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Introduction

Both _______________ and _______________ thank you for the opportunity to offer their expertise
and services.  An affluent market platform would be an excellent augmentation to the outstanding
reputation that ---------- National Bank has established for itself.  The following pages summarize
the initial process needed to create an effective and highly successful affluent market platform.  The
goal is not only to retain your present valued client relationships, but also to grow your business by
obtaining new affluent clients in the existing marketplace.
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We Understand This Business

The Affluent Market

• 10.5 million in U.S. qualify with $500,000+ investable assets
• 18.5 million in U.S. qualify with $100,000+ investable assets
• Grows by at least 6.5% each year
• The affluent hold 65% of all retail assets held in financial markets
• $500,000 to $1M segment holds average 21% in cash
• These clients are loyal and like working with one advisor

There are certain basics inherent to a good affluent market strategy:

! Foundation platform built on outstanding service and excellent products
Full range of banking products to satisfy needs

! Functional Benefit Platform
Must offer sound advice based on complete knowledge of the client 

! Emotional Platform
Sales staff must make each person feel like they are the most important client 
Be persuasive - why should the affluent client bring their business here?

However, that is not all.  What mistakes have other firms made in trying to roll out this type of
platform?  Alternately, what drove any success that they had?  What new ideas can be brought
into play so that -------- will have a better model?

We have the expertise and knowledge to give you that extra edge to make it happen.
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We Understand ---------- National Bank        

The culture at this bank is one of excellence in service, going beyond the minimum requirements.
It is a philosophy that prides itself in using new ideas and technology to provide competitive
products.  It is in this environment that the idea of 24 hour service was first conceived, which
makes banking easy and convenient for its customers.

Over the years many of our clients have revealed that they bank at ----------, and do so because of
the quality of service and community bank feel.  They have also commented on the bank’s
flexibility in offering various types of lending solutions.

Clearly, much of your success has come from a persistent focus on client needs, servicing those
needs with high quality care, and creating innovative new ideas that focus on making banking
easy for your customers and taking away all objections to visiting the bank.  Citing a further
example, the postal service and Texas DOT service branches are excellent because it puts the
customer first and at the same time no doubt yields more traffic into the bank which increases the
potential of doing more banking with them.

Through these exciting and innovative ideas ---------- has brought to the fore, customers have
grown to expect more than the usual banking services.  That is one reason why what we have to
offer is such an outstanding fit for this institution.  By serving the mass affluent client needs in
creating a platform dedicated to them, it will truly continue to enhance the rapport with your
clients, increase their loyalty, and certainly increase the business they will give you.

We want to integrate the existing culture that has made you so successful, into the new platform. 
The feel of this platform should be right on target with the quality of banking that  customers
expect of ----------.  Equally important is that the new platform should facilitate the attracting of
high quality clients currently banking at other institutions.  It should also be a strategy that will
leave no room for allowing any competitor to walk away with the clientele that you have worked
hard to establish. _______________ and _______________ want to work with you to make that
strategy a powerful reality.

Page 5



Objectives

Our objective is to partner with you to create a profitable new business line.  You are a potential
most valued client, therefore, we want what you want.  

After this initial process, you will have a clear picture of what your clients, employees, partners
and competitors think about an affluent market platform at ---------- National Bank.  You will
have the data to support that understanding.  We will provide you with an outline of our
recommendation for an  implementation strategy that will make this platform work for you.  It is
our desire to continue working with you after the six week test period until this new platform has
become established to your satisfaction.   

The Solutions

Listen and retrieve feedback from our client
Research competitors and mystery shop
Survey employees and clients
Analyze data
Create report for client review
Meeting planning and execution
Motivate personnel
Educate personnel
Produce publications
Recruit talent (bankers, coaches, managers)
Recommendations for product development
Design of compensation and retention plans
Career development
Performance measurement and management
Align new division with current culture
Marketing recommendations 
Sales coaching
Strategic Initiative rollout and monitoring

We are flexible and will adapt to other needs you may have
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The Value of our Service

We bring to you a combined strength of 32 years of experience in financial services.  As outside
consultants, we will give you an objective perspective across functions and departments.  We
have no hidden agendas, or political baggage from within the company.  This enables us to be
precise and more creative in defining objectives and viable solutions for our practice.

None of your staff will have to take the hit for breaking the rules or doing something different
from the norm.  Our goal is to work with your people to foster new ideas that will result in a
synergistic effect for ---------- National Bank.

We deliver a value added service that is cost effective.  In fact, our fees are considerably lower
than many for the type of services we are providing.  What makes this possible?  Low overhead
for one thing.  Also, we have no high priced executives to pay, and we can move and act faster
than a larger consulting firm.

Getting Started

To keep our estimate of project time and activities as accurate as possible, we do a detailed
“litmus” test for a six week period.  This allows us to properly assess what it will take to see the
project through to completion.  To facilitate this we require a total six week retainer fee.

Is There Any Obligation?

There is absolutely no obligation beyond the six week trial period.  You can either proceed to
utilize our services further, or walk away.  By retaining us for the initial six weeks you agree that
within 10 business days after the six week period ends, you will  1) advise us whether or not you
will use us for the entire project and  2) if your decision is to contract our services for the entire
project, you agree to begin the contract no later than the first of the following month.
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The Six Week “Litmus” Test Process

The initial process begins with simply getting to know you better.  Then we take a closer look at
your current staff and how they interact with their clients.  What has made -------- so successful
thus far?  What do your top clients think?  Additionally, we will provide mystery shoppers to let
you know what your competitors are doing.

The following outline gives an overview of how the six week process will look:

Week 1:
Meet retail executives and managers to obtain a better understanding of their business and
markets.  We will also meet with your partners at ----------- Financial Services.

Week 2:
Meet managers and sales staff of key branch locations to get their buy in and prep them for a
more detailed interview and observation process.

Week 3 and 4:
Return to key branches, review data with branch managers.  This data would include the types of
products they are selling to clients and which have proved the most profitable.  Also, how is your
sales staff compensated?  Would your top sales people appreciate increase pay tied in with
performance?  We will also establish how many clients have brokerage accounts through the
partnership with _____________.  Interview sales staff and observe client interactions.  Identify
and mystery shop your competitors.

Week 5 and 6 :

We will contact your top personal clients via phone to obtain an indication of their interest.  For
your top business clients, we will arrange personal visits to obtain their feedback.  Among other
vitals, this will allow us to make a recommendation as regards to minimum qualifying assets for
your clients to qualify in this affluent market platform.

Final assessment and report.
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The Six Week “Litmus” Test Process Cont.

Upon completing our diagnostic, we will provide you with a detailed report along with a
proposal of our recommendations.  This will give you an opportunity to see exactly what steps
remain to be taken, as well as the time required to establish an affluent market platform for the
bank.  It also will allow you to ask for any additional modifications to suit your needs.  The
retainer fee for the no obligation six week test is $______.  It would be our pleasure to begin
serving your needs as soon as ________.

We Need Your Cooperation

In order for us to complete our report we will need the cooperation of various staff.  This would
include executives, retail managers, branch managers, sales staff, human resources, and -----------
Financial Services.              

Creating, Building, and Piloting the Affluent Platform

We hope that in addition to retaining us for the six week litmus test process, you will also ask us
to continue the process through to its completion.  

Many firms bill at an hourly rate and then add various additional fees.  With that format the
challenge for the client is clear: there is no telling where the fees will stop.

Instead, we charge you one flat fee that includes everything we’ll need to do the job.  You simply
pay out the fee on a monthly basis for the duration of the project.  The project time estimate will
be a good faith estimate of time, if you will, and if any additional time is needed, you would have
to approve.  

Whereas other firms charge additional fees for traveling expenses, which can add up rather
quickly, our fee includes our traveling and other expenses.  We do not require any bonus or
commission on top of our project fee.  We would rather you pass those benefits on to your
employees who will face off in front of your valued clients every day.

If you find that you are pleased with our service after the six week litmus test is completed, then
we can further discuss and agree upon what the fee would be for the long-term project of putting
the affluent platform in place.
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What is the End Product that We Provide and how will it Positively Impact Your Business?

Research based on a well known consulting firm estimates 20% of households who desire advice
are up for grabs by financial institutions because people switch at least every 5 to 10 years.  This
potentially creates huge opportunities to increase market share in those markets you serve.

To give an example of how this will impact your business, one of the affluent platforms of a
major financial institution had year-end deposit growth of 4.8% resulting in $23.9mm in total
deposit growth and total investment and insurance revenue growth of 19.5% or $39.9mm.  This
indicates not only an increase in deposits, but also brokerage accounts, both of which drive the
bottom line.

Suntrust (which was recently acquired by Wachovia) reports 30% growth in 2004 based on fee-
based business produced by its affluent group.  Similarly, Wachovia reported record earnings in
4  Qtr 2004.  These results demonstrate the opportunities that exist when a concerted effort isth

made to maximize and expand the bank’s core customer base.

Proactive bankers interacting with clients in a way that makes the client view them as trusted
advisors will create loyalty and decrease the attrition rate among your clients.  This in effect
means less money utilized to attract new dollars thereby increasing return on assets.

Mass affluent clients will do more business with those firms they believe understand their needs. 
However, most banks do not do a very good job of capturing detailed client information which
will assist in addressing the needs of this segment.  Practical understanding of this market’s life-
cycle needs will not only increase cross-selling opportunities, but also transition the financial
institution from transactional to trusted advisor.

Additionally, employee retention will be increased.  Employees will enhance and supplement
their skills with new ones which will lead to opportunities for them to grow as your business
grows.

Together, we can change the perception of the way your clients think about combining their
investment and banking assets with ---------- National Bank.  This can be done by providing an
appealing offering that addresses their life-cycle needs delivered by a seasoned group of bankers
who will be viewed as trusted advisors.

We propose that you invite us to join you in this endeavor, in order to give ---------- National
Bank the extra competitive edge so as to become a leader in serving the mass affluent market. 
By seizing the opportunity now and doing it right the first time, together we can make it happen
and enjoy the success that lay ahead.
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