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MyPrivateBanking.com — Where the Affluent Meet and Read

MyPrivateBanking.com is the only independent and global information and networking
platform targeted to wealth management clients. Live since 2009, MyPrivateBanking.com
provides high net worth individuals worldwide with primary research and daily news and
articles on critical issues related to wealth management. Additionally,
MyPrivateBanking.com offers directories and client ratings, the unique social networking
platform “MyWealth”, bringing clients of wealth managers into contact with each other, and
a fortnightly newsletter sent out to 2,500 subscribers.

What makes MyPrivateBanking.com so attractive for High Networth
Individuals ?

MyPrivateBanking.com is the only fully independent platform where high net worth
individuals can find unbiased, critical and data-driven information on financial issues of
particular concern to them. Our Information directly impacts the financial strategies of the
affluent and it is compiled and published daily by an accomplished team of analysts and
editors. Our wealthy readership is attracted to the comprehensive and unbiased support
provided by our site in all decisions that can make or break the success of their
investments.

Why advertise on MyPrivateBanking.com ?

MyPrivateBanking.com is targeted at high net worth individuals worldwide, the most sought
after but elusive group in the online world, and succeeds in reaching this prime segment,
proof being the 9,000 plus visitors per month on MyPrivateBanking.com, of which
61%0 have a net wealth of over USD 500k, with an average wealth of USD 2m. Our
audience, growing by 10% quarter on quarter, is truly global with a roughly equal split
between Europe, USA and the rest of the world. MyPrivateBanking.com provides advertisers
with a highly targeted, global and fast growing communication platform for premium
products and services attractive to an affluent customer segment.

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide

Key Data (Dec. 2011)

Audience
Visitors
Impressions
Members
Newsletter
Subscribers

Wealth (USD)
Avg. Wealth

> 500k

>2m

> 5m

Regions
Europe
USA
Asia
ROW

Occupation
Management
Self-Employed
Other
Wealth Manager
Retired

9,412
33,120
3,800
2,500

2m
35%
17%

9%

52%
24%
13%
11%

32%
29%
23%
10%
5%
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FULL PROFILE OF AUDIENCE ON MYPRIVATEBANKING.COM (JUNE 2011)

Traffic Profile !

Visitors 9400
Page Impressions 33000
Social Network Members 3800
Newsletter Subscribers 2500

Regions
USA 24%
UK
Switzerland
Germany
Rest of Europe 23%

Asia
Rest of World

1 Source: Google Analytics

Member Demographics 2

Wealth Range 26%

9%
8%

Age 13%-

20%—° 26%

30%

Occupation 10% 5%

-‘

239

Top Investment Interests:

Top Lifestyle Interests:

2 Source: Member Registration Data

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide

18%

<500k
B 500K - 2m
>2m - 5m
B> 5m
n/a

39%

<25
m25-34

35-44
W45 - 55

> 55

11%

Management

B Self-Employed
Other

B \Wealth Manager
Retired

32%

29%
Stocks, Real Estates; ETFs

Travel, Cars, Golf



MyPrivateBanking.com Media Kit (December 31, 2011)

PREMIER ADVERTISING OPPORTUNITIES ON MYPRIVATEBANKING.COM

In summer 2011 MyPrivateBanking.com launched an in-house advertising business in order to work directly with our
advertising partners. We now offer unprecedented access to our valued readers through high visibility ads, bi-weekly
newsletters and custom sponsorships.

BANNER ADS ON WEBSITE
Super Banner

We offer the following ad units:

Home ; About Us | Contact i Blog Deutst.h_"n

o INDEPENDENT ADVICE TO GET MORE
M:@ATE BANK[NG OuT OF YOUR WEALTH MANAGER

1. Superbanner in Header [ <o |

WEALTH RESEARCH | DIRECTORY | RATINGS GROUPS m ABOUT US m E}RSS

Wealth Managers | Adwice | Products | Interviews | Members' Insights | Wealth Links | Wealth Blog

2. Skyscraper/Wide Skyscraper

Initiating a Discussion on the Future of Latest Research Reports
H pacaltty Managemen!: » How Wealth Managers Can Win Clients Online s
3. Medium Rectangle Charter for Ethical Wealth L

| Management

Qwer the last two years MyPrivateBanking.com has
evolved into a platform to educate and connect
wealth management clients, promote their rights and

4 Fu I I Ban ne r interasts and highlight the responsibilities of wealth
- managers and private banks. To capture the essence of these ... more

» First-aid Question Kit to Ask Potential Private Banker

» Insufficient Client Focus - & Survey of European Private Banks

5. Wallpaper (Superbanner + Skyscraper)

= MyPrivateBanking Research Flash
=| Wealth Managers Shun Transparency

~| Mew research findings by MyPrivateBanking Research M ed I u m
~| reveal that only 10% of the world’s most important
:| wealth managers publish performance data far their
—-=| discretionary accounts and only 22% offer specific
-~==| information about their fees.... more

= DO YO N X W

Rectangle

» How Wealth Managers Can Win Clients Onling
New Group Topics User Ratings

vPalitical pressure to not Banks~ Ratings~
F I I B increa ...
U an ner »Go for it | EFG Internat., Wk
viealth Management Charter  Barclays Wea.., ik

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -4-
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SPONSORED CONTENT ON WEBSITE

Ensure that your advertising messages are provided in the most appropriate editorial contextual positioning by
sponsoring specific content or tools available on MyPrivateBanking.com. MyPrivateBanking.com provides
opportunities to associate with editorial features and content areas across a range.

Sponsored Articles and Interviews

Present your company, products and services in an

sponsored article or interview. Placed on the homepage
and the respective category you can reach our readers

with your message directly in our editorial section.

Sponsored Links

Placing sponsored links in our articles allows
targeted messages in the specific editorial context
that provides a high level of attention by our readers
and triggers clicks for further information

o e
Interview with Ms, Smith, CEO XYZ Bank Font & & ABN Amro Pri,, ek
"I am the boss of the bank with the lowest fees for wealthy Bank Privat *kk
investors" Sontag Advis... k&

more ratings e
Article || Comments (3)
New Group Topics

+Palitical pressure to not
increa ...

Mz, Smith is the CEO of the first fee-only private bank in Germany which
offers clients wealth advice without conflict of interest. We talked with him
about the acceptance of this new advisory model among clients and what
has to be done to make the wealth management market more transparent, rGoforit!

s " > »\tealth Management Charter
MyPrivateBanking: Why do you refer to yourself in an advertisement as s

“the boss of the least loved bank"?

»Campden Conferences
Ms. Smith: It is important to understand the meaning of the complete more group topics »
quotation, which is: “the boss of the bank least loved by the other banks®
The guirin bank is most unloved by the other banks because it challenges
their business madel. Usually, banks earn their money by gaining
commissions, which are either open or hidden in expensive bank products
The ohjective of the bank is to sell as many products and g@ain as much in commissions as it can, Wealth B|°g
regardless of whether this is in the interest of the customer or not, Our objective as a fee-only The New Merrill Lynch
advisory bank is to advise our dients as best as we can. Of course, we want to earn money as well, World Wealth R...

2 Find it here. Highly
but we earn anly when our customers are successful and not by selling them expensive products. retemmendad

By practicing fee-only advisary since 2006, we have successfully raised a public debate in the German Wil e b NS aas

market about a consumer-friendly appraach in private banking. The banks don "t like this debate and Kick-backs?

most of all, they don”t like the fact that we are successful with our new fair and transparent private The initiative of the UK's FS&
banking model. (Financial Services ...

and last but not least, good commercials have to have a certain amaunt of humour, sa this statement more blag posts r

is of course made with a twinkle in our eye,
MyPrivateBanking: How successful has your strategy been in the market place?

Ms. Smith: \We are very successful, if you look at our numbers. We have raised our number of clients
from 700 to aver 7,000, This means an increase of 1,000 percent since 2006, At the same time, we
have quadrupled the amount of assets under management. Today, around 7,500 customers hold twa
billion euros in assets managed by guirin bank, Our headquarters in Berlin are supported by 12
affiliates and a total amount of 100 fee-only advisars which are located in major cities throughout
Germany, such as Munich, Hamburg, Frankfurt, Cologne and Stuttgart,

Furthermare, our success stary is alse due to the fact that during the financial crisis many people lost

Advice: Fixed Income Strategy Fort &3 &
Park Your Money in Short-Term Bonds Only

Many private investors have recently moved their assets into bonds. At wanguard Group, more than $51
billion has cascaded into bond funds this year Industrywide, investors sank over $40 billion into bond
funds in August, an all-time high for a single month, and are on pace to break that record again in
September”

The main reason is, that interest on money market funds or savings accounts have come a long way down.
In the United States nearly 78% of taxable money-market funds, the traditional parking place for savings,
are offering 0.1% or less in annualized yield, according to Crane Data LLC, a research firm. In Europe
interest on money market funds or call-money is slightly higher. Butis it a good idea to move your assets
to bonds or bond funds instead?

A bond has two distinct advantages for the investor: Firstly, the expected interest earnings until maturity
are known. Secondly, the consequences for any bond issuer who fails to pay the interest or pay back the
par value of the debt are severe. For these reasons, bonds are usually considered less risky than stocks,
Extensive research shows that the average historic returns on bonds are significantly lower than for
stocks.

Especdially the risk of inflation casts a shadow over the bond strategy today. The longer the maturity of a
bond the higher the risk that a future inflation shock will bring heavy losses to bond investors, Itis
probably the best advice to investors to look for bonds with short maturity, Two years or a maximum of
three years should avoid the worst losses if inflation is to raise its ugly head.

Sponsared Links for more information

Best ETFs for Short-Term Government Bonds

Sponsored Links

Inflation-linked Bonds offer Best Real Returns

Recommended Short-Term Government Bonds by =YZ Banl;

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -5-
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BANNER ADS AND SPONSORED CONTENT IN NEWSLETTER

Reach a high quality and targeted audience with our bi-weekly newsletter, subscribed to by 2,500 mostly wealthy
individuals from around the world. The MyPrivateBanking Newsletter offers our distinctive readership exclusive
stories plus latest service ratings and group postings by our members.

We offer banner ads and sponsorship of articles, enabling sponsors to deliver top-level information about their
products and services while branding their name in an environment valued by our users.

Banner Ads in Newsletter:

We offer the following ad units:

1. Superbanner in Header

2. Skyscraper

3. Full Banner

Sponsored Content

Ensure that your advertising messages
are provided in the most appropriate
editorial contextual positioning.

Prominently placed articles or interviews
with sponsored content and several
links to sites selected by the sponsor.

Superbanner

/(. INDEPENDENT ADVICE TO GET MORE
M@ATE BANK‘] NG OuT OF Your WEALTH MANAGER

Sponsored Story

Fee-Only Advice Gaining Ground in Europe

Mew laws and regulations within various countries in Europe and across the EU as a whole are preparing the ground for the agvance.
of fee-anly financial acvice in Europe. The most prominent example is probably the UK where independent advisers will have to charge
their clients directly by 2012, Taking sales commissions from fund sponsors or banks, so called kick-backs, will then be illegal for.__,
advisers inthe UK. In a recent research report Xv7 Bank were the wining provider in regard to fee-only financial advice (read more)

Other Stories

"fou have to stick to your intended asset allocation”. Qur group members discussed a wide range of topics this summer. There was g__.
It of attention to costs and strategy of wealth management, but actual developments, maost notably in the currency market, were (more)

= DO YO N X W

Rate Your Wealth Manager!

Latest Ratings: Full Banner

Clariden Leu Bank {Swizerland)

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -6-
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PREMIUM DIRECTORY ENTRIES

The MyPrivateBanking Directory of Wealth Managers provides a wide range of information on more than 500 banks
and wealth manager worldwide, searchable by name or country. It is the largest directory of its kind on the
worldwide web targeted to affluent clients. It is a highly valued, much frequented source of free, comprehensive
information, used by potential clients in the process of selecting wealth managers.

Highlighted Directory Entry Extended Information and Downloads

Increase awareness of your wealth management Provide the potential client with extra information on
company by enhancing your entry and stimulating your company and services by adding to your profile
greater interest on the part of potential clients. an additional 500 characters for your promotional

message and a brochure of your choice for download.

Wealth Manager XYZ «“Pprevious Next
= H Wachovia Weatherbys Bank
Dlrec':ory yicuial Address (HQ):  Park Lane 100, New York 10000 Securities
Country: United States
A.' Contact: Tel: +1-212-700 8000
w —_— Fax: +1-212-700 8020 Download Wealth Manag... Details:
ail: NewcClients@xvZ.com
i ik Homepage: WWW RYZ.COM e
B ‘Wachovia Securities, United States /%% GLICK HERE TO DOWNLOAD $
[ Type: Wealth Manager & Bank
\l Wealth Manager ®YZ, United States) Employees: 31.000
Presence: 15 worldwide Offices
B Weatherbys Bank, United Kingdom Founded: 1893
Legal Entity: Publicly listed company
B \Weherbank Actiengesellschaft, Germany
Assets under
m Wegelin & Co., Switzerland :fn';;gu‘i;"‘a"t: USDAA00 billons(2010)
Investment: USD 1 million
B \Wells Fargo Family Wealth Group, United States Fees: max. 1% p.a
Claim: ‘We are the best |
® ‘Wells Fargo Private Bank, United States Remarks: XVZ provides camprehensive advice ta an international private
clientele. We have some 5000 managers devoted to our private
B \Westmount Asset Management, United States clients, Thair client relationships are founded first and foremost on
trust, discretion, understanding and discussion. We offer tailored
| WTAS, United States = service and constant contact with your personal advisor. Our focus
| is on capital preservation and we won S times top honours in
Euromoney Awards for Private Banking Excellence. {This information
is brought to you by X¥Z)

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -7-
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PRESENT YOUR COMPANY, PRODUCTS AND SERVICES IN OUR WEBINARS

MyPrivateBanking Webinars offer sponsors to not only present their company, products or services to an engaged
and affluent audience, but also to interact with them on an individual level. A pre-selection of participants and
confirmation of their willingness to share their contact data guarantee sponsors access to a highly targeted audience
and the opportunity to follow up with them on a one-to-one base.

Format

In co-operation with MyPrivateBanking, sponsors
select a topic they would like to present to a
distinctive audience. Our experience shows that
educational webinars achieve the highest level of
interest.

MyPrivateBanking recruits participants according to
agreed criteria from its distinctive membership
base, provides the technical platform and
moderates the sessions. These are normally split
into 30 mins of expert commentary accompanied by
slides and a subsequent question and answer
session via chat.

The webinar will be permanently placed on the
MyPrivateBanking website. This gives sponsors an
ongoing presence since members that were not able
to participate in the live session still have the
opportunity to go through your presentation and
listen to the Q&A session.

el
MY PRIVATE BANKING
AR

MyPrivateBanking Webinar

sponsored by Wealth Manager XYZ

How to Choose the best ETFs

Time: September 24, 2011
Duration: 30 minplus 30 mMin Q& A
Registration:  Free for Members of MyPrivateBanking.com

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -8-
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2011 RATE CARD (all prices in euro)

As a premium platform, successfully targeting the rather select, but very attractive and hard to reach target group of
high net worth individuals worldwide, we do not calculate rates on the basis of page impressions. We offer rates for
website banner ads on a monthly basis and individual agreements for special formats such as sponsored content and
webinars. Customized packages are available on request.

Standard Advertising Units On Website per month Per Newsletter
Superbanner in Header 1750 500
Skyscraper 2000 500
Medium Rectangle 2500 n/a
Full Banner 1500 500
Wallpaper (Superbanner + Skyscraper) 3000 n/a

Premium Directory Entries One Year Three years
Entry for offices in up to 5 countries 1500 3000
Entry of unlimited number of national offices 2000 4000

Sponsored Content

MyPrivateBanking.com provides opportunities to associate with editorial features and content areas across a range
of topics. Sponsored links and articles are offered on the website as well as in the newsletter. Please contact our
sales representative for details and current pricing.

Webinars

Please contact our sales representative for your individual solution and pricing.

For our terms and conditions please refer to our website.

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -9-
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CONTACT:

MyPrivateBanking.com
Weinbergstrasse 9
CH-8280 Kreuzlingen

&: +41 (0)71 670 0489
2: +41 (0)8671 670 0489

: sales@myprivatebanking.com

The Platform to Reach the Affluent and the Wealthy Individuals Worldwide -10-
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