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Regulatory approach of the Central
Bank of Ireland

Insights into Ireland’s unique requlatory
framework within the EU
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FITZ PARTNERS value for Money

Agenda

_ 1. Assessment of Value
About Fitz Partners » The UK regulatory journey from “Value for

Money” to “Assessment of Value”
Fund Fees & Expenses, |F[=1'rz
The Benchmarking Experts in Europe. PARTNERS .
| 9 =Xper P 2. How to Measure “Relative Value”
Fitz Partners has been providing unrivalled fund fees and charges data and

benchmarking expertise to the European asset management industry for * Process: Fitz Partners’ Proprietary
over 10 years.
Methodology

We currently support over 60 European and global asset managers by
delivering detailed and independent fund fee data and fund value reporting.

Our specialist team in London is dedicated to providing best-in-class client
service and offering leading industry expertise in fund costs, peer group 3
construction and fund value benchmarking.

. How the Fund Industry Offers
Relative and Absolute “Value”

* Quantitative evidence: Global Equities and
Global Bonds

F FITZ
www.fitzpartners.com P
© 2024 Fitz Partners Ltd. All rights reserved. PARTNERS

The content in this presentation iz for informational purpose only and does not constitute a recommendation or any investment or financial advice.



FITZ PARTNERS value for Money

f_ @ Cambridge University _\
1::’:: lue Press & Assessment 2024

1. Assessment of Value

un o e s vl

The UK regulatory journey from “Value for Money” to “Assessment of Value” | e we
@ co

the amount of money that can be received for so I'I‘I&“‘Iil‘lg_/

» Quantitative to Qualitative reviews \

» Scope of review: Qualitz of Service, Performance, AFM Costs, Economies of
Scale, Comparable Market Rates, Comparable Services, Class of Units

« UK regulation moved from the quantitative definition to a qualitative
measure:

» Qualitative review: Quality of Service

» Business review: Economies of Scale and Profitability
 Fundreviews vs Asset Managers review (shared EoS, profitability)
» Publication of findings (unproved marketing exercise)

« European quantitative review of value:
« Costs and charges review
» Retail Investment Strategy

www.fitzpartners.com | F FITZ
PARTNERS

© 2024 Fitz Partners Ltd. All rights reserved.  The content in this presentation is for informational purpose only and does not constitute a recommendation or any investment or financial advice.




FITZ PARTNERS value for Money

2. Value for Money — How to Measure “Relative Value”

Process: Fitz Partners Proprietary Methodology

» Fee vs Performance
- Strict like for like comparisons (strategies, share classes, markets)

 Benchmarking fund fees & performance:
« Share class reviews (like for like only, no proxy should pass regulatory tests)
« Importance of the peer group construction (mind the classifications gap)
« Independence and data quality

s SO Ly s eepiesmame It is for asset managers, their
‘ = : executives and their board of
=TT =988 directors to make a judgement

. on the adequate level of value

offered or not by their specific
share classes based on
qualitative evidence in a given
time period.

FITZ
www.fitzpartners.com 3 -
© 2024 Fitz Partners Ltd. All rights reserved. PARTNERS

The content in thiz presentation iz for informational purpose only and does not constitute a recommendation or any investment or financial advice.



FITZ PARTNERS value for Money

3. Value for Money — How the Fund Industry offers “Value” - Relative (1 of 2)

- - - _y (/_ value © Cambridge University \
Quantitative evidence: Global Equities and Global Bonds - Press & Assessment 2024
Ukl v us i vl
* Revisiting the share class costs vs performance relationship:
« Distribution of cross-border share classes’ performance, management fees & size -
the amount of money that can be received for something
\o /
Global Equities - Bundled Retail Share Classes 4 In the highlighted corner we ) Global Bonds - Bundled Retail Share Classes
find the share classes
carrying the highest
2 509 management fees and 200%
outperforming the overall
5 200% k\peer group average. j = 1.50%
§ 150% ---a el e g S PR
= : = 100% :
1.00% - -
0.50% : NB: Not all management fees 0.50% :
charged to the funds cover '
exactly the same services to
0.00%  25.00%  50.00%  75.00% investors: distribution costs, -25.00% 0.00% 25.00%
Perf 5Y $ % advice, platform fees. .. Perf 5Y $ %
FITZ PARTNERS LTD & FITZ PARTNERS LTD &
| Performance: Morningstar . J | Performance: Momingstar

www.fitzpartners.com

© 2024 Fitz Partners Ltd. All rights reserved.  The content in this presentation is for informational purpose only and does not constitute a recommendation or any investment or financial advice.
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FITZ PARTNERS value for Money

3. Value for Money — How the Fund Industry offers “Value” - Absolute (2 of 2)

Quantitative evidence: Global Equities

* Revisiting the share class total costs vs performance relationship:
» Cross-border share classes (inc. inducement) & UK share classes (clean of inducement)

» Cross-border share classes (bundled: inc. inducement) vs unbundled (clean of inducement)

Global Equities - OCF% vs Performance
Cross Border Bundled vs Unbundled Clean

Global Equities - OCF% vs Peformance
Cross Border Bundled Retail vs UK Unbundled Retail

5.00% 5.00%
4,50% 4, 50%
4,.00% 4.00%
o 3.50% o 350% |
& 3.00% & 300% |
L [V
%2-:0% % 250% | .
8 2.00% | 8 200% | , |
T, I (] '
1.50% 1.50%
g £ .
§ 1.00% | 5 oo
E 0.50% = 0.50%
o I o
0.00% 0.00%
P ) P B e P ] v W Y M e WD BN LD O S P e Ul o o oy oy O T U DD el R I R R I - T R A - I R - e B . el L -
CEE R R A A Y R 858 NN eANNERBs Y YYLTROdduGosHUEs NEgSg
5 Year USD Pedormance % 5 Year USD Pedormance %

m Cross Border - Bundled Retail Share Classes  m UK - Unbundled Clean Share Classes M Cross Border - Bundled Retail Share Classes B Cross Border - Unbundled Clean Share Classes

Performance: Morningstar FTZPARINERSLTD & Performance: Morningstar FITZ PARTNERSLTD ©

www fitzpartners.com
© 2024 Fitz Partners Ltd. All rights reserved.

The content in thiz presentation iz for informational purpose only and does not constitute a recommendation or any investment or financial advice.

/IT"I orange: X-border \\

fully loaded share
classes

In green: UK clean
classes.

In blue: X-Border
Clean classes.

We can see a slight
drag on performance
but still a large number
of fully loaded share
classes are positioned
toward the high end of

performance
\distn' bution. //

F FITZ
PARTNERS




Thank You

FITZ
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Approach

Mediolanum analysis of active management

value across different market cycles

Giorgio Carlino — Head of Multi Management, Mediolanum International Funds
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Active Management and
Multi-Manager Approach

Mediolanum analysis of active management value
across market cycles

| Giorgio Carlino
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October 2024



Active management

Price Discovery

* Research and Analysis: Conducting in-depth research on companies, industries, and economic
conditions to assess the intrinsic value of stocks and other assets.

* Market Efficiency: By buying undervalued securities and selling overvalued ones, active managers help
ensure that prices reflect all available information, contributing to market efficiency.

Capital Allocation

* Investment Decisions: Allocating capital to companies and sectors with the highest growth potential,
thereby supporting innovation and economic development.

* Resource Optimization: Ensuring that financial resources are directed towards the most productive
uses, which can lead to better overall economic outcomes.

)

17



Passive investing

Market Replication: The goal is to replicate the performance of a specific market index, such as the
S&P 500.

Diversification: By investing in a broad market index, passive investors achieve diversification,
spreading risk across various sectors and asset classes and a minimal cost.

Simplicity: Passive investing is straightforward.

Reduced Risk of Underperformance?: this is usually a mis nomen, with passive investing you are
guaranteed a small underperformance over an index, simply due to the fees that the Index won’t
incur.

18



Active Management
Can it deliver on its promises?
The case for Equity




Active performance

different among strategies over the time - Equity

Median Calendar Year Alpha - Equity
7.0
6.0
5.0
4.0

3.0

-
2.0 f
1.0 . - : : - / -
. . : N\ D5 TN

-1.0

-2.0

-3.0

-4.0

-5.0

Global 439 485 520 563 603 652 700 743 786 799
us 315 327 341 360 382 392 401 404 406 391
Europe 89 90 93 94 98 100 106 106 103 106
GEM 332 356 384 408 442 470 490 510 538 537
Asia ex Japan 103 112 116 119 121 125 127 132 132 130

Source: Evestment — Timeline 2013 - 2023 — Gross



Short term success of active can be volatile - Equity

Calendar Year Hit Rate
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@ Source: Evestment — Timeline 2013 - 2023 — Gross



Active delivers Alpha

the right time horizon

Long term
2.5
(‘U 2.0
-
Q. 15
< 1.0
C
O s
®)
v ___IN
S |
5Y 7Y 10Y
-0.5
-1.0 = Global m US = Europe GEM Asia ex Japan
Number of strategies
Global 719 620 534 421
uUs 380 360 330 291
Europe 100 93 86 82
GEM 494 447 387 317
Asia ex Japan 129 122 115 100

m
O Source: Evestment — Timeline 2013 - 2023 — Gross
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Alpha is not the same among equity strategies

Hit Ratio

)
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2.0
) IIII

Source: Evestment — Timeline 2013 - 2023 — Gross
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Does Active Management
deliver also on Fixed Income?




Active performance

different among strategies over time also in Fixed Income

Median Calendar Year Alpha - Fl

4.0

3.0

2.0

1.0

-1.0

-2.0

-3.0

-4.0
2014 2015 2016 2017 2018 2019 2020 2021 2022 2023
—#=—FlGlobal Aggregate 92 98 105 111 114 119 121 122 124 124
—#—FI|Emerging Market HC 88 92 98 109 114 120 122 125 130 131
FIUS High Yield 184 196 203 208 218 223 229 234 242 244
=@ F| Global High Yield 61 64 70 78 88 93 102 104 107 107
—=—F| US Aggregate 219 229 231 235 238 241 244 246 249 241

@ Source: Evestment — Timeline 2013 - 2023 — Gross



Short term success of active can be volatile also for

Fixed Income

Calendar year Hit Rates
100%

90%

80%
70%
60%
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40%
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10%
0
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X

B Fl Global Aggregate B FlEmerging MarketHC ~ M FIUS High Yield ¥ Fl Global High Yield FIUS Aggregate

@ Source: Evestment — Timeline 2013 - 2023 — Gross



Active delivers Alpha with the right time horizon —

Short/Medium 3-5 years and Medium/Long 7-10 years

2.0

. Short medium term medium long term
©
c 1.6
Qo 14
;<: 1.2
© 1.0
©
Q 0.8
E 0.6
0.4
B B |
3Y 5Y 7Y 10vY
® F| Global Aggregate 120 114 107 88
® F| Emerging Market HC 118 111 102 81
= FI US High Yield 230 219 204 180
FI Global High Yield 99 87 73 57
FI US Aggregate 234 225 219 206

)

Source: Evestment — Timeline 2013 - 2023 — Gross



Success rate of Active is higher in fixed income than equity

Alpha is smaller and not the same among strategies

3Y 5Y 7Y 10y

100%

90%

80%

70

xX

Hit Ratio

60

X

50

X

40%

= FI Global Aggregate = F|Emerging Market HC = F| US High Yield = Fl Global High Yield FIUS Aggregate

3.0
. Average Alpha of the Outperforming Managers
Il | | B
i ] m

@ Source: Evestment — Timeline 2013 - 2023 — Gross 28



Conclusions

Active Management generates value: only with the right time horizon

* Not all active managers generate value: only selection makes the

difference

* Alpha is always different among strategies and active managers are not

all successful at the same time: only diversification among managers
and strategies makes a difference



Additional content




Multi Manager Approach - Portfolio Construction

Global Equity Group (417 strategies)

Top 20% 10Y p.a. Alpha

2.19
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Multi Manager Approach - Portfolio Construction

Global Equity Group (417 strategies)

Alpha Drawdown Top 20% Drawdown

-22.8%
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Multi Manager Approach - Portfolio Construction

Selecting random 5 managers between the top 20% (around 80 Managers) performer
at 10 years

Calendar Year Alpha of each manager

20.0%
15.0%

10.0%

5.0%

O 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023
33



Multi Manager Approach - Portfolio Construction

. 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
40% _ e nu

30%

20%
BIm =_ EB -

. T+ 5.0%
o ® o
o ® s
. T 0.0%
® B Random 5 B MSCI World @Relative (RH) o
-+ -5.0%



Multi Manager Approach - Portfolio Construction

5 Random portfolio Performance

300 100%
90%
250
80%
70%
200
60%
150 50%

40%

e

30%
20%
50

10%

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

Relative (RH) ==@==Random 5 === MSCI World
C 35



Multi Manager Approach - Portfolio Construction

Drawdown Analysis — 10 Years — Global Equity

Average drawdown of full sample -32.3%
Drawdown of top 20% -27.1%

Average of the 5 managers -23.9%
Multi manager portfolio with the 5 managers -11.4%

)
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Identifying manager “edge”

Analysis

Investment edge is the
ability to analyse data in
a different way, applying

a know-how

Behaviour

Manager edge is the
ability to develop positive
behaviours within the
firm benefitting results

Organization

Manager edge is the
ability to organize people
and processes to do their
best in seeking for results

Manager “edge” is what differentiates one manager from another, and
it comes from expertise in manager selection

Experience Information

Manager edge is the
information database
built up during the firm’s
activities over the long-
term

Manager edge is the
capitalized knowledge
that a firm develop in a

specific field of investing

Alpha comes from people and their investment ideas, not the
manager’s historical returns



Why do we not simply screen on performance?

Alpha comes from people and their investment ideas, not the manager’s historical returns

Consecutive Year-on-Year 1st Quartile Performance:
Morningstar Global Emerging Markets Equity Last 5 Years (2018-2022)

120
100 B 4th Quartile
[7,] .
-g M 3rd Quartile
g .
“ B 2nd Quartile
é 60 1st Quartile
S 102
2
40
? —
2 . 0
0 11 4 i

2018 2019 2020 2021 2022 39



Why do we not simply screen on performance?

(1/2)

Consecutive 1%t Quartile performance for EAA Global Large-Cap Blend Equity Category™* since 2018

160

140

M 4th Quartile
120

H 3rd Quartile

100 2nd Quartile

80 1st Quartile
60
40
20

[
[ ]
0 9 3
2018 2019 2020 2021 2022

Alpha comes from people and their investment ideas, not the manager’s historical returns

m Source: Morningstar as of February 2023.
*EAA Global Large-Cap Blend Equity Category, including only UCITS funds, the oldest share class for each fund, and funds with Assets
under management greater than S100M. Total 759 funds from the category.



Why do we not simply screen on performance?

(2/2)

Consecutive 1st and 2nd Quartiles for EAA Global Large-Cap Blend Equity Category™ since 2018
300
250
3rd & 4th Quartile
200
1st & 2nd Quartile
150

100

50

2018 2019 2020 2021 2022

Even top 2 Quartiles are volatile

m Source: Morningstar as of February 2023.
*EAA Global Large-Cap Blend Equity Category, including only UCITS funds, the oldest share class for each fund, and funds with
Assets under management greater than $100M. Total 759 funds from the category.



Historical returns & future performance (1/3)

Best and worst performing managers on the EAA Global Large-Cap Blend Equity Category*

2021

Union
Investment

Sydinvest

Russell
1] Investments

2022

PIQUEMAL HOUGHTON

INVESTMENTS

2017 2018 2019 2020
v
E
INVESTMENT
ng_ §° cARNEGIE Fonper | OP/AM/ miicsieh gqsl‘P;;
= st % DPAM AN 1
E €| o s wonseewen WARBURG INVEST '
v SJOPIR
Russell BANQUE DE . -
limvesments | BLIE iRk |capital=twork| fyp),
SOCIETE CORONATION Antipodes -
Mm ¥ GENERALE Foo vmase e , P RO B = Co
2 The Investment Engineers
£ @ Lans METZLER UB S
o) 0o Spar .. Asset Management A7 NATIXIS
©
P VESTIENT TANAGES
"6 g SPARKASSE S HANSA \\/E5S ] '
m E Oberosterreich » ?%ﬁagcmmt @
CAPTOR

Source: Morningstar as of February 2023.
*Top 3 and Bottom 3 Managers in the EAA Global Large-Cap Blend Equity Category, including only UCITS funds, the oldest share class for each
fund, and funds with Assets under management greater than S100M.

PIQUEMAL HOUGHTON

@ Mercer

&

qI™
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Q1>
nikko

Nikko Asset Management



Historical returns & future performance (2/3)

Best and worst performing managers on the EAA Global Large-Cap Blend Equity Category:
Peer group performance is N0 guarantee of future results.

2020 2021 2022

@ PIQUEMAL HOUGHTON

Top
managers

4Ip ‘ INVESTMENTS

R 2

PIQUEMAL HOUGHTON

INVESTMENTS

Bottom
managers




Historical returns & future performance (3/3)

Best and worst performing managers on the EAA Global Large-Cap Blend Equity Category:
And underperformance of previously high performers can be sustained

2020 2021 2022

Top
managers

Bottom
managers
D
v




Diversificacion: Uso de boutiques y grandes gestores

Boutiqgue managers are smaller, specialized asset managers with unique expertise within a specific

sector or region.

Specialization

Ownership
Boutiques tend to focus on a smaller
number of strategies, allowing MIFL to
access their specific know-how and
expertise

Portfolio Managers have usually direct
ownership of boutiques, leading to better
long-term performances for MIFL

Performance

MIFL takes advantage of boutiques
specialization and flexibility to obtain
better performance over the long-run

ARNNN

WElgE

Differentiation

Partnering with boutiques helps MIFL
creating a unique value selling
proposition in a particularly competitive
market



Rentabilidades de los estilos de Renta Variable

Ultimos 3 afios

2022 2023 2024

Value omm=—===  Growth ~"T""---- ———ae
----=-====--—— Quality ——"—"°°7° = TTTTT====- Growth

Growth ----- == Value Value

5% 40% 25%

35%
20%
30%
25% 15%
l/\ Yy
20% ‘ '\

15%

0%
-5%
-10%
-15%
10%
-20%

-25% 10% 5%

-30% 5%

0%

-35% 0%
-40% -5% -5%
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Fuente: Bloomberg. Datos en divisa local (USD).
Las rentabilidades pasadas no son indicativas de rentabilidades futuras



Depth of research: Axiom Investors

2: Lead PM, CEO/CIO

& Director of Research

Investment process and
renumeration deep dive

4: Individual co-PM meetings
Decision making, complementarity

6: Analyst case study
(Info Tech)

Evidence of valuation discipline

8: Reference call — existing
client

Transparency post investment, client
servicing, any red flags

1: Lead PM, CEO/CIO

Introduction to firm and
investment philosophy

@ 3: Director of Research
Proprietary research database

5: Analyst case study

(Consumer)
Evidence of primary research

7: Analyst case study

A

%y (Industrials)

Review consistency of approach



Manager Selection in action

We expanded the buy Buylist (150 funds, doubled from 5y ago)
Keep track of the good managers with more than 700 meetings a year

Leveraging on an extensive manager research database covering more than 600 Asset
Managers

Keep launching interesting new products (18 new funds in the last 5 years)
And 10 funds - Article 8 & 9

48



Identifying manager “edge”

Manager “edge” is what differentiate a manager from the other, and it
comes from MIFL expertise in manager selection.

Analysis
Behaviour
At Organization
Maiaie

9 Experience
o Information



Combining different investing approaches

Selecting different managers mean also having exposure to different investment approaches, that
might benefit the over all strategy constructed by MIFL. Here some examples...

Quant Fundamentals

is an investment approach that examines
a company's financial statements to
determine the intrinsic value of a stock,
to estimate its future growth and results
in different scenarios.

is an investment approach that uses
advanced mathematical modelling (via
computer systems) to calculate the
optimal probability of executing a
profitable trade.

is an investment approach aimed at is an investment approach that aims to
purchasing securities that show an 4 identify undervalued stocks in the market,
upward trend, or short-selling securities ' based on the principle that markets can
that show a downward trend, based on y § sometimes misprice securities, leading to
the assumption that once a trend is m opportunities to buy at discount.

established will continue.



Even with perfect hindsight...

You wouldn't always win

25%
20% ®
Top 20% Managers 12M Rolling o o ® -

15% '.. -~

10% PY

-20% -15% -10% -5% - 0% 5% 10% 15% 20%

-10%
-0 -15%

- -20%



Combining the top 20% can produce positive alpha with

a lower drawdown (12%)

160.0%

140.0%

120.0%

100.0%

80.0%
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20.0%
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Boutique value
Boutique firms innovation by providing unique

strategies and generating alpha

Rich Dell — Head of Equity Research, Mercer




@ Mercer welcome to brighter

Boutique Asset
Management

Role in generating value for investors

Rich Dell — Head of Equities, Mercer

October 2024

A business of Marsh McLennan




Mercer: global research coverage

@ Mercer

6,870 33,159 11,107

Managers on Mercerlnsight® Strategies on Mercerlnsight ® Strategies rated
Strategies rated A ESG rated strategies ESG 182 rated strategies
North America Growth Markets Europe Pacific
(Asia, Middle East, and Latin America)

Investment Investment Investment Investment

300+ Professionals FTE 60+ Professionals FTE 450+Professionals FTE 70+ Professionals FTE
1 0 5 Research 16 Research 76 Research 1 3 Research
Specialists Specialists Specialists Specialists

https: fvww. mercer. comdour-thinking/mercer-esq-ratings. himl
hitps:[fwnnw. mercer. com/assetsius/en usishared-assetsAocalatiachments/pdi-wealth-guide-to-mercers-investment-strategy-research-ratings-mercer-2023. pdf




What is a boutique?
Noun.
A small shop or a small specialty department within a
larger store, especially one that sells fashionable clothes
and accessories or a special selection of other
merchandise.

Any small, exclusive business offering customized service.

collinsdictionary.com

& Mercer



Defining a boutique: asset management firms

1. Alignment

Employee Ownership

Long Term Incentives

Economic benefit

@ Mercer

2. Size

Assets Under
Management

Investment
Professionals

Employees

3. Focus

Products / Strategies

Asset Classes

Teams



Benefits

1. Alignment/ long-term incentives
2. Investment Leadership
3. Focus
4. Limited corporate distraction

5. Culture

&% Mercer




Risks

1. Governance / challenge
2. AUM concentration (strategy/client/market)
3. Inter-generational challenges
4. Distribution / marketing

5. Risk awareness

& Mercer




Supporting Research

Executive Summary
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» Affiliated Manager Group

» 2015 (updated 2018)

» 20 years and 11 universes
o >10% "principle” ownership
o Investments “sole business”
o <$100bn

» 62bps “boutique premium”

@ Mercer
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What is the outlook for boutique fund
managers?

YV YVYY

A

City University of London
“Mega Funds” vs. “Boutiques”
2007 to 2019

Boutiques outperform by
0.5% (0.2% net of fees)
Strongest in Small Cap and
Emerging Markets

>

>

FT Advisor - January 2024

“The peak may have passed’ for
boutiques.... on top of the market
turmoil and key person risk have come
challenges from increased regulatory
scrutiny”



Mercer Data: performance of “Boutiques” vs. “Non-Boutique”

Three Criteria
1. > 20% employee ownership
2. <$50bn AUM

3. <100 employees

2014-2018
2019-2023 ,
16 0.5% 0.9% . +0.6%
. =0, +0. -
~ 14 o 0 = -0.2%
a 12 a5
10 g
c 8 +0.8% = +0.4%,
2 6 23
L =
s 4 ;2
fy] 2 [Np] 1
0
Global US SC Core Emerging Mkts 0
Global US SC Core Emerging Mkts
mBoutiqgue =MNon Boutique
mBoutique = Non Boutique
2009-2013 2004-2009
. -0.3%
25 +0.0% +11% 10
@ 99 +0.0% S g
a o o
£ 15 £ 6
c =
210 =R
2 5 2 -0.6% +0.9%
= 5
o & 4 — ]
Global US 5C Core Emerging Mkts Global US SC Core Emerging Mkts
mBoutiqgue =Non Boutique mBoutique =Non Boufique
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Source: Mercerinsight. All data gross of fees in USD. Performance data as at 30 September 2024, Performance shows the unweighted average of qualifying boutique firms over period stated from 01 January to 31 December of end year



Mercer Data: performance of “Boutiques” vs. “Non-Boutique”

Risk Return — Global Equities: 2019-2023

25.00
20.00 .
L ]
L ]
L]
g 15.00 o L2
% 2 ‘:"\. bp o d ™ . ] L]
= - A e
E 3 .: .‘_ Y ot L. o / .
@ 10.00 "2 % ¢ b ¥ .
e . »
L ] [ ] L]
L]
L ]
5.00 .
0.00
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Volatility

e Boutique Non Boutique @ MSCI World (net)

Source: Mercerinsight. All data gross of fees in USD. Performance data as at 30 September 2024. Return and volafility data from 01 January 2019 to 31 December 2023 relative to MSCI World (net).
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Mercer Data: performance of “Boutiques” vs. “Non-Boutique”
Risk Return - US Small Cap Core Equities: 2019-2023
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Source: Mercerlnsight. All data gross of fees in USD. Performance data as a=t 30 September 2024. Return and volatility data to 31 December 2023 relative to MSCI Waorld (net).
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Concentration and specialism

Global Equity

500

450 .
“Boutique” (64 strategies):

400
. - Median # holdings = 41

%35[} . . - Median ex-post TE = 6.4%
3 300
§ 250 ’ . “Non-Boutique” (310 strategies):
8000 - Median # holdings = 63
E . ’ - Median ex post TE = 5.3%
Z 150 -

100 "1 > 2 .

50 aal ?5 _;:J.-Ad _».. Co ® et .. 4

0
0 5 10 15 20 25

Tracking Error (5y ex post)
* Boutique Non Boutique

Source: Mercerinsight. All data gross of fees in USD. Performance data as a=1 30 September 2024. Tracking error to 30 December 2023 relative to MSC1 World (net). Portfolio holdings as a=t 30 June 2024. Strategies within Mercer's global equity universe
included with 5 year of performance history and where Mercar collects holdings data. ¥ axis is capped at 500.
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What Matters...

' < 7!

v
Idea generation Portfolio Implementation Business
. Ph||050phy construction . Trading management
» Investment process » Guidelines « Turnover Business structure
« Competitive « Style - Capacity Business
advantage - Risk . Fees environment/culture
« Resources « Monitoring Remuneration

Non-investment
distraction

Diversity and inclusion

& Mercer



Case Study: Example Global Equity Portfolio

Deep Value
Employee AUM Investment Strategies

Growth Ownership  ($US bn) Professionals
Core >50% $200-500 20-50 10-20
Quality >50% $50-100 100-200 20-350

Qual-Value >50% $0-20 0-10 0-10

Quality Deep Value >50% $20-50 20-50 10-20
value Growth >50% $200-500 200-500 20-50

Quality

Charts are illustrative

@ Mercer



Innovation and specialism

"

ofl 0,0,

A T 4

Diversifying Capacity Specialist
Alpha Constrained Areas
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Important Notice

References to Mercer shall be construed to include Mercer LLC and/or its associated companies.

© 2024 Mercer LLC. All rights reserved.

This contains confidential and proprietary information of Mercer and is intended for the exclusive use of the parties to whom it was provided by Mercer.

This content may not be modified, sold or otherwise provided, in whole or in part, to any other person or entity without Mercer's prior written permission.

Mercer does not provide tax or legal advice. You should contact your tax advisor, accountant and/or attorney before making any decisions with tax or legal implications.
This does not constitute an offer to purchase or sell any securities.

The findings, ratings and/or opinions expressed herein are the intellectual property of Mercer and are subject to change without notice. They are not intended to convey any guarantees as to the future performance of the
investment products, asset classes or capital markets discussed.

Past performance is no guarantee of future results. The value of investments can go down as well as up, and you may not get back the amount you have invested. Investments denominated in a foreign currency will
fluctuate with the value of the currency. Certain investments, such as securities issued by small capitalization, foreign and emerging market issuers, real property, and illiquid, leveraged or high-yield funds, carry additional
risks that should be considered before choosing an investment manager or making an investment decision.

Please see the following link for more information on indices: https:/fwww.mercer.com/content/dam/mercer/attachments/private/nurture-cycle/gl-2020-investment-management-index-definitions-mercer. pdf

For Mercer's conflict of interest disclosures, contact your Mercer representative or see http://www.mercer.com/conflictsofinterest.

Information contained herein may have been obtained from a range of third party sources. While the information is believed to be reliable, Mercer has not sought to verify it independently. As such, Mercer makes no
representations or warranties as to the accuracy of the information presented and takes no responsibility or liability (including for indirect, consequential, or incidental damages) for any error, omission or inaccuracy in the
data supplied by any third party.

Investment management and advisory services for US clients are provided by Mercer Investments LLC (Mercer Investments). Mercer Investments LLC is registered to do business as “Mercer Investment Advisers LLC" in
the following states: Arizona, California, Florida, lllincis, Kentucky, New Jersey, Morth Carolina, Oklahoma, Pennsylvania, Texas, and West Virginia; as “Mercer Investments LLC (Delaware)” in Georgia; as "Mercer
Investments LLC of Delaware” in Louisiana; and “Mercer Investments LLC, a limited liability company of Delaware” in Oregon. Mercer Investments LLC is a federally registered investment adviser under the Investment
Advisers Act of 1940, as amended. Registration as an investment adviser does not imply a certain level of skill or training. The oral and written communications of an adviser provide you with information about which you
determine to hire or retain an adviser. Mercer Investments’ Form ADV Part 2A & 2B can be obtained by written request directed to. Compliance Department, Mercer Investments 99 High Street, Boston, MA 02110.

Mot all services mentioned are available in all jurisdictions. Please contact your Mercer representative for more information.

Certain regulated services in Europe are provided by Mercer Global Investments Europe Limited and Mercer Limited. Mercer Global Investments Europe Limited and Mercer Limited are regulated by the Central Bank of
Ireland under the European Union (Markets in Financial Instruments) Regulation 2017, as an investment firm. Registered officer. Charlotte House, Charlemont Street, Dublin 2, Ireland. Registered in Ireland No. 416688.
Mercer Limited is authorized and regulated by the Financial Conduct Authority. Registered in England and Wales No. 984275. Registered Office: 1 Tower Place West, Tower Place, London EC3R 5BU.

Investment management services for Canadian investors are provided by Mercer Global Investments Canada Limited. Investment consulting services for Canadian investors are provided by Mercer (Canada) Limited.
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Closing remarks

Value assessment by looking at outcomes for
investors

Furio Pietribiasi— CEO, Mediolanum International Funds
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Assessment of value for investors
looking at their outcomes

What are the most influencing factors

* Furio Pietribiasi

MedMe
October 2024




2023 Average Investor Returns in US

01/01/2023-12/31/2023

Average Equity Fund

Investor

Average Fixed Income - 2.90%

Fund Investor

Bloomberg Aggregate - 553%
Bond Index
Average Asset Allocation _ 9.58%
Fund Investor
Inflation - 3.35

0 5 10 15 20 25

m
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Equity Fund US Investor Holding period 2000-2023

4.94

4.50
427 426 429

4 Fomom - 886

3.29 220

2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023
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Fixed Income Fund US Investor Holding period 2000-2023

2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023
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Buy and Hold Investor (at S&P Return)

$100,000 Equity Portfolio -Jan 1, 2023 — Dec 31, 2023

)

120,000

100,000

80,000

60,000

$120,650 $£120,800
3120650 ¢$118.729 120,80

$100,000~~%100,000 $100'000 $100,000 $100,000 $100,000 $100,000 $100,000 $100,000 $100,000 $100,000 $100,000

£126,288

$100,000

® @ ® @ @ ® & ® & &

Contributions Money Earned
$100,000 $26,288

1/1 1/31 2/28 3/31 4/30 5/31 6/30 7/31 8/31 9/30 10/31 11/30 12/31

B Contributions [ Account Balance
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Average Equity Fund Investor

$100,000 Equity Portfolio -Jan 1, 2023 — Dec 31, 2023

120,000 $117,207
51:1.92;//.
).”””\ $105,897 $106702 4445
$103,936 %103.20
100.000 E-J&;JU *::ﬂ__;hu :j::—f:; $99,169  $98,688 $98499  $98146 $97.793  $97.654 :"lz’b tos 768 970735
’ s —— & > F ® ° e-_— :«_,L-_.x'ui-. :..._u_
80,000
-6,116 USD
Ty,

Contributions Money Earned

60,000 $97,035 $20,172
1/1 1/31 2/28 3/31 4/30 5/31 6/30 7/31 8/23 9/23 10/23 11/23 12/23

B Contributions M Account Balance
(m)
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Buy and Hold Investor (at S&P Return) 20 years

$100,000 Equity Portfolio -Jan 1, 2004 — Dec 31, 2023

600,000
400,000
Contributions Account Balance Money Earned g \
$100,000 $636,366 $536,366
200,000
et Wy A
R A S R R I S I S SR R A S L R VI R R S AR A AR R
SO R R R W R A NG NG AN ~\j, C G VM M G VA AN
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Average Equity Fund Investor 20 years

$100,000 Equity Portfolio -Jan 1, 2004 — Dec 31, 2023

600,000
-241,207 USD
400,000
Contributions Account Balance Money Earned
$69,245 $364,404 $295,159
200,000
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Client Outcome main driver is coming from investors’

Behavior

FINANCIAL &
BEHAVIOURAL

ADVICE BIGGEST IMPACT

® * ON FINANCIAL OUTCOMES
OF CLIENTS

BETTER
BETA (O serrev

ALPHA
mmwmm 5-10% OF CLENT OUTOOME
Gamma - the value of all efforts that sit outside of investment Beta - the value created by well-constructed Alpha - the value of active
portfolio construction. This includes the value that a financial investment portfolios — achieving expected management - achieving returns
advisor adds to a client relationship, and comes from the creation investment returns for the lowest possible risk. superior to passive benchmarks with
and follow through of a well-constructed financial plan. a similar composition and risk profile.
¢ REPRESENTATIVE CONTRIBUTIONS TO CLIENT FINANCIAL OUTCOMES »

Source IG Wealth Management/MacKanzie Asset Management
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Mediolanum Services to guide virtuous Investors

Behaviour for better outcomes

® Big Chance (2001)

* Capitalis initially invested in money market fund
* A portion of the assets is switched twice monthly into equity funds, investing the entire amount over 3/12-month period

® Intelligent Investment Strategy (2016)

* Capitalis initially invested in money market fund
* A portion of the assets is switched once or twice monthly into equity funds or U-L policy, investing the entire amount over 3/5-

year period
* Instalment amount automatically increases if equity fund value drops. Capital gains on equity >10% are switched back into
money market fund to be reinvested over time

® Intelligent Accumulation Plan (2020)
* Long-term instciment plan that shifts small amount of savings from current account to mutual funds monthly
* Allows customers to gradually enter BMED equity & fixed-income funds
* Instalment amount automatically doubled each month the fund unit price is 5% below the avg unit price of a customer

)
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The ‘lIS’ service at work: Market crises are buying

opportunities

ol
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Conclusions

 Clients’ outcomes begin with education on harnessing the volatility of financial
markets.

 (Clients’ outcomes depend on the alighment between investment product strategies
and investors’ needs.

* The best-performing products alone don’t generate the best outcomes; virtuous
investor behaviors do!

* The right time horizon is critical for optimal outcomes. For equities, this means 10
years or more.

* Costis secondary and not the main driver of client satisfaction.
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Net Contributions/Withdrawals

as a % of Assets

9. 75% 10.70%
5.64%
4.00% 4.08%
2.85%
1.54% 1.84%
0.37% 0.30%
-0.46%
1.84% -1.17% 299%
2013 2014 2015 2016 2017 2018 2019
Equity Fixed Income

)

@.52%
7.46%
2.64%
-2 399 -2.15% 2979
-4.61%
-7.37%
2020 2021 2022 2023
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Drivers of Investors Behaviour

. . Mental
Loss Aversion Narrow Framing . Diversification
Accounting

Expecting to Making Taking undue Seeking to
find high decisions risk in one area reduce risk,

returns with without and avoiding but simply
low risk considering all rational risk in using different

implications another sources

q’
Media Response Regret Optimism
Relating to the Tendency to react Treating errors of Copying the Belief that good
familiar to news without commission more behavior of others things happen
EKPEriEnCES, reasonable seriously than even in the face of to me and bad
even when examination errors of omission unfavorable things happen
inappropriate outcomes to others

2024 DALBAR Report | Quantitative Analysis of Investor Behavior
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Thanks!

Lunch will be served in the Marker Hotel — Forbes Street Restaurant
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