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SEI Quick Poll: Bank Wealth Managers Say
'Performance’ Not Biggest Differentiator

Attendees at SEI Private Banking Asset Management Symposium Cite
"Client Service” and "Advice" as Key For Future

OAKS, Pa., June 19 /PRNewswire-FirstCall/ -- SEI (Nasdaq: SEIC) a leading global provider
of outsourced asset management, investment processing and investment operations
solutions, announced today results from an executive survey conducted at its recent Private
Banking Asset Management Symposium. Fifty-three percent of respondents identified client
service as their bank's "most significant point of competitive differentiation in the future."
While twenty-seven percent of respondents said that "advice" would be their bank's biggest
differentiator in the future.

Ten percent said the products they offered would enable them to stand out from the
competition. Regardless of their response, nearly half (47%) of the wealth managers polled
said they currently do not have the right people in place to deliver on their future competitive
differentiator. Relationship managers and portfolio managers were most often listed as the
most-needed positions with regard to new talent.

SEl polled 40 bank wealth managers at its first Private Banking Asset Management
Symposium, held in Chicago, I, on May 9 and 10. The symposium was the first in a series of
regional asset management events planned for this year. Participants in the symposium
included the heads of wealth management from over 20 bank and trust institutions. The
series is the latest development in a broader program to communicate SEl's recent
innovations in their investment strategies with the bank wealth market.

Open architecture was also a topic covered by the survey. Of those who have deployed
open architecture investment solutions, a combined 70 percent of respondents said they
have seen increased revenue growth from open architecture, with 24 percent indicating the
revenue growth has exceeded expectations.

"The survey findings show that bank wealth managers fully understand that today's clients
are seeking personalized service and advice, not just new products" said David Campbell,
Senior Vice President for SEl's Private Banking Group. "At SEI, we believe the adoption of
open architecture solutions is key in enabling wealth managers to meet these client needs.
Wealth managers who deploy open architecture solutions will be positioned as product-

agnostic and seen as more objective and innovative in their advice and service capability.”



About SEI's Private Banks Segment

SEl's Private Banks business segment delivers investment management, investment
processing and trading services to private banks and wealth management organizations.
SEI enables wealth managers to meet the rapidly evolving business and investment needs
of their clients by helping them grow revenue, reduce cost and risk and manage capital.
SEl's solutions are used by over 290 clients in 9 countries. For more information, visit
http://www.seic.com/banks/ .

About SEI

SEI (Nasdaq: SEIC) is a leading global provider of outsourced asset management,
investment processing and investment operations solutions. The company's innovative
solutions help corporations, financial institutions, financial advisors, and affluent families
create and manage wealth. As of March 31, 2007, through its subsidiaries and partnerships
in which the company has a significant interest, SEI administers $382.4 billion in mutual fund
and pooled assets and manages $190.0 billion in assets. SEI serves clients, conducts or is
registered to conduct business and/or operations, from more than 20 offices in over a dozen
countries. For more information, visit http://www.seic.com .
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