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Introduction

Research: November 2024

InspereX has partnered with Red Zone
Marketing to conduct research on how
financial professionals are operating,
marketing, investing and communicating.

Survey Respondents:

682 financial professionals from broker-dealers, banks and RIAs
were surveyed from November 6 - 13, 2024. The financial
advisors responding work at independent broker/dealers, RIAs,
banks, regional firms and wirehouses. The gender breakdown of
16% female, 84% male.

Survey Objective:

@ To collect insights designed to help financial professionals
understand how practices across the United States are operating.
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KEY FINDINGS

From the InspereX Pulse 2025 Outlook Survey

This Advisor Pulse Survey shared insights into the challenges Advisors currently
face in their day-to-day business with building portfolios and utilizing protection
strategies to help reduce anxiety and maintain client confidence.

Bullish Market Outlook

f 14% L% I 10%
of financial advisors of financial advisors while 2% of advisors of advisors expect the of advisors foresee a
predict the S&P 500 will forecast a 20% gain expect gains above 20%. index to remain flat decline of 10%
rise by at least 10% by the or more
end of 2025
Top Asset Class for 2025

believe equities will outperform, with cryptocurrencies ( ) a distant second.

Market Volatility Expected

/31% [ 16% I 20%

of advisors anticipate at of financial advisors of advisors foresee a bear of advisors are confident
least one correction (10% predict a 15% drop market (20%+ decline) there will be no downturn
drop) in 2025

Top Concerns

Advisors' biggest worries: Client's main concerns:
/ 27% / 35% / 29%
Geopolitics Inflation Inflation Market volatility
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KEY FINDINGS

From the InspereX Pulse 2025 Outlook Survey

Post-Election Sentiment

53% of advisors will not adjust client portfolios due to election results. Client anxiety levels about investing have dropped to an

average of 5.1 (out of 10), down from 6 since June 2022.

Downside Protection Strategies

Despite client anxiety levels at all-time lows since 2020, they still have more immediate concerns about inflation and market volatility

so Advisors are looking for protection strategies to manage that fear.

72% of Advisors plan to increase downside
0 protection in portfolios to manage volatility

Federal Reserve and Economic Outlook

Despite client anxiety levels at all-time lows since 2020, they still have more
immediate concerns about inflation and market volatility so Advisors are
looking for protection strategies to manage that fear.

expect the Fed to cut rates 2-3 times in
68% 2025, with most advisors confident in a soft
or no-landing scenario for the economy.

Income Strategies for 2025

Advisors plan to reduce reliance on cash equivalents, increasing exposure to:

dividend-paying structured
o) o)
55% stocks 52% products

InspereX

"‘Advisors are
bullish but aware
of potential
volatility,
prompting
increased
downside

protection to help
clients stay focused
on long-term
goals”

CHRIS MEE

Managing Director
of InspereX




Compared to today, where do
you forecast the market for
the end of next year (2025)7?

006%

14%

10%

O
é o)
O
... _
V7
Down 20% Down 10% Even Up 10% Up 20% Up more
or more or more than 20%
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What do you believe will be the top performing asset class for

next year (2025)7

Equities
Cryptocurrencies
Alternatives
Bonds
Commodities
Real assets
Cash/equivalents
Precious metals
Currency

Derivatives
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What do you believe will be the most volatile asset class for

next year (2025)7

Cryptocurrencies
Equities
Commodities
Bonds

Precious metals
Currency
Alternatives
Derivatives

Real assets

Cash/equivalents

InspereX
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What is your outlook for volatility of the market in 20257
At some point during the year, the market will be...

31% 33%

20%
12%
-
V77

Down 25% Down 20% Down 15% Down 10% The market
won't see a
downturn

What actions do you anticipate from the Federal Reserve
in 20257

08%

0)
10% 15% .
wmm ___ . 2t
B
4 or more 2or3 1 rate cut Neutral 1T or more rate
interest rate rate cuts increases
cuts
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What are your expectations for the Federal Reserve in
engineering a "soft landing?"

The Fed already achieved a soft landing

| think the Fed will achieve a soft landing

| expect a "no landing" scenario

| expect a "hard landing" scenario

As a financial advisor, | am most worried about...

Geopolitics

Inflation

Market Volatility

New Presidential
Administration

Rising Taxes

Interest Rates

InspereX



My clients are most worried about...

Inflation

Market Volatility

New Presidential
Administration

Geopolitics
Rising Taxes

Interest Rates

right now?

On a scale of 1-10 with 10 being the highest

InspereX

10



Client Sentiments & Portfolio Development
Do you plan to make strategic changes to client portfolios
based on election results?

53%
24%
17%
6%
/777
Yes, Yes, Yes, No
we will be we will be we will add
more aggressive more conservative downside protection

When you think about generating income for clients in 2025,
do you anticipate using each of these more, less, or the same?

MORE SAME LESS

Individual Bonds 18% 58% 24%

Dividend-paying Stocks 40% 5%

Bond Funds/ETFs 17%

Cash/Cash Equivalents 52%

Structured products / market-
linked notes

12%

Fixed annuities 18% 45% 37%

Variable annuities 25% 48% 27%

Market-linked CDs 32% 47% 21%

InspereX



Of these items, rank in order what would cause you to make
changes to a client's portfolio.

Client pressure due to fear of losses

Regular cadence of reallocation (e.g.
We always reallocate quarterly, etc.)

Need to lower risk in the portfolio
due to anticipated market volatility

Underperformance relative to market

Client pressure due to FOMO (fear
of missing out) on upside gains

Anticipated changes to federal
taxation policies

How do you deal with client concerns about market volatility?

We look at and discuss possible We find and make strategic changes to ~ We remind clients that they already
changes to their portfolio to ease their their portfolio have a properly allocated portfolio
mind and risk designed to weather volatility

InspereX 2



Do you anticipate adding more protection strategies to client
portfolios in 20257

WO%
___2h

Definitely not Probably not Probably yes Definitely yes

Recently, my clients have been...

AGREE NEITHER DISAGREE

Calling me with

29%
more concerns

Asking for portfolio
changes to increase
performance

40%

Asking for portfolio

i 27%
changes to reduce risk O

InspereX »



What is your target return for
most clients?

59%

29%

5% 5%
. .
T
4-6% 6-8% >8% S&P 500  Outperform the None

10-yr treasuring
on an income
basis

InspereX z



Client Sentiments & Portfolio Development

| build customized portfolios for most of my clients
(NOT MODEL PORTFOLIOS)

| build custom
portfolios, but not
for most clients

YES

| have designed a truly custom solution (using a unigue
structured product CUSIP) for clients

| am not familiar with
custom structured
product CUSIP solutions

57%

NO

InspereX
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| am mostly an active, not passive, manager of my client
portfolios

YES,

| am mostly an
active portfolio
manager

NO, 65%

my client portfolios
are established in the
beginning and only require
asset allocation or strategic
changes periodically

‘

My client portfolios may include (select all that apply):

ETFs 949%

Mutual funds

93%

Cash/equivalents

78%

Individual stocks

77%

Annuities

75%

Structured products /
Market-linked notes

65%

Market-linked CDs 51%

Individual bonds

50%

Commodities

16%

Cryptocurrency

InsperelX o
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Which marketing strategies have resulted in new clients in

20247 (Check all that apply)

Referrals without asking

Asking for referrals from clients and/or COls
Networking

Client appreciation events
Educational seminars or workshops
Email marketing

Webinars

LinkedIn

Facebook

Social media advertising

Search Engine Optimization (SEO)
Direct Mail

Google Ad Words

//////////////” 8
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Which is the number one way you acquired new clients in

20247

Referrals without asking

Asking for referrals from clients and/or COls
Networking

Client appreciation events
Educational seminars or workshops
Email marketing

Webinars

Facebook

Social media advertising

Search Engine Optimization (SEO)
Direct Mail

Google Ad Words

LinkedIn

InspereX
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When you have lost a client it has been primarily because...

Death of client and the beneficiaries moved
Not enough communication with the client
Competition

Performance

| have not lost a client

Fees

| switched firms

Lack of portfolio changes requested by client

i -
i
i

|«

13%

10%

18%

36%

When you gained a new client that was previously with another
financial professional it was primarily because ...

Not enough communication

Lack of expertise and advice

No confidence

Lack of performance

Lack of portfolio changes to reduce risk

High fees

InspereX

B
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l4%

17%

56%
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Of your new clients in 2024, what reason(s) did they come
to yOU? (SELECT ALL THAT APPLY)

T _ -
Interested in financial planning 5
or investing (never worked with 65%
a financial professional before)

Unhappy with previous o
financial professional 45%
Inheritance 399

24%

Death of a spouse

Getting ready to sell
or just sold a business

19%

InspereX 1



November Survey Methodology lk

- NN
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November 6 — 13, 2024

SURVEY COLLECTION

682 Financial Advisors

RESPONDENTS
84% 16%
GENDER

InspereX 2



Age Breakdown

‘k

VR
22-35 36-49 50-63 04-77 78+
AGE HIGHER

Advisor Affiliation eLect aLL THAT APPLY)

O

Ind Broker Bank Regional Wirehouse
Dealer Firm

InspereX n



Assets Under Management
(AUM) at end of 2024

51%

37%

3%
3%
1%
D swmmm
< $100M $100 $351 $601M >$1B
- $350M -$600M -$1B

InspereX .



Important

Information

Questions? Contact InspereX at 888.849.5732
or AdvisorSupport@insperex.com

This presentation has been prepared by InspereX LLC or an affiliate thereof (“InspereX”). This material is
for financial institutional or financial advisor use only and may not be distributed to any retail investor or
other third-party. This presentation is for general information purposes only and should not be construed
as specific tax, legal or investment advice. The information in this presentation is subject to change
without notice. InspereX does not warrant the accuracy or completeness of any information contained
herein and provides no assurance that this information is, in fact, accurate. Data provided by third-party
sources is believed to be reliable and there is no representation or warranty as to the current accuracy of,
or liability for, decisions made based on this material. Neither InspereX LLC, its affiliates nor its partners
make any representations or guarantees as to the accuracy or completeness of data from third-party
sources.

InspereX LLC and its affiliates explicitly disclaim any responsibility for product suitability or suitability
determinations related to individual investors. This information should not be regarded by recipients as a
substitute for the exercise of their own independent judgment and the information provided herein is not
an offer, solicitation or a recommendation to buy, sell or hold any security or investment strategy. There
can be no assurance that the investments shown herein were or will be profitable and this material does
not take into account any investor's particular investment objectives, financial situation, particular needs,
strategies, tax status or time horizon.

The information contained herein does not constitute an offer to sell or a solicitation of an offer to buy
securities. Investment products described herein may not be offered for sale in any state or jurisdiction in
which such an offer, solicitation or sale would be unlawful or prohibited by the specific offering
documentation.

The survey was conducted by Red Zone Marketing, a full-service marketing research consultancy.
InspereX LLC and Red Zone Marketing are not affiliated.

©2024 InspereX. All rights reserved. Securities offered through InspereX LLC, Member FINRA/SIPC.
Technology services provided by InspereX Technologies LLC. InspereX LLC and InspereX Technologies
LLC are affiliates. InspereX and insperex.com are trademarks of InspereX Holdings LLC.

20250106-4121586
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