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Trainor Sees Great Opportunities for Newly Formed
U.S. Trust Institutional Group

U.S. Trust formalized a strategic plan last fall to align the different
businesses that serve Institutional clients, repositioning them to capitalize on
current relationships, penetrate new markets and support significant growth.
These businesses included -

institutional separate account,
planned giving, third-party
distribution and administrative
trust. The newly formed group,
U.S. Trust Institutional (USTI),
is headed by Managing
Director Joseph Trainor, who
joined the firm last year to
bring new focus to the
Institutional business and help
it grow.

“Along with Personal Wealth
Management and Private
Banking, USTI is one of our
key businesses,” said Alan J.
Weber, U.S. Trust’s chairman and chief executive officer. “Our goal is to
expand our market share in the Institutional business. We feel that
Institutional can play a vital role in strengthening and supporting U.S.
Trust’s overall offering and that it can be a considerable source of revenue.”

Managing Director Joseph Trainor sees
tremendous opportunities for
cross-selling institutional services

firmwide.

U.S. Trust Institutional manages the investment needs of Institutional clients
with an emphasis on exceptional client service. Consultants, advisors and
other intermediaries are a key focus in building awareness and acceptance of
USTD’s investment capabilities for the Institutional marketplace. In addition,
USTI has an active presence with top brokerage firms, wrap providers and
other financial institutions. It also works closely with registered investment
advisors (RIAs), serving as administrative trustee for their clients, as well as
providing investment management services.

USTI has tiered the institutional marketplace to leverage the firm’s strong
regional presence, in combination with a revamped, centralized Institutional
effort. The first tier, for plan sponsors with total investable assets up to $25
million, will be handled by the regional offices with support from USTI.
The second tier, plan sponsors with investable assets under management
from $25 million to $75 million, will generally be handled by the regional
offices and may involve the direct involvement of USTI on a case-by-case
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basis. USTI has formalized market-specific sales and relationship
management activities to specifically target plan sponsors with investable
assets in excess of $75 million.

In investment management, USTI currently has $20 billion in assets under
management. Third-party distribution accounts for $4 billion of that, and the
most significant third-party distribution is through Schwab.

“One of our goals is to significantly expand our distribution at Schwab and
our other third-party platforms,” Trainor said. “We want to dramatically
increase our business activity with Schwab through the SIM group, the
Retirement Plan Services Group and across the Schwab footprint.”

As part of its commitment to the institutional business, Trainor says that
USTI plans to increase the awareness of U.S. Trust’s investment
capabilities, develop an infrastructure that includes performance
measurement and AIMR compliance, and achieve best-in-class client
servicing infrastructure and standards.

“QOur strategic plan includes cross-selling to our existing client base and
introducing investment management capabilities into administrative and
servicing-based relationships,” Trainor said. “We also want to leverage the
firm’s high-net-worth client base and work with BDOs as in-market
representatives. We also intend to increase profitability through a pricing
rationalization effort and the development of scalable, consistent service
delivery standards.”

Within USTI, Managing Director David S. Routh heads the Endowment and
Foundation Services Group as well as the Planned Giving Services Group.
Together, these two groups have created a full-service offering that provides
investment management, consultative services, asset allocation, planned
giving program advice and stringent regulatory reporting to the not-for-
profit community.

The Corporate, Public Funds and Taft-Hartley Group of USTI establishes
and manages relationships with institutions that have $75 million or more in
total investable assets. Senior Vice President Adria Hall focuses on public
and Taft-Hartley plans, and Senior Vice President Joseph Shelly specializes
in the corporate marketplace. In this sector, USTI provides investment
management solutions.

Managing Director Lisa A. Lenza leads the Sales and Relationship
Management Group, which provides high-quality relationship management
services and helps to grow USTD’s existing client base in partnership with
areas of the firm such as Wealth Management, Family Wealth and
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Philanthropic Advisory.

USTT also partners with Special Fiduciary Services to help bring in assets
through cross-sclling and prospecting.

“We want to leverage our existing relationships in Special Fiduciary, our
regional offices and within USTI, in addition to building new relationships
with consultants,” Trainor explained.

Trainor sees tremendous room for growth for the firm’s institutional
business, especially because of U.S. Trust’s excellent market position of the
endowment and foundation market, the heritage of the firm and the creation
of USTL

In addition, Trainor believes that Institutional is an ideal gateway for cross-
selling opportunities. He cited the example of a chief executive officer who
sits on the board of a foundation whose assets are managed by USTI. The
executive may well be interested in having U.S. Trust manage his
company’s funds, or be a candidate for the firm’s personal wealth
management services.

USTI is conducting a pilot program in the Los Angeles office to test a new
client service model, product positioning and analytics. Special emphasis
has been placed on the best way to coordinate business between USTI in
New York and U.S. Trust’s regional office network. The first phase of the
pilot included the creation of marketing materials, the development of a
pricing structure and the establishment of protocols for the interaction
between USTI and the regional offices.

“The pilot program has been going well,” Trainor said. “We took this
approach so we could have confidence when we roll out a national
program.”

According to Trainor, the near-term focus of the USTI team is on cross-
selling, building market awareness of U.S. Trust’s institutional products and
services, third-party distribution, and cementing ties with the consultant
community.

“Early signs in the marketplace are very encouraging, and we have been
winning new Institutional business,” Trainor said. “This is a momentum
business, and clients and consultants like to go with winners. We have
positioned oursclves to build on all the good things we already have to
become a great player in this marketplace.”
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