Extrait de quelques slides:

The Great
Wealth Transfer:

Building trust and relationships across generations
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A generational shift:

Over the last two decades (2000-2024),

~CHF 2triliion

Increase in Swiss wealth

Swiss inheritances currently
~CHF100bn annually,
rising each year
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Painting a picture of the SWiss landscape

$709,612 67

average wealth in Switzerland in Swiss 2023 Gini index, down 4.6% countries (including Switzerland)
2023 per adult! since 2008. US index 75, Germany where private pensions are fully
68, Belgium 46! exempt from taxes?

$171,035 $2.6 trillion 1.05m
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Communication and trust are crucial

Reasons family wealth is lost(! Recap:

60% 25% 10%

Breakdown in trust Failure to prepare No family
and communication heirs mission

of wealthy families lose their wealth
by the 2nd generation and 90% will
lose it by the 3rd generation@
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Communication and trust are crucial- Switzerland is special

Reasons family wealth is lost(") Swiss data:

60% 25% 10%

Breakdown in trust Failure to prepare No family 0
and communication heirs mission

of top 300 wealthy families in
Switzerland have held their
wealth since before 1939/
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‘Human advice retains the advantage

Peace of mind added

Human-advised Digital-advised [r—— Py 22
Quantifying the investor’s view on
the value of human and robo-advice

80% 71%
Peace of mind 59% _ peace of mind . =
increased 56 increased 12 Oty s,
percentage percentage .
points. points okl corailerseitching b @ sren cdvicr i e firn.

—
On their own With advisor On their own With advisor STearae

Vanguard ... ki T e 7




A Framework for
the Great Swiss

Wealth Transfer

Elements of success

I3 Engagement &3 Proposition

1 Prepare and Identify opportunities

1 Hone your advice and service offers

Engage primary clients

2 Develop your business model

conversation

3 Bring the next generation into the
3 Embrace technology

Agree ongoing ways of working J
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]@I Engagement

2 Engage primary clients

Dealing with objections: The Spectrum of action

Education, not disclosing CHF AUM,
Preparedness

Preparation

What we do for the primary clients,
deeper preparedness & responsibilities,
Bring in some CHF AUM Numbers




3 Bring the next generation
into the conversation

I:El} Plan with primary clients

w Have the engagement

ey
K() Follow up
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1 Hone your advice and
service offers

Articulating value: Baby Boomers

Client Needs:

« Financial Legacy, well-being of their children, cohesive purpose
for family wealth.

+ Need an adviser with excellent listening skills, with empathy
around the delicate topics.

Positioning your value

* Maximise Financial Security (and preparing for retirement if not
already there).

« Peace of Mind and Confidence in the future.
* Use of technology to show (not just tell).

+ Solid plans to avoid them outliving wealth.

« Safe spending strategies.
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2 Develop your business model

Partnering and Specialisms
Traditional model

Investment Solutions

Financial Planning Solutions

* Insur.
» Deep Estate Planning
- Later Life S alisms Solicitor

tructuring
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ISL Engagement
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&b Proposition
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& Proposition

Lending Broker

Tax adviser



Client

Technology
Partners

Adviser Later Life Insurance
Solutions Specialist Broker

Architect

Investment Tailor

Solutions
Partner




