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NETWORKING WITH PEERS RESEARCHING VENDOR OPTIONS ACCESSING CUSTODIANS’ RESOURCES
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The evolution of
Muni Bond ETFs

in three words:

Planned end dates.
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Only iShares offers a series of Muni ETFs with planned end
dates. So now you can get into Muni Bond ETFs and plan
when you’re getting out of them, based on what clients
need years down theroad. What’s more, each iShares fund
holds at least 20 national Muni Bonds, to help give you the

diversification you want. With iShares ETFs, the access

and liquidity can help you build or fill in gaps in your fixed
income portfolios. The market’s first Muni ETF Series from
iShares. Just one of the reasons iShares.com/muniis a

great place to start evolving your investment strategy.

iShares 2012 iShares 2013 iShares 2014
S&P AMT-Free S&P AMT-Free S&P AMT-Free
Municipal Series Municipal Series Municipal Series
iShares 2015 iShares 2016 iShares 2017
S&P AMT-Free S&P AMT-Free S&P AMT-Free
Municipal Series Municipal Series Municipal Series
o .
i iShares’

Keep evolving.

Call 1-800-iShares to request a prospectus, which includes investment objectives, risks, fees, expenses and other
information that you should read and consider carefully before investing. Investing involves risk, including possible loss of

principal. Diversification may not protect against market risk. Bonds and bond funds will decrease in value as interest rates rise. A portion of the Fund’sincome
may be subject to federal or state income taxes or the alternative minimum tax. Capital gains subject to capital gains tax. There can be no assurance that an
active trading market will develop or be maintained. Narrowly focused investments subject to higher volatility and geographic risk. Fund subject to the risk that
debtissuers will not be able to make principal and interest payments. Shares of the Fund trade at market price, which may be greater or less than net asset value.
Each Fund will terminate on or about August 31of the year in the Fund’s name. Investment in the Fund is not guaranteed, including near or at the termination
date. In the final months of the Fund’s operation its portfolio will transition to cash and cash-like instruments. Following the Fund’s termination date, the Fund will
distribute substantially all of its net assets, after deduction of any liabilities, to then-current investors. Funds do not seek to return any predetermined amount.

There is no guarantee that strategies discussed will be effective and are presented for illustrative purposes only. Funds distributed by SEI Investments
Distribution Co. (SEI) and advised by BlackRock Fund Advisors (BFA). BFA is a subsidiary of BlackRock Institutional Trust Company, N.A. (BlackRock),
neither of which is affiliated with SEI. The iShares Funds are not sponsored, endorsed, issued, sold or promoted by Standard & Poor’s, nor does this
company make any representation regarding the advisability of investing in the Funds. Neither SEI, nor BlackRock, nor any of their affiliates, are affiliated
with the company listed above. ©2010 BlackRock. All rights reserved. iShares®is a registered trademark of BlackRock. All other trademarks, servicemarks
or registered trademarks are the property of their respective owners. iS-2277-0410
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Whether you are considering launching an RIA firm, have already made the
transition or are looking to break away, you recognize that the RIA model is
unique and provides your clients with a very different type of advisor/client
relationship. Much has already been written about fiduciary standards, but the
RIA model has the best prospects of restoring investor confidence. Of course
starting any new venture, or trying to grow an existing business, has many
challenges. Our RIA Services Resource Guide is written to help you navigate this
dynamic terrain. In the pages ahead, we look at current best practices and offer
advice on how to network with your peers. We provide you with a directory of
vendor options and offer guidance on how to best access custodians’ resources
to help you make more informed decisions about your future. We even give you
expert tips on how to create a team-oriented culture within your practice.

As the RIA model continues to accelerate, look to Financial Planning to be your
resource and help you cultivate and grow your business. Thank you for reading
our first guide exclusively focused on the needs of the RIA market. We look

forward to bringing you additional tools and information in future publications.

Sincerely,

Tim Whiting
Publisher
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