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Discovery Phase

Workshops aligned with designs prints allowed us work at an accelerated pace, keeping our clients
involved, while staying focused on individual tasks that would align with the wholistic vision

Problem Statement

= BBH iPad App Demo

Brown Brothers Harriman came to Isobar knowing that to compete ,__,,__h — e —
with the latest digital investment platforms they needed to update ‘ s
their client and advisor portals to reflect the latest technology and : o
customer centered features. : s
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101712007

(original web portal)

User stories

Leadership

Brown Brothers
Harriman’s leaders came
to Isobar knowing that to
compete with the latest
digital investment
platforms they needed to
update their client and
relationship
management tools.

Clients Advisors

Clients want to self-serve Brown Brothers Harriman
when it comes to their advisors are considered
finances but the current some of the best in the
portal lacks the tools to country but the tools they
allow them to find answers have don't show it. They
to their most common spend countless hours
questions quickly . doing by hand what could
be automated — freeing
them up to spend more
time with clients.

Competitive study #4 Betterment

INVESTING MADE BETTER®

Companies like Betterment and Wealthfront are disrupting the
investment industry with automated tools and modern web

experiences that give customers both the knowledge and (Weal_thfmnt

empowerment to invest with confidence.

< BBH Q SyneEmor Sgnintosynethsnotebook. . s

Leighton, Dan, Nichol Interview
Thursday, Iy 16,2016 343 70

RA/RM:

User research =

Clients and advisors were interviewed throughout the design
process to discover their needs specific to Brown Brothers
Harriman and to validate our solutions.

Design Phase

We conducted workshops aligned with design sprints that allowed us to work at an accelerated
pace, keeping our clients involved, while staying focused on individual tasks that would align with
the wholistic vision

Sketches

Bou.  Dashvoard
%};h’\/i—‘ Time a—i——a\., KEX?\'\i * s qect. M Mw *
ook o Cuel
A s I 2 . A
° ) J%l - . With —H"‘};ui t+em M'F'be
) PpeBlem
 pert ma | |~ Bad deeihnn Hls'rq.'
—— tomo ~) 77/ K~ 7 77 .
Frsa_protections. (vey — S— — = [ WS | ) ) ) L
R MR k-
DA —Py(e/i’ Lo — { [ Pt ] v Ty 1
AN\ Decr Fuily dvgs G? - |e— A— L] i \
M Frest o L [Prect 3 PR el -
S l=—— =R Srs
I | E =T - a
| 1 - LR
R —— MBI - |- ]
F, — v =
— ) - 1 -
) sy
® « Q4
A G
.- R
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Results B ROWN =

The development efforts are being handled internally at Brown
Brothers Harriman and are currently underway with a late 2018

launch date targeted. B R O T H E R S
Testing is showing increased user satisfaction and a reduction

in requests for help by both investors and advisors.



