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Purpose of document: familiarize you with your new role

¢ Giving you background on referral efforts

¢ Explain referral process & tool

¢ Describe your role in the process

¢ Show the support available to you



- SECTION 1

Background on referrals




What is a referral?
A referral brings additional NNM to UBS

REFERRALS

* Transfer of existing client e Introduction of a new client to
relationships or existing clients another UBS unit part of the
assets or part thereof referral agreement
¢ Between UBS units * New account in other location/desk
e NNM neutral for UBS ~ * Additional NNM for UBS
e Split: 100/0 e Split: 50/50
e Control in the hands of CAs
(accept/reject)

Referral Tool (ReNeW)

Only referrals will be entered into the Referral Tool!
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What are the rules on referrals?

Confirmed by the BC on April 23, 2007

7. WMI Prospect Referrals |
D. Ziegler and S. Zilker ask the WMI BC for input on how to handle
referrals of client prospects ameng Booking Centers. The BC confirms
its decision from August 2006, to-

® integrate all existing WMI referral schemes (across and within BUs)
| nte a single cne with 50/50 NNM sharing,

® use the newly developed referral tool for secure and straight-

through prospect transfer.

oy (O y

Discretionary managernal adjustments for performance measurement
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lpurposes are pessible on an exceptional basis.
¢ Referring and receiving CA ¢ Sharing of revenues depends
share the NNM 50/50 on the origin of the referral
— Over a period of one year — Inside WMI: no revenue sharing
— Thus possible that they have — Referrals from WM US: 33% of
to share outflow(s) in a revenues transferred to WMUS
quarter/several quarters on quarterly basis, over a total
of four years




Why did we build the tool?

Automating process and ensuring client confidentiality

¢ Before we had the tool

NNM and revenue for each referral tracked manually through BU Controlling and Business
Management

CAs often did not know whom to contact in another booking center for a referral

If they knew, CAs faced challenge to send prospect details in compliance with client
confidentiality laws

If CAs managed these barriers, they were not guaranteed to receive their share of the NNM (if
receiving CA did not "remember" anymore to have received referral)

¢ With the new tool

Tracking has been reduced to one call to the receiving CA after referral conversion, to ask for
account number. Tracking is then done by tool

CAs can pick a booking center for a referral in tool and (optional) nominate receiving CA - if no
receiving CA, Local Referral Desk will find suitable CA

Prospect data is sent over encrypted; "refer and step away process" ensures that client
confidentiality is maintained

The receiving CA needs to agree in tool to NNM sharing before seeing referral data. NNM sharing
is then executed automatically

Your role: assign new referrals for your booking center to a CA,

and follow up periodically on status and account numbers
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SECTION 2

Your role: referral process and tool




Who is participating?

Cross-border referrals between the following booking centers
are currently supported

e Austria

* Germany

* Jersey ‘
e Luxembourg &
[ ]

e

NECE

Moscow
UK

AMERICAS APAC

. Baha.mas e Australia
e Brazil * Hongkong
o Canefda ¢ Singapore
e Mexico ¢ Taiwan

e \WMI (NY, Miami, SF) 3 . e France L

e WM USA /UBSI ' e ltaly N

e SFA

* Monaco
* Spain v )

And in Switzerland:
Americas/APAC/Austria&EE/Germany/UK/EMMEA/France/ltaly/Spain Intd



Overview of referral process

. Referring i Receiving -
i Client Advisor Client Advisor 1‘
| i |
| | |
| | | |
2. NNM | 1. Prospect 1. Prospect | 2. NNM
50/50 | | Info Info ‘ | 50/50
! Y ‘I ) Prospect ..,._._. PR, (. S e—
‘ Local Referral

Info

Lo Referral Tool —|

+ Identify prospect wishing to book in another booking centre or desk

¢ Inform prospect that you transfer his/her data to another booking centre or desk and that he/she will be contacted
from this Client Advisor (Note: server is in Switzerland)

¢ Enter prospect data into WM Referral Tool

¢ Local Referral Desk will check eligibility of the referral and attribute the prospect to the CA suggested by you or chose
a receiving CA (if not eligible, you will be contacted by the referral responsible of the selected location)

¢ NNM will be attributed automatically 50/50 over one year (twelve adjustments), starting at account opening date

+ Refer and step away —> no feedback will be given about a specific referral and no cross border tracking will be
allowed due to regulatory and compliance reasons (e.g. prospect status, account opening, NNM inflow etc.)



Local Referral Desk is involved at two points

S —

Referrer enters prospect info == = CA1 has no access to the
Referrer and desired booking location = . prospect information anymore Local
(CA1) BB Referral Desk
=3 T
After first contact, CA2 sends prospect back
............. toLRD if *wrong” destination or CA2
&Kups ¥ Rekbismniug Netwong T
CA2 accepts referral =il - St
Local _ LRD tracks state of referral Receiver rules to see prospect data =
Referral Desk | (CA2) =
g
LRD enters account
number into tool
v
s n SRR
= T o " Automatic monthly NNM adjustment over
T i one year into Domino of CA1 and CA2 NNM
3 - S » 50/50
12 Months

LRD attributes
prospect to CA2



Details of the process

+ Referrer (CA1) enters prospect data into tool (Name, phone number, domicile etc.)

+ Referrer selects the location (or entity) where the prospect is looking to open an account, suggests the receiving CA

(if available) and sends the data off — the referrer has now no longer access to the referral information ("refer and step
away")

¢ The local referral desk (LRD) in the selected service location receives the prospect information

¢ The LRD is responsible to check whether the prospect's name is already on prospect lists in the location. If yes, a decision
in collaboration with the Global Referral Desk is required on whether to qualify this prospect entry as a referral

¢+ If the entry qualifies as a referral, the LRD assigns the prospect to the suggested or to a suitable receiver (CA2)
¢ Only the LRD sees which referrer entered the referral (receiving CA does not)

+ The receiver (CA2) gets to see the prospect's information after accepting the referral rules
(e.g. to communicate the account number to the LRD once the prospect becomes a client for NNM split)

¢ If the receiver is not suitable (e.g. the prospect wants to book in another unit or the receiver is of a wrong segment),

he has the possibility to give the prospect back to the LRD . The referral destinations continue to be restricted based
on the original referrer's location and the prospect's residency

¢ By accepting the prospect, the receiver is committed to communicate the account number to the LRD once the
prospect becomes a client

¢ LRD enters the scrambled GMIS number and the account opening date into the referral tool to start the tracking period

¢+ NNM tracking is performed for one year — with NNM adjustments between referrer and receiver executed monthly
(e.g. account opening 15.01.07 - tracking would be done until end of December 08)

¢+ NNM correction is taking place between receiver and referrer

¢ If the account number changes, LRD can apply necessary changes (e.g. name account to joint account)



1. Assigning a Client Advisor to a referral

¢+ Starting point: referrer (CA1) sends a referral to your booking center
— You will receive an email notification into your shared mailbox sh-referral-desk-COUNTRY
¢ Next step: log into ReNeW tool to assign prospect to suggested/suitable receiver (CA2)
— Please check first, whether prospect is not already on a prospect list in your booking center (then
referral does not qualify)
@ UBS ReNeW Relationship Networking Tool
e -+ Home - Language -+ Support Site -» Logout
M e B S R T T o 5 D T PN S T A S DA, rorc
* Client Advisor o T - - Prospect Referral Search Result = :
¥ Manager Al : ] ; i ; all
¥ Assistant kl': Lastname : ‘Firstname ‘:Lmﬁn j Priority :gﬂﬂhﬂ : ?:m : mpmm: Accepted :mon :
- "F:" \rosmectinn 83454 asdfsdagasda  asdfasdgasdads Germany  1OR/SMOM o 4 soREN KUULA SOREN 28.02.2007 yes 28.03.2007
alerre rospeactinbox x 1
Assign Prospect to CA 83403 Germanv2007  Gemany2007  Germany  Medium  NANDASWAMYCHANDRA., ssoren 15082007 yes 15.05.2007
: DM Spit 83484 Germany20071  Germany20071 Germany  Medium AR VAMY.CHANDRA 5\ryGH HARDEEP  20.03.2007 yes 20.03.2007
Events " y " ' " 1
» Contacts 83495 Reot Checking Report checking Germany [0 /SNOM  KANDASWAMY.CHANDRA giyqyy aRDEEP  20.03.2007 yes 20.03.2007
¥ Prospect Raferral 83486 fifgi ghigh ih afi ghi ghih Germany Medium KUULASOREN KUULA SOREN 29.03.2007 yes 29.03.2007
83528 GE2 SE2 Germany  Medium  KANDASWAMYICHANDRA e jpercER siLVAN 15052007 yes 15.05.2007
mm_mg German Medium DINORT,PETER 2 s 15.05.2007

Tool needs to have current OUs covering all your Client Advisor teams
(how to register those via BBS, see Appendix B)



2. Tracking status of referral & initiate NNM sharing

Once the referral becomes a client, LRD needs to feed account
number into the tool

¢ Due to technical & legal limitations the tool can not
— Search for a prospect's name in a database of all of our global clients
— Check with receivers whether they pursued the prospect

¢ Thus, Local Referral Desk needs to do a monthly follow-up (before 15t of each month)
with all CAs who received a referral

— Check status and re-assign referral, if required

— Collect account number and account opening date, if referral was converted

¢ The tool works with scrambled GMIS numbers so that client account numbers are kept
confidential

— Outside CH: Please refer to your local Controlling in order to convert the account numbers
collected from your CAs

— Inside CH: just add "3032-"in front of account number (e.g. 3032-0230-00123456)

¢ Once opening date and scrambled number are registered in the referral tool, NNM
sharing runs automatically (except revenue payments done from local controlling)

— If account number should change, please change accordingly in tool



LRD Task Summary
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Communicate referral process and tool in your Booking Center

— Using suitable platforms (web, meetings, ...), adapting messages in line with local regulations

Daily: check your shared inbox for new referrals
— Check for duplicate prospects: reject, reroute or assign
— Assign referral to suitable receiver on same day

Monthly: check status of existing referrals (before 15t of the month)
— Remind CAs to pursue opportunity, re-assign prospect if no activity
— Collect account number and opening date for converted referrals; capture info in tool

Monthly: conference call with Global Referral Desk

— Status update and exchange of information, questions

When required: process maintenance

— Capture changes of account numbers and Client Advisor OUs (see appendix)



SECTION 3

Support available




Support available

¢ Documentation

— Overview: Referral Portal

. ¥or | PEF

— Tool documentation for CAs
” CA Send Referiak=—@A Recei

— Tool documentation for LRDs =~ eerRefi(:'rla\[e

LRD process

¢ Tool support
— Technical support: ASC

¢ Process support

— Figures & Controlling issues: Controlling Info Center at +41 (0) 800 880 888,

international numbers see webpage



APPENDIX A

Capturing Client Advisor OUs in ReNeW




Adding new OUs with Client Advisors

Works via BBS system

1. Select yourself

BBS
Request for individual authorizations

Requestibr. Organizalion / Role Defined Model
[JOEL KUHN lallunits

 Selection for systems and authorizatior=

Sys!em Subsystemn
< R Ut Es T L i i R I P e e g B i TSI SR ikl
| RENEW HEL SHIP NETW TOOL ) v—] | UUU - UBS CH PARENT COMPANY (001) PROD - ~

| Details.. |
Profile (* mandatary)
| RENEW LINE VIEW ENTERA# LI:TrER ORG CODE '

PP O e A R 3. Choose "UUU",
Authorization  Maximum 40
Pleasemake avalidenty then "4 LETTER ORG"

-

g

=

=

=

I~ < B i

gl . (TD)

r @DEW HERUORE A e s

r (RENEWPROHL) CLIENT ADVISOR (CA)
Deleteright |~ @ oo |
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