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Kenneth Kehrer: pAPERS AND PUBLICATIONS

“Who Should Manage Your Advisors?” Highlighter Series. Kehrer Bielan Research &
Consulting: Chapel Hill, NC, April 27, 2022.

Growing Financial Planning: Delivery Models and Planning Fees. LPL Financial
Institutions: Fort Mill, SC, April 2022.

“Moving the Goal Posts,” Highlighter Series. Kehrer Bielan Research & Consulting:
Chapel Hill, NC, April 13, 2022.

Who Should Manage Your Advisors? Comparing the Performance of Advisors Managed
by the Institution or Its BD Partner. Kehrer Bielan Research & Consulting: Chapel Hill,
NC, February 2022.

“Top Director Award Winners Pull Ahead of the Pack,” BISA Portfolio, Bank Insurance
and Securities Association, Chicago, IL: January 14, 2022.

“Does the Size of the Investment Practice Matter? Highlighter Series. Kehrer Bielan
Research & Consulting: Chapel Hill, NC, January 6, 2022.

“Are You Adding Financial Advisors: Highlighter Series. Kehrer Bielan Research &
Consulting: Chapel Hill, NC, November 22, 2021, with Tim Kehrer.

“The Difference Between Good and Great,” BISA Portfolio, Bank Insurance and
Securities Association, Chicago, IL: November 23, 2021, with Tim Kehrer and Peter
Bielan.

“Does Financial Planning Drive Life Insurance Sales? Highlighter Series. Kehrer Bielan
Research & Consulting: Chapel Hill, NC, August 20, 2021.

“Most of Your A and B clients Are Probably Already Retired,” BISA Portfolio, Bank
Insurance and Securities Association, Chicago, IL: August 11,2021, with Tim Kehrer.

“Bank BDs Make Progress in Rightsizing Client Books,” Highlighter Series. Kehrer
Bielan Research & Consulting: Chapel Hill, NC, July 21, 2021.

“Are Some of Your Top Producers Actually Slackers?” Highlighter Series. Kehrer
Bielan Research & Consulting: Chapel Hill, NC, May 24, 2021.

“Uptick in Perceived Need for Advisors During the Pandemic, Longer Run Trend
Troubling,” BISA Portfolio, Bank Insurance and Securities Association, Chicago, IL:
May 19, 2021.

“Keeping Your Top Advisors,” Highlighter Series. Kehrer Bielan Research &
Consulting: Chapel Hill, NC, May 12, 2021,



Kenneth Kehrer: Papers and Publications

“This Year’s Annual Checkup: Good News or Bad News,” BISA Portfolio, Bank
Insurance and Securities Association, Chicago, IL: April 13,2021, with Tim Kehrer.

“Who Should Have a Financial Plan?” Highlighter Series. Kehrer Bielan Research &
Consulting: Chapel Hill, NC, April 13, 2021.

“Annuity Owners More Confident About Their Financial Future,” Highlighter Series.
Kehrer Bielan Research & Consulting: Chapel Hill, NC, March 4, 2021, with Tim
Kehrer.

“Uptick in Interest in Life Insurance During the Pandemic,” BISA Portfolio, Bank
Insurance and Securities Association, Chicago, IL: March 3, 2021, with Tim Kehrer and
Steve Lipker.

“FAQ: Can Institutions/Advisors Charge for Financial Planning?”” Highlighter Series.
Kehrer Bielan Research & Consulting: Chapel Hill, NC, February 23 2021, with Tim
Kehrer.

“Looking for Your Advisors to Embrace Planning? Put it in their business plans,”
Highlighter Series. Kehrer Bielan Research & Consulting: Chapel Hill, NC, February 18,
2021.

“Why Are We Focusing on the Mass Affluent?” BISA Portfolio, Bank Insurance and
Securities Association, Chicago, IL: January 7, 2021, with Tim Kehrer.

“Who Should Prepare Plans for Your Clients? Highlighter Series. Kehrer Bielan
Research & Consulting: Chapel Hill, NC, December 6, 2020.

Smart Investment 2: How Investment Services Drives Growth of Banking Services,
Supporting a Mass Affluent Strategy. Bank Insurance and Securities Association,
Chicago, IL: October 26, 2020, with Tim Kehrer.

“How Many of the Bank’s Customers Are Viable Investment Clients?” BISA Portfolio,
Bank Insurance and Securities Association, Chicago, IL: September 21, 2020, with Tim
Kehrer.

“Talk the Planning Talk? Walk the Planning Walk,” Highlighter Series. Kehrer Bielan
Research & Consulting: Chapel Hill, NC, September 1, 2020, with Leigh Van Heule.

“Keys to Better Planning Penetration: Client Engagement, Segmentation,” Highlighter
Series. Kehrer Bielan Research & Consulting: Chapel Hill, NC, August 28, 2020, with
Leigh Van Heule.

“New Metrics for a New Era,” BISA Portfolio, Bank Insurance and Securities
Association, Chicago, IL: August 17, 2020, with Tim Kehrer and Peter Bielan.

“Financial Planning: Let The Pros Do It,” Highlighter Series. Kehrer Bielan Research &
Consulting: Chapel Hill, NC, July 30, 2020, with Leigh Van Heule.
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Kenneth Kehrer: Papers and Publications

“Will This Crisis Force Advisors to Adopt a Planning-Based Approach?” Highlighter
Series. Kehrer Bielan Research & Consulting: Chapel Hill, NC, April 25, 2020, with
Leigh Van Heule.

“Bank Investment Services Revenue Expected to Fall 20%-30% in Coming Quarters,”
BISA Portfolio, Bank Insurance and Securities Association, Chicago, IL: April 22, 2020,
with Tim Kehrer.

“An Investment Services Relationship Improves Customer Loyalty to the Bank,” BIS4
Portfolio, Bank Insurance and Securities Association, Chicago, IL: May 5, 2020, with
Tim Kehrer.

“Capturing a Larger Share of Mass-affluent Client Assets: Evidence from the BISA
Research study,” BISA Portfolio, Bank Insurance and Securities Association, Chicago,
IL: January 29, 2020, with Tim Kehrer.

Smart Investment: Evaluating the Total Return on Investment Services to the Banking
Enterprise. Bank Insurance and Securities Association, Chicago, IL: January 28, 2020,
with Tim Kehrer and Peter Bielan.

“Does Planning Boost Advisor Production?”” BISA Portfolio, Bank Insurance and
Securities Association, Chicago, IL: Sept. 18, 2019 (with Leigh Van Heule and Jamie
Kosharek).

The ROI of Financial Planning. Kehrer Bielan Research & Consulting, Chapel Hill, NC:
September 2019 (with Leigh Van Heule and Tim Kehrer).

“Identifying the Traits of New Era Advisors,” BISA Portfolio, Bank Insurance and
Securities Association, Chicago, IL: Sept. 19, 2019 (with Leigh Van Heule and Anthony
Cole).

Identifying the Traits of New Era Advisors. Kehrer Bielan Research & Consulting,
Chapel Hill, NC: August 2019 (with Anthony Cole and Leigh Van Heule).

“Annuities Get No Respect: New Study Confronts Misconception,” BISA Portfolio,
Bank Insurance and Securities Association, Chicago, IL: June. 12, 2019 (with Adolph
Pajkos).

The Benefits of Implementing a Second Story Advisor Strategy. LPL Financial, Fort Mill,
SC: June 2019 (with Tim Kehrer).

Fixed-rate and Indexed Annuities Get No Respect. Kehrer Bielan Research &
Consulting, Chapel Hill, NC: April 2019.

2018-2019 Regional and Community Bank Study. Kehrer Bielan Research & Consulting.
Chapel Hill, NC: July 2019 (with Tim Kehrer).

2018-2019 Credit Union Investment Services Study. Kehrer Bielan Research &
Consulting. Chapel Hill, NC: July 2019 (with Tim Kehrer).
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Kenneth Kehrer: Papers and Publications

2018-2019 Bank Broker Dealer Study. Kehrer Bielan Research & Consulting, Chapel
Hill, NC: June 2019 (with Tim Kehrer)

2018/2019 Annual Industry Checkup. CUSO Financial, San Diego, CA: March 2019
(with Tim Kehrer).

Where Will the Next Generation of Advisors Come From? Cetera Financial Institutions,
St. Cloud, MN: December 2018 (with Tim Kehrer).

“What Winemaking Can Teach Us About the Financial Advice Business,” BISA
Portfolio, Bank Insurance and Securities Association, Chicago, IL: Nov. 15, 2018.

Optimizing Advisor Branch Deposit Territory and Client Book. LPL Financial, Charlotte,
NC: 2018 (with Tim Kehrer).

2017-2018 Regional and Community Bank Study. Kehrer Bielan Research & Consulting.
Chapel Hill, NC: July 2018 (with Tim Kehrer).

2017-2018 Credit Union Investment Services Study. Kehrer Bielan Research &
Consulting. Chapel Hill, NC: July 2018 (with Tim Kehrer).

2017-2018 Bank Broker Dealer Study. Kehrer Bielan Research & Consulting, Chapel
Hill, NC: June 2018 (with Tim Kehrer)

“Annual Checkup: Assets Grow but ROA Slips,” BISA Portfolio, Bank Insurance and
Securities Association, Chicago, IL: April 11, 2018 (with Tim Kehrer).

2017/2018 Annual Industry Checkup. Kehrer Bielan Research & Consulting, Chapel
Hill, NC: March 2018 (with Tim Kehrer).

Leaving Money on the Table: The Financial Institution Opportunity in Investment
Services. Cetera Financial Institutions, St. Cloud, MN: September 2017 (with Tim
Kehrer).

Investment Services in Financial Institutions: Best Practices. LPL Financial, Charlotte,
NC: July 2017 (with Tim Kehrer).

2016-2017 Regional and Community Bank Study. Kehrer Bielan Research & Consulting.
Chapel Hill, NC: July 2017 (with Tim Kehrer).

2016-2017 Credit Union Investment Services Study. Kehrer Bielan Research &
Consulting. Chapel Hill, NC: July 2017 (with Tim Kehrer).

2016-2017 Bank Broker Dealer Study. Kehrer Bielan Research & Consulting, Chapel
Hill, NC: June 2017 (with Tim Kehrer)

2016/2017 Annual Industry Checkup. Bank Insurance and Securities Association,
Washington, DC: March 2017 (with Tim Kehrer).
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Kenneth Kehrer: Papers and Publications

“Capturing Customers’ Investible Assets: Glass Half Full or Half Empty?” BISA
Portfolio, Bank Insurance and Securities Association, Chicago, IL: Jan. 1, 2017 (with
Tim Kehrer and Larry Cohen).

“Wealth Management,” in How to Up Your ROE: Proven Ways to Make Your Bank
More Profitable. Ralph Sesso (editor). 2016.

Closing the Back Door: Driving Growth by Stemming Advisor Attrition. LPL Financial.
Charlotte, NC: August 2016 (with Tim Kehrer).

The New Importance of Financial Planning: Part 3: Impact on the Firm. Cetera
Financial Institutions. St. Cloud, MN: May 2016 (with Tim Kehrer and Peter Bielan).

The New Importance of Financial Planning: Part 2: Impact on Client Loyalty and Share
of Wallet. Cetera Financial Institutions. St. Cloud, MN: March 2016 (with Tim Kehrer
and Peter Bielan).

The New Importance of Financial Planning: Part 1. Cetera Financial Institutions. St.
Cloud, MN: March 2016 (with Tim Kehrer and Peter Bielan).

Designing an Advisor Compensation Plan under the DoL Fiduciary Standard: The
Effectiveness of Traditional Plan Features. Kehrer Bielan Research & Consulting.
Chapel Hill, NC: 2016 (with Tim Kehrer).

2015-2016 Credit Union Investment Services Study. Kehrer Bielan Research &
Consulting. Chapel Hill, NC: July 2016 (with Tim Kehrer).

2015/2016 Annual Industry Checkup. INVEST Financial Corporation. Tampa, FL:
March 2016 (with Tim Kehrer, Peter Bielan, Jon Gabriel, and Christine Kehrer).

Effective Advisor Compensation: A strategic approach to growing advisory business.
Raymond James. St. Petersburg, FL. 2016 (with Tim Kehrer).

2014-2015 Credit Union Investment Services Benchmarking Study. Kehrer Bielan
Research & Consulting. Chapel Hill, NC: August 2015 (with Tim Kehrer).

2014/2015 Annual Industry Checkup. INVEST Financial Corporation. Tampa, FL:
March 2015 (with Tim Kehrer, Peter Bielan, Jon Gabriel, and Christine Kehrer).

The Value of an Investment Customer to a Bank or Credit Union. LPL Financial.
Charlotte, NC: December 2014 (with Tim Kehrer).

2013-2014 Credit Union Investment Services Benchmarking Study. Kehrer Bielan
Research & Consulting. Chapel Hill, NC: August 2014 (with Tim Kehrer).

Effective Financial Advisor Compensation in Credit Unions. CUNA Brokerage Services.
Madison, WI: May 2014 (with Peter Bielan and Tim Kehrer).
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Kenneth Kehrer: Papers and Publications

Benchmarking Bank Wealth Management Services: Staff Productivity and
Compensation. Kehrer Saltzman & Associates. Waxhaw, NC: April 2014 (with Jim
Duca, Tim Kehrer, and Christine Kehrer).

2013/2014 Annual Industry Checkup. INVEST Financial Corporation. Tampa, FL:
March 2014 (with Tim Kehrer, Steve Saltzman and Jon Gabriel).

Benchmarking Bank Wealth Management Services: Alternative Sales Models. Kehrer
Saltzman & Associates. Waxhaw, NC: February 2014 (with Jim Duca, Tim Kehrer, and
Christine Kehrer).

Determining Revenue Potential for a New Program. Cetera Financial Institutions. St.
Cloud, MN: January 2014.

How to Maximize the Impact of Sales Assistants and Junior Brokers. Cetera Financial
Institutions. St. Cloud, MN:January 2014.

Benchmarking Wealth Management Services: Overview of the Findings from the 2013
Bank Wealth Management Benchmarking Survey. Kehrer Saltzman & Associates.
Waxhaw, NC: January 2014 (with Jim Duca, Tim Kehrer and Christine Kehrer).

To Partner or Build: The Broker Dealer Conundrum for Mid-Size Financial Institutions.
Cetera Financial Institutions. St. Cloud, MN: August 2013 (with Peter Bielan).

2012-2013 Credit Union Investment Services Benchmarking Study. Kehrer Saltzman &
Associates. Waxhaw, NC: August 2013 (with Steven Saltzman and Tim Kehrer).

The Opportunity for Credit Unions in Investment Services and Life Insurance. CUNA
Brokerage Services. Madison, WI: August 2013 (with Tim Kehrer).

Maximizing Your Customers’ Experiences through an Integrated Wealth Management
Offering. Cetera Financial Institutions. St. Cloud, MN: July 2013.

Building Your Fee-based Business. PrimeVest Financial. St. Cloud, MN: July 2012.
The Value of Referrals. PrimeVest Financial. St. Cloud, MN: June 2012.

Optimizing the Advisor-to-Client Ratio. PrimeVest Financial: St. Cloud, MN, April
2012.

Investment and Insurance Services in Financial Institutions: Annual Checkup 2011.
Kehrer Saltzman & Associates: Charlotte, NC: April 2012.

The Value of an Investment or Insurance Customer to the Bank. Strategic Business
Insights: Menlo Park, CA:February 2012 (with Chris Kehrer and Peter Bielan).

Recognizing the Opportunities for Growth. PrimeVest Financial: St. Cloud, MN:
February 2012.
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Kenneth Kehrer: Papers and Publications

Transitioning from Commission to Advisory — Building Your Fee-Based Business:
PrimeVest Financial: St. Cloud, MN, December 2011.

The Impact of Investment Sales on Deposit Disintermediation, Fifth Edition. LPL
Financial: Charlotte, NC, 2011 (with Chris Kehrer).

Set for Life Insurance: Best Practices from Top-Selling Financial Institutions. PrimeVest
Financial: St. Cloud, MN, 2011.

2010 Industry Trends Study. Bank Insurance and Securities Association: Wayne, NJ,
November 2010 (with Chris Kehrer).

Market Linked CDs: Breaking down the silos between banks and their broker-dealers.
CD Funding Group, October 2010.

“The Great Platform Debate,” Bank Investment Consultant. April 30, 2010.

“Recruitment Roundtable,” Bank Investment Consultant, December 31, 2009 (with
Heywood Sloane).

2009 Industry Trends Study. Bank Insurance and Securities Association: Wayne, NJ,
August 2009 (with Chris Kehrer).

2008 Industry Trends Study. Bank Insurance and Securities Association: Wayne, NJ,
August 2008 (with Chris Kehrer).

2007 Industry Trends Study. Bank Insurance and Securities Association: Wayne, NJ,
December 2007 (with Chris Kehrer).

Resource Allocation in Bank Brokerage Firms. Pershing: Jersey City, NJ, Fourth
Quarter 2007.

2006/2007 Kehrer-LIMRA Bank Life Insurance Sales Study. Kehrer-LIMRA: Windsor,
CT, October 2007 (with Patrick Leary and Polly Painter-Eggers).

Technology Best Practices in Bank Brokerage Firms. Pershing: Jersey City, NJ, Third
Quarter 2007.

Key Drivers of Advisor Sales Productivity. Pershing: Jersey City, NJ, Second Quarter
2007.

The Impact of Investment Sales on Disintermediation of Bank Deposits. Kehrer-LIMRA,
Windsor, CT, February 2007 (with Chris Kehrer).

Attributes of Best Practices Bank Brokerage Firms. Pershing: Jersey City, NJ, First
Quarter 2007.

2005/2006 Kehrer-LIMRA Bank Life Insurance Sales Study. Kehrer-LIMRA: Windsor,
CT, December 2006 (with Patrick Leary and Polly Painter-Eggers).
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Kenneth Kehrer: Papers and Publications

“Sales Growth? Don’t Bank on It!” U.S. Marketplace: Individual /Financial Product
News. Vol. 13, Number 4, 2006 (with Ashley Durham).

2004/2005 Kehrer-LIMRA Bank Life Insurance Sales Study. LIMRA International:
Windsor, CT, December 2005 (with Patrick Leary).

“Bancassurance in the US,” presentation at LIMRA International’s Latin
American/Caribbean Roundtable, Orlando, FL, November 1, 2005.

2005 Consumer Investments Study. Consumer Bankers Association: Washington, DC,
October 2005 (with Chris Kehrer).

To BD or not BD: A Paradigm Shift To Better Technology, Greater Profits, and
Managing Risk for Bank Brokerage. INVEST Financial Corporation: Tampa, FL,
October 2005.

2005 Kehrer Bank Investment & Insurance Services Compensation Study. Kenneth
Kehrer Associates: Princeton, NJ, October 2005.

2004 Kehrer-Essex Bank Investment Program Benchmarking Study. Kenneth Kehrer
Associates: Princeton, NJ, August 2005.

“Banking on Variable Annuities,” NAVA Outlook, May 2005 (with Jim Rensel).
National Association of Variable Annuities.

“Multiple Choice: Banks need to use several delivery methods to profit from life
insurance sales,” Bank Investment Consultant, February 2005, p. 36 (with Diane Davis).

Banks rethink sales structures,” ABA Banking Journal, December 2004, page 42 (with
Fred Nicholas).

2003/2004 Kehrer-LIMRA Bank Life Insurance Sales Study. LIMRA International:
Windsor, CT, December 2004 (with Theodore Johnson and Greg Grzywacz).

“Best Practices for Platform Programs,” Bank Investment Consultant, November 2004,
page 39.

2003/2004 Bank Life Sales Benchmarking Study. Kenneth Kehrer Associates: Princeton,
NIJ, November 2004.

“Progress is in the eye of the beholder: New data show banks moving well in one
category of life insurance,” ABA Banking Journal, October 2004, page 72 (with Betsy
Cosgrove).

2004 Kehrer Bank Investment & Insurance Services Compensation Study. Kenneth
Kehrer Associates: Princeton, NJ, September 2004.

2004 Consumer Investments Study. Consumer Bankers Association: Washington, DC,
August 2004.
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Kenneth Kehrer: Papers and Publications

2003 Kehrer-Essex Bank Investment Program Benchmarking Study. Kenneth Kehrer
Associates: Princeton, NJ, July 2004.

Building Fee-Based Business in Bank Broker Dealers. Kenneth Kehrer Associates:
Princeton, NJ, December 2003.

2003 Kehrer-Raymond James Community Bank Brokerage Study. Kenneth Kehrer
Associates: Princeton, NJ, November 2003.

“Thud! Why your stock sales strategy’s flopping . . .and what to do about it,” ABA
Banking Journal, November 2003 (with John Houston).

2002/2003 Bank Life Sales Benchmarking Study. Kenneth Kehrer Associates: Princeton,
NJ, November 2003.

“New Evidence Points to Balanced Growth in Bank Life Sales,” National Underwriter,
October 20, 2003 (with Brad Powell).

“Bank Rep Compensation: Gaining on Non-Bank Reps,” Bank Investment Consultant,
October 2003 (with Robert Spadafora).

“Delivery channels for life insurance,” ABA Banking Journal, October 2003 (with
William Keffer).

“Life/health revenues are up, but profits lag,” 4BA Banking Journal, October 2003 (with
Matthew Riebel).

2002/2003 Kehrer-LIMRA Bank Life Insurance Sales Study. LIMRA International:
Windsor, CT, October 2003 (with Theodore Johnson and Greg Grzywacz).

2003 Kehrer Bank Investment & Insurance Services Compensation Study. Kenneth
Kehrer Associates: Princeton, NJ, September 2003.

2003 Consumer Investments Study. Consumer Bankers Association: Washington, DC,
August 2003.

2002 Kehrer-Essex Bank Investment Program Benchmarking Study. Kenneth Kehrer
Associates: Princeton, NJ, July 2003.

“Bank Distribution of Life Products,” presentation to Bank Insurance Group, Charleston,
SC, April 29, 2003.

2001 Kehrer-Essex Bank Investment Program Benchmarking Survey: Initial Findings.
Kenneth Kehrer Associates: Princeton, NJ, April 2003.

“Double-Digit Increases for New Life Premium in Banks Last Year,” National
Underwriter, March 10, 2003 (with Rob Shore).

Page 9



Kenneth Kehrer: Papers and Publications

“Annuities and Life Insurance Trends: A Focus on Bank Channel,” presentation to
analysts meeting sponsored by Bank of America Securities, New York City, February 14,
2003.

“Bank B/Ds Salvage 4th Quarter,” BSA Quarterly Productivity & Performance Report:
4th Quarter 2002. Bank Securities Association: Wayne, PA, February 2003.

2001/2002 Bank Life Sales Benchmarking Study. Kenneth Kehrer Associates: Princeton,
NJ, January 2003.

“Platform Sales: Best Practices,” ABA Banking Journal, January 2003, page 30 (with
Robert Spadafora).

2001/2002 Kehrer-LIMRA Bank Life Sales Study. LIMRA International: Windsor, CT,
January 2003 (with Theodore Johnson and Greg Grzywacz).

“3Q Bank Mutual Fund Sales Decline 7%,” National Underwriter, December 16, 2002,
p. 11.

“Bank B/Ds Struggle Through Difficult Third Quarter,” BSA Quarterly Productivity &
Performance Report: 3rd Quarter 2002. Bank Securities Association: Wayne, PA,
November 2002.

“Bonus Rate Annuities: A product for the times,” The Kehrer Report: Quarterly
Newsletter of The Bank Insurance and Investment Industry, Kenneth Kehrer Associates:
Princeton, NJ, 3rd Quarter 2001.

2002 Kehrer Bank Investment & Insurance Services Compensation Study. Kenneth
Kehrer Associates: Princeton, NJ, November 2002.

“Life Premiums Through Banks Rose 44% In First Half Of 2002,” National Underwriter,
October 14, 2002, p. 12.

Best Practices in Platform Programs, Kenneth Kehrer Associates/Independent Financial
Marketing Group: Princeton, NJ, September 2002.

2002 Consumer Investments Study. Consumer Bankers Association: Washington, DC,
August 2002.

“Bank B/Ds Set New High in Profit Contribution During Second Quarter,” BSA4
Quarterly Productivity & Performance Report: 2nd Quarter 2002. Bank Securities
Association: Wayne, PA, August 2002.

2001 Kehrer-Essex Bank Investment Program Benchmarking Study. Kenneth Kehrer
Associates: Princeton, NJ, August 2002.

“Banks Competing For Advanced Life Sales,” National Underwriter, July 22, 2002, p. 6
(with Mark Wesson).
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Kenneth Kehrer: Papers and Publications

“The Current State & Recent Development of Insurance/Investment Sales Activities of
US Banks,” presentation for KINZAI Institute for Financial Affairs, New York City, June
26, 2002.

“Following the money. . . .,” The Kehrer Report: Quarterly Newsletter of The Bank
Insurance and Investment Industry, Kenneth Kehrer Associates: Princeton, NJ, 2nd
Quarter 2001.

“Trends in Bank Annuity Sales,” presentation for analysts meeting sponsored by Bank of
America Securities, New York City, May 29, 2002.

“Bank B/Ds Post Best Performance in 2 Years During 1st Quarter,” BSA Quarterly
Productivity & Performance Report: 15" Quarter 2002. Bank Securities Association:
Wayne, PA, May 2002.

“We’ll take the money now,” ABA Banking Journal, May 2002, page 45 (with Randy
Ciccati).

2001 Kehrer-Essex Bank Investment Program Benchmarking Survey: Initial Findings.
Kenneth Kehrer Associates: Princeton, NJ, May 2002.

Improving Bank Investment Program Profitability. Kenneth Kehrer Associates:
Princeton, NJ, April 2002 (with Lynn R. Niedermeier).

“Driven by Annuity Sales, Bank B/Ds Recover from September Disruptions,” BSA
Quarterly Productivity & Performance Report: 4" Quarter 2001. Bank Securities
Association: Wayne, PA, February 2002.

The Impact of Bank Investment Sales on the Disintermediation of Bank Deposits.
Kenneth Kehrer Associates: Princeton, NJ, January 2002.

“3rd_Party Broker Dealer: The Financial Case,” American Banker, December 31, 2001, p.
5.

“How to Pick Best Life-Health Distribution Method,” American Banker, December 27,
2001, p. 7 (with Mark McVeigh).

“Annual Life Sales Study Shows Banks Making Progress,” The Kehrer Report:
Quarterly Newsletter of The Bank Insurance and Investment Industry, Kenneth Kehrer
Associates: Princeton, NJ, 4" Quarter 2001.

2000/2001 Bank Life Sales Benchmarking Study. Kenneth Kehrer Associates:
Princeton, NJ, November 2001.

“Fixed Annuity Sales Salvage Bank B/D Performance in 3 Quarter,” BSA Quarterly
Productivity & Performance Report: 3" Quarter 2001. Bank Securities Association:
Wayne, PA, November 2001.

2001 Kehrer Bank Investment & Insurance Services Compensation Study. Kenneth
Kehrer Associates: Princeton, NJ, November 2001.
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Kenneth Kehrer: Papers and Publications

“Bank Life Sales Are Looking Up,” ABA Banking Journal, November 2001, p. 44 (with
Rob Shore).

2000/2001 Kehrer-LIMRA Bank Life Sales Study. LIMRA International: Windsor, CT,
November 2001 (with Theodore Johnson and Greg Grzywacz).

“Bank Sales of Life Insurance Gained Momentum in First Half,” National Underwriter,
October 22, 2001, p. 6 (with Brad Powell).

“Tough year, good results: Higher referrals and better integration spur gains in revenue
and net income for bank retail investment programs,” ABA Banking Journal, October
2001, p. 55 (with Kevin Crowe and Joe Belew).

“Best Practices in Bank Insurance Sales & Marketing,” presentation at Fall Conference
of the Financial Institutions Insurance Association, San Francisco, October 1, 2001.

Bank Sales of Proprietary Product. Kenneth Kehrer Associates: Princeton, NJ,
September 2001.

“Downside Risk Protection Drives VA Sales in the Bank Channel,” Bank Investment
Marketing, September 2001, with Jim Rensel.

“EIA Eye Opener? Sales Inch Up,” The Kehrer Report: Quarterly Newsletter of The
Bank Insurance and Investment Industry, Kenneth Kehrer Associates: Princeton, NJ, 3%
Quarter 2001.

“Fixed Annuity Sales Continue to Push Bank B/D Revenue Higher in 2" Quarter,” BSA
Quarterly Productivity & Performance Report: 2" Quarter 2001. Bank Securities
Association: Wayne, PA, August 2001.

2000 Kehrer-Essex Bank Investment Program Benchmarking Study. Kenneth Kehrer
Associates: Princeton, NJ, July 2001.

2001 Consumer Investments Study. Consumer Bankers Association: Washington, DC,
July 2001.

“Bank Annuity Sales: Fixed Still Hot, VAs Not,” National Underwriter, July 23, 2001,
p. 11.

“Bank Brokers Making Progress In Selling Life Insurance,” National Underwriter, June
11,2001, p. 44 (with Matt Riebel).

“What Banks Want,” The Kehrer Report: Quarterly Newsletter of The Bank Insurance
and Investment Industry, Kenneth Kehrer Associates: Princeton, NJ, 2™ Quarter 2001.

“Banks Taking a Bigger Slice of Life Market,” American Banker, May 23, 2001, p. 10.

“Broker Integration: What some banks are doing,” ABA Banking Journal, May 2001, p.
28.
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Kenneth Kehrer: Papers and Publications

“Selling through the Bank: Bank Progress in Transforming Branches into Financial
Services Stores,” presentation at Bear Stearns Fight For Assets Conference, New York,
May 9, 2001.

“Fixed Annuity Sales Drive Bank B/D Revenue Up 13% in First Quarter,” BSA4
Quarterly Productivity & Performance Report: I* Quarter 2001. Bank Securities
Association: Wayne, PA, May 2001.

2000 Kehrer-Essex Bank Investment Program Benchmarking Survey: Initial Findings.
Kenneth Kehrer Associates: Princeton, NJ, April 2001.

“Adding life to bank brokers’ sales,” ABA Banking Journal, March 2001, p. 44.

“Estimating Bank Mutual Fund Sales,” The Kehrer Report: Quarterly Newsletter of The
Bank Insurance and Investment Industry, Kenneth Kehrer Associates: Princeton, NJ,
First Quarter 2001.

Licensing Platform Bankers to Sell Investments. Kenneth Kehrer Associates: Princeton,
NJ, March 2001.

“Compensation Trends in Bank Broker/Dealers,” presentation at 14" Annual Convention
of Bank Securities Association, Phoenix, Arizona, March 13, 2001.

“A Winning Combination: Advanced Agents And Banks Click,” National Underwriter,
February 26, 2001.

“Annuities in 2000: Strong Start, Weak Finish,” American Banker, February 13, 2001, p.
9.

“As Investors Run for Cover, Bank B/Ds Suffer Another Dank Quarter,” BSA Quarterly
Productivity & Performance Report: 4" Quarter 2000. Bank Securities Association:
Wayne, PA, February 2001.

1999/2000 Kehrer-LIMRA Bank Life Sales Study. LIMRA International: Windsor, CT,
January 2001 (with Theodore Johnson and James Mitchel).

1999/2000 Kehrer-LIMRA Life Sales Study: Individual Bank Benchmarks. Kenneth
Kehrer Associates: Princeton, NJ, December 2000.

“The Rush To 5 Year Fixed Annuities” The Kehrer Report: Quarterly Newsletter of The
Bank Insurance and Investment Industry, Kenneth Kehrer Associates: Princeton, NJ,
Fourth Quarter 2000.

“So you want to buy an insurance agency,” ABA Banking Journal, November 2000, p. 37
(with John Wepler).

2000 Kehrer Bank Investment & Insurance Services Compensation Study. Kenneth
Kehrer Associates: Princeton, NJ, November 2000.
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Kenneth Kehrer: Papers and Publications

“Bank B/D Performance Slips Again in 3™ Quarter,” BSA Quarterly Productivity &
Performance Report: 3" Quarter 2000. Bank Securities Association: Wayne, PA,
November 2000.

“Investment services report card: Higher Growth, lower profits,” ABA Banking Journal,
October 2000, p. 48.

“Signs of Life,” The Kehrer Report: Quarterly Newsletter of The Bank Insurance and
Investment Industry, Kenneth Kehrer Associates: Princeton, NJ, Third Quarter 2000.

“Bank B/D Performance Off From Record Highs,” BSA Quarterly Productivity &
Performance Report: 2" Quarter 2000. Bank Securities Association: Wayne, PA,
August 2000.

“Dealing with Disintermediation,” presentation at Community & Regional Banking
Forum, Bank Securities Association, Keystone, Colorado, July 31, 2000.

2000 Bank Consumer Investments Study. Consumer Bankers Association: Washington,
DC, July 2000.

1999 Kehrer-Essex Bank Investment Program Benchmarking Study. Kenneth Kehrer
Associates: Princeton, NJ, July 2000.

“States Rights?,” The Kehrer Report: Quarterly Newsletter of The Bank Insurance and
Investment Industry, Kenneth Kehrer Associates: Princeton, NJ, Second Quarter 2000.

“Bank life sales come alive,” ABA Banking Journal, May 2000, p. 59 (with Gary
Warden).

CUSO Executive Compensation Study. National Association of Credit Union Service
Organizations: Newport Beach, CA, May 2000.

“Bank Broker Productivity Reaches New High in First Quarter,” BSA4 Quarterly
Productivity & Performance Report: I¥* Quarter 2000. Bank Securities Association:
Wayne, PA, May 2000.

1999 Kehrer-Essex Bank Investment Program Benchmarking Survey: Initial Findings.
Kenneth Kehrer Associates: Princeton, NJ, April 2000.

“Meeting the hybrid sales challenge: Part two of two: how licensing platform bankers
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