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e Innovative approaches to client acquisition
e Process-orientation

« Holistic approach to clients

« Multi-segment strategy

 Risk-based advice

e Event-driven service




Client
acquisition



— Acquisition techniques

Hunters vs farmers

Automatic detection of prospects
Leveraging of introduction chains
Online teasers




Web Crawlers for Public Information and Social Netw orks

« Advanced text mining
« |dentification of relevant people in a wide pool of public sources

» Automatic detection of future liquidity events (IPOs, trade
sales, fast growth), family changes, personal interests, social
and business roles and networks

» Leading edge technology for social network analysis
« Analysis and intelligent navigation of relationship networks
« Automatic identification of influencial people and organisations

* A smart approach to managing High
- and leveraging — rich client profiles
» A forward-looking approach

Probability of

. . capturing a
» key events in the life-cycle of signifcan
. share o
* clients and prospects assets
Low
Three years prior Five ye;ars after
to event the event



Web crawlers / social network access

First  Company D, Foorg Wal Keong is Co-Founder,
Last Name MName MName Position Fragment Source Eresident and CEC of Ecquaria
Keong Foong  Ecquaria Co-Founder,  Dr. Foong Wai Keong is Co-Founder, Technologies, Dr Foong’s main rols lies in
Wai Technologies  President, President and CES of Ecquaria -

pearbeading the vision and strategic
planning of Ecguaria Technologies, & Fast
growing erterpriss software infrastructure
solutions company that serves governments

CED Technologies, Dr Foong’s main role lies in
spearheading the vision and strategic
planning of Ecquaria Technolagies, a Fast
grawing enterprise software infrastructur;

solutions company that serves gover nts s - :
and largs organizations worldwide and large organizations worldwide
ichi BEdndE hen  Honao : ™R B Hongguo AT 2 AR SRR | B weww.hongguo.com 5
Seit der Grindung vor ESPRIT Consulking im £#% (Morgan Starley ) B = SRk ggézmber Company

Jahr 1995 isk das Unkernehmen rasant
gewachseEn — durchschnittlich um 70 bis
100% pro Jahr, 2002 Fibrte ESPRIT
Consulting mySap™ Customer Relationsf
Managennent (rmySAP™ CRM) ein, um das
‘ertriebspotenzial mit
COpportunity-Management- Funktionen zu
optimieren. Michael Gomolka, Grindungsmit-
glied der Unternehmensberatung mit

b HEE L TR B S a2 a00 7T R
| RO RS B R TR

et Griindung von ESPRIT Cansulting im
pisS ist das Linkernehmen rasant

B Hongouo T R asER | s

B3 ( Margan Starley ) B = EEE
Lk S E L TR Eﬁﬁﬂgzauu il
B R, BERSEE B S TRERT.

Trenkwalder & sinonimo di soluzioni

r. 2002 fithrte ESPRIT
SAP™ Customer Re\atlunshlp

ebspobendal mik

tunity-Management- Funkkionen zu
eren. Michael Gomalka, Grindungsmit-
fer Unternehmensberatung mit
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Hauptsitz in Minchen und Misderlassungen i mhMundcgen ;n: Misderlassungen innovative al passo can i tempi, ()] FEng&&'fTrgg "‘ ﬁ Bankhaus Weaner KG (g)
i i i Erreich und der Schweiz,
T'n kosffrre;fn u:deerkSc‘L'lwazc,Eo e 4 |‘ — un'espansione dinamica nel cuore ) Bankhaus [
renkyaider [ Trenkwalder inavative ol pasan con i tomgt dellEurapa, valori positivi & collaborazioni tra {0} Cuccio, Pietro §ies ﬂ Bankhat,_Tilius AG ()
un'espansianie dinamica el cuore aziende clienti & lavaratori Fandate sulla RELATED
dellEuropa, valori positivi & collaborazion fiduria, Egli conferisce allazienda forma e ﬁ SiEL\!\\ rkanzlei Waltherg (1)
aziende cllent\elavnratn['\ fondate sulla identita, impreanandala di valori come 0y Lauber, Wolfgang r 3
fiducia. Egli conferisce all'azienda forma e h IMp ‘g RELATED: 3
identita, impregnandola di valori come rofessionalita collaborazioneJ ela guida ﬁ Bank & Co. KG (24)
professionalita e collaborazione, e la quida tra le aziende suropee & pil rapida
tra le aziends europee a pid rapida s, — SR
espansione, 7 December 2006 espansions, 7 December 2006 Kraft, Rainer P

. Hollericher, Bernd @ "Organ" Organisationsgese... (1)
CLIEMT

mmier, Franz §ea

RELATED @ Wertpapier AG (8
(0} Braun, Werner ﬁ Architekturbiro Kemmelman... (2
RELATED
-
(03 Reith, Reinhard Minche, =r Galfclub el {10}
RELATED P "
Fl’lendS, ContaCtS m Malerﬁ?ﬂ%m ‘- fﬁ Minchener Herrenclub e

(30) Kaufmanns - Caal:ljnu minche... i‘ﬁ

Clubs
Associations




A\ vikM-Versicherungskontor GmbH (03

P Leverage the Introduction Chain

Orgarisation [ Wieiters 1 A\ Marhalla (25)
Organi=ation
A H & M Allsecur Versicherungs-vVermittlungs GmbHrg(D)
Untemehmen
A\ Hit-Universal-Versicharungsvermitiungs GmbH @M Soortverein Schwarz Weilt (0 |
Urtermehmen
AAusbiIdung zumersicherungskauffmann {0} i"‘“ Minchner Schaustellerstiftung (0%
Organi=ation Organization [ Wzrein )
PMemmeI, Hermann {173
Funde
55 volks und Berufsschule (0 i"‘ Freunde des Deutschen Theaters (10}
Organization [ Schule ) Organisation ([ werein )
Ude, Christian (0 'i"" Birgerzentrum Trudering e {14)
Zugehinge Perzon Organisation ([ Werein )
Schmid, Helmut (O Fr i
S e © B e e 09
Pnﬂemmel, Franziska (0) §a§ Minchner Festring (0)
Zugehirige Person Organization [ wzrein )
A\ aPD i
Organization
5 Analysis of contact chains
Influencer
l > ist Betreuer von > | > ist Mandant bei > < ist Mandant bei 4 '
Betreuer: Kunde: Multiplikator: Prospect:
Stephan Hofmeister Hermann Memmel Dr. Thomas Fox (Anwalt) Ludwig Hagn
rling LLP
RM Client Org Prospect
| > ist Betreuer von > B > ist Mitglied in > ? ? < ist Mitglied in < '
Betreuer: Kunde: Verein: Prospect:

Stephan Hofmeister Florian Holsboer Narhalla Ludwig Hagn




Referral Management — Example

Information delivered, not known
to relationship managers before

Profiled clients 45

Segments where valuescope was able
todeliver at least one new insight

Personal 37%
Family details 45%
Social contacts 95%
Business 82%
Education 73%

e e S O

*Pilot project with a large german wealth managemen
** As networks will overlap, calculation includes a

Networks and Prospects
identified by analyzing client
relationships

Profiled clients 45

Identified networks 84

Identified leads within 375

these networks

Forecast**

Profiled clients 1.000
ldentified networks 1.866
|dentified leads within 6.250

these networks

t institute

factor of 0,75 %



Internet Teasers

Sofie

Sofie is 23 and studying at
Amsterdam University. Sofie has a
part time job and shares an
apartment with a friend.

Martin and 7 year old son Kees

Martijn is divorced and lives with his
son Kees. At weekend Kees stays
with his mother.

Do you want see the future of your financial situation? Choose one of the profile below and visualise how the
finances of people similar to you are evolving.

Pieter and Saskia

Pieter and Saskia are both in their
early thirties and they work full time.
They own a home with a mortgage
and do not have children.

Lodewijk and Cecile

Lodewijk and Cecile are married and
would like to retire and sail around
the world together.

s

Karel, Ellen & 4 year old daughter Pleun

ily of 3 have just bought a
yre preparing to move

& based on gross salary, pensions
SuUrance payout

{1000}

il
45 50 55 B0 BS YD TE @0 &

Expenses

Expenses

Expenzes consist of cost of living, loan
repaymerts, goal-related expenses and
othet obkligations

= 1000}

o
45 B0 55 BO BS YOO TS

&0 &y

Asgeis

Assels

Your assets are incremernted yeatly based
oh the difference between income and
expenses and on the returns on your
investments

0
i)
E‘H{l
LA i)
]

| |
45 50 55 BD BS TO TS A0 &Y

{ Assumptions :§' @H

Aie 45
Azsets 40,000

Income (morthly) 5,000
Expenses (moarthly) 4,500
Savings [motithly) 500

Investmerit profile Moderste conzervative

Expected return (%) | 467 (8)
a0

Lritil [% 85
State pension (annualy)) 11,831
25,000

-Target

Retiremert incarme (% of incame)

Private pension (annually)




Comprehensive support for whole acquisition processes landscape

= . Manage e S leveae
dentification ~—~— Leads Prospects Networks
* Identification * Clustering * Research * Map
target relationship
 Validation . ASign best prof”e networks
Suited
relationship * Design optimal * Measure &
MarKeting Relatipnship Manager strategy for reward referrals
Marjager targeting
» Score leads
* Follow-up
* Prioritization
[ ]
|n| Event & Campaign Management
Marketing

®
Reporting & Controlling II

Valuescope Perfomance Management




Process-
orientation



Configuration of business processes with reusable
puilding blocks and a process designer - SOA

] » [ =] Y . E P . 3 - 3 =]
f _i Process Explorer 232 | 2 B || @ clientProfile. par |m Client. brrl |m ClientApplication. .. |m CligntConfig. bl E
=11 Training A = i
E||E| processes % Account preferences
3 N i e
[=1-& _§ Account opening [1.0] o - A
£ Questionnaire 91 : Y : . [ ry Ackivate accounl 5-&
£ Personal details Select accounk bvpe Personal details Questionnaire -
o
<> HOR GATE - 6 |
3 Select account kype Pt e |
=1 Account preferences =
=1 Review dient
& ¥OR GATE - 15 § Review satisfactary
=3 Rejection letker = R
: W g
() Achivate account o
[+ ' AffordabilipyBranch [1] @ Review Niled
- ] i
[+-@ 1 AFfordabil§yClient [3]
3 [N pop ey r—— e —————
-4 1 F\DD"CEtiD Cnnfiguratiu:uns Protection fact finder - Personal details
[+ i ClientProfie [0.1]
-4 CreateEnify [0.2] Review client
% Al
[#- ! Mortgage J40] ‘ oo
[+-# & MewProdugt [0.2] ™ E= | =
s oo [aten ] [dohn ]
bl ] — l 2 | e o | [rvesonses ]
o Home cty: Lowoon ] [Loneon ]
= . Home postoode Jac0es ] a0 e ]
o= Outline F3 l —— EEE=D ] (s ]
H ki [ ] [ ]
= M= = o [ ] ]
Eneit [ ] [ ]
B peoom O@ g' Preparod-or: Hrd Smith & Hrs B Smith 30 Hay 2005
Camalias Vertied 7] eried =] “This report covers our discussions on your potertial protection needs. These include:
LK resident for tax purposes: ~ ~
Domicie address: = [ ] [ ] . athers X (Apdd Cover
Domicie ciy: [ ] [ ] @ Having suficiertfunds ayialahle  you should suflr a orfical ilness X Tpdd Cover
Domicie postcode: I ] I ] @ Ensuring you an maintain your standard of fving in he evertof a long term flness, accidert or injury X ped Cover
== | iele = ® Protechon for oher neecs such as your heath, horme, and loan repaymerts. X ypdd Cover
e j ‘ j Thes needs we galherad inthe meeings hat ook place on e 23 and 30 May 2005]
Select personal paragraph )X
Vife identified that you have the following needs:
Family Protestion Life cover:

W ciscussed the firancial arrangernerts you currertly fawe in place o profect your famiy inthe evert of your deaih and he
francial orecte for e be recirectn repay loans,
veplace Iost incorme, cover adciional orily expendire, and meet your e plans for e fariy and whether hese funds

" Areadiieed




Calculators and simulators

 Mortgage planner

 Budget planner

« Affordability

 Repayment
schedules

* Biweekly mortgage

 Blended rate

 Mortgage down
payment

 Fixed vs. adjustable
rate

« Refinance
 Rentvs. buy

-
Mortgage Payoff Calculator
Murmber of years remaining: |25 Morthly scheduled payment:  $699
Mortgage lenothc |30 years VI Morthly accelerated payment:  $799
Mortgage amount: [§100,000 Total scheduled payments:  $251,722
Additional morthly payment: [$100 Total accelersted payments:  $214,713
Annual interest rate: [7.500% Total savings: $37,009
Mortgage repayment shortened by 6 years and 11 months
F160
g 3140 ﬂ
T W2
2 w0 B Interest with prepayments
E L @ Scheduled interest paid
'E /’\ O Balance with prepayments
g 0 Scheduled principal balance
2
= —
19 22 25 28
Year of Mortgage
1 Amartization schedule by year € Amortization schedule by Month
.

You can purchase a $109,128 home

Calculate based on: (% Annual income

Annwal income: [§40,000
Total monthly paymert: [§799.98
Interest rate: [f 280
Property tax: [100% | = $1,091

Total Debt Payments $400
Monthly car payment(s): [$300
Credit card payment(s): [$100

Other loan paymert(s): [50

Chart selection:
& Monthly payment breakdown
€ Principal and interest
¢ Principal paid per year
€ Use of cash on hand
Other options:
¥ Limit dowvnpayment to 20%
% Show schedule by year
™ Show schedule by month

€ Purchaseprice € Total morthly payment

Purchase price: [§109,128
Cash on hanet [$10,000

Term: |30 years -
Home insurance: [0.50% = §545

Total Closing Costs $1,609
Loan originatiors [T.00% | = 31,009
Points paict [0000 | =30
Cther closing costs: [$800

$800 a month for 30 years

Y

8 Home insurance $45.47

| P §42.06

O Property tax $30.94

0 Principal and interest $621.49

Fixed Rate Vs. Adjustable

!) Enter Loar infarmatian

EUR 1,000,000 LEUR 300.000

EUR D ~ Loan Amount
-
Oyre Loan Tem

yEnter Fized Fate Loan related information

Bprs

0.000% " FizedRate

yEnter Adjustable Rate Loan related information

25.000% L{-720%

*

250007 [ 6-500%

0.000% Adjuztable Fate

Tret Iritial Period 120 mo
1o i Period T8 mo
0.000% ad Cap 2000%
0.000% Lietie Cap 12.000%
0.000% Margin 7.000%

y Enter Adjustable Loan Index related information

Index: 1Year TRl ~
Index Growth

Current Rate:  7.000%

W Morthly Payment EUR 2,143 B Adj EUR 2,332

ELIR 5.000
ELIR 4,000
EUR 3.000
EUR 2.000
EUR 1,000

10

EUR O +

1 2 2 4 ] 3 7 g 9 10

Years in Home
Fixed Fate Adj. Fate
M arthly Payraent ELR 2,149 ELR 1,895




Process orientation

Active trading

Relationship
type
Client
segments

Business
channels

Client

management

process

Activities

* Position inventory

Branch
office

Financial
advisor

Relationship

manager

Accounts
and
analysis

Client
profiling

Client
acquisition

Fact find

» Goal-driven
planning

« Portfolio position

 Global position
« Financial plans

_ * Valuation _ _
C-ompl|ar?(.;e/KYC « VAR * Portfolio deS|-gn
Risk profiling + Analytics * Asset allocation

L » Constraints
* Projections

Client enrollment » Calculators

¢ Simulations
* Interaction with
experts

Single client view

 Advisory
compliance

Plan
development

Call
centre

Implementation

e Product
picking

 Order processing

 Status
tracking

* Pre-trade
compliance

» Account opening
* Servicing
» Rebalancing

Client
online

Ongoing
review

Position
monitoring

Event
monitoring

 Alerting

Performance
Reporting
Reviews

Personalised
content delivery




The Mortgage Value Chain

Branch Internet Call Centre

Agents Introducers

Mortgage
engine

LU1HN




Channel Usage — Bricks & Clicks ( ) |

————

Branch

internet [

|

Call Centre o o - ]
o

Agent
l-l

Mail/email
I-ll

Back Office



Channel coordination:
sample prospect interaction flow

Interest in Call

/ product centre

The SOA
architecture allows
to easily design and
manage coordinated

multi-channel

geometries of

Interactions with Prospect DB
clients and Schedule

prospects (like the meeting R

sample one I

represented In the \ -
dlag ram)' Meetlng -
Proposal /




Holistic
approach
to client



The technological challenge

Client Potential @

segments
Business Relationship Financial Branch (oF:1] Client
channels manager advisor office centre online

Delivery optimized for the requirements
of each channel, segment and process

Single Sales information,
client advice and
view process support

Aggregation

Core Portfolio Insurance Data Information Finantix
banking mgmt system system warehouse providers repository




Single view of individual client

. . . Summary | Wealth status | Basic | Occupstion | Family | Marketing info | Constraints | Budget | Calculated params | %irtual portfolios
The single client view aggregates
and allows to easily navigate S
the following information:
10: 110010 Bank: ABC Bank [#34532) Home phone: 01289 234565
" P rofl Ie | nfo rm atl on Name: il Dong Branch: Se.oul (#45930) Worl.< phone: 01238 654332
. Short: Segrnernt: Friwvate Mobile: 07974 083287
Demographlcs Surname: Hang Fax:
. Marital status: Married Email: gil . dong hongiE@sa msung.com
M arketl n g and prefe re n CeS Address: Jurf-gu Namdaemunro 2-ga Date of birth: ATMOEMIET ‘Warning: .
H H City: Seoul Gender: tale
RelatlonShlps Post code: No. of dependants: 2
Budgeting
Goals
Risk profile and constraints I TED
Profitability and potential [ 1 Source | opportumtyype | produst | orginator | _ssigneo | tatus |_ate | extsoon |
m easu res _@I Sales prompt  Mortgages Fixed rate [PHA1ETE)] System Jobn Gladstone Proposed 1B0TZ002Z Track process
_@I Campsign Mortgages Discourt rortgage [PN#1ETS) Jahn Gladstone Jahn Gladstone Proposed  04/09/2002 MNone
_@I Referral Insurance Discourt mortgage (FNE1ETS) John Gladstone John Gladstone Froposed 16/09/2002  Call
*  Financial information
. e RECENT CONTACTS
Assets and liabilities

Products and contracts L L Purpose I =

_@I Meeting Enquiry
#|  Outgoing mail Product infor mation Exhangs rates: 551)
t, . . t #|  Outgeing call Product infor mation Reference currercy: [E0R =]
= R I h p f ¥-RAY analysis
H
e a I O n S I I n Orm a IO n et position: 1,733,523.51 EUR
Fact finds PENDING ACTMITIES ASSETS TOTAL: 1,762,935.63 EUR
CO ntaCtS Procucts Amount Lo
[ | e | Pupose IS samvase  radew
Meeti Planni B stocks 329 944,77 22.12%
TO DOS B e |lng ann!ng M eoras 24 567.89 139%
®|  Appoirtment Planning M Derivatives 2,950.00 0.51%
H'Y ; Cthers 295000 0.51%
Opportunltles &|  Mesting Anialyze B Funds 162,284,584 2.21%
#| Meeting Apply Term deposits a5 587 B8 2 58%
K I Insurances 2300023 1.20%
Proposals | Send collsteral Enquiry B Ciscretionary portfolios 853 611.66 A5.42%
®|  Branch visit Generic information
| T Planning LIABILITIES TOTAL: 2041212 EUR
Products Amount %4
Ml Credit lines 11,412.12 32.80%

B Loan accournt 12,000.00 E61.20%




Single view of business client

Client: 1003377 - HalWare R 256012752 -

® B aS I C I nfo rl I Iatl O n SUMMARY | BASIC | CONTACTS | RATIOS | DOCUMENMTS
® I OS Itl O n 10: 1003377 Phone 1: 01283 234560 Sector: Retail Revenues: 82m

Marme: talare Phaone 2: Subsector: Fashion Employees: 172
= Short: Fax: 01283 23457 Typea: Lirnited Client since: 01/02/1397

{ ] C re d It Statu S Segment: SME Active branches: London, Glasgow

Address: 17 Hardy Close Web site: Description: Import=s
= City: London

([ J EVO I utl O n FPost code: SE13 TWR AT code: 12345675301
Country Uk

e QOrganizational
SUGGESTIONS

Information e | hewon | Swwy | sowse |

Swyeep account Inwest cash reserves on the money market Improwe cash management Recommendstion Engine

{ ] F I n an CI aI S Factoring Sell accounts receiwvable for cash Improve liquidity Recommendztion Engine

° D ocumen ts OVERVIEW PROFILE

Y < t t Current sccounts 22,379 450000 Profitability: T
O n aC S ®|  Trade accourts -413.548 7500000 2 Riskclass: [ _HEN
.@I Loans 62 415 Exposure: 1.363.000
e Scores
o AERIT EIE S AUTHORIZED CONTACTS
e Opportunities
[ [ we | pupose | Tope | bae | comacr [ teme | Roe ]
Connelly, Stewe Accountant
(] I S S u eS Delong, Sandra Secratary
PENDING ACTMITIES Luncan, feger EFD
Srmith, Ray CED

e Events [ Trope | purpose | Topie | Datollucdate | Contact |

Other  Flanning Discusz loan increass Z0/M0/2002 Duncan, Roger
2 RELATED NEWS

Coe | e
16052002 HalWare distributes Fila in the UK,
270972002  Retail fashion sector stays gloomy.



Compliance and suitability

MName * IGrey. Robert

e * |41

Aa Selacted profile: | Grey. Rabert =1

Dependarts |2 - l

Home owner |7

Qualified vestar r Insurance Home Insurance iy =l
Lending Personal Loans iy =l

Incame * |12DDDU Insurznce Life Insurance ] &

Residert v Insurance Term Insurance ) ¥l
Inwestments Retirement plan |

Self Employed r Insuranee Motor Insurance &
Insurance Medical Insurance

Home Loan Customer v Investments Bonds Best product

Has full insurance coverage v Cards Credit Cards areas: h|ghest
Insurance Payment Insurance

Plzns significant purchases |7 Inwestments Deposits score
Cards Debit Cards
Lending VYehicle Gfiance
Services P nt Services
Investments it trusts - Balanced
Lending Home Loans

. . . . . Imvestmerts Home loans
Client profile information is r—— Structured Products
the basis for suitability Investmerts Plans

Insurance Travel Insurance

scoring

Derivatives

Current Accounts

el
&
<l
2|
el
&
<l
2|
el
&
<l
2|
=l
&
=l
2|
=l

XXX XXX XRNXXXXXOOSOOIDIDOAEDSEOOSOSEOSESNODS

Inwvestments International shares
Inwestments Unit trusts - Growth
1toZof 2
Subarea Description
-w -w
[~ Lending Personal CashPower CashPower is a personal loan frem R 000 to R25 000 or more, Families repaymeant Dririr |
Loans depending on wour financial profile, with flexible repayments periods Professionals loan
from 12 to 60 months. Both FNE =nd non-FNE customers can gqualify, EBranch
m (s e e Sies DAl e |21 D | O Non-compliant
Loans who earn @ minimunn of R2 000 per morth. The loan is taken out either lazan Zoom in to .
rt of = | h otiated with th o d it .
o o e e e e o oy i areas: violate
basis for private individuals S eCIfIC .
p some compliance
products and or eligibility rules
product scores

© Finantix 2001-2006



Multi-
segment
strategy



Differentiated, optimised advice
approach and processes for each segment

Duration of typical
advisory session

planning
\ Financial and
Integrated A insurance planning
Quick product-
driven advice
Scope
of advice
Events
: Drivers
Partial 5-20 min of advice
- > Products
Low Value High

of relationship



Simple planning and product recommendation

~Prosp

Homa prone:

Fax prone:

~data collection

[Pomaamaz
[stomaan , o

ect/client

[oriesoo7ss

Quick
profiling

SN =

1) Ener
wilhcaw after taxes and surtender charges i each of
D e —— T 9 the alematves:
EUR'S Investment AmoGAlP 100,000 EUR 13,009  the atemalte
M Arvuity EUR 20,029 M Alemaive EUR 16563

Balance
EUR 200/

Vet o tar e an he reurns you expect romthe.
i

2) Shemate mwedmen
00% [225%
Erter the withdiaal alowance ar¥

) Sinende fomaton fom he ar.

—_
0% ihdama lowance5000% [E00% ]

=l Fsles & Chaiges
21 Interst Rates E
=1 Surender Charges
%
0007 vear *1000% (200X ]

—
0% veaz 10.00% LL-00%
00 veurs “T000% [L0%
0% Veud % [B.00%

- s
Yeus 0007 L00% ]

007

153 ToxRate

o0 Gross Retums

A

.08
15 lyou wish to v yourmoney befor hen,

belter,

Savings Calculator | Hext Steps | Growth Graph |
q another varisble's slider or enter a numeic value to see how i
inges pour selected variable.

v B
Annual Return 3 0 [B000%

Opening Balance IET * EUR 1000000 [EUR 1,000
Monthly Savings R G + E0F j00,000 [EUR 100 o

¥ ERo XUri0go0gm FUR 159.97167

— T
[ Tak Rate onthly

1) Select a variable to solve for y

MNumber of Years N

Ending Balance =
Compounding

ER

* Ending balanes is before tases. After tases, your balance will be EUR 125,858, Flaase sick the growth graph
tab o see how vour ta deferred and (aed savings wil giow over time,

Goal | Retirement |

500 000

13 years

Savings

[0 000

Morhly saving

Japital Ing

Savings goal

Investmert pariod

+.000.000
200,000 7
500,000 -
00,000
200,000 -

.
18 s 7 el
200,000

&10.000

Moy market Expactad waakth

Expected minimum weatth
= 359

B tond markes

Probability to reach goal

B srock marker

25 000 [B.000%

0.000% Annual Figtum

M Nest Egg ELR O

100

Years

4| MSDW Emerging Markets Dbt SSEN 2850 -19.40
CB o s

=)| MSDW Emerging Marksts Equity L5

B

1| MSDW Euro Strategic Band Bl ao0 a0
1| MSDW Euro Strategic Band ﬁ 300 370
| MEDW European Yalue Equity {% 180 430
5| MSDW Global Bond % 32,30 2470
| MS0W Global Equity {% 27.70 -18.20
5| MSOW Japanese Equity {% 280 1030
0| MEDW USA Equity {% 160 -15.00

T [ T X e

-39.50 I

Bet 252 2038 AE A 0

tholio | Sell-Buy Conditions | Documentation

‘add to Wateh

15.60 |
11,10 EE ] nol Stock
. e

i Polar a0 ow
1110 I vigh - Pertormance

La1/1888

L/07/2000 o

2,7 million T N T T Y high
zE0 ] 7 W d DI Y W eSS

Mo Load
= clobat equiy 1

125 %

Product details”

- [ S—
2680  term rate of return, measured in US dollars, throuch

cauity securities of companies listed on the world's Stock

bl L L | ]

RCt)  —

530 30.20 118.89

Rrfui) —

Product recdmmendation

Product
advice/

llustration/

proposal

SEAMIESS
Eexecuton

sal

)




The system allows
investors to:

. define goals and
requirements

. set priorities and
risk profiles for
each goal

. allocate financial
resources to
goals

- monitor progress
towards the
goals.

Goal-based planning

Goal list for Mark Phili

Goal name

Target date

Mark's retirernent Retiremnent plan 04/2035 z00.000 08/05/1999 10/09/2001 T T 1
Lisa’s retirement Retirernent plan 05/2035  250.000 100971999 1o/09/z001 BT T 1]
our house Real estate 0o/2002  151.83% 143400 94,4 12/0%/1995 11/07/199s (N |
Marl's portfolio General investment - - 45,650 1040942000 10/09/2001
George’s college Lurnp surm
Savings Retirement |
Assets assigned Investment fears ta beginning |14 years
|4nn.nnn| R
Assets not assigned R gD I1IJ years
honthly sawving
Total assets |1_gng S Retirement goal |4.DDIJ ELR/ma
hodel strategy Conseruative
& & >
Liquidit Long+t
Add new goal Agzets by goal A e
Mot ﬂSSignEd Mark's Fension accumulation
; 15,000
George's 8% retirement
college 119% Lisa's 10000 lII
0% retirement : 1|

Mark's ’
partfolio

15%

8%

Our house
48%

l:l hboney market
- Bond market
- Stock market

-
5.000 | Penision/m gk we =

0T T T 1T T T T 1

- Expectad penzion
l:l Penszion i@rish

Probability to reach the target

13.000 EUR
5700 EUR
= 35%

Inwestment proposal * |

Select instruments:> I




Goal/portfolio monitoring

¥| ¥ | Robert's pension Retirement 21/12/23

¥| | Lisa's pension Retirernent 31/M12/29
LEF| | Qurhouse Property 01/01/09

¥ | George's university Education  01/09/08
LF| | Trip around the world Lump sum 101010

Assigned total

IUnassigned assets
Grand total

255
120
75
25

112
71
78
56

9

326

107

28
65
75
36

12M11/05
12M11/05
30/03/06
30/03/06
22/106/04

111107 Conservative
111107 Conservative g

30/09/06 Mod aggr 24
30/09/06 Mod cons 46
Aggressive 12

E!!I



@ Scenario assumptions (and expert support)

Cash 1.5 - 1.8 - 1.5 -

Short term z2.0 - 22 - 2.4 -

Bonds 3.0 - 2.0 - 2.5 -

Stocks 1.0 2.0 1.0 2.0 1.5 2.0
FPension - 2.0 - 2.0 - 2.5
Imsurance - 2.0 - 2.0 - 2.0
Froperty - Own use - 1.5 - 1.5 - 1.4
Froperty - Rented 4.0 2.0 4.0 1.5 4.0 1.4
Froperty - Funds=s 2.5 2.0 25 2.0 2.5 2.0
Priwate equity - 5.0 - 7.0 - T.0
Alternatives - E.5 - 7.0 - 5.0
Art - 1.0 - 1.0 - 1.0
Chher - - - - - -

YEAR 1




Integrated Planning

- Banca
FIDEURAM

Benvenuto: Bianchi Codice PE 023456 = B
Seiin: Area dienti > Ricerca Vai a: I vl
Cliente:  Paolo Rossi Codice fiscale:  RSSPLAG0B1OH501F Tipo cliente:  attivo chiudi sessione diente [=]

Portaf

ai a: Rigchio | Storico dei contatti | Tracking processo commerciale | Alert | Mote

T I Patimanio BF 'I
Presso BF 45,7%
' 6,3% - _18,5%
Presso altri istituti _ 17,2% —

p——— — 7%

Altro ] 0,0% 10.0% 36,3%
;|
TEEEEE s
o | Monetario 250.000 [l Azionario 580.000
miglisia di euro I chbbligazionario 40,000 altro 100.000

+ Extra rendimento 150,000 9,4 A Il N | 6,3%
+ Investimento 570,000 35,6 ‘ i n | 3,6%

Previdenza Q 0,0
+ Riserva 750.000 6,9 - m . 2%
+ Liquidita 130,000 o1 A, [T 0%
Risorse non assodiate 1] 1]
Totale 1.600.000 100,0

Conto Corrents 30,000
Totale patrimonio cliente: 3.530.000

Protezione

Profilo di rischio: VaR max: VaR di Portafoglio:
Moderato (3) 4,5% [ B | 3,9% [ e |

Nessun contatto memorizzato J
-




Risk-based
advice



Portfolio diagnostics
—fEfﬁciem Frontier VVAR Comparison —@timal Allocations h

Current Portfolio Asset

25,01% Short term 10,00%
9,0% 25,01% B short term 10,00%

55,65% Bond 35,00%
8,0% 0,00% " ] Domestic bond 20,00%
7 0% 35,01% D Emerging market bond 0,00%
R R N N R 15,40% || Europe bond 0,00%
6.0% 5,24% B Global bond 10,00%

- 0,00% Il Japan bond 0,00%

5 5,0% 0,00% [l usA bond 5,00%

s 18,34% Stock 55,00%
40% T T T T T o T T =" " 'I'. 0,00% D Domestic stocks 0,00%
3.0% : : 15,01% D Emerging market stocks 15,00%

' Ll 0,00% [] Europe stocks 20,00%
2.0% -1 0,00% [ Global stocks 0,00%
11 3,33% B Japan stocks 10,00%
1,0% : : 0,00% USA stocks 10,00%
11 . . .
00K 0% 2.0% 40% 60% B50% L10.0% 12,0% L4.0% 16,0% 16.0% 200% 23.0% Current portfolio Optimal portfolio
V0|at|||ty 0.00% USA stocks 10.00%
.33% Japan stocks 10.00%
RETURN VOLATILITY |P| 'é/ ETFT S'N VAR 0.00%) - Global stocks
0.00%| Europe stocks 20.00%
‘ Current portfolio 4,01% 12,99% 11,06% 16,70% 15.)1%| Emergitr;%garket do%
. Optimal portfolio 6,36% 11,98% 27,04% 13,17% 0.00%| Domestic stocks  |0.00%
0.00% USA bond 5.00%
0.00% Japan bond 0.00%
5.24% Global bond 10.00%
d Europe bond 0.00%
35.01% Emergrogngn et 5 .00%
0.009%| Domestic bond 20.00%




VaR analysis




Exposure analysis

Breakdowns are used for graphical analysis and diag nostics, client reporting,
alerting (about violations of defined constraints) and portfolio rebalancing.




VaR-driven portfolio rebalancing



Pre-trade compliance check



Event-driven
service



Addressing needs and goals

Customer net
worth

across the client lifecycle

Buy real estate

@é-fliiiu

Financing

& Policy dra\\ivdown
Education of child 4%2&_& §
o

Buy new car Retirement

‘ L M Goal: education
; ; Donation

Goal: purchase

\()
Inheritance

Transfer business

«,/\;\
RAXA
"\

Sy

SucceSS|on
planning

Minimize tax
Tax planning
]

~ A > Time

Retirement age



Monitoring critical events: hotlist



Monitoring critical events: alerts




Rendimiento por Asesor



A multi-tier architecture

\Workplace for \Workplace for

P O rtl etS channellrole A channel/rele B

BPMN, BPEL

. Screen
aX Screen Screen
Screen Screen
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SOA T ° o ° o o

| — Fi ti
. . Inantix
MDA p— — _
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__—

XI\/I L, SOAP y \] I\/I S SOAP MQ/IMS CICS/IMS

Embrace open - o
standards repository e repositony




Separation of functionality
and technical choices

VERSIONS
e J2EE 1.3
e J2EE 1.4
e J2EE 1.5
FLAVOURS
Functional  IBM WebSphere Portal Server
growth  JSR168 (Portlet specification)
U
i 0\.’§ TECHNOLOGIES
Dt « AJAX-enabled web client
* RIA (Rich Internet Client)
ﬁ
Generation OTHER POSSIBLE PARADIGMS
Platform/framework of platform/framework- * Client-specific frameworks
independent model specific model e NET
Enhance internal productivity * Mobility frameworks

Mitigate risk of technology change * Web3.0



Platform Independence

Framework A
Processymodel

Model Ul model
transformer

Objects

Transformation Middleware
cartridges

Database

"t Possible target g

platforms/frameworks:
J2EE 1.3

J2EE 1.4

IBM WebSphere Portal Server
JSR168 (Portlet specification)
Rich Client Middleware’
NET

proprietary framework of client

Framework B

Ul model’

Objects’

Database’

il



Thank you.

o eorellly@potentian.com

e WWW.potentian.com




