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This presentation may include "forward-looking statements," and discussions about future operations, strategies, and financial results. Future revenues
and income could differ from expected results. We have no obligation to publicly update or correct any statements herein as a result of future

developments. You should refer to our periodic SEC filings for a description of various risks and uncertainties that could affect our future financial
results.



SEIl Agenda

Introduction to Strategy Al West
Global Wealth Platform Jeanne Durante & Mitch Benton
Private Banks Joe Ujobai
Investment Managers Steve Meyer
Investment Advisors Wayne Withrow
Institutional Investors Ed Loughlin
Summary Al West
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SEIl: Client Experience

Vision

Helping clients succeed through improving their
businesses and lives

New ways.
S E I New answers! SEl Investor Conference 3 June 2009 3



SEIl: Markets & Businesses

Serving two related markets

Wealth Holders Wealth Services Firms
* |ndividuals » Distributors
« |nstitutions « Manufacturers

Through five business units

New
Private Investment Institutional Investment Businesses
Banks Advisors Investors Managers (ultra HNW)
A% 2% 2% I 1%
Client 615 6,000 550 180

Relationships*

* Revenue percentages exclude affiliate LSV. Revenue percentages including LSV were: Private Banks 33%; Investment Advisors 18%; Institutional
Investors 16%; Investment Managers 11%; New Businesses 1%; LSV 21%. Client statistics as of December 31, 2008

Ne ay
S E | New answers! SEI Investor Conference 3 June 2009

4



SEIl: A history of innovation and market expansion

i Trust System Invest idle cash balances Manager of Managers Advice & goal-based investing
Innovations Asset allocation Fee-based advisor platform Integrated pension & finance
Back-office investment processing Total operations outsourcing
Globalization Global Wealth Platform
) Investment Asset Investment Global Wealth
Solution Processing + Management + Operations - Services
Capabilities Services Services Services
Investment Managers
Markets Advisors
Institutional Investors
Banks Global Banks
Regions d States Canada UK EMEA, Asia
1968 1980 1990 2000 2009

S E I New ways.
New answers?’
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SEIl: Solutions & Services

Solutions

Wedlth Management Business Process
» Individuals :

« Institutions Outsourcing

Services

S E New ways.
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SEIl: Business Model

~S

nOoOur busi ness model has

Sell into large and growing markets
Focus on growth opportunities
Not acquisitive

Forge intimate client relationships
Deliver solutions addressing emerging client needs
Adopt -viiiwinn pricing model s

Focus on long-term growth in earnings-per-share
Generate recurring revenue & predictable cash flows
Strong balance sheet

Foster collaborative, innovative culture
Create scaleable, enterprise-wide solutions
Co-source external talent & expertise

S

S E New ways.
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SEIl: Competitive Advantages

nNnWe ar-posvseltilioned for the real.|

A SEl recognized as an industry leader
A Large and diverse client base
A Facilitates new business and cross-sale success

Strategies well-developed and coordinated
R & D investments completed or well-underway
Current economic climate reinforces value propositions

Solve | arge business i1issues in s
Integrate advice, investments, technology & operations to

create new categories of solutions

Knowledge-based & high valued-added

Long-term client relationships
Financial strength
Leverage

S E New ways.
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SEIl: The future is now!

Short Term Imperatives

A Cost Control
AFocus on Growth
I Retain clients
I New services to existing clients
I New clients
A Concentrate on key market segments
ARetain key employees
AMaintain strong balance sheet
AKeep building for the future

New ways.
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SEIl: With an eye toward tomorrow!

Strategic Imperatives

AClient Intimacy

AThought Leadership

AFull Transformational Solutions

A Co-sourced Win-win business model
A Accountable for total client experience

S E I New ways.
New answers:
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SEl:

New solutions for all target markets

New Solutions

AGWP & GWS

ATOO

A Goal-based Investment Platform
APensionConnect 360

SEI Investor Conference

3 June 2009



SEIl: Moving forward!

Portfolio of Businesses

Alnvestment Managers
A Institutional Investors
A Private Banking

A Advisors

Institutional Investors

Investment Managers

Advisors Banking

New w ays.
S E I New answers:! SEI Investor Conference 3 June 2009
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S E New ways.
New answers?®

GWP Update
Al West

PERIENCED / INNOVATIVE / SOLUTIONS / EMPOWERING / INSIGH
IG / INTEGRATIVE / STRATEGIC / ENCOMPASSING / INFORMATIVE
DUSTRIOUS / STRUCTURED /7 ELEVATING / INTERNATIONAL / SU
RING / INFORMATIVE / SUPPORTIVE / ENTREPRENEURIAL / INSP
TRATEGIC / EFFECTIVE / INSIGHTFUL / STRONG / EFFICIENT /7 IN
JSTAINING / EMPOWERING / INNOVATIVE / SUBSTANTIAL / EXPE



SEI Objectives

0 Answer:

A Why did we build GWP?
A Whatos the status of GWP?
A What is it going to do for our clients and their clients?

A What opportunities does it provide us?

Al so, to show you some of GWP

E I N f’:f \N W r‘ 'y' f‘r
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SEI Background/Context

Middle Offices are Proliferating

A Filling the gaps in automation and process
A Permitting client customization
A Almost totally manual processes

A Becoming very expensive and burdensome

E I N f’:f \N W r‘ 'y' f‘r
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SEI GWP Background/Context

Global (UK) Market

A Attempt to create opportunity in global markets
A Engaged with 3 London private banks
A Project to investigate globalizing Trust 3000

- .

A Impossible to globalize T3000 (including trade date)
A Global platform needed to take a different path

Findings:

S E l New wa yS
New answers. SEI Investor Conference 3 June 2009 16



SEI GWP Background/Context

US Banks and Advisor emerging needs

A Improve client experience A Efficiency

A Manage relationships, not A Streamline middle office
accounts A Consolidate systems &
A Automate front end of client processes
process o A Straight through Processing
A Mass customize client
portfolios
A Improve investment offering A Risk management
(performance & breadth) A Improve quality & control risks
A Goal-based investing (SEI) A Provide transparency

E I New wa ysS
S New answers. SEl Investor Conference 3 June 2009 17



SEI GWP Background/Context

Trust 3000

A

o To Do Io Do I

Very reliable & efficient

Extremely viable as back office system

But...
Legacy system - difficult to enhance

Settlement date only
Account Centric

Relegated to the back office
Limited Global Capabilities

l New wa yS
S E New answ

5
1ers

SEI Investor Conference

3 June 2009
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SEIl The Decision to Build GWP

Build Decision T Required:

A To tap global markets
A To retain and grow US banking business
A To grow US advisor business

E I N f’:f \N W r‘ 'y' f‘r
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SEIl The Decision to Build GWP

GWP Build methodology

Modular construction & open architecture
Buy non-critical & commodity modules
Build critical intellectual property modules
Build modules needed for full integration
Start with global functionality first; then US
Build from back office to front office

Do To Po To Do Ix

S E | New wa yS
New answers. SEI Investor Conference 3 June 2009 20



SEIl The Decision to Build GWP

GWP Design Tenets

Global

Trade date

Around the clock operation

Intermediary business service and process oriented
Relationship based (client centric)

Enterprise database/open Architecture

HTML based (internet)

Straight through processing

To T To o Io Po Txo I

E l New wa ysS
SS New answers. SEl Investor Conference 3 June 2009 21



SEI The Build

Build

A Design started in 2002

A Build started in 2004

A First Beta client went live in 2006
A First client went live in 2007

E I New wa ysS
S New answers. SEl Investor Conference 3 June 2009 22



SEI The Build

Key Functionality - Global

A Asset types (475)

A Exchanges (501/71)

A Currencies (31/28)

A Countries (41)

A Languages (multiple;2)
A 24 hour a day operation

E I N f’:f \N W r' 'y' 5
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SEI The Build

Key Functionality T Fixes/enhancements

GWP Trust 3000

A Trade date & settlement date A Settlement date only
A Straight through processing A MO & BO handoffs

A Client oriented A Account oriented

A Business process oriented A Transaction oriented

A Compound transactions A Simple transactions only
A Client portfolio models A Mutual fund only models
A Artificial intelligence A No MO support

E l New wa ysS
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SEI The Build

Key Functionality T Core additions

A Integrated Client Relationship Management
A Integrated Client Portfolio Management

A Business Intelligence (Data services)

A Sales tracking/proposal generation

A End client transition services

A Goal-based investing

E I New wa ysS
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SEI The Build

Current Deliverables

A Release Q4, 2008 (ISIN/SEDOL, CPM)
A Release Q4, 2009 (BOM; multi-firm; UK)
A Release Q2, 2010 (US taxlots; UK IWA)
A Release Q1, 2011 (US core functionality)

E I New wa ysS
S New answers. SEl Investor Conference 3 June 2009 26



SEI The Build

Delays

A Complex first client with wide & deep functionality needs
A Missing differences between ISIN & SEDOL

A Crisis required shift of market segment & functionality

A An enormous job

E l New wa ysS
SS New answers. SEl Investor Conference 3 June 2009 27



SEIl Benefits

Benefits to End Client

A Household is managed holistically

A Better tax and investment decisions

A Aligns with mental accounting of wealth

A End client reporting consistent with mental accounting
A Higher quality of service (less errors)

E I New wa ysS
S New answers. SEl Investor Conference 3 June 2009 28



SEIl Benefits

Benefits to Client Firm

A Ability to grow i investment management to wealth
management

A Reduces costs and risks
A Preserves capital
A Leverages human talent

E I N f’:f \N W r' 'y' 5
S New answers. SEl Investor Conference 3 June 2009 29



SEIl Benefits

Benefits to SEI

A Enlarges markets i global; larger relationships

A Transforms us from outsourcing processor to service
provider

A New target market segments for Banking & Advisor
A Improves quality, reduces costs and risk
A Gives us capabilities unmatched among competition

A Platform is leveraged to be used in serving all target
markets

S E l New wa yS
New answers. SEI Investor Conference 3 June 2009 30



SEI Opportunities

Five target markets

A Global Private Banks

AUK | WAOG s

A US, UK, and European Private Banks
A US Community Banks

A US Advisors/wealth managers

E I New wa ysS
S New answers. SEl Investor Conference 3 June 2009 31



S E I New ways.
New answers’

Global Wealth Platform

Jeanne Durante and Mitch Benton



GWS (Platform) Agenda

A Transformational Model
A Design Principles
A Demonstration

A Client Centric

I Investment Groups
i Portfolio Management Consolidated View

A Global

I Preferred Currency Settlement
A Straight-through-Processing
i Limit Order
A Open Architecture
I Investment Products

| New wa ysS
S E New answers;

SEl Investor Conference 3 June 2009
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Transformational Business Model

Traditional Unbundled Model (DIY) Client Focused and Firm Aligned
Delegated Business Model

Wealth Management

Client
Management

Disp~rau®
&P

Management

Infrastructure Business
Management Management

Cost Driven Operationally Focused

S E I New ways.
New answers® SEI Investor Conference 3 June 2009 34



Global Wealth Services | Key Design Principles

4 )
ARelationship Based
Aolistic View
Ausiness Intelligence thru Workflow Automation
L J
e a

Ambedded Investment Compliance
Adybrid Architecture

Arax Management Overlay
- y
4 N\

ASingle Platform
Mstandard Protocols

A xception Based Processing

\. J
4 )

R4 x 7 Coverage
Korporate Resource Leverage
AScalable

Q '] \\ J

S E New ways.
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2009 Baseline and Development Strategy

Asset Management

o
§ \lA/ AGoals
@ AManaged Household
3 ASubstitution
< APerformance Attribution
AUMA Performance
= KB4 Arisk Analysis
e Alnvestment Compliance
g ATax Overlay
S AOrder Entry & Scenario
E Analysis
=
)
ATrade Order
Management
O ARebalance
'% APerformance Statement
m

Client Management

4

‘@

AProposal Generation
AFirm Data Services
Alnstitutional Reporting

AEnrollment / Case
Administration

ACustom Reporting

AFirm Report Writing

AFirm Website

AWrappers Administration

AGoals-Based Framework

AAccount Open / Close

AcClient Reporting

AFirm Reporting

AcCash / Currency

ADocument Management

ARegulatory Reporting /
Compliance

Processing
\lA/ ACash Sweep

AFee Enhancements
AAsset Aggregation

AFX
ACommissions
AMulti-Currency
ATrade Date
APCS

AMulti-Factor
Authentication

ARecon

ACorporate Actions

AFees

AAssets

ATax

ASettlement

S E | New ways.
New answers?

SEI Investor Conference 3 June 2009
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S E New ways.
New answers?®

Private Banks
Joe Ujobal

PERIENCED / INNOVATIVE / SOLUTIONS / EMPOWERING / INSIGH
IG / INTEGRATIVE / STRATEGIC / ENCOMPASSING / INFORMATIVE
DUSTRIOUS / STRUCTURED /7 ELEVATING / INTERNATIONAL / SU
RING / INFORMATIVE / SUPPORTIVE / ENTREPRENEURIAL / INSP
TRATEGIC / EFFECTIVE / INSIGHTFUL / STRONG / EFFICIENT /7 IN
JSTAINING / EMPOWERING / INNOVATIVE / SUBSTANTIAL / EXPE



SEIl: Markets & Businesses

Serving two related markets

Wealth Holders Wealth Services Firms

* |ndividuals » Distributors
« |nstitutions « Manufacturers

Through five business units

New
Private Investment Institutional Investment Businesses
Banks Advisors Investors Managers (ultra HNW)

AUS: Banks

AUK: Banks and larger non-Bank Wealth Managers
ACanada: Banks and larger non-Bank Wealth Managers
AMiddle East & Asia: Banks (limited resources)

S E I New ways. SEl Investor Conference 3 June 2009
New answers: 38



SEI Global Wealth Services
Empowering Wealth Management Transformation

Support a recurring revenue growth model by
Grow Revenue and enabling the delivery of high-value, holistic
Expand Relationships advice that is both customised and scalable

Enable capital redeployment towards client
Deploy Resources facing activities to effectively drive growth
Wisely

4 ) Create a strong, cost effective risk management
environment by institutionalizing relationship,
investment, compliance and risk processes to

\ ) deliver a consistent client and business experience

Manage Risks

SEI Investor Conference 3 June 2009 39



Global Wealth Services Solution Framework

Outsourced

AGlobal Wealth Platform

(or T3000)
ARelationship based Wealth
Aintegrated Proc essing
i Client Management Services Investment
i Portfolio Management Management
AComplex transactions Services

AComplex asset types
AcCustody and other
admin service

Transformation Business Turnkey or Client

Advisory Portfolio Management
ADiscovery and Advice i
AEmbeddé’d Relationship Services AModels based to Goals Based

AuUnified Managed Accounts
ARisk Management
AManager-of-Managers
AOpen Architecture

Management
AGlobal Infrastructure

SEI Investor Conference 3 June 2009 40



What 0s changed given t he

The mar ket situation is challenging
model s are stressed?é@

A Asset based revenue has declined; focus on growing recurring revenue
A Increased focus on cost reduction and risk management

A Capital is increasingly scarce

A Decision process has changed and timeframes have lengthened

A M&A may drive additional change

ano

SEI Investor Conference 3 June 2009
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Our growth strategy hasnbo
but it Is focused on three current opportunities

AConvert Towry Law and Tenon Financial
AFocus GWS sales efforts
ADrive sales through Thought Leadership

Continued rollout of
GWS in the UK

DS SElEs @ ASell GWS enabled by Trust 3000

Local Banks in ALead with Goals Based Investing
the US AMove beyond trust accounts
( ) ARe-contract

Grow our Revenue
with Current Clients

\_ J

AFocus on large scale outsourcing towards GWS

ADrive M&A opportunities
ASupport and grow distrib

SEI Investor Conference 3 June 2009 42



UK Market Opportunity

| WAO s
IFA Full Service Private Client
Stock Broker Investment
Manager
Number 29 Greater 13 29 Greater
of Firms than than $500
$1 Billion Million
in Assets
Total Assets 100 32 110
($bn)
Revenue 25-35 BPs 10-15 BPs 10-15 BPs
Potential*

UK Boutique
Private Bank

12 Greater
than $500
Million
in Assets

65

10-15 BPs

Global Bank

3 (HSBC,
Barclays,
RBS)

130

7-10 BPs

UK Based
Universal
Bank

1
(Lloyds/
HBOS)

25

7-10 BPs

We are focusing on a new business model within these
segments called the Independent Wealth Advisor (IWA)

* Revenue potential expressed in BP for each of the segments is for processing only

SEI Investor Conference

3 June 2009
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UK:

Wh vy

| WAO S ?

PERFECT STORM

Regulatory Change

RDIF

TCF

MiFID

Consumer Attitudes

Capital Market Realities

Loss of Trust

Depraciation

Miz=-alignment to goals

Volatility

SEGMENT REACTIONS

|4

Banks: Retaining and stabilising current client base
PCIMs: Assassing investment capabilities and alignment to market needs
IFAs: Mobilising to better align to client needs

A new business model will emerge — The Independent Wealth Adviser

SEI Investor Conference 3 June 2009
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UK IWA Is a Business Model:
A Transformation Case Study

CURRENT/ PRE GWS TRANSFORMED / POST GWS
Defined by individual advisor (75+), | . Advice & Client Centralised through one office,
varying degrees of consistency Acquisition a single, end-to-end process for
all advisers

in discovery and review

Newly-formed Investment Committee
will develop and manage 6-7
discretionary models

Autonomy given to advisers, some oo
consistency by region

Direct with fund groups, held on Business Processing All new business on GWS and a
multiple platforms and Infrastructure conversion plan for existing £2bn
to move across over time

Assess on a case-by-case basis, with | -+ MErgers and Acquisition ... Scalable, repeatable acquisition
no regard to platform Strategy model with GWS at the core

All new business and transitioned
business into models will generate
1% annual fee IWA

33% of assets generate recurring oo
revenue, typically at 0.50% per annum

SEI Investor Conference 3 June 2009 45



IWA Sales Campaign

Targeted Internet Based Awareness Campaign

Direct Marketing

Thought Leadership Series: IWA, UMA, Risk & Regulation

T ve faaveEa @ s e Ses et w0 T Late el Sewn GNT. Jw cavpeenetaes
L e T e e A L
A AT T T G b o £ 8 bt

Bt FRRITTIG SRS METE Mk FEES & P VST 11N SOIIE WETTEOE ST 4 SRt b
e TTETI cEx SRR TR SAlry mar Tarbty MASE B2 4w Lk fras 3 P Rrge B

29 L Sew s Ve haal M Hurges - L
BTG AL 00T ns Mraet —— D
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US Local Banks

Market Opportunity

A300 Local Banks
T $500 mm to $5 billion in total assets

i $300 mm to $3 billion in managed
assets

I $325 billion in collective assets
I >%$140 million revenue opportunity

A 1/3 > $1 billion in total assets
A 2/3 < $1 billion in total assets

Value Proposition

A Global Wealth Services
A Enabled by Trust 3000

A Banks evolving from manufacturing to
distribution orientation

A Goals Based Investing

A Initially convert current business to
outsourced wealth processing

A Over time transform Wealth Management

SEI Investor Conference 3 June 2009 47



Current Clients:
Market Opportunity

In-House Capabilities or Abilities
MEDIUM MED. HIGH
DOMINANT PLAYERS

COMPLEX Clients: 17
Revenue: $129 million
Prospects: 10

ADVANCED

INTERMEDIATE

Complexity of Business

Number of Clients: 125
Annual Recurring Revenue: $226 million

SEI Investor Conference 3 June 2009 48



A Deeper Look at our Capabillities:
Successful History of Expansion

We have been in the outsourcing bus

been growing and scaling the outsourcing solution since 2003. We have:

A Grown and scaled our relationships
I In 2003 the largest client was 2,500 accounts: First Tennessee
I In 2005 the largest client was 5,000 accounts: HSBC
I In 2008 the largest client exceeds 10,000 accounts: Harris

A Performed a deep dive assessment across our operations and have made
Investments in people, process and technology to virtually overhaul all components

of our operation:
I Operations Efficiencies
I Enhanced Solutions
I Platform Infrastructure and Scale
I Performance Metrics

A Made several strategic investments, between 2003-2005, to develop Selective
Outsourcing Services for our largest clients so they could experience Service-Based
Outsourcing:

T CNS
I RBPS
I PerformanceStation

SEI Investor Conference 3 June 2009 49



Focus on Growing our Current Client Relationships

Re-contracting

Large Scale
Outsourcing
ASP to BSP Flips

M&A
Opportunities

A24 month focus
AContinued fee pressure
ASell additional services and extended term

A30+ existing relationships

A20+ years in Invest Processing outsourcing
AContinued infrastructure investments
ACompetitive opportunities

ATwo large situations

AWon Wells/Wachovia subject to final agreement
AContinued scale investments

AFurther consolidation?

SEI Investor Conference 3 June 2009 50



Conclusion

We have growth opportunities in the short term and a great long term strategy
A Increase sales activity in focused segments
A ASP to BSP focus

AWedve invested significantly in t|
I Geographic growth by globalization
I Market growth beyond trust accounting

A The market trends are moving in our direction

SEI Investor Conference 3 June 2009 51



S E New ways.
New answers’

Investment Managers
Steve Meyer



SEIl: Markets & Businesses

Serving two related markets

Wealth Holders Wealth Services Firms
* |ndividuals » Distr
« |nstitutions « Manufacturers

Through five busi

_ S New
Private Investment  Institutional Businesses
Banks Advisors Investors (ultra HNW)
f
revenues  A1% 23% 20% 15% 1%
Client 615 6,000 550 180

Relationships*

* Revenue percentages exclude affiliate LSV. Revenue percentages including LSV were: Private Banks 33%; Investment Advisors 18%; Institutional
Investors 16%; Investment Managers 11%; New Businesses 1%; LSV 21%. Client statistics as of December 31, 2008

S E | New ways. SEl Investor Conference 3 June 2009
New answers:
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Overview

Serving All Key Investment Manager

Product Segments:

v v v v v v

. Institutional Separately Managed
[ Alternative ] [Mutual Funds] { CTF ] { Accounts ] [ ETF ][ ACCOUNtS ]

Our Solutions
| Business Process Solution Focused on Investment Operations |

Back Office Middle Office Front Office

S E | New ways. SEl Investor Conference 3 June 2009
New answers?
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Our Business Today

A$230 billion assets (March 31, 2009)

A$148 million annual revenue (December 31, 2008)
A450+ Mutual funds serviced

A575+ Alternative funds serviced

A58,000+ Separately managed accounts serviced

AApproximately split 50/50 - Alternative/Traditional Assets under
Administration (AUA)

Diverse and broad client base across all investment products

S E I New ways. SEI Investor Conference 3 June 2009
New answers:
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Overview
Investment Manager Business Process

Portfolio /
Mgmt. I client
] Service

Compliance / Sales &
/ Marketing
. Collateral / Cash /
E?' Mgt. Q
% . Asset Data Investg;rli’lgggsssmg “é,,;’
n Maintenance & <}
= Processin o
-§ 9 Fund Admin. ~
ol . Security Fund i")’
Z g Valuation Accounting LLLL
) .
3, & | ® 5O
O( -% .Info.Dellvery LS
6\0 % Recon. Portfpho Attribution A\ QX'
,% (4 . Analytics & $Y~
Qs//O Reporting .
e, O
tOps,

SEI Investor Conference

S E New ways.
New answers’
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Our Solution: Total Operational Outsourcing

Decision
Support

Dashboard

Knowledge Partnership / Compliance Advantage

Data Management and Governance

]
Outsourcing
Al-saour ci nF
]
|
Mutual
Funds

Unit
Trusts

I S
FRONT OFFICE
B S
MIDDLE OFFICE
B N

BACK OFFICE
N
Hedge Separate HNW Institutional
Funds Accounts Accounts Accounts

S E | New ways.
New answers?
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The Val ueeé

~

nour busi ness model f oc u:s
|l nvest ment Manager. O

A Breadth and depth
Comprehensive A All investment products
A The investment managers business in its entirety
M Thei A Integrated data and information
apage elr A One stop for consolidated view across firm
Business Better A Actionable and meaningful data
Know Their Clients A Detailed information on investors and end clients
Better A Ability to analyze key drivers of client revenue
A Integration of key client and business data
Manage Their Risks A Complete and detailed view of exposures
Better A Integration of risk and analytics
A Enables firm-wide risk management

S E | New ways. SEl Investor Conference 3 June 2009
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How Are We Positioned?

Investment Manager

Market T
arket TS Obstacles & Needs

How can SEI help?

APressure to reduce
operating costs

AMarket turmoil &
skepticism

AOutsourcing is a core business

_ AComponent solutions
AWeakened client

relationships

ADamaged industry

reputation AScalable daily servicing model

ADemand for data
aggregation & transparency

ARevenues down
AData governance

Almpending regulation
P Jred ACompliance & risk

AExpensive to enhance
management

compliance capabilities

Alncreased investor scrutiny

AExpertise with complex
products & structures

ABank and prime broker ADifficult to raise new assets
financial risk
AFinancial stability of

ARisk management business partners

ATransparency

Alncreased operational risk

ASolution breadth

S E | New ways. SEI Investor Conference 3 June 2009
New answers?® 9



Growth Strategy
nNSame Directioneé. . DI ffere

é ) : . .
ARetain and re-contract existing clients

Grow our Current Clients | ALeverage our solutions across our clients
ASolve their needs/pressures

\. J

r N\ Aln-sourcers
AComponent outsourcing

Ll PResy Clemns AGlobal opportunities

. J ACurrent trends
e N\ AOur Investments are well positioned
Leverage and Expand ATransparency
Solutions ARisk management/data management
. J AComprehensive platform

S E I New ways. SEl Investor Conference 3 June 2009
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Growth Opportunities

Al-aour cer so

A Market + Madoff = Investor Pressure
A Need Scalable Infrastructure
A Need Broader and Deeper Capabilities

Component Outsourcing

A Areas of Stress in a Managers Business
A Reconciliation/Performance/Billing/Middle Office
A SMA/Institutional Accounts

Global Opportunity

A Focused Expansion (Europe)
A Middle East Demand
A Current Client Expansion

Trends

A Transparency/Risk Management/Regulation
AETFO6s/ Collective Trust s
A Private Equity

A Managed Accounts

S E I New ways.
New answers:
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Summary

We have invested in the right areas. Market turmoill
and trends have put the need for our solutions in the
spotlight:

AThere is clear demand and opportunity for growth
based on current market needs

A Our strategy of TOO will bode well for our long-
term growth

New ways. SEl Investor Conference 3 June 2009
New answers: 62



SEI Ne answers’

Investment Advisors
Wayne Withrow



SEIl: Markets & Businesses

Serving two related markets

Wealth Holders Wealth Services Firms
* |ndividuals C Distributors )
« |nstitutions « Manufacturers

five business units

New
Private Investment Institutional Investment Businesses
Banks Advisors Investors Managers (ultra HNW)
A% T 2% I 1%
Client 615 6,000 550 180

Relationships*

* Revenue percentages exclude affiliate LSV. Revenue percentages including LSV were: Private Banks 33%; Investment Advisors 18%; Institutional
Investors 16%; Investment Managers 11%; New Businesses 1%; LSV 21%. Client statistics as of December 31, 2008

Ne ay
S E | New answers! SEI Investor Conference 3 June 2009
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SEIl 6s Advi sor Pl at f or m

gnd-Client Wealth Sojutjgp.

Core Investment Solutions

Institutional Solutions

Goals-based Investing Securities- backed lending

Mutual funds Custorn goals-based Personal trust services Defined contribution programs

Asset allocation portfolios investment strategles

Check writing
Separate accounts Daebit card

Integrated managed accounts Aggregation

Defined benefit programs
Endowment and foundation

Large plan solutions > $20m

NN‘SOW Business SOIut,‘Ons

Client Administration

Rebalancing Systematic withdrawals
Fee caloulations and deduction  Monthly statements and

Comprehensive reporting Quarterly performance
reporting

Year end tax letters

Tax management
Comprehensive custody

platform SEl's Wealth

dvisor Platfor

Advisor Technology

Desktop Client On-line Performance Tool
Management On-line Proposal Systems
Practice Management  and Investment Policy
Reports Statements

Forms Wizard Customizable Marketing
Aggregation Brochures
BusinessBuilder

SE

New ways.
New answers?
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|deal SEI Client

Characteristics Advisors ldeal SEI Advisor
Business Model Complete Control Delegator
Revenue Fees & Commissions Fee Based
Life Cycle Start-up Growth Stage

Growth Stage
Steady State Stage
Breakaway Brokers

Competition Schwab Asset Mark
Fidelity Brinker
Broker Dealer Platforms Securian

New ways.
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2009 Strategy

Retain existing clients
Grow existing clients
Recruit new advisors

Innovate our solution




Retain Existing Clients

Communicate, Communicate, Communicate

New ways.
S E I New answers! SEl Investor Conference 3 June 2009 68



SEIl 6s Commit ment t o Advi

S C
SEI
Increased Communications T
B M Major Market Announcements W/ Ladies and Gentlemen: Goldilocks has Left the Bullding
Impact Statements, Economic Perspectives, “
Research Papers, Product-specific - —F =N At
commentaries

SEI-— (U

4

- Investor: Market and Event Commentaries,
Statement Stuffers, Research Papers, Letter . sl e
\Templates, Volatility Series T

-FI NRA—revieweN

-Private-Labeled Customization
-Multiple Formats: Print, Slides, Video

Provided More Quarterly Investment Review Tools
- Videos and Volatility Toolkits
- Scripted Presentation Templates

SEl Investor Conference 3 June 2009 69



