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Foreword

Fees, a single word that conjures up
mixed emotions and leads to countless
debates in meeting rooms around the
world. Has anyone managed to achieve
the right mix or balance of fees? With the
continued discussion of active versus
passive, high cost versus low costs, is this
even possible? These are topics that touch
the heart of the investment management
industry from asset managers to service
providers right through to the end
investor.

Perhaps we should spare a thought for
the beleaguered investor who now needs
a jargon-busting technological innovation
dictionary to understand catchwords
including digitalization, robo-advice,
millennials, big data, and blockchain.
Those active in the industry are becoming
more and more used to hearing these
terms on a daily basis; but do you know
the difference between “assisted” and
“augmented” management? Are these
the next key buzzwords, together with
RegChain, to complement RegTech and
FinTech? Following on this theme, the US
Securities and Exchange Commission,

as the primary US regulator of the
investment management industry, is
launching its modernizing makeover for
mutual fund reporting with N-Q being
replaced by N-PORT and N-SAR by N-CEN.
Full explanations of all these terms are
provided herein.

We have all heard of sustainability

in a financial context and from an
environmental perspective; but what
happens when the two are combined
together? In this edition of Performance,
discover how green finance is keeping
the skies blue; for instance, did you know
that the first ever sovereign green bond
was issued by the Republic of Poland

and is now listed on the LGX? From

green we go to red, white, and blue.
Despite little progress in the UK since
June 2016 regarding Brexit, apart from
the triggering of Article 50 of the Lisbon
Treaty, the topic continues to dominate
the headlines; our article takes an in-
depth look at the significant impact that
Brexit will have on corporate structures
and discusses possible new tax operating
models. Continuing our global travels we
turn from Europe to South East Asia for
insights into financial crime compliance.
Regardless of where we are resident and
work, the common theme of application of
AML/KYC rules, performing gatekeeping
activities and dealing with the associated
complexities all continue to dominate the
already packed agenda of compliance and
risk officers.

We trust you have enjoyed this very brief
introduction to the captivating collection
of articles and interviews, which we hope
will stimulate many thought-provoking
discussions in your workplace and
beyond.

e b

Vincent Gouverneur
EMEA Investment
Management Leader

Nick Sandall
EMEA Co-Leader
Financial Services Industry

Francisco Celma
EMEA Co-Leader

Financial Services Industry



Editorial

Dear Readers,

In this edition of Performance Magazine,
we reflect the global nature of the
investment industry. Irrespective of which
part of the investment value chain is the
primary focus of executives operating in
this industry, they have to stay abreast of
global developments. Therefore, in this
issue we look across the global investment
industry, at the diverse issues that we face
today.

From the Executive suite, we have a
discussion with Euan Munro, the Chief
Executive of Aviva Investors, who shares
his perspective on key industry issues, and
also outlines the philosophy underpinning
Aviva Investors successful Outcome
focused AIMS Multi-Strategy fund range.
From the front office, we hear from
Valentijn van Nieuwenhuijzen, Head of
Multi Asset at NN Investment Partners, as
he describes how his investment process
is informed by behavioural finance and
harnesses big data.

EMEA is an important investment
management market facing much change.
To address that, firstly, Julie Becker, a
Member of the Executive Committee

of the Luxembourg Stock Exchange
describes the newly formed European
Commission'’s High-Level Expert Group
on sustainable finance, which presents
recommendations for a comprehensive EU
strategy on sustainable finance as part of
the Capital Markets Union.

Secondly, Brexit is a key European issue
for the industry, and Deloitte Partner
Gavin Bullock examines the consequences
for investment managers in terms of

their corporate structures and taxation
arrangements.

i
[
|

Simon Ramos
Editorialist

Turning to South East Asia, the investment
industry is becoming increasingly
sophisticated and managing financial
crime compliance is becoming critical for
firms operating in the region.

On the other side of the globe in the

US, Deloitte Partner Karl Enrsam and
his colleagues provide a briefing on

the Investment company reporting
modernization rule, introduced by the
Securities and Exchange Commission on
13 October 2016.

Technology is playing a key role across
the investment industry and the final

two articles examine the intersection of
technology innovation, regulation and
distribution. Deloitte, in collaboration
with Irish Funds, assesses how blockchain
technology could be applied to regulatory
reporting requirements.

The final article assesses the potential

of robo-advice as we hear from Rahul
Sharma on The Future of Automated
Financial Advice. Based upon a recent in-
depth research report, Sharma shares the
attractiveness for customers, describes
the advantages, addresses challenges that
it raises, and outlines the importance of
establishing an appropriate governance
regime.

In summary, in this edition of Performance
Magazine, we address a wide range

of issues that industry executives

have to grapple with, ranging from the
development of investment capability,
managing a changing regulatory
landscape, innovation in technology,
through to the growing sophistication of
the South East Asian industry.

This is a broad ranging edition, befitting
a global industry. We hope you find this
interesting.

V"“ ¢y

Tony Gaughan
UK Investment Manager
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& The quiet
AN\ revolutionary

The interview took place in March 2017

Euan Munro, speech at the Financial News Asset Management Awards, London, 5 October 2016. See: https://www.fnlondon.com/articles/aviva-investors-ceo-
euan-munro-issues-challenge-to-fund-managers-20161006
Ibid.

Financial Conduct Authority, Asset Management Market Study, Interim Report, 18 November 2016. See https://www.fca.org.uk/news/press-releases/fca-finds-
weak-price-competition-some-areas-asset-management-sector
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The chief of Aviva Investors wants to
end the fixation on fees. Euan Munro
believes that active managers’ fees
can be justified by great risk-adjusted
returns.

Euan Munro is an unlikely revolutionary.
The chief executive of Aviva Investors
acknowledged late in 2016 that the
public views him and his fellow fund
managers as “a privileged elite.”?

The Scot sympathizes with the public
view that “our industry is not interested
in the needs of real people.” His

own vision for Aviva Investors is that
“everyone should have some sort of
specialist skill, so they’ll be an expertin
infrastructure or credit risk, or equity
markets, but they should also remember
that what we are building for the end
clientis not just a fund with a bit of
outperformance, but it's something that
solves a client’s needs.”

Munro tells Deloitte bluntly: “I don’t
really think there are very many
examples of asset management firms
that have that ethos right through the
organization.”

In Munro’s opinion, none of the industry,
policymakers, or regulators, with their
focus on fees, have got it right. The huge
growth in passive investment vehicles,
such as low-fee exchange-traded funds
(ETFs) that track benchmark indices like
the FTSE 100 or America's S&P 500, is
one of the most glaring symptoms of the
problem, in his view.

Munro, as the CEO of a traditional active
fund manager, acknowledges that these
kinds of passive vehicles have their

place and, indeed, uses them himself.
However, that place is simply as “vehicles
through which you can articulate a view,”
he argues.

Regulatory oversight

While critical of his fellow fund
managers, Munro also feels that
regulators are misguided in their
approach. The UK's Financial Conduct
Authority issued a critical report on the
industry in November 2016, accusing it
of failing to justify high fee levels.*

Munro believes the focus on fees to be
fundamentally misguided. “It's easy to
look at fees,” he declares, “but it's not
actually answering any questions.”

“We are in a world where, as an active
manager, you have to preface everything
you say with ‘Past performance is no
guide to the future.’ If you're not allowed
to lean on that, explicitly or implicitly, the
only thing you can point to is fees,” he
elaborates.

“If you're projecting forward on higher

fees or lower fees, you get the kind of
ridiculous numbers that this manager

would charge you—over your lifetime,

one hundred thousand [pounds] more

than another one. That might be worth

itif you get a better outcome. It's very
difficult to prove ex ante that you are

going to get a better outcome. But what

you can do, right now, is prove that you

are not taking more risk. That should

really matter, and it doesn't seem to |
matter in the policy debate right now.” fp}

©
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“If the recent
market events have
taught us anything,
they have taught us
the danger of what
might have been
considered to be
low probability but
high impact events-
tail risks.”

Risk management

The absence of adequate risk
management is one of Munro’s beefs with
robo-advice, touted by many in policy
circles as the solution to Britain's looming
“advice gap,” where millions of people
need advice, but are unable or unwilling
to pay for it.

We ask whether robo-advisers can
bridge the gap between passive
investment and the sort of outcome-
focused management as advocated by
Munro. Robo advocates say that their
algorithms can (cheaply) assess clients’
risk appetites before allocating assets to
different passive portfolios to obtain an
outcome that matches their aspirations.
Munro is deeply skeptical.

He is concerned that automated advice is
built on flimsy foundations. “One of the
things I worry about with robo-advice is
the risk of over-fitting on historic data,”
he says. “So, you can take in twenty,
thirty years of data and look at the
correlations and interactions between
different asset classes and come up with
something that looks optimized. But the
data you've pulled in, if you just looked
at the last twenty, thirty years—you have
looked at a massive bull runin long-term
and short-term interest rates.”

He adds, “I fully expect that the
correlations and interactions between
bonds and equities, for example, will
change quite significantly and perhaps
dramatically from history, once we've
completed this journey from a world
where interest rates are seven, eight per
cent, falling to zero, and as we move into
a world where interest rates are either
low and stable, or rising.”

Munro warns, “If the recent market
events have taught us anything, they
have taught us the danger of what
might have been considered to be low
probability but high impact events—tail
risks.”

Munro’s broader concern is that the
industry is obsessed with meeting (or
beating) index benchmarks, with little
regard for the risk involved in doing so.

Munro’s own particular interest and
expertise, stemming largely from his
actuarial training, is in risk management.
He fears that a number of trends in the
industry—the stampede into passives,
the asset allocation metrics in “balanced”
retirement funds, and the algorithms
underlying most robo-advice, tilt too
many portfolios toward stocks, which he
feels expose investors to avoidable risk.

By contrast, Munro says, “l am building
funds that are targeting an outcome

of five percent over cash. There is
absolutely no way | can guarantee that
that will be the outcome. What | can
absolutely validate is that, whether you
use value-at-risk or scenario stress
testing, the portfolio is less risky than a
balanced fund.”

Pensions freedom

Munro understands that the questions

of investment risk and return have
become ever more important in the UK,
thanks to the rise of defined contribution
pension funds and the new freedoms that
investors have over their pension pots
from the age of 55.

Munro welcomes “pensions freedom,”
even though it has dented profits at
bigger life companies, like Aviva. He
also acknowledges the contradiction in
introducing pensions freedom so soon
after auto-enrollment, which “nudges”
individuals to invest in workplace
pensions. “l do see the illogicality of
encouraging people into auto-enrollment
and then, at retirement, allowing a free-
for-all,” he admits.



However, “l am more of a libertarian,” he
declares. "As long as there is @ minimum
level of state pension and benefit, then
people should be able to use their own
capital accumulated as they see fit.”

He also points out that the context for
the pensions freedom move was one of
extremely low annuity rates: “What | don't
like is forcing people to, for instance,

buy an annuity when interest rates

are ridiculously low when we're in an
environment where central banks have
pushed bond yields down to a level where
it's ruinous for people to buy an annuity.”

However, Munro acknowledges that
investing is tough for most people, given
low levels of financial literacy. He says,

“l do like the idea of auto enroliment and
encouraging people to build up funds,
and even some element of compulsion,
like the Aussie model.” He adds,
“Encouraging people to save has got to be
a good thing to do from a societal point
of view, but not being too doctrinaire
about what investment philosophy you're

going to impose on people.” e

The absence of
adequate risk
management is one
of Munro's beefs
with robo-advice,
touted by many in
policy circles as the
solution to Britain’s
looming “advice
gap,” where millions
of people need
advice, but are
unable or unwilling
to pay for it.
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Munro believes
that non-profit
maximizing players
have produced a
number of badly
mis-priced assets.

Market efficiency?

(Inefficient markets hypothesis)

The rise in low-fee passives reflects

an underlying view that markets are
efficient. If markets are indeed efficient,
managers cannot beat the market, the
argument runs, so investors should focus
on the one thing they can control: costs.

Munro challenges the notion that
markets are efficient. He accepts that
efficiency may provide a gravitational pull
on asset prices, but contends that “for

a long time, markets can stay away from
equilibrium.”

Munro obsesses about “the marginal
investor, and what might be their
motivations,” declaring, “I get very excited
if their motivation is not to maximize
return.” These non-profit maximizing
players give active players like Aviva
Investors their chance to make money.

Fortunately for Munro, this club includes
some very big investors, such as central
banks performing quantitative easing
(QE), the purveyors of structured
products, and insurers hedging their
liabilities.

Munro is angry that Warren Buffett, the
legendary value investor, advised his own
heirs to put 90 percent of their legacy
into “a very low-cost S&P 500 index
fund.”

Munro declares, “I think it's arrogant of
Warren to assume that when he dies,
active management dies with him.” In

his case, Munro is building a team, one
with collaboration and cross-fertilization
of ideas—what Munro calls “joining the
dots” atits heart. It is this collaboration
that allows Aviva Investors to profit from
its unconstrained mandates, he suggests.

5 Warren Buffett, Letter to Shareholders, 28 February 2014. See p. 20, http://www.berkshirehathaway.
com/letters/2013ltr.pdf




Mis-priced assets

Munro believes that non-profit
maximizing players have produced a
number of badly mis-priced assets.
Chief among these are developed
market bonds, which Munro describes
as “insanely expensive.” US equities are
also expensive in comparison to Europe
and even Japan. By contrast, Munro says,
“| really do like emerging markets at the
minute.”

Munro is not forecasting a recovery in
sterling, which had depreciated by more
than 15 percent against the dollar since
the UK voted to leave the EU on 23 June,
2016. He feels that the uncertainty during
exit negotiations will keep the currency
subdued. However, he also believes that
the Bank of England may be forced to
raise rates to combat imported inflation,
preventing a further downward lurch in
the pound.

Political risk

The future of the British pound might
also be affected by the prospect of a
second Scottish independence vote. We
meet Munro days after Nicola Sturgeon,
Scotland'’s First Minister, had called for a
second referendum, and before Theresa
May had responded. The UK Prime
Minister declared that “Now is not the
time,” attempting to stave off a vote at
least until after the Brexit negotiations
had concluded.

Munro acknowledges that the prospect
of independence had to be factored into
the group’s strategy and investment
approach. “I think political risk is
massive,” he says, adding, “There is some
serious risk that we fracture into little
mini-states.”

With regard to the fund management
industry (historically large north of the
border) and independence, he asks: “For
big firms like us, how matched are our
liabilities? Do we have too many assets
in Scotland versus our liabilities? These
are things that historically wouldn't have
been built into models. We've had to
build them in fast.”

Munro acknowledges that events such
as the Nationalists’ strong showing

in Scotland and the Brexit vote in the
UK were not unique, but are part of
an apparent shift toward isolationism,
including in the US.

The rise of such political risk in the West
makes Munro even more comfortable
with political risk in emerging markets.
He points out that he can get a two

to three percent real return in local
currency bonds in markets like South
Africa or Turkey, which “is pretty
attractive when developed markets are
delivering negative real yields.”

Munro feels that taking such a risk is not
merely acceptable but necessary for him
to achieve customers’ goals. He declares:
“My vision is that | want to build solutions
that give the outcome that customers
really need, which is not necessarily
delivery of a return identical to the FTSE
All Share or the S&P 500, but delivery

of a level of return that allows them to
retire in dignity and, when they come to
retirement, they have a level of income
that is sensible, which is no small featin a
zero-interest-rate world.” .
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To the point:

* Passives: ETFs and passives are
tools, vehicles through which you
can articulate a view.

Robo-advice: One of the things
| worry about is over-fitting on
historic data.

Politics: | think political risk is
massive. There is some serious
risk that we fracture into little
mini-states.

Scottish independence: Do we
have too many assets in Scotland
versus our liabilities? These are
things that historically maybe
wouldn't have been built into
models. We've got to build them
in, fast.

UK pension policy: | do see the

illogicality of encouraging people
into auto-enrollment and then, at
retirement, allowing a free-for-all.

Pensions freedom: What | don't
like is forcing people to buy an
annuity when interest rates are
ridiculously low.

Fees: It's easy to look at fees, but
it's not actually answering any
questions.

The Efficient Market Hypothesis:
For a long time, markets can stay
away from equilibrium.

Sterling: | don't think it's going to
bounce back quickly, but | also
don't see it falling dramatically
because | think the Bank of
England is going to have to
respond if inflation stays elevated
for longer than they are factoring
in.

Investment aim: | want to build
solutions that give the outcome
that customers really need, a
level of return that allows them to
retire in dignity, which is no small
featin a zero interest rate world.

1



Where next?
The future of
automated
financial advice

Rahul Sharma Peter Evans Valeria Gallo Joy Kershaw
Director Manager Manager Manager
Financial services Financial Services Risk Advisory Risk Advisory
Deloitte Deloitte Deloitte Deloitte

-

) ——

®.

RS
202000l




Performance magazine issue 23

Much has been written about how automated advisers, more commonly termed
'robo advisers’, could disrupt the market for investment advice. But where could they
spread? Deloitte recently concluded a primary research project to help answer this
question. We examined the potential for automated advice to grow in the UK over the
next decade, across the following six markets (see Figure 1).

Figure 1. Scope of study

Simple financial
planning

Investing

Defined contribution
pension saving

At-retirement

Mortgages

Individual
protection

SECRONORORC)

The research included discussions with key
players and start-ups as well as a Deloitte
survey of over 2,000 consumers.

In this article we distil our key findings

and the major opportunities for players

in the investing, defined contribution (DC)
pension saving and at-retirement markets.
Although our analysis focuses on the UK,
and non-UK firms will need to take into
account their local commercial, attitudinal
and regulatory dynamics, we believe the
key trends and findings will be of interest
for firms across the EU.

The UK offers a rich opportunity for
automated advice. There is a significant
‘advice gap', driven by the high cost

of advice, low financial literacy, low
engagement and a lack of trust.! With
individuals increasingly having to manage
their own pensions, automated advice

can play a key role in generating low-cost
solutions by leveraging its advantages over
face-to-face advice (see Figure 2). 0

Figure 2. Key advantages of automated advice relative to face-to-face advice

@ Customers

Providers

e Low cost
e High convenience

e Consumers may be more willing
to disclose financial details
online than to a human adviser

* Potential to increase efficiency

¢ Advice is consistent across
clients

e Can provide full audit trail

1 The Financial Advice Market Review defined the advice gap as a situation in which consumers are unable
to get advice and guidance on a need they have at a price they are willing to pay. Responses to the Call for
Input indicated strongly that there is an advice gap, and that this is particularly significant in relation to
pensions and savings and, to a lesser extent, protection.

The Financial Advice Market Review Final Report, HMT and FCA, March 2016
https://www.fca.org.uk/publication/corporate/famr-final-report.pdf

See also Bridging the advice gap Delivering investment products in a post-RDR world, Deloitte, 2012
https://www?2.deloitte.com/content/dam/Deloitte/uk/Documents/financial-services/deloitte-uk-fs-rdr-
bridging-the-advice-gap.pdf
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Figure 3. Willingness to pay for automated advice by scenario

Investing £11,000

8%

Converting £30,000 pension savings into a lump sum and retirement income

16%

Investing £80 monthly pension contributions

20%

mYes mDontknow mNo

Source: YouGov 23-24 January 2017, Deloitte analysis. Samples: Finding life insurance (499), investing £11,000 (801),
converting £30,000 pension savings into a lump sum and retirement income (163), finding a mortgage (1,100),
investing £80 monthly pension contributions (379), financial planning (2,046).

Our analysis suggests there is high
potential for automated advice across
investing, defined contribution DC pension
saving and at-retirement, with over a third
of consumers in each of these markets
willing to pay for automated advice (see
Figure 3).

The amounts consumers are willing to pay,
however, are generally low. For example,
68 percent of working DC scheme
members who would pay for automated
advice would demand a discount of at least
75 percent on the typical cost of face-to-
face advice on investing contributions.
Pricing these services affordably will
therefore be key.

We asked those who were unwilling to pay
for an automated solution to explain their
motivations. They are similar across the
three advice scenarios, and speak to the
reassurance consumers seek, as well as the
need for an affordable price. A significant
number of respondents said they would
find it easier to speak to a financial adviser
than use a website, implying that building
easy-to-use customer interfaces is key to
success.

With the exception of at-retirement, more
than a fifth of respondents in the other
two scenarios said they would not want
help with these decisions. In our view this
makes it clear that provider marketing will
need to educate consumers about the
value of advice and tackle low engagement
including, but not limited to, financial
literacy and inertia.

Despite these concerns, even among those
unwilling to pay for automated advice,

a tenth or less of respondents in each
scenario believe their financial affairs are
too complex for a website to handle. While
some may well be under-estimating the
complexity of their financial affairs, this
suggests that if providers can devise and
price appropriate services, the market

for affordable automated advice could be
large.

We believe that coupling many customers
with highly efficient and engaging digital
solutions will be the key to create the
economies of scale necessary to make
automated advice both affordable for

the consumer and viable for investment
managers.

Our analysis suggests
there is high potential

for automated advice
across investing, defined
contribution DC pension
saving and at-retirement,
with over a third of
consumers in each of
these markets willing to
pay for automated advice.

Regulatory risk is also a key barrier.

Firms recommending specific financial
products based on a customer’s individual
circumstances are subject to suitability
requirements and may be liable to pay
redress and potentially regulatory fines if
they are shown to have given unsuitable
advice. Providers in the UK frequently
report that uncertainty in determining
which services are regulated is a big
inhibitor. The UK Financial Conduct
Authority (FCA) is supportive of the
development of automated advice models
and is planning to publish regulatory
guidance and feedback that should help
reduce the degree of uncertainty.?

Other regulatory challenges include the
clarity of customer communications,

the design and oversight of algorithms
and cyber risk. Firms will need to adjust
their risks and control frameworks and
management information to reflect the
different customer journeys and to identify,
review and manage the different types of
risks presented by automated advice.

At the same time, automated advice gives
rise to potential regulatory benefits.

2 InApril 2017, the FCA published a consultation setting out proposed guidance to support firms offering ‘streamlined advice’ on a limited range of
consumer needs. In summer 2017, the FCA will publish another consultation on proposed revised guidance on the amended advice perimeter and
non-advised services. In summer 2017, the FCA also expects to set out further guidance informed by the Advice Unit's work with firms. For more
information, see GC17/4, FCA, April 2017, https://www/fca.org.uk/publication/guidance-consultation/gc17-04.pdf



It allows firms to maintain consistency

of advice, and provides an audit trail

of customer interactions as part of the
advice process, as well as an opportunity
for firms to make communications more
visual, interactive and engaging, including
through exploring the use of virtual reality
technology.

Investing

Opportunity

We believe there is a significant unsatisfied
demand for efficient ways to invest
smaller sums of money. Forty percent

of respondents in our survey would pay
for automated advice to help with such
investment decisions. This is remarkable
in the context of low engagement and
financial literacy, and in the absence of
any major initiatives by UK incumbents. In
addition, even among wealthier investors,
cost consciousness is rising and we believe
that many will allocate a portion of their
assets to a low cost digital adviser.

Barriers

Risk aversion - With many sitting on cash,
provider marketing will need to convince
potential clients to invest money in higher
return assets as well as educate and
reassure them about the capabilities of
their automated products.

Profitability - Low thresholds will be key to
attracting consumers from the less wealthy
target market who do not have access to
traditional, higher-end wealth managers.

In addition, low fees are vital to bring in
price-sensitive consumers who inhabit

all segments of the wealth spectrum.
However, customer acquisition costs will be
high, especially for new entrants and those
with little brand awareness in this market.
As a result, making a profit on stand-alone
automated advice business is challenging,
particularly in the early years. We estimate
that a stand-alone automated advice
business is likely to need anywhere
between £4 billion to £10 billion in assets
to break-even, skewed in all likelihood
towards the higher end of that range, a
level substantially higher than where we
are today.

Industry implications

Asset managers largely see themselves as
‘manufacturers’ of investment products.
Few have sizeable direct-to-consumer
(D2C) businesses, and most are reluctant
to spend the money to build a brand with
high recognition among mass market
consumers. However, rapid adoption of
digital advice has the potential to accelerate
an ongoing shift to passive investments. To
maintain growth, asset managers will need
to focus either on differentiated products
and/or find a way of participating in this
change through, for example, building or
partnering to create a D2C route.

Retail investment platforms and wealth
managers are the best positioned to add
on digital investment advice services
given their branding and direct access to
consumers. They can add this service at
relatively low incremental cost, although
they will need to build or buy technological
expertise (for example, acquiring white-
labelled software to provide the customer
front end).
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Retail investment platforms are
especially well placed, as they can
attract business away from wealth
manager clients looking for lower-
priced passive solutions.

Given banks' access and ongoing
relationships with their customers,
targeting investors with small sums
to invest is an opportunity with

a relatively low acquisition cost.
However, the challenges here are
likely to be low financial literacy,
high risk aversion and the need to
keep this solution affordable.

Start-ups have certainly led the
way in terms of delivering digital
advice models that can deal with
smaller sums of money. Their
focus has generally been to attract
customers through lower fee
products, enabled by their digital
platforms. However, since most
consumers have a low awareness
of start-up brands, customer
acquisition costs are likely to be
magnified to uneconomic levels.

Figure 4. Future advantaged players in automated investment advice

Startups in
B2B role

Notes:
+ B2B - Business-to-Business

Large
passive
fund
managers

Retail
investment
platforms
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DC pension savings

Opportunity

The dominant workplace pension providers
are typically large insurers and asset
managers. In our view, automated advice
on workplace pensions presents two major
opportunities for incumbents to defend
their dominant position.

The first opportunity is to increase
customer engagement and we see three
main ways in which automation can achieve
this.

Second, automated advice can improve
pension saving decisions by making advice
more affordable. For employees who
cannot afford to see a pension adviser,
advice could be provided via a workplace
pension portal with minimal human
intervention. The website could help with
key decisions, such as which fund to invest
in. This would likely be much cheaper

than traditional advice because it would
save financial advisers' time and fees and
because the costs of the technology could
be spread across many scheme members
creating significant economies of scale.

Barriers

Small pots - A key challenge for providers
is the small size of many DC pension pots.
This necessitates a low-cost solution to
keep fees affordable. This need is amplified
by the low levels of engagement and
awareness typical among DC scheme
members. The key to making this viable
will be scale - higher volumes could
compensate for low individual account
fees.
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Acquisition costs - Marketing campaigns
to persuade savers to try the service
could prove costly. A successful campaign
would need to overcome low consumer
engagement and financial literacy,
especially for plans with a large number of
auto-enrollees.

Industry implications

The life insurers and asset managers that
are the major workplace pension providers
are well positioned to automate advice

on workplace pensions. The main reason

is that they have unrivalled access to
customers. This gives them a good chance
to side-step the challenge of high customer
acquisition costs that has hampered
pioneers of automated advice in the
non-retirement investment space. Equally,
start-ups faced by this challenge may be
good partners because they have a track
record of developing engaging customer
interfaces.

Asset managers will benefit from higher
flows into investment products in which
savers will be advised to invest. We regard
two distinct categories of asset manager
as well-placed to capture this opportunity.
Asset managers that are owned by major
life insurance groups are well placed
because they belong to the same groups
as some of the major workplace pension
providers. Leading passive fund managers
also appear likely winners because their
funds fit better within an ultra-low-cost
model.

Figure 5. Future advantaged players in
automated DC pension advice
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At-retirement

Opportunity

Many retirees are disengaged with

their pensions. This helps explain why
only around 20 percent of consumers

at retirement use Pension Wise-a free
Government-backed guidance service-
even though it offers free guidance.® In
addition, for many advice is too expensive
to be worthwhile.

Automated advice can help address

both challenges. Engagement is won

in the accumulation phase long before
retirement. As discussed above, automated
advice communications that are more
proactive and accessible than today's
paper-based annual statements can build
a customer's interest and involvement in
DC saving. Efforts here would likely gain
regulatory support.

In addition to making advice more
engaging, automation can radically lower
its cost. In-person advice on converting
£30,000 pension savings into a lump sum
and a retirement income product, which
is a typical advice scenario, costs around
£800.* We believe the combination of a
website using algorithms and an adviser
speaking with customers over the phone
(to ensure advice is suitable) can deliver
good quality advice at a fraction of this
cost.

This is an opportunity for providers in
two ways. First, itis a chance to earn

new advice-based revenues. According

to the survey, many people are willing to
pay for automated advice at retirement.
Second, more importantly, it is chance to
win and retain customers at the crucial at-
retirement stage.

Barriers

Regulatory risk - Firms giving regulated
advice on pensions are likely to face a high
degree of supervisory scrutiny given that
large sums of money may be involved and
that consumers could run out of money in
retirement if they are given poor advice.

Given that both customer circumstances
and retirement options are often complex,
itis likely that firms will need to supplement
their automated advice solution with

a human adviser who can check the
customer's understanding and clarify

any points if the firm needs additional
customer-specific information.

Industry implications

The large life insurers and asset managers
that are major workplace pension providers
appear better placed than other players

to win customers by providing automated
at-retirement advice. Four reasons stand
out. First, they have the greatest scale, and
with it, ability to provide a low-cost service.
Second, they can use their unrivalled
customer data from the accumulation
phase to provide more personalised advice
than other players. Third they can use the
same data to pre-populate forms making
advice from them more convenient than
elsewhere. Finally, for life insurers, only
they can provide annuities which, for many
risk-averse customers, could be a more
suitable recommendation from advice than
income drawdown. @

Figure 6. Future advantaged players in
automated at-retirement advice

©

At-retirement

Large
passive
fund
managers

Startups in

B2B role
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To the point:

* We believe that the affordability

and convenience of automated
financial advice will be attractive
to a wide range of consumers
across investing, DC pension
saving and at-retirement. The cost
efficiency of automated advice, its
objectivity and ability to maintain
a clear audit trail are key positive
attributes for providers. We think
increased automation in the
provision of advice on retirement
products is imminent.

Firms can overcome some of

the key challenges (such low
engagement, low fees, the risk
of customers switching from
higher to lower margin products)
through innovative tools to
encourage customer engagement,
cost efficiencies driven by
economies of scale and tailoring
services to particular consumer
segments.

From a regulatory perspective,
firms must invest to establish
governance and compliance
controls that are fit to deal with
the different type and scale of
risks introduced by automated
advice.

Incumbents are well placed to
drive the adoption of automated
advice as they have access to a
large pool of existing clients.

While our research is focussed
on the UK market, many of the
advantages and challenges of
automated advice will have
parallels across Europe.

3 The FCA found that in Q3 2015 20% of consumers told their providers they had used Pension Wise. Providers are only required to record whether
a consumer said they used Pension Wise when consumers are not using a regulated adviser. Data Bulletin Supplement Retirement income market

data, FCA, April 2016,

4 Cost of Advice Guide, Unbiased, https://www.unbiased.co.uk/cost-of-financial-advice
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The strategy of

any company

should encompass
sustainability, e.g. in
the production, supply
chain process, and
labor relationships.

20

The EC has set up a High-Level Expert
Group (HLEG) focused on sustainable
finance. Why now?

The first definition of sustainability was
formulated back in 1992 at the Earth
Summit in Rio de Janeiro, but it was the
Paris Climate Summit in December 2015
and then the G20 meeting in September
2016 that marked the change and are
the drivers of all the recent initiatives
focused on climate action. By signing

the Paris Agreement, more than 180
countries, accounting for 88 percent of
global emissions, committed to keeping
global warming well below 2°C. In practice
this means that governments took on the
responsibility to finance climate action.
This is a huge milestone and defines the
ambition over the coming decades.

The current challenge, however, is that
the process of financing sustainable
development is starting without any legal
framework. We face a number of risks,
including the risk of financial stability
(linked to failing to integrate ESG factors
into mid- to long-term valuations), the risk
of misallocation of capital, and even the
obvious greenwashing risk.

Current risk models, in particular the Basel
Il regulation, mostly focus on short-term
scenarios, whereas sustainability requires
at least a 20- to 30-year perspective. There
is a need to tackle this challenge and come
up with a framework that will support this

paradigm shift. More decisive action is
required now and it needs to be supported
by an adequate regulatory framework.

What purpose does the EC HLEG serve?
By the end of 2017, the group will present
recommendations for a comprehensive EU
strategy on sustainable finance as part of
the Capital Markets Union. The Commission
will draw on these recommendations to
determine how to integrate sustainability
considerations into the EU’s rules for the
financial sector. Mid year, the HLEG will
present an interim report already disclosing
some of its recommendations.

The absence of a definition for what is
green, the lack of clarity, and awareness

in the sector suggests there is a need for

a framewaork. This will incentivize private
firms to get involved, a crucial addition for
governments’ commitment from COP21

to materialize. We need private capital to
support green finance, therefore we need
incentives for issuers and investors. To
develop green finance first we need to
define it, then harmonize it, standardize the
sector, incentivize it and finally regulate it.
The last step is the raison d'etre of HLEG.

I hope that in five years from now we will

no longer discuss sustainable finance
because all of finance will be sustainable,

or at least most of it will be. Boards of
directors should be responsible and held
accountable for introducing and supporting



Overall, there is a strong need
to introduce better tools for due
diligence at lower transactional
costs for issuers of green
financial instruments.

sustainability. The strategy of any company
should encompass sustainability, e.g. in
the production, supply chain process, and
labor relationships. Through green finance
we will ensure that the sky will stay blue for
the generations to come.

What if meeting sustainability
requirements becomes too
complicated in terms of return on
investments?

It should rather go the other way around-
not meeting sustainability criteria will
eventually discourage investors. Some
pension funds, e.g. the CalPERS in the

US, the Swedish AP4, the Dutch ABP,

and the French FRR, have all already
adopted ESG quotas in their portfolios,
as they are one of the investor groups
with the longest investment horizon. We
can gradually introduce peer pressure to
make sustainability requirements more
relevant. A good way forward could be,
for instance, to impose an obligation for
asset managers to include information on
sustainable assets and the percentage of
their portfolios that abide to the criteria
in the KID document. These requirements
can increase over time and the approach
has to be progressive.

From a capital markets perspective,
what are the most urgent topics in
green finance and how should we
tackle them?

The key challenge is a lack of a common
language, even more aggravated by the
conflicting interpretation of taxonomies.
This is combined with the intrinsic
complexity of the taxonomies and projects
themselves. The situation is also quite
messy when it comes to KPIs, metrics, and
reporting preferences.

Additionally, the market faces difficulties
applying common and comparable
standards to different sectors and types of
issuers. There will never be a one-size-fits-
all solution and sector-specific standards
will need to be developed for all relevant
sectors.

Investors also face the challenge of poor
comparability of projects. The difficulty
here is the open approach of the industry
where many overlapping, and occasionally
conflicting, approaches are possible. The
onus of comparing projects is on the
investor side, but they need to be guided
by preparing and displaying information in
a clear and structured framework, like the
one we adopted on the Luxembourg Green
Exchange. Overall, there is a strong need
to introduce better tools for due diligence
at lower transactional costs for issuers of
green financial instruments.
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LuxSE has recently launched LGX. It
has been live for more than six months
now. What trends have you observed
so far?

We have already reached an important
milestone: the €50 billion threshold in
the value of bonds displayed on LGX. The
first ever sovereign green bond, issued
by the Republic of Poland, is also among
the instruments on the Green Exchange.
In total, we now display 110 green bonds
listed by 25 issuers in 19 currencies.

We believe these numbers will grow
substantially in the short and medium
term.

Over the past couple of months, issuers
and investors have moved from asking the
simple question “Is this instrument green?”
to "How green is the project it is financing?”.
The demanding entry criteria and a “green
transparency bar” that we put much higher
than other exchanges has been widely
appreciated by the market, from both the
issuers’ and investors' side.
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A full spectrum of
products is already
emerging (social bonds,
sustainable bonds, positive
impact bonds, ESG

funds, etc.). We are living

in fascinating times for
financial innovation!
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Are there any trends observed among
green issuers?

Development banks and supranational
agencies, of the likes of the World Bank
and the European Investment Bank (EIB),
have been paving the green way since EIB's
first “climate awareness bond” issued in
2007 and listed on the Luxembourg Stock
Exchange. The same trend is also clearly
visible on LGX, as currently 58 percent of
the green bonds displayed on the green
platform come from supranational issuers.
The times are changing though.

Among green bonds on LGX, 16 percent
represent private issuers. This is crucial,

as on-boarding the private sector is a Sine
qua non for a solid growth of green finance.
Also municipalities and local development
banks increase their green funding.
Overall, 25 percent of labelled green bonds
worldwide are already displayed on LGX.
This constitutes half of all listed green
bonds globally.

Poland, France, Nigeria; it seems more
and more countries are issuing green
bonds. Is this the right way forward?
There is no right or wrong approach. The
market and society are facing a paradigm
shift, which requires a shift of resources
and capital allocation toward sustainability,
more clarity to investors on climate and
system risks on the valuation of their
assets and portfolio, and better overall
disclosure transparency.

It is obvious that the public sector, and
governments in particular, are in the
driving seat. Yet they will also have to prove
effective in bringing private initiatives to
the pool of sustainable projects to be
financed through capital markets. In this
respect, they have three responsibilities:
to educate and raise awareness of all
market participants; to directly promote
green projects; and finally to introduce a
favorable framework that brings in more
eco-friendly projects.

Is green enough? What about
positive/social/sustainable finance
instruments?

Sustainable securities will come in many
different varieties. OECD studies suggest
that annual green debt issuance worldwide
alone will need to rise to US$620 billion-
US$720 billion per year by 2035 if the
G20 is going to meet its climate change
targets. There's about US$100 trillion

of institutional money in the world, and
less than one percent of that is invested
in anything green. We have to make it
attractive to investors.

A full spectrum of products is already
emerging (social bonds, sustainable bonds,
positive impact bonds, ESG funds, etc.). We
are living in fascinating times for financial
innovation! From an institutional player’s
perspective, green bonds are the best
instrument to get engaged in green finance;
on the retail investors' side, green ETFs are
an interesting option.

Some financial instruments are starting to
measure both the positive and negative
impacts of the projects they finance, going
the extra mile with offering unprecedented
granularity and transparency on the
additionality they bring to society. For
example, in October 2016, Société
Générale issued a positive impact bond
based on both the Positive Impact
Manifesto and the bank’s own Positive
Impact Assessment Framework, in which
the holistic dimension of the projects’

ESG impact was defined. This approach
also took into consideration the possible
negative impact on soil and biodiversity
that the same projects benefiting climate
and employment can have.

Another example of this innovative
approach comes from the World Bank. In
March 2017, the World Bank issued its first
ever set of green bonds that directly link
financial returns to companies performing
in line with the standards and aims on the
United Nation’s Sustainable Development
Goals (SDGs).



Are there other initiatives that focus
on the development of sustainable
finance?

Indeed, there are quite a number of these
initiatives. Just to name a few, the United
Nation’s Integrated Reporting-promoting
a holistic approach to internal company
assessment and public information; the
Recommendation of the Task Force on
Climate-related Financial Disclosure; the
Green Investment Bank that assesses the
impact of green projects; or the 2 Degrees
Investing Initiative with the ambition

to develop tools to measure portfolio
exposure to climate risk. Furthermore,
most rating companies are developing
their own methodologies in relation to
combining financial and ESG assessment of
companies and debt instruments.

Following the success of LGX, what
will be the distinctive features of the
new social/sustainable segment on the
Luxembourg Green Exchange?

The new segment on LGX gives visibility to
instruments that are issued to fund social
and sustainable projects. To be eligible,
the issuer will have to declare (similarly

to green bonds) the social or sustainable
nature of the financed project in line with
the GBP social/sustainable taxonomy.

As with green bonds, there is a need for
the issuer to provide an external review

in the form of a third-party review and a
commitment to conduct ex-post reporting
on the way the proceeds are used. Issuers
are also encouraged to make their KPIs/
metrics well known and report against
these with special attention to anticipating
the social/sustainable additionality of the
projects behind the financial instrument.
Today, most ESG/SRI investors do not
differentiate their sustainable investments.
Yet as the market goes more mainstream
and knowledge improves, more specific
product/project/additionality identification
might become crucial in making investment
choices.

What is the potential of the
sustainable market? What type of
issuers do you plan to attract and what
should trigger their interest in joining
Luxembourg Green Exchange?

The potential is huge for the sustainability
category as it is much wider than the
green one. Much like with green bonds,
the key added value of having social and
sustainable bonds displayed on LGX is

the increased visibility of the bonds and
sustainable activity of the issuer, improved
transparency, and better communication
with investors.

For instance, Instituto de Credito Oficial's
social bonds aim to promote employment
in the most economically depressed
regions in Spain, i.e. those that have a
per capita income below the national
average (these zones currently have an
unemployment rate that is equal to or
greater than 19 percent). The Dutch BNG
Bank's social bonds finance sustainable
social housing by providing financing to
best-in-class housing associations, while
other issuers tackle education, youth and
unemployment issues.
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If you were to host COP25, in the
year 2020, where do you hope the
sustainable economy will be? What
would your goals be?

In the perfect world, many of the core
issues being debated now will have been
solved and streamlined by then. The
debate will have shifted toward material
elements of additionality, in particular

a clear measure or comparability of

how issuers and projects additionally
contribute. This would lead to investors
becoming not only more knowledgeable,
but also fully conscious of their power
to contribute to a groundbreaking shift.
Instead of stress tests, we will have
sustainability tests.

In particular, | would hope for an alignment
of Chinese and EU standards in green
finance. I would like us to have introduced
a GreenConnect-a platform connecting
green investors and issuers all over the
globe. And last but not least, LuxSE's red
logo should be replaced by the green LGX
logo to reflect the radical shift toward
green and sustainable finance. .
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Although the impact of Brexit on fund performance and distribution has attracted
the most attention, its impact on asset managers' corporate structures also needs
to be assessed. The loss of passporting rights could force some UK asset managers
to restructure their operations in the EU. Legal and regulatory issues will be the key
drivers of change, but tax considerations are important too.

Brexit restructuring + What are the ongoing tax consequences
The UK's departure from the EU could have of operating EUco?

a significant impact on how UK-based asset

managers operate within the single market.  In this article we discuss some of the

The EU's UCITS, MiFID and AIFMD rules considerations which are pertinent to these
currently allow UK regulated companies to questions.

passport across the EU. UK-based asset
managers may currently rely on these
passporting rights in order to:
- Distribute products in the EU, for
example through EU branches; and
+ Manage EU-domiciled funds, or
segregated portfolios, directly from the
UK.
Current structure Possible new structure
The precise impact of Brexit on these
arrangements is currently unclear, and
is likely to affect different managers in
different ways. It will depend in particular
on the types of product which are
managed, the manager’s client base, and UK
how the various EU directives are relied U
upon.

Management

i . . agreements
However, it is likely that some will need 8

to make important structural changes to

continue operating across the EU. Such Management
changes are likely to include undertaking agreements
more activity through companies

established in the EU, which we refer to as

“EUco” in this article.

The transfer of distribution and portfolio
management activity from the UK to EUco
could have a number of significant tax
consequences.

Key questions which managers need to

consider include:

+ Should tax have a bearing on where EUco
is located?

+ Will the transfer of branches or
management agreements to EUco
give rise to taxable disposals, or VATable
supplies? If so, are reliefs available?
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Where to establish EUco

Legal and regulatory considerations,
together with the location of existing
operations, are likely to be the key drivers
of where EUco is located. Nonetheless, the
tax regime which applies to EUco will have
an impact which should be assessed.

Corporate tax regimes

An obvious question is whether the activity
which is transferred to EUco will be taxed
at a different rate to the UK's. The UK
corporate tax rate is currently 19%, and will
fall to 17% by 2020.

These are lower than the rates in many of
the UK's neighbours in continental Europe.
Will performing distribution and portfolio
management through EUco lead to higher
corporate tax liabilities?

This is likely to depend on a few factors,

including:

1.How much activity is transferred to
EUco, and what profit the transferred
activity generates. This in turn is
likely to depend upon what EUco’s
regulator will require in terms of
substance and local presence (i.e.
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people “on the ground”), and the
transfer pricing policies which are
applied to EUco.

2.The treatment of any branches
transferred to EUco. If EUco is in
a jurisdiction which exempts
branch profits from tax, those
branch profits will only be taxed in
the branch jurisdictions. There will
be no additional tax on branch
profits in EUco’s jurisdiction, and
EUco will only pay tax on its “head
office” profits.

3.Local tax rules, including what
expenses can be deducted from
taxable income and what tax
incentives and allowances are
available.

Of course, if EUco is based in a jurisdiction
with a lower tax rate than the UK's, like
the Republic of Ireland, the new structure
could generate tax benefits. However,
anti-avoidance rules would need to be
looked at, like the UK's controlled foreign
companies and diverted profits tax rules.

Repatriating profits

Currently, the EU parent & subsidiary
directive can prevent withholding tax from
being applied to dividends paid from an EU
subsidiary to its EU parent. So a dividend
received by a UK company from an EU
subsidiary should currently be free from
withholding tax.

Once the UK leaves the EU, this withholding
tax exemption may no longer apply,

and UK companies may need to look to

the UK's tax treaties for withholding tax



reliefs. Not all tax treaties provide a full
exemption from dividend withholding.

For example, the UK-Germany tax treaty
reduces the withholding tax rate to 5%, not
nil. Therefore, absent a rule change or a
renegotiation of the tax treaty, transferring
activity to a German EUco could lead to
withholding tax leakage on dividends.

VAT rules

As with any structure which involves

the cross-border provisions of services,
VAT should be looked at carefully. This is
particularly so where EUco will be operating
through branches. At the moment, charges
between overseas branches and their head
office are normally VAT-free. However, in
response to the CJEU's Skandia judgement,
many EU jurisdictions are changing their
rules to impose VAT on certain transactions
between a head office and its branches.
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Whether (and how) the
judgement in Skandia will be
adopted in EUCO's jurisdiction
could have a significant
impact on the VAT treatment
of any new structure

Whether (and how) the judgement

in Skandia will be adopted in EUco’s
jurisdiction could have a significant impact
on the VAT treatment of any new structure.

Different jurisdictions also have different
rules on how VAT exemptions are applied,
when entities can form a “group” whose
members do not need to charge VAT to one
another, and the way in which input VAT
can be recovered. They also have different
rates of VAT. All of these will have an impact
on VAT costs in a post-Brexit structure
involving EUco.

Itis also worth remembering that VAT rules
are governed by EU legislation. This means
that, post-Brexit, the VAT landscape will
change, adding an element of uncertainty
to any assessment of how VAT will impact
business operations in the future. 0
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Transferring operations to EUco
Having decided where to establish EUco,
the next key decision relates to how
operations should be transferred to it.

Tax is absolutely key to this decision
making. This is because the transfer of
assets from one company to another is
normally a market value disposal for tax
purposes, and possibly a supply for VAT
purposes too.

Where the assets are valuable, there is the
risk of creating significant tax liabilities.

Fortunately, reliefs can mitigate these
liabilities in many situations. However, they
often require complex conditions to be met
and do not apply to every situation.

Transferring branches from the UK to EUco
The transfer of branches from a UK
company to EUco can be complex, because
two layers of tax need to be considered:
one in the branch jurisdictions, and a
second in the UK.

In the branch jurisdictions, reliefs may
allow the branch assets to transfer to
EUco neutrally, from a local corporate tax

and VAT perspective. However, this will be
subject to satisfying the local requirements.
It may also be necessary, or advisable, to
obtain a ruling from the local tax authority.

Interestingly, in some EU jurisdictions, the
reliefs permitting tax neutral transfers
could potentially be clawed back if the
transferor ceases to be an EU company
within a defined period after the transfer
takes place. This means that, when the
UK leaves the EU, taxable gains could
potentially crystallise on previously-
transferred branch assets.

In the UK, companies can elect to treat
overseas branch profits as exempt from UK
corporation tax. Where this election has
been made, the transfer of branch assets
to EUco should not be a taxable disposal.
Whilst in principle this should make things
simple, there are a few complexities to
watch out for, including where an exempt
branch has made tax losses and where
there have previously been transfers of
assets between the branch and its head
office.

If a branch profit election has not been
made, the transfer of branch assets will be
a disposal for UK tax purposes, although
any UK tax liability can be reduced by tax
suffered in the branch territory on the
same gain. However, if a relief applies in the
branch territory, there may be no branch
tax to “credit” against the UK liability. In this
case, UK tax creates a cost.

Helpfully, there are special reliefs which can
defer or eliminate the UK tax which would
otherwise arise on the transfer of branch
assets to EUco. These reliefs are subject to
a number of detailed conditions.

T T TV T VTV IVT IV TGV VIS4

1 Arepresentative office is an operation which does not create a taxable presence, or “permanent establishment” in its local jurisdiction
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One of the reliefs is also subject to a
clearance procedure.

Some UK managers operate the in EU
through representative offices rather than
branches. Applying the rules and reliefs to
the transfer of representative offices can
cause difficulties which need to be worked
through.

Transferring management agreements
from the UK to EUco

The transfer of management agreements
to EUco can also be problematic. A cross-
border transfer of a UK asset, on the face
of things, is a market value disposal by the
UK management company, and potentially
a VATable supply too.

Where management agreements are
valuable, some managers may consider
terminating the existing agreements and
putting in place new ones with EUco. If the
existing agreements contain terms which
permit such a termination, there is an
argument that there has been no disposal
of value, or supply.

However, this approach does come with
risk. The clients could choose not to
appoint EUco, or could use the termination
as an opportunity to renegotiate terms.

It would also be necessary to consider
whether the UK management company had
played a role in EUco's appointment, which
under transfer pricing principles should
attract a reward.

Operating EUco

Once EUco has been established and
activity has been transferred to it, the
focus will be on operating it as efficiently
as possible. Ideally, these operational
considerations should have been assessed
as part of the jurisdiction selection work.
As noted previously, key issues are likely to
include VAT leakage arising on cross-border
charges, exposure to different rates of
corporate tax, and the risk of withholding
tax on profit repatriation.

Where staff need to be relocated or will

be travelling between the UK and EUco'’s
jurisdiction, managers will need to have
policies and frameworks in place to meet
business requirements and also comply
with the applicable tax, social security, and
immigration rules.

Managers will also need to consider
strategies for rewarding and incentivising
EUco's staff. They will need to understand
the local regulatory requirements on
remuneration, how to structure local
pension arrangements, as well as legal
issues pertinent to participation in global
incentive plans, the transfer of employee
data, as well as employment rights.

The more practical day-to-day
consequences of operating EUco should
not be overlooked either, for example tax
registrations, filings and other compliance

obligations. .

Applying the rules and reliefs to
the transfer of representative
offices can cause difficulties
which need to be worked

through.
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To the point:

* Brexit may require UK asset
managers which currently
rely on passporting to move
some operations to other EU
jurisdictions.

 Tax rates and rules vary across
EU jurisdictions, which could
influence the decision on where
operations are moved to.

* The transfer of business from
a UK company to a company
elsewhere in the EU could be a
market value disposal for tax
purposes, and a VATable supply.
Reliefs can apply, but need to be
looked at carefully and are not
always available.

Tax will need to be considered
for a new, post-Brexit operating
model.
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David Dalton Lory Kehoe Cillian Leonowicz
Partner Director Senior Manager
Consulting Consulting Consulting
Deloitte Deloitte Deloitte

Deloitte, in collaboration with Irish Funds and their members, advanced “Project Lighthouse” to assess
blockchain technology's ability to service regulatory reporting requirements. The project tested the
ability for a platform to provide individual nodes for fund administrators to store and analyze fund data
while coding regulatory reporting requirements into smart contracts for execution and data validation.
A regulator node was also facilitated, allowing the safe and secure exchange of data between firms and
the regulator, as well as to increase overall reporting efficiency and market transparency. In addition

to technical design and development, a comparative business analysis was undertaken to review the
cost-benefit analysis of the proposed blockchain solution. Q

on

Operational Data Management Complexity & Change Cost Challenges

Inefficienc
iciency e Increasing FTE cost

burden on the fund
administrators due to
new regulations

* Increasing
requirement for
granularity with
look through and
advanced analytics

¢ Questionable data
quality

Manual keying from
core systems to

! * Potential for data
reporting tools

manipulations

Reliance on MS Excel
as reporting tool

Quarterly and
month-end workload
pressures

High cost, low
value and non
differentiating
process

¢ Data errors due to
manual keying

* Time consuming
extraction,
reconciliation and
report generation

Changing
requirements

of domestic and
regional regulators

High cost of
change with legacy
applications

Large scale IT costs
relating to improving
existing legacy
systems

Adverse effect on the
cost:
income ratio
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Blockchain technology was utilised due to a
number of its features and characteristics which
can enhance the overall ability to meet reporting

requirements.

Why blockchain technology?

Blockchain technology was utilized due to a

number of its features and characteristics,
which can enhance the overall ability to
meet reporting requirements. Benefits
include:

1. Data integrity
Due to blockchain hashing capability,
data that is entered into the blockchain
is extremely difficult to alter. Once
approved by consensus it is immutable.

Any change to data can be tracked in the

chain, reducing the possibility for fraud
or malpractice.

2. Reliability

Blockchain does not have a central point

of failure and is better able to withstand
malicious attacks. Disaster recovery
is inherently built into a blockchain as

standard due to all parties having a copy

of the ledger.

3. Storage & Speed
The blockchain provides for near-real-
time updates of data across nodes. This
facilitates speedier sharing and access
to data with entities such as a regulator.

Utilizing IPFS, a P2P hypermedia protocol

sitting on top of blockchain, it allows
for safe and immutable file sharing and
facilitates large data transfer with high
efficiency.
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4. Analytics

By providing a single source of accurate
and immutable data, the blockchain is

a repository of transactional and fund
data, which can be used to develop
greater analytics. A singular view of each
participant’s position across all asset
classes can be made available assisting
in overall management efforts and MIS
collation.

PoC parameters

e This Proof of Concept (PoC) is focused on

assessing the application of blockchain
technology to meet regulatory reporting
requirements within the fund industry,

in a more efficient and effective manner
than existing technologies and processes

e The development of the PoC ran for a

10-week period, commencing December
2016

Money Market and Investment Funds
Reporting (MMIF) return, applicable to all
Irish domiciled funds, was selected as an
applicable test case

* The purpose was to ease the transition of

the outcome of the MMIF PoC for other
regulatory reports, e.g., AIFMD Annex IV

¢ We also could determine the cost-benefit

impact of blockchain

We concluded with identifying the critical
success factors to take a solution forward
to production

A RegChain with smart contracts

The PoC created “RegChain,” a blockchain-
based platform that streamlines the
traditional regulatory reporting processes
by acting as a central repository for the
safe storage and review of large volumes of
regulatory data.

RegChain enables the logging and
recording of transactional and positional
data securely using blockchain
technology. It ensures data integrity with
smart contracts, executing reporting
requirements and auditing any changes
made to the data by authorized parties.
Internal control and regulatory checks
(e.g., beta checks) are performed within
the platform to ensure the participant is
compliant. This solves many of today's
operational challenges while ensuring
the integrity of data and removing post
submission engagement by the CBI.
Additionally, it creates a single source of
truth, which any authorized party can use
as a basis for statistical analysis and to
provide actionable insights.

The technologies chosen for RegChain
were Ethereum and IPFS (InterPlanetary
File System).



Approach and development
RegChain was developed using Deloitte's
rapid prototyping process, which uses an
experiment-driven agile methodology.
Key phases included solution visioning,
definition of design and test parameters,
development sprints, and on-going
reviews with an industry sub-committee
with participants from across the fund
administrator and fund management
world.

A key consideration and cornerstone for
this project was to ensure collaboration
among technologists and industry
representatives from operations,

regulatory teams, and senior management.

This was deemed critical in order to have a
comprehensive PoC design, and moreover,
to help define how a future production
solution could be realized. .

To the point:

Blockchain can act as a secure
storage of data, improve data quality
and integrity, and increase efficiency
surrounding the regulatory reporting
process through the application of
smart contract capabilities.

Blockchain can help in the overall
management of regulatory change
requests and the addition of new
reporting requirements, in that

a change is coded once and then
progressed across the network to all
participants.

Ancillary benefits of blockchain
technology include the provision
of a safe network for data sharing
and transmission, the creation of a
rich and trusted data set to which
analytics can be applied, built-in
disaster recovery, and the ability
to develop new capabilities such as
automated compliance.
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* The MMIF PoC solution can be
adopted to incorporate other
regulatory reports, e.g., AIFMD
Annex V.

Blockchain projects require a
multi-disciplinary approach. If

new solutions are to be successful
they must be cognizant of existing
industry requirements and built for
varying needs across the operational
world. Such an approach is needed
for solutions to advance to pilots and
production in the short to medium
term.

Next steps: Having demonstrated
what is possible, there is genuine
excitement among the group about
moving this forward to develop a
pilot.




SMARTER INVESTING BY
TRYING TO UNDERSTAND
THE MOOD OF MR. MARKET

Valentijn Van Neuwenhuijzen
Chief Strategist and Head of Multi-Asset
NN Investment Partners'
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1 NN Investment Partners is the asset manager of NN Group N.V., a publicly traded company listed on Euronext Amsterdam. NN Investment
Partners is head-quartered in The Hague, The Netherlands. NN Investment Partners in aggregate manages approximately EUR 195 bIn/USD
205 bIn “Figures as of 31 December 2016" in assets for institutions and individual investors worldwide. NN Investment Partners employs over
1,000 staff and is active in 15 countries across Europe, U.S., Latin America, Asia and Middle East.

NN Investment Partners is part of NN Group N.V., a publicly traded corporation.
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The impact of investor sentiment on markets has increased dramatically over the
past decade. It is therefore crucial for multi-asset managers to critically analyze
market behavior in order to be successful. Big Data and the study of human biases
are leading to a deeper understanding of the emotional forces that influence

investor behavior. Combining these elements into the investment process creates

a robust framework for guarding against common investor pitfalls. Valentijn van
Nieuwenhuijzen, Head of Multi Asset at NN Investment Partners, explains how he and
his team continuously challenge each other to keep driving their investment process

forward.

Adjusting to a new normal

Investors are still adjusting to a "new
normal” of record-low interest rates,
persistently low growth and inflation,
increased political and policy uncertainty,
and lower expected returns on savings and
investments, amongst others. Contrary to
the “irrational exuberance” we saw in the
late 1990s, it seems that the near-death
experience of the global financial system
in 2008/2009 has installed a fair degree
of “dread risk” in the minds of investors:
an excessive focus on downside risks,
which in turn can create its own reality.
Such dread risk only wears off slowly and
in the meantime risk premiums can be
elevated, volatile, and more susceptible
to shocks than before 2008. In addition,
financial markets have lost some of

their fundamental anchors. Massive,
price-insensitive asset buying programs
of central banks, reduced liquidity in
secondary markets, increased usage of
ETFs and derivatives, and the rapid gains
in speed of information processing and
trading activity have increased the impact
of investors’ emotions on markets.

The importance of analyzing investor
behavior

For a multi-asset manager, this means
that for making deliberate asset allocation
decisions, next to fundamental analysis,
the study of market behavior has become
more important than ever before.
Behavioral factors are just as important
as fundamentals as a driver of financial
markets, as we have learnt that markets
can influence the underlying “rear
economy” just as easily as the other way
around. This means that these market
emotions cannot be ignored. Mapping
the mood of the market by finding and
assessing signals to understand its
behavior allows for differentiation in
positioning rather than getting lost in the
noise.

In order to assess the possible upside or
downside of the market, especially in the
light of “risk events” like elections or central
bank decisions, it is necessary to have a
good understanding of how investors are
positioned and whether market trends
could be ready for a short-term reversal.
Strong consensus overweight positions in

a certain market or asset class are usually

a contrarian indicator and signal caution.
Itis particularly important to analyze the
exposures of active allocation managers
such as other multi-asset funds, macro
hedge funds and long-short equity funds.
In addition to current positioning, one has
to look at the strength of investment flows
of both institutional and retail investors to
various asset classes and try to assess their
persistence. As an increasing amount of
money is invested in passive products, the
study of ETF flows has grown in importance
in this matter. @

Mapping the mood

of the market by
finding and assessing
signals to understand
its behavior allows

for differentiation in
positioning rather
than getting lost in the
noise.
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The continuous cycle of technological innovation
means that asset managers will have to
constantly develop their analysis toolkits, nurture
an open-minded team culture, and keep on
learning, improving, and adapting if they want to

stay on top of their game.

Next to flow and price dynamics, the
analysis of observed emotions, or
sentiment, of the market is very useful.
The desire to measure market sentiment
is not new. Investor surveys—Ilike the well-
known weekly Bull-Bear survey among US
investors or the monthly Bank of America/
Merrill Lynch Fund Manager Survey—have
been common for many years and provide
a good insight in how bullish or bearish
investors say they are when asked directly.
However, digitalization and the emergence
of social media, self-teaching algorithms,
and the ability to process large amounts of
data, practically in real time, have created
an entirely new way to measure sentiment
in an indirect manner. These digital news
and social media feeds can be converted
into sentiment indices such as optimism,
fear, joy, or conflict. This provides real-time
insight into the sentiment that plays a role
in driving markets.
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Measuring emotions through analyzing
the digital space

One of the innumerable impacts of the
internet is the window it provides into

the sentiments and beliefs of the world's
investors. The influence of what John
Maynard Keynes coined “animal spirits”

on markets has never been greater than

in today's rapidly changing world where
opinions, emotions, and information

are increasingly shared instantaneously
through digital networks that stretch
across the globe. This rapid transmission
of information adds to the ways in which
investor emotions can exert influence on
markets. If the resulting market swings
create feedback loops strong enough to
affect the “real” economy, then self-fulfilling
prophecies are created.

The complex nature of markets demands
that all available insights are exploited in
order to understand the market organism
and its interaction with its environment
better than the rest of the investment
community. None of us will ever fully
comprehend how “Mr. Market” really thinks
or moves, but a better understanding of
his digital footprint will certainly help us
better assess his most probable path. One
of the latest additions to a fund manager's
toolkit is the analysis of news or Big Data
from digital channels. This creates the

ability to objectively measure emotions,
perceptions of uncertainty, and political
risk in a high-frequency (daily) and timely
manner. Ignoring the intelligence that can
be gleaned from these digital channels
would be a major oversight, if not perilous,
inour view.

Doing this effectively means not only
collecting digital news flow data, but also
being able to identify where it comes from
and understand what it means. Interpreting
the data, appreciating the emotions it
reflects and identifying any insights these
opinions and emotions might actually
provide on the future direction of markets
are the key challenges to integrating these
data into an investment decision-making
process.

The spectrum of emotions that can be
distilled through digital channels is far
broader than that of traditional binary
(positive/negative) sentiment indicators.
These channels make it possible to
decipher emotions along the dimensions
of expectations, uncertainty or urgency.
This type of information provides
additional insight or hints on future market
direction that can be derived from more
“fundamental” information on corporate
earnings or other economic data.
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Big Data is an additional, but not to be
underestimated, source of return

A good example of how this works in
practice occurred in January 2016. The
digital media analysis we received on a
particular day showed an above-average
number of articles on “stress,” “gloom,” and
especially “conflict.” Even before the market
collapsed, it was possible for investors

to cut their equity exposure and extend
their cash positions. It turned out to be
justin time: the world's equity markets
subsequently collapsed, with the S&P

500 equity index falling nearly 5% in the
following few days.

This example shows that big data

can be very helpful, butit remains a
complementary source of information
rather than the only one. Our research
shows it adds between 10 and 20 percent
informative value to final decisions. But
there can be no doubt that in a world

in which a rapidly increasing amount

of information and emotions is shared
through digital channels, it is essential to
tap into the networks of financially-oriented
news platforms, blogs, and social media to
understand how the broad economic and
financial mindset is evolving.

Embedding this digital news flow into our
decision-making process is one of our most
important innovations that has helped

us to adapt to a changing investment
landscape. At NN Investment Partners we
use robust statistical methods to assess
whether the data inputs we are receiving
have informational content that can be
used in the construction of the toolkit that
supports our investment decisions. The
structure of this toolkit allows for a great
variety of input signals, both fundamentally
and behavioral-based, and we believe that
the behavioral elements can be just as
accurately assessed for their predictive
value as any other. The toolkit makes use

of digital news and social media feeds,
converted into indices through text analytic
techniques, to capture real time sentiment
within different segments of the asset
markets.

What we are seeing
today is a difference in
the nature or degree of
the approach adopted.
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“Assisted” manager or “augmented” manager

Even though the use of artificial
intelligence in asset management is now
mostly of an exploratory nature, many
management companies are examining
the capacities offered by data mining,
knowledge engineering, semantic
analysis or even the combination

of pragmatic artificial intelligence
applications.

What we are seeing today is a difference
in the nature or degree of the approach
adopted.

The first steps in the process, therefore,
seek to add a supplementary layer of
information by scanning networks for
relevant and fresh data, so as to fully
understand the market trend and
respond to it. The approach may be
two-dimensional, which is to say both

macro (by analyzing the declarations
of economic decision-makers for
example) and micro (by consulting the
latest developments for the companies
monitored and their competitors).

A further goal could also be pursued.
Itinvolves expanding the investment
universe or the perimeter of signals
observed.

Looking at the macro angle, for example,
this would involve identifying unofficial
leading indicators for economic
aggregates (inflation, economic growth),
through the analysis of consumer trends
for supermarkets or global freight.

The calculators should be sufficiently
powerful to extend the scope of the
buy-side analysis conducted by the

management company’s internal teams,
ranging from a regional to a global
dimension.

Added to the computing power of current
applications are the corrections that can
be effected in relation to the bounded
rationality of the human brain. Numerous
university studies have documented
what is evident: algorithm predictions
systematically beat the predictions

of human experts. Our minds need
algorithms to unbias our judgements

and decisions. However, it is the "human,
machine, process” association that
determines the organization of strategic
and tactical choices.

Pascal Koenig
Partner in Consulting and Advisory at
Deloitte.
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Implementing behavioral analysis into
the decision-making process

Individual asset managers will give greater
or lesser weight to big data analysis.

In our view, the best approach is to

base a top-down multi-asset strategy

on a combination of fundamental and
behavioral analyses. Along with an
assessment on macro and corporate
fundamentals, this provides an
understanding of investor emotions, which
is indispensable for maximizing investment
performance and making better-informed
investment decisions.

An essential point is of course how to
combine the model inputs with the
fundamental research and insights of
strategists, economists, and portfolio
managers to come to a coherent view on
the markets. In other words: combining the
best of man and machine.

The construction of our proprietary
toolkit provides a framework for assessing
markets, essentially the machine inputs
that are then used by our strategists and
portfolio managers to meld, with their own
research and insights, into a coherent view
on financial markets. One of the benefits
of this approach is that it helps to protect
against the known behavioral pitfalls of
investors, such as the underestimation of
risk and overestimation of returns, but also

fear and loss aversion. The use of human
judgement, which is still better able to
assess the consequences of geopolitical
events, shifting political alliances, changes
in corporate governance, and central bank
policy, alongside the use of data-derived
signals that protect against known human
biases, enables the manager to make
better balanced decisions.

Moreover, the data help to continuously
improve the accuracy of the forecasting
process. In other words, the data will not
replace human insight, but augment the
ability of multi-asset managers to make the
right judgments in the ever-changing world
of financial markets.

This is not the end of the story of course.
Big Data and artificial intelligence are
currently hot topics, yet it is quite possible
that our next round of innovation will be
driven by something completely different.
The continuous cycle of technological
innovation means that asset managers will
have to constantly develop their analysis
toolkits, nurture an open-minded team
culture, and keep on learning, improving,
and adapting if they want to stay on top of

their game. .

An essential point is of course how to combine
the model inputs with the fundamental research
and insights of strategists, economists, and
portfolio managers to come to a coherent view
on the markets. In other words: combining the
best of man and machine.
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To the point:

* The impact of investor sentiment

on markets has increased

dramatically over the past decade.

For an investment manager it

is therefore crucial to critically
analyze market behavior and to
implement this in his investment
process.

Big Data and the study of human
biases are leading to a deeper
understanding of the emotional
forces that influence investor
behavior.

Combining these elements into
the investment process creates
a robust framework for guarding

against common investor pitfalls.
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Since the year 2000, European wealth management
has faced a constant decline in profitability, with profit
margins falling by 40 percent, despite considerable
market volume growth of over 60 percent in the

same period. This shows that wealth managers are
increasingly failing to serve clients successfully with the
traditional business model.

Nevertheless, innovation ambitions in wealth
management revolve around existing business
challenges and rarely exploit opportunities to create
value in new ways. Analysis indicates that the industry

is facing an innovation gap that requires a change of key
beliefs in leadership and the acceptance of new realities
in order to be filled. Innovation needs to be formally
embedded into a wealth management organization to
embrace a successful change of the traditional business
model. ®

Performance magazine issue 23
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What we mean by innovation?

In the context of a transforming banking
ecosystem, innovation is often associated
with other concepts and disciplines related
to change, but their definitions clearly
distinguish them:

1. Innovation
(separate from invention) is the creation
of a new (to the market or the world),
viable (creating value for clients,
stakeholders, and the organization itself)
business offering (ideally going beyond
products to platforms, business models,
and client experience)

2. Digitization
is the transformation of business
activities by the introduction and use of
information technology

3. Industrialization
is the concept of reducing the cost
base and re-thinking the value creation
process through the elimination
of redundancies, smart sourcing,
automation, and standardization

4. Disruption
is a process whereby a smaller
company with fewer resources is able
to successfully challenge incumbent
businesses; disruption typically
originates in low-end or new-market
niches

42

As opposed to digitization and disruption,
innovation depends on the creation of
economic value. While industrialization
and innovation have this in common,
innovation is much broader in its
application and does not focus specifically
on cost reduction. Disruption on the other
hand can be considered contradictory to
industrialization: while industrialization is a
process for players with mature business
models to defend their market shares and
profitability, disruption is a process for
players with new business models to gain
shares of the market.

Innovation requires an understanding

of whether clients need or desire an
invention, and also how it can be delivered
Innovation has to provide economic value,
i.e., it must be able to sustain itself, and
return in excess of its weighted average
cost of capital

Innovation does not have to be new to the
world, only to a market or an industry, and
can be based on previous advances

It's about time for innovation in wealth
management

Wealth management has now reached

a point where a mind shift has become
essential. The profitability of European
wealth managers has been in constant
decline in recent years, with profit margins
falling by 40 percent between 2000 and
2015. During the same period, the market
size for private banking measured by the
bankable assets of European millionaire
households has grown by more than 60
percent. This increasing gap between
profitability and market size shows that
wealth managers are increasingly failing to
serve clients successfully with their existing
business models of an integrated value
chain (average industry integration level of
above 80 percent). This suggests that the
industry is facing an innovation gap, since
industrialization and M&A-the other two
main strategic growth levers-have already
been employed for years.
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Innovation gap?
The continuously growing divergence of
Wealth Managers' profitability and market
volume development suggests that,
among other main strategic profitability
levers (e.g., M&A, industrialization), wealth
management is facing an innovation gap

100

2000 2005

@ Market volume index (2000 = 100) represented by wealth2) of European millionaire households, 2000-2020

61

2010 2015

@ Average profit margin index (2000 = 100) of European Wealth Managers, 2000-2020

...and the time is about right...

Typically, innovations result from a
conscious, purposeful search for
innovation opportunities, which are found
only in a few situations, such as changes in
the industry structure or demographics, or
changes in the perception of an industry,
economic incongruities, or the appearance
of new knowledge. All these can be found
today in the wealth management industry.
An increasing number of FinTechs active in
wealth management (+300 percent in the
past three years) is disrupting traditional
industry structures; millennials will form

50 percent of the global workforce by 2020,
creating demographic change; and the
global regulatory agenda has triggered the
reshoring of assets, adversely affecting

the prospects for cross-border wealth
management.

...but ambition is lacking

Based on a comprehensive view of

the wealth management industry, we
identified 28 unique innovations from
wealth managers and 11 from FinTechs,
and mapped them according to their “type
of innovation” and “innovation ambition”
to create a clear picture of where and

how innovation takes place in wealth
management.

2020

Index: Profitability of wealth
managers vs. market volume,
2000-2020

Wealth managers’ lens

Innovations addressed today are mainly
configuration- and experience-driven, and
revolve around the core business with only
outliers touching transformational ideas

FinTech lens

FinTechs accelerate the change of the
traditional business model in wealth
management although they are not as
transformational as commonly presumed.

Summary: Focus areas of innovation
The innovation ambitions in wealth
management combined from wealth
managers and FinTechs revolve mainly
around the existing core business

(82 percent) with only limited adjacent
(12 percent) and transformational

(6 percent) innovation efforts; the main
innovation types addressed today are
clustered around process (18 percent),
structure (14 percent), and client
engagement (15 percent). e
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The focus on process and structure can
be attributed to the wealth managers'’
industry-wide strategic priority of
reducing costs through standardization
and digitization, triggered by increasing
economic pressure and technological
advancement.

Innovations in the area of client
engagement are mainly driven by FinTechs
and concentrate on enhancing the existing
processes, still mainly on client experience
that is dependent on personal interaction.
Having realized that wealth managers
might be a more attractive client segment
than private clients, which is in great need
of digital solutions, FinTechs increasingly
specialize in offering flexible, innovative
B2B solutions to wealth managers to help
them close their digital transformation
gap and thus have a strong focus on the
innovation type process.

In conclusion, it seems that innovation

in wealth management still plays a
subordinate role, with most innovations
being responses to existing business
challenges rather than innovations based
on the identification of opportunities to
create value in a new way.

Enabling innovations that can change
the business model...

While eliciting a change of business model
typically requires the employment of
multiple types of innovation, with a focus
on shifts in the profit model and client
engagement, efforts in wealth management
concentrate mainly on digitizing processes
and structures in the existing business
model. Instead, wealth managers could
exploit innovation opportunities in a more
transformational way by re-designing
instead of reorganizing their infrastructure
(e.g., through Cloud Computing, Open
APIs, Orchestrating), deepening their
understanding of client needs (e.g., through
Social Listening, Instant Client Feedback),
identifying new sources of revenue (e.g.,
supplementary Client Care Services,
Digital Security Services) and refreshing
their brand (e.g., through Sub-branding,
Ingredient Branding).

a4

Categorization of innovations in wealth management

FinTechs

...requires a shift in the leadership’s
mental model...

Innovations come to a halt, or fail, for
many different reasons, but most often it
is because superficial changes to improve
performance are not sufficient to affect a
fundamental transformation. Innovation
requires change at a deeper level-a
change of the leadership's key beliefs-as
these typically affect attitudes and culture
throughout the organization. Wealth
management is built around traditional
assumptions, behaviors, and beliefs
about how to create value that drives the
strategies leaders deploy and guide their
decision-making. These assumptions

and key beliefs need to be exposed to
the new realities of today’'s world and the
future by monitoring trends and their
implications, and recognizing the urgency
and importance of innovation.

l Industrialization

Wealth Managers

If leaders are to drive innovation effectively,
they should have a mindset that favors
collaboration and is not functionally-
focused; this mindset rarely occurs without
encouragement: innovation leaders need
to be developed alongside innovation
capabilities, starting with a structured
approach to enact a mind-shift.

1. Expose
Challenge prevalent key beliefs and
expose the leadership to facts and new
insights into how others in the industry
operate under adopted key beliefs.

2. Understand
Engage leadership around the urgency
and importance of transformational
innovation in wealth management.

3. ldentify
|dentify opportunities and disruptive
threats, and how trends could change
the existing business model.
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Categorization of innovations in wealth management

Q)

To the point:

* Wealth managers seem to be
increasingly failing to serve clients
successfully with their existing
business models.

The situation in wealth
management with a changing
industry structure and
demography favors innovative
ambitions.

2. Understand

Innovation in wealth management
predominantly focuses on existing
business challenges rather than
on opportunities to create value

in a new way.

Enabling transformational
...and an effective innovation system Atailored approach should be built around innovation requires a mind
Once the leadership is on board, clear definitions and methodologies for the shift of senior management as
innovation needs to be formally embedded  work to be done in generating innovation, well as a formal embedment of
as a management discipline and the and innovation should be managed as innovation in wealth management
corporate culture needs to be opened up a portfolio. Accordingly, the appropriate organizations.
toward divergent thinking. This calls for talent and capabilities need to be acquired

a systematic change that, based on an and nurtured. In this context, and as a
analysis of successful leaders in innovation,  starting point, wealth managers should
requires four building blocks to be in place: clarify the role of partnerships. .
approach, organization, resources and

competencies, and metrics and incentives.

Innovation building blocks and critical capability levers

5 Approach
zs&&% Innovation strategy: Defining goals for innovation and thematic

opportunities to pursue

Pipeline and portfolio management: Managing innovation initiatives in a
pipeline and portfolio

Process: Moving innovations from abstract hypotheses to business cases
and launched businesses

Organization

Senior leadership: Engaging senior leaders with innovation

Governance: Defining how and by whom innovation decisions are made
External connection: Setting up mechanisms for identifying and leveraging
external capabilities

)

Resources and competencies

Funding: Devoting financial resources and installing mechanisms for
accessing the funding la
Talent management: Attracting and deploying the right skills at the right
time

Innovation tools: Providing software, tools, and techniques for different
aspects of innovation

Rewards: Installing monetary incentives, formal and informal recognition of
contributions

Innovation metrics: Defining targets and indicators to guide decisions and
measure progress

External attraction: Fostering and incentivizing other organizations to
participate in innovation
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GETTING A
HANDLE ON
FINANCIAL
COMPLIA
SOUTHEAS

Regulatory compliance, the beasts of burden?
With the avalanche of shifting regulatory
requirements and new criminal threats, the
investment management sector will 