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Upcoming events

19 March Sydney Adviser Roadshow

24 March Webinar - State of the Managed Account market

1 April  Melbourne Adviser Roadshow

8 April  Webinar - Real Assets and Infrastructure in a Managed

Portfolio

Institute of Managed Account Professionals
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This presentation provides generalinformationonly and does not take account of your individualinvestment objectives, f/nan cials s*. L
Visit australianethical.com.au forour financial services guide and product disclosure statemen ts
© Australian Ethical Investment Ltd (ABN 47 003 188 930, AFSL 229949) $ > T




Growth of responsible investing in Australia

Total responsible investment $980 billion

$980 billion
Total

responsible
investment

$681.1 billion $299 billion
Broad responsible investment Core responsible investment
strategy AUM strategy AUM

Source: Responsible Investment Association Australasia 2019 Benchmark report

$215.6 billion

Screening
(includes Negative or positive, best in
class and norms-based screening)

$70.1 billion

Sustainability themed investing

$13.8 billion

Impact investing and
community finance



Dimensions
of
responsible
Investing

ESG
integration

The explicit inclusion
of environmental,
social and
governance

(ESG) factors into
traditional financial
analysis.

Portfolio
screening

Does or does not
invest in sectors,
companies,
practices or
countries based
on ESG or ethical
criteria.

A

Corporate
advocacy

Influences
corporate
behaviour through
direct engagement
and shareholder
action.

A

Sustainability
themed

Focuses on
investment in
themes or assets
specifically related
to sustainability
factors.

A

Impact
investing

Targeted
investments
aimed at

solving social or
environmental
prablems while
delivering
financial returns.

v

AUSTRALIAN ETHICAL

* Positive and negative screens on all investments * Advocates for change at corporate and

according to 23 principles of the Ethical Charter

government level

* |ncorporation of environmental, social and * Supports change through the Australian Ethical
Foundation’s community grants program

governance factors




Consumer demand driving screening

Negative screening: consumer vs

AUM employed in primary strategies ($bn) investment manager exclusions

681.1 35 ——-32% o

ESG integration 679.3

30%

Negative screening

Positive screening

Sustainability-themed investing

Impact & community investing

Wiz M22oi7 o 200 400 600 800 Fossil Human Controversial Tobacco
fuels rights weapons

M consumer searches I Investment manager AUM exclusions

Responsible Investment Benchmark Report 2019 Australian - Factsheet 9



Sectorweights

Our Ethical charter shapes our portfolio

Australian Ethical V" ﬂl_l'“
-Australian Shares Fund @ \l;T_.;l/ _@7

S&P/ASX300 Healthcare Information technology Utilities
We invest in healthcare, We invest in IT companies that This is where manv of
from hospitals to biotech improve efficiency, encourage ST renewabley The outcome of our
companies. innovation and reduce investments sit. negative and positive
. environmental footprint. . . .
35% screening is a portfolio that
30% has:

25%
* Nil investment in fossil

fuels companies'

20%

15%

10%

Share investments
. produced 70% less CO2
- I la 1.7 allbd gL o

Communication Services Consumer Staples Financials Industrials Materials Utilities Unlisted ° 6X more investments in

renewable power
generation than the
global market

.

Energy Materials
We don’t invest in fossil fuel We have low exposure to the materials
companies which make up most of sector which relies on non-renewable
the energy sector. resources as mining. 'Australian Ethical Annual Sustainability report 2019

as at 30 June 2019 10




Disclaimer

d

The information containedin this presentationis general information only, and does not take into account your individual investment
objectives, financial situation or needs. Before acting on it, you should consider seekingindependent financial advice thatis tailored to
suit your personal circumstances and should refer to the Financial Services Guide, Product Disclosure Statements and Additional
Information Booklets available on our website (wWwww.australianethical.com.au) Past performanceis not a reliable indicator of future

performance.

Australian Ethical Investment Ltd (ABN 47 003 188 930; Australian Financial
Services Licence No. 229949) is the Responsible Entity and Investment
Manager of the Australian Ethical Managed Investment Funds. Interestsin
the Australian Ethical Retail Superannuation Fund (ABN 49 633 667 743; Fund
Registration No. R1004731) are offered by Australian Ethical Investment Ltd
by arrangement with its subsidiary and trustee of the Super Fund, Australian
Ethical Superannuation Pty Ltd (ABN 43 079 259 733, Registerable
Superannuation Entity Licence No. L0001441).

Certain statements in this presentation relate to the future. Such statements
involve known and unknown risks and uncertainties and other important
factors that could cause the actual results, performance or achievements to
be materially different from expected future results. Australian Ethical
Investment Ltd does not give any representation, assurance or guarantee
that the events expressed orimplied in any forward looking statements in
this update will actually occur and you are cautioned not to place undue
reliance on such statements.

The content of this presentationis intended to provide a summary and
general overview concerning matters of interest and is correct as at the date
of publication. It has not been subject to auditor review. Australian Ethical
Investment Ltd does not accept any liability, either directly orindirectly,
arising from any person relying, either wholly or partially, upon any
information shown in, or omitted from, this update. Under no circumstances
will Australian Ethical Investment Ltd be liable for any loss or damage caused
by your reliance on information obtained from this update. You should
consider seeking independent advice from a legal or other professional
adviser before actingin response to the content of this update.

This presentation must not be used, copied or distributed without Australian
Ethical Investment Ltd’s prior written approval.


http://www.australianethical.com.au/
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AMERICAN CENTURY INVESTMENTS

. AMERICAN CENTURY’S APPROACH TO ESG

American Century Investments

Higher
Thematic/ Impact Investing ESG Risk
4==) Engagement
Optimisation gag

S

©

o

I

O

2 Negative Screening External Ratings Tilting

Lower Portfolio Diversification Higher

Source: American Century Investments ESG, 2018; Unicredit, 2008. Note: portfolio diversification does not assure a profit nor does it protect against loss of principal

Z

ZURICH
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STOWERS [INSTITUTE

FOR MEDICAL RESEARCH

STOWERS INSTITUTE AND FAMILY

[0)
A5%  EQUITY OWNERSHIP

70%  votinG

@ Founded by Jim and Virginia Stowers in
1994.

(‘7_) The Institute owns a controllinginterestin
American Century, and through this
unique ownership structure, our dividend
payments ensure the ongoing support of
research that canimprove human health
and save lives.

@ Since 2000, those payments have totaled
more than $1.5 billion.

Source: American Century Investments. Data as of 31/12/2019.

AMERICAN CENTURY INVESTMENTS

NOAURA

NOMURA HOLDINGS, INC.

(0)
A%  EQUITY OWNERSHIP

Y

10% vorine

Nomura is an Asia-headquartered financial
services group with an integrated global

network spanning more than 30 countries.

Nomura Holdings, Inc. holds 2 of 11 seats
on the board of directors at American
Century Companies, Inc.

Our strategic partnership with Nomura
supports American Century’s efforts to
further diversify our business globally,
while providing Nomura with expanded
distribution in the U.S. market.

D

ZURICH

PRIVATELY CONTROLLED AND INDEPENDENT

W% American Century
N~ Investments® -3)-.
000

SR

EMPLOYEES & OTHER SHAREHOLDERS

Our privately controlled

0]
15%  EQUITY OWNERSHIP T e
ownership structure
20%  voTinG provides stability and

creates alignment with

S clients by allowing us to
@ 80% of employees participateinfirm . .
ownership through our retirement plan. maintaina Iong-term
view.
Key professionais areaiso‘eiigibletor
increased ownership through additional
grants of company stock.

14



AMERICAN CENTURY INVESTMENTS @

ZURICH

STOWERS INSTITUTE FOR MEDICAL RESEARCH

THE STOWERS INSTITUTE FOR MEDICAL RESEARCH

@ Founded by Jim and Virginia Stowers in 1994, who dedicated the vast majority of their
net worth to benefiting humankind through research on genetic-based diseases,
including cancer, diabetes and dementia.

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

@ SIMR’s financial strength allows scientists to focus talent on research:
- 550 Scientists, Research Associates, Technicians, Support Staff
- More than $1bnspenton research into genetic-based diseases
- Morethan 20 independent research programs and 150 ongoing projects
- Over 1,000 scientific publications

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

(\/, Additional informationand research examplescan be found at
www.stowers-institute.org.

Source: American Century Investments; dataas of 31/12/2019 15



AMERICAN CENTURY INVESTMENTS @
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IMPORTANT INFORMATION

This presentation contains general advice only which has been prepared without taking account the personal objectives, financial situation or needs of any person.

Unless otherwise indicated the information in this presentation, dated March 2020, is given in good faith and has been derived from sources believed to be accurate as at this date and
is subject to change. However, it should not be considered as a comprehensive statement on, or study of, any matter and should not be relied on as such.

Neither Zurich Investments nor any of its related entities, their employees or directors, give any warranty of reliability or accuracy and to the fullest extent possible under law, accept
no responsibility arising in any way whatsoever including by reason of negligence for errors or omissions.

The Fund is not available for investment to US residents, US citizens or US nationals. It is not to be marketed, promoted and must not be offered in any way to US citizens, US nationals
or US residents. The Fund is not regulated by the SEC under any U.S securities or US Insurance laws.

Past performance is not a reliable indicator of future performance.

We highly recommend you consider the Zurich Investments Global Growth Share Fund PDS when making financial decisions about this fund. A copy of the PDS for this product is
available from financial advisers or by contacting Zurich Investments. Zurich Investment Management Limited ABN 56 063 278 400 AFSL 232511, 5 Blue street North Sydney NSW 2060

(Zurich Investments).
GINN FVHHKJ.00012.ME.036 Phone 1800 500 655

CSTT-014786-2019 and PIRD-015319-2020

16
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REGULATORY UPDATE.
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WHAT WE’LL COVER TODAY.

+ FASEA Code of Ethics.

+ 0Ongoing fee
disclosure.

+ Independence.
+ ASIC RG 97.

+ Questions.




FASEA Code of Ethics.

+ In force.
+ ASIC not enforcing Code.

+ No code monitoring body
until 2021.

+ Only applies to advisers.

+ Licensees must take steps
to ensure advisers comply.

+ More guidance to come.




o5
b

Code of Ethics - What we know.

Guidance contradicts the (black and white) wording in the Code.
Code designed to raise standards; change should be expected.

Every case is different; advisers must exercise professional
judgement.

No blanket ban on life commissions, asset-based fees or in-
house products (i.e. managed accounts).

But - all of the above will attract a ?reater level of scrutiny in
future. Advice must be demonstrably in the client’s best
interests and must represent value for money for client.

Referral fees paid to advisers effectively banned. Referrals
should be based on the client’s best interests.

But — referral fees paid to licensees not banned.

Code applies to advisers who are authorised to provide personal
advice to retail clients.



Ongoing Fees.

o5
b

+

Draft legislation and
regulations.

Scheduled to commence 1
July 2020.

6 month transition period
for opt-in clients.

12 month transition period
for non-opt-in clients.

Does not change the
definition of ongoing fee
arrangement.




Ongoing Fees - the nitty gritty.

All clients must renew every 12 months - no
grandfathering.

FDS expanded to include forward-looking information
about fees and services.

60 days to issue FDS, 30 days to obtain renewal.

Fee recipient must provide updated client consent to
product provider every 12 months or fee will
terminate.

Client can withdraw consent at any time.

If client withdraws consent, fee recipient must notify
product provider and client within 5 business days.

Civil penalty provisions.



Independence.

o5
b

+ Draft legislation and
regulations.

+ Scheduled to commence 1
July 2020.

+ Does not change definition
of independent in s923A.

+ If providing entity does not
meet test in s923A, FSG
must explain why not.

+ ASIC to release prescribed
disclosure requirements.

| AM
INDEPENDENT




ASIC RG 97.

o5
b

+ Financial product fee and
cost disclosure.

+ Re-released after external
review commissioned by
ASIC.

+ Affects all super funds,
managed funds and
managed accounts.

+ Applies to PDSs and FSGs (in
the case of MDASs) issued
after 30 September 2020.




ASIC RG 97.

No change to treatment of “interposed entities”.

New fee tables — one for super and one for managed
investments (including managed accounts).

Fees simplified into 3 groups — administrative,
investment and transaction.

New single “"Cost of Product” figure.

Excluded: property operating costs, borrowing costs,
implicit market costs.

Fees disclosed gross of any tax benefit.

Simplification of how fees and costs are presented in
periodic statements.






o5
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SIMON CARRODUS
1: 02 8353 6610
E: simonc@thefoldlegal.com.au
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The real impact of
managed accounts

March 2020



\ Disclaimer

.

This document has been prepared by Praemium Australia Limited (ABN 92 117 611
784, AFS Licence No. 297956) (‘Praemium’, ‘we’, ‘our’, ‘us’) and is for general
information purposes only.

The information in this document is intended for professional investors and financial
advisers only and has been prepared without taking into account the objectives,
financial situation or needs of any particular person, and should not be construed as
financial product advice.

Praemium offers a range of technology and administration services, and financial
products including Praemium SMA and Praemium SuperSMA. Before deciding
whether to acquire, dispose of or hold an investment in any Praemium product,
Investors should obtain and consider the relevant terms and conditions, Product
Disclosure Statement, or other disclosure document. Features and benefits vary
between products, and not all of our products include all features referenced in this
document.

While we have taken all due care in preparing this document, Praemium and its
related bodies corporate and associates 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

v\ praemium

extent of any liability implied by law which cannot be excluded.

Praemium Australia Limited is the Responsible Entity of the “Separately Managed
Accounts” registered Managed Investment Scheme (ARSN 114 818 530) and issuer
of the Praemium SMA PDS. Praemium Australia Limited is the Sponsor of the
Praemium SuperSMA and Diversa Trustees Limited (ABN 49 006 421 638, AFSL
235153, RSE Licence No. L0O000635) is the Trustee of the Praemium SuperSMA and
issuer of the Praemium SuperSMA PDS.

For more information about Praemium and the products and services we provide,
please refer to our website www.praemium.com and refer to the relevant PDS or
disclosure document.
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Agenda

1. About Praemium
2. Our research
3. Managed accounts truths

4. The impact of business model choice on practice profit



About Praemium



London e

Our history

»

»

»

»

»

Launched in 2001
Pioneer of Managed Accounts since 2005

ASX listed in 2006 to launch our UK
business in London

Expanded to 8 offices globally

Over 1000 clients covering $110 billion in
assets

e Jersey
® Yerevan

| : Shenzhen
e Dubai e Hong Kong

Our aim

To assist wealth advisers to deliver great
investor experiences and outcomes

» A scalable and efficient managed accounts

platform Melbourne e

» An integrated solution to streamline the
financial advice process

» Market-leading proprietary technology




Platform evolution

SMA
Wrap Platforms
Master Platforms
Trusts

Wrap Platforms

SMAs

Integrated
Managed
Accounts
Platform

Technology generation

38



The research



Y The research

Praemium undertook research with Business Health to determine quantifiable
benefits of using managed accounts

business Business Health is a leading practice management group that
J122)] i) provides advice and solutions primarily through their diagnostic
Business HealthCheck.

Research methodology:

» 135 practices who completed the HealthCheck between 01/01/2018 and 14/08/19.

» 72 of these firms used managed accounts

» Research was overlaid with data from 45,000 clients who completed a client
satisfaction survey

0 praemium

40



) Proving the accepted truths about managed accounts

The aim of the survey was to prove or disprove commonly held beliefs about
managed accounts:

»Using managed accounts increases client engagement
»Managed accounts require a whole of business mindshift
»Managed accounts deliver greater business productivity
»Managed accounts reduce risk exposure

»Managed accounts are only for HNW clients

0 praemium
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Managed accounts
drive deeper client engagement



) The changing investor landscape

By redirecting the time saved on back-office & non-client facing tasks advisers
are building strong and deeper relationships with clients

10%  50%  75%

of customers today of clients believe their of the global workforce will be
prefer self-service over  adviser should offer comprised of millennials by
human contact. a digital solution. 2025,

(Source: Aspect) (Source: Deloitte)

(Source: Accenture)
. — O

n_\|

=R e

0 preemium
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7Y Millennials changing the investor profile

As recipients of the largest generational wealth transfer in history, millennials
will soon become an important client segment

0 preemium

3%  90%

of the nation's wealth is of those who inherit do
held by the boomers, who  not stay with their parents’
will be passing itoninthe  financial adviser.?

decades to come!

)
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) Managed accounts and client engagement

By redirecting the time saved on back-office & non-client facing tasks advisers
are building strong and deeper relationships with clients

67% 47%  42%

of the managed stated they are able to of managed account
account users reported  spend more time with users interact with their
improved levels of their clients. best clients more than
client engagement. 10 times a year, compared

to 33% of non-managed
account users.

W B

0 preemium




) A clear and differentiated service

Managed account users are more likely to understand who their best clients are
and delivered a differentiated level of service to them

32%

of the managed

account users reported
the average client
meeting ran for at least
90 minutes compared to
only 14% of non-users

0 preemium

51%

of managed account
users have implemented
an effective client
segmentation strategy
compared to 37% of their
DEErs
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) The link between engagement, referrals & retention

Communication plays a strong role in client engagement

057

of clients would be
willing to refer their
adviser to a friend,
colleague or family
member if they

rated them highly for
communication

0 preemium

51%

of managed account
users reported zero
client attrition compared
to 39% of non managed
account users

47



Managed accounts underpin

a positive “whole of business”
mindshift



) An optimistic outlook

To fully realise the benefits of managed account a clear plan for success is

required.

of managed account of managed account
principals have a long principals have an operational
term strategic plan. roadmap

0 preemium
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) An optimistic outlook

»92% expect to increase practice revenue

»385% expect to see an increase in practice profitability

»819%0 will increase the number of clients they service

»569%0 will build on third party referral partners supporting their practice

» 399%0 will recruit additional income producers

0 praemium
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Managed accounts deliver greater
business productivity



) Business productivity benefits of managed accounts

86% 64%  47%

reported a reduction achieved improved spent more time
In administration time risk control of client with clients.
or effort. portfolios.

N

0 preemium

52



N

Y Business productivity benefits

{

Meetings become more focused on the right clients

226 5.8

clients for managed client meetings per week
account users compared for managed account
to 214 for non users. advisers compared to 6.1

(@ for non users.

0 preemium
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Managed accounts
reduce risk exposure



7)Y Confidence in complying with regulatory obligations

» 96% ensured that all investment strategy and product recommendations
take into account a client’s attitude and tolerance to risk

» 85% are managing conflicts of interest appropriately
» (9% Monitoring and supervising their staff/representatives
» (4% are training themselves and their staff/representatives

» 93% have not lodged a claim against their professional indemnity policy in
the past three years

0 praemium
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Managed accounts are
for HNW clients only



) Whole of business approach

» 31% manage all their clients with managed accounts

» Little difference in the average revenue of the managed
account firms ($1,234,776) when compared to the non-
managed account businesses ($1,173,483).

» Similarly, the median revenue of the managed account

practices was only slightly higher than their non
managed account peers - $834,746 versus $650,000.

0 praemium
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Managed accounts
The real impact



) Managed Accounts — the real impact

Revenue per FTE adviser 22.6%
Notional practice profit 21.3%
Notional profit per client 28.8%

Clients per adviser 12.4%

0 preemium
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) Managed Accounts — the real impact

Key productivity measure Profit Per Principal Profit Uplift

Length of timeusing managed accounts
Do not use managed accounts
Less than 1 year
Between 1 - 3 years
More than 3 years

Proportion of clients invested in managed
accounts

Do not use managed accounts
Less than 10%

Between 51% - 75%

More than 75%

0 preemium

$252,573
$228,128
$331,060
$337,298

$252,573
$276,359
$408,171
$467,884

-10%
+31%
+34%

+9%
+62%
+85%
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What does the future hold



7\ Advice Market (client needs) — solutions requirements (convergence)

High Net Worth & > < Low Balance
SMSF Investors &
Accumulators

Integrated Managed Accounts
MDA & Non-Custodial Solutions Platform

Super & Non-Super

» Institutional Custody and Non-Custody

» Private Wealth Managed Portfolios and Individual Assets
> Stockbroking SMAs, IMAs, VMAs, UMAS, MDAs
» Some Boutique IFAs

> Family Offices Not

Wrap Platforms
with limited SMAs and Non-Custody
tacked on

v‘ Pramlum model

Custodial Wrap and/or
Managed Accounts

» |IFA Dealers
» Boutique IFA Firms

Key transformation requirement - one platform,all clients, all investments - regardless of advicebusiness
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Thank you

contact us

Level 19, 367 Collins Street,

Melbourne, VIC 3000

Ph: 1800 571 881

E: support@praemium.com.au

@ twitter.com/praemium @ linkedin.com/praemium praemium.com.au
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Managed Account
Building Blocks
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Institute of Managed Account Professionals
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Afternoon Tea
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Phillip Mines ASI

Introduction by Jenny Mulders @+
QRC Consulting




Thank you to our Sponsors

Principal Sponsor
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Supporting Sponsors
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