Relationships

The financial professional remains firmly rooted
at the core of our business model.

Our relationship-driven strategy
s the cornerstone of our success.

National Planning Holdings®
A network of four broker-dealers built to support
the Independent representative.
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Technology

By automating labor-intensive aspects of their practice,

NPH firms allow representatives to

more efficiently manage client re

ation

and focus on asset gathering.

ships

Our Innovative technology solutions
not only support success—
they drive It.

Reprinted with permission from—

InvestmentNews

The Weekly Newspaper for Financial Advisers
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Two indie brokers set the
standard in technology

National Planning, LPL rated the best in TowerGroup study

By Bruce Kelly

NEW YORK — Two independent
broker-dealers with completely dif-
ferent business models are industry
standouts because of how they have
developed technology and delivered
it to their registered representatives,
according to a new report by Tower-
Group, a Needham, Mass., research
and consulting firm.

LPL Financial Services of Boston
and San Diego, which is privately
held and the biggest independent
broker-dealer in the industry, and
National Planning Holdings, a net-
work of four broker-dealers and a
subsidiary of Jackson National Life
Insurance Co. of Lansing, Mich., are
the standouts, according to the re-
port.

Both have spent heavily on tech-
nology, including web-based systems
for brokers and advisers, at a time
when many parent companies
haven't increased spending on tech-
nology, said Matt Schott, a senior an-
alyst with TowerGroup.

In fact, LPL has spent more than
$140 million over the past six years

on new technology and the opera-
tions of its data center, according to
his analysis. Over that time span, LPL
has also created its own clearing op-
erations and is self-clearing.

Back to front

National Planning Holdings start-
ed its effort to fund the conversion of
its back office to front-office technol-
ogy in 2000, Mr. Schott noted in his
report. While the firm didn’t disclose
the initial cost, it had a team of 50
working to develop the various plat-
forms for a combined 30 months,

What counted most was the will-
ingness of both firms to invest in
their own platforms for their brokers,
Mr. Schott said in an interview.

“What stood out was the fact that
at each of these firms, technology
was an asset that they could have
bought,” he said. “They didn't buy it
but invested in the firm.”

The common dilemma for many
independent broker-dealers, Mr.
Schott said, was to decide whether to
buy technology or build it. With high
payouts to registered reps and low
profit margins the industry norm,
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different research project and is an
analysis of about 10 broker-dealers.
Still, Mr. Schott’s observations make
sense to some industry observers.

“Any firm that isn't building a plat-
form of that kind will have a hard
time attracting people, especially
wirehouse and regional[-firm] peo-
ple,” said Mitch Vigeveno, president
of Turning Point Inc., a recruiting
firm in Clearwater, Fla.
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Results

NPH has become one of the nation’s leading
broker-dealer networks by developing strong
relationships, providing superior service, and oftering
Innovative technology solutions.

COMPANY

Hisi o ey r rw otk Sl Larla Sarila Morca, Calil. Marevprorl Basch, Calif.

Wab gits (www, )
Cheef sxmcutive

Cadar Rapids, kb

Bl gadviSor oD 0o ingadvizors. com jnl.com pacificide,. com L]

Fatrick Baird
SEGON MW

Jdsry Wanirah Shwwn Oredfean LGerald Rokinson

Pocilic Wil

Joahn Simmams

1R Croeep MWL Jlackson Mational

Lifa'Prudantial plc Lifa Holkding Co.
FAT.Z hillion FO00. 5 ballion F4.7 bllliga
BO % of parest 1.0 [+ ] (R 5.1 0.4
B firms SunA&maenca Securities | Mult-Firancial Hational Planning Murlul Sersioe Coep. Inber Seourities

(L P T S TS ] (1989, Secaunities Conn. Coovp. (19985 [19B5-87), rsaE,

Foyal fliarea (1SS F_1a5d]), Sil prvesemanta (LSRR, baived Plannes Traraarenca

Ao a b [ 1950, ING Firancial Parinars Finmanowl Sarvices Financial
Advanktage Capital Corp - i Suivinnm {1355

Ameracan iniermational
Oroup, Ifd.

Faresy Campany

Pareni respmsse | FE1.3 billion F32.2 billion

Aamrarica (0000, of fmerica O13MN],
: 0 Irramst Firancial Corp, Anmocigted
Cop, (2003 [ CeDa0 s SoraEit s Conp.
11557
Serilrid S i i ik, {138},
Spalman & CGa. (1908)

FB0, 362, 000 F6F1,925.000 SE4] 584 000 FAE0, 522, 000
(0L 13,9 i T.a LI

72 #4003 4,187 2,547 A,622

LR e R=}} 5. 91 ER T.5 LY e

5,349

(17.3h

BOAA. 737 000
(0LE)
108, 400

20.3

PELT]
{8.61

FA 49,0599, 000
{3.61

71,000

3.3

RIGNZAS D00
L&.9
55, 00

L5

1,601
14.3

F197. 251,000
6.3

143,500

(]

a,3149

1.5

FAAT GE], 00

£2.11

47,500

§EE]

3 ADVISOR GROURP

G ADVISORS
METWORK

HOLDINGS

NATIOMEL PLAKNNING

PACIFIC SELECT
DISTRIBUTOARS

NETWORKS

Newport Baach, Calif. Cedar Rapids, lowa
SE00NINS.COm
Patrick Baird
AEGON NV,

Ingachita o com
John Simmears
IMNG Groep N\

PRODUCT REVENUES Jay Wintrob

Irternational Group

E DEE D45 00 128 083, 000 (ZEE, O £81.3 bilion" £115.3 billion i A b BIE billion
(B3] 19,5} a. (3, 11% 0.5% 0.5%

AF,390,000 12,558,000 3.3E000 SunAmerica Securities  Multi-Financial ImterSacurities (1992),
(1985}, Securites Transamenica

Royal Allance Corp. (1997-08), Financial
Associates (1990), NG Financial Periners Arvisons (1996)

Advantage Capital (1987-2000),
Corp, (15556, Financial Matwork

FSC Securities Inv. Corp. (2000)
Gorp. (1987,

Sentra Securities (1504,

Spealman & Co, (1598)

(6.3 2121 ! 12.5 | 5.5

2124812000 165,256,000 SR 00 £, BHS, D00

4.5 8.5 - 15.2 | £B.71

AF A7, 00 AR DEN 20, BN, DA
{28 3 1349 [27.Th (3 iRk

(PG A
SB0OGT, D30 88,122,000 17,773 000 12,204,000 F5GE,000
85.3 4.8 P S 11a0.8 1085

AR, S0, 000

wera Financhial-FPlanning.com

NPH is the indu
fastest growi
iIndepender

9

t

broker-dealer

network for the
past two years.

$880,341,000

58 48 3% §%

$261,032,000
1046

38,864,000
5.6

$219,628,000
3.3

$30,919,000
(4.5)

§39,503,000
t21.1)

$186,441,000

% change 281

* 2034 figuew; 3004 fnencial resulis werns deliyed dus 1o inbiral nirsiry. = Rt for Jockion Mational Lits insurance Co; results for Prodenial ple difi.

B4 June 2005

FINANCIAL PLANNING

$458,314,000
a5

$134,688,000
ar

$19,097,000
154

$170,049,000
29

$40,118,000
(18.0

§94,362,000
7

$60,672.000
230

$338,457,000
18.4

$114,011,000
18.2

$18,872,000
1.3

$171,869,000
20.2

$11,687,000
16

$21,928,000
234

$37,722,000
48.6

0.5

1,583
101

$230,253,000
167

116,113
0

£209,376,000
128

$95,488,000
20.7

$12,637,000
0.5

$85,547,000
19.4

26,294,000
2.0

$9.406,000
22.9)

$51,831,000
T

3,050
(5.5

2,599
1.7

£147,883,000
73

$56.603
70

£153,514,000
1.8

£45 302,000
184

$4.003.000
125

£74.982 000
1.8

$17,302,000
(a0

$11,926,000
LT

$17 634,000
405




