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1. Customer Choice / Access to products

* Background

- Globalization of markets, complexity and sophistication of products together
with increased regulations brings a challenging situation for the distribution of financial
products

* Key considerations

- OA: We define open architecture as the offering of third party solutions by a
financial institution

- Parties involved: Generally we find 4 parties involved in the OA process:

1. Manufacturer (Asset Manager)

2. Intermediary (Financial Institution / IFA)
3. Path (Platforms)

4. Customer

- Non product related items: Aspects like tax treatment on CIS, operational
and regulatory requirements and transparency can have key impacts of the
development of customer choice
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Access to Choice: The Three Pillars

Channel Access Type of Product Client Segmentation
—  Purchase of the product B .
through a platform and Fund of Fund AFFLUENT CLIENTS
with no intermidiaries — Insurance Unit Linked } PRIVATE BANKING / HNW
= FINANCIAL INSTITUTION — Retirement Solutions
—  Can be a bank, insurance —  Managed Fund Portfolio
company or other form of
regulated entity —  Other...
= INDEPENDANT FINANCIAL = MUTUAL FUND
ADVISOR I
—  Through a certified and B g
regulated IFA providing — 3P Branded Fund
advice

Different conflicts of interest can arise, depending on
the channel we use, type of product we buy or how we
are segmented as client
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Access to Products by Distribution Channels Europe

Breakdown of Selected European Country Assets Under Management by Distribution Channel, 2007-2009 (€ hillions)
Changes in regulation will challenge traditional distribution channels and open-up new opportunities.
Web-based direct to consumer propositions are likely to grow in importance across Europe.

France Germany Italy Switzerland | United Kingdom
2007 | 2008 | 2009 | 2007 | 2008 | 2009 | 2007 | 2008 2009 | 2007 | 2008 | 2009 | 2007 | 2008 | 2009
Assets (€bn) €891.6 | €670.4 | €734.6 | €626.2 €408.6) €454.4 | €526.0 €320.4| €345.3 | €167.0 €142.1 €211.7/€605.4| €359.1| €543.3
Retail Bank 23.9% | 23.3% | 21.3% | 47.3% |45.4% | 44.4% | 57.5% | 56.2% | 54.3% | 17.0% | 14.1% |11.6% | 5.7% | 4.3% | 2.3%

Private Bank/ Discretionary| 12.0 9.9 10.9 123 | 1.0 | 135 7.0 7.0 13.0 51.0 | 450 | 51.0 | 6.0 6.0 6.0
Pensions/Insurance Wrap | 19.5 18.5 13.5 162 | 152 | 164 | 122 | 135 | 135 8.0 7.0 80 | 153 | 134 | 124

IFA Advisor 4.0 4.0 83 | 114 | 94 | 74 | 90 | 50 | 60 | 50 | 50 | 60 | 500 | 531 | 556
Supermarket 04 03 | 03 | 15 [ 05 | 05 | 05 | 03 | 03 30 | 15 | 15 | 21 | 15 | 15
Direct 05 05 05 g2 L 02 e eg e og o 15 dE 09|85 03
FundofFunds | 135 | 125 | 112 | 60 | 113 | 136 | 11.0 | 102 | 5.1 10 | 119 | 64 | 78 | 92 | 92
Institutional/ Corporation 26.0 31.0 34.0 5.0 7.0 4:0-" 29 7). 66 7.6 13.0 140 | 140 | 120 | 120 | 125
Other 0.2 0.0 0.0 01 | 00 | 00 | 01 | 00 | 00 00 | 00 | 00 | 02 | 00 | 00

Sources: Lipper FMI European Fund Market Data Digest, Gerulli Associates

Highlights

* Retail Banks:

. Italy has a 54% weight as access channel
. UK only 2.3%
* Private Banks:

*  Switzerland, with 51% leads in Europe in terms of access channel
* IFA Channel:

+ UK leads with 56% weight in distribution vs. a lower penetration in other European Countries
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Access to Choice in Europe: Open architecture; importance of product offering

78% | [|91%| |90%| |89%| |86% | |80% | |80% | |78%]| |78% | |76%| |75%  |73%| |71%| |65% 60% | Total important

M Very important
[ Quite important

[ Not very important
I Not important

8%
22% | |19%| |10%| |11%| [14% | (20%| |20% & |22% | |22%| |24% |25%| |27%| |29%| |35%  40%  Total notimportant
AVG==EI§E-I]I=II===%[I

CH

PL NL GB ES DE IT SE BE AT DK FlL NO FR
(5529) |(356) (331) (196) (327) (723) (531) (241) (447) (793) (144) (523) (202) (192) (524)

Sample: People with Mutual Funds or Life Insurance products
Question: ¢ How important is it for you to receive diverse product offering from the market place ?

Almost 8 out of 10 European investors appreciate the openess and accessiblity
to products and even 30% consider it VERY important
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International experience: Spain

Evolution of Equity Funds AUM

Domestic and International Asset Managers, Dec. 2007 - June 2011

Assets Under Management $bn

757
1 Total : $63.5bn

B nternational Asset Managers

* Tax event triggered a re shape of the Mutual
Fund Industry (Law 35/2003, Nov 4, Personal Tax
Income Regime)

[0 Domestic Asset Managers .
39% * New Landscape / More competition:
Total : $43bn
Total : $39bn *CommiSSionS
Total : $32.2bn * Returns on funds
. 56% . .
Total : $20.5bn 43% i Service levels
62% % * Increased visibility Fund data providers
65% 57% 44% 44%
Dic-07 Dic-08 Dic-09 Dic-10 Jun-11

Breakdown by Asset manager
June 2011

100%-= $ 43.405

Break down by asset class

June 2011

100%= $23,930

B Equity - Europe 289 B Equity - Sectors 12%
@ Equity - Spain 0% O Equity - USA 23%
International asset $23,930 B Equity - Em. markets 23% B Equity - Global 8%
managers (56%) O Equity - Asiaex EM 6%
B Equity - Europe 30% B Equity - Sectors 4%
Domestic asset = Equity - Spain 31% O Equity - USA 10%
managers .
$19,075 B Equity - Em. markets 6% B Equity - Global 17%
(44%) O Equity - Asiaex EM 2%
Equity Funds - June 2011
° ° ™
H Fidelity
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International experience: Spain

Evolution of AUM in Fixed Income Mutual Funds in Spain
Domestic and International Asset Managers Dec. 2007 — June 2011

* Fixed Income Third Party fund penetration
has moved at a slower pace than equity

$160,0007 Total : $152.180 0 |nternational Asset Managers
1% T Domestic Asset Managers . ; ; i
R N * OA is developing in complex Fixed Income
= i otal: , i inli i i i
5 Total: $117,206 disciplines such as High Yield and Credit
S 2%
(. 9%
g
g 1 Total: $85,151 Total: $81,849
§ 1| 9% 23% 25%
o) i
P 98% 91%
g
1) _
< 7% 75%
%0 -
Dic. 2007 Dic. 2008 Dic. 2009 Dic. 2010 Jun. 2011

Breakdown by Asset manager Break down by asset class
June 2011 June 2011
100% = $ 166,813 100% = $ 20,140
International $20,140
Asset Managers (12%) M Euro 0.2% O High Yield 19%
B Short term 15% B Global 31%
O Corporate 18% O Money market oy
M Flexible & Other 15% O Guaranteed 0%
. T~~100% = $ 146,673
Domestic $146,673 S
Asset Managers (88%)
W Euro 7% @ High Yield 0%
@ Short term 31% Il Global 1%
O Corporate 204 0 Money market 7%
[ Flexible & Other 1% O Guaranteed 51%
i:ixed Income Funds - June_z_oil_ _________________________

™
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International experience: ltaly

Evolution of the Italian mutual fund industry * Penetration of International Asset
Domestic and International Asset Managers, Dec. 2007 - Dec. 2011 Managers have increased steadily
over the last few years*.
5 700 - O International Asset Managers
T g | (o Eurstobn Domestic Asset Managers - While domestic companies show a
5 15% higher diversification across various
§ 500 7 Total Eurdgsbn 101 Euréo0tn asset classes, overall International
% Total: Eur403bn 0 Total: Eur413bn ’ i .
£ 400 1 T 15% 20% % players are concentrated in Equity
= 390 A and Bonds.
; 200 e
c -
2 88% 85% 80% 77%
® 100 -+
[}
%]
< - T T T 1
Dec-07 Dec-08 Dec-09 Dec-10 Dec-11
Breakdown by Asset Manager Breakdown by Asset Class
Dec. 2011 Dec. 2011
100% = Eur413bn 100% = Eur 97bn
International Eggz,:;n OEquity  OBalanced
Asset Managers BBonds ©ECash
@ Flexible
E?;:;ﬁz)bn i TTS--.___ 100% = Eur 316bn
Domestic TT-l3%
Asset Managers O Equity O Balanced
@ Bonds O Cash
E Flexible O Hedge
Dec-11
Fidelity
1 Source: Assogestioni. *Data do not include relevant players such as BlackRock, Carmignac and PIMCO. We estimate that the 23% penetration iae |tV

of Interntional players could be as high as c.a. 30% considering these assets as well




International Experience: Asia

India

Dalian Korea

Support
C(l,onptre

'ﬁ Taiwan
6 @g |
5 OCQ%/\'\ ~N
Singapore 1 Australia

Sydney
Service
Centre




Well diversified business and a deep presence in
most of the countries that we operate

Channel Access Product Offering

Retail Offshore

3rd Party
Wholesale Direct Inst. - DB Inst. - DC Local Funds Funds Funds
(SICAV)

Japan

Korea

Australia

Hong Kong

India

Singapore

Taiwan

China
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4. Dealing with Conflicts of Interest

Fund Platform
Business
» Fundsnetwork platform
» Fidelity Select List

» 135 funds offered

»121 Non Fidelity from
29 different managers

»15 Fidelity Funds

» “Total Cost of Ownership
Policy’: complete transparency
with regards to rebates and
costs

Institutional
Business

» Segregated Mandates in
equal treatment as other
products

» Disclosure policy rules

> Fidelity offering Pension
Schemes on our platform

»Fidelity Select List

Putting customer

FIRST

> Correct use of share classes

> Investor protection measures
»Fair Value pricing
»Swing pricing
»Dealing cutt off times
»Disclosure policy
»Hot money policy

» Lowering commissions on
Cash Funds

»Inducements

Full Transparency Policy when

_— —

dealing with potential conflicts
of interest

Reputational Risk
» Strict Code of Ethics

» Gift and Hospitality Policy
» Data Protection

» AML Policies

» Other

™
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Dealing with Conflicts of Interest

Bad advice, narrow restricted product offering and expensive
commissions are the main reasons to change intermediary

Sample: All
Question, ¢,0ut of the options listed below, which ones Media NO ES GB
can influence you to change your relationship with your

m

5
main intermediary 306

Commissions are too high 36% 49% 40% 51% 37% 31% 31% 47% 30% 38%

Bad advise over my investments 30% AN 14% 39% 36% 39% 18% 23% 14% 28% 35% 28% 33% 30%
Negative returns over one or various investments 24% 23% 19% 26% 30% 19% 22% 21% 27% 13% 22% 30% 29% 36% 27%
Lack of response 23% 21% 29% 18% 23% 22% 30% 15% 13% 22% 29% 19% 23% 23%
Lack of attractiviness over competitors 23% 36% 19% 31% 17% 26% 21% 30% 29% 9% 16% 27% 23% 20% 15%
Lack of regular investment advice 19% 27% 19% 20% 15% 18% 23% 16% 15% 15% 16% 24% 24% 17% 18%
Problems in the relationship with my financial advisor 19% 32% 13% 24% 20% 24% 21% 20% 22% 10% 11% 20% 18% 23% 13%
Competitors offer a wider range of products 14% 23% 9% 13% 13% 16% 5% 16% 13% 6% 16% 19% 13% 18% 15%

Investments and ideas are too standarized

No differentiation 13% 19% 13% 18% 11% 15% 17% 18% 8% 10% 5% 14% 12% 13% 9%

Change of Financial advisor 12% 18% 14% 16% 13% 18% 21% 12% 11% 7% 10% 7% 9% 7% 10%
None of the above 16% 5% 19% 13% 18% 11% 16% 15% 10% 35% 25% 8% 11% 18% 24%
Promedio " 235 334 197 277 232 261 223 276 216 165 201 258 216 256 2,22

™
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4. Conclusions
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INTERMEDIARIES: Banks continue to be the preferred intermediary but:

- Its influence has decreased
- Other channels are gaining importance: IFA and Internet

CUSTOMERS: Investors look for better information

- ltis still unclear to them if they need to pay for investment advice

- Reasons to change Intermediary:

Quality of Advice
Lack of Open Architecture
Commissions

ASSET MANAGERS: Find positionning and value proposition

- The trend is to offer better risk adjusted, simple and easy to understand products
- Increase in non Invesment management related costs such as Marketing

CONFLICTS OF INTEREST: Identify them in advance, prevent them and
always be transparent informing the involved parties




Regulatory risk warnings / important notes /
compliance

This information is for Investment Professionals only and should not be relied upon by private investors. It must not be reproduced or circulated without prior permission. This
communication is not directed at, and must not be acted upon by persons inside the United States and is otherwise only directed at persons residing in jurisdictions where the
relevant funds are authorised for distribution or where no such authorisation is required. Fidelity/Fidelity Worldwide Investment means FIL Limited and its subsidiary companies.
Unless otherwise stated, all views are those of Fidelity. Fidelity only offers information on its own products and services and does not provide investment advice based on
individual circumstances. Fidelity, Fidelity Worldwide Investment, the Fidelity Worldwide Investment logo and F symbol are trademarks of FIL Limited. Fidelity Funds is an open-
ended investment company established in Luxembourg with different classes of shares. Reference to FF before a fund name refers to Fidelity Funds.  The value of investments
can go down as well as up and investors may not get back the amount invested. For funds that invest in overseas markets, changes in currency exchange rates may affect the
value of an investment. Foreign exchange transactions may be effected on an arms length basis by or through Fidelity companies from which a benefit may be derived by such
companies. Data Source - © 2012 Morningstar, Inc. All Rights Reserved. The information contained herein: (1) is proprietary to Morningstar and/or its content providers; (2) may
not be copied or distributed; and (3) is not warranted to be accurate, complete or timely. Neither Morningstar nor its content providers are responsible for any damages or losses
arising from any use of this information. We recommend that you obtain detailed information before taking any investment decision. Investments should be made on the
basis of the current prospectus, which is available along with the current annual and semi-annual reports free of charge from our distributors, from our European Service Centre in
Luxembourg;Growth Investments Limited is licensed by the MFSA. Fidelity Funds are promoted in Malta by Growth Investments Ltd in terms of the EU UCITS Directive and Legal
Notices 207 and 309 of 2004. The Funds are regulated in Luxembourg by the Commission de Surveillance du Secteur Financier; from our legal representative in Switzerland:
BNP Paribas Securities Services, Paris, succursale de Zurich, Selnaustrasse 16, 8002 Zurich. Paying agent for Switzerland is BNP Paribas Securities Services, Paris, succursale
de Zurich, Selnaustrasse 16, 8002 Zurich from your financial advisor or from the branch of your bank in Italy ; For the purposes of distribution in Spain, Fidelity Funds is
registered, with the CNMV Register of Foreign Collective Investment Schemes under registration number 124, where complete information is available from Fidelity Funds
authorised distributors. The purchase of or subscription for shares in Fidelity Funds shall be made on the basis of the Simplified Prospectus that investors shall receive in
advance. The Simplified Prospectus is available free of charge and for inspection at the offices of locally authorised distributors as well as at the CNMV ; In Portugal, Fidelity
Funds are registered with the CMVM and the legal documents can be obtained from locally authorised distributors; from your financial advisor or from the branch of your bank in
the Nordic countries ;Please note that not all funds in the SICAV fund range are suitable for UK investors and tax advice should be sought before investing. Fidelity Funds are
recognised under section 264 of the Financial Services and Markets Act 2000. Investors should note that loss caused by such recognised funds will not be covered by the
provisions of the Financial Services Compensation Scheme (or by any similar scheme in Luxembourg) if the fund is unable to meet its obligations, however claims for loss in
regards to such recognised funds against a FSA authorised firm such as Fidelity will be. The Full Prospectus and Simplified Prospectus for these funds are available from Fidelity
on request by calling 0800414181. The UK distributor of Fidelity Funds is Fidelity Worldwide Investments;from Fidelity Worldwide Investments, Netherlands Branch (registered
with the AFM), World Trade Centre, Tower H, 6th Floor, Zuidplein 52, 1077 XV Amsterdam (tel. 0031 20 79 77 100). Fidelity Funds are authorised to offer participation rights in
The Netherlands pursuant to article 2:66 (3) in conjunction with article 2:71 and 2:72 Financial Supervision Act ;in Belgium the current prospectus/simplified prospectus, including
the Addendum for Belgian investors, is available along with the current annual and semi-annual reports free of charge from our distributors, from our European Service Centre in
Luxembourg and Fastnet Belgium S.A., the financial service provider in Belgium which head office is based avenue du Port 86C, b320, 1000 - Bruxelles;lssued by FIL
Investments International (FSA registered number 122170) a firm authorised and regulated by the Financial Services Authority. FIL Investments International is a member of the
Fidelity Worldwide Investment group of companies and is registered in England and Wales under the company number 1448245. The registered office of the company is Oakhill
House, 130 Tonbridge Road, Hildenborough, Tonbridge, Kent TN11 9DZ, United Kingdom. Fidelity Worldwide Investment’s VAT identification number is 395 3090 35. FEEP0959-
0312
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