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About this
research

This report is based on original research undertaken
by Avaloq in two unique surveys - an investor survey
and a wealth management professionals survey.

The Avaloq 2024 investor survey is an online
survey of 3,012 investors aged 18 and above across
11 European, Asian, and Middle Eastern markets:
Germany, Switzerland, the United Kingdom, the
Netherlands, Belgium, Luxembourg, Hong Kong,

Figure 1: Market breakdown
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Japan, Thailand, Singapore, and the United
Arab Emirates. 56% of respondents were
affluent (with investable assets of USD 250,000
to USD 1 million), while 40% fell within the high
net worth (HNW) segment (with investable
assets of USD 1 million to USD 30 million) and
4% within the ultra-high net worth (UHNW)
bracket (with investable assets above

USD 30 million). "2

15%
13%

12%

Europe
20
0

Germany

4%
Luxembourg - o

8%
Netherl
stherlands F

Switzerland

United Kingdom

Asia and the Middle East

Hong Kong

Japan

Singapore
3%

Thailand

United Arab Emirates

13%

16%
13%

12%
13%

12%
13%

12%
13%

7%

5%
7%

@ Industry professionals (sample size = 341) @ Investors (sample size = 3,012)



Avalog also surveyed 341 wealth management
professionals, including relationship managers,
investment advisers and portfolio managers, in

the same 11 European, Asian and Middle Eastern
markets to understand their views and experiences
of serving clients.

Screening criteria meant that respondents
needed a minimum of five years’ industry
experience. They also had to be in full-time
employment at private banks (28%), family
offices (9%), wealth managers (42%), or the
wealth management arm of commercial banks
(22%), with a minimum of USD 5 billion in assets
under management.

The findings from both surveys - conducted in
February and March 2024 - have been synthesized
in this report to provide insights into the current
investment landscape.

The reportis divided by region, with each section
looking at wealth segments, the supply and demand
of investment services, and the technology and
systems that industry professionals need to support
their clients. Each section covers key findings from
the surveys and includes insights and perspectives
from the wider Avalog community.
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341

wealth management professionals,
including relationship managers,
investment advisers and portfolio
managers, were surveyed

3,012

affluent to ultra-high net worth
investors were surveyed



Executive
summary

Welcome to the Avaloq wealth insights 2024, in
which we share our annual findings on investor
behaviour and wealth management trends, including
areview of investment strategy, asset allocation

and the role of new technology in client advisory.

Against a challenging and uncertain global
economic backdrop, we are still seeing some
determined pockets of investment. While 74%

of investors have not changed their investment
approach over the previous year, 36% are investing
more aggressively. And investors are growing in
confidence: a self-directed approach to portfolio
management is popular with 62% of respondents,
while 43% are using an advisory mandate.

Investors were also far more loyal, with only 7%
thinking about switching their main financial
institution versus 24% last year.

Stock and real estate investments are up

When it comes to asset allocation, equity has made
a huge jump. There has been a 21-percentage point
increase in the proportion of investors holding
equity and stock investments over the last year,

as confidence in stocks persists in the investment
community. ®
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290

of investors manage
their own investments

Real estate is also proving popular with 48% of
investors surveyed, up by 12 percentage points
compared to last year, mirroring sector growth
forecasts. *

But there is doubt in some other quarters. Only 25%
of investors said they invested in crypto and digital
assets, a 12-percentage point drop from last year. This
was largely driven by investors in Europe who noted
a substantially stronger lack of interest and distrust

in crypto exchanges than their peers in Asia and the
Middle East.

So, what makes people want to invest? The majority
(62%) of respondents were keen to grow their wealth,
while 47% were investing to fund their retirement
plans. Only a small number (14%) intended to use their
investment returns to contribute to philanthropic
causes or charitable endeavours.



Al, automation and scalability are
high on wealth managers’ minds

Technology is playing an increasingly important
role, with 80% of industry professionals anticipating
that artificial intelligence (Al) will change the way
they do their jobs and 82% believing it will benefit
the industry. But they also feel automation is not
being implemented fast enough to support their
work. With know your client (KYC) processes and the
establishment of client accounts taking up the most
time, 68% said that automating client onboarding
would represent a major improvement, while 64%
would like to see automated regulatory checks.
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On average, most industry professionals are using
four to six technology systems and applications

in their work - a number that has not changed
significantly since 2023. However, nearly two-
thirds say the tech systems they are using are

not fit for purpose, with issues around navigation,
integration, and unnecessary functionality.

Poor scalability is seen as an obstacle to more
personalized client advisory services by 38% of
respondents, while 41% cited the inaccessibility
of client data. 78% said they are not using their
investment advisory apps in live client meetings
because the user interface is not optimized for
the purpose. 65% said they are too confusing

or challenging to use with clients.

Figure 2: Professionals’ views on current technology systems and applications, global
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Investors value quality over
quantity in communication

Investors say they communicate less frequently
with the advisers appointed by their bank or wealth
manager compared to the year before, with 12%
receiving weekly communications (versus 38%

in 2023), and 14% expecting a response within a
few hours (versus 35% in 2023). Just 17% now feel
that fast response times are a top priority, and
fewer (26%) than the year before were likely to
switch providers because of a reduced volume

of communication. Instead, clear communication
is most highly valued by 31% of respondents.

Figure 3: Elements for trust in advisory, global
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Client engagement methods are clearly being
influenced by the rapid transition to real-time digital
platforms, with more professionals using their
firms’ own mobile banking apps and web portals

- indicating an improvement in user experience -
as well as messaging apps, likely due to investor
demand, especially among younger cohorts.
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24%

24%

26%

@ Notatallimportant @ Not soimportant @ Somewhat important @ Veryimportant @ Extremely important

Q. How important is each of these elements for establishing trust in your adviser? Sample size = 1,505



Industry professionals are the most
consulted source of information

The good news for industry professionals is that they
remain the most consulted source of information for
57% of investors - well above the influence of public
figures in the investment world, at 29%, and social
media, at 23%. This may be perhaps emphasizing
the value of trusted business relationships and the
opportunity for professionals to capitalize on these.

Alongside our global findings, we have also
identified some intriguing trends at regional level
and in individual markets, which we hope will be
of interest to audiences across the investment
industry. Do read our full report to find out more.

—

With best wishes,
Martin Greweldinger
Group CEO

Avaloq
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Key findings
Europe

Investors take the middle way

Similar to the global average, the majority (76%)
of European investors have not changed their
investment strategy over the past year. Most
have maintained a steady approach, with 40%
describing their investment style as “balanced”,
and just 24% describing their investment
behaviour as “fairly” or “very aggressive”.

Figure 4: Investors’ preferred levels of support, Europe
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6%

of investors in Europe have not
changed their investment strategy
overthe pastyear

85%

87%

@ Fully on my own @ With digital support @ With in-person support

Q. What level of support would you like to have for each of these tasks?

Sample size = 1,409



Self-direction is on the rise

Fewer investors (51%) have been assigned an adviser
by their bank or wealth manager. Of those without

an adviser, only 19% are interested in having one,

a significant drop from last year. Additionally, most
respondents (30%) now communicate monthly with
their adviser, compared to 37% who communicated
weekly a year ago.

The levels of support European investors expect
have also changed markedly over the pastyear.
The percentage of respondents wanting to perform
various tasks fully on their own, without digital or in-
person support, has increased substantially. In fact,
taking out a mortgage and requesting a loan remain
the only two tasks that investors prefer to complete
with in-person support.

Investors are happy with
their digital experience

32% of European investors declared themselves
“very satisfied” with the digital experience provided
by their main financial institution, slightly higher

than the global average of 28%. And yet industry
professionals still feel there is room for improvement,
with 74% saying they do not use their investment
advisory software in client meetings because the
user interface is not optimized for this purpose, and
67% saying it is too confusing to use with clients.

Web and mobile banking offer
opportunities to engage clients

While 26% of industry professionals maintain regular
communication with clients through web or mobile
banking apps, a higher percentage of European
investors (33%) are logging in several times a week,
13% do so multiple times a day and a further 23%
once a day. This presents an opportunity to further
engage these investors by providing information
about new products and offerings (desired by 51% of
users), personalized investment recommendations
(46%), and financial education content (38%).
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“Wealth management firms are
no longer looking for a tech kit
with multiple pieces; they seek
the entire platform as a service
to simplify adviser practices,
create efficiencies, and leverage
investment expertise. Advisory
technology must be able to
integrate into existing core
systems, connect with required
data, and customize insights
for different users. The ‘right’
technology is not just a tool;
itis a transformation agent
that powers the client value
proposition, enabling advisers
to deepen relationships and
expand their businesses.”

Venu Krishnamurthy
Global Head of Aladdin Wealth
BlackRock



Switzerland

Investors adopt a cautious outlook

Swiss investors are cautious, with 43% taking a
fairly or very conservative investment approach,
compared to a global average of 33%. Swiss
investors are also less likely to reinvest in order
to grow their wealth, at 52%, compared to a global
average of 62%. Additionally, 46% of investors in
the country are planning to use the returns from
their investments for retirement, while 37% want
to create a financial legacy for future generations.

Effortis slowing progress
on personalization

Industry professionals in Switzerland are using an
average of four to six industry-specific technology
applications to conduct their work, but just 27%
said that these applications interacted seamlessly.
42% of Swiss industry professionals, against a 31%
global average, also felt challenged to deliver more
personalized advisory services due to a lack of time.

Industry professionals
wish for more automation

For Swiss professionals, the most effective way
to save time and make their work easier would
be a functionality that automatically creates and
summarizes client meetings. In Switzerland, 68%
put this as their most needed form of support,
against 59% globally. Automated regulatory
checks (63%) and enhanced data analytics (61%)
follow in second and third spot respectively.
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“In today’s competitive wealth
management landscape,
enhancing client experience
through seamless omnichannel
interactions and personalized
recommendations is crucial.
Wealth managers must invest
in client-led innovation and
balance technology with human
touch, ensuring trust, security,
and effective problem resolution.
Success liesin integrating
advanced technologies while
empowering advisers to deliver
exceptional, personalized service!

Dr.Ingo Rauser

Partner, Wealth & Asset Management
Consulting Lead

EY Switzerland



Germany

Investors are betting on
capital and backing ESG

Globally, 26% of investors said they had changed
their investment strategy in the pastyear, while in
Germany, that number rises to 30%. Of these, 46%
said they had invested more capital, compared to a
39% global average. In addition, 34% had adopted a
more aggressive strategy, compared to 30% across
Europe, and 25% had started investing in ESG
opportunities, compared to 19% in Europe.

Investors show high levels of engagement

A significant 59% of German investors reported
engaging with their investments from “a few
times a day” to “a few times a week”. This is
notably higher than the global average of 52%
and the European average of 47%, indicating that
German investors are substantially more active.
Furthermore, they are more likely to depend on
news as an information source for investment
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decisions, with 53% doing so compared to the
European average of 46%. Interestingly, German
investors face fewer challenges when reading news
articles. As many as 37% reported not struggling

at all, compared to the global average of 26%.

Onboarding is time-consuming

Germany has room for improvement when

it comes to the reliability of technology. While
only 38% of German industry professionals felt
their systems and applications were outdated,
46% cited system breaks as a critical pain point
during the onboarding process, compared to

a 34% European average. For 38% of German
industry professionals, onboarding high net
worth individuals took a month, against a 32%
European average. Therefore, it is perhaps
unsurprising that 38% of German professionals
felt that lack of time stands in the way of
offering more personalized advisory services,
compared to a 32% European average.

Figure 5: Challenges with using news for investment decisions, Germany vs global
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United Kingdom

Cashisin, crypto and
digital assets are out of favour

In the United Kingdom, investor behaviour and
preferences have shown some notable trends.

A significant portion of UK investors (60%) have
their assets allocated in cash, a figure that stands
out when compared to the global average of 35%
and 24% across other European markets.

Figure 6: Current asset allocation, United Kingdom vs global
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This preference for cash is largely driven by those
aged 45 and above. Interestingly, there has been
a marked pullback from crypto and digital assets
in the UK. In 2023, 29% of investors reported
investing in these assets, but by 2024, this

figure had dropped to 14%, possibly due to

new government regulations around crypto.®

76%
78%

60%
49%

48%
6%

@ United Kingdom (sample size = 402)

Q. To the best of your knowledge, which of these does your asset allocation include?

1



Investors lean on industry
professionals for investment decisions

At 71%, UK investors are highly reliant on industry
professionals when deciding how or what to
invest in. This figure is significantly higher than

the global or European average of 57%. Equally
remarkable is that the UK average stood at 44% in
last year’s survey. However, UK investors appear
to be less engaged compared to the previous year,
with 55% checking on their investments a few
times a month to once a year, versus 31% in 2023.

Industry professionals call for an upgrade

Finally, it is important to note that UK industry
professionals expressed dissatisfaction

with their existing technology. A significant
54% stated that it was time for an upgrade of
their systems and applications. While 41% of
respondents globally felt that the systems they
were using were designed according to their
needs, only 35% in the UK expressed the same
sentiment. This suggests a potential area for
improvement in the UK's financial sector.
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“With transaction volumes, client
expectations, and security threats
at an all-time high, financial
services organizations must
adapt quickly to keep pace.
Integrated systems can break
down data silos to enhance
operations and decision making.
By leveraging Al-backed insights,
firms can bring new services
to market and embed banking
capabilities into third-party
offerings. With this evolution,
generative Al is reshaping the
sector, improving financial
planning, analysis, efficiencies,
and driving growth.”

Cherian Varghese

Senior Vice President — Al, SMB, ISV/
Digital Natives, Heatwave MySQL - EMEA
Oracle
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Key findings
Asia and the
Middle East

Investors display confidence

In Asia and the Middle East, investors are
taking a more bullish route than their European
counterparts. A significant 34% are adopting a
fairly or very aggressive approach, compared
to a 24% European average, and among those
who changed their investment strategy in the
past year, 41% have shifted towards a more
assertive stance. Additionally, 26% have
increased their offshore investments.

Quick response times are valued

For the region’s investors, responsiveness

from their advisers is crucial. A substantial 74%
rate quick response times as very or extremely
important. Moreover, 15% of investors in this
region expect a response within an hour. The need
for speed extends to other areas as well: 64% of
respondents wish for quicker reactions to market
changes from their advisers, and 13% engage

with their investments multiple times a day.

Scaling personalized offerings
is a challenge for the industry

Over half of investors require digital or in-person
support with tasks like receiving and accepting
or rejecting investment recommendations (53%),
understanding their portfolio performance

(54%) or creating a financial plan (56%). And yet,
72% of industry professionals struggle to scale
personalized offerings for their clients, dedicating
only 34% of their time to client interactions.

Data analytics and data visualization
top professionals’ wish list

To support them in their current roles, 72% of
industry professionals in the region see enhanced

data analytics and data visualization as a significant

improvement. Other beneficial advancements
include automated regulatory checks (67%) and
simplified or automated client onboarding (64%).

2%0

of industry professionals
struggle to scale personalized
offerings for their clients

Avalog wealth insights 2024
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Existing technology needs improvement

The research indicates a general dissatisfaction
with current technology platforms and applications
in the region. Thus, 47% of professionals feel that
their current systems are outdated. The same
percentage find it challenging to find the information
they need within their existing applications.
Furthermore, 49% believe that learning how to use
their current systems consumes too much time.
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“High net worth clients trust
their private bankers to protect
their wealth and identify growth
opportunities, making it crucial to
have the right technology in place
to enhance the client experience.
Technology plays an important role
in empowering wealth advisers to
respond swiftly to market changes,
provide bespoke investment
advice, and deliver outstanding
portfolio performance.”

Atty. Arlene Joan

R. Tanjuaquio-Agustin

Head, UnionBank Private Banking
UnionBank of the Philippines

Figure 7: Barriers to offering more personalized advisory services, Asia and the Middle East
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Singapore
Investors are taking it steady

Looking at the investment approach, Singapore is an
anomaly in Asia and the Middle East, with just 24% of
investors taking an aggressive stance, compared to
a 34% regional average, and 42% favouring a more
conservative tack, against 30% across the region.
Also, at 36%, more respondents in the city-state
changed their investment strategy in the past year
compared to their peers across the region (29%).

Clients are open to innovation

And yet, there is more faith in innovation than
Singaporean industry professionals give investors
credit for: while 26% said their clients could

never trust artificial intelligence for investment
responsibilities, 21% of investors in Singapore
claimed they would be comfortable with fully Al-
driven investment advice, against 14% at global
level. Only 22% said they would not be comfortable
with Al at all, compared to a 33% global average.

Industry professionals grapple
with outdated technology

From a technology standpoint, industry
professionals in Singapore appear to face bigger
struggles than their peers elsewhere, with 43%
relying on ten or more specialist technology
systems or applications for their daily work,
against 25% globally. 67% of respondents believe
their current systems to be outdated, and 62%
struggle to find the information they need. In
addition, 62% of professionals in Singapore

find navigation to be unclear or unintuitive.
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“Generative Al empowers the
financial sector to harness
unstructured natural language
for sustained wealth creation. Its
adoption for critical applications
requires transparency,
explainability, and safety without
compromising accuracy. Using our
patented methods, large language
models can be transformed into
generative Al agents that perform
complex tasks with unstructured
data. These agents provide
human-centric explanations,
reducing validation time and errors
in banking operations.”

Roberto Baldessari
General Manager
NEC Laboratories Europe

15



Hong Kong

Investors are charging
ahead with confidence

Hong Kong investors are taking a far more
aggressive investment approach (42%) compared

to their global peers (29%). In line with the global
average, 26% had changed their investment strategy
in the past year. Of these, almost half (49%) adopted
a more aggressive strategy, while 33% invested
more capital. Fewer respondents in this market
manage their own investments (57%), and more

use advisory (49%) or discretionary (26%) services,
compared to both the global and regional averages.

Lack of data poses a challenge

While 58% of Hong Kong investors said they

would like to see more personalized investment
recommendations online, 47% of industry
professionals said that difficulty in accessing
existing client data was a challenge to creating
more personalized services. 67% of professional
respondents also stated that data is not seamlessly
integrated across systems and 64% needed to use
too many systems to complete their tasks.

Professionals wish for
enhanced onboarding

So what kind of support would industry professionals
like to see? The top areas for improvement
highlighted by respondents were simplified or
automated client onboarding (81%), enhanced

data visualization (79%), enhanced data analytics
(76%) and automated compliance reporting (65%),

all higher than the respective global average.
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“There has been a strong push to
adopt digital banking technology
to enhance wealth management
advisory services. With the vast
amount of data captured in
IT systems, the challenge lies
in transforming this data into
actionable insights, integrating
them into personalized
advice, and continuously
advancing wealth management
services overall to meet the
evolving needs of clients.”

Sujai Hanchaowong

Managing Director, Business Strategy and
Marketing Head, Private Banking Group
Kasikornbank
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Japan

Japanese investors manage
their own investments

Japanese investors are very self-reliant, with 83%
managing their own assets, compared to the global
62% average. The use of advisory services is less
common, with only 26% of respondents using them,
compared to 43% globally. Similarly, only 11% have
a discretionary mandate, well below the global
figure of 22%. Most investors in Japan have not
been assigned an adviser by their bank or wealth
manager, standing at 33%, against 50% globally.

Figure 8: Status of current technology systems and applications, Japan

The current technology systems/
applications | use work seamlessly 5%
with each other

The current technology systems/

applications | use are tightly 10% 37%

integrated

It is difficult to find the information
I need in the current technology 2% 34%
systems/applications | use

The current technology systems/
applications | use are designed 2% 29%
according to my needs

The current technology systems/

L 9 179
applications | use are outdated 20 L

Avaloq wealth insights 2024

3%

of Japanese investors are
self-directed and manage
their own assets

61% 17%

27%

22%

22%

39%

@ Strongly disagree @ Disagree @ Neither agree nor disagree © Agree @ Strongly agree

Q. How much do you agree or disagree with these statements about your Sample size = 41

current technology systems/applications?
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Traditional financial institutions
need to build trust

In Japan, traditional financial institutions hold a
smaller trust advantage over challenger banks,

with only 43% of investors expressing greater trust
in them, as opposed to the global average of 62%.
Furthermore, the satisfaction level of Japanese
investors with the digital experience offered by their
primary financial institution is significantly lower,
standing at 57%, compared to the global average of
77%. These statistics suggest a potential openness
among Japanese investors towards embracing new
entrants in the financial sector, especially as wealth
is gradually shifting to younger investors.®

Wealth management technology
let down by poor integration

On average, most industry professionals in

Japan use seven to nine technology systems and
applications in their work, which is higher than the
global average. What is more, most respondents
in the country disagreed with the assertion that
their current systems are tightly integrated (47%)
or work seamlessly with each other (66%). Thus,
consolidating and integrating current technology
systems and applications emerges as a key
theme for the sector.
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6%

of industry professionals say their
current technology systems do not
work seamlessly with each other




The opportunities
ahead

This research demonstrates that there has been
some movement towards client-centricity, with 77%
of investors declaring themselves to be satisfied or
very satisfied with the digital experience their main
institution is providing, an increase of 17 percentage
points over 2023.

But there is still much to be done to optimize the
client journey. There are opportunities for banks
and wealth managers to go beyond merely adopting
further functionality within their systems, such as
more widespread automation to streamline the
onboarding process and integrating improved data
analytics and visualization tools that make updating
clients on the performance of their investments
more straightforward.

While many firms have fully embraced enhancing
their clients’ user experience, progress appears slow
for those working in the front to middle office tasked
with delivering superior client service. If anything,
relationship managers, advisers and portfolio
managers were slightly more dissatisfied with the
ease of navigation or the number of technology
applications used compared to last year.

Figure 9: Investors’ satisfaction with digital experience, global
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7%

of investors declared themselves
to be satisfied or very satisfied with
the digital experience that their
main institution is providing

28%

29%

® 2023 (sample size = 3,000) @ 2024 (sample size = 3,012)

Q. How satisfied are you with the digital experience provided by your main financial institution?
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A profound shift is needed towards technology-
driven, data-enabled business models that place
the client at the heart of the value proposition. One
strategy is to consolidate the technology stack into
a single platform with a unified data model and

a robust ecosystem. Alternatively, a specialized
wealth management platform can be deployed

to run alongside the legacy core system. The key
here lies in getting both the modernization and the
integration processes right, i.e. making the front
office as modern and attractive as possible, while
safeguarding prior tech investment, preventing
data loss, and ensuring backend stability.

This will be particularly relevant as more digital
natives begin their investment journey, with

younger investors often gravitating towards a more
aggressive approach that will require clear guidance.
They will be looking to banks and wealth managers
to connect with them on their preferred channels
and communicate in the interactive, visually driven
presentation style they are used to.

There are also engagement opportunities in key
asset areas, like real estate, where the need for client
support has markedly increased. In a competitive
market with strong regional preferences, the ability
to comfortably explain the benefits of different

asset classes and offer clarity and insight in a timely
manner will be critical to maintaining trust.

The increased use of web and mobile banking

for more self-directed investment management
should also free up time for advisers to take a more
personalized approach to client engagement.

We hope that by identifying where there are gaps in
client need, financial institutions will be better able
to embed the tools that will keep their teams on the
front foot in providing an investment advisory and
management service that is fit for the future.

Avaloqg wealth insights 2024
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Contact

Should you have any questions or require further clarification
about this report or the insights we have shared, please do not
hesitate to get in touch. We value your feedback. You can reach
us through the contact form on our website.
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