Advising Australia’s Affluent

Strategies for success



At Praemium we acknowledge the Traditional Custodians of Country.
We pay our respect to their Elders past, present, and emerging for they hold
the memories, traditions, and culture of First Nations People.



7\ Disclaimer

.

Information presented is current as at 12 March 2024 unless otherwise indicated.

Praemium Australia Limited (ABN 92 117 611 784) has created this content for financial advisers for general information purposes.
Praemium does not express any view about the accuracy or completeness of information provided by any third parties and no liability is
accepted for any errors it may contain. It is not intended to take the place of professional advice and you should not take action on
specific issues covered in this content. Praemium will not be liable for any loss, harm or damage suffered by any person arising out of
or related to its content, except to the extent of any liability implied by law.

The research quoted in this presentation is based on the Praemium/Investment Trends HNW Investor Survey which is based on a
quantitative online survey of HNW investors conducted by Investment Trends in June and July 2023. Total responses after data
cleansing and validation: n=1531 HNW investors. HNW investors are defined as those who have at least STm in investable assets — net
wealth clear of debt, excluding own home, business and super (but including SMSF assets).

No part of this presentation should be quoted or reused without the permission of Investment Trends and Praemium.

Copyright © 2023 Praemium Australia Ltd. All rights reserved.
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The HNW Investor



7Y HNW Investor Profile

0 pramium

Average
age

% that
have
SMSF

Business
ownership

Typical
profession

Retired

]

gﬂj_.|

Emerging Affluent

$1m-$2.5m

63

56%

39%

Business exec. (11%)
Engineer (10%)

IT/Computer specialist
(8%)

44%

Established Affluent
$2.5m-$5m

66

69%

51%

Business exec. (15%)
Accountant 12%)

IT/Computer specialist
(8%)

50%

Established Affluent
$5m-$10m

66

77%

65%

Business exec. (16%)
Medical doctor (10%)

C-Suite executive
(10%)

46%

UHNW
$10m-$70m

70

90%

70%

Business exec. (29%)
Engineer (14%)
Medical doctor (11%)

40%

Source: Praemium/Investment Trends HNW Investor Research 2023




7)Y The HNW investor landscape

Trend in total level of investable assets in $tn and number of HN'W investors

635,000 625,000 635,000

$2.98trn

#2000 485,000 $2.82trn
460,000 $2.077tmn

440,000 425,000 435,000

$1.96trn $2.08trn §2.02trn

§1.572trn

$1.55trn $1.54trn

2015 2016 2017 2018 2019 2020 2021 2022 2023

B Total number of HNW investors - @) Total level of investable assets

*investable assets over $1m net wealth clear of debt excluding own home, business and super but includes SMSF assets

.
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Established affluent - $2.5m - $5m growing most substantially in number
~ and wealth

Trend in tolal level of investable assets (in $bn) among HN'W investors

Trend in number of HN'Ws in each bracket
-11% +25% +4% +14% +1%

$860

$850

369k

$580 $570

244k 245k

$410

$410

170k 172k 179K 171k $360

18k 18k 26k 23k 26k

2019 2020 2021 2022 2023 | 2019 2020 2021 2022 2023 | 2019 2020 2021 2022 202

2019 2020 2021 2022 2023 | 2019 2020 2021 2022 2023 | 2019 2020 2021 2022 202

sz-sm-ssm $1 Um_s;’um 52 Sm-Ssm ssm$10m 510m $70m




7\ Recent graduates to $2.5m - $5m an opportunity for advisers

5%
3% 5%
8% 9%
30% 28%
3%

HNWs who All HNWs with
graduated to $2.5m - $5m
$2.5m - $5m [n=466]

[n=71]

0 pramium

@ All other investments
Term Deposits
Cash
@ REITs
Property (residential & commercial)
LICs
ETFs
@ Managed Funds
@ Direct Shares

Main investment adviser

2y,

m Accountant

m Financial Adviser

m Full service
stockbroker

= Nobody

Other

Source: Praemium/Investment Trends HNW Investor Research 2023



Investment preferences



7)) Key investment concerns

\
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praemium

What are you most concerned aboul in relation lo your investmentsé

0%

Inflation

Tension between the world’s major economies
China slowdown

A.u.s.t.raﬂéh.aébt. ié\;,él .....................
Interest rates rising

US economy

The White House administration

Impact of regulatory changes

A global market crash

Share market volatility

Global debt levels

Exchange rates/value of AUD

.E.u.r.o.pea.n. .e.c.ono.r.ﬁ)., ................
Property prices

Other

N/A, no concerns

20%

40%

60%

80%

® Jul21 (n=49)

® Jul-22 (n=31)
® Jul-23 (n=39)

100%

Source: Praemium/Investment Trends HNW Investor Research 2023
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7)Y Income generation becoming an increasing focus

Primary investment goal over the next 12 months

2% 1% 2%
8%
14% 14%
37% 29%
32%

Other

Protecting existing assets/income against market falls
@ Maximising capital growth

Achieving a balance of capital growth and managing risk

@ Building a sustainable income stream

2021 2022 2023
n=2036 n=1027

.
(‘ Pramlum Source: Praemium/Investment Trends HNW Investor Research 2023 1 2
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7\ Perception of Aust Equities to deliver income remains strong despite
~ interest rate increases

In the current environment which asset class is best for generating high vyield?

0% 10% 20% 30% 40% 50% 60%

Australian equities

International equities

Property

Cash (incl term deposits)

Fixed income/bonds

Hybrid securities*

Alternatives*
® S$Tmto $2.5m (n=582)
.............................................................................................................. © 52 5m to $5m (red13)
Infrastructure $5m to $10m (n=174)
@ 370m to $70m (n=36)
All HNW investors (n=1205)
Other

.
7'\ praemium |
*
N P New option added Source: Praemium/Investment Trends HNW Investor Research 2023



7\ Asset Allocation across the HNW investor segments

Investment allocation — by wealth

7%

2021

0 pramium

5% 4%

28%
32%

2022 2023

Emerging Affluent
$1m-$2.5m

28%

27% 32%

- 5%
7%

6%
36%

2021 2022 2023

Established Affluent
$2.5m-$5m

30% 89%

7%

32%

5%
_ 4%

)

2021 2022

28%

2023

Established Affluent
$5m-$10m

20%
22%
5%
10%

7%

2021 2023

Ultra High Net Worth*
$10m-$70m

All other inv's
@ Term deposits
@ Cash
@ REITs

Property
(res. & comm.)

® LicCs
@ ETFs

Managed funds
@ Direct shares

*2022 $10m-$70m is
not displayed due to
small sample size

Source: Praemium/Investment Trends HNW Investor Research 2023 1 4



Advice needs



Y Main investment adviser

.

Who has been your main source of investment advice over the last 12 monthsé

0% 10% 20% 30%

40% 50% 60% 70% 80%

Financial Adviser

Full Service Stockbroker

Accountant

Private wealth adviser ® $1mto $2.5m (n=575)

-t @8§2.5m to $5m (n=402)
® $5mto $10m (n=174)
@® $70m to $70m (n=33)
1+ @ All HNW investors (n=1184) -

Private Banker

Other

Nobody - didn't receive advice in the last year

.
(\ Pmmlum Source: Praemium/Investment Trends HNW Investor Research 2023 1 6
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7)) Primary adviser share of wallet

What proportion of your investment portfolio does this adviser manage on your behalf?

All 100%

75% to less than 100%
@ 50% to less than 75%
@ 25% to less than 50%

1% - less than 25%

@ None 0%

8% 12%

2022 2023

.
(‘ Pramlum Source: Praemium/Investment Trends HNW Investor Research 2023 17
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7\ Attitudes to advisers

N

A

{

[)riimnnitnnn

2021
[n=1418]

2022
[n=1034]

2023
[n=1308]

® Other
@ self-directed

© validators
@ Delegators

Source: Praemium/Investment Trends HNW Investor Research 2023
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7)Y Reasons for not seeking advice

A

-

What holds yvou back from seeking advice?

Prefer to seek advice only when | need it
Can manage my own financial affairs
Lack of confidence in advisers’ expertise
Advisers have conflicts of interest
Previous poor experience with adviser
Lack of tust

Advisers cost too much

praemium

0% 10%

20% 30%

40% 50% 60%

® 2021 (n=720)
" 2022 (n=488)
® 2023 (n=727)

Source: Praemium/Investment Trends HNW Investor Research 2023
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7Y More than half of HNWs cite unmet advice needs

% of HN'Ws with unmet advice needs

2021 2022 2023
n=1229 n=930 n=1283

.
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7)Y Unmet advice needs

Are there any areas where you would like to be receiving advice but currently aren’t?

Inheritance & estate planning

Strategies to reduce my tax obligations

Investment strategy/portfolio review

0% 10% 20%

30%

40%

50%

Retirement planning

Investing for a regular income

Identifying undervalued assets

Aged Care

ETFs

Setting up/managing a trust

A

-

praemium

® 2022 (n=492)

@ 2023 (n=743)

Source: Praemium/Investment Trends HNW Investor Research 2023
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Polling question 1:

What is the top advice need amongst HNW
Investors?

Retirement planning
Estate and inheritance planning
Investment Strategy

Answer: B



Intergenerational Wealth Transfer



7\ A quarter of HNWs have already started the wealth transfer process

When do you intend to start the wealth transfer process?

20% 15%

31%

18%

18%

$1m-$2.5m $2.5m-$5m
[n=533] [n=385]

0 pramium

11% 13%
25%
16%

16% %%

$5m-$10m $10m-$70m
[n=166] [n=31]

17%

31%

17%

Overall
[n=1115]

Haven't thought about it yet
@ Upon passing
More than 5 years from now
@ 3 to less than 5 years from now
@ 1 to less than 3 years from now
Within the next year
@ Already started

Source: Praemium/Investment Trends HNW Investor Research 2023



) Intended wealth transfer amongst HNWs

% that intend to leave an
inheritance

0 praemium

Total inter-generational wealth transfer expected to take place in Australia

$1,415bn (67%)

$340bn (83%)

$290bn (73%)

$370bn (63%)

2021
95%

$1,430bn (69%)

$305bn (84%)

$345bn (72%)

$380bn (67%)

2022
95%

$1,540bn (75%)

$324bn (79%)

$400bn (80%)

$331bn (65%)

2023
95%

@ $10m-S$70m
@ S5m-$10m
@ $2.5m-$5m
@ S1m-S$2.5m

Source: Praemium/Investment Trends HNW Investor Research 2023
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7)Y SMSFs the primary vehicle for transferring wealth

Account structures set up/intended to set up for transferring wealth

0% 10% 20% 30% 40% 50% 60%

Self-managed super fund (SMSF)

Family trust

E— I

Individual accounts

Discretionary trust

Company structure

Partnership

Other

N/A, have not set up/planning to set up a trust

I'd rather not say

.
(‘ Pramlum Source: Praemium/Investment Trends HNW Investor Research 2023 26
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7\ Advice preferences for intergenerational planning

Which adviser(s) would you prefer to turn to for inter-generational planning advice?

0% 10% 20% 30% 40% 50 0%

Accountant

Lawyer

Financial adviser

Private wealth adviser

Private bank

Other ® Uses investment advisers (n=436)

- @ Does not use investment advisers (n=732)
® Al HNW investors (n=1168)

None of the above

.
(\ Pmmlum Source: Praemium/Investment Trends HNW Investor Research 2023 27
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7\ Financial adviser leading the way on holistic advice for wealth transfer

Does your financial adviser discuss inter-generational planning as part of their advice process?

26%

28%

22%

@ No, and would not like them to do so

- No, but would like them to do so

@ Ves

Financial adviser Private wealth adviser 2023

.
(‘ Pramlum Source: Praemium/Investment Trends HNW Investor Research 2023 28
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7\ Supporting needs for wealth transfer

What assistance would you like to assist the process of transferring wealth to your beneficiaries?

Tax effectiveness

Assistance with legal documentation

Financial advice for my beneficiaries to
preserve the inheritance

Improve my beneficiaries financial literacy/
knowledge

Process of setting up a will/estate plan

Advice on growing the inheritance

N/A don't require further advice

7\ praemium

-

50% 60%
® 2021 (n=720)
@ 2022 (n=488)
@ 2023 (n=727)
Source: Praemium/Investment Trends HNW Investor Research 2023 29



Digital engagement



7)) Total view of wealth remains elusive for HNWs

How do you currently get a complete picture of the total value and performance of your portfolio?

(=

% 10% 20% 30% 40% 50% 60%

Have my own spreadsheet

Online broker

Look at each investment separately

SMSF administration service

Full-service stockbroker

)

An investment platform
(eg. master trusts and wraps)

Planning software

® 31m to $2.5m (n=559)

® 52.5m to $5m (n=403)

@ $5mto $10m (n=170)

@ 310m to $70m (n=34)*

@ All HNW investors (n=1166)

Third party aggregator solution

Other

.
(\ Pmmlum Source: Praemium/Investment Trends HNW Investor Research 2023 31
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7\ Digital experience

Do you currently receive access to an online portal for your investmentsé

Yes, but not through an adviser

Yes, through main investment adviser

Yes, through another adviser
® 2021 (n=1246)

® 2022 (n=955)
® 2023 (n=1237)

No, do not have access

N\

.
‘ Pramlum Source: Praemium/Investment Trends HNW Investor Research 2023 32
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7)) Desired improvements for a digital experience

0 pramium

What other improvements would vou like to see in yvour digital experience?

0%

10%

20%

More user friendly interface

Greater customisability of the portal

Other

30%

40% 50% 60%

® 2022 (n=566)
@ 2023 (n=585)

Source: Praemium/Investment Trends HNW Investor Research 2023
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Polling question No.2

What percentage of HNW Investors are using a
spreadsheet to create a total view of wealth?

20%
40%
90%

Answer: C
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7\ Creating a service for HNWs

m Balance control & collaborative advice

»

»

»

»

\

-

PN

Go beyond investment solutions and focus on holistic advice that is aligned with their
advice needs

Acknowledge they see themselves as capable and educated investors and provide
the education and insight on investment opportunities they are seeking

Involve them in the investment process

Consider investment administration as well as investment management services

pramium

36



7)) Creating a service for HNWs

®

/ A\ Build Networks

®-®

»

»

»

»

\

-

Work collaboratively with estate planners, accountants and lawyers to create a team of
experts

Gain a greater understanding of a client’s total wealth position and how you can add value
even if multiple advisers are used

Create opportunities for ongoing referral from external partners

Build deeper trust and stronger relationships with clients

pramium

37



7\ Creating a service for HNWs

f@ Prioritise personalisation
=

» Deliver the personalised experience these clients are seeking with tailored investment
strategies, benchmarks and asset allocation

» Bespoke and customised reporting tailored to information requirements

» Engage on new investment opportunities that they may be interested in for high quality
personalisation

0 praemium
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7)) Creating a service for HNWs

020 -
qQ‘P Engaging families and empowering beneficiaries

»
»
»

»

\

-

Start the conversation on wealth transfer now if you haven't already
Prioritise involving the whole family and engaging with the beneficiaries
Benefactors are keen for their heirs to be educated in preserving their inheritance

Education and ongoing communication with beneficiaries will increase retention of the
next generation of clients

Ensure your proposition remains engaging and relevant for younger generations

pramium

39



7\ Creating a service for HNWs

r__\
)
vV

Delivering a digital experience

TR

» Leverage technology to provide a total wealth view

» Engage younger generations with interactive portals and total family view that aligns
your digital advice service with their service expectations

0 praemium 40



7)) Advising Australia’s Affluent

» Visit our stand to access a copy of our
eBook covering much of the information
from this presentation

» Visit praemium.com/advising-australias-
affluent

» Access our on-demand webinar with
Investment Trends

0 pramium

Advising Australia’s
Affluent

Strategies for High-Net-Worth Investors

0 praemium
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@ twitter.com/praemium

@ linkedin.com/praemium

N\

\ premium

{

contact us

Level 19,367 Collins Street,
Melbourne, VIC 3000

Ph: 1800 571 881

E: support@praemium.com.au
praemium.com.au
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