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Our growth equation

1 Investment approach
2 Business efficiency
3 Psychological safety » Communication

= Growth
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Tomorrow’s clients

More women

3 1°/o

of global wealth held by
women in 2016

W
3 3°/o

in 2020

W
3 5°/o

by 2025

More LGBTQ+
7°/o

of Baby Boomers are
attracted to the same sex

W
1 2°/o

of Millennials

W
1 8°/o

of Generation Z

More racially diverse

yJAL

speak a language other
than English

48%

have a parent born overseas

350

languages spoken at home

Sources: UBS, “Women and investing: Reimagining wealth advice,” 2022; IPSOS, “LGBT+ Pride 202 1 Global Survey points to a generation gap around gender identity and sexual attraction,” 2021; ABS, “202 1 Census: Nearly half of Australians have a parent born overseas,” 2022; ABS, “Cultural diversity: Census,”

2022
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Tomorrow’s clients may seek

A trusted relationship
Outcome-based planning
Digital integration

New retirement approach

More education

Sources: BlackRock; McKinsey, “On the cusp of change: North American wealth managementin 20307, 2020.
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Tomorrow’s clients =

Today'’s clients

Retiring investors

+,
(+,

Diverse communities

BlackRock.
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Engaging investors
by wealth lifecycle
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Wealth by generation and lifecycle

Millennials Generation X Baby boomers

+513% +136% +59%

$5.0T

$3.1T
$2.8T

$1.1T7 $1.2T7

$0.2T

2010 2020 2010 2020 2010 2020

Emerging WEALTH LIFECYCLE Retiring

Sources: BlackRock; Australian Bureau of Statistics, “Household Income and Wealth, Australia” for 2009-2010and 2019-2020(2019-2020 report published April 2022). Figures are in AUD
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How retiring investors may be different

Today'’s clients Retiring investors

Retirement accumulation Healthcare expenses

Debt management Retirement income

Funding child’s education Tax minimisation

Personal investing Drawdown strategies

Sources: BlackRock; Cerulli, “U.S. Retirement End-Investor 2019: Driving Participant Outcomes with Financial Wellness Programs;” The Execution Project.
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How emerging investors may be different

Today’s clients Emerging investors

Retirement accumulation Budgeting

Debt management HECS

)

Funding child’s education Basic investment knowledge

Personal investing Sustainable Investing

Sources: BlackRock 2022
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The wealth of emerging investors

By 2050, Millennials
will potentially inherit

$3.5 trillion

Sources: AFR, “Baby Boomers to pass on $224b ayear by 2050, 202 1. There is no guarantee that any forecasts made will come to pass.
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How will you earn
emerging investors?

Know your audience

Couple digital solutions with advice

Sources: BlackRock; Erica Wasserman, Your Financial Therapist.
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Appreciating the diversity of
tomorrow’s clients



Women investors

330/0 of global wealth is held by
women

620/o now investing outside of
retirement

PE " R amount projected to be owned
\ 7 e o B $93T by women in 2023 of total global
Lanls N ' private wealth

Sources: Credit Suisse, “Global Wealth Report 2018,"2018; Fidelity, “2021 Women and Investing Study,”2021; BCG, "Managing the Next Decade of Women's Wealth,” 2020
“l” i
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Gen Z and Millennial investors

9/ amount saved of annual income
for retirement

are turning to advisers over
automated advice

want ESG factors to be part of
their investment process

Sources: The Deloitte Global 2022 Gen Z and Millennial Survey. Natixis 2022 Global Survey of Individual Investors: Five financial truths about Millennials at 40.
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LGBTQ+ investors

1 5°/o feel knowledgeable

about their finances

consider themselves spenders

say discrimination negatively
affects their work

Sources: 2018 Experian LGBTQ+ Money Survey; CMI 13th Annual LGBTQ+ Community Survey 2019; Out&Equal Workplace Equality Factsheet 2019.
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How will you earn tomorrow’s diverse investors?

Recognize their Lead with
experience planning

Educate to Problem solve
close gaps together

Sources: BlackRock; Erica Wasserman, Your Financial Therapist.
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Preparing for success
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Where Tomorrow’s clients fit into the Growth Equation

Investment approach

o+

Business efficiency

O

Psychological safety * Communication

= Growth
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Prepare for success with tomorrow’s clients

Psychological safety » Communication Psychological safety » Commun ication

Demonstrate value Build and foster a
as a financial coach Investment Approach diverse team

Evolve your
Business Efficiency i nveSt me nt SO I u ti ons Business Efficiency

Embrace Fortify network
technology of partners
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ACtive I iSte n i ng Psychological safety # Communication
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How diverse is
your team?
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Embrace technology

Consistent & Personalized
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Create Scale

Models can help you transform your business
Hypothetical example

BEFORE models AFTER models

100+ funds and individual securities 3-6 portfolios across risk profiles
Every client review is unique 9 Consistent & efficient client reviews
Time constrained More time for planning & prospecting

Reduce Increase

Investment management Client-facing
and administration from activities from

40 to 20% 60 to 80%

of your time of your time

*Cerulli Associates, “U.S. Advisor Metrics 2018: Combatting Fee and Margin Pressure. Time savings estimation assumes 20% time savings x a 45hr work week x 50 weeks per year = 450hrs saved.
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Business Efficiency

i
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Investment Approach

Don’t miss the sustainable opportunity
with your clients

Investment Trend’s 2021 ESG Report revealed 1 in 3 investors already select investments based on
ESG factors?

Another $1.5T

Responsible
$1.3T L ooP
of investors intend to investment
invest in ESG in the next 12 ¢980B $983B AUM
months? reached
Almost $1.5Tin
2021 -
_Australians c.43% of
already invest or are planning to
invest in ESG options. Financial total ;narket
advice will be key for this next AUM

i I
wave of investors! 2018 2019 2020 2021

1 Australian Ethical, “Responsible investing set to rise,” 2022 . 2 Responsible Investment Association Australasia, “Responsible Investment Benchmark Report Australia 2022,” 2022. All $ figures are in AUD.
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Investment Approach

The challenge

Investors How do you offer personalization at scale?
expect more
At T EEEE

personalization T TT 1T EEEE
HEEEE HEER
HEEEE HEER
HEEEE HEER
HEEEE HEEN
HEEEE HEER
HEEEE HEER
HEEEE HER
HEEER HER

52% 38%

of advisors believe investors will AND believe Millennials will lead the
want more personalization over way seeking personalization
the next five years more than any other generation

Source: Schwab Advisor Services’ 2022 Independent Advisor Outlook Study.
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Take the next steps
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Action plan

Recognize
emerging wealth

Focus on doing well
by doing good
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Disclaimer

IMPORTANT INFORMATION

Issued by BlackRock Investment Management (Australia) Limited ABN 13 006 165 975, AFSL 230 523 (BIMAL) for the exclusive use of the recipient, which warrants by receipt of
this material that it is a wholesale client as defined under the Australian Corporations Act 2001 (Cth) and the New Zealand Financial Advisers Act 2008 respectively.

This material provides general information only and does not take into account your individual objectives, financial situation, needs or circumstances. Before making any
investment decision, you should therefore assess whether the material is appropriate for you and obtain financial advice tailored to you having regard to your individual objectives,
financial situation, needs and circumstances. Refer to BIMAL'’s Financial Services Guide on its website for more information. This material is not a financial product
recommendation or an offer or solicitation with respect to the purchase or sale of any financial product in any jurisdiction.

This material is not intended for distribution to, or use by, any person or entity in any jurisdiction or country where such distribution or use would be contrary to local law or
regulation. BIMAL is a part of the global BlackRock Group which comprises of financial product issuers and investment managers around the world. BIMAL is the issuer of financial
products and acts as an investment manager in Australia. BIMAL does not offer financial products to persons in New Zealand who are retail investors (as that term is defined in the
Financial Markets Conduct Act 2013 (FMCA)). This material does not constitute or relate to such an offer. To the extent that this material does constitute or relate to such an offer of
financial products, the offer is only made to, and capable of acceptance by, persons in New Zealand who are wholesale investors (as that term is defined in the FMCA).

This material has not been prepared specifically for Australian or New Zealand investors. It may contain references to dollar amounts which are not Australian or New Zealand
dollars and may contain financial information which is not prepared in accordance with Australian or New Zealand law or practices. The fund(s) detailed in this material may not be
registered for public distribution in Australia. The laws and regulations of any such fund’s country of domicile and registration may differ from those in Australia and therefore may
not necessarily provide the same level of protection to investors as schemes registered in Australia and subject to Australian regulations and conditions.

BIMAL, its officers, employees and agents believe that the information in this material and the sources on which itis based (which may be sourced from third parties) are correct as
at the date of publication. While every care has been taken in the preparation of this material, no warranty of accuracy or reliability is given and no responsibility for the information
is accepted by BIMAL, its officers, employees or agents. Except where contrary to law, BIMAL excludes all liability for this information.

Any investment is subject to investment risk, including delays on the payment of withdrawal proceeds and the loss of income or the principal invested. While any forecasts,
estimates and opinions in this material are made on a reasonable basis, actual future results and operations may differ materially from the forecasts, estimates and opinions set out
in this material. No guarantee as to the repayment of capital or the performance of any product or rate of return referred to in this material is made by BIMAL or any entity in the
BlackRock group of companies.

No part of this material may be reproduced or distributed in any manner without the prior written permission of BIMAL.

© 2023 BlackRock, Inc. All Rights reserved. BLACKROCK, BLACKROCK SOLUTIONS, iSHARES and the stylised i logo are registered and unregistered trademarks of BlackRock, Inc.
or its subsidiaries in the United States and elsewhere. All other trademarks are those of their respective owners

BlackRock.
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