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: Identify the primary growth opportunities for advice
Learnlng firms in Australia and New Zealand.

O Utco mes Gain insights into the strategies High Performing Firms

are using to enhance capacity & profitability.

Understand how to effectively deliver strategic
planning benefits across many areas of your advice
business.
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GLOBAL ADVISOR STUDY (2024)

A strategic practice management tool

ONE OF
+4k THE LARGEST

Unique ADVISOR
Participants STUDIES

Focus Areas

BUSINESS METRICS ROLES & COMPENSATION INCOME STATEMENT

Results from the Dimensional 2024 Global Advisor Studies, totaling 796 firms, and approximately 99,000 end-client responses from the Global Investor Study from 2015-2024.



2024 Global Advisor Study B> Dimensional

Core Business Income

+ .
Metrics Statement RIS 5> COmPaTERHe

Assets in AUD. Hizhise.
Results from Dimensional 2024 Global Advisor Study. AU/NZ Only.



High Performing Firms Defined B> Dimensional

Dimensional defines the universe of

Revenue Growth

High Performing Firms by ranking
firms across five key metrics. Client Retention

Each firm is given a percentile rank across the five metrics, and
the average of these determines the overall ranking. The top
quartile of firms by overall ranking are selected as High
Performing Firms®. e e

Employee Retention?

Revenue per Advisor®

1. Excluding death, divorce, “we terminated”.

2. Excluding “we terminated”.

3. Service and Senior combined.

4. Firms must provide data for at least four of the five metrics to be under consideration as a High Performing Firm

Results from the Dimensional 2024 Global Advisor Study. 796 firms participated, of which 199 were designated as High Performing Firms.



Summary | AU/NZ B> Dimensional

High Performing Firms vs Other Firms

12% 99% 97% 59% $701k

YOY Revenue Growth Client Retention Rate Employee Retention EBOC Profit Margin Revenue per Advisor
(median) Rate (Senior & Service)

In AUD.
Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms. High Performing Firms @ Other Firms



What were the top three
growth challenges for AU/NZ
firms in 20247

. Differentiating from competitors

. Sourcing prospective clients

. Developing a marketing strategy

. Capacity constraints

. Inorganic growth (M&A)

. Developing rainmakers
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QUESTION 1

What were the top three
growth challenges for AU/NZ
firms in 20247

Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms.



Challenges | 2024 AU/NZ Firms

GROWTH

Other Firms

Sourcing
Prospective
Clients

Developing
Rainmakers

Capacity
Constraints

High Performing Firms

Capacity
Constraints

Sourcing
Prospective
Clients

Developing
Rainmakers
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Capacity



Summary | AU/NZ

High Performing Firms vs Other Firms

In AUD.
Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms.
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$701k

Revenue per Advisor
(Senior & Service)

High Performing Firms @ Other Firms



Business Metrics | AU/NZ Firms

||> Dimensional

Other Firms High Performing Firms

FTEs Revenue $240k $300k

Assets S36M S50M

Households 28 iy
Advisor (senior & service) Revenue $649k $701k

Assets S100M S121M

Households 83 117
Household Revenue $8,804 $7,469

Assets $1.4M $1.4M



What were the top three
operational challenges for
AU/NZ firms in 20247

. Selecting and maintaining technology

. Developing employees

. Lack of succession or exit strategy

. Implementing workflow processes

. Improving profitability

. Managing compliance and regulatory changes
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QUESTION 2

What were the top three
operational challenges for
AU/NZ firms in 20247

Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms.



Challenges | 2024 AU/NZ Firms

OPERATIONAL

Other Firms

Improving
Profitability

Implementing
Workflow
Processes

Selecting & Maintaining Technology

High Performing Firms
Developing

Employees

Selecting & Maintaining Technology

Implementing
Workflow
Processes



Profitability



Summary | AU/NZ B> Dimensional

High Performing Firms vs Other Firms

59%

EBOC Profit Margin

In AUD.
Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms. High Performing Firms @ Other Firms



AU/NZ Firms Average Profitability B> Dimensional

41.9% Average profitability of all

profitability AU/NZ region firms was 25.1%
(EBITDA Margin) EBITDA Margin

® High Performing Firms
Other Firms

Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms.



How are High Performing Firms
operating at higher levels of capacity
and profitability?



Workflow Processes



Strategic Planning Framework B> Dimensional

Vision, Mission, Goals
(Why)

N

Workflow Processes
(How)

Actions, tasks, roles
(What)




Human Capital



House Team Structure

Senior/Lead Advisor

Service Advisor

Associate Advisor/
Client Service

Service Advisor

Associate Advisor/

Client Service

I>> Dimensional

Operations

Administration

Planning

Investments

For illustrative purposes only. Not a recommendation.
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May be shared resources
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The Engaged Employee > pimensional

What do they lov
doing?

What needs
to be done?

How much time

What are Competence T do they spend in
they good at? the sweet spot?

MKT-33603 | 0323
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Growth



Summary | AU/NZ B> Dimensional

High Performing Firms vs Other Firms

12%

YOY Revenue Growth
(median)

In AUD.
Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms. High Performing Firms @ Other Firms



What were the top three
channels of new client growth
for AU/NZ firms in 20247

. Events

. Advisors' business development

. Referrals from existing clients

. Referrals from centres of influence

. Mergers and acquisition

. Digital marketing
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QUESTION 3

What were the top three
channels of new client growth
for AU/NZ firms in 20247

Results from the Dimensional 2024 Global Advisor Study. 55 firms participated across AU/NZ, of which 14 were designated as High Performing Firms.



Source of New Clients | AU/NZ

Other Firms

Referrals from existing clients

Referrals from Centers of Influence (COIl)

Digital Marketing

High Performing Firms

Referrals from existing clients

Mergers & Acquisition

Referrals from Centers of Influence
(COl)

Across AU/NZ, firms consistently
gain new clients through existing
client referrals.

HPFs gain more clients via M&A and fewer
clients via Digital Marketing than Other
Firms.



36% of AU/NZ firms have a defined
process for driving client referrals.



Key Takeaways

Insights to

Excellence

I>> Dimensional

Capacity & Profitability

High performing firms are operating at higher levels of capacity and profitability
through the ongoing development and refinement of workflow processes and the
smart allocation of human capital.

Growth
Existing client referrals are consistently the dominant channel of growth.

High performance is achieved by having a well defined, repeatable process to
capture client referrals.

Strategic Planning

Following a process of Why, How, What has been effective in delivering strategic
planning benefits across many areas of the business such as client value
proposition, service offer and investment methodology.



Disclosure & Disclaimer

AUSTRALIA: In Australia, this material is provided by DFA Australia Limited (AFSL 238093, ABN 46
065 937 671). It is provided for financial advisors and wholesale investors for information only and
is not intended for public use. No account has been taken of the objectives, financial situation or
needs of any particular person. Accordingly, to the extent this material constitutes general
financial product advice, investors should, before acting on the advice, consider the
appropriateness of the advice, having regard to the investor’s objectives, financial situation and
needs. Any opinions expressed in this publication reflect our judgment at the date of publication
and are subject to change.

NEW ZEALAND: This material has been prepared and provided in New Zealand by DFA Australia
Limited, (incorporated in Australia, AFS License No.238093, ABN 46 065 937 671). This material is
provided for financial advisers only and is not intended for public use. All material that DFA
Australia Limited provides has been prepared for advisers, institutional investors and clients who
are classified as Wholesale investors under the Financial Markets Conduct Act 2013. This material
does not give any recommendation or opinion to acquire any financial advice product, and is not
financial advice to you or any other person.

Dimensional Global Investor and Global Advisor Study

This material is provided solely for informational purposes. All information in this presentation is
given in good faith. The information in this presentation is as reported to Dimensional by survey
participants. Dimensional has not undertaken independent verification or confirmation of any
facts reported to it set forth herein. Dimensional is under no obligation to, and does not
undertake to advise the recipient of any changes to any information presented herein of which it
may become aware. Dimensional does not accept any responsibility and cannot be held liable for
any person’s use of or reliance on the information and opinions reported herein.
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