2019, subsequently filed quarterly reports on Form 10-Q and current reports on Form 8-K, including any
amendments thereto, that update or provide information in addition to the information included in the Form 10-K and Form 10-Q filings, if any. Customers
Bancorp, Inc. does not undertake to update any forward-looking statement whether written or oral, that may be made from time to time by Customers Bancorp, Inc.
or by or on behalf of Customers Bank, except as may be required under applicable law.
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