2020 The Value of an Adviser ] e s

Adviser value is real. Amplify it.




/ “Value” is a tricky word

Many meanings
Overused

Based on perception

In the eye of the beholder
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“Valuable”
You've been Banksy'd

Image source: www.alamy.com, image ID: R978T1.jpg
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“Value” meal

Image source: www.alamy.com, image ID: HPYCA1T .jpg
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Value of an adviser — why is it important?

41% 79%

of Australians |dentified that
intend to get Financial
financial advice Advisers have

expertise that
they don’t have

Source: ASIC Financial Advice: What consumers really think Aug 2019

35%

|dentify Financial
Advice as too
expensive
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The value communication gap
Often a disconnect between advisers and clients
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What do your

What do your best What more can
clients value in you clients tell others you be doing?
and your team? about you?

Do you, your team and every one of your clients have a
mutual definition of the value that you deliver?

Russell
4] Investments

| 6



/ 2020 Value Formula ] e ents

5 Quantifying and
communicating

adviser value




ARNEENCRYE R T

Appropriate
Asset
Allocation

Behavioural Cost of cash

mistakes

~ VALUE

Expertise in Tax-effective
additional investing
wealth

management

services

Russell
#4) Investments

/| 8



A

Appropriate Asset
Allocation
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The value of A is 0.90%

3000 non-advised
superannuation
members *

Unaware of
where their funds
were invested

Source:

* Russell Investments — Member research 2020

Under 35 year old
non-advised
investors **

81%

Were seeking
stable or
guaranteed returns

** Deloitte, Access Economics ASX Investor Study 2017

Most risk averse
non-advised
investors **

Were expecting of
investment returns
over 10%
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0.90%

“ Investors could be making a fatal flaw
0.90%

Average returns of Australian equity and bond
portfolios over a 20-year period.

AVERAGE 10 YEARS OF ROLLING 20 RETURN ON 5100,000 INWVESTED
YEAR RETURN (MAY 2011-MAY2020) OVER 20 YRS
Australian Equities 9.7%
Australian Bonds 7.4%
30/70 Paortfolio 8.1% 5472, 689.62
70/30 Portfolio 2.0% 5558,500.10
Difference 0.9%p 585 810.48
Source: Russell Investments
Russell / 11
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Behavioural mistakes
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Investors don’t always do what they should

Because investing can be emotional

/Euphorix

‘ _ A ‘ Anxiety ] ]
Thril : Point of maximum
® : financial opportunity
/ Excitement ® Optimism
® : Fear : o
Optimism : /
Point of maximum : Relief
financial risk ® Panic V ®
\‘ / Hope
Despondency

For illustrative purposes only.
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Investor behaviour during COVID-19

Two types of investor behaviour emerged

Loss Averse

O
A

When investors are so
fearful of loss that they will
focus on trying to avoid a
loss rather than focusing
on making gains

For illustrative purposes only.

Overconfident

O
A

When investors have high
conviction in their decisions
despite taking into account
the actual risk, return or
impact
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What drives investors to select one response

over another?

Recent proof of a "Buy High And Sell Low™ Mentality

U. 5. open ended mutual fund and passive ETF flows vs market flows
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Diata showm is historical and not an indicator of future results.
Sources: Monthly mutual fund, passive ETF flows and Russell 3000® Index, Momingstar, Direct
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Data as of September 2020. Index performance is not indicative of the performance of any specific investment. Indexes are mot managed and may not be

invested in directly.

NET INFLOW ($US BILLIONS)
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Average stock-fund investor’s inclination

The high cost of investor behaviour
1984 - 2020

8.73% 10.92%

“Average” Investor Russell 3000® Index

Source: “Aserage” Investor = Russell Investment Group, Thomson Reuters DataStream. Return was caloulated by deriving the internal rate of return (IRR)
based on I1C| monthly fund flow data which was compared to the rate of return if invested in the Russell 3000& Index and held without alteration from
January 1, 1984 to July 2020. This seeks to illustrate how regularly increasing or decreasing equity exposure based on the current market trends can
sacrifice even market-like returns. Indexes andfor benchmarks are unmanaged and cannot be invested in directly. Returns represent past performance, are
not a guarantee of future performance, and are not indicative of any specific investment.
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Elevate your value: Behavioural Coaching
We can’t control the markets, but we can help manage investor behaviour

3

Sl

Psychology

Traditional economics
& finance

\ 4

BEHAVIOURAL
ECONOMICS
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Manage the conversation

Al Using behavioural finance to help investors manage their human biases

Loss
aversion

Over-
confidence

Herding

Familiarity

Mental
accounting

Humans tend
to prefer
avoiding
losses than
acquiring
equivalent
gains

Humans tend
to over-
estimate or
exaggerate
our ability to
successfully
perform tasks

Humans tend
to mimic the
actions of the
larger group

Humans tend
to prefer what
is familiar or
well-known

Humans tend
to attach
different
values to
money based
on it source
or location

o

Sell winners too

early, hold onto
losers too long

Trade

too often

For illustrative purposes only.

can lead to...

Buy high,
sell low

Overweight
home country

\'

Naive

diversification
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C Cost of cash
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8 The preference for cash

0.60%

Image Source: Reserve Bank of Australia Bank Notes
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0.60%

Scenario 1

O
A

Holds all the defensive
allocation (30%) of
their portfolio in cash.

O Two hypothetical SMSF investors

Scenario 2

O
A

Invests their defensive
allocation in a Diversified

Fixed Income Portfolio
10% Cash
10% Australian Bonds
10% International Bonds
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Expertise in
additional wealth
management services

Ri 11
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Step 1
Discovery
conversation/
Fact finding

Step 2

Translate

facts to GCP

\

Goals

Step 3
Create the
plan

Elevate your value through client engagement

Step 4 Step 5

Map plan to Monitor
a solution progress

Continuous communication

For illustrative purposes only
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H Client Engagement Roadmap

$$$

Your Future Financials Pty Ltd

April - June, 2020

Funded partholio repork
Mlarket update webinar
Mewsletter

Lifestyle Event

Education - Diversification

Jamwary - March, 2020

Wills and Trust Planning
Scheduled Acti

Scheduled Actirities

Introduction meeting

Data collection and analysis

Data collection and analysis
fodelling and Recommendations
Statement of Advice

Authaority to procesd

Dctober — December, 2021

Scheduled Acti

Personalized Portbalio review and report
Parket update webinar

July - September, 2020

Fcheduled Actirities

Check-in report

Plarket update webinar
Mewsletter

Inwestment update event
Education - Portholios
Social Event

Jay Johns

Quarterly Roadmap

Dctober — December, 2020

Scheduled Activities

Personalised Portfolio review and report
Social Event

Aged care plan

Flevrzletter

Education - Shares

Janmary - Marchk, 2021

Fcheduled Actirities

Annual Fewview meeting
Maodelling and Recommendations

Mewsletter Aged care plan
Social Event Staterment of Advice
Authority to procesd
July - September, 2021 April - June, 2021
Scheduled Activities Fcheduled Activities
Check-in repark Funded portfolio report
Inuestment update event Plarket update webinar
Mewsletter Mewsletter
Mlarket update webinar Lifestyle Event
Education - Inwestment tai Education- Bonds
Russell
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Expertise through education and experience

Image Source: medicalexpress.com
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Planning is complex and varied

Tax & Estate

Plannin :
Education Funding g Regular reviews

’_\
- ~

Employee Benefits

Review / \ Property
Stock Options I ‘ Long-Term Care
Student Loans , ' Disability Insurance

I Life Insurance

/

One-off requests for
advice

Investment & Cash \
Flow Analysis

Savings & Distribution \
Analysis

For illustrative purposes only.
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Expertise through efficiency
Personal outsourcing economy — the value of our time

558

Childcare

House cleaning
Personal training
Garden maintenance
Food delivery

Meal kit service
Laundry service

Opportunity to outsource financial matters
to save time effort & mental load

Russell
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T Tax-effective investing
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1IN Optimising tax for clients

1.50%

[ 4

Z

STRUCTUAL TAX TAX EFFECTIVE PORTFOLIO
STRATEGIES STRATEGIES

Ri 11
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Structural tax strategies

Optimising tax for non-superannuation assets

Managing ‘tax surprises’

Salary sacrifice

Transition to retirement strategies

Reinvesting tax savings

Ri 11
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1.50%

Platform level trading

Managed
Account
Portfolio

I Managed Portfolios and managing tax opportunities

Underlying portfolio trading

Direct Shares

2

3

Dynamic Core
Managed Fund

>

<

-

Highlighting specific tax smart decisions
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WHAT IS THE CUMULATIVE VALUE OF THE VARIOUS
SERVICES OFFERED BY AN ADVISER?

ARNERNCRYERY T

0.90% 2.2% 0.60% PRICELESS 1.50%

~ VALUE

5.20%

Adviser value is real. Amplify it.

Ri 11
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Client: Jennifer Client: Robert

Advice needs: Super and Advice needs: TTR strategy, small
insurance strategy business needs, complex insurance
Balance: $250,000 Balance: $500,000

Cost of advice: $3,250 Cost of advice: $5,000

Value of advice: $13,250 Value of advice: $26,500

Excess value created: $10,000 Excess value created: $21,500

Adviser value is real. Amplify it.

Russell
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Your value is only as good as the
client experience that you are
reliably delivering,
clearly communicating,
and constantly elevating



/Close the communication gap with your clients

Russell Investments can help

Request your Amplify your value Toolkit

Client Report “Value of Adviser”
Client Discovery Tool

Client Engagement Roadmap
Time Capacity Analyser

Client Conversation Centre
Investment Solutions

V V.V V VYV

Ri 11
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Supporting you and your clients

SECTOR
FUNDS

7

EXCHANGE
TRADED FUNDS

Q
A

MANAGED
ACCOUNTS

I

I
MULTI-ASSET
FUNDS

N

I
REAL RETURN
FUNDS

4l

WEALTH & SUPER
SERIES

Premium
investment
solutions

Delivering real
value, managing
risk and gaining

new sources of

return—the
best ideas
from around
the globe.

Premium
business
solutions

By focussing
on what truly
matters to
your clients,
we can help
you transform
and grow your
business.

P

How we can help

PORTFOLIO
STRATEGY DESK

I
INVESTMENT
INSIGHTS

BUSINESS
RESOURCES

3

W

PRACTICE
MANAGEMENT

INTERACTIVE
TOOLS

CLIENT
MATERIALS
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/ Russell Investments Managed Portfolios

Diversification and dynamism are key in our managed portfolios

—_r’_"lﬂ
L®

/!
Leading active Real-time Compelling
strategies adaptability price
(where it matters) (35% of the portfolio) (as low as 64.5bps)

ACROSS FOUR RISK ADJUSTED PORTFOLIOS

\ Conservative Diversified Balanced
30/70 50/50 70/30




Core ingredients
Drawing from our complete toolkit of active, factor and passive

strategies

C)

Real return
dynamic core

Dynamic real return
multi-asset strategies

v

Direct ownership of
Australian stocks

Australian equity
managed portfolios

Passive
ETFs

equity and fixed income
exchange traded funds

Russell
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Memorable experience can add value

What will you do to amplify your value?
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Auction Value: US$1.4M Estimated post-auction value: US$2.8M

Source: Pre-auction photo www.independent.ie/world-news/banksy-artwork-shreds-itself-after-1m-sale-at-auction-37390701.html / Post-auction photo: www.alamy.com, image ID: PW5WH9.jpg
https://www.google.com/url?sa=i&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwjl14SXm5XhAhVUqp4KHQi5Cx8QjRx6BAgBEAU&url=https%3A%2F %2Fwww.nbcnews.com%2Fthink%2F opinion%2Fbanksy-s-shredded-painting-stunt-
was-viral-performance-art-who-ncna921426&psig=AOvVaw3HiLhxd9QH-3etfg 1KdBZI&ust=1553325668011155 accessed on March 22, 2019; Post-auction estimated value: CNN Money.
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/Thank you.

Any questions?
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/We are here to help

Meet the Russell Investments team

Tanya Hoshek Terry Tyrrell

Ross Nayler Ryan Harbin
-
=8 — |- e

P N .AE L

Head of Distribution, Adviser & Regional Manager — NSW/ACT Regional Manager — WA/SA/NT Regional Manager - QLD
Intermediary Solutions Mobile: +61 419 264 276 Mobile: +61 481 001 496 Mobile: +61 403 991 976
Regional Manager — VIC/TAS Email: ttyrrell@russellinvestments.com Email: rnayler@russellinvestments.com Email: rharbin@russellinvestments.com
Mobile: +61 434 402 865
Email: thoshek@russellinvestments.com
Neil Rogan Leo Feldman Bronwyn Yates

Head of Wholesale Distribution
Mobile: +61 401 716 113
Email: nrogan@russellinvestments.com

Head of Key Account Management Director, Head of Business Solutions
Mobile: +61 421 556 687 Mobile: +61 423 020 540
Email: Lfeldman@russellinvestments.com Email: byates@russellinvestments.com
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Important information

Issued by Russell Investment Management Ltd ABN 53 068 338 974, AFS License 247185
(RIM). This document provides general information only and has not been prepared having
regard to your objectives, financial situation or needs. Before making an investment decision,
you need to consider whether this information is appropriate to your objectives, financial
situation or needs. This information has been compiled from sources considered to be reliable,
but is not guaranteed. This document is not intended to be a complete statement or summary.
Implementation services are offered by Russell Investments Implementation Services, LLC., a
SEC registered investment adviser and broker-dealer member FINRA / SIPC. Nothing in this
publication is intended to constitute legal, tax, securities or investment advice, nor an opinion
regarding the appropriateness of any investment, nor a solicitation of any type. This
information is made available on an "as is" basis.

Copyright © 2020 Russell Investments. All rights reserved. This material is proprietary and
may not be reproduced, transferred, or distributed in any form without prior written permission
from Russell Investments.
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