Wealth Management 3.0 :
The "Phygital” Advantage
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What 1s Wealth Management 3.0 7

Wealth Management 3.0- An Amalgamation Across the Following Key Trends

Key Areas of Wealth Management 1 - O Wealth Management 2 . O Wealth Management 3 . O

Client Scope

Broadening to include client
segments in lower wealth bands
as wellas segments with more
diverse or customisable needs

Channels & Modes of
Coverage

Evolving into digital - led
propositions with hybrid models

Products & Asset
Classes

Continuing to broaden and widen
access and scope

Source : Oliver Wyman Analysis
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What 1s Wealth Management 3.07

Wealth Management 3.0- An Amalgamation Across the Following Key Trends
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Ke \ Areas of Wealth Management Wealth Management Wealth Management

Solutions & Services

Continuing to modularise,thereby
providing for better customisation
and personalisation to better
serve niche Client needs

Operating Model &
Technology

Continuing to broaden and widen
access and scope

Source : Oliver Wyman Analysis
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What isa Fintech?
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Finance Technology Fintech

Key Business Models
Business 2 Consumer (B2C)
o Services/ products offered directly to end users via
own channels of distribution
o Largest opportunity foruser volume and scale
Business 2 Business (B2B)
o Services/ products offered to anotherbusiness to in
turn service its own end consumers
o Opportunity to generate highertransaction volume
Business 2 Business 2 Consumer (B2B2C)
o Bringing togetherthe B2C and B2B models, the B2B2C
provides services/ products to otherbusmesses
enabling them to focus on their core activities

o Opportunity to capture user and transaction volume
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Purpose of Fintech’s

Enabling Enhancing Financial
Busimesses to Services
Scale

E

Improving Scalability Reducing Costs
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Improving
Efficiency
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Increasing Fmancial

Inclusion

Enhancing Security
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Value Proposition of Fintech’sin Wealth Management

Fractionalisation Access to Global Markets
Exclusive investment products Provide attractive pricing for marquee
across multiple asset classes & funds while enabling access to a mix
geographies with minimums as low of global, passive,active, institutional,
as USD 25,000 and hedge funds

Active Advisory Artificial Intelligence

Active advisory oversight from the Access to assetallocation through Al-
in-house mvestment committee to based algorithms and quant models
incorporate market trends based on the client’s risk profile
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Other Helpful Attributes of Fintech’s in Wealth Management

Easy | Tech-enabled

Affordable
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What isthe “Phygital” Model? Q KRISTAL

Physical Digital Phygital
. ;‘1}—_\ ' = HiTech
@-@ Hi Touch

Phygitalis the conceptofusing technology to bridge the digital world with the physical
world with the purpose ofproviding a unique interactive experience for Clients.

True Omni Channel Approach

 Important to understand that Phygitalis the seamless mtegration of

physicaland digital components for the benefit of the customer.
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* Whilst technology plays a keyrole in delivering on the Client

agenda,itis the physicalmteraction thatis the centre of delivering

the Chent experience
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How can Fintech’s Coexist with Traditional Wealth Advisors

 Different business models bring out different efficiencies

« B2C- Healthy competition brings about innovation and more efficient
methods of product delivery

« B2B2C- Fintech’s play the role of a business enabler, hastening the
path to scale and monetisation




Delivering Your Right to Invest with
the Right Investments

Thank you!

Disclaimer: The recommendations contained herein are for the exclusive use of the investors and prohibits any form of disclosure or reproduction. The
content cannot be relied upon by any other person for any other purpose. The recommendations are information provided to the investors and are subject to
risks. Any recommendations including financial advice provided by Kristal Al or its affiliates shall be subject to contractual understanding, necessary
documentation, applicable laws, approvals and regulations. Though the recommendations are based on information obtained from reliable source and are
provided in good faith, they may be valid only on the date and time the recommendations are provided and shallbe subject to change without notice. Kristal. Al
or its affiliates, does not make any representation, undertaking, warranty, guarantee, or other assurance as to the timelines, completeness, correctness,
reliability, or accuracy of the recommendations herein. The investments made by the investors may suffer losses and the mvestor shall bear all the losses in
connection with an investment. Kristal Aland its affiliates accept no hability or responsibility whatsoever for any direct or consequential loss and/or damages
arising outoforin relation to any use ofopinions, forecasts, materials and data contained herein or otherwise arising in connection therewith.

swanzel@kristal.ai
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