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FORWARD-LOOKING STATEMENTS AND ADDITIONAL
INFORMATION

This communication contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995 including, but not
limited to, KeyCorp’s expectations or predictions of future financial or business performance or conditions. Forward-looking statements are typically
identified by words such as “believe,” “expect,” “anticipate,” “intend,” “target,” “estimate,” “continue,” “positions,” “plan,” “predict,” “project,” “forecast,”
“guidance,” “goal,” “objective,” “prospects,” “possible” or “potential,” by future conditional verbs such as “assume,” “will,” “would,” “should,” “could” or
“may”, or by variations of such words or by similar expressions. These forward-looking statements are subject to numerous assumptions, risks and
uncertainties, which change over time. Forward-looking statements speak only as of the date they are made and we assume no duty to update
forward-looking statements. Actual results may differ materially from current projections.

In addition to factors previously disclosed in KeyCorp’s reports filed with the SEC and those identified elsewhere in this communication, the following
factors, among others, could cause actual results to differ materially from forward-looking statements or historical performance: difficulties and delays
in integrating the First Niagara business or fully realizing cost savings and other benefits; business disruption following the First Niagara merger;
changes in asset quality and credit risk; the inability to sustain revenue and earnings growth; changes in interest rates and capital markets; inflation;
customer acceptance of KeyCorp’'s products and services; customer borrowing, repayment, investment and deposit practices; customer
disintermediation; the introduction, withdrawal, success and timing of business initiatives; competitive conditions; the inability to realize cost savings or
revenues or to implement integration plans and other consequences associated with mergers, acquisitions and divestitures; economic conditions; and
the impact, extent and timing of technological changes, capital management activities, and other actions of the Federal Reserve Board and legislative
and regulatory actions and reforms.

Annualized, pro forma, projected and estimated numbers are used for illustrative purpose only, are not forecasts and may not reflect actual results.
This presentation also includes certain non-GAAP financial measures excluding merger-related charges. Management believes these measures may
assist investors, analysts and regulators in analyzing Key's financials. Although Key has procedures in place to ensure that these measures are
calculated using the appropriate GAAP components, they have limitations as analytical tools and should not be considered in isolation, or as a
substitute for analysis of results under GAAP. For more information on these calculations and to view the reconciliations to the most comparable
GAAP measures, please refer to our third quarter 2016 earnings release materials.

Key’s 3Q16 results reflect the impact of the First Niagara (F NFG) acquisition, which became effective on August 1, 2016.
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Key: Who We Are

A Relationship-focused Bank

Business Broad Product Set and Targeted
Diversity Industry Expertise Clients
— o
o (o)
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Bank Deposits Payments Wealth Mgmt. Advice & Expertise Small businesses
® .
\Cg E <.@'> Middle market
N
Key Corporate Lending Investments Capital Markets Large corporate
Bank

< Industry Verticals )

I

Targeted Verticals: Consumer, Energy, Healthcare, Industrial, Complementary product set with First Niagara provid es
Public Sector, Real Estate, Technology cross-sell and revenue growth opportunities
Loans Deposits Branches New to Key ©&=-x
9/30/15 $60 9/30/15 $71 9/30/15 Residential mortgage
Auto lending
9/30/16 $86 9/30/16 $104 9/30/16 Insurance
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Strengthening our Geographic Presence

FNFG acquisition strengthens Key’s brand and presen ce in shared markets while
adding complementary new markets

2 Y Leading market
+* share in Albany, Y *
> Buffalo, Rochester,
ds ®)
and Syracuse *** z
* 2 >
*
Top 5 * x X »

% [0p 5 market * x % * New markets
share MSA within * * of Pittsburgh,
Key's footprint Philadelphia,
with > $3B in Hartford, and
market deposits @ New Haven

Longstanding history in Upstate New York, now with an even stronger presence

Upstate NY Markets Stronger Improved Ergl_a_r:c?d
Q Presence Accessibility |g|_a
= Albany Uostate NY Experience
7)) 0 Upstate
i _ 24 /0 deposits per branch ®. ©)
& Buffalo
5 >700
= of Key's total o= —C +78%
=] and ATMs in
S o=

Notes: MSA denotes Metropolitan Statistical Area
(@) k& Denotes MSAs within footprint with greater than $3B in market deposits where Key has a Top 5 market share (i.e., Akron, Albany, Anchorage, Ann Arbor,
Binghamton, Boise, Buffalo, Burlington, Canton, Cleveland, Dayton, Denver, Kingston, New Haven, Olympia, Portland (ME), Portland (OR), Rochester, Salt Lake
City, Seattle, South Bend, Syracuse, and Toledo); source: FDIC Summary of Deposits Annual Survey, June 30, 2016
(b) Source: FDIC Summary of Deposits Annual Survey, June 30, 2016; analysis caps all branches at $250MM to adjust for commercial and headquarters deposits
®(c) Reflects data as of 6/30/15 and 6/30/16; Upstate NY branch count adjusted to reflect 2H16 consolidations and divestitures



Highly Coordinated, Large-ale Conversion
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1 million

new clients

15,000

test scripts

3 million

new square footage
of real estate

300+

new branches

70

branch
consolidations

2,000+

KEY+FNFG team
members

>1 billion

check & statement
images loaded to
online banking

>5,000

sign replacements

>400

new ATMs




Positioning Employees for Success at Key

Focused on winning the hearts and minds.atemnlavea ,..s

Treat employees with respect

Communicate clearly, consistently and candidly

Early commitment to client-facing talent

— Job offers to all client-facing talent

>500 95%

. . leaders completed in-market retention of FNFG
Purposeful, methodical talent selection process leader integration sessions top talent
| | | 300 >250K
C_o_mmon onboarding experience to ground in Drograms/courses training hours
vision, strategy and purpose begun or completed completed

Significant investment in skills, leadership and
cultural integration training
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Retaining and Expanding Client Relationships

Deep understanding of FNFG customer Calling Days

base -- client-by-client, product-by-product _ _ _ _
Coordinated, multi-day calling effort, focused on commercial

clients throughout First Niagara’s markets

Comprehensive, banker-led client outreach

~1,000 >10,000

*
) _ _ Key bankers Businesses and * **
Customer-friendly integration approach participate across  Centers of Influence *
) . . multiple markets called on by our 2
— Seek to retain all client-facing FTE bankers
— Maintain client digital log-in credentials;
account numbers; credit/debit cards; Marketing

bill pay
Significant investment to grow the Key brand in new
and overlap markets

Leveraging Key’s broader product
capabilities to drive early client impact

n
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Creating Long-term Value

Core Business Momentum
Key stand-alone growth @

Average Average Noninterest Strong 3Q16 Performance in
Loans Deposits Income Community Bank and Corporate Bank
Positive operating leverage: 9 of past 11 quarters
+5% +9% +8% Record quarter for investment banking & debt placement
Cards & payments: double-digit growth vs. prior year
3Q15 3Q16 3Q15  3Q16 3Q15 3Q16 Strong retail household growth: taking share

Executing on Financial Targets:
$400 MM in Cost Savings

2H16 — 1H17 — 2H17 —— Total —
Vendors exited: 25 325 250 600
Technology Systems
Branch & third party decommissioned: ~350 ~75 ~425
o vendors 0
consolidation ; © >80%
15% SOl Servers retired: ~2.000 ~250 ~2.250 Ir:e,\?gg'on in
Corporate Nonbranch square systems and
functions & footage reduced: 100k 300k 400k applications
related occupancy Retained
30% . etaine
Branches 106 106 systems for
consolidated: capabilities
new to Key

Note: Cost savings actions reflect current planning assumptions

(@) Stand-alone growth excludes the impact of First Niagara and merger-related charges; refer to Key's 3Q16 earnings release
materials for more details



Significant Revenue Opportunity

Noninterest Income,

i ity @
% of Total Revenue (2016) Comparative Revenue Productivity
~3X ~3X
] I
FNFG KEY
Payments Commercial Investment Mgmt.
Fee Income / Loan Deposits / Loan Fees / Consumer
Commitments Commitments Households
Early Actions Results: First 90 Days
$8 . 7 B » Completed thorough portfolio assessment « Winning with clients and prospects
within first 30 days  prioritized by credit — ~$100MM closed commercial mortgage activity
FNFG profile and opportunity — ~$300MM commercial mortgage pipeline
Commercial

» Significant joint-calling activity =~ on FNFG
clients and prospects, emphasizing Key's
broader solution set (e.g., real estate capital

(2Q16) markets; institutional real estate; advisory; s
payments) — Reduce balance sheet utilization

— Increase fee income

« Differentiate and de-risk FNFG real estate
franchise

— Broaden solution set and client dialogue

Real Estate
Loan Portfolio

(@) Key's Business Bank, Middle Market & Commercial Real Estate vs. FNFG



Focused Forward

Delivering on Commitments

e——

Value attainment and financial targets based upon full
realization of cost savings (FY 2018); no revenue
synergies assumed



