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Client Acquisition and Retention
“Hunters vs Gatherers”

Enrique Ramos O’Reilly




The goal: maximising revenues

W EYdul )

Duration of the potential
relationship

Depth of the
relationship

New clients
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The recipe for success

Rich content

a holistic advisory approach
added-value services
innovative products
world-class model portfolios
contextual information

Process-orientation

- Best practices as processes

Client acquisition
Advisory
Compliance

Ability to address new segments and new markets

Finantix - Confidential



The client value-cycle
from a bank’s prespective

* Target » Client opening * Financial « Client  Share of wallet
identification « KYC/Compliance ~ planning monitoring analysis
* Influencer- « Fact find » Goal  Reporting » CRM activities
centricinitiatives . Account management « Alerting « Product
* Event aggregation » Asset allocation . Rebalancing launches
management - Single view of « Portfolio design  « Client news » Cross-selling
* Network analysis  client - Tax advice alerting - Event-led selling
* Pitch preparation .« Client « Suitability - Referral
diagnostics « Plan execution management
* Portfolio  Trade
analytics compliance
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Sources of new clients in wealth management

Non-organic
growth

“Hunting”

New segments
New markets

Intermediaries
and influencers

Referrals from Clients of other
existing clients divisions

Source: Datamonitor: Customer Acquisition and Retention in European Wealth Management 2006



Sources of new clients in wealth management

Non-organic
growth

|
|

Intermediaries
and influencers
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Clients of other
divisions

Referrals from
existing clients




Hunting via timely identification of targets

Sources

Liquidity events
Transitions

Target types



Screening a broad range of sources in
various languages and regions

° Newspapers ’I‘\EWQMQUP RU BusHec a a
e Tabloids

“ %oncoe, $oTo mosen

iHNedcz

IFRAVOOAISKY SERVER HOSPODARSKYCH OV

(074

) &
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e

e Local press

IL MONDO IT

edicola abbonamenti = arretrati archivio newsletter
| ______archivio I _____auen|

VENERDI' 18 APRILE

T MOND FT .cCOm word

FINNCIALTINES 7 fiome

. Trade Komma
publications -

UK > Business

UK - Business

i
|
SAHHMABL |
| Blakes Hotel sale nets £11m profit
“ l e By Jim Pickard, Property Correspondent
Tenepans | “Asio-Pacific Published: November 21 2007 01 u‘ Last updated: November 21 2007 01:07
o || N Middle East
"BOCTORT R 1 Mk Eat Former actress Anauska Hempel has sold Blakes - a London hotel favoured by
Africa
[ i fashionistas - at a profit of £11m (523m) in just over a year
' SAHHMAT ] ! D
. I = International economy .
KODPIOnaT i CHI DIFENEE MEBLI()I \mc Columnists The minimalist hotel in South Kensington has been bought by a company called
B i e Guestnvest, nhich wil sell each room to private imvestars for about £1m each
[ e Blakes was opened by Ms Hempel, now an ~ EDITOR'S CHOICE
Companies was op v P v
e interior designer, and Sir Mark Weinberg, her D
sommario I husband, nearly three decades age - some investments in hotels - 7=5-0
Managed funds believe it was the world's first boutique hotel' —  Savoy puts history under the
= and it became a magnet for celsbities s
Comment & Analysis Lex: US hotels - 1o
Technology The pair sold it on to a Malaysian investor in DLF buys into chain of luxury
Video & Audio 1997 but bought it back last summer for £23m hotels -
BusinessLife It is understood that the hotel is now changing 12% Millenrium & Copthorne
Business Education | hands again for about £34m e
JER Partners lEFGEIS buﬂuel
ouicacy] - hotels expansion -
Aris & Weekend Guestinvest has pioneered the idea of selling
Wealth hotel rooms to private investors in a new tuist
Indegth on buy-to-let
Special Reports.
Jobs & classified Under this modsl, buyers gain the right to slsep in the room for 52 nights of the
Services & tools year and rent them out to paying guests at other times

The company's first venture was Guesthouse West in Westboume Grove in 2004

w

"ALPHAVILLE Y

ginstant marketinsight | Since then it has bought two buildings in Paddingten and Chiswell Street to
- comvert into hotels

In recent years a number of other developrs have introduced similar systems to
raise equity funding upfront for their projects

L =
Most ﬂﬁ
read Ao Blakes, where rooms can cost up 1o £1,000 a night, is the most upmarket by far
S e
4 Patrons are said to includz Kate Moss, Guyneth Paltrow and Diana Rass
PLAY FT PRED CT| Guestinvest said it would give first refusal on the sale of the raoms to regular

quests

mergermarket

The company said yesterday that Sir Mark would retain a stake in the scheme and
would taks a place on the company's board. Ms Hempel - who appeared in the
1989 Bond film On Her Wajesty’s Secret Service — will advise on refurbishment
This will result in a cut in the number of bedrooms from 50 to 40 9




Owners of growing companies

Da laboratorioinun garage di Modena a fornitore leader di
soluzioni di software analitico. Con un parco clienti prestigioso
tra cui spicca Microsoft e una tecnologia che rivoluzionera il
modo di utilizzare il Web. Abbiamo intervistato Stefano

Spaggiari, amministratore delegato di Expert System.

La Plast Wood ha visto crescere il proprio fatturato da 1,4
milioni di Euro nel 2000, ai 23 milioni di Euro nel 2002 fino ai
37 milioni nel 2003. Un'azienda nata da un brevetto e dall’idea
del proprio fondatore Edoardo Tusacciu, e cresciuta sulle basi
di azzeccate strategie logistiche e commerciali di respiro

internazionale. Oggi le esportazioni determinano I'85% del

fatturato.
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Early identification of liquidity events or timely
identification of transitions yields better results

Date of
liquidity event

High

Probability o

capturing
significan
share o
asset

Low

Two years prior One years after
to event the event
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Emerging executives

Yahoo! annuncia la nomina di Massimo Martini a2 general
manager per |'ltalia. Martini & stato AD di Yahoo! Italia dal
2004 e managing director di Kelkoo Italia da maggio del 2000,
occupandosi principalmente del lancio della filiale italiana. In
passato & stato e-business analyst e project manager inIBM,

poi ha lavorato nel marketing di Infostrada e Planetwork.

Yahoo! annuncia la nomina di Massimo Martini a general
manager per |'ltalia. Martini & stato AD di Yahoo! Italia dal
2004 e managing director di Kelkoo Italia da maggio del 2000,
occupandosi principalmente del lancio della filiale italiana. In
passato & stato e-business analyst e project manager in IBM,

poi ha lavorato nel marketing di Infostrada e Planetwork.
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Rising stars

Secondo indiscrezioni circolate nei corridoi del calcio mercato

la Juventus avrebbe fatto un’offerta per Vincenzo Fiorillo,
attualmente terzo portiere della Sampdoria.

Il prossimo concerto proposto da Quadrato Magico & in
programma per sabato 17 marzo con il cantautore romano

Pino Marino astro emergente della nuova canzone d'autore
italiana, attualmente ospite fisso nella turne di Niccolo Fabi.
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After aggregating relevant contextual information,
target clients are published

Home W Top Professionals ¥ | My Leads Qur Leads My Filters ¥ = Ky Shopping Cart

Business Liquidity Events

Company

profi Ies « Showing results 1 - 25 of 167% | Results per page: I Apply Filter

()

[ add selected Leads to shopping cart 1

[ seieo sessizer 2

Personal

O Lead Vermidgenszufluss Event Company Price
prOflle . Legal (#x) Sales
tions MName Postal Code  Country  Volume Validity ~ Type  Date Status  Form Count
Ir. Stache 2
: a i 03130 DE €35.652.692 |approved |M 03.2008 |03.04.2008 sAB 1491y
ww) | Mr. Mikai 3 3
410605 O RO €17.347.307 |approved |M 03.2008 |03.04.2008 saD g9ty
Voiculescu

Relationship

N €149 (1x)

@ ;v(f;a Beneficiary 2008
Private Address

@ ;ﬁfék! Name: Mr. Antonin Kolacek 2008

NV €149 (1x)

Street: Taboritll 2215/12
Postal Code:
Contact it P Most 2008 AGE 148 (0x)

Privite illess

details

Asset Gain 2008

GmbH B € 149 (0x)

Volume: € 229.350.677
Validity: Tt E—
Note: Beneficiary
Content:
URL:
Share: Private Address.
Secondary o it
Street: Brestovskd 52
Postal Code: 06601
data city: Humenns
Country: sK
g v et Asset Gain
Target types " e
Volume: € 101.061.199
\.‘ Frieein Emet. Vvalidity: estimated
o 8 Business Counpany Note:
Sogramrrag. s Gusiness Syast Content:
Business Postal Code: (L
e g Share: o
Tools P 100,00%
P
- Data ot S v Invested Invested
ata ag g reg ation o — oo S v o e e
il Ve, e e . MECOM AGRO, sfl. s ro. .
N [— M. Jéin Molnsr o] S wae  1000% @0
- -, Business Far
Perta Insstments,  MECOM AGRO, spol. s ro §
and quality control e G om | 0O
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(0 Microwerite

(0 The Waalkwook Club Limited ﬁi

(07 Vanbrugh Trustess NO. 2 Limi-
ted

Employment
history

() Trustees of The Clore Duffie- s

Id Foundation MR

Affiliations

Arbeitshistarie
(14) Board of Pension Corporation-

t Limited ﬁ LLP
(7] Board of Guestinvest Ltd E Family
relationships
(6] Board of Ececutive Directore- o .
= 5toJames’s Place plc. ﬁ Stierueiele
Edwward Anthony Descon Haddon (00
(5) Executive Team Synergy Insur- Top Executive, Related
ance Services Holdings Lid
‘ﬂl Anouszka Hempel Weinberg (0)
(1) windzor Life Azsurance Comp- Entrepreneur, Related
any Lidd Fark, Wifein. . izt member of the
management won Board of G... Joanna Weinkerg (1)
(13 Zelens Dermatolagical UK Lim- Star, Related
fted
Bekannte Kontakie
(07 Alied Dunbar Assurance Pl ﬁ
Mike Wilzon (1)
Ertrepreneur, Related
() Abbey Life Assurance Company- ek, Wieinberg ist partner
Ltd won ke | Wilson Joel Jaffe (1) .
L Top Executive, Related ASSOC|ateS

&
= Sidney Lipwarth (0)

Mark
Top Profezsional, Related

Weinberg

() Anouska Hempel Management Lt-
d

() Blenheim Trustee Company Mo -
Richard Deacon Haddon of Bidet... ()

2 Limited
Felated
(07 Management Board Taube Hodsa- T T o wisited
n Stonex Partners Lid o] ot wioe presient Mathaniel Cherles Jacab Rothsc... (0)
Entrepreneur, Related
Witaliedschaften :
(93) Court of Governors of the Lo- A Bildungswey
An_ King Ecveard Yl Schoal Johan- (0)
neshury

= Schoal of Econotnics and...
Laondan Schaoal of Economics a- 107

(14) Vice-Presidents Mational Soc-  we
iety for the Prevention of ... m E o Political Sci
ndd Political Science =
(%) Board of Vice-Presidents The- e . . Educatlon
g University of the YWitwatersr- (00 path
and

PerCent Standard Business ..
. il
(07 Market Thestre Founckstion Uk m

(0) The Kalahari Garcen Project - we
The Glokal Diversty Founcat...

(0% The Old Edwwardian Society Ki-
ng Edvvard Il School
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Sources of new clients in wealth management

Non-organic
growth

Intermediaries
and influencer

Clients of other
divisions

Referrals from
existing clients
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Wailgre

‘... Other
Prospect i parties

Prospeel | 9 /0 Mors Cancted
() Genaid Ronson [
i Mty "’. Vi Preasients Raknd |, T 5 Susan Do ()
i a bl MY | e i Evatating. Raldbed

8 MEE DL Jorriy M Far (00
g e e Y e B
wics peuasdant Dersdd, Bonipan

= e Hording (1)
Top Peoiprssl. et

8 Hugh Lawston Jopratone (0)

[SIJHHF:HIHH-J*'-' Eas Ecvcntive, Riskitid
Erifeprafeer, FE

Mational Society for the Prevention of Cruglty to Children

U, Prasidari Maioesl bt J5 CBE Maurice Corisiopher Laing (0)

wics president John, Morton T Evwiniteva, Ralmed

= cat ) pokett )
e Yruridares Kesiiora b ¥ Bnecating. Rélmed
| [':“m,“""“"ﬁ‘ e M ; Beri gt Pamela Rose (0) W

o ». T Tow Exiebitivia.  Ratiid

& i e vmnoniiy
F“WH SMSI:':':I
e e Dot Bt
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@2 el B b Jucvra

Cowyid L (00)
CHpard RN pEinE *"' T

(115 ersars Flace pic ﬂ 3
§ oo,

a
—_> Board of St . James's Flace ple.
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Sources of new clients in wealth management

Non-organic
growth

|
|

Intermediaries
and influencers

I
/

/
/
/

Clients of other
divisions

Referrals from
existing clients
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Client profiling
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Fact find:
atomic building blocks and joint interviews

Cliert: 200294 - Sue Allan (prospect) | Profile fPlanning | Change
Protection fact finder - Personal details

Intervignar Personal Pratection Protection
Employment Income:

details detailz profile position

o w .
e =
S =

|27 MELSOM Street

| |
| |
| |
| |
B oo v |
_ kK30 EH3 | |kkea0 EH3 |
_ 02 345 5678 | |02 345 5678 |
_ 02 567 900 | |0z 567 8900 |
| | |
| | |
| | |
SR o ][ 572} I KT KA
_l ferbon
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Fact find building blocks:
off-the-shelf atomic elements

Interview details

Personal details
Family details
Employment info

Protection fact finder - Protection profile

Interwview Perzaonal Praotection Pratection

details detailz profile position Employment

Document capture
Source of funds
Inheritance status
Income structure

Expenses
Preferences
Health status

Retirement fact finder - Scheme summary
b

[Mtervien Personal Emalavment Retirement
detsils details Ry position

Protection position

Priorities and goals

Attitude to risk

Asset capture (for each asset class)

Compliance steps

23



Single client view

Robert Grey 433088 ¥ ] o071 [134 350015 EEET M M M

Alerts Priorities

nstrument s o me e s

. 11/03/2005 Active CISCO SYSTEMS FPrice greaterthan 1838 Tax

_ 25/03/06
Protection [ 0312/04
Portfolio rules Inheritance N T 258/03/06
-—-——- Retirement BT
10/03/2005 Active  Volatility greater than 010 Financing [(I1111
Position Projection
S AssETS. 437 Erpees
BO
Bank accounts 48886 11.2% o &
Term deposits T7.977 17.9% Em g i
Funds 175,013 40.3% 2 im
o
Capital protected notes 14782 34%
Shares g_Tq_BE 224% DBZIISEE-IJESTD?S&JBE DB}EEEIJE&?D?SEBS
Bonds 11,6500 26%
hsges
Others 8,113 1.8% 00
500
Em
S seimES e |
T
100
I:ISEI 55 B0 BB TO TS5 @0 BN
Loan 22,824 388%
Mortgage 36,000 G61.2%
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Tight linkage between enterprise
representatives and wealthy individuals

Single Client View > Business information > Personal information

BUSIHESS INFORMATION | POSITION | OBJECTIVES AHD STATUS | DIRECTOR'S INFORMATION | OVERVIEW

? | DOCUMENTS

SUMMARY | COMPANYNFORMATION | PERiNAL IMFORRMATION |£DVISOHS | FIMAMCIAL INFORRA

e view O

Representatives g

200100 Connelly, Steve Accourtant 014311900 Good healtth

109503 DeLong, Sancra Secretary 0140111900 Mo

103073 Grey, Rokbert Mon operational 07 m2M9E3 Good health Mo

200101 Moady, Jack CFO 014011300 Good heatth Mo

109502 Smith, Roy CEQ 014011900 Small problems Mo
Directors Authorised contacts

200101 Moody, Jack 200100
109802 Smith, Roy 109803
200101
103802
Shareholders Guarantors

103073 Grey, Robert 300 103073 Gre
200101 Mooy, Jack 15.0
109802 Smith, Roy

Connelly, Steve

Delong, Sandr

Accourtant

Moody, Jack
Smith, Roy

Single Client View > Profile > Relationships

PROFILE | PLANNING | INVESTMENT | NEWS | ORGANISATIONAL INFO

SUMMARY | BASIC | RELATIONSHIPS | OCCUPATION | TAX | HEALTH | INHERITANCE | OFFERS

R Single view of
individual client

Grey, Paula Wife Female 05/06M1989
Grey, Richard Son Male 14/05/1986 Yes J
Grey, Elisabeth Daughter Female 02/12/1989 Yes =

Corporate relationships

o e 0 (T S o o
Yes 300 Yes

Italware UK plc Mon operational
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Full balance sheet of client

¢ #| Bankaccounts 438
¥ 2| Term deposits I
LE#| #| Funds 175
¥ ®| Capital protected notes 14
[E¢| [#| Shares 97
L 2| Bonds 11
LE#| #&| Others 8
Pensionandinsurance 0
EF #2| Pension 0
¥ 2| Insurance 0
Propety 754
B¢ [ #| Ownuse 400
¥ #2| Rented 354
Other 240
EF &2 Private equity 158
LF #| Alternatives 0
| B2 Ar 82
¥ 2| Others 0

LEF| #2| Loans 22
¢ 2| Morgages 36
EF 2| Credit cards 0

¥ ®| Taxpayable 0
& & Other 0

Summary

Tatal 1,427 53
With us 433 B8
Mot with us 994 ]
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Client financial position

EI-RA'T' anzlysis

|IASSETS

Procucts
- Current accounts

[ sStocks
- Bonds

- Deriwatives
Cthers

- Funds

Term deposits
Insurances
- Di zcretionary portfolios

LIABILITIES

Products

B credit lines
-Lnan account

et position: 1,637,807.52 EUR

Exchange rates: ESE

Reference currency: I EUR = I

TOTAL: 1,667,219.64 EUR
Aot 04
21190375 18.71%
389,944 77 23.359%
24 AE7 .29 1.470%40
&,850.00 05454
g,950.00 0.54%
162,294 54 9. 73040
4& 00000 2 TEY
22,000,232 1.38%
TO0,052 16 41 .959%0
TOTAL: 2941212 EUR
Armiourit 04
11,4492.12 2820040
18,000.00 E1.20%
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Financial position: x-ray analysis

Hame Percentage Amount
l Banks 35,392 % 629,922 36
B \nformation Tech 30.329 % 539,805.01
l Corporate 14.852 % 264 34378
l Healthcare 4704 % 83,714.36
Financials 3.098 % 55,131.27
l Cash 2.628 % 46773149
Consumer Staples 2138 0y 2200402

Mot analyzable
Electric Appliances

Industrials
Technaology
Telecom Svc Name Percentage Amount
Consumer .EUHD FB.083% 1,049 785092
. US DOLLAR 33.522 % 596,640.20
. POUMD STERLING 2.895 % 51,520.72
.‘r’EN 2.258 % 40,186.55
Mot analyzable 1.484 % 2641285
OTHER 0.645 % 1147562
PORTUGUESE ESCUDO 0.214 % 2,800.00

Breakdowns are used for graphical analysis and diagnostics, client reporting, alerting

(about violations of defined constraints) and portfolio rebalancing.




Portfolio and efficient frontier

/ Efficient Frontier l'ﬂ\hl\.R(:tc)mpariscm

(Optimal Allocations
Asset Optimal Portfolio

25,.01% Short term 10,00%
25,01% Short term 10,00%

55 65% Bond 35,00%
0,00% [ ] Domestic bond 20,00%
35,01% : Emerging market bond 0,00%
15,40% [ ] Europe bond 0,00%
5,24% Global bond 10,00%
0,00% Japan bond 0,00%
0,00% USA bond 5,00%

18,249 Stock 55,00%
0,00% || Domestic stocks 0,00%
15,01% D Emerging market stocks 15,00%
0,00% [] Europe stocks 20,00%
0,00% [ Global stocks 0,00%
3,33% [ apan stocks 10,00%
0,00% USA stocks 10,00%

9,0%
8,0%
7.0%
6,0%
B |
5 5.0% I
S I
4,0% i it T e e -|.
11
3,0% 11
2,0% e
: 11
11
1,0%
11
0.0% 1
0,0% 20% 4,0% 6,0% 8,0% 10,0% 12,0% 14,0% 16,0% 18,0% 20,0% 22,0%
Volatility
DIVERSI-
RETURN VOLATILITY FICATION VAR
.CUFFENDOHTONO 4.01% 12 99% 11,06% 16,70%
6,36% 11,98% 27,04% 1317%

.Optimal portfolio

Current portfolio Optimal portfolio

0,00% U3A stocks 10,00%
A% Japan stocks 10,008
0,00% Global stocks  [0)00%
0,00%| Europestocks  [20,00%
15, 1%| E"“e"gtiggkr:a’ket 15 0084
0,00%| Domesticstocks |000%
0,00% USA bond £ O
0,00% Japan bond 0,00%
5244 Global bond 10,00%
15 40% Europebond  |opose
35 01% Emerggg%énarket 000%
0,00%| Domesticbond 20,00%
25M1% Shortterm -10,00%
A000% 300 2000% 100RE  000% 000%  000% 2000% 3000% 40008
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Ratios and diagnostics

Client: 200374 - Gustav Miller Rhd: 256012752 - John Gladstone

ASSET STRUCTURE

Financial investment 2,405 33939 S0.0 %
Real inwvestments 2402 500 S0.0 %o
Lo liguidity 2,341,255 439.0 %o
bdediurm liquidity 855,500 1Z.6 %0
High liquidity 2,614,344 2.4 %
Lowsrisk 173,955 ZE %
bdedium risk 2887 233 43 5 %
High risk S ETE 211 52.9 %
Mo t= 332,755 4.9 %
Lo tam 5623211 SZ.6 %
Mormal tax 252 433 12.5 %
Lonew return 446 200 E.5 %h
bdedium return 2,894 9383 425 %
High return 2472211 51.0 %0
RATIOS

Froperty ratio o 31.6 %
Dbt ratic a T2 %
Froperty financing ratio o 238 %

LIQUIDITY STRUCTURE

Total income 5245 231 100.0 %o
Taxeas 277,555 S52.8 %
Het income 247 BTE 47 2 %
Liwing expenses a2 000 9.6 %
Intere=t 28 5877 11.5 %0
Fremiums 29,010 15.8 %4
Cther u) 0.0 %4

Arorsilable income 22 029 22.1 %0

30
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Differentiated, optimised advice approach
and processes for each segment

Duration of
typical advisory
session with \

elient

HNW

Affluent

Integrated ‘

Mass
affluent
[ ]
Scope L

of advice
Cvente

. Drivers

Partial v 5-20 min of advice
. > Products

Low Value =
of relationship
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Options in investment advice and financial
planning

' Affluent

Goal-based
planning
Integrated
HLOEQTAE]L
planning
Agenda-based
planning

i Mass affluent

33



Agenda-based
planning

Mass affluent

Finantix - Confidential
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Needs area overview

Priorities

Imvestment
Protection
Retirement
Financing
IMhetitance

Tax

=Ccore

4] |

Status
Already optimal

=trong need of optimizstion
Optimization potential

Mo need

Already optimal

Mo need

Addvizory style

Full advice

Full advice
Lirnited advice
Execution anly
Informed chaice

Informed choice

Last reviewy

20005352004

20005352004

20005352004

20005352004

Mext reviewy

200055372005

1410972004

20005372005

20005352005

20005372005

Finantix - Confidential
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Quick advice and product recommendation

80%15:12

General Characteristics | berformance & Kisk | Fortfolio | Sell-guy Conditions | ocumentation

1) Ener General Characteristics
E o e s and st chages i each of

Prospect/client

dat I ti t R et A 10075 [EDFLTSDY e samaives WSDW Global Cauity
ata collection
e A
s TaxRate D] | | MSDW Ernerging Marksts Debt ;@ +26.50 <1940 3960 I ] \on vollr tow
: Higl erformance:
T00Y Growheums 2500 5% ] 1171989 Fere
EUR 120,000 A #07/2000
) it wtdanal s ndth sl nd =0| ME0W Emerging Markets Equity (7348 350 1500 1550 N ] . milion T v TR T high
tiender fomaton o i - fhis Wan el B R B
Mo Load M
Y 7 [600% ] 25 % - Global Eauiy | .
4 njn: Vet S0 £UR 40000 | MO Eura Strategic Band ﬁ 300 370 4110 N S SCl Word et o
s o Inerest o = o osrz000 = .
s AR ¢ oy .
s 0007 vea 10007 (00 T2adseTe N | MSDW Euro Strategic Band e} oo 270 10 NN H
K — term rate of return, measured n US dolars, throuah .
0007 veaz T000% ity Seeimitia of cmnanies istmd on fhe worlds Stock .
asic | Famiy | Holdnos =t Bank | Halnos =t cther Benke i 4 ot he Areit .
e | el TRCEE: 7 aa O I ] i b e e o v e :
S e | 91 1 01 wih o wihckaw youtaney belre ter,
@ e = o] | | bt g -
o =i 9007 Yems 1000 (L0 ] 55| MSDW Global Bond % szan 2270 [ s

coress: | a— Secsssesess
ity B — | MS0W Global Equity .mghm BAA UL E—
resteess s Calculator | lext Steps | Growth Graph | P d -

_ ct dat R —
ere— e ) 2)  \nges your selected variable. Py
il i | S — 0| MS0W USA Equity oI R N e v E—
e Mumberof Yors |7 =

& it 4 [ i@ o Annual Return 0.000% A
N
3 et BekreD EDR D EUR T 000 000 (VR 10

Product details

Monthly Savings EURD EUR 100,000
Ending Balance = o E(f X UR Tooono0 EUR 159.971.67

I = L R Compounding

* Ending balance is befors kates. After tases. your balance will be EUR 125,859 Please click the growth giaph
tab to s how your taxdeferred and tased savings wil giow over time

— Goal | Ratrament |

Imvestment Savings gasl [

500000
levastment pariod 13 years
——— ——
ear years
oo smarth

Model stmteqy  oderste consarvative
—

apital T a7 has

1000
TR, 00,000 -
=nuil
3 400,008 ——_ ]
Questionnaire Z =
5% 200,000 B
Time horizon ||
How long is your nvestrnent e harizon? HEMRE TR B S BN R
[ Ban zveas =1 ] vy [ s00.000
B 5ond marker [ Expected minimum waann P
rutars nood B oo o ity o ) - s
Do you think you wil need part of the invested capitl n the next yoars? = — e o o
S —1 & “Years Unii Fetm. B
Retirement BURE Annuallrwestment Amourt  EUR 90000 g 5gy &
How fa of is your etirement?
[Eor ]
oo than s yeurs = ELE Al Wibciswal EUR 50000 5 57
Dependents o007 R— 7% 0, [6.000%
Please speciy the number of dependents you have.
o 3 W Nest Egg ELR O
EUR 500,000
Risk & Performance Prote
Which ane ofthis nvestrment plans do you prefer?
EUR 400,000
EUR 300,000
Best Case (Worst Case
|Plan Annualized |Scenario |Scenario EUR 200,000
bana 2% 53 6%
buns _ box bsow |
[Plan C 10.4 % 1336 % 182 % EUR 100,000 E
[Plan D (17 % [428% 240% :
n I 100
e Iosw  loow  laow D
0 40 60 80 1
Years
Saving
How much of your annual income goss to saving?
| e —
Incame

Please specify your annual fermily income?

Coss than 10.000€ =]




. Affluent

Goal-based

planning
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Addressing needs and goals across
the client lifecycle

Net worth

A

A

Buy new car

Buy real
,;"EE' he Palicy
E‘”m" dra"s'own
- ARy [ [ iy
Education of . . §
. Financing

Retirement

Donation

\()
Inheritance

Transfer

Succession
planning

AN

D.____________________________

> Time

%

38



Goal-based planning

Goal list for Mark Phili

Goal name

Mark's retirement
Lisa’s retirernent
Cur house

Mark's portfolio

George’s college

Assets assigned
Assets not assigned

Total assets

Add new goal |

Retirernent plan
Retirernent plan
Real estate
General investrment

Larnp surn

Agzets by goal |

Mot aszigned
George's 8%

college
10%

Mark's
portfolio
15%

Mark's
retirement
119 Lisa's
retirement
8%

Our house
48%

Target Current
amount armount | % of target On track
{ELIRY (EUR
0442035 200,000 33.400 16,7 08/05/1999 10/09/2001 T T 1]
05/2035 250,000 24.560 9,6 10/09/1999 10/09/2000 BT T
0g/z00z  151.83% 143400 04,4 1z/03/1095 11/07/100: NN
- - 45,650 10/09/2000 1070972001
092003 31.640 26,334 75,0 1070972001 10/09/2001 B
Savings Retirement |
Inwestment *ears to beginning I14 wears
|4nn.nnn
| e Retirement length I1IJ years
honthly sawving
Iwm— R Retirement goal |4-DDIJ EURJmo
hodel strategy Conseruative
o L
Liquidity Long-term
Pension accurnul ation
15.000 5
10000 .lII
-1
B - L
5.000 FensE.frnoﬁ- 5
1] T T T T T T T T T T T T T T T I-
0z 4 6 8 10 1z 14
[ Money marken Bl Erected pension 13.000 EUR
I Gont market ] Pensiongrisk 3700 EUR
- Stock market Probability te reach the target = 35%

Inwestment proposal * |

Select instruments:> I
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Goal simulation and lifetime planning

[ Scenarioz ’Mm

Select scenario |Young man, $0yrs old, married, 2 children -

Mery buziness

Supplementary

Education

Nooads

Wiedding

Life timte
Bae

25 35 4 45 55 63

Young man, $0yrs old, married, 2 children |

[T cosis |
Mlarme
W] |& new home
[ Farnily protection
[w] 12t child education
[w] 2nd child education
[w] Vigalth reserve
Al
|Marriage | - | Mewwy life evernt
[¥] Shadowe jo
1600 -
o044 0 A e
1200 -
g
S 1000 -
fta
w500 -
£
7 600
423,25
400 -
200 A
H 20
-500 A I

40 45 50 55 6D 85 70 75 8D 85
Ape

Given your expected savings, you will be able to retire at the age of

et 45
T IaritiX COMNMNaCTItid

56 years, 10 months
receiving an annuity of 60,000.00

l_‘i’md_kleeping 400,000.000 at the age of 85
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Model portfolio adequate for a goal

Selected portfolio

Model portfolio

Mame Moderate conservative global

This medium risk investment tries tao
achieve a good performance investing a

Description )
low percentual amount in european
equities.

Risk profile MODERATE COMNSERVATIVE

Type Third-party funds

Investment horizon (years) 5
Minimum investment amaount 10,000
currency EUR
Minimum additional amount 1,000

[ccept | porsonalse | Anayics | —Portiololist

12001
12007
12009

Description Fercentage
M3DW Eurapean Value Equity 20.00
MSDW Euro Liguidity 25.00
M3DW Eura Strategic Bond 56.00

E s0W European Value Equity
B 1ISDW Euro Liguidity
B S0W Euro Strategic Boni
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Integrated
HLGELE]

planning
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Global position: balance sheet and profit &

Client: 200274 - Gustav Mdller

ASSETS

Cash 238, 200.00
Short term 25,000.00
Bonds 152,433.00
Stocks 2,420,711.45
Total 2,534,344 45

Fension 132,783.26
Insurance ES8 200.00
Total 731,583 26

O use 2720,000.00
Rerted 1,840,000.00
Funds 8E,000.00
Total 2,156,000.00

Priwate equity 1,052 500.00
Alternatives o.00
Art 200,000.00
Cither o.00
Total 1,262, 500,00
Total assets 7,024 42771

LIABILITIES

toaws
Lozns 0.00
Mortgages 4932 500,00
Credit cards oo
Owerdraft 0.00
Total 493 500.00

Tax payable 0.0
Cither 000
Tatal 0.00
Tatal

Fers

Rbd: 256012752 - John Gladstone

Client: 200374 - Gustaw Miller

UPDATE PROFIT AND LOSS

INCOME

Wark-related 250,000.00
Other 0.00
Tatal 250,000.00

Dividends and irterest 140 681,35
Realized capital gains E£,260.00
Total 146 931.35

Rent 130,400.00
Other 000
Tatal 130,500.00
Total income 527 431,35

EXPENSES

Living expenses
Property operating costs
Irterest

Premiums

Total

Pre-tai net income
Taxes

Aueailable income

loss statement

{x 1000}

B & B B

o]
B0 55 &0 BS VO TS @D &

{x 1000}

B & B

Expenses

o
B0 55 B0 B VO TS &0 &

{x 1000}

Assels

SEEBEE

K]
S0 55 &0 B TD TS &0 &N

79.500,00
188 547.00

338,884.35

278,215.24

B0 66912




The projection architecture

Projected
values

Events Comparisons Position
Goals > Year 1-N
Hypotheses Scenario 2
Position
Year 1-N
\ / Scenario 1
Balance Balance
sheet sheet
_ Year O year N
P&L P&L -
/ Year 1 Year N+1 -
Interactive
Tax/pension Macro-_ simulations
economic
rules assumptions General

|
=

parameters
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Integrated planning:
scenario simulation

Main scenario Alternative scenario

Current Synthetic change Scenario
position Analytic change > position

Change

A 4

Change

Activate/deactivatg|
Change

o |
S0 55 &b B TO TS &b &

Compare

Diagnostics

A

> Diagnostics

45
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Execution: order capture

Grouped orders

Summary of orders

S| MSDW Emerging Markets Equity 14,781.23 SELL Mot Executed
A= MSDW Euro Liguidity 11,412 85 SELL Mot Executed

Individual orders

Order data Security data
oceas e OB O s © seey  Maket  Cuency
Isin code [EEEEINAT search | US4592001014 NYSE UsSD
Country code LIZA
i | | Last price: 81.19 Bid: 0.00
Security | International Business Mach v| Met change: -1.44 Bid size: 20.00
Market MNYSE w Market info Yalume: 5,380,200.00 Ask: 0.00
|315 | Open price: 86.10 Ask size: 79.00
Quantity : , Close price: 81.19 Lasttime:
Min lot size: 10
Type of order (% Market order ) Limited
Limit price | |USD
Expiry date | |
Order already submitted & MNo O Yes
Flaced date | |




Execution: pre-trade compliance check

Compliance check

Stock / Euro bl v
Stock ! Eura / Finance 10%% | |
Stock ! Eura ! Technology Fog v | v |
Stock / Japan 0% vl 1
Stock / Chemicals 0% rd v
Bonds 15% 250 | |
Each stock position with respect to portfolio value 155 v v |
Portfolio value 75,000 rd W
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Hotlist: highlighting clients
that need contextual attention

Gustav Mueller 3,438
Fatrick McMalley 1,833
Mg Kim Meng 1472
Marie Bemelmans 1,146
Angela Dean A
Faul Russell 1,023
Fobert Grey 1,369
Theawvan Dalen 651
Lui Mei Mei 367
Agatha Witterman A
Selina Chew T

1,252
1,165
878
812
765
435
433
351
241
112
79

G4
B0
71

¢ IEE £

MIA
MIA

LR RKRRE

<
KRR R

<

012
0.24
0.51

-1.17
-1.44
1.38
0.71

0.98
1.04
-1.27
072

1.63
-0.65
¥.63
41
6.03
1.55
-1.34
-5h.12
-1.22
-3.95
0.82

5

011
0.03
0.06
0.06
0.05
0.06
0.15
0.05
0.06
012
013

1 1

ST
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Alerts

Instrument rules

& EF] x| . 11/03/2005 110342005 Active CISCO SYSTEMS Price greater than 198

Portfolio rules

& EF] x| . 1000342008 10/03/2005 Active  Vaolatility greater than 010

ol B =] 11/03/2005 111032005 Active  Shares - current greater than 10

& EBF x| 11/03/20058 11032005 Active  Managed assets ratio greater than G0
Client rules

BB B = 10/03/2005 10/03/2005 Active  Goal progress less than or equals to

FlE i 29/04/2005 29/04/2005 Active  Goal progress less than or equals to a5
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RM performance:
management dashboard

VIETERSIRM Sales perf vs peer average

EE&X ¢

= B

Distribution of AUM
viewed by Surname
Condition: Sales PTD vs Target

White Phil

Andhew bike ﬂ Sune Distribution of AUM vs AUM budget
3
] % AUM Curren .
3 % A0M Start o viewed by Surname
[ % AUM Start o
# Sales FTD | M -]
Sales Last Penf
0 woan e ey | ool o1s 1%
Fair #Average " ¥ Eucellent ﬂ' Margin FTD
Reset Defaults | soolo it
pply Filte
Filters Applied [l Filers =
None Bl Sumame
I Check Al
I Uncheck Al
UM 27431918 [106%) [ Andrew Mike

| Suthame

Comparative:

Sales PTD

s Baseling:

Target

Yiews >> RM Sales perf vs hudget

Filter

= Filters

EE&K ¢

I, B - KTA B

of UM budget: 26000000

¥ Gladstone John
130%

Mz

Awerage

Surname: [ladstone John

120%

0% Rieset Defaults | +l % AL IM Chark nF Yasr
Filters Applied 5

130%
# % AUM Cument
| ZAUM Start of curent P

[ McCarthy Andrew
[ Mert Steve
[ wibite Phil
2 AlM
[
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Sources of new clients in wealth management

Non-organic
growth

|
|

Intermediaries
and influencers

I
/

/
/
/

Clients of other
divisions

Referrals from
existing clients

54



Referrals from existing clients have
unmatched weight in client acquistion’

' Nevertheless studies show that referral
management is underutilized by many wealth
managers 2

Reasons for this are

« people are more reluctant to recommend financial services
(as opposed to physical products)

 the lack of willingness and capability of relationship
managers to actively ask for referrals

 the lack of systematic procedures for handling the logistics of
referrals
': However asking clients for referrals can be
surprisingly effective'3 and has the potential to
unleash tremendous organic growth

1 Datamonitor: Customer Acquisition and Retention in European Wealth Management 2006
2Tapping human assets to sustain grwoth, BCG, Global Wealth 2007, Sept. 2007
3 Mercer Oliver Wyman, 2005

55



AVKM-VerSicherungskontor GimbH ()
Urtermehmen
"_\. Richard Strauss Festspiele (0)
Organisation [ ieitars ) A Marhalla (28)

Organization

A H & W Allsecur Versicherungs-Yermittlungs GmbH (0)
Untemehmen
Sportverein Schwearz Weild (1)

-
A\ Hi-Universal-Versicherungsvermitiunas GrabH (@88 G0 o8 o o

Urtemehmen
AAusbiIdung zumersicherungskauffmann-(0) f"“ Miinchner Schaustellerstiftung {03
Organisation Qrganisation ([ wWerein )
rMemmeI, Hermann (17
Funde

Yolks- und Berufsschule () fl"' Freunde des Deutschen Theaters {10}
Organization [ Schule ) Organization [ werein )

Ude, Christian 0y ﬁ". Blrgerzentrum Trudering e {14)
Zugehirige- Person Organization { “nein )
e Schmid, Helmut (0) %) FC Bavern Minchen (15)
Zugehirige Person Organisation [ erein )
Pnﬂemmel, Franziska (0) g} Minchner Festring (0)
Zugehirige Perzon Organization ([ erein )

A\ 8PD ()

Organization

*ymemﬁ}h . P> sittancart o > i‘ SHianeenhe 4*

Betreuer: Multiplikator: Prospect:
Stephan Hofmeister Hermann Memmel Dr. Thomas Fox (Anwalt) Ludwig Hagn
fing LLP

Betreuer: Kunde: Verein: Prospect:
Stephan Hofmeister Florian Holsboer Narhalla Ludwig Hagn




The effectiveness of referrals and influencers
can be measured and compensated

Leads Prospects

[}

lierts  Gesamt

Rees Pollock (Financial Advisor, London)

n
2
L=

Chamberlayne Julian (Family Lawyer, London)

23

2
2

Bartlet Karen (Accountant, London)

12

4

Berthold Lubetkin (Architekt, London)

10

David Hyde (Tax lawyer, London}

Blick Rothenberg (Financial Advisor, London)

n
oo

Glifford Martin (Accountant, London)

n
h

lan Ritschie {(Architect, London}

Watson Burton (Tax Lawyer, London)

ik 1k 2k 1 2k 3k 1k 2k 3

B~ -
R -
B -
R -
o fe
B~ -
B~ -
R~ -
B -

n
o

Status

geplant
eingeladen
Zugesagt
abgesagt
teilgenommen

Datensatzzahl

Event: Name

Client Lead
[] Client: Name: Andreas Steinman (6

Christopher Mo
Christoph Boet
Waolfgang Gebhardt

Christian Lienau

O Client: Name: Carsten Mayr (2 Dater

Reinald Sunter
O Client: Name: Reinald Sunter (5 Dat

Rainer Kraft
Franz Demmlel

.= i} M
.= il 23
.= 4 20
.= il 1
.= i} 11
.= 0 k]
.= 3 g
.= i} 2
.= i} 7
Prospect Referral: Erstelidatum

Multiplikatoren

Multiplikatorempfehlugnen

Datens atzzahl
ra

Kemmelmann Waltberg

Nachname

Andreas Steinman
Reith Reinhard

Gesamtsummen (13 Datensatze)

Empfehiungen die uber externe Multiplikatoren
gewonnen wurden

62612007
Bi27/2007
Bernd Hollericher 62612007
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Sources of new clients in wealth management

Non-organic
growth

|
|

Intermediaries
and influencers

I
/

/
/
/

Clients of other
divisions

Referrals from
existing clients
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Process orientation and
new markets



The virtue of processes

+ Formal

: Measurable

-+ Differentiating
. Flexible

'+ Implementable

Finantix - Confidential 60



Software as ‘building blocks’

[ Main @
Goal amount £60,000.00 g‘mgaﬂe Detail I

= = Application forms

1800 ,7
Borrovving 0.00 o
1500 v : Property Details

g 1 T e e Property location England & Wales =
= 1200 Investment goal 560,000.00 Is the property to be
" let? [Ves - Family member lives in excess of 40% of the property =l
%“ 1000 Investment period (rs) 15 \ t.h b
7 =m - - : sthe properyto be -

e your main residence?

400 Risk profile Moderate conservative Mortgage Details

200

. , ! What type of borrower N
0 are you? [First Time Buyer =

o1 2 3 4 5 @8 7 8 8 10 11 12 13 14 15 ik
s Return (%) | 12.00] Yolatifty (%) | 5.00 g How much de you want EEm car)
to borrow? :
] -] o Guarant. capital 0.00
Years of analysis i Post-goal return || Cal [l u-'éfﬁt =~ »How Much Can | Borrow

What is the current N
[v] 50% prob. [v] Goal path value of the properyy? 112000000 (GEF)

[v] Guarartesd amourt [v]

Hit forecast
Expected savings at year 15: Wh:t 2 be i ‘;"" the [Consumer =
i ey customer be in¥
1,511,198.99 (270% of goal) with 95% probability =599, b -0
2,078,045.68 {371% of goal) with 50% probability probability - N e
Heeded initial it (not idering i it it risk): 92,567.38 hange
ztails
I B
Interview Personal Pratection Pratection — \
details details: profie postion mployme! Income:
Bppicant Partner
Tiie: s ] e ]
First name: Bue ] [Bue ]
Sumame: (e ] [ioin ]
Home adaress: 37 NELSON Sireet ] [27 NELSON Steet ]
Home sty LLonpon ] [Lonpon ]
Home postoods a0 e ] aczo e
e e 2 2as 5678 ] [p2245 5678 Prepared for: MrJ Smith & Mrs B Smith 30 May 2005
- wk phone loosersan |
Investment account Transactions bl ] I This report coers our discussions on your poenia potecton neels. These inolude
Account | 206-SK-0001 |~
E ‘ ! & Wiaking provision for oihers fyou should de K D Cover
at
. J [  Having suficientfunds ayiaiable i you should sufler a orfisalilness K e Cover
Associated account . B . i
_ e » Ensuring you can maintsin your standard of ing in the eventaf a long term iness, accident o injury K R Cover
= 1  Profeciion for oher needs such as your heath, home, and loan repaymers X (Bpd Cover
® 21432 GBF ce of bt [Lonpon .
o [ Letter editor
resident for tax purposes: ~
FThes needs we gathered in he meeings tattoak place on e 23 and 30 May 2005,
Order data Security data micile address: | [ k v F Y !
Process type @ Buy O Sell . micile oty ] [
SZELD) L] CLiz=) micile postcode: | [ Select personal paragraph X
Isin code US4592001014 US4592001014 NYSE uso =
% e =
Ci itr d USA
et Last price: 8119 Bid 0.00
] Netchange: 144 Bid size: 20.00 tes: j | ‘e identified that you have the following needs:
Warket NYSE [ harketinio | Volume 538020000  Ask 0.00 = Fanily Protactian Lifocover:
Openprice: 8610 Ask size: 79.00 ‘_nter‘"e‘ﬁl
Quanity Closeprice: 8119 Lasttime: We fnancia you currerfl have in place o protect your farmily nthe eventcl your deah and e
Hin ot size: 10 nansial problems such an evert coull create fa them. W considered he amountthatweuld be requied o repay loans,
Type of order ® MWerketorder O Limited | reptace ostincomme,cover addéna by experdiare, ant mestyour e lane-for e fardy and wheher besa s
Arealftiesd |
Lt price L

Order already submitted ® No O Yes

Placed date ]
| confimm | Cancel |
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Defining business processes by
assembling components and steps

=I-1a Training -
-1+ 5| processes
-4 _. Account opening [1.0]

A -3 Questionnaire .n
£ Personal details {Select accounkt t'}.-'DE Personal details Questionnaire ormal ANEE
3 MOR GATE - &
=1 Select account type
=) Account preferences
3 Review client

3 WOR GATE - 15
=1 Rejection letter
= Activate account

Account preFerences

Ackivate accounl

I0SIADY

Palatka

o

Rejection letter

Review satisFactory

‘Red Flags

Review Faked

=10 =0 =P

+-18 1 AardabilityBranch [1]
+-0 1 AffordabilicyClient [3]
+-f v AbplicationConfigurations
+ 1 ClentProfile [lj, 1] Ciert 200254 - Sue Alan (praspech) | I 1
- Protection fact finder - Personal details
+ i CpeateEntry [0.2 ; :
4 ¢ [0l - E— — Review client
. ervew Totecion T — po—
+ I rtgage [40] s friss oronis Soston i
+- 4 & NpwProduct [0.2] Sovtoart et
Frst nae 5 e
B= G o Suname: (e dohn
o= Cutline f3 B | E] e e e
Homs iy Lonbon Lonbon
N Home postoods e o
i = i | Home proe: 2 345 5675 o2 5a5 5672
—— Workorons o2 5676300 o2 557 cogp
= T b I nter\" ew Prepared for: MrJ Smith & Mts B Smith 30 May 2005
Fax
/- — “This report covers our discussions on your poisriial profscion nssds. Thess inclds:
& Making provision or ohers i you shoull die X SApdd Cover
EE— o JLo Jherz}S) 2 L Jeer [ o Hoving aufiirt s ekl fyou should s acroe ness X pddCover
IS S LoD @ Ensuring you oan mairan your standard offngin he evert falong fem fiess, accidertor njary X g Cover
- :i"'”’“ = ;f’“ =  Profactonfor oher neecs such as your heath, home, andoan repayrments X S cover
I Te— g v
boricle adress:
R fThes needs e gahere in e meshings bt ook plsce on e 23 and 30 hay 2005 ]
Donicepastcode:
o= o= Letter editor
Select personal paragraph )X
= | =]
et
= =
. Ve identified that you have the following needs:

Li brary of reusab Ie ready Family Protection Life cover:

. . . . We discussed the financial arrangements you currenty have in place to protect your family in the event of your death and the
financial problerns such an evert could create for hem. Ioans,
banking business functions and services B

" rea0ftiesd |

[
Library of standard working

. . Rules, constraints, roles,
banking business processes

authorization levels, thresholds
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Processes for compliance:
MiFID decision tree for advisory obligations

Is the Firm praviding I
investment advice/ — N - - . .
discretionary portfalio " PTT—— Mo =1 Suitability Obligation Applies
managemant? e Professional client?
— — —— — In complylng with the
—— Yo Opted up |+ Yes 4 Buliabilily Shligatiun
Ho — professional — knowledge "3"“;:
fesrrb experience can be
— client assurned
Is the Firm carying
on MIFID business or L In complying with the
squivalent businass Suitability Obligation
of a third country firm: No knowledge and
or arranging or experience can be
dealing in relation to assurned. f anly
@ t;ierwatw? or investment advice is
warrant in provided, then ability to
bear financial risk can
also be assurned
Yas
Ir the clieert an
eligible Yeas Mo Appropriatanass Obligation
counterparly™ —
+
Mo
Doas the service involve | A iat Obligati
e ervice invalv ] — i " . ppropriatenass igation
complex financial instrumants? ‘% b I this client a Professional Client Yeos deemed discharged
— 1
=]
Is the service pravided at the Mo Appropriateness Obligation Applies
initiative of the client?

.

g

H

Has the client bean warned of
loss of protaction?

Yes

Has the client been warned of
loss of protaction?

|-

Yes

MNo Appropriateness Obligation
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Differentiated, optimised advice approach
and processes for each segment

HNW
A Affluent
Integrated
Mass
affluent
Scope
of advice
Events
Drivers
Partial of advice

» > Products
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Processes for multi-segment
synergy and harmonisation

SIMPLE PROCESS
(Mass-affluent)

‘ & Reqistration @ Store plan ‘
@ Start page

¥ Y

| @ Client profile W Current situation @ Pension position @ Retirement goals @ Assets @ Analysis @ Suggestions @ Prink plan

COMPLEX PROCESS
(Affluent)

| @ Logln @ Data inheritance ‘

W Individual assets

Ability to capture analytics positions
for income, pension plans and assets



Sharing of building blocks
between processes

SIMPLE PROCESS
(Mass-affluent)

& Reqistration @ Store plan
 Start page
¥ Y

W@ Client prafile ent situatio @ Pension position @ Retirement goals W Assets W analysis P W Sugagestions Q @ Print plan J
A ‘ N

COMPLEBX PROCES
(Affluent)

| &Lgl\HﬂDtht

{ ent situatio @ Pension position @ Retirement goals @ Assets
&

@ Individual income .

| @ Individual pension ‘ W Individual assets
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Processes for multi-country
synergy and harmonisation

k‘ 7‘ Connector to UK :\ilé I Key functional difference: no sharing possible
- = Minor difference: partial sharing possible
e N backznd systems === mmm Minor differ rtial shari !

| @ Logln @ Data inheritance
@ Store plan

@ Client profile 4.{ @ Current situation @ Pension position @ Retirement goals W Assets w Analysis W Suggestion }_.@
:|= T
i\

@ Individual income . @ Inchwdual pension @ Individual assets
| 7
Y

N | NN L
NS

W Start page

@ Print plan
S| L
7| | )

Connector to German

| bagk-end systems

| @ Logln @ Data inheritance
@ Store plan

@ Client profile 4.{ @ Current situation @ Pension position @ Retirement goals W Assets w Analysis W Suggestion }_.@
& [y
ndeuaI income . @ Individual pensmn @ Individual assets

I W Start page

@ Print plan

@ Registration
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Processes for strategic flexibility

Relatt;?;;Ship @ve tra@ <Advice> @scretionar
Client ( Retail > (Mass affluend (_ Affluent > C_ HNW D

segments
- Relationship Financial Branch Client
channels
A

Optilmising processes for each deliyery context

Client _
management f"ﬁﬂ:‘
process profiiing

Accounts
and
ELEWAS

Plan Ongoing
development /i ioy review
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Gracias:

Enrique Ramos O’Reilly
enrique.oreilly@finantix.com

HhEntx Stand No. 29




