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Future Shock

Financial advisors navigate short-term risk to ensure
long-term success

Executive Summary of Latin American Findings




Trapped between long-term

demographic threats and short-term
economic risks

Financial advisors are feeling pressure from all sides as they look to ensure the future of
their businesses. Investment assumptions are being tested by lower inflation, lower rates,
and slowing growth. Clients are demanding more specialized services while holding high
expectations for investment performance. And portfolio construction is becoming more

complex as advisors adopt a wide range of new products and look to incorporate private
investments in their strategies.

To futureproof their practices, advisors will need to address the short-term challenges
and long-term pressures shaping four critical areas of the business:
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What it takes to grow

Despite the pressure, advisors are optimistic. They anticipate an average of 11.1%
growth on a one-year basis and expect annualized growth of 14.2% over the next
three years. How will they get there?

Key growth factors

VY28 Demonstrate value beyond asset allocation
A8 Help clients better assess their risk profile
“ESY/8% Establish relationship with client heirs
A7 Getting clients to invest beyond cash

IPAZSS Merger/Acquisition

$fe¥/» Meet demand for private assets

S{0F20 Transitioning more of my clients to model portfolios

Advisors say they'll need to add an
average of 34 new clients each year
for the next three years to meet their
growth goals.




Wealth transfer:
Existential threat or
growth opportunity?

How often
advisors retain
assets
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With $84 trillion passing from one generation to the next over the next 20
years,! 53% of financial advisors globally say generational wealth transfer
presents an existential threat to their business. The future looks challenging,
and 46% are increasingly worried they will not retain assets from clients’
spouses or next-generation heirs.

Despite this, advisors have had some success in retaining assets. Overall, they
report holding on to client relationships 72% of the time when the spouse
inherits. But when a client’s children inherit, asset retention is a 50/50
proposition. And nothing is guaranteed: 43% say they've lost significant assets
through generational attrition.

What helps retain assets?

A Long-term relationship building

stel/A» Offering ancillary services, such as trust

slay/ 1y Personalized services, such as networking

e/ Offering a financial boot camp for next-generation heirs

elayA» Implementing unified managed accounts (UMAS) for clients




CLIENT
ACQUISITION

Many advisors are focused on finding efficiencies that can help them get better at prospecting.

C I I e nts CO m e fl rSt Most put client segmentation (57%) at the top of the list, but many are chasing the same

clients. Globally, advisors say younger individuals either entering or in the midst of their prime

i n g rOWt h p I a n S earning years represent the sweet spot for prospecting. In LATAM: 88% focused on those

between the ages of 35 and under 50, while 70% focused on those between age 50 and 60.

While keeping clients on the books Segment priorities for client acquisition in next 12 months

is essential to growing a business, Global ~ LatAm  Euro  Asia us
18-34 46% 67%  47% 54% 14%

adding new clients is just as
important. But time-strapped
advisors currently dedicate less than
10% of their time on this critical
growth activity.

35-49 72% 88% 82% 70% 46%
50-59 85% 70% 86% 82% 96%
60-64 61% 49% 96% 54% 88%
65+ 37% 26% 30% 40% 56%

N d O, O, (o) O,
B 27% 25% 35% 12% 26%




INVESTMENT
MANAGEMENT

Policy presents greater
long-term considerations

In an environment marked by the first rate cuts in four years, market highs, and
slowing growth, financial advisors have the added challenge of navigating a year
of contentious elections globally. In the short-term, 68% say the fundamentals
are more important than elections. In the long term, policy will ultimately matter,
as 64% rank public debt as a top economic risk.

Where advisors see high risk ahead

Expansion of wars

66%

Persistent inflation

64%
Public debt

62%
US/China relations
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China economy
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Tax hikes

56%
Tech bubbles

56%

Valuations

53%

Climate risk

49%
Al disruption to job market
49%
High levels of corporate debt
46%
Strength of US dollar



CLIENT Toprisks clients need to pay attention to right now

MANAGEMENT

A matter of time

UNEAS Timing the market/chasing returns

2{0FA Too much cash on the sidelines

PAKZ3S Unrealistic return expectations

Advisors spend 42% of their time meeting with or Advisors also caution that after an extended run-up
managing clients, but there’s still more work to be in equities, investors should be aware of unrealistic ° .
done. In the long term, advisors need to address expectations (29%). When asked in 2023, investors Reling tee e o erme vElus a5 e 2se
growing client demand for financial planning said they expect their investments to earn 14.8%
services, which 64% believe differentiates their above inflation over the long-term.2 In 2024, Forgetting about tax implications
practice. In the short term, advisors have to keep advisors said 10% above inflation is more realistic,
client invested and help them avoid their number- leaving a 47% expectations gap between the two. Having the wrong risk profile for their age
one investor mistake: timing the market.
Over-spending

Top client questions:

64% 64%

What do | need to do Am | protected from How do | preserve Should I be worried Am | going to meet Why should | get back
to outpace inflation? a market downturn? and pass on what | about my investment my goals? in the market when
built? because of the election? cash looks so good?




Getting cash off the
sidelines

Asked to define risk in our 2023 investor survey,
individuals cited exposure to volatility (30%) or
loss of capital (17%). Few thought of risk in
terms of failing to meet their goals (11%) or
having too much allocated to cash (4%).2

Today, nearly one-third of advisors globally (32%) and as many as 62% in Singapore,
41% in the UK, and 30% in LATAM think having too much cash on the sidelines is
something clients need to be aware of.

With rates reaching 15-year highs since 2023, investors have been flooding into cash
instruments to chase risk-free returns. The problem is that even at 5%, cash alone
cannot generate the returns most investors need to meet long-term funding goals.
Advisors have much to discuss with clients in order to get them reinvested, but they
say most effective is educating them on the risk of missing out (52%) on market
performance.

To help clients become comfortable with investing again, advisors say it's important
to help them understand their risk capacity (52%) and remind them that they need
growth so they don't outlive their assets (44%).

Discussing key points about cash will be critical:

Inflation will cut Interest rates could be If their investments don't
into their earnings significantly lower when earn enough, they could
over time. they have to reinvest. outlive their assets.



PRODUCT
SELECTION

Access, liquidity essential
to private asset adoption

assets, the biggest challenge is that attractive given high correlations in
it's difficult to build a portfolio of public markets.

private assets at scale, according to
59% of financial advisors in Latin

o :
America. Given increased investor 42% S PRl AR R

demand, 58% also plan to augment improved outcomes for clients.

the use of private assets in the next

five years. But 75% say the 67% say clients don’t understand
availability of more liquid products the holding period that comes with
will lead them to recommend private private investment, so more investor
assets to clients more often. education is needed.

Active ETFs: Pinpointing opportunity,
managing risk

Active exchange-traded funds (ETFs) are the best of both worlds: Clients
get access to investments that focus on beating the benchmark, but that
still provide the tax benefits, intra-day liquidity and fee structure of an ETF.

(o) of financial advisors say they plan to increase their use
54 /o of active ETFs.

7 0/ of financial advisors see potential beyond outperformance
O and are looking to active ETFs to manage client risk

exposure

4 1 O/ say they increase their use of active ETFs when
O volatility increases.



Summary

Futureproofing the business

Financial advisors have set big goals for growth over the next three years. They're
under pressure from all sides as they look to add assets and clients. But even as
they recognize the challenge, they're responding with smart solutions.

- The generational wealth transfer puts assetsat ~ When it comes down to it all, advisors

risk, but they know they'll need to focus their genuinely have all they need to
efforts on keeping client heirs on the books. futureproof their business. To succeed
they will need to continually adapt —
+ They also know that bringing in new clients is something they've become accustomed
fundamental, and they're streamlining to over the past two decades.

operations and their investment process to
increase their opportunity set.

+ They'll need to manage investments through a
changing macro and market environment, but
the bigger challenge will be managing clients
though the change. To be successful, they'll
need to reeducate clients on key investment
concepts, get them acclimatized to new risks,
and help them manage their expectations.




About the Survey: Natixis Investment Managers, Global Survey of Financial Professionals, conducted by CoreData Research between June 2024 and
August 2024. Survey included 2,700 respondents in 20 countries, including 400 in Latin America.

1. Cerulli Associates: U.S. High-Net-Worth and Ultra-High-Net-Worth Markets 2021.

2. Natixis Investment Managers, Global Survey of Individual Investors, conducted by CoreData Research in March 2023 and April 2023. Survey included
8,550 individual investors in 23 countries.

The views and opinions expressed may change based on market and other conditions. This material is provided for informational purposes only and
should not be construed as investment advice. There can be no assurance that developments will transpire as forecasted.

Actual results may vary.

All investing involves risk, including the risk of loss. No investment strategy or risk management technique can guarantee return or eliminate risk in all
market environments.

The data shown represents the opinions of those surveyed, and may change based on market and other conditions. It should not be construed as
investment advice.

This document may contain references to copyrights, indexes and trademarks that may not be registered in all jurisdictions. Third-party registrations
are the property of their respective owners and are not affiliated with Natixis Investment Managers or any of its related or affiliated companies
(collectively “Natixis”). Such third-party owners do not sponsor, endorse or participate in the provision of any Natixis services, funds or other financial
products. The index information contained herein is derived from third parties and is provided on an “as is” basis. The user of this information assumes
the entire risk of use of this information.

Each of the third-party entities involved in compiling, computing or creating index information disclaims all warranties (including, without limitation, any
warranties of originality, accuracy, completeness, timeliness, noninfringement, merchantability and fitness for a particular purpose) with respect to such
information.

This material may not be redistributed, published, or reproduced, in whole or in part. The analyses and opinions expressed by external third parties are
independent and do not necessarily reflect those of Natixis Investment Managers. Although Natixis Investment Managers believes the information
provided in this material to be reliable, including that from third-party sources, it does not guarantee the accuracy, adequacy or completeness of such
information. The analyses and opinions referenced herein represent the subjective views of the author as referenced, are as of October 2024 and are
subject to change. There can be no assurance that developments will transpire as may be forecasted in this material.

In the E.U.: Provided by Natixis Investment Managers International or one of its branch offices listed below. Natixis Investment Managers International
is a portfolio management company authorized by the Autorité des Marchés Financiers (French Financial Markets Authority — AMF) under no. GP 90-
009, and a public limited company (société anonyme) registered in the Paris Trade and Companies Register under no. 329 450 738. Registered office:
43 avenue Pierre Mendes France, 75013 Paris. Germany: Natixis Investment Managers International, Zweigniederlassung Deutschland (Registration
number: HRB 129507): Senckenberganlage 21, 60325 Frankfurt am tute financial advice. This is not a regulated offer for the purposes of the Financial
Markets Conduct Act 2013 (FMCA) and is only available to New Zealand investors who have certified that they meet the Main. Italy: Natixis Investment
Managers International Succursale Italiana, Registered office: Via San Clemente 1, 20122 Milan, Italy. Netherlands: Natixis Investment Managers
International, Nederlands (Registration number 000050438298). Registered office: Stadsplateau 7, 3521AZ Utrecht, the Netherlands. Spain: Natixis
Investment Managers International S.A., Sucursal en Espafia, Serrano n°90, 6th Floor, 28006 Madrid, Spain. Sweden: Natixis Investment Managers
International, Nordics Filial (Registration number 516412-8372 - Swedish Companies Registration Office). Registered office: Covendrum Stockholm City
AB, Kungsgatan 9, 111 43 Stockholm, Box 2376, 103 18 Stockholm, Sweden. Or, Provided by Natixis Investment Managers S.A. or one of its branch
offices listed below. Natixis Investment Managers S.A. is a Luxembourg management company that is authorized by the Commission de Surveillance
du Secteur Financier and is incorporated under Luxembourg laws and registered under n. B 115843. Registered office of Natixis Investment Managers
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Investment Managers UK Limited, which is authorised and regulated by the UK Financial Conduct Authority (FCA firm reference no. 190258) - registered
office: Natixis Investment Managers UK Limited, Level 4, Cannon Bridge House, 25 Dowgate Hill, London, EC4R 2YA. When permitted, the distribution of
this material is intended to be made to persons as described as follows: in the United Kingdom: This material is intended to be communicated to
and/or directed at investment professionals and professional investors only; in Ireland: This material is intended to be communicated to and/or

directed at professional investors only; in Guernsey: This material is intended to be communicated to and/or directed at only financial services
providers which hold a license from the Guernsey Financial Services Commission; in Jersey: This material is intended to be communicated to and/or
directed at professional investors only; in the Isle of Man: This material is intended to be communicated to and/or directed at only financial services
providers which hold a license from the Isle of Man Financial Services Authority or insurers authorised under section 8 of the Insurance Act 2008. In the
DIFC: Distributed in and from the DIFC f inancial district to Professional Clients only by Natixis Investment Managers Middle East (DIFC Branch), which
is regulated by the DFSA. Related financial products or services are only available to persons who have sufficient financial experience and
understanding to participate in financial markets within the DIFC, and qualify as Professional Clients or Market Counterparties as defined by the DFSA.
No other Person should act upon this material. Registered office: Unit L10-02, Level 10, ICD Brookfield Place, DIFC, PO Box 506752, Dubai, United Arab
Emirates. In Singapore: Provided by Natixis Investment Managers Singapore Limited (NIM Singapore) having office at 5 Shenton Way, #22-05/06, UIC
Building, Singapore 068808 (Company Registration No. 199801044D) to distributors and qualified investors for information purposes only. NIM
Singapore is regulated by the Monetary Authority of Singapore under a Capital Markets Services Licence to conduct fund management activities and is
an exempt financial adviser. Mirova Division (Business Name Registration No.: 53431077W) and Ostrum Division (Business Name Registration No.:
53463468X) are part of NIM Singapore and are not separate legal entities. This advertisement or publication has not been reviewed by the Monetary
Authority of Singapore. In Taiwan: Provided by Natixis Investment Managers Securities Investment Consulting (Taipei) Co., Ltd., a Securities Investment
Consulting Enterprise regulated by the Financial Supervisory Commission of the R.0.C. Registered address: 34F., No. 68, Sec. 5, Zhongxiao East Road,
Xinyi Dist., Taipei City 11065, Taiwan (R.0.C.), license number 2020 FSC SICE No. 025, Tel. +886 2 8789 2788. In Japan: Provided by Natixis Investment
Managers Japan Co., Ltd. Registration No.: Director-General of the Kanto Local Financial Bureau (kinsho) No.425. Content of Business: The Company
conducts investment management business, investment advisory and agency business and Type Il Financial Instruments Business as a Financial
Instruments Business Operator. In Hong Kong: Provided by Natixis Investment Managers Hong Kong Limited to professional investors for information
purpose only. In Australia: Provided by Natixis Investment Managers Australia Pty Limited (ABN 60 088 786 289) (AFSL No. 246830) and is intended
for the general information of financial advisers and wholesale clients only. In New Zealand: This document is intended for the general information of
New Zealand wholesale investors only and does not constirequirements in the FMCA for wholesale investors. Natixis Investment Managers Australia
Pty Limited is not a registered financial service provider in New Zealand. In Latin America: Provided by Natixis Investment Managers International. In
Chile: Esta oferta privada se inicia el dia de la fecha de la presente comunicacién. La presente oferta se acoge a la Norma de Caracter General N°336
de la Superintendencia de Valores y Seguros de Chile. La presente oferta versa sobre valores no inscritos en el Registro de Valores o en el Registro de
Valores Extranjeros que lleva la Superintendencia de Valores y Seguros, por lo que los valores sobre los cuales ésta versa, no estan sujetos a su
fiscalizacion. Que por tratarse de valores no inscritos, no existe la obligacion por parte del emisor de entregar en Chile informacién publica respecto de
estos valores. Estos valores no podran ser objeto de oferta publica mientras no sean inscritos en el Registro de Valores correspondiente. In Colombia:
Provided by Natixis Investment Managers International Oficina de Representacion (Colombia) to professional clients for informational purposes only as
permitted under Decree 2555 of 2010. Any products, services or investments referred to herein are rendered exclusively outside of Colombia. This
material does not constitute a public offering in Colombia and is addressed to less than 100 specifically identified investors. In Mexico: Provided by
Natixis IM Mexico, S. de R.L. de C.V., which is not a regulated financial entity, securities intermediary, or an investment manager in terms of the Mexican
Securities Market Law (Ley del Mercado de Valores) and is not registered with the Comision Nacional Bancaria y de Valores (CNBV) or any other
Mexican authority. Any products, services or investments referred to herein that require authorization or license are rendered exclusively outside of
Mexico. While shares of certain ETFs may be listed in the Sistema Internacional de Cotizaciones (SIC), such listing does not represent a public offering
of securities in Mexico, and therefore the accuracy of this information has not been confirmed by the CNBV. Natixis Investment Managers is an entity
organized under the laws of France and is not authorized by or registered with the CNBV or any other Mexican authority. Any reference contained
herein to “Investment Managers” is made to Natixis Investment Managers and/or any of its investment management subsidiaries, which are also not
authorized by or registered with the CNBV or any other Mexican authority. In Uruguay: Provided by Natixis Investment Managers Uruguay S.A. Office:
San Lucar 1491, Montevideo, Uruguay, CP 11500. The sale or offer of any units of a fund qualifies as a private placement pursuant to section 2 of
Uruguayan law 18,627. In Brazil: Provided to a specific identified investment professional for information purposes only by Natixis Investment
Managers International. This communication cannot be distributed other than to the identified addressee. Further, this communication should not be
construed as a public offer of any securities or any related financial instruments. Natixis Investment Managers International is a portfolio management
company authorized by the Autorité des Marchés Financiers (French Financial Markets Authority - AMF) under no. GP 90-009, and a public limited
company (société anonyme) registered in the Paris Trade and Companies Register under no. 329 450 738. Registered office: 43 avenue Pierre Mendés
France, 75013 Paris. The above-referenced entities are business development units of Natixis Investment Managers, the holding company of a diverse
lineup of specialised investment management and distribution entities worldwide. In the United States: Provided by Natixis Distribution, LLC, 888
Boylston St., Boston, MA 02199. Natixis Investment Managers includes all of the investment management and distribution entities affiliated with
Natixis Distribution, LLC and Natixis Investment Managers S.A. This material should not be considered a solicitation to buy or an offer to sell any
product or service to any person in any jurisdiction where such activity would be unlawful.
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