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Opening remark
The Advisor
Model Portfolios

* Panel Discussion

* Pricing your Value\

* Your Value Proposition

Not For Public

Instruction Box:.

Say:
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Equities

Fixed Income

Not For Public
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» Educate the client on the risks associated with
different asset classes

= Review their capital market expectations

» Determine the most eppropriate blend of stocks,
bonds, cash

» Provide the client with the historical risks
gssociated with your recommendation

Not For Public
Use
& iR -

If your client doesn’t have a diversified investment plan--he has a bet. A bet on
a stock, an industry, a sector, or whatever.

As we all know --sometimes bets pay off, but most often they don’t . You can
add value by making sure your client places a lot of small bets through
diversification rather than one big bet. This is what asset allocation is all about.
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Asset Class
Return
Expectations

Return
Requirements

Risk '————\—'> <\—’__——] Time
Evaluation

Horizon

Asset Class Risk Tolerance
Correlation
Not For Public

When it comes to asset allocation, the goal should be to build a diversified
portfolio, taking into account a number of important considerations, such as:

+Client goals (return requirements)
*Time horizon

*Risk tolerance

+Asset class correlations

*Risk evaluation

+Asset class return expectations

-Profiling your clients and recommending an asset allocation plan helps you
add value and stand out from the crowd. These are conversations that you
should be having with clients and prospects to help you compete effectively in
today’s crowded marketplace.
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Three relieble sources of research and portfolio
building expertise have come together:

=« The UEBS Warburg Equity Valuation Model
= UBS Warburg Equity Research

» ICS Porticlio Management Programs Expertise

Model Equity

UBS PaineWebber has developed a series of equity models that capitalize on
both the prowess of UBS Warburg’s renowned research and investment
strategy, and the investment portfolio discipline of Investment Consulting
Services (ICS). The Models combine:

Quantitative Analysis using UBS Warburg’s Equity Valuation
Model,
Fundamental Research focusing on stocks rated favorably by
UBS Warburg; and the
Portfolio Structuring Discipline of ICS Portfolio Management
Programs Group.
By applying our modeling to historical data, backtesting of the concept
showed consistent outperformance of our benchmark, the S&P 500.

The Fixed Income Model Portfolio already exists through Mike Ryan’s area.
The new solutions are the Equity Models. These Models can be used within an
InsightOne account.
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The Need for Models

= Provide FAs with a proprietary method to provide
diveresification in domestic equity or balanced
accounts

» Provide &n efficient way to leverage and benefit from
expanded research capzbilities

= Provide & more disciplined approach - particularly
relevant to foday’s market concitions

» Compete effectively for market share of core affluent
clients

Not For Public

These equity models can be used as stand-alone recommendations or as a basis
from which to customize recommendations to address specific client objectives.

Our models are not another “list.” They are evaluated as a Group not Individually
We have a Process and Discipline in place. It will be expanded.
The process i1s Logical, Tested and it Makes Sense
We have the Infrastructure_to deliver and manage the process

By making these models available to our FAs, we position the firm competitively in
the marketplace for share of the core affluent investors’ wallet . Key players are:

Prudential’s Quantum -similar concept and process

SSP’s Guided Portfolio Management (GPM) provides several portfolios
for FA use

MorganStanley’s STEPs -in their non-discfetionary Choice program
Merrill Lynch -management through its Strategy Power program
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A “Universe of Names” is created

- Start with the S&P 500

« Screen for recommendations from the
Equity Valuation Model

Screen for Strong Buys & Buys

All models have 30 stocks

All models include all S&P 500 sectors
and sector weights

» Neutrel sector weightings help to capture
SouoquMdex-like returns and Beta

Start with the S&P 500

Company Name Recognition/Liquidity/Significant Street Research
Coverage

Screen for EQuity Valuation Model names with positive potential return
EVM provides an “order of relative attraction” or ranking
Screen for Strong Buys & Buys

A market weight of our Strong Buys and Buys has provided
historical outperformance

The result 1s a universe of names that will go into the the model building process.

10
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The EVM ranking of stocks has
been an effective predictor of Equity Valuatlon Model:
future relative price performance Performance

for stocks. el e
A market weight review of our
“Streng Buys” and “Buys” has | |
provided historical
outperformance.

|
BN
¢

The Equity Valuation Model is an eamnings-driven
quantitative tool that ranks all S&P 500 stocks by greatest
excess potential return as determined by the model.

This produces a list of stocks in order of relative attraction.
The most attractive stocks have the highest excess potential
return, and the least attractive the lowest excess potential
return.

Ranking stocks by excess potential return has been, based
up on actual experience, an effective predictor of future
relative price performance for stocks.

For a more_detailed explanation of the Equity Valuation
Model, see_ ..--=:~=-._ i Global Investment Strategy

“Asset Allocation/Equity Selection” report dated August
2001. It can be found on the Research system

11
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New models are created monthly

Models are intended to be bought and held

Models are not intended to be adjusted on a
ccntinual tesis to reflect the holdings of the
most recently released model

Low turnover process

Sell discipline based on changes in fundamental
research recommencations

Not For Public

12
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Tools
* Model end Asset Allocation Profiler on Infonet
* Equity Advisory Group/DMACs/BEMs/BOMs
* FA Guide to Portfolio Management

* Marketing Meterials

ot For Public
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= CGreseter diversificetion may help equity investors
meet the chellenge of today’s more volatile
markets.

w Clients can own 30 names versus just a few.

= InsightOne offers & cost efficient approach versus
commissions.

Not For Public

Our pilot session for Bridge Builders indicated that FAs did not see the
connection between the equity models and InsightOne. This slide spells it out
for them.

SAY: Earlier today we talked about the introduction of the equity models and
the benefit they provide to you and your clients.

First, they do offer greater diversification for equity investors. If a client brings
you $100,000 tomorrow to invest in equities. Chances are, you wouldn’t
suggest 30 different stocks. But with today’s market volatility 30 stocks is
probably a smarter way to go than the 5-10 names you would normally have
recommended.

So the models provide clients with greater diversification while providing you
with the discipline and a process for selecting 30 stocks.

Naturally a portfolio of 30 stocks could be cost intensive to manage under a
commission appreach. That is why we suggest InsightOne as a good place to
implement the models.

Also keep in mind tax sales. If your client decides to take some losses,
InsightOne allows him to do so without paying another ccmmission.

You can also use a other fee-based accounts such as PMP and Selections to
offer the equity models.

14
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* These are Equity Meodels - not another “list”

= They are mzatched to a benchmark
= They were designed to work &s a Group
= They will be evaluated as & Group
* We have a logical, tested process and discipline

* The result is a simple, proprietary, value added
approech to equity diversification

Not For Public

16
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= CMRV Model Portfolio

» Conservetive Income Portfolio
» Moderate Income Portfolio
= Moderzte Inccme Portfclio No Mortgages

= Aggressive Income Portfolio

Not For Public

17
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e Used to provide income with a steady flow of returning
principal,

e The different versions should be used bzsed on credit risk
tolerance:

» Treasury Ladder

= Agency Ladder

= Treasury & Agency Ladder
s CD Ladder

= Corporate Ladder

Not For Public

fg;%?’e} toRr
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Diversified Check-A-Month

Corporate Check-A-Month

Preferred Stock Check-A-Month

Corporate Bond and Preferred Stock Check-A-
Month

Not For Public
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= Conservative Model

= Moderate Model

» Long Model

Not For Public
Use

Conservative Model

This model is structured to generate tax-free income from high credit quality,
relatively short duration municipals. The securities selected are either high
grade credits, insured bonds, pre-refunded or escrowed to maturity issues.
Maturity dates will range from 1 to 10 years producing an average duration of
approximately 3 to 5 years.

Moderate Model

This model is structured to generate tax-free income as well as provide for
cepital gains cpportunities. Credit quality ranges from single A to triple A
rated issues. The focus is on the intermediate sector of the yield curve with
securities maturing from 6 to 15 years producing an average maturity date of 10
years, and average duration of approximately 6 to 7 years for the model.

Long Model
This model is structured to seek maximum yield opportunities. The model is

comprised of investment grade or higher rated bonds. The focus is on the long
sector of the curve with securities maturing in 16 years or longer.

20
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Not For Public

tep 1

Define Investor Profile

/

Step 5 Step 2

Develop Asset
Allocation
Strategy

Monitor
Progress

Step 4 G Step3
Implement Design Optimal
Strategy

Portfolio
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» Models ere intended to be purchased as a
whole.

s Once the FA deviates from the Model, no
representztion may be made to the client that
investment recommendsations are besed on a
Model.

Not For Public
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The &ffluent client perceives you on the “same
side of the table”

» Viewed &s pertnership — compensetion tied to portfolio’s
growth

= Encbles you to better service clients
— Ezsier to acssist clients in building personalized portfolios --
mutual funds, btond sweps, exchange-traded funds
— No additional cost to restructure portfolio in response to
market conditicns, changes in investors’ geals &
implementzation of tex-loss strategies

Not For Public
Use

23
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Allows the FA to offer &ll the services of
UES PeineWebber... for one simple fee

Personglized Financial Consultation

Customized Planning Strategies

Award Winning Global Research

Ccmprehensive Investment Solutions with No Transaction Fees”
Cash Management Services

Reporting and Reviews*

"Not available in commission-based account

Not For Public
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= Equities

» Clients can focus on building diversified pertfolios - not on the
cost to build

» Purchese en equity mcdel (30 stocks) with one order

« Utilize Exchenge-Treded Funds (ETFs) for sector expesures
and merket indexes et a lower expense than mutual funds
{over 100 aveilable)

« Diversify a pertfclio that is highly concentreted
+ Cost-effective re-balancing
+ Provides edditicnal tax-loss cpportunities

Not For Public
Use
i o S

25
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- 7’ .
«- "~ . s mcdels become economic to employ

=l .= -~

|
» Cost -effective method to purchese one of the PAG Models
« Clients cen rekbzlence porifclios to mezintain ladder or bullet

- In times of uncertzinty, clients can ezsily move to sefe fixed
income investments

- Additional tax swaps opportunities
- The £35 cherge on Trezsuries and Agencies is waived

Not For Public

26
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» Panrticipating Mutual Funds
- Ezsy way to build and maintzin diversified portfolios
» Over 2,600 eligible funds and 90 fund families
- Mcst ere Iced-waived class A shares that pay trailers

» Some of the funds cannot be purchesed in commission-besed
accounts

Cen eesily diversify among fund families
Can ke used in conjunction with ETFs

Clients can rekbelance pertfclics to mzintain asset ellocation at no
additional cost

Not For Public
Use
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» Participating UITS - many UITs just added

Helpful tool to build end meintein quelity pertfolios end sector
exposure
- Clients can switch eligible UITs at no cost
« Fixed portfolio
— No risk of menager <tyle drift
— Ezsy to monitor underlying stocks
— Client kncws in advance what they are holding
» Tex Advantages over Mutual Funds
— Lower cepital gains taxes
— Lenger-term UlTs ellow investors to defer gains

Not For Public

28
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=« Participating Annuities

» Tex-deferred investment allows account velue to grow quicker

» Provides diversificaetion through many fund options

« Additional de&th benefits

- Nc surrender cherge ellows client to switch between eligible
annuities

- Lower expenses than ineligible annuities

+ Egsier to explain to clients (less festures) than ineligible

» Dcllar-cost averaging option

Not For Public

29

Confidential Treatment Requested by Wilmer Cutler Pickering Hale and Dorr LLP UBS"/OG 000027346



P Participeting Managed Future Funds

» Lower expense costs for eligible funds

s Provides Diversification
» Opporiunity to eesily pericipete in global markets and invest
in esset classes beyond stocks and bonds
= Non-correletion

» Price (NAV) tends to move independently of stock and bond
markets

Not For Public
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Periodic Porifolio Reviews

Account Monitoring

Customized Statement functions

Performance Reporling (for InsightOne relztionships >$1mm)
Portfolio Manegement Reporiing tool

Client online access to eccount information

Online e-lert cepebilities

Client online sccess to research and market information
Tax Worksheet - allocates fee to eligible trades

*Not aveilable in commission-based account

Not For Public
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Lunch

11:30:12:00

Not For Public

32
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DMAC will go cver eny cbjections not addressed
previously thrcugh an open format.

Not For Public
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)

ISIEnIIne 1

Non-discretionary Brokerage Scrvices
Personalized Financial Consultation
PaineWebber Research

Asset Allocation

Retirement Planning

Education Planning

Estate Planning Strategies

Stock Option Planning

Resource Management Account® or BSA/Business
Services® Account

PaineWebber EDGE®

Online Account Access, Trading Research and
Porifolio Tracking

Not For Public
U
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Equities

Participating Mutual Funds
Mortgage-backed Securities
Corporate Bonds
Municipal Bonds

Other Fixed Income Securities
Options

Rights and Warrants
Variable Annuities

UITs

Cash/Money Market Funds

34
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» Enhanced InsightOne system (new functions and links
to InsighitOne reports and information)

« Business Intelligence reports (sales & opportunity
reports)

Online Mutual Fund trading

Additioral Eligible Assets

« Over 2,000 mutual funds and continuing to add
« Managed Future Fund (CAAT)

« Acditional Billing screens for Branch use

=« New brochure and account opening kit

Not For Public

SAY: _
Read slide and point out that other ineligible assets include
*Non-participating UITs

«Commodities, Futures and non-participating futures funds
*Non-participating offshore mutual funds

SAY:

The point is that we don’t assess a fee on these assets because in most cases the
client has already paid an upfront fee to invest. To avoid double dipping, we
hold the &ssets in Insight One but do not bill on them.

If your client already has and Insight One account and is considering investing
in an annuity, UIT or a futures fund, there are new products available in these
areas that were expressly designed for Insight One so that these asset can be
covered by the Insight fee.
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Not For Public
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Euilds a sclid personal relationship between
you and your clients

Benefits of a successful profiling interview:
= Clients see theat you listen

= Thet you went to discever their needs, concerns and
goals.

= Thet you cffer a service with potential velue to them.

Not For Pubiic

Profiling can help build a strong personal relationship between you
and your prospects because:

*They see that you listen

*That you want to discover all of their needs, concerns, dreams
before offering them any specific advice

*That you offer a service with potential value to them--you are going
to look at their big picture and eventually cffer them a tailored
solution to their needs.

37
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= What is the gcal of this pool of assets--
retirement, education, 777

» Identify the client’s risk tolerance --in real
numbers!

= Determine their time horizon--will it change
dramaticelly in a bear market???

Not For Public
Use
b S 5

The main objectives of investor prefiling are pretty simple. You want to:
+Identify the client’s primary goals.

«Tdentify the client’s risk tolerance, paying special attention to how they
quantify risk. For most investors it is more impactful to give risk examples in
dollars rather than returns. Some clients might not seem alarmed if you talk
about a worst case return of -30% for a recommended portfolio. But if you told
them they could lose $3000 on a $10,000 investment, it can cause a completely
different reaction. So testing for risk tolerance in dollar terms is always
recommended.

+Lastly, you want to ascertain the prespect’s time horizon. How long do we
have to work with their mcney toward meeting the specified goals. And if the

sarkets become volatile in the meantime--do they understand they need to stay
invested? Scmetimes this conversation will lead you to the conclusion that the
prespect has unreasconable expectzations or doesn’t understand the capital
markets. Later today we will be working with scme education tocls you can
use to help clients develop reascnable expectations about risk and return.

38

Confidential Treatment Requested by Wilmer Cutler Pickering Hale and Dorr LLP U Bs_"oe 00002 7355



Cbjectives cf the “Values” conversation:

s Discover clients’ core velues and get them emoticneally
involved in lcoking at their financial future.

» To inspire your clients’ trust in you

» ‘I don't meke recommendations until | reglly know
whiat's important to you ebout money.”

Not For Public
Use

When you want to profile prospects, you have break the ice a bit before they are
going to feel comfortable answering a lot of questions about their financial
picture. You have to start with an ice breaker such as the “values
conversation”.

The purpose of this conversation is to discover the prospect’s emotional
feelings about money and why financial success would be important to them.
Acknowledging that you understand their feelings and want to help them with
their financial goals is the first step to gaining their trust. As we all know from
experience, a client who trusts you will usually except your recommendation
without hesitation. We think that the Values conversation can help you gain
trust quickly when you work with prospects.
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15 minutes

» Eachteam will be assigned & completed Advisory Capabilities Worksheet.

» Besed conthe pie chart gt the boticm cf the completed worksheet, teams
are to select the equity medel that best suites the client's needs.

» Cresete & 2-3 minute client presentation expleining the portfolio your team
selected. EBe sure to include:

s The concept behind the portfolio

= Why the perifclio mekes sense for the client at this time. — Client Benefits
On a flipchart, teams are to record:

= The client scenario your team was assigned

» Which portfolio your team selected

» Client presentation points

40
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Not For Public

BREAK

15 minutes

Confidential Treatment Requested by Wilmer Cutler Pickering Hale and Dorr LLP

41

UBS-1/Oe 000027358



*ls it a question???

InsightOne =GRID + 4

Not For Public

42
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Ezlanced Accounts 5% -=m-ene- >2.0%

Active Accounts 2.0% --—---- >2.5%

Fixed Income Accounts or
Lerge Releticnships .30% ------ > .75%

= Minimum Fee = $1,250 for InsightOne relationship
» InsightOne relationship:

» Spouse, children (gl eges), children’s spouse, parents,
grandparenis, grendchildren, grandchildren’s spouse,siblings

Not For Public

Say:

The Insight One fee can be customized 1o the client's specific needs.  In pricing the account you
will need 1o look at considerations such as account asset size, asset mix, services required and
expecled transaction aclivity .

The PaineWebber InsightOne fee was not designed to cause clients to pay more or less than
what they paid in a traditional commission-based account. Instead, it is intended to remove
commissions from the relationship and allow you to provide a method of payment which
recognizes and rewards vour services in helping clients grow their assets.

Balanced Accounts with a mix of cquitics and bonds should be priced in the range of .75% to
2%

For more active equity accounts a range of 2 - 2.5% might be appropriate depending on how
much activity you are looking at. Over 2% your manager must approve the fee however.

Fer Fixed income accounts and very large relationships you might consider a fee in the range of
.30% - .75%.

There is a minimum fee of $1230 per annmum but this is assessed on a household minimum not at
the account level. As you can see the househeld relationships we consider for Insight fee
purpeses include spouse, children, parents, grandparents, grandchildren and siblings. So by
relating all of these accounts you should be able to meet the minimuin fee requirement.

When vou price equity accounts below .73% there are some pricing issues that prevail. We are

geing to look at those in a moment.
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s Account priced below .78% and less than $2,500 in querterly
releticrichip revenue

s $12 charged to FA net per nen-fixed income trade

Not For Public

SAY:

By now, you should be able to see that clients get a lot for their money with the
flexible pricing structure of Insight One. Rut UBS PaineWebber also wants to
make sure that we don’t give a way the store with this pricing strategy.

As I mentioned earlier there are some issues you face when you price an
account below .75%, particularly equity accounts. If you price an equity
account below .75% it needs to be large enough to generate a quarterly fee of
£2500 per quarter or you will be hit with a $14 transaction charge every time
the client makes a non-fixed income trade. If it is purely a fixed income
account you aren’t subject to a $14 transaction charge. You can price a bond
account as low as .30% with no issues --just make sure the asset size of the
relaticniship meets the $1250 annual fee requirement we discussed earlier.

Let’s move cn to an example of scme large equity accounts we’ve priced below
15%

44
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» Example #1: Large equity account with $2,000,000 in
eligible essets

= Account priced at 0.40% per annum
+ $2,000,000 x .40% = £8,000 client eannual fee
» Fee is less than £2,500 per quarter
* FA’s net production cherged $12 per non-fixed income trade
« FA’s gress production credited for $7,500
($1.5mm x .40% + $.5mm x .30%)
« FA's net production credited for £3,300
($7,500 x Grid (40%) +4%)

Not For Public

In this example, we have a client with $2 million who mostly trades all equities.
I am considering pricing the account below .75% because the client rarely
trades and calls his own shots.

At a fee of 40 bips per annum this account is going to generate $8000 in fees.
That works out 10 less than the $2500 per quarter needed if I want to avoid
getting hit with the $14 transaction fee each quarter. 1can either raise the fee or
decide that since the client makes ten trades a year--the $140 I get charged will
be more than offset by my payout on the S8000 fee. (May want to point out that
S8000 is a lot to charge for a self directed client doing 10 trades a year and you
wouldn’t recommend it unless you were doing a lot of financial planning or
other work for the client -- this is just a pricing exercise.

Let’s lock at a larger equity account of §4 million, also priced at 40 bips. This
account will generate £16,000 in fee income each year, well over the $2500
quarterly hurdle. So no matter how many equity trades this client makes--1
don’t have to worry about the $14 transaction charge.

45
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» Example #2: Large Relationship with $4,000,000
* Priced at 0.40% per annum
+ $4,000,000 x .40% = $16,000 client annuzl fee

* Fee is more than £2,500 per quarter

- FA is not cherged £12 trensaction fee per non-fixed income
trade

« FA's gross preduction credited for $15,500
($3.5mm x .4C% + $.5mm x .30%)

» FA’s net production credited for £6,820
($15,500 x Grid (40%) +4%)

Not For Public
Use

B

In this example, we have a client with $2 million who mostly trades all equities.
I am considering pricing the account below .75% because the client rarely
trades and calls his own shots.

At a fee of 40 bips per annum this account is going to generate $8000 in fees.
That works out to less than the $2500 per quarter needed if I want to avoid
getting hit with the $14 transaction fee each quarter. I can either raise the fee or
decide that since the client makes ten trades a year--the $140 I get charged will
be more than offset by my payout on the $8000 fee. (May want to point out that
£8000 is a lot to charge for a self directed client doing 10 trades a year and you
wouldn’t recommend it unless you were doing a lot of financial planning or
cther work for the client -- this is just a pricing exercise.

Let’s lock at a larger equity account of $4 million, also priced at 40 bips. This
account will generate £16,000 in fee income each year, well over the $2500
quarterly hurdle. So no matter how many equity trades this client makes--1
don’t have to worry about the $14 transaction charge.

46
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» Articulate & strong belief in their value-edded process

» Provice their clients with a plan eand & stretegy
» Educzte their clients and manege expectations
« Don't let their clients invest with emotion

» Focus on long-term investment geals

» Heve & service-besed platform in place to monitor
progress toward goals.

Not For Public
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Myths sbout fee-based accounts:

» The fees are too high and not justified

« Clients will eventuelly get fed up with paying these fees,
especially in down markets

» No velue-zdced benefits ere received or cffset by these
fees.

Not For Public
Use
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Not For Publi¢
_ Use

BREAK

15 minutes

Confidential Treatment Requested by Wilmer Cutler Pickering Hale and Dorr LLP
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Competing on Value

Not For Public
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Best Practices

*Top FAs focus their efforts on a target market

*Esteblishing the needs of that target market

*Crezate a brand identity that states who they are
and with whom they deal

Not For Public

As discussed earlier, competing on price is futile. Today, we have to compete
on value in order to survive. Value means different things to different people.
Accordingly, it makes sense to segment your market and become a specialist.

This is what top producers have done to prove their value. Top producers:

*Focus their efforts on a specific market niche
*Establish the needs of that market

+Create a brand identity that states who they are and with whom they deal.
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® Who do you weant to be doing business with 5 years
from now?

® Whet do you want to be known for?

" Typical versus terget client.

® What are you prepared to do for your target
population?

Not For Public

To compete on value, you have to begin by thinking about the market niche in
which you would like to work.

*What do you want to be known for?

*An easy way to establish this is to review your current book of clients, looking
for a common theme of client needs that you have addressed. This will tell you
what type of client you prefer to work with and have the skills to help. Maybe
you find that you have the best success working with pre-retirees in their late
40s. Or maybe you have been deing your best work with corporate executives.

*You will want to dissect your current book trying to find a common theme you
have been most successful addressing. Of course, most FAs begin their
business by taking almost any client. But as time passes, you should be able to
discern an area of expertise where you have strong counseling skills.
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= Fees cnly beccme an issue in the ebsence of
value-gdded service

= You can't do fee based-business without
articuleting a velue-zcded process

« Ycu chould be p&id & fair fee for the work of
prctecting, preserving end grewing client essets.

= Remind clients your fee is a budgetable expense,
just like the fees of ettorneys, accountants, doctors
and other professionals

Not For Publi¢
Use
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Non-discretionary Brokerage Scrvices
Personalized Financial Consultation
PaineWebber Research

Asset Allocation

Retirement Planning

Education Planning

Estate Planning Strategies

Stock Option Planning

Resource Management Account® or BSA/Business
Services® Account

PaincWebber EDGE®

Online Account Access, Trading Research and
Portfalio Tracking

Not For Public

Equities

Participating Mutuzal Funds
Mortgage-backed Securities
Corporate Bonds
Municipal Bonds
Other Fixed Income Securities
Options
Rights and Warrants
Cash/Money Market Funds
Variable Annuities
UITs

TOTAL

Confidential Treetment Requested by Wilmer Cutler Pickering Hzale and Dorr LLP
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Custodial Services 10-25 bps

Research: Munis’, Equities, TFI 50-75 bps
RMA, BSA, IRA Fees 5-10 bpS
Mutual'Fund Selection 35.75 bpS
Education —_—

" Retirement Analysis 35-75 bps
Asset Allocation 35-75 bps
Stock Option Planning 35-75 bps
You 15-25 bps
Annualized Fee ps

30-250 bps

Not For Public
Use
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Retirement Plan Rollover Business Owners

» at retirement E€mazll Money Manzgers
« job chienge Corporzte Cash
Corporete Retirement Plan Estate Planning/Wezlth

Senior Citizens Trensfer

Pre-Retirees (age 45+) Rising Stars

Ccrporzte Stock Option Cerporate Executives

Plans Niche Industry
144/145 Stock Sales

Not For Public
Use

Here are some target populations that might be representative of the clients you
prefer to work with. If you are a newer FA, you need to focus on a market that
is less complex--one that you have the skills and knowledge to service.
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Eegin With Your Target population

+  What you will do for them?
+ Why you and Why UES FaineWebber

= Your Value Statement

Nct For Public

This 1s a formula you should use to structure your verbal “value proposition”.
This is the formula for your “elevator speech” What you would say to someone
who asked what you do for a living. Your value proposition should cover”

Who is your target market?
How will you add value to your target market?
What distinguishes you from other financial services professionals?

What distinguishes UES PaineWekbber from other financial services firms?
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8 minutes

« Working independently, creste a Value Stetement that :
=Focuses on your target market
=Includes how you edd value
=Includes how you ere different from cther financial edvisors

» Record your Velue Statement in your perticipant booklet.

7 minutes
» Presentations

Not For Public
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Tetzl Time: 15 minutes

7 minutes

» Ezch teem is to crezte 2 review questions with answers from
the meterial you learned today.

» Feir up with ancther teble team.

8 minutes
s Tezm 1 tries to answer Teeam 2’s questions.

» When finished, switch and Team 2 tries to enswer Team 1's
questions.

Not For Public
Use
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DMAC clcses meeting by meaking sure &ll
cbjections have been handled

Nct For Public

Use o

60

Confidential Trezatment Requested by Wilmer Cutler Fickering Hzle and Dorr LLP UBS-1/Qe 000027377




Not For Public
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Unkncwn

From: ' -

Sent: :Uiﬁrff_jé\f 'Né\Ze'_m_.tzer_t‘L 2002 4:46 PM _ .
To: Lcemez oiZiTITITIEIEISICL L
Subject: RE insightone trading guidlines

[

. 1e ingight one.

----- Original Messgag-—--

P,
From: |-.::::t;_‘_-._.\

Sent: Thursday, November 14, 2002 4:46 PM
To: e

Sutject: RE: insightone trading guidlines

No. We have been instructed that each account must be treated seperately with regards to fow trading or high cash.
Example: You mey heve e wife that tredes frequently end a husband thet does not trede &t all. The husband’s single
eccount is not suitable for InsightOne.

L

Regards

-—-Original Messagpre. _ . — . _ . _ . . _‘

From: fomem TN TS

Sent:

To:

Subject: mqghtone tradmg guidlines

“>bwe have @ houshold will love trading for one account be offset.

AN

~ AN

| Redacted
i
i
l
|
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C _ InsightOne Resource Needs for 2002

With the upcoming compensation changes, InsightOne accounts and assets are expected
to grow dramatically.

Growth Projections:

Assumes retum to Year 2000 run rates

Year end Total Accounts = 94,000 (38% increase)

Year end Total Assets = $26.3 billion (%0% increase)

Avg. # net new accounts per day = 108 (66% increase from current run rates)

Avg. newt new $ assets per day = $41mm (64% increase from current run rates)

InsightOne Product Group - Proposed for 2002

Total Headcount = 4 FTEs (2 new Regs), 1 Part-Time Employee
(Would require 1 less FTE if the Quality Control responsibilities were reassigned to ICS Quality
Assurance.) '

Responsibilities & Project Focus:

Would be same as current organization chart (PG.3)
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( InsichtOne Resource Requirements Raticnale

InsightOne Preduct Group as of 6/30/00:

Product
Manager

1 I l

Project Business Business Snr. Business
Manager Analyst Analyst Analyst
Total Headcount = 5 Full Time Employees
Total Accounts = 38,600
Total Assets = $13.2 billion
Avg. # net new accounts per day = 108
Avg. net new § assets per day = $41mm
Responsibilities:
Product Manager Project Manager Business Analyst
. O BOM and FA Phone inquiries 0O Branch inquiries O Management Reporting
Q ! O Exception requests (pricing, policy, | O Support Group escalations 0O Branch inquiries
. etc.) O Support Group training O Quality Control follow-up
O Problem solving O Support Group Quality Reviews (hundreds of accounts)
O Delegation / supervision 0 New FA training O Systems testing (enhancements
O Quality Control iters O Competitive review upgrades)
‘3 Enhancements (Planning / business | O FA transactions fee ($14) O InfoNet Updates / Publishing
requiremernts) exceptions
O Program Updates - marketing 0 Systems testing (enhancements,
pleces upgrades)
3 Recruit meetings 00 Quality Control follow-up
O Employee reviews/ training (hundreds of accounts)
3 Project Management:
0 Systems Enhancements
0 Product Enhancements
O Process Improvements
Projects Focus at that time:
0O Minimum account size reduced to 0O Block charges can be waived O JCB conversion.,
$50,000 0 Mutual fund portability. OO PAA conversion
O Trading flexibility increased. O Eligible UlTs available. 0 InsightOne statement insert.
O Fee-range increased to 2.5%. 0 Eligible variable annuities O Rewards program added.
OO0 Minimum fee decreased to $1250. available O Quarterly marketing Update
00 Family relationship definition O Relationship pricing and minimum | [J  Online turnover report.
expanded. fee. 0O Account inquiry to display IQ
O Comp changes for 12-bls and for account identification.
block charges
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L InsightOne Product Group (as of 11/20/01

Total Headcount = 2 FTs, 1 Part-Time Employee

Total Accounts = 68,000 (75% increase from6/00

Total Assets = $16.5 billion (25% increase from 6/00

Avg. # accounts opened per day = 65 (40% decrease from 6/00)*

Avg. $. Assets added per day = $25 mm (39% decrease from 6/00)

** Although account openings are down - the number of accounts to maintain are way up.

Responsibilities:
(\-, Product Manager Project Manager Business Analyst
" 0O BOM and FA Phone inquiries O Branch inqui O Management Reporting
O Exception requests (pricing, policy, | O Competitive review O Branch inquiries
etc.) O Systems testing (enhancements, O Quality Control follow-up
O Problem solving upgrades) (hundreds of accounts)
O Delegation / supervision O Quality Control follow-up O Support Group escalations
O Quality Control items (hundreds of accounts) O Support Group trainins
O Enhancements (Planning / business | 0 Project Management: O Support Group Quality Reviews
requirements) 0O Systems Enhancements
O Program Updates - marketing O Product Enhancements
pieces O Process Improvements
O Recruit meetings
O Employee reviews/ training
0O New FA training
*Support also includes the CSC One and Employee Self-directed programs (although currently minor)
Current Project Focus:
O Quality Control Policy Changes: O ACP 0O Quarterly marketing Update
0O High Trading 0O Additional Managed Future Fund | OO Online QC reports
O Low Trading O Additional UITs 0O Asset Allocation Assumption
O High Cash Concentration 00 Tax Worksheet changes
O ICST 0O Billing screen enhancements 80 New Applications & Brochure
O Model Portfolios 0O Front-end enhancements 3 Online applications
0O Performance reporting O InsightOne Field Re-education
{
p—
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» Core Affluent ($§500,000+) have cocmmon
concerns...
» Mazainteaining stencerd of living upon retirement

» Investing for children’s and/or grandchildren’s
education

» Preservation of wealth
» Insuring their estate goes to heirs not to taxes

Not For Public Use _j*‘;*':;..'_ 1"-‘~-\'-‘.' Thp i
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» Core Affluent want...

« Scmeone who will teke the time to understand
their unique needs

» Perscnielized sclutions, not what will be
offered to thouseands of generic investors

Not For Public Use s Ty

(9%}
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» Current Assets in InsightOne = $17 billion
» Averege InsightOne “Household” Size = $609,000
» Averege Account Size = $249,000

» 2% cf ell UES FW InsightOne Accounts ere
Retirement Accounts

» 22% of all UES PW InsightOne Retirement Accounts
are IRA Rollovers

» 48% of InsightOne assets are new to the firm
» 22% of IncightOne Households are new to the firm

Data as of 11/30/01

Not For Public Use LR h BT . S
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The affluent client perceives you on the
“same cide of the table”

» Viewed e partnership -- compensetion tied to
portfolio’s grewth

» Enzbles you to better service clients

+ Eesier te essist clients in building personalized
pertfclios -- mutual funds, bond sweps,
exchenge traded funds

« No additional cost to restructure portfolio in
response to market conditions, changes in
investors’ goals & harvesting losses

Not For Public Use =
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Allows the FA to offer all the services of
UES PaineWehbber... for one simple fee

» Personelized Financial Consultetion

» Customized Planning Stretegies

» Awerd Winning Global Research

» Comprehensive Investment Solutions with no
Transaction Fees

» Cash Management Services

Not For Public Use TR N L CR U
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P e T R e

» Asset Allocation Analysis
* Educaton Planning
* Retirement Pianning
< Custormized Ststements * Esizte Planning - UBS Warburg Rescarch
* Online account mfonnation * On-line Merket Information
« Periodic Reviews * Cash Management services
« Asset Rec!location with * High Net Worth services

ne bansacton costs

ik Zn i
* Equities

» Panticipating Mutual Funds, UTTs
* Comporalc Bonds

* Municipal Bonds

-+ Mongage-Backed Securities

+ Other Fixed Income securities
* Participating Annuities

» Individuzlized Investment Fortfolic
+ Services Package hased on client need®
+ Custosmized Fee

¢ Special pricing for relationship

Not For Public Use
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* Customized Stzlements

* Online zecownl miomation
« Periodic Reviews

+ Asset Rezllocetion with

no ransaction costs

+ Individualized Investment Fortfoiic %
* Services Package based on chent need:
* Customized Fee

< Special pricing for relstionship

» UBS Werburg Research
* On-line Market Information
» Cash Management services
» High Net Worth services

PRSI

* Equities
+ Participating Murual Funds, UTTs
« Corporatc Bonds

» Muricipal Bonds

* Mongage-Backed Securities
» Othet Fixe¢ Income securities
* Participating Annuities

Not For Public Use
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Client Profiling
» Utilize the Investor FPrcfile Questionnaire

» Aveileble on the InsightOne system
» Provides Asset Alloceticn Anelysis
. Can be printed for client review

Or
» Utilize the new Model and Asset Allocation

Prcfiler
« Available on InfoNet
. Provides Asset Allocaticn Analysis

Not For Public Use
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Asset Allocation
« Eelencing the mix cf investments in &n attempt to:
» Maximize Return
» Minimize Risk
» Diversifying emcrig esset classes to potentizlly:
» Decreese perifclio velatility - smoocth returns
» Enhance cverzll portfclio returns

FA can utilize the InsichtOne Asset Allocation
Arnzlysis to demonstrzte these benefits

Not For Public Use
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InsightOne - It’s not only for Equity Acccunts!
& MMNIF/ Cash
14%

0O Mutual Funds
11%

E Municipals
7%

ETF1
9%

Not For Public Use
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» Access to &ll Financial Planning modules
» Retirement Planning Analyses
» Educetional Funding Anelysis
» Stock Option Analysis
» Estete Planning Anelysis

» Finencial Framewcrk Analysis aditional fee may appiy)
* Helps you to establish a deeper relationship
» Pcsitions you &s a key advisor
» Uncovers additional assets and needs
» Increzses client retention and referral petential

Not For Public Use
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* Asset Allocation Analysis
» Ecucation Pianning
« Ketitement Planning

* Custornized Stzlements

* Onliie accewit nformiation
* Periodic Reviews

- Asset Reallocztion with

ne transaction costs

» Senvices Fackage based on client nees
= Custormized Fee
2 Special pricing for relationship

* Local DMAC

* Estate Pianning « UBS Warburg Research

« Wealth management Analyst
+ Pontfolic Analytics Group

To customnize and implement solution

* On-line Marker Information
« Cash Managemenl services
* High Net Worth services

= Equities
= Participating Mutual Funds, UTTs
* Taxzble Fixed Income

* Municipal Bonds

« Other Fixed Income sccurities
» Participating Mgd Future F
* Participating Annuities

Not For Public Use
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« Education Planning
« Retiremient Planning
* Estate Planning

* Customized Stetements

= Ondine account nfonination
* Periodic Reviews

« Assel Reallocstion with

o transaction costs

= Individualized Investment Forifolic
« Services Fackage based on client ne
* Customized Fee

3 Special pricing for relationship Partnering with
* Wealth management Analyst
= Fonfolic Analytics Group

« Local DMAC

To custornize and implement solution

« Participzting Mutual Funds, UITs
* Taxable Fixed Income

* Municipal Remds

« Other Fixed Income securities

* Participating Mpd Future Fur

* Participaling Annuities

Not For Public Use
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. Viz online services or FA request
» Online Market Data
. Customizetle and real-time
» Cesh Menagement Services
» Free checking and debit cards
» Free bill peayment and ETF
. Free Rewards Pregram
» High net Worth Services
. $2mm et UES PzineWebber to quelify

Not For Public Use

PIETEECIE N VSO LR S
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« Customized Statements
» Ondine aceount information
- Periodic Reviews
- Asset Reullocztion with

n0 transacton costs

« [ndividuzlized investment Forfolic
» Senvices Package based on cliem nee!
» Custorrized Fee

2 Special pricing for relationship

* Asset Allocation Analysis
» Education Planning

» Retirenent Planning

» Estate Planning

« Wezlth managemen! Analyst
- Penifelio Analytics Group

« Local DMAC

To customize and irnplement solution

Not For Public Use
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» Equities

» Clients cen focus on building diversified
pertfolios - not on cost to build it

. The ebility to edhere to cost-effective
rebelancing.

» The ekility to efficiently use Exchange
Traeded Funds (ETFs) for sector expesures
and merket indexes &t a lower expense than
mutual funds

» Tex swaps are easier

Not For Public Use S U] n
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. Clients can rebelance portfclics to meintain
ladder or bullet

. In times cf uncenrtainty, clients can ezsily
mcve to cafe fixed income investments with
higher yields than money market funds

. Tax swaps &are easier

Not For Public Use
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» Mutual Funds

. Ecsy wey to build and mazintain quelity,
diversified portfolios

» Over 2,C00 eligible funds end €0 fund
families

« Cen eecsily diversify among fund families

. Cen be used in conjunction with ETFs

. Clients cen rekelance portfclics to maintain
csset ellocstion at no additicnal cest

Not For Public Use e g’,:_;"i S e A
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» Pcmupctmg UITS many UITSju><t added

. Helpful tocl to build and meaintain quality
perifclics and sector exposure

. Clients cen rekelance portfolics without
transaction fees

. No risk cf meneger style drift

» Tex Adventeges over Mutuzl funds

« Lower cepital gains taxes
+ Longer term UlTs ellow investors to defer gains

Not For Public Use
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« Tex-cdeferred investment gllows eccount velue
to grow quicker

. Additionzl deeth benefits

. No surrender cherge ellows client to switch
between eligible ennuities

. Lower expenses than ineligible eannuities

. Ecsier to exglein to clients (less features)

Not For Public Use e St L ren

2]
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» Ferticipeting Managed Future Funds
» Lower expense costs for eligible fund
» Provides Diversificetion

« Cpportunity to ezsily participete in global
merkets end invest in esset clesses beyond
stocks and bonds

» Non-correlation

» Price (NAV) tends to move independently of
stock and bond merkets

Not For Public Use
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« Asset Allocation Anelysis
* Educaton Planning

* Reuremeni Planning

* Estate Planning

* Customized Statements
* Online sccount information
* Periodic Reviews

« Asset Rezllocztion with

ne Tansaction costs

» UBS Warburp Research
« Om-line Market Information
« Cash Mznagement services
« High Net Worth services

* Equities
» Farticipating Mutual Funds, UlTs
+ Taxable Fixed Income

« Municipal Bonds

* Other Fixed Income securities
« Participzting Mgd Fumire Fu
« Purticipeling Annuities

+ Individuzlized Investment Fonfolio
» Services Fackage based on chient need?
» Customized Fee

¢ Special pricing for relatienship

Parmering with :

* Wealth management Analyst
« Fortfolic Analytics Group

* Local DMAC

Te custernize and implement solution

Not For Public Use
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« Asset Allocation Analysis
« Educstion Planning

« Retirement Planning

+ Estale Planning

* Custornized Stetements
= Ondine secount information
= Perindic Reviews

* Asset Reallocation with

no ransacbon costs

« Equilies

« Indivicuzlized Invesmment Forifolic
~ Services Fackage based on ¢lhient need
« Customized Fee

« Special pricing for relationship

+ UBS Wearburg Research
* On-line Market Information
= Cash Menzgement services
« High Net Worth services

« Participeting Mutual Funds, UITs
* Taxable Fixed Income

* Municipal Bonds

- 1xed Income securities
%nﬂmg Mgd Funre Fu
7% valing Annuities

Not For Public Use
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» Weelth Manzgement Anelyst
. Custcmized prepesels end recommendétions
«» Accessible for accounts >$2mm

» Works with vericus product groups to develop
product neutral sclution

» Divisicnel Meneged Account Consultent (DMAC)
. Assist in client seminars and meeting
. Assist in customizing fees

Not For Public Use IR Pl B PR NP
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« Asset Allocation Analysis
* Education Planning
* Retirement Planning
- Estate Planning

* Customized Stztements

» Orline account information
* Perindic Reviews

« Asset Rezllocation with

ne tansacton costs

* UBS Warburg Research
« On-line Marke! Information
* Cash Management services
» High Net Worth services

= Equities
* Participating Mutual Funds, UITs
» Taxatle Fixed Income

* Municipal Bonds

« Other Fixed Income securities

Fartrering with ©
« Wealth Management Analyst
* Portfolio Analytics Group

* Local DMAC

To customize and tnplement solutions

= Participating Mgd Funire Fu
« Participating Annuities

e

Not For Public Use
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LS T S O
Equity Mc
» 30 stocks
» Represent ell S&P sectors
» Neutrel sector weighted
» Checeee frem 3 models besed on client prefile
» Crowth
» Core Growth
» Growth & Inccme
« Use the Equity Eesket functionelity (function €) on the
Brcker Crder Entry System to purchease Equity Mcdels
» One purchese order - buys the whele model (30 stocks)

Not For Public Use LGy T
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Taxekle Fixed Income Models
» Three models are designed to provide income
» Conservetive Income
. Frimerily treesury end egency bonds
» Mcderete Income
. Treesury, egency &nd high grade corperate bonds
» Acgressive Income
. Corporate Bonds end preferred stocks
» One mcdel is decigned for total return
» Credit Market Relative Velue (CMRV)

. Treesury, egency, corporaie and morigage bonds

Not For Public Use
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Municipal Models
» Netionwide tex-free bond porifolio aveilable

» Municigel Croup will help customize a porifolio
btesed on client’s resident state

Not For Pubtic Use ) = e _1 T
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Customize UEBS FeaineWebber InsightOne Fee
» Fee rencge frcm .7E% - 2.00% for most belanced
accounts
» Can price frcm 2.1% to 2.5% on &ctive eccounts
» FA eand ECM must ettest to ectivity on system
» Fricing frcm .20% 1o .74% for lerge reletionships
end fixed inccme accounts

Not For Public Use e TR RCR PR
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Speciel Family Relationship Pricing

» UES PW InsightCne family reletionship pricing
. Spouse, perents, children (g1l eges), children’s spouses,
grencperents, grendchildren, grandchildren’s spouses,
siclings end siblings’ spouses
» $1,250 minimum ennual fee essessed es househiold
minimum
« Allccated acress gll linked accounts proporiionately,
besed cn the level of eligible assets in each account
» Encoureges clients to bring in more assets to
efiectively lower their esset-based fee rate

Not For Public Use

Cenfidential Treztment Requested By Wilmer Cutler Fickering Hale and Dorr LLP UES-I/Oe 000062527
Nt



» Asset Allocation Analysis
* Education Planning

* Retirement Planmung

» Esisle Planning

* Customized Stelements
* Online aecount nfonnation
« Periodic Reviews

« Asset Recllocztion with

ne Cansuschon costs

» UBS Warburg Research
* On-line Markst Information
« Cash Mznapement services
« High Net Worth services

= Equities
* Participating Mutual Funds, UITs
* Taxable Fixed Income

* Municipal Bonds

+ Other Fixed Income securities
* Purticipiabing Mgd Furuse Fuy
+ Participating Annuities

« Individuzlized Investment Fertfolic
« Services Fackage based on client neen
« Customized Fee

¢ Special pricing for relatienship

Partnering with

« Wealth management Analyst
« Fortfelie Analytics Group

* Local DMAC

To customize and implement solution

Not For Public Use
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» Educaden Planning
* Retrement Planning
= Estate Planning

» UBS Werburg Research
= On-line Markzt |nformation
* Cash Menzgement services
= High Net Worth services

+ Equities
* Participating Mutual Funds, UlTs
= Taxable Fived Income

*» Municipal Bonds

» Other Fixed Income securities
* Participating Mgd Funre Fus
« Participating Annuites

» Individuzlized Investmem Ferifolio
» Senvices Fackage based on chent ne
» Custormized Fee

¢ Special pricing for relstionship

Parmerning with
« Wealth managemeni Analyst
- Fortfolio Analytics Group

« Local DMAC

To customize and implement solution

Not For Public Use
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» Pericdic Pcrifclio Reviews

» Account Monitcring

» Custemized Stetement functions

» Perifclio Menegement Reporiing tool

» Client cnline access te eccount infermetion

» Online e-lert capabilities

» Client cnline eccess to research end merket
infcrmation

» Tex Worksheet - ellccetes fee to eligible trades

Not For Public Use T T TRE T s

Confidential Treatment Requested By Wilmer Cutler Fickering Hele and Dorr LLP UES'I/OG 000062530




» UES Peine Wetber IncightOne Opportunity report
» Accessitle threcugh Business Intelligence Portal

» Targets existing client bese
» FA Direct program
» Turnkey pregrem thet prevides prospect names,
meils marketing material and consolidates leeds
» Prospecting letters
» Aveileble on InsightOne InfoNet site
» Various letters to eppeel to different client needs

Not For Public Use S PN e T
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» New Client Brochure

» New Account Opening Kit

» New Client Presentetions

» Criline merketing meterial
« Frccuct Description on Public website
» Upceted UES PeineWebber's cnline services page
« Online Individual eppliceticn/egreement

» New online business epplicetion/agreement

Not For Public Use
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FA Szles Reports
» ALility to view FA renking by branch and division
» Ability to view brarich penetration and renking by division
Allews veou to treck seles pregress by brench or FA

e

New InsichtOne System
» Ezsier to use
» More links to InsightOne informetion
» Additicnel functicns (fee chenges, block charge waivers)

Not For Public Use
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Investment Consulting Services

InsightOne - Visiop 2003

Vision:
InsightOne will be the "account of choice” for the core affluent household at UBS PaineWebber by
2003.

Where we are:

Total # of core affluent households = 324,382 (as of 11/30/01)

Total # of core affluent households with an InsightOne account = X
Total % of core affluent households with an InsightOne account = X%

Where we need to be:
To make the vision a reality we intend to increase the percentage of core affluent households to X for
2002 and exceed 50% by 2003.

Current Obstacles:
A. InsightOne is not being presented as an integral part of the solution for the core affluent client
Solution: Improve Sales Force Education and Increasing ICS Awareness
e ICS Field support (DMACs, Tech analysts, Wealth Management Analysts, Resource Center
reps) will attend Placeware conference events (January 2002)
InsightOne to become a standard topic on the weekly DMAC call (December 2001)
InsightOne to become a standard topic on the weekly Wealth Management call (January 2002)
Continue Monthly InsightOne product meeting with other PCG product areas (Ongoing)
ICS Directors will rotate attendance at the monthly InsightOne product meeting (January 2002)
Update proposal material to include InsightOne description (January 2002)
Integrate InsightOne enrollment process into Advisory Capabilities system (3Q2002)

B. The growth of InsightOne is not a consistent priority for branch management
Solution: Raise PCG Management and PCG Field Personnel Awareness and Education
e Highlight sales ideas in next InsightOne Update (December)
e Highlight the upcoming compensation change in January Update
e Develop "drip campaign” for weekly education pieces in Investment Forum (1Q2002 -
2Q2002)
Participate in upcoming ICS Network Call -1Q2002
Participate in an upcoming weekly Tech Call - 1Q2002
Participate in an upcoming DM and RD calls - 1Q2002
Update branch presentations available on InfoNet - December
Partner with other PCG areas to include InsightOne in their marketing materials

C. Much of the current marketing material is outdated or insufficient
Solution: Provide Additional/Enhanced Client Marketing Tools
e Re-branding and Rewriting the InsightOne abbreviated brochure - January 2002
e Enhanced FA Direct program (with discounts for key players) - 1Q2002
e Additional prospecting letters to appeal to a variety of client special needs (focus on mutual
funds, ETFs and other niche products) - 1Q2002
e Improved online marketing content (Public web site, PWOS) - 1Q2002

Internal Use Only
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D. There is little perceive added value for the InsightOne program (just a pricing alternative)
Solution: Introduce Value Added Portfolio Tools
e Promote the new model portfolios - December
Provide ability to purchase models on BOE (planned for December)
Promote the Portfolio Management Reporting tool (already available)
Introduce new branch presentation demonstrating value (January 2002)
Work this presentation into the education and awareness events (1Q2002)
Implement a Portfolio Builder / Presentation Builder by 3Q2002
Introduce the ICS Trading system to InsightOne FAs by 2Q2002
Provide Performance Reporting (>$1mm) (enrollment 1Q2002 & reports supplied in 2Q2002)
Provide Financial Framework (financial planning) at no cost for relationships >$1mm (1Q2002)
Provide access to the Portfolio Analytics Group for relationships >$1mm (1Q2002)

E. Current account opening process is paper intensive and takes too long
Solution: Automate the process and provide for real-time account opening and enrollment
e Work with Client & Account Services to automate the new accounts process (3Q2002)
¢ Integrate InsightOne enrollment with real-time CAI system (3Q2002)
¢ Integrate InsightOne enrollment with real-time bookkeeping system (4Q2002)

F. The growth of the InsightOne program will lead to an increase in unsuitable accounts and risk

( T Solution: Implement new policies and dedicate resources to review and control
’ ¢ Create controls and policy to allow the growth of Third Party Manager referred accounts -
1Q2002

¢ Finalize Quality Control policies (High Trading, etc.) and announce (January 2002)
e Move Quality Control responsibilities to ICS Quality Control group (1Q2002)
e Implement reports to allow branch to monitor accounts in violation (1Q2002)

G. The current billing process and branch support will not adequately maintain the planned increase
in the affluent client base
Solution: Enhancements to the billing system and continuous education and monitoring of service
support personnel
¢ Implement requested billing enhancements:;
- Ability to exclude a specific security (3Q2002)
- Online report that allows FA to view monthly fee-based revenue in advance (1Q2002)
- Linking across all ICS programs for billing purposes - relationship billing (3Q2002)
- Average daily or weekly balances (instead of quarterly) (not scheduled)
- Reevaluate InsightOne retention policy (2Q2002)
- Reevaluate the syndicate policy (2Q2002)
- Provide account detail screen - branch view of eligible assets (1Q2002)
- Update bookkeeping process to have only one entry per event (not scheduled)
- Improvements to 24 month exclusion logic (not scheduled)
¢ Continue to provide periodic training to service group and admin group (ongoing)
e Continue to monitor calls and Vantive cases for quality and training issues (ongoing)
Monitor for resource constraints and add resources where required (ongoing)
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