STATEMENT OF PURPOSE

The Money Management Institute (MMI)
commissioned Dover Financial Research to
conduct proprietary research on the distribution
of separately managed accounts through banks.
The analytics contained in this report are largely
derived from data that was collected through a
web-based survey that was distributed to a cross
section of banks ranging in size from $2 billion to
$100 billion in assets. All data collected was as of

yearend 2004. To complement the survey
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findings, Dover Financial Research also
conducted an extensive set of interviews with
leading executives representing bank trust
divisions, service providers, other major
distributors, and asset managers. This report is a
compilation of the findings that were derived
through our quantitative and qualitative research
efforts.

The report specifically focuses on bank trust
divisions. We believe that the bank trust areas,
given their ties to the high net worth individual
and distribution capabilities, are best positioned,
relative to other bank distribution channels, to
influence the separately managed account (SMA)
industry. Within this context, we examine the
major challenges that bank trust divisions face as
they more aggressively enter the market.
Specifically, those challenges identified by our
research are: the positioning of proprietary
investment management, infrastructure, and
pricing. We also believe that banks are capable of
overcoming these challenges but that cultural
attitudes may hold them back. Nonetheless,
banks and their vendors have made progress and
today’s banking environment is far move receptive
to SMA distribution than five years ago. But, until
banks make significant headway in conquering
the obstacles that hold them back, we believe that

growth in the market will be incremental.
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