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Personal Wealth Solutions Creates a New, Improved
Experience for Clients

Personal Wealth Solutions, a key strategic initiative at U.S. Trust, represents
a whole new experience for the firm’s clients, according to Senior Vice
President Michael Boardman, business manager for Personal Wealth
Solutions. It consists of three interlocking components:

¢ A consistent and robust
investment planning &
process supported by a
new portfolio analysis 5 Y,
tool

o A refreshed and
broadened set of %,
U.S. Trust investment
offerings, combined “ &
with outstanding third- e
party investment
marnagers across an

e Gy,

Personal Wealth Solutions utilizes a
four-step investment plannin

array of asset classes process to ensure that each client
(known as “open receives a personalized plan

. created with his or her needs in
architecture) mind.

o An Investment
Communications Group to support both U.S. Trust proprietary and
third-party investment products with consistently branded investment
communications and overall sales and marketing support.

“Personal Wealth Solutions will enable us to deliver an enhanced client
experience throughout U.S. Trust,” said Alan J. Weber, chairman and chief
executive officer. “It will help us achieve our goal of being our client’s
‘trusted advisor’ for all their financial needs. In particular, we intend to
position the total investment process—from planning to investment
management to communications—as a core competency that differentiates
us in the marketplace.”

The pilot of Personal Wealth Solutions was launched in all North Carolina
offices and in the New York Wealth Advisory Division at the end of July.
The pilot teams have experienced many new business successes, according
to Boardman, and given feedback that has subsequently been used to
improve the program. Personal Wealth Solutions was launched in Minnesota
and a group of New York Wealth Management professionals at the end of
October. A firm-wide rollout will be completed next year.
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According to Boardman, the initiative aims to grow U.S. Trust’s business
and increase profitability by attracting new clients, increasing the asscts
managed for current clients and retaining clients.

“We intend to deliver a coordinated investment process supported by world-
class technology and an expanded product suite,” Boardman said. “Personal
Wealth Solutions is an important component in our effort to establish a
consistent national product and delivery process. It will introduce
comprehensive investment planning coupled with open architecture
throughout U.S. Trust.”

The first component of Personal Wealth Solutions is an enhanced
standardized approach to investment planning, based on investment
planning analytics software known as “WealthPlanner.” Developed by a
team headed by Managing Director Lori Jackson, the software provides a
framework to guide the investment planning process, including:

o Gathering client data

e Preparing a portfolio analysis

o Optimizing an asset allocation

o Preparing an investment policy statement
o Implementing the investment plan

o Monitoring, evaluating and communicating performance results

Investments management is the second key piece of the Personal Wealth
Solutions offering. U.S. Trust is working to expand and enhance its
proprietary investment offerings and complement them with outstanding
third-party offerings, Boardman said. To supplement the firm’s internal
offerings, U.S. Trust has already contracted with 13 investment management
firms in a variety of asset classes, including Philadelphia International
Advisors, Montag & Caldwell, Kalmar Investments, OFI/Gulf Investments,
and Payden & Rygel.

“We have established a detailed due diligence process to select outstanding
third-party investment managers in a wide range of asset classes,” said
Managing Director Tim Barker, head of the Personal Money Manager
Solutions (PMMS) Project Management Team.

“QOur clients are asking for choice, and we are addressing those needs,”

Boardman said. “U.S. Trust is also continuing to develop new proprietary
products. This year alone, we have launched the Equity Income Portfolio,
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the Excelsior Absolute Return Hedge Fund of Funds, Excelsior Buyout
Partners LLC, and MSB Real Property Fund V LLC.”

The Investment Communications Group, headed by Managing Director
Drianne Benner, helps to ensure a consistent look and feel to the new
marketing materials that have been created in support of Personal Wealth
Solutions. The group is also providing access to critical investment product
information. Several “client issue” pieces, product information sheets and
newsletters have already been produced. The “MarketPlace” intranet site has
been developed to provide a single access point for investment planning
content, investment product information, sales presentations (“Sales
Presentation Manager”), sales materials, training support materials,
investment strategy updates and WealthPlanner, the portfolio analytics tool.
Pcople who took part in the initial rollout phase are currently using it.

“Our new graphic look reinforces U.S. Trust’s position as a pre-eminent
wealth management firm and creates a distinctive image to help differentiate
us in the marketplace,” Benner said. “With the Investment Communications
Group, we have created a centralized infrastructure to support investment
planning, product sales and delivery. This improved infrastructure will
result in a more consistent client experience and give our professionals firm-
wide access to a suite of sales support, marketing materials and other
resources.”
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