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Acknowledgement
of Country

We acknowledge the Traditional Custodians of the
lands where we live and work, and their connections
to land, sea and community.

We payour respect to their Elders past and present.
And we extend that respect to all Aboriginal and
Torres Strait Islander peoples today.

art.com.au/reconciliation

Artwork: ‘Mirndin-Gun-Yes’ (Our Pathway) by Leah Cummins of Bunya Designs.



Before we begin

This is general advice only. It's not based on your personal objectives, financial situation or needs. So, think about
those things and read the relevant Product Disclosure Statement and Target Market Determination at
art.com.au/pds before you make any decision about our products.

This presentation and all products are issued by Australian Retirement Trust Pty Ltd (ABN 88 010 720 840, AFSL
228975) (‘Trustee’), trustee of Australian Retirement Trust (ABN 60 905 115 063) (‘the Fund’ or ‘ART').

Any advice given is by representatives of Sunsuper Financial Services Pty Ltd (ABN 50 087 154 818, AFSL 227867),
wholly owned by the Trustee of Australian Retirement Trust (ART). As representatives, they may recommend ART
products from time to time. So read the relevant Financial Service Guide at art.com.au/fsg to tell you about that
advice and how they're paid.

The opinions and comments shared by people in this are theirs alone, and they're not necessarily shared by the
Trustee. We don't take responsibility for how accurate any of this information is and we suggest getting advice

tailored to your personal circumstances. You can only use this material for yourself and can't sell it or otherwise
use it for commercial reasons. If you want to use or distribute this information for any other reason, you'll need
our written consent first.



Legacy of
working with
financial advisers

Building on a strong legacy of working with
advisers.

e Using our size and scale to aim for strong long-
term returns.

* Promoting the value of quality financial advice as
one of Australia’s largest funds.




Trust Relationship

Reliance on the integrity, strength,
ability, surety, etc., ofa person,
confidence.

The way in which two or more
people or things are connected

Confidence in the certainty of
future payment for goods received.




What we are discussing

1 Understanding the research

2 What our advised members
are telling us

3 How this compares to what
you are telling us

4 The future opportunities the
research highlights

5 Key reflections




What were we seeking to learn?

We wanted to explore and

We know that the importance understand:

of estate planning and wealth * Keychallenges for advisers around
transfer is underappreciated working in a complex (legal/tax)
by many, even those aged cnvironment,

over 65... « Difficulties engaging the younger

generations and building trust with
them, and managing familial
conflicts, competing needs and
priorities.

..fewer get their beneficiaries
involved in this planning.

* Considerations of trust and loyalty



Who are our advised members?

Their age Their balance

46% 32%
24%

23% 16%

[v)
16% Lo 12%

Under 40 40-49 50-59 60+ Under 50k 50-99k 100-199k 200-499k

15%

500k+



The advice insights
we observed




Advised members tend to be middle-aged
or retired couples with children

Retirernent intention (51+)

44%
78% 35%

Relationship status

16%

22% I 5%
—L Next 10 Next 20

Already Next/s

Single Couple retired  vars years years
Age
38%
29% 31%
2%
I
Under 30 30-50 51-64 65+

Family unit

60% 62%

0% 0%

Under 30

30-50

H No children

W Adult children 18-30

Q. Which best describes your practice? Q. Are you self-licenced? Q. Which best describes your clients?

12%

7%

o%.

84%

51-64

B Young children
Adult children 30+

65+



Aged 30-50
with children

« 49% were existing ART

members

« 62% have balance of <$200k

« 27% have tenure of more than 10

years, 23% 5-10 years

- less tenure with adviser (81% less

than 5 years)

- Greater engagement with ART
and appetite for comms

- Tend to be most loyal

Aged 50-64
with adult children

* 40% were existing ART

members

- 29% have balance of $500k+
« 32% have 2-5 years tenure

« 48% plan to retire in next 5 years

Three demographic groups make up % ofour advised members

Aged 65+
with adult children

19% were existing ART
members

- 48% see their adviser at least

half-yearly

- 41% have $200-500k balance
« 52% have tenure of 1-5 years
« 76% already retired

« Strongest relationship with

adviser

A



Retirement is
the focus for
most advisers
with their
clients.

Focus of advice

80

70

60 33%

among advisers with

50 50+ ART members

0 J

30

20

) I

' ]
Retirement  Long-term Insurance Low-cost Estate Other (please

strategic needs index planning specify)
investing investing

Q. What would you say your focus is with the majority of your clients?



But not necessarily what is provided — depending on age AN
o

Advice received from adviser

H Under30 m30-50 m51-64 65+

82%
76% 75%

65%07%

39%
35% 35% 32%34%

26%

32% 30%

0,
26%257 25%
23%22%

14%12%

11% 10%

5%

Retirement Estate planning and wealth transfe; Insurance Product selection Investments Portfolio construction Other

Q. Besides super, what kind of financial advice have you received from your financial adviser?



The importance
of trust




Poll One

What do members value the most when it comes to advice?

a) Acting in their best interest
b) Portfolio construction
c) Support in getting to retirement

d) Selection of fund mangers

17



Members value advisers for trust and acting in A
their best interests.

599%, Value of adviser
among men N 2024 2022
82%
78%
67%
64% _
46% 46%
419
38% &
25% 26%
4% 4% 4% 4%
Acting in my best Simplicity and trust ~ Support in getting to Product advice Portfolio construction Selection of managers Other
interests retirement

Q. What do you value most in your relationship with your adviser?



Trust was the #1best thing about advisers A

Knowledgeable

Approach-
able

Easy to .
deal with Available

Personable

Easy to
understand

Easy to talk
to

Reliable

Transparent

Q. Finally, what is the best thing about your adviser?



Poll Two

What is the most important fund feature to members?

Low fees
Strong performance

Profit for member’s fund

o0 ® »

. Customer service

21



The ease of dealing with a super fund is of huge
importance to advisers

50%
0,
‘44% 46%
Strong Ease of
performande transacting /
speed of

processing

50%

38%‘

Yalue for

money

41%

32%

Low fees

Importance of fund attributes

28%

15%

Enabling
strategic
advice

m 2024 w2022

34%
30%
26%
I 20%I
Good Simplicity
technology

20%

I17%

Portfolio
construction

24%

15%

A trusted
brand

10?12%
(o]

Nice
reporting

5% i 5% 6%
Ability for Other
clients to
self-serve



Clients of different ages desire
vastly different features from a fund

Fund features

W 30-50 with kids 50-64 with kids ~ ® 65+ withukids

41%

20% 20% 19% 99
16% 18% 15906%
0 13%
0% 11%
8% 7%
L C m
Strong Low fees Secure and safe Profit for Easy to deal A trusted bran§ Recommended Customer  An ethical fund Good

performance place for your members with by my adviser service technology

money

Q. What is most important to you when considering a super fund? Please select up to 3.



..but are advisers and their clients aligned? A

2024 Fund features 2022 Fund features

B Member M Adviser

B Member M Adviser

50%

Strogg performance Loyl fees A trusted brand

34% 34%

26%

24%

Strongwerformance A trusted brand




The importance for

Intergenerational
Advice




Family use of advisers

Family accessing financial advice Family members using financial advice

33%

Yes, 41% No, 36%

28%
22%
Not sure, 18%
23%
44% of those who have
family members o .
My parents or parents My siblings My adult children Partner (coded)

receiving advice have
the same adviser

in-law

Q. Do other members of your family unit also receive financial advice? Q. Do you often provide advice to several people in a family unit?

14%

Other family members



Having an adviser that is trusted by your fam 1ily 1s
very important for members.

Importance of adviser

W Not at all important Not very important Neutral M Important B Veryimportant

Trusted by your family 3% 15%

Used by your family

Q. How important is it to you that your adviser can be ...? Q. Do you foresee any challenges arising from your family having different advisers to you when it comes to estate planning and
wealth transfer?



And, although wealth transfer is an important family AN
advice consideration for advisers... °

Wealth transfer advice

B Strongly disagree Disagree Neutral M Agree M Strongly agree

Wealth transfer / planning is important to my clients 4% 17%

Q. To what extent do you agree or disagree with the following statements?



...involving beneficiaries in discussions is not

Involvement of beneficiaries in discussion around estate planning

B Strongly disagree Disagree Neutral ®Agree M Strongly agree

Clients actively involve their beneficiaries . 29% 35%

Q. To what extent do you agree or disagree with the following statements? Q. How important are these factors when providing advice to an extended family?



There is a perception gap in the importance
of estate planning.

% saying estate planning / wealth transfer is ‘very important’

46%
29%
Important when Isimportanttomy  Aged under 30 30-50 50-64 65+ Has kids Has no kids
providing advice clients
Adviser Member

Q. How important is estate planning and wealth transfer to you in your current situation?



While the proportion of members receiving advice about estate A
planning increases with age and balance, there is no significant O
difference between cohorts.

% receiving advice about estate planning and wealth transfer

35%

32%
30%
27% 28% 28%

26% 25% 26%
(o]
[

Total Young Adult  No children Under 30 30-50 50-64 65+ 0-100k  100-200k 200-300k 300-500k 500k+ Estate
children  children planning
and wealth
Family Age Balance transfer i
important

Q. Besides super, what kind of financial advice have you received from your financial adviser?



Key challenges when dealing with wealth transfer l.\

Complex
environment

Tax system

Legal system

Diverse / blended family
units

Uncertainty of timeline

Engaging with and building
trust and relationships with
younger generations

- Difficulty engaging younger
generation who don’t see
value in advice

« Building trust
« Building relationships
- Geographical location

- Different life stages - young
families are time poor

Q. What are the key challenges you face when dealing with intergenerational wealth transfer with your clients?

Differences between
generations and
competing needs,
priorities, fin literacy etc

- Young gen want $$ for debt
reduction / paying off
mortgage, while older gen
want it to stay invested

- Differing levels of financial
literacy in families

« Competing needs and
priorities between parents
and beneficiaries



The intentions of beneficiaries are clear — they would use AN
any inheritance to pay off debt and invest. °

Intentions with inheritance — beneficiary

M Total Age under 30 m Age 30-50

60%
50% 51%
35% 377 36%
7% among HNW
(>1m balance)
o) 0, [0)
39 5% 3% 5% 5%
0% 9 9 V;
EE == b 0% 0% - I

Pay off mortgage Invest Pay other debts Charitable donations Other (Please specify)

Q. Ifyou were to receive money from your parents (an inheritance), what would be your priorities?



The perceptions of donors and beneficiaries on how the AN
latter would use an inheritance are somewhat aligned. °

Intentions with inheritance — giver vs beneficiary

B Beneficiary Donor

60%
52%
39%
20%
11%
7% .
39 » 5%
0% 0
— : ]
Pay off mortgage Invest Pay other debts Charitable donations Other (Please specify)

Q. If you were to leave your inheritance to your children, what would their priorities be?



Information to help you
plan children’s future

* Establishing the vitalrole of
trust

 Helping clients see the
importance of wealth
transfer

» Starting the conversation

* Managing complex
environments

* Building relationships across
generations

* Creating strategies for
engaging different
generations

([ 28
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