ELLIOTT M. SERVER

5204 Brooke Ridge Drive — Atlanta, Georgia 30338
Et0026@aol.com — (404) 4476466 / eserver@tradeanalysis.com — (770)392-1293

FINANCIAL SERVICES INDUSTRY TESTIFYING EXPERT
Suitability, Sales Practices, Fiduciary Duty, Supervision and Due Diligence in the areas of
General Securities, Fixed Income, Options Strategies, Life Insurance and Annuities, Legal and Compliance

Elliott Server has served as a Testifying Expert Witness at Scales Consulting Group — Secure Financial Services since 2008. He is recognized as a Financial Services Industry
Suitability, Sales Practices, Due Diligence and Supervision expert with specific expertise in the areas of institutional and retail fixed income, general securities including options,
preferved stocks, mutual funds and, life insurance. He has consulted on over 300 matters and testified as an expert on over 40 matters in alternative dispute forums including
FINRA, AAA and AAA International as well as in County, State and Federal Courts. Prior to serving as a Testifying Expert, Mr. Server spent over 30 years at Morgan
Stanley Dean Witter where he began as a broker-trainee, served 7-years as a broker, 18-years in branch and regional management and 6-years as the Senior Executive and Director
of the firm’s Insurance Services (Life, Annuity, Estate Planning) at the New York headquarters. He currently resides in Atlanta, Georgia.

PROFESSIONAL EXPERIENCE

SECURE FINANCIAL SERVICES, INC. (SFS) — Atlanta, GA 2008 — present
Consultant: working exclusively with Scales Consulting Group, the consulting arm of Secure Financial Services, Inc., a premier litigation support firm. The
Consulting Division provides value added service including expert testimony and expert opinions for the highly recognized analytical SES platform.

ELLIOTT SERVER CONSULTING SERVICES, Atlanta, GA 2004 — 2008
Principal: provided special project consulting including a project for Bane of America Financial Services.

MORGAN STANLEY DEAN WITTER 1972 - 2003
Senior Vice President and Director, Insurance Services — New York, NY (1997 — 2003)

Served as Director of the firm’s Insurance Services Department providing life and annuity products to over 10,000 financial advisors nationwide.

Directed all life insurance, variable and fixed annuities and estate planning activities. Reporting to me were Sales Management, Marketing,
Product Development, Legal, Compliance, Due Diligence, Licensing and Operations.

Key Achievements:

e Introduced a compensation plan that “leveled the playing field” and helped to eliminate many of the conflicts of interest involved
in the recommendation of financial products by advisors. The plan reduced the number of policy exchanges, both internal and
external and, increased the persistency of assets. Annual annuity sales reached a record $3.3 billion.

e  Established an Estate Planning Desk that exceeded expectations and helped to increase the level of Life Insurance annual
premium from approximately $29 million to over $160 million in three years.

e  Tirst person from outside the Insurance Industry to serve on the Board of the American College, a position I held for seven years.

Senior Vice President and Regional Sales Manager, Southeast Region — Atlanta, GA (1990 — 1997)
Served as the number two person in the Regional Team reporting directly to the Regional Director.

Vice President and Branch Manager— Atlanta, GA (1985-1990)
Vice President and Branch Manager— Miami, FL (1981 — 1985)
Vice President and Branch Manager— Hallandale, FL (1978 — 1981)
Financial Advisor— Hallandale, FL (1972 — 1978)

EDUCATION
Bachelor of Arts — University of Miami, Florida (1966 — 1970)
Wharton, University of Pennsylvania — Witter Wharton Executive Management Program (1987 — 1989)

MILITARY
USARMY Reserves — 324™H General Hospital — Honorable Discharge as a Staff Sergeant (1969 — 1975)

COMMUNITY
Director and Vice Chairman, The Alliance Theatre Company — Atlanta, GA (1990 — 1994)
Board of Trustees, The American College — Bryn Mawr, PA (1999 — 2005)
Published Author: “I’m Cuckoo for Capitalism by Dr. Freudheimer” (2001)
Member: Securities Experts’ Roundtable (2012 — Present)
Member: American Bar Association (non-attorney member) (2012 — Present)
Lecturer: University of Miami School of Law (LAW-793 — Investor Rights Clinic) The Use of Experts in Arbitration/Mediation/Coutt
- Case Study (2013 through 2025)
Georgia Supreme Court Commission on Dispute Resolution — ID: 5975-9214-9065-7280 (Expites 2/28/2026)
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QUALIFICATIONS AND EXPERIENCE

I am a Consultant and Testifying Expert for Scales Consulting Group, a position I have
maintained since 2008. Prior to that, I spent 32 years at Morgan Stanley Dean Witter from which I
retired in 2003 as the Director of all Life and Annuity business worldwide and as a member of the
firm's Senior Management Team.

My experience in the financial services industry is broad. I began as an Account Executive
trainee in 1972, served as a stockbroker into 1978 during which time I entered the firm's Branch
Manager Training Program. As a broker, my clientele was mostly retired investors in need of
income. A large portion of my business was concentrated in tax-free municipal bonds, government
and corporate bonds, income producing equities and certain annuity products. During that period, I
developed within the firm a reputation as a municipal bond expert.

I was appointed Branch Manager of the Hallandale, Florida office in 1978 where |
supervised the activities of up to 22 Financial Advisors. In 1981, I was promoted to manage the
firm's Miami office where 1 supervised up to 45 Financial Advisors; at that time, the Miami branch
was the number one ranked branch in in the Region in equity and municipal bond revenues
including syndicate revenues, and the branch supported an institutional fixed income trading desk
that was under my supervision. In 1985, [ was promoted to manage the firm's Atlanta office where
I supervised the activities of up to 97 Financial Advisors; under my management, the Atlanta office
was the largest revenue generating office in the region. I established an institutional fixed income
trading desk in that office that also was under my supervision.

In 1990, after twelve years in individual branch management positions, [ was appointed
Regional Sales Director for the Southeast which represented approximately one-seventh of the total
sales force of what was then Dean Witter; the Region had approximately 1,400 financial advisors
located in sixty-four offices in the states of Florida, Georgia, South Carolina, Alabama, Mississippi,
Louisiana and The U.S. Territory Puerto Rico. During that time, all of the firm’s financial advisors
became dually registered, holding a Series-7 and 63 for the Broker-Dealer, and a Series 65/66



designation as Registered Advisers. I traveled extensively during that period, conducting branch
office meetings centered on "best practices,” and as part of a public speaking program where I had
the opportunity to address tens of thousands of the firms' high net worth clients. The specific
program that I designed and implemented was an original lecture series on asset allocation. This
speaking program was approved by FINRA and titled: "Ninety Minutes for the Nineties." Specific
to this program, [ would travel with the firm's Research Director and/or Senior Portfolio Managers;
the research analysts would provide an in-depth view of the firm's then current investment outlook
and I would provide ideas to implement appropriate investment strategies within the guidelines of
various asset allocation models.

In 1997, I joined the firm's Senior Management Team and was promoted to the firm's
headquarters in New York to manage the Life Insurance, Annuity and Estate Planning (Insurance
Services) business.! In that capacity, reporting to me were Legal, Compliance, Licensing, Training,
Sales and Marketing, Product Development and Operations. With over 6,000 dually licensed
securities and insurance brokers, we were one of the largest life insurance agencies in the world
generating over $3 billion in annual annuity premium and over $160 million in life insurance
premium. During that period, [ served two full three-year terms on the Board of Trustees at The
American College of Financial Services.

I retired from Morgan Stanley Dean Witter in March of 2003 and returned to Atlanta where
my family was raised.

Throughout my career and through this date, I have been an advocate for greater regulation
in the Financial Services area including higher funding levels for the regulatory agencies. I was an
outspoken voice during my career at Morgan Stanley Dean Witter to curtail abuses in the annuity
business related to the proliferation and promotion of bonus products and 1035 Exchange abuse
that was rampant in the industry. Iam also widely credited with reducing the level of 1035
Exchanges at Morgan Stanley Dean Witter from over 80% of premium to less than 10%, and
without experiencing a decline in assets under management, a result counter to the industry at that
time.

After my retirement from Morgan Stanley Dean Witter, I became affiliated with Scales
Consulting Group where I have consulted on over 400 matters and testified as a due-diligence,
suitability, best practices expert in the areas of municipal and corporate bonds, preferred stocks,
equities, life insurance and annuities, asset allocation and Modern Portfolio Theory. I have
provided testimony at approximately 40 matters before FINRA, AAA Domestic and International),
The Securities and Exchange Commission, various State and Federal Courts.

A complete CV, testimony history, and references are available upon request.

' In 1998, the Retail side of Morgan Stanley Dean Witter was divided into two Divisions consisting of 1) the branch
brokerage system, and 2) Asset Management. Asset Management consisted of two Groups: 1) InterCapital -
proprietary mutual funds management (60% e), and 2) Managed Products (40% e) of which there were five
Departments: Insurance Services, Investment Consulting Services, Unit Trusts, Managed Futures, and the Trust
Company. Insurance Services represented the largest contributor in the Managed Products Group generating over 30%
of the gross revenues (14% of the Division) and approximately 35% of the profits.
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