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Good morning. I'm here for the fun part of this presentation: to talk about the technology. How
many of you have seen the Tech Expo? Good number. So you saw part of what we have built and
I encourage the rest of you to go visit the Tech Expo after the Q&A.
We are a leading financial technology company. Both Curtis and Brian talked about how all our
services are delivered through technology. We have a fairly large number of technology
professionals and we do invest a significant amount in technology every year so our clients
don't have to.
Let me talk to you about how we have made progress in increasing the return on technology
investment in the last two years. We have done that by simplifying our technology as well as by
leveraging our Global Delivery Centers and shifting more of our technology dollars from tactical
to strategic initiatives. In short, we are doing more for less.
In technology, there are two major components, infrastructure as well as application
development.
Let me talk to you about infrastructure. With all the digitization that goes on, the demand for our
infrastructure services continue to go up. As you can see, both storage, as well as computing
has gone up. Not too long ago the cost of storage used to be very high, so the result was we
didn't capture all the business events and the details that are necessary. We only captured
what was necessary from a regulatory perspective. But in the days of Big Data, you can see that
we need to capture a lot more data around all the business events and the client interactions so
we can deliver actionable insights to our clients as well as to our businesses.
And same thing is true for computing; the more data that we have, the more computing power
that we need because things like machine learning and predictive analytics are going to play a
major role in technology, and that's what our clients have come to expect.
In spite of these increases in demand for the various infrastructure services, our infrastructure
cost has actually come down, and it is down by 6% in the last two years. We have done that by
making sure we continue to reduce the unit cost and we provide lots of choices to our
application developers. For example, in storage, we have many storage peers at various price

points. People can use appropriate ones for their different needs and we've also done the same
thing with computing.
We now have a cloud offering that makes it possible to use the capacity when they need it and
release them when they no longer need them. In addition, we've also improved the service level.
If you look at the number of customer-impacting incidents in the last year, it has dramatically
come down. So we offer a better service level.
We have invested in a new initiative called Digital Workplace to improve the productivity of our
employees.
We are also continuing to modernize the infrastructure.
And we continue to invest in information security to mitigate all the technology risk.
So in summary, we are doing more for less from an infrastructure perspective.
Now let me talk to you about the other component, application development. To create great
software you need great technology talent. And to be an effective technology professional, you
not only need to understand the technology that you work with, you need to understand the
business, you need to understand the clients you serve and their needs, as well as you need to
understand the architecture that's unique to us as well as the process by which we create
software. To do all that, it takes effort and it takes time.
Not too long ago, many of our businesses had close to 30% of their technology staff as
consultants and we would get them at the beginning of the project and at the end of the project
we would release them. And in the middle, we actually spent time training them; not a highly
productive thing to do.
What we have done is we have in-sourced all those consultants. We are not completely done
yet, but what it allows us to do is to create pools of talent in various competencies that we need
so we can deploy them according to business priority on the various projects. That makes a
huge difference.
In the process of insourcing, we have actually created 8% more capacity in application
development. Now, having highly productive technology talent in this day is an asset and that's
exactly what we are trying to build here.
In the process of creating the 8% extra capacity and a highly productive technology talent,
we've been able to keep our costs low. Our unit cost has come down by 6% in the last two years
and our total application cost has come down by 1%. In addition, we are also enhancing the
talent pipeline by recruiting from leading campuses, and we’ve taken a fairly large number of
interns and fresh graduates in the last two years, put them through a training program so they
could be effective when they start working on our projects.

As Curtis mentioned, we've also created an innovation center in Silicon Valley. I think it's critical
to our success because the way the Internet companies build technology and the way the
financial institutions have historically built them are very different. And for us to be successful,
we need to figure out how to connect to the ecosystem of unique talent that's only available
there where you get to listen to what other companies are doing and, in many cases, they
actually share their technology through open source and we're able to leverage them. We are
also creating innovation centers globally – in Chennai, in Pune, as well as in Jersey City – to
make our existing employees highly productive and collaborative so they can get up to speed on
the new architecture as well as the ability to reuse common services.
I would say we have delivered more for less. And not only have we delivered more for less, we're
also very careful about how we deploy these technology dollars. In the last two years, we have
shifted close to 20% of our technology investment from tactical to strategic initiatives.
Let me talk to you about three of them today.
The first one is how do we simplify our technology? We do that through our architecture. This
architecture has three major components. Let me start with the bottom one.
It is what we call a data center versus service. This is where you have the data centers and the
infrastructure, the hardware operating system and such, and there is a tremendous change that
is taking place. And this has a very short life, and companies like Google and then Twitter
employ a phenomenal amount of computing power to do what they need to do.
At one point in time, we looked at outsourcing this particular layer, but we thought outsourcing
may actually constrain us from taking out infrastructure to the new world. So we chose to keep
them in-house. And as I mentioned, we actually got the benefit financially already and we will
continue to get that.
The next layer is the application layer. Now this is unique to BNY Mellon. This is what is the
comparative advantage to us and this has a very long life. Applications that we build tend to be
around for 25, 30 years. What's critical is to make sure we build them in such a way that they are
not too tied to the underlying infrastructure. And that's one of the objectives of our architecture.
And the last layer is what we call the layer of innovation. This is where our clients interface with
BNY Mellon either through a portal or through some kind of an API. And this is a very short life
and clients expect us to provide the kinds of services that they expect at home and this is where
we use things like iPhone and iPad and hopefully soon Apple Watch. That's the kind of
innovation people expect us to provide in this layer.
All these three layers are what we call BXP. It's BNY Mellon Extreme Platform. For those of you
technically inclined, it's a platform-as-a-service. The benefit for a developer is they don't have
to worry about all the complexities of this ever-changing infrastructure at the bottom and there
is a framework for you to build applications and it makes it easier for use to use common

business services. The end benefit is, you make the developer highly productive, you make
things faster; the faster time to market is important.
Where do we see the benefits already? One of them is the time it takes to provision
infrastructure clearly has dramatically come down. For example, it used to take three to six
months from the time someone wants a particular server, we place the order, it gets delivered,
it gets cabled. That's no longer the case. Any developer can provision the infrastructure in under
40 minutes. And that makes it possible for them to use them when they need to and then
release them. And as you can see, the cost of ownership has come down as well. Overall, from a
time-to-market perspective, it's making our developers productive, so it's making it easy for us
to build solutions for our clients.
The next benefit is the client experience. This is the top layer, I was talking about. We use a
methodology by Forrester to measure the client experience and now we have done that twice in
a year. We are able to see the progress that we're making in terms of user satisfaction, client
experience as well as the Net Promoter Score. And this is something that allows us to
objectively measure the client experience as perceived by them and continue to improve this.
Now let me talk to you about the second initiative, is what we call Digital Pulse. Now, why do we
need Digital Pulse? Before I get to that, let me give you a bit of research from MIT.
MIT has looked into lots of financial institutions and other institutions, and they have kind of
come up with dominating cultures in various institutions. So let me start with a culture of
heroics. This is where you have critical people part of delivering service and when they're not
around, their service suffers. It's not very scalable; it's obviously not preferred. A lot of people
are moving towards the culture of disciplined process. This is where you have common
processes and common components, a single interface to the clients. It's better but it's not
necessarily engaging all the employees. It's kind of a top-down approach.
The culture that they prefer is what they call an evidence-based management culture. This calls
for, if you were to have a single source of truth, a common definition of success, a scorecard to
set goals, to measure progress and to hold people accountable, to hold every employee
accountable, then they have found the companies do extraordinarily well. This is what we are
trying to you implement in BNY Mellon, and Digital Pulse is what makes that happen.
This is as simple as ‘what gets measured gets managed.’ How do we do it? We have four
components. Let me walk through it.
The first one is what we call capture. So this is where we need to capture every business event
and the details surrounding it and all the client interactions that go with them. It's easier said
than done. We have taken an innovative approach to building that. We are using the concepts of
Internet of Things to really get all these business events, so we don't have to open up all the
applications.

The next component is store. How do we store all these events in a single repository? And that's
critical as well, because when you store them in a single repository, it makes it easier for us to
do the analysis. Now, historically people have always measured things and they would do them
through spreadsheets and such and the end result was most people spend time collecting the
measurements, not necessarily acting on them. And the benefit here is our employees can go to
using the data instead of collecting the data and that's the last part. How do we make it
possible for our employees to act on it. And as this gets ready for prime time, we would share
the same infrastructure, same platform that's built on Big Data, cloud computing and Internet
of Things to our clients.
Let me give you an example. We just instrumented one of our businesses, fund accounting. The
end result is, they are able to see the service levels and the straight-through processing by
fund, by process, by location. They're able to see the relative performance of all location. That's
the kind of insight that will allow us to identify the ways to improve service levels, lower cost
structurally as well as manage the risk.
This is a major initiative for us and this is something we are deploying across the whole
enterprise. In addition to fund accounting, we've also implemented in US Transfer Agency,
Corporate Trust and Treasury and broker-dealer services and hopefully we'll begin to see the
results of this pretty innovative solution here.
And the third initiative is the technology drives our business. Now, when people talk to me
about BNY Mellon technology, they only talk about the custody platforms. Yes, it is true, we
have three of them and we are on our way to one, but it really accounts for less than 5% of our
technology budget.
We offer a lot more technology literally across the whole investment lifecycle and I encourage
all of you to visit the Tech Expo to get a feel for all the kinds of technology we have.
We have great technology on the wealth management space. About 1,600 financial institutions
use our wealth management technology platform. We have built and host 600 retail brokerage
websites. We actually have built technology for the government to modernize their business and
we have an Eagle platform where we service close to $21 trillion. So we have the depth and
breadth of the technology you need to service the investment business.
We are also invested in integrating with lots of third parties. We have close to 250 third-party
integrations, so our clients don't have to.
And the last point is our clients leverage our scale to make sure they variablize and lower the
costs.
In all, technology is a critical component to what we do and it's not just a matter of costs; we do
get a good amount of revenue from the technology.

To sum it up, in the last two years, we are delivering more for less. We are investing in a lot more
strategic initiatives and I would encourage all of you to visit the Technology Expo.

CAUTIONARY STATEMENT
A number of statements in our presentations, the accompanying slides and the responses to your questions are
“forward-looking statements.” These statements relate to, among other things, The Bank of New York Mellon
Corporation’s (the “Corporation”) expectations regarding: our priorities; expense management; positioning for
earnings growth; investments in organic and revenue growth opportunities and optimizing business mix; impact
and upside of normalized conditions; run-rate savings of continuous process improvement; consolidation of
operating platforms; return on technology spend; operating leverage; returns on tangible capital; financial
priorities; expanding margins; ability and estimated time to meet liquidity coverage ratio (“LCR”) and other liquidity
and capital standards and regulatory requirements; anticipated tactical, deposit base and balance sheet actions in
current and normalized environments; changes in the composition and yield of investment securities in connection
with the LCR; target, projected and estimated (in current and normalized environments) capital ratios, LCR and
leverage ratios, net interest margin, return on common equity, return on tangible common equity, deposit levels
and run-off, EPS and revenue growth; capital plans and position, including target total payout ratio, dividends and
share repurchases; possible actions to meet the supplementary leverage ratio requirement and estimated impact
to ratio; normalized environment outlook; financial goals in the current environment and normalized environment
on an operating basis; strategic priorities and key initiatives in investment management and margin impact;
investment management financial goals in a flat and rising rate environment; positioning of markets group for
outperformance; markets group strategic priorities and impact on growth, profitability and return on capital;
estimated revenue contribution by business line of markets group; markets group revenue growth and operating
margin; investment services strategic priorities and transformation process and impact on operating margins and
earnings growth; strategic platform investments and margin impact; investment services fee growth; investment
services financial goals in a flat rate and rising rate environment; strategic priorities in technology; estimated
indexed storage demand, demand for computing, infrastructure cost, headcount, application development unit and
total cost and strategic investment as a percentage of portfolio; technology infrastructure and monetizing
technology capabilities; and statements regarding the Corporation's aspirations, as well as the Corporation’s
overall plans, strategies, goals, objectives, expectations, estimates, intentions, targets, opportunities and
initiatives. These forward-looking statements are based on assumptions that involve risks and uncertainties and
that are subject to change based on various important factors (some of which are beyond the Corporation’s
control).
Actual results may differ materially from those expressed or implied as a result of the factors described under
“Forward Looking Statements” and “Risk Factors” in the Corporation’s Annual Report on Form 10-K for the year
ended December 31, 2013 (the “2013 Annual Report”), and in other filings of the Corporation with the Securities
and Exchange Commission (the “SEC”). Such forward looking statements speak only as of October 28, 2014, and
the Corporation undertakes no obligation to update any forward looking statement to reflect events or
circumstances after that date or to reflect the occurrence of unanticipated events. For additional information
regarding the Corporation, please refer to the Corporation's SEC filings available at
www.bnymellon.com/investorrelations.
Non-GAAP Measures: In this presentation we may discuss some non-GAAP adjusted measures in detailing the
Corporation’s performance. We believe these measures are useful to the investment community in analyzing the
financial results and trends of ongoing operations. We believe they facilitate comparisons with prior periods and
reflect the principal basis on which our management monitors financial performance. Additional disclosures
relating to non-GAAP adjusted measures are contained in the Corporation’s reports filed with the SEC, including
the 2013 Annual Report, our Quarterly Report on Form 10-Q for the quarter ended June 30, 2014 and the
Corporation’s Earnings Release for the quarter ended September 30, 2014, included as an exhibit to our Current
Report on From 8-K filed on October 17, 2014, available at www.bnymellon.com/investorrelations.

DISCLOSURES
BNY Mellon Investment Management is one of the world’s leading investment management organizations and one
of the top U.S. wealth managers, encompassing BNY Mellon’s affiliated investment management firms, wealth
management organization and global distribution companies. BNY Mellon is the corporate brand of The Bank of
New York Mellon Corporation and may also be used as a generic term to reference the Corporation as a whole or its
various subsidiaries generally. Products and services may be provided under various brand names and in various
countries by subsidiaries, affiliates and joint ventures of The Bank of New York Mellon Corporation where
authorized and regulated as required within each jurisdiction.
Products or services described herein are provided by BNY Mellon, its subsidiaries, affiliates or related companies
and may be provided in various countries by one or more of these companies where authorized and regulated as
required within each jurisdiction. Certain investment vehicles may only be offered through regulated entities or
licensed individuals, such as a bank, a broker-dealer or an insurance company. However, this material is not
intended, nor should be construed, as an offer or solicitation of services or products or an endorsement thereof in
any jurisdiction or in any circumstance that is otherwise unlawful or unauthorized. The investment products and
services mentioned here are not insured by the FDIC (or any other state or federal agency), are not deposits of or
guaranteed by any bank and may lose value.
This material is not intended as an offer to sell or a solicitation of an offer to buy any security, and it is not provided
as a sales or advertising communication and does not constitute investment advice. MBSC Securities Corporation,
a registered broker-dealer, FINRA member and wholly owned subsidiary of BNY Mellon, has entered into
agreements to offer securities in the U.S. on behalf of certain BNY Mellon Investment Management firms.
Securities in Canada are offered through BNY Mellon Asset Management Canada Ltd., registered as a Portfolio
Manager and Exempt Market Dealer in all provinces and territories of Canada, and as an Investment Fund Manager
and Commodity Trading Manager in Ontario.
The value of investments and the income from them is not guaranteed and can fall as well as rise due to stock
market and currency movements. When you sell your investment you may get back less than you originally
invested.
Rankings include assets managed by BNY Mellon’s investment boutiques and BNY Mellon Wealth Management.
Each ranking may not include the same mix of firms.
Alcentra Limited, Insight Investment Management Limited, Newton Capital Management Limited, Newton
Investment Management Limited and Walter Scott & Partners Limited are authorized and regulated by the
Financial Conduct Authority. The registered address for Alcentra Limited is 10 Gresham Street, London, EC2V7JD,
England. The registered address for Insight Investment and Newton is BNY Mellon Centre, 160 Queen Victoria
Street, London, EC4V 4LA, England. The registered address for Walter Scott is One Charlotte Square, Edinburgh,
EH2 4DR, Scotland.
The Alcentra Group refers to the affiliated companies Alcentra, Ltd. and Alcentra NY, LLC. AUM includes assets
managed by both companies.
BNY Mellon Cash Investment Strategies (CIS) is a division of The Dreyfus Corporation. IMPORTANT INFORMATION
129 Disclosures
Insight Investment Management Limited and Meriten Investment Management GmbH do not offer services in the
U.S. This presentation does not constitute an offer to sell, or a solicitation of an offer to purchase, any of the firms’
services or funds to any U.S. investor, or where otherwise unlawful.
BNY Mellon owns 90% of The Boston Company Asset Management, LLC and the remainder is owned by employees
of the firm.

BNY Mellon owns a 19.9% minority interest in The Hamon Investment Group Pte Limited, the parent company of
Blackfriars Asset Management Limited and Hamon Asian Advisors Limited which both offer investment services in
the U.S.
Insight investment's assets under management are represented by the value of cash securities and other economic
exposure managed for clients. Services offered in the U.S., Canada and Australia by Pareto Investment
Management Limited under the Insight Pareto brand.
Meriten Investment Management GmbH does not offer services in the U.S It was formerly known as WestLB Mellon
Asset Management KAG mbH.
The Newton Group (“Newton”) is comprised of the following affiliated companies: Newton Investment Management
Limited, Newton Capital Management Limited (NCM Ltd) and Newton Capital Management LLC (NCM LLC). NCM
LLC personnel are supervised persons of NCM Ltd and NCM LLC does not provide investment advice, all of which is
conducted by NCM Ltd. Only NCM LLC and NCM Ltd offer services in the U.S. AUM for the Newton Group include
assets managed by all of these companies (except NCM LLC).
BNY Mellon owns a 20% interest in Siguler Guff & Company, LP and certain related entities (including Siguler Guff
Advisers, LLC).
Securities transactions are effected, where required, only through registered broker-dealers. Pershing is the
umbrella name for Pershing LLC (member FINRA, SIPC and NYSE), Pershing Advisor Solutions (member FINRA and
SIPC), Pershing Prime Services (a service of Pershing LLC), Pershing Limited (UK), Pershing Securities Limited,
Pershing Securities International Limited (Ireland), Pershing (Channel Islands) Limited, Pershing Securities Canada
Limited, Pershing Securities Singapore Private Limited and Pershing Securities Australia Pty. Ltd. SIPC protects
securities in customer accounts of its members up to $500,000 in securities (including $250,000 for claims for
cash). Explanatory brochure available upon request or at www.sipc.org. SIPC does not protect against loss due to
market fluctuation. SIPC protection is not the same as, and should not be confused with, FDIC insurance.
Investment products (other than deposit products) referenced in this brochure (including money market funds) are
not insured by the FDIC (or any other state or federal agency), are not deposits of or guaranteed by BNY Mellon or
any bank or non-bank subsidiary thereof, and are subject to investment risk, including the loss of principal amount
invested.

