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Introduction to Cimetric

A Business Intelligence services to the tax
Incentivised savings sector

A Partnering with TISA to address industry
Information gap

A Confidentiality commitment
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The ISA Information Gap

A  Business Challenge
A Highly successful savings scheme
A Need to monitor business performance and competitiveness

A Information Gap
A ISA managers unable to determine the effectiveness of their businesses due
to lack of meaningful comparative peer group and competitor information

A Information gaps covers broad range of operational performance metrics
including marketing costs, customer retention rates, average investment,
effectiveness of channels, error rates etc

A Industry perspective
A What does the future hold for UK tax incentivised savings schemes?

A Information to support TISA pursue its objectives:

A lobbying government and regulators on potential developments to the ISA
scheme rules

A representing the scheme in the media
A education and knowledge sharing across the industry.
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What do you want to know?

Is your investment amount higher than the average?
How long do your customers stay with you?

How do your acquisition costs compare?

Are your admin costs per ISA higher than your peers?

Do a higher proportion of your customers renew?

What is the average turn-around time for a transfer-in?

What s the average turn-around time for a new application?
Compare geographic sales data
Which funds are popular, is it an industry trend or an anomaly?
Penetration of employee share
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How do you find the information you
need?

Measurement:> Analysis :> Action

A Benchmarking is based on the confidential exchange
of data between firms in an industry sector

A Established and proven method of generating
meaningful comparative data

A Strategic as well as operational management process
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Why participate in benchmarking?

A Organisations can evaluate processes and operations
relative to competitors and peers

A Obtain factual evidence as inputs to:
A operational performance management
A marketing strategy
A change management programmes

A strategic decision making

A Not only measures current operational performance
but identifies leading indicators of future performance
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Cimetric Proposition (1)
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Online benchmarking service:

A ISA managers can exchange performance data, on a
confidential basis, with competitors and peers in their
Industry sector

A Automated aggregation, validation, analysis and distribution
User experience:

A Data requirements based on information that is available
from existing systems

A Closed user group T only those who input data will be able to
view comparative data. Users will be able to view outputs for
data points they have input

Reporting:
A Range of reports illustrating operational performance relative

to other industry participants and identifies strengths as well
as areas for improvement
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Cimetric Proposition (2)

A Industry initiative:
A Free to input data online to encourage adoption

A System designed to reflect the interests of the ISA _
community. Enhancements to the system will be user driven

A  Steering Group:
A TISA has formed a steering group of ISA managers to guide
and validate the initial release of the service

A Availability:
A Launched at the TISA Annual Conference on 18t November
2009
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Confidentiality Policy 1 Key Principles

All data supplied, in whatever format, will be treated as
confidential

Company names are not publicly associated with data points
All peer group data will be aggregated and anonymised

Strong passwords, domain checks and key personal information
used to ensure security

The Data Exchange Portal operates online using advanced
security features, including 256-bit SSL encryption

Physical security and disaster recovery provided by host VI.net
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Information Portal Overview

A 47 Data Points covering
\ |SA Sales

Transfers

Operations

Costs

Client Profile

Client Activity
Investments

Complaints
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Information Portal Overview

A Simple

A Flexible

A Customisable

A Insights and avenues of investigation
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Data Input Flexibility

— Operations 1—

— Operations 2

— Cash ISA Finance —

— Marketing —

— Sales —
Company A
Stocks &
— Shares ISA - ALL
Collectives

— Operations [—

Stocks &
— Shares ISA - Finance —
Stockbroker

— Admin —
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Data Security

A Save and Return
A Data Self Validated
A Anonymity

A No Names

A Safety in Numbers
A Comparison

A oMar ket 0

A Peer Groups
A Top5
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New Business Results

New Business Results T Quarter Three

Number of ISAs Value of ISAs
sold Rank % Change sold Rank % Change
Your Firm 12,045 171 45 £190,795,689 138 14
Your Deer 19,079 138 4.2 £121,488,816 33 25
roup
Market 15,897 210 3.7 £70,423,453 192 3.5
Top Ten 65,648 4 55 £1,566,788,373 3 6.2
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New Business Results
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New Business Results

Sales (£)
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New Business Costs

Your Firm

Your Peer
Group

Market

Top Ten

Marketing Rank Change Administration Rank Change Other costs Rank Change Total Costs Rank Change
% % % %
1,526,981 156 2.2 568,975 76 1.2 549741 61 1.6 £2,645,697 121 1.7
862,459 74 -25 1,367,123 265 2.1 832484 22 1.9 £3,062,066 189 15
1,898,561 210 1.2 894,369 198 5.3 292188 22 2.2 £3,085,118 198 1.5
3,505,689 3 1.3 985,632 2 2.1 164933 4 1.1 £4,656,254 2 1.3




New Business Costs
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New Business Costs
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Customer Metrics

% of Customers Using % of Customers Paying
Full Allowance Regular Subscriptions
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Customer Metrics
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Return on Investment

Your Firm Rank Change Your Peer Group Rank Change Market Rank Change
£ % £ % £ %
Marketing costs per ISA 524 205 1.3 168 25 5.3 451.44 125 1.2
Marketing costs per £1000
invested 33 54 1.3 26 42 -1.2 101.90 289 2.3
Administration costs per ISA 195 35 2.2 267 101 1.2 212.66 85 3.2
Administration costs per
£1000 invested 12 45 1.2 42 176 11 48.01 199 6.2
Other costs per ISA 188 198 1.3 162 157 3.3 69.47 45 2.2
Other costs per £1000
vested 12 54 1.3 25 198 1.2 15.69 123 2.2
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Return on Investment
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Return on Investment
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Return on Investment

ISA New Business Channel Mix

Your Firm Your Peer Group Market
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Return on Investment

ISA Activity Type
Your Firm Your Peer Group Market
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Return on Investment
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Conclusion

A ISAs are highly successful retail savings
scheme

A Political pressure to reform savings and
pensions

A Benchmarking will provide evidence to
reaffirm ISAs leading position as retall
savings scheme and create the case for
further innovation
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Contact Detalls

David Lee
Email: david.lee@cimetric.co.uk
Tel:07771 503633

Roger Colletta
Email: roger.colletta@cimetric.co.uk
Tel: 07785 334328

Website: www.cimetric.co.uk
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