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Automated investment services continue to grow
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Managed accounts use by advice firms
has increased year on year
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They are suitable for all types of all clients

The proportion of clients on Managed accounts are suitable for Managed funds & ETFs are a
managed accounts is significant balance of all sizes popular investment choice
76-100 per cent, 24% 7% ASX listed
security
14%
40%
m$1M+
® $500K-$1M
0,
e m $250K-$500K
B $100K-$250K ETF 24%
= 0-$100K Managed
funds
51 - 75 per cent, 229 Number of ~ Sum of FUM
accounts

Source: 2019 Financial Standard Managed Source: Netw ealth managed accounts data, as at 31
Accounts survey July 2019
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Managed accounts during volatility
Netwealth Managed Account Daily trade Volume (Buy Sell) March/April 2020

. 42,626
Mid Feb F 33% of all MA clients

1,849 daily traded (4,166)
trades

70% were ‘buys’
Changes to
MA models (301)
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Scaled practice efficiency and customer engagement

Business benefit of managed accounts
% by those that use

Improved efficiency _ 73.7%

Better trading efficiency . 10.2%

Better client engagement l 8.5%

Clients have improved understanding of

0,
their investment portfolio I 3.4%

Better tax outcomes for clients I 3.4%

Additional revenue stream ‘ 0.8%

Source: 2019 Netw ealth AdviceTech Report
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Business benefit of managed accounts
Ranked by those that use

Better overall outcome for the client
Improve practice efficiency
Improved transparency

Lower admin fees for the client
Improved risk management

Better portfolio performance

Lower admin costs for the practice

© N o o k0w DdPRE

Better taxation management

Source: 2019 Financial Standard Managed Accounts
survey



Improving client engagement

Advisers have more time to spend on clients ~ Adviser can service more clients after Adviser can usetime for client and
after using managed accounts using Managed Accounts (avg. clients) revenue generating activities
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12.4 hours saved

M-
Markeiing

Freparing SoAs
Praparing RoAs

Non-users Users of MA

Total saved =12 .4

Ongoing dient engagement

Meetng nes and polential clents

Qther compliance work
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Source: Investment Trends, 2018 Planner
Business Model Report and
2018 Managed Account Report
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Thank you.
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Disclaimer

The views expressed in this presentation are those of the author and presenter and do not necessarily reflect those of Netwea Ith
Investments Limited’s. It is a general summary only and contains opinions on public available information and services. Itis not advice
nor an endorsement of any product or service.

In this presentation while we feature a number of new technologies, they are not necessarily a recommendation that they are right
for your business, you should understand the way they work, their privacy policy and security arrangements before making decisions
on whether to use these in your business.

Netwealth Investments Limited (Netwealth) who is a provider of superannuation and investment products and services, and
information contained within this presentation about Netwealth’s services is of a general nature which does not take into account
your individual objectives, financial situation or needs. Any person considering a financial product or service from Netwealth should
obtain the relevant disclosure document at www.netwealth.com.au and consider consulting a financial adviser before making a
decision before deciding whether to acquire, dispose of, or to continue to hold, an investment in any Netwealth product.

[
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Why Advisers adopt Managed Accounts

1. Better client outcomes
e Continuousservice / Demonstrable value
e Customisation
* Use of ASXlisted securities—e.g. ETFs, Magellan Global

* Abilitytoreduce costs - Manager rebates, more use of passive, use of listed
2. Efficiency for adviser practices / Scalability

* Move out of institutional advice licenses raises the stakes

e Elimination of SOA’s /ROAs

* Transferof Best Interest Duty forindividual transactions

e Fitwithannual review process & FDS

3. Control over investment process

e “Our” portfolios
* Engagementofexpertsdirectly into client portfolios / Move to professionalism
* Businessdifferentiation —“We are wealth managers” “This is my advice & thisis how it should be implemented”

* Sense of actually delivering—“Now | know we can deliver onthe promise”

A
4. In some cases, revenue or cost recovery ¥é -3
' IMAP <&



Types of Managed Account

Discretionary Portfolio Management Services

Registered Schemes Unregistered Schemes Others
ASIC Legislative
Corps Act 5C Instrument 2016/968 and Various
RG179
~$28bn* ~$35bn* ~$16bn*
Mgd SMA/ IDPS S
MDA uper
Funds MIS Other Like disc'n

Managed Accounts

*as at June 2020. Source IMAP six monthly FUM Census
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FUM Growth
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Source: Philo Capital Advisers Cost of Delay Paper 2020
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DISCLAIMER: The informationin the presentation does not take into accountthe investment objectives, financial situationand
particular needs of investors. Itis intended for advisers and professional investorsonly.

Before making anyinvestment aninvestor should consider whether such aninvestment is appropriateto their particular
investment objectives, financial situation and particular needs and consulta professional adviser.

This presentationis not, and nothing init should be construed as an offer, invitation or recommendation in respect of
securities, or an offer, invitation or recommendation to sell, or a solicitation to buy, securities inany jurisdiction. Arecipient
must not acton the basis ofany matter containedinthe presentation but must make their own assessment Neither this
document nor anythinginit shallformthe basisofanycontractor commitment.

Certaininformationinthis document may have been derived from third parties. Neither IMAP, nor its directors, employees,
contractors or related parties makes any representation that any information however derived is accurate, reliableor

complete. It has not been independently audited or verified.

Institute of Managed Account Professionals Ltd ABN 57 125794 274



What is investment governance?

People
* In-source vs Out-source
« Time commitment
« Institutional expertise
» Fiduciary duty

l

Policies
+ Beliefs and philosophy
® Investment policy
* Investment committee charter
# Regulatory compliance

l

Processes

+ Strategic Asset Allocation
» Dynamic Asset Allocation
* Manager research and selection
® Risk management
* Implementation

l

Technology & Systems
® Risk management
« Portfolio reporting
 Performance review
+ Best execution

Question: What prevents you from
achieving better performance?

Unclear mission

Conservatism 35

Insufficient skills 35

Inadequate technology

Difficult markets

Source: “Improving Pension Fund Performance”, Association
for Investment Management and Research, 1998



Investment governance # investment expertise

Level 1: Oversight body

® Focused on meeting longer term stakeholder outcomes

+ Oversight of roles and responsibilities across the investment process
* Approves Policies, sets risk appetite and appoints key stakeholders

Investment
governance
expertise

Level 2: Investment committee
* Provides Policy advice to the Oversight Body
¢ Decides how to allocate assets, monitors performance and managers
* Preferably an independent member present

Level 3: Portfolio management

+ Management and implementation of the portfolio
on a day to day basis
+ Meeting the investment objective

A

A
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“(To) navigate the increased
complexity of portfolios and short-
term pressures, it is important to
establish the right feedback
mechanisms between governance and
implementation of investment policy.”

Jarvis, S., & Chua, D. (2018) Investment
Governance: Creating a more performance focused
organization. Blackrock.

Investment expertise



Why is investment governance important? C’

5 Significant impact
Difficult to on achieving investment
implement mission and objectives

* A commitmentto governanceis an
investment in long-term performance, not a
short-term cost.

* Good governance frameworks add value for
clients over the long run. Poor governance
destroys value.

practice
stewardship

* Empirical research shows the returnsto good
governance can be as high as 100bps-300bps
per year, over the long-run!

Compliance

_Easier to Lesser impact
implement on achieving investment
mission and objectives



Important Information

This presentation material and all the information contained herein is the property of Oreana Financial Services and is
protected from unauthorised copying and dissemination by copyright laws with all rights reserved.

This presentation material, original or copy, is reserved for use by authorised personnel within Oreana Financial Services only
and is strictly prohibited from public use and/or circulation. Oreana Financial Services disclaims any responsibility from any
consequences arising from the unauthorised use and/or circulation of this presentation material by any party.

This presentation material is intended to provide general information on the background and services of Oreana Financial
Services. No information within this presentation material constitutes a solicitation or an offer to purchase or sell any
securities or investment advice of any kind.

The analytical information within this presentation material is obtained from sources believed to be reliable. With respect to
the information concerning investment referenced in this presentation material, certain assumptions may have been made by
the sources quoted in compiling such information and changes in such assumptions may have a material impact on the
information presented in this presentation material. In providing this presentation material, Oreana Financial Services makes
no (i) express warranties concerning this presentation material; (ii) implied warranties concerning this presentation material
(including, without limitation, warranties of merchantability, accuracy, or fitness for a particular purpose); (iii) express or
implied warranty concerning the completeness or relevancy of this presentation material and the information contained

herein. Past performance of the investment referenced in this presentation material is not necessarily indicative of future
performance.

Investment involves risks. Investors should refer to the Risk Disclosure Statements & Terms and Conditions of the relevant
document for further details.



Dr Isaac Poole CIMA®
Global Chief Investment Officer

Relevant experience

Head of Capital Markets Research,

Asia Pacific (Willis Towers Watson)

*  Global portfolio construction and
asset allocation.

¢ Global economic and asset class
research

*  Quantitative risk management

Chief Economist, NSW Treasury Corp
* Trading strategy

*  Assetallocation

*  Economic research

Education:

*  PhD from University of Sydney

*  University of Oxford

*  University of Tasmania

*  Certified Investment Management
Analyst.

Shane Hawke
Head of Research and Advisory

Relevant Experience

Over twenty years experience in
investment research, advice and model
portfolio construction

Research Manager, ThreeSixty

*  Research for NABWealth Licensees
and over 1500 advisers

*  Research for MLC Wealth investment
platforms

+  Portfolio Manager for ThreeSixty
Model Portfolios

*  Key investment consultant for
Trustees, Responsible Entities and a
range of NABWealth investment
committees.

Education:

*  Graduate Diploma in Applied Finance
and Investment (FINSIA)

+  Bachelor of Commerce (Banking and
Finance), University of Canberra
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