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WHY IS CLIENT
COMMUNICATION

30 IMPORTANT
FOR BANKS 7

\ 4

TRUST |
LESS PERSONAL DECREASING TRUST
CONTACT BETWEEN IN  FINANCIAL
A CLIENT & ITS BANK SERVICE INDVUSTRY

TRUST IN INDUSTRIES - GLOBAL

TECHNOLOGY ENERGY

\ 4

LOYALTY

DECRE ASING
LOYALTY

FINANCIAL
SERVICES

-:—‘m pou ’

CLIENTS (St
DIFFERENT CHANNELS
To COMMUNICATE
wITH BANK

INSURANCE BANKS



SOME REALCLIENT REPORTING™ SAMPLES

VERMOGENSVERZEICHNIS

2ZURICH,2)1.03.06

PEeR 21.03. 2006 SEITE 1-06
REFERENZNAHRUNG CHE
LAGER
BeTREUER . . .. [ BRIEF
DIRESETWAHL . -
KUNDEN-BEZ ..
MWST- NR . .. .
NUMMER HDL- WRG /CURS |RISK KURSWERT VERM | MARKTWERT (HF |RENDITE | € INST’ KURS /-CHANGE
BESTAND BEZEICHNUNG TERMIN KURS- DATUM | WRG IN HDL-WRG ANTEIL | MARCHZINS CHF | BRANCHE | VERAENDERUNG IN 7
KUR2ER) ST IGE ANLAGEN
CHE 1,882 . 20 | KONTOKORRENT 000 CHF 1,882 o.(7 1,882 | O.1257%
usp @.216.02 | KONTOKORRENT ooo 0sp 8,376 0.7% 10,947
EUR 3.244.03 | KONTOKORRENT ooo EUR 32.24¢4 0.37 5.131
FESTUERZ(NSLICHE WERTE
usp 40,000 | 3/. NESTLE FINANCE ERANCE SA 1491640 9g.907. | vsD 39.5¢0 3.5% 51.701 §.1257 99. 757 1.1763
02/06 EMTN (1. IO 1. 10.06 736 -1 10.27.
usp 25.000 | 5/ PROCTER % GAMBLE 981097 99.82% | USD 24.955 2.2/ 32.614% | s5.2237|103.29% 1.2233
98/06 21, 12, 2(.12.06 449 7 3.27
usD 4§.000 | 3.57 NEDERLANDSE WATERSCHAPSEK [474126 98. 7S7. | usD 44, 438 297 58.07¢ 5.237102. 167 1.2790
NV 02/06 EMIN 29. (2. 29.12.06 520 ] “1.27
CUR 65.000 | 4.6257. LANDWIRTSCHAPTLICHE 1219648 100.06% | EUR 65.039 6.y 102.864| 3.3147 100.89Y I.5156
RENTENBANK Of /0C NOTES 1Q. 4. 19.04.06 4.507 80 3.5%
cur 45.000| 4.757 KREDITANSTALT F. WIEDER | 1264451 100.657. | €EUR 44.293 &.R7 T1.635 29647 101,47y 1.4730
AUFBAU OI /2006 18.8. 18.08.06 2.084 1| 6.5/
eur 70.000| 4. 257 LANDESBANE BADEN-WUERTT | 1336332 100. 777 | €UR J0.539 7.57 11(.565 3.137 |100.95 7 (.4709
EMBERG OI /2006 EMIN [9.12 1a.12.06 1.315 81 7.31




STILL A REALITY IN MANY COMPANIES

RE CEVE EST IMAT (F

ARRETE AU : 07.08.12
NUMERO : 010902

EN FRANC SuISsE

STRUC TURE OV PATRIMOINE

VoS ALC(RS
LIQUIDITES
DEPOTS A TERME FIXE
INV. IMMORBLIERS €T DIVE

VOS ENGAGeEmEnTS
UQuIDITES
DEPOTS A TERME FIXE
INV. 1mMMm giLiers €1 oIve

ToOTAL NET

INTERETS COURUS/ TMITRES
INTEREAS COURUS /TERMES
P/P NON REAUSES/ CHANGES

CUALVATION % REPARTITION MONETAIRE EN 7.
CHF USD JPY GBP
1.344.S10,92 12,588 2,7 3,72 3,20 2,90
7. 313.900, 00 68,96 63,22 S.,1¢
1,97¢.611 ,0% 18,46 S,77 9.4 0,29 2,66
10.693. 081, M (co,00 71,75 19,10 3,59 S,s6
q2.750,00 -
872. 720,00 -
£.330,00 -
973. 800,00 -
9.719. 28,7
19.031, 90
3.735,90
1%.999,5Y -

9.723.056,22

ETABUI LE ¢

07-0%.12

PAGE



PERCEPTION GAP : THE IMPORTANCE OF CLIENT REPORTING

ANALYTICS :
WHAT RETAINS A CLIENT ?

40’P
ONLINE ACCESS
% SUPPORT =
T ey |
RE TIN
f;;‘{,’lgg,?g ESN _ ? I RISK MANAGEMENT %
R e 20 FEE STRUCTURE @ : I @ OUE DILIGENE CAPABILTIES
(7. POINTS) . | FORTFOLIO PERFORMANE
(Rl | @ /FmANCAC ResuLTS
GEOGRAPHIC RESEARCH | |
/EXPRRTISE ® P SERVICE QUAUTY
H Il , [ l. , &
0 L | ! T ] —
: | @ | nvesTmenT Avvice
| [
FIRM REAUTATION o |
-20 @ AOUISOR RELATIONSHIP

25 50 15 100

IMPORTANCE (EVEL ( % OF CLIENTS INDICATING ‘VERY IMPORTANT')




CALL FOR ACTION !
CLIENT REPORTING NEEDS [IMPROVEMENT

WEALTH
REPORTING

HUGEW IMPORTANT
FOR WEALTHY CLIENTS,

BUT RARELY DONE (WELL

A PRINATE BANX COULD
OFFER A FLEXIBLE %
INTERACTIVE  RePORTING
SOLUTION AS AN OPTIOM
TO THEIR CLIENTS,
POTENTIALLY REQUIRING
THEM TO PAY on A

PER PORTFOLIO BASIS.

THIS WAY, SUCH A
SERVICE COULD BE A
SOURCE OF REVEMJE
FOR PRIUATE BANKS.

[

IR

AS SMART PHONES , TABLETS
AND OTHER PIGITAL DEVICES
BEcome MmORE cOMMON ,
RESPONDENTS > UTILISATION
OF ONLINE & MOBILE
CHANNELS WILL BECOME

MORE IMPORTANT.

MYy PRIVATEBANKING INTERVIEW
WITH CAREY WEACLTH REFCRTING
IN ZURICH , 2012

INTERUIEIL WITH A
CORPORATE DEVE LOPMENT
PIEECTOR OF STATPRC GRrROUP
MICHEL LemMPICEi , 201

Perfecting Customer Communication



1" LEVEL
CLIENT REPORTING
PROVIDES A LOT

NTIAL 1.0 REPORT
OF POTE WHAT HAPPENED : A VIEW OF THE LAST QUARTER
HALL RuE AS THE
> =2 TRANSACTION JOURNAL
STARTING POINT FOR
SECURITY
YOUR FULL CLIENT ACCOUNT _‘l‘_gz;gf’g;i QUANTIY eciaction  DESCRIPTION z’j;'g;iw
REPORT!N(-? INITIATIVE NUMRER Fx- RATE
f00.596 -,0 ©l fo2/0A 100 PURCMASE ues 2100 Ite.5
ol for/o9 CHF [.0c
800.595.60 o1 /03/09 200 SEW HSCB q6u3%T 42
ol fo2/09 GBP o N
800.595-,0 o1 Jos /o7 50 PURCHASE CReODIT SUISSE 286564 23.10
Ol fo4/oq CHF 1.02

Perfecting Customer Communication




CLIENT REPORTING MUST ADDRESS THE CLIENT'S NEEDS
MODULARIZATION IS AN APPROACH TO ADDRESS THIS NEED

MODULE BASED
CLIENT REPORTING

- CLUENT NEEOS

- CLIENT SEGMENT
CORE MODULES

DEPEND ON
WEALTH OF
THE CLIENT

- REPORTING
CAPABILITIES
/ APPROACH ApoITIONAL
MODULES

- |T-TOOLS
NEw REVENUE
STREAM?




NOT JUST THE CONTENT S RELEVANT ..

ALSO CONSIDER THE AREAS (IKE “FUNCTIONALITY " & “DEUVERY / PRESENTATION ™

CONTENT FUNCTION

e PERFORMANCE REePORTINCT

=\

e RISK ANALYTICS,CREOIT RATINGT
e RESEARCH RELATED TO HOLOINGS
e RM COMMENTS % ANALYSIS

e CASH % SECURITY HOLDINGS
e PORTFOLIC CONCENTRATION

o HISTOR(CAL COMPARISON

e NON BANKABLE ASSETS

¢ BENCHMARK COMPARISON

e FUTURE INCOME PROJECTION

e REAL TIME DATA
e FREQUENCY OF REPORTING

e MULTI - CHANNELING

* CONSOL(IDATION

DELIVERY /

PRESENTATION

L4 PACKAGING FORMAT

e GLOBAL REPORT CONSISTENCY
®  SORTING GROUPING

e DIFFERENT CLIENT LAYCUTS

e GRAPHICAL ILLUSTRATION OPTION



2.0 EXPLAIN
WHY IT HAPPENED
- EXPLAINATION

- BACKGROUND INFORMATION
- ACTIVITY JOURNALS

EDUCATE
% EXPLAIN

CLIENTS WANT
TO BE EDUCATED

ON REASONS

vYOUR PORTFOLIO AGAINST BENCHMAREK

l YOUR PORTFOULIC

B sencumacer

Bank of America chares slid 14 per cent to $3.93, their lowest point since 1984
Shares in Citi were down 13.8 per cent, closing at $2.5) ,their lowest since 199!
The KBW banks index fell to ks lowest level since 1992, In the debt markets,
Citi's bonds weve trading at distressed levels.

TS
NS

SN
NS
YOS
s




WHY |T HAPPENED

BY ADDING BACKGROUND
INFORMATION THAT HELP
INVESTORS TO READ AND
UNDERSTAND RETTER

¢ WELCOME (ETTER
e RESEARCH NOTES

WMARKET INFORMATION

e COMMENTARIES

ACTIVITY REPORTING

VAR

B/

’I_ ‘\Vlr\w .
U
0, 2

‘\

‘vﬁ 71/’
S5 22

REPORT ON

MARKET DEVUELOPMENTS IN THE PRECING QUARTER

2.3 EQUITY MARKETS

Global equity markeds continee 1o be wel! supported by fundamentals. i persistent

International bond

In additon apelic)

dexelop ments fhe

INFORMATION ON CURRENT REPORTING PERIOD

ASSET STRUCTURE OF THe PORTFOLIO
COMMODITIES cATeEGORY JVALME  SHARE

ACTERNATVE

INVESTMENTS cauUITY 1723,37¢.76 (9.4
casH FIXEO INCOME 4.459,110.59 U5,
ALTERNATIVE (MVEST. Gul,7186.9% 6.
oMo ITIES 1,254 ,018,2% (2

casH 1,627 ,2¢4.(4 1642

(ToTAL) 908,540,300 (o




RBUT THIS REQUIRES A “CHANGE OF CONTROL

BUSINESS NEEDS TO BE SITING IN THE DRIVERS SEAT

—_—— — — == — —
lT MPARKETING

RESEARCH R“ )
MID-OF FiCE

RM- TeAM

1Y = A o
= =\ @ e, Q%

COMPONENT % CONTENT MANAGEMENT ¥ GIUALITY
LAYOUT DEVELOPMENT REFORT DEFINITION

T,

I

CHECK

e —e—————



3.0 RECOMMENDATIONS
NEXT STEPS :

« RECOMMENDATIONS
CLIENT REPORTING
AS ADVISORY %

SALES TOOL- =

RECOMMEND NEXT
. RACANCING
STEPS TO INUESTORS INTEGRATED REBAL

PROPOSALS
AND BRIDGE THE GAP

‘ @@
reformminded Prime Minister Koizumi strengtenad investors, positive market T
sentiment

2.0UTLOOK

rsistently high
Ll WEHIERAL BACkaRoUND Fr)gsul’rs in 2005g
500 of (87 inthe
could prove Ho e

3
a
v

Global economic growth shoud slow from Just under U percevct (n 2005 o 3.4
pevcent vext year due 1o He domperung effects on global economic grawHr A sign i

e cied

cant sha
factors

wit ] win

am|




. THIS IS “HIGH VALUE™ FOR THE BANK

ESPECIALLY IN ASIA , WHERE THE BUSINESS IS BASED ON "BROLERAGE " & MOTIVATES TRADE

CURRENT ASSET TARGET ASSET ALERTS
ALLOCATION ALLOCATION YOUR CURRENT fORTFOLIC POES
NOT REFLECT YOUR INVESTIMENT STRATEGY.
®
- / % - ALERTS
=} 4 * LARGE CAP EQUITY
/// o INTERNATIOVAL EQUITY
5] 5]
i} A‘ o e FIXED IN(OME
INTEGRATED RECOMMENDATION » INCLUSION OF MPARKETING COLLATERALS
o INFORMATION FOR OTHER PRODUCTS
RECOMMENDATION OUR NEW ETF PRODUCT
Y
BASED ON THE POSITIVE ~
MmARKE] oviwokr BY ETF
€ L.
¢ percenTAGe 1% 7. ETF. assentis_

Perfecting Customer Communication



CLIENT REPORTING AS A KEY DIFFERENTIATOR

CONCLUSION

EFFECTIVE

sﬁ"l‘ﬁgc
/

5 %
)
@%
EFFORTS IN
CLIENT REPORTING
ARE HIGHLY
EPFECTIVE

RELEVANT

—
—

CONTENT
—_—

CONTENT NE&EOS
TO BE AUGNED
% RECEVANT

FAST

ENABLE BUSINESS
TO MANAGE &
RON “CLIENT
REPORTING ° |

THIS WILL FASTEN
YOUR TIME TO
MARLET.

EDUCATE

EDUCATE YOUR
CLIENT , [F YoUu
OON’T DO (T,
SOMEONE ELSE
wiLe

SALeS TooL

USE CUENT
REPORTING AS
A SALES TOOL

OUT-OF-THE
BOX

THINK OUT OF-
THE - BOX WHEN
You DESIGN

% IMPLEMENT
YOUR 7 CLIEENT
REPORTING ™
STRATEGY

STERS

H,i-g
Il

IMPLE MENT
YOUR CLLIENT
REPORTING

STEP BY STERP




THANK YOU
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