Investor & Analyst
Head Office Site Visit

Presentation and Q&A
20 October 2022

Presenters:

Michael Summersgill, Chief Executive Officer
Billy Mackay, Managing Director (Advised)
Kevin Doran, Managing Director (D2C)

YA]Bell



YA]Bell

CEO Introduction

Michael Summersgill



Il Overview of AJ Bell YA Bell
Our platform propositions

Full-service ‘) AlBell yA] Bell

Investcentre Youinvest

Simplified TO U C H DOdl
Investment solutions :\)) A] Bell

Investments

Touch is a new proposition currently being developed for the advised market, due to soft launch before the end of 2022
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Michael Summersgill, Chief Executive Officer

e Our platform propositions are the strategic focus, including our in-house investment
products

¢ We are committed to our dual-channel, single operating model, which maximises our
growth opportunity in the advised and D2C segments of the UK platform market

e Full-service propositions continue to be our focus and will be the growth engine of the
business for years to come

« Simplified propositions help us to target different customer segments that we feel we
can't serve as well with existing propositions — one eye on the future, providing strategic
flexibility

* In-house investments business growing strongly with over £1 billion of underlying net
inflows in FY22 and excellent performance in a tough market — will be a bigger part of
the business in years to come
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M Overview of AJ Bell YA]Bell
Sustained organic growth of our platform business since IPO

Figure 1 Figure2
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Michael Summersgill, Chief Executive Officer
¢ We have delivered sustained organic growth since IPO in December 2018 across both

segments of the platform market, with c.250k new customers since IPO, all choosing or
being advised to join
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B Key investment highlights YAJBell
The seven pillars of AJ Bell’s investment case

Key investment highlight | Description

Our market A growing market within the UK retail savings and investment industry

An award-winning platform operating in both advised and D2C market segments,

Our proposition . . .
prop with in-house investment solutions

Our customers A growing base of loyal, high quality customers
Our business model A profitable and scalable platform with long-term margin expansion opportunities
Quality of earnings Largely recurring revenue, from a diversified mix of revenue streams

A highly cash generative and capital light model which supports a progressive

Cash generation dividend

Our people An entrepreneurial management team and a highly engaged workforce
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Michael Summersgill, Chief Executive Officer

e Ourinvestment case is presented in a very similar way to when we came to market in
2018, evidencing delivery and continuity

* We have proven all the key pillars to be true since IPO — still as relevant today as they
were 4 years ago
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Il Our people YA Bell
A highly engaged workforce

A top 100 company to work for since 2018... ... with a culture of employee share ownership

Figure 3

AJBellshareholders

THE UK’S
Andy Bell

23%

Recently retired

BEST LARGE COMPANIES

2021 and other

cert.b.co.uk

ExCo members
4%
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AJ Bell customers
%
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Michael Summersgill, Chief Executive Officer

¢ Best Companies ranking is important, however the process is equally as important — it
has provided the framework for our HR strategy which has been very successful for
many years

* One key aspect of our staff engagement and our culture is employee share ownership,
which is shown in the slide

¢ One of the first things | have done as CEO is to introduce new share scheme whereby
£2k of shares will awarded annually to all employees below a certain salary threshold.
These shares must be held for 3 years, so there is a retention element as well as a staff
engagement
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Il Our people YA Bell
An entrepreneurial management team

CEO’s Executive Committee

@ Michael Summersgill

Chief Executive Officer

Billy M.acka}f . Roger Stott
ManagingDirector, Advised Chief Operating Officer

=
Kevin Doran Mo Tagari
. . 4
ManagingDirector, D2C III &\ Chief Technology Officer

Peter Birch
ChiefFinancial Officer

Karen Goodman

ChiefRisk Officer ]

Liz Carrington [ |
HR Director

Bruce Robinson

Group Legal Services
Director & Company Secretary

External appointment since January 2021 I:l Internal appointment since January 2021 |I| Completed yearsservice with AJ Bell
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Michael Summersgill, Chief Executive Officer

e Succession has been well planned and carefully executed — recent changes have been a
long time in the making

* We've got new names in key roles, but this is still very much an AJ Bell team

e There has been a good blend of internal and external hires. We have a great team but
also see the value in bringing in great talent from outside the business where appropriate

e Our ExCo includes many people who have played central role in getting AJ Bell to where
it is today, with average length of service at AJ Bell of nearly 10 years

AJ Bell Site Visit Presentation and Q&A, October 2022



I Our market YA Bell

An addressable market worth £3 trillion Our net inflows are amongst the highestin the market

Figure 4 - Figure 6
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Michael Summersgill, Chief Executive Officer

o f£2 trillion of assets held off-platform. Whilst there is an inflationary environment and cost
of living squeeze, net inflows are not solely dependent on customer contributions, lots of
opportunity to consolidate money already in the financial system

e Sustained growth of both advised and D2C over many years — both are attractive
markets and we are committed to both

e Our platform delivered nearly £6 billion of net inflows to our platform in FY22, ahead
of many of our competitors, evidencing the strength of our dual-channel model which
maximises our opportunity to win customers and assets. We are not saying we are
number one (consolidated UK flows for Fidelity and Abrdn for this period might be
higher), but we are certainly right up there
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Hl Our market YA Bell
Current themes in the UK investment platform market

Changing customer expectations Advice/guidance boundary

» Younger customers /inter-generational »Advised platforms can improve efficiency
wealth transfer

»D2C platforms can offer customers more
» App first help

» “Do it for me”, e.g. pension finding and »FCA - simplified advice and guidance review

consolidation
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Michael Summersgill, Chief Executive Officer

« We have observed changing customer expectations in recent years, particularly in the
D2C market but also within the advised market too

¢ Developments to our platform have been increasingly focused on meeting these
changing needs, such as investment solutions and content

« We are now beta testing a pension finding service in the D2C market

» FCA review of advice/guidance boundary could present opportunities to provide
solutions that meet the needs of customers who fall into the gap between full advice and
pure execution-only. Whilst there is lots of dialogue, changes to rules will take time

AJ Bell Site Visit Presentation and Q&A, October 2022



Il Our proposition WA Bell
Leveraging the AJ Bell brand

3
YAJBell  ourservices nvestmentidsss  Shares anemarkats  Funcs Pensions snd retrement My scsount ()

Tl

Helping you invest

Whether you are looking for help getting started or insights to keep
you going, we are here to help you invest.

Transfer an account

Our services Investment ideas Pensions

$Stocks and shares ISA AJ Bell Funds $Saving for retirement m
Self-invested personal pension AJ Bell Responsible Growth Fund  Options at retirement
Dealing account AJ Bell Ready-made portfolios Pensions explained

Investing for children AJ Bell Favourite funds Whatis a SIPP?

Cash savings
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Michael Summersgill, Chief Executive Officer

¢ Inthe coming weeks we will be retiring the Youinvest sub-brand and our full-service
D2C proposition will become AJ Bell

¢ In the past we have complicated our brand architecture by externalising our internal
structure, resulting in D2C customers landing on our corporate website and having to
redirect to Youinvest. Streamlining the brand will improve D2C customer journey and
increase the effectiveness of our marketing spend

* We have arguably underinvested on brand — we have strong brand affinity but low brand
awareness, meaning we have not had full value for the great propositions we offer

¢ We will be investing more in brand with a long-term focus — we won't measure success
just on customers won in the year

AJ Bell Site Visit Presentation and Q&A, October 2022



B Our business model YA]Bell
We operate a hybrid technology model to deliver a scalable, secure platform to our customers

Figure 8
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J
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Michael Summersgill, Chief Executive Officer

 We operate a single, hybrid technology model that sits behind our single operating
model to deliver our propositions in both the advised and D2C market

« We moved to this model from a proprietary model, and it has served us very well — we
are committed to this model

¢ All technology costs are included within our guidance

AJ Bell Site Visit Presentation and Q&A, October 2022



M Quality of earnings YA Bell
Largely recurring revenue, from a diversified mix of revenue streams

Figure 9

HY22revenue analysis Revenue streams Drivers
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Michael Summersgill, Chief Executive Officer

e The strength of the mix of revenue streams has shown through in recent years,
particularly during the pandemic when the impact of falling interest rates was offset by
increased customer dealing activity and increased asset values

« We are now seeing the opposite, and our revenue model provides resilience during
difficult market conditions

AJ Bell Site Visit Presentation and Q&A, October 2022



M Quality of earnings YA Bell
Revenue margin recovery following recent interest rate rises

Figure 10
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Michael Summersgill, Chief Executive Officer
* Since we provided our revenue margin guidance alongside HY22 results, interest rate
expectations have gone beyond where they were in May

¢ This provides some potential upside to revenue margins and profit, but not a significant
uplift as we expect the vast majority of the benefit from future rate rises to go back to
customers

AJ Bell Site Visit Presentation and Q&A, October 2022
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M The advised platform market - firms and advisers YA Bell

The UK adviser market What is addressable for AJ Bell?

Figure 12
Financial advice firms and staff advising on retail
investment products (000s)

2016 2017 2018 2019 2020 2021

m Firms  m Advisers

» UK adviser market continues to be in good health, with
the total number of individuals advising on retail
investment products up 9% since 2016

» Consolidation hasbeen afeature in the market but
largely offset by establishment of new firms

{1} Source:Fea's 202 retall intermediary market data

Figure 13
" : P L . )
Number of financial advice firms advising on investments

YOY
2021 2017 2016| change
2,466 2,466

1adviser 2,423 2,429 2,448 2,427 <1%
2to 5 advisers 2,116 2,152 2,207 2,210 2,238 2,235 (2%)
6 to 50 advisers 532 508 536 528 539 518 5%
Over 50 advisers 47 48 a5 42 38 38 (2%)
Total 5118 5137 5236 5246 5281 5218 <1%

AJ Bell supporting advisers

» Sweet spot is 1 to 5 categories of mostly owner-managed
regional firms

» Well diversified user base, i.e. no concentration risk
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Billy Mackay, Managing Director (Advised)

* Despite continual speculation that advised market will slowly decline, it remains in good
health with adviser numbers continuing to tick up

« Consolidation activity often seen as a key risk, but it presents opportunities — new firms
tend to spin out from these deals, with those individuals having been a previous user of
Investcentre which puts us in a good position to win their business

AJ Bell Site Visit Presentation and Q&A, October 2022



M The advised platform market - platforms WAJBell
The evolution of the market in the past 5 years

September 2017 March 2022

Others
Others Aegon
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Transact
Figure 14 Figure 15

{14 source: Platforum Uk Adviser platform Guide, Issue 33, March 2018 (Note: AuA adjusted to exclude nan-advised AuA reported by Fidelity) A Bell | October2022
y 2022

Source: Platforum UK Adviser Platforms Spring Update, Issue 50, Ma;

Billy Mackay, Managing Director (Advised)

« We have grown market share organically whilst the overall market has also grown
strongly

¢ Alot of the money flowing into the market is accumulated wealth, so the money
is already invested — the key decision is whether the assets can be invested more
effectively or whether the platform solution can be established in a different way

e Consumer Duty will be an important factor moving forwards as platforms will need to
evidence that customers are receiving fair value — we are very well positioned given the
range of services we offer and competitive pricing

AJ Bell Site Visit Presentation and Q&A, October 2022



B Financial advisers - their needs

Adviser platform must-have features

When conducting due diligence or selecting a platform,
what are the mostimportant factors you or your firm
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Billy Mackay, Managing Director (Advised)

e These are the key factors for winning new business and retaining existing business

¢ Priceis the most important factor when choosing a platform, however service is the
main reason that IFAs move platforms — we are strong on both price and service, drives
strong new business and retention

* Financial stability of platform more important than ever — M&A activity in the market has
caused disruption/service issues. AJ Bell's ownership and focus on the platform market is
a differentiator

AJ Bell Site Visit Presentation and Q&A, October 2022



B Our flagship advised proposition YA]Bell
How AJ Bell Investcentre meets the needs of advisers and their clients

» Part of AJ Bell ple, a financially strong FTSE 250 company, which instils confidence in IFAs
y?Aeggtcentre » Offering pensions (SIPP & RIA); ISAs (including LISAs & JISAs); GlAs; offshore bonds

» Key strategic levers are service, functionality and price

Broad functionality Competitive charges

» Benefits from AJ Bell’s scalable, » Open architecture investment choice » Competitive across the piste

single operating model » Advisory and discretionary » Tiering down from 0.20% platform

» Dedicated customer contact team for custody + transactional costs

advisers

» Accumulation and decumulation
» Retirement Investment Account

» AJ Bell investment solutions 0.25% all-in charge

» Winner of three awards at Money alongside third-party MPS options

Marketing Awards 2022: » Total advised revenue margin <0.20%
Provider of the Year
Best Platform

We are striving to be the ‘easiest platform to use’

Best Retirement Provider
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Billy Mackay, Managing Director (Advised)

e Our reputation, built over many years, for offering an award-winning service with broad,
easy-to-use functionality and highly competitive pricing is the recipe for success for
Investcentre

¢« We have long-term, sticky relationships with Investcentre, and we continue to invest in
the proposition to further improve the offering for advisers and their clients

AJ Bell Site Visit Presentation and Q&A, October 2022



Introducing Touch by AJ Bell

Touch s a digital custody platform that lets
IFAs deliver a streamlined advice service LA
entirely through their client’s smartphone

Al Bell | October2022

Billy Mackay, Managing Director (Advised)

e Touch is our new proposition being developed for the adviser market

» Designed to cater for the part of the market which is currently underserved — sub-£150k
portfolios

e 92% of the UK population now have a smartphone — existing apps in the advised
market, including on Investcentre, only display portfolio information, underutilising the
technology

¢ Touch will leverage smartphone technology to deliver far more of the overall advised
process, making it far more efficient

AJ Bell Site Visit Presentation and Q&A, October 2022



M Introducing Touch YA Bell
Avertically integrated, simplified advised platform proposition

Process control
Web-based

operational .
capability .
App-based
client
engagement

£52,000.00

£52,000.00

jE==n] ®0

£1,000.00 £31,000.00 £20,000.00

Web-based
adviser
management
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Billy Mackay, Managing Director (Advised)
e The key differentiator of Touch is the seamless interaction between the adviser, platform
and client, who interacts with their adviser directly though the app

¢« Touch makes all the various touchpoints in the advised process far easier and more
streamlined

e No other platform is doing this

AJ Bell Site Visit Presentation and Q&A, October 2022



Hl Our advised platform footprint WAJBell
The addition of Touch broadens our reach in the advised market

Entry point segment Core advised market

» Not the typical target market for X : » Primary market for advisers

dvi .
advisers » Typical sweet spot for platform, MPS
» Advisers will demand a simpler, and advisory models
more efficient product to serve

this segment » Majority of advice firms are active in

this segment and expect growth to
» Still an important part of the come from this section of the market
market - providing pipeline and

intergenerational solutions

AJBell
?» Investcentre

Chart space shows
product market
penetration and
potential share

Product sophistication and complexity

£50k £100k i £200k £500k £1m

Typical custoer assets in target market
e °§" & Figure 18
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Billy Mackay, Managing Director (Advised)

e Touch increases our footprint in the advised market

» Initially targeted at lower value customers but no reason why the technology won't gain
traction over time in the parts of the market already served by Investcentre

AJ Bell Site Visit Presentation and Q&A, October 2022



H Our business development model WAJBell

AlJ Bell’s approach Adyviser firm segmentation Supporting marketing activity

» T regional teams covering the UK » Segmented account strategy: » Multi-channel adviser engagement:
» Regional Business Development - Increasing number of - Newsletters
Managers with central support supporting firms and advisers

- Videos

- Promote platform and AJ Bell )
investment solutions via a - Technical updates
single sales team

» Business development focus on
owner-managed firms

. - Investment updates
- Noreliance on networks

. . - ‘Onthe Road’ seminars
- Strong, personal relationships
- ‘Off the Road’ webinars
- Luminary

- AJBellConnect

- Investival

=
=t
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Billy Mackay, Managing Director (Advised)

+ Our conferences, events and educational materials are highly values by advisers — builds
trust in AJ Bell and presents new business opportunities

e Over the last 10-15 years, we have increased from 5 to 7 regional areas. However, sitting
behind that in our sales support function, we have increased from 2 to 52 employees
— we spend a lot of time trying to understand firms and who the most appropriate
prospects are for us

AJ Bell Site Visit Presentation and Q&A, October 2022



Hl AJ Bell outlook in the advised platform market WAJBell

» AJ Bell’s financial strength enables us to focus on long-term growth

- We will continue investing in our propositions to deliver better long-term
outcomes for advisers and their clients

» Adding Touch maximises our opportunity to increase market share

- We are increasing our footprint within the advised platform market,
ensuring we can cater for different segments of advised clients

» Structural growth drivers support continued growth of the market

- We are well positioned in both the short and long-term, offering award-
winning service and easy to use functionality at a compelling price

Al Bell | October2022 22

Billy Mackay, Managing Director (Advised)

o Refer to slide
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Spotlight on D2C
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Ml The D2C platform market

The evolution of the market in the past 5 years

September2017

Others

HL
Total AUA
£205bnv

Share Centre

Selftrade ‘ﬁ?’;

AJBell (£6.5bn)
Alliance Trust a
Barclays
i

Fidelity

Figure 19

(1) Source: Platforum Uk D2C, Market sizeand Structure, February 2018
) Source: Platforum UK D2C, Market Update, July 2022

March 2022

Others

HL
Total AUA

£317bn~

AJBell (£20.4bn)’

Fidelity

Figure 20
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WA Bell

Kevin Doran, Managing Director (D2C)

e Since 2017 we have increased our D2C customers by 4x, AUA by 3x, doubled market

share, and this has all been delivered organically

¢ Market has consolidated in the last five years — we are now a Big 4 provider

e There are some newer entrants included in ‘others’ — we keep a close eye on the

competitive landscape

AJ Bell Site Visit Presentation and Q&A, October 2022



l D2C platform market overview YA Bell
Platforms have evolved to meet the needs of a wider range of retail customers

A changing customer profilein the D2C market An evolving competitive landscape

Figure21

AJ Bell D2C customer profile” » Market consolidation

‘ » New entrants / emergence of ‘fintechs’
2015 .
» Narrower, targeted propositions
= Confident in control

= Hungry for help » App-only / app-first

= Nervous newcomer

= Security Seeker »Varied pricing models
2022

» Increased marketing activity

» UK banks have lost ground

(1) source: AJ Bell Youinvest 2022 annual customer suvey sample of 7,793 customers. Confidentin :unhuclt—:unﬂdﬂntinu!sturs,hungryfnl help Al Bell | October2022

—engaged but inexperienced, nervous newcamers -not carident, Security seeker - prefer cash products

Kevin Doran, Managing Director (D2C)

e Market has changed dramatically in the last 5 years

¢« We have seen the profile of our customers change — more first timers — and have
evolved our platform accordingly (such as more content and offering AJ Bell investment
solutions)

e We are in a fast-growing market that has attracted lots of new entrants, including
several fintechs — we are curiously obsessed with them to understand how different
propositions are addressing the market, where our biggest threats come from and what
we can learn

AJ Bell Site Visit Presentation and Q&A, October 2022



H AJ Bell product positioning YA Bell

Distribution of UK household disposableincome
(financial year ended 2020)

Number of individuals (in thousands)

Median equivalised disposable income
£28,900

Mean equivaksed disposable income
£38,500

£0 £20,000 £40,000 £80,000
Equivalised household disposable income of individuals
(in £1,000 bands)

source: ONS Al Bell | October2022 26

Kevin Doran, Managing Director (D2C)

e 55 million adults in the UK across 29 million households

o Capital accumulation is the result of income exceeding expenditure, with wealth
accumulation increasing over time

AJ Bell Site Visit Presentation and Q&A, October 2022



H AJ Bell product positioning

Figure23

Average annual expenditure by disposableincomedecile

£} Available for Capital Accumulation

m Other expenditure items

m Miscellaneous goods & services

W Restaurants & hotels

m Education

m Recreation & culture

W Communication

m Transport

m Health

® Household goods & services
Housing, fuel & power

m Clothing & faotwear

m Alcoholic drinks, tobacco & narcotics

 Food & non-alcoholic drinks

3188
1732 1
. l I
-842
7,374
1 2 3 4 5 6

Source:: ONS, AJ Bell analysis

Kevin Doran, Managing Director (D2C)

26,052

100,000

20,000

-20,000
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WA Bell

* Lower income households massively impacted by cost of living squeeze as a far higher

proportion of their income goes on essential expenditure

« Higher income households far less impacted — either displaces discretionary expenditure

or ability to accumulate capital, but not their overall ability to invest

AJ Bell Site Visit Presentation and Q&A, October 2022



H AJ Bell product positioning YA Bell
Figure 24
Median household financial wealth by wealth decile (including pensions)

?»AJB@“ ?))[\Al\éé-su entre
TOUCH

source:: ONS,AJ Bell analysis Al Bell | October2022 28

Kevin Doran, Managing Director (D2C)

* No coincidence that the people in the highest income deciles accumulate the most
wealth over their lifetime, by investing over the long term

«  We will not talk about democratising finance — unfortunately nearly half off the
population will never accumulate enough capital to invest in the markets

e Our propositions target the higher income deciles, across both advised and D2C

e The recent addition of Dodl enables us to capture D2C customers earlier in their journey

AJ Bell Site Visit Presentation and Q&A, October 2022



Kevin Doran, Managing Director (D2C)

e Dodlis asimplified D2C proposition which leverages our existing infrastructure with a
streamlined investment universe, delivered via a different distribution model

e ltallows us to expand our footprint in the D2C market

AJ Bell Site Visit Presentation and Q&A, October 2022



H Dodl by AJ Bell YA Bell
Investing needn’tbe scary

» A simple, app-only investment platform » Dodlis foranyone looking for a low-cost, easy to use
investment app
» Wide range of accounts:

- ISA, LISA, pension and|GIA » Will appeal particularly to those new to investing

who want a simple way to manage their investments

» Streamlined investment range:
- AJBell Funds

Themed investments

- 50 UK equities

EIEIE3E3EY

Completely new to investing

. ; Completely new to investing. Wanted to try for a few years now so happy to have
30 US equ ities JUSt launched a place to start that is easy to use, has clear explanations for complete novices
and handy monthly option so that you can save/invest steadily. Looking forward to

» Commission-free dealing and low account  developing my understanding!
charge of 0.15% (min. £1 per month)
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Kevin Doran, Managing Director (D2C)

e You can easily set up a Dodl account, fund and invest easily within a few minutes
¢ Launched less than six months after being announced
e« Dodlis not a trading app, it is targeted at investors

» We are continually looking to add new features — transfers and US shares recently added
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H Dodl by AJ Bell YA Bell
Newly launched - 30 popular US companies

’
@ Alphabet amazoncom AMDZ . B e

airbnb

@% €Cosrco \CROWDSTRIKE %‘I’WP Etsy intel.

 JD.COM . {M)o(...\.,s N Meta B Microsoft moderna
y Bona

NETFLIX SANVIDIA. P Paypal “ pepsico @ Qualcomm

% T=sLA VISA @ zoom m
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Kevin Doran, Managing Director (D2C)

o Refer to slide
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Hl Our D2C customers YAJBell
Customers insights across our D2C propositions

Dodl YA]Bell

» Median age of 38 » Median age of43
» £4k average portfolio » £69k average portfolio
» 2 trades per customer per month » 1trade per customer per month
» >70% of AUA held in funds » <30% of AUA held in funds
» 47% of customers hold an AJ Bell fund » 199% of customers hold an AJ Bell fund
N G AT e S T R T 5 R R SR S i e —— 2

Kevin Doran, Managing Director (D2C)

e Dodl has enabled us to attract a different type of customer — younger, investing more in
funds and a high propensity to buy AJ Bell funds
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Il Our flagship D2C proposition YA Bell
One of the fastest-growing D2C platforms in the UK

Key features of AJ Bell We deliver an award-winning service

» Astrong Trustpilot rating:

P

Full product suite - SIPPs, ISAs, dealing
accounts and Cash savings hub AJ Bell

Broad investment universe Reviews 3,048 * Excellent
46
Highly competitive pricing :

» Recent awards:

Intuitive customer website and mobile app

- nded
» Excellent customer service 7
Which? THE LONDOHN STOCK EXCHANGE AWARD
. . o on BIZ\LI.Xl.(,lilIGN-ONI\‘S'IO.(?(HR()‘KIFE
» Help and investment solutions for customers s ey
tPratorm™ 3&\][}(‘“ —
S Finar
» Newly-launched pension finding tool oy o ey WINNER 2022
w"“!'!:g Lo g Self Select ISA
BEST BUY BEST BUY BEST BUY Provider of the Year
PENSIONS ISA LISA
2022 2022 2022

Al Bell | October2022

Kevin Doran, Managing Director (D2C)

e Our full-service D2C proposition is highly valued by customers, evidenced by the
multitude of awards including Which? Recommended Investment Platform for the
last 4 years

e |t continues to be the main growth engine for our D2C business

« We continue to develop the platform in response to customer feedback and demand —
pension finding service currently in beta testing is a great example, allowing people to
easily find and consolidate their pensions
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Il Our D2C proposition YA Bell
Our investmentsolutions are an increasingly important part of AJ Bell’s offering

?»A] Bell AUM of £2.8 billion, a 10x increase since IPO in 2018

Investments
Transparent, low-cost, simple investment solutions Delivering excellent performance
. Figure25
» Continued momentum across both channels: AJ Bell Funds: Investment Association sector quartiles by period

{to 30 September2022)

- 4% of advised AUA

Fund lyear 2years 3years 4years 5years
- 5% Of D2C AUA Cautious 1st 1st 1st 1st 1st
Moderately cautious 1st 2nd 1st 1st 1st
» Over £1 billion of underlying net inflows in FY22 Balanced 1t 1st 1st 1st 1st
Moderately adventurous 1st 1st 1st 1st 1st
» Named UK’s Best Overall Medium Firm at the Adventurous 1t 1st 1st st 1st
Citywire Investment Performance Awards 2022 Global growth Lst 1st 1st o .
Responsible growth 2nd nja nfa n/a n/a
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Kevin Doran, Managing Director (D2C)

e Ourinvestment solutions are a key part of our platform offering across both advised and
D2C markets

e QOur performance record across 1,3 and 5 years speaks for itself — we are now seeing
reverse enquiries, particularly in the advised market
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B Brand and marketing YAJBell
Sources of new customers

Cash

converters
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Kevin Doran, Managing Director (D2C)

e Whilst the market is currently tough due to weak markets and pressure on household
finances, there are ~9 million D2C accounts in the UK. With industry attrition rates of
around 5%, this means there are hundreds of thousands of customers looking for a new
platform each year

e QOur strong proposition means we are well positioned to capture lots of these movers,
increasing our market share

e Around 500k people graduate from university each year. A significant proportion of these
will start their investing journey in their 20s — Dodl ensures we can capture more of
these first-time investors

e 8.6 million people persistently hold more than £10k in cash. Even if only 10% of these
customers move into the platform market in the next five years, that is nearly 900k new
customers that D2C platforms will be competing for — Dodl is a great solution for these
customers
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B Brand and marketing YAJBell
The importance of brand awareness

Most people don’t research multiple platforms Brand and trust play an important part

Figure 26 Figure 27
Research undertaken when choosing a platform Reasons research was not undertaken when
choosing a platform

Trusted a recommendation from

Researched multiple platforms friend/family

46%

Already comfortable with the

brand 19%

Researched one platform 58% of these

researched 2
or 3 platforms

i.e. brand
Happy with first platform | found 18% awareness or PPC
No research
Didn't have the time

8% ® Non-advised (192)

m Non-advised (1749)

Can't remember 11%

Other 13%

N/A - moved to platform by

provider 16%

I don't remember

0% 10% 20% 30% 40% 50%
0% 20% 40% 60%

Source: NMG Investment Platform Market Study, April 2018 Al Bell | October2022 36

Kevin Doran, Managing Director (D2C)

e AJ Bell performs very well for customers who research multiple platforms before

choosing one, however that represents less than half of the new customers coming into
the market

¢ For most new customers entering the platform market, brand recognition, friend referrals
and pay-per-click drive their decision to adopt a platform — our investment in building
our brand awareness will ensure we capture more of these customers
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Hl AJ Bell outlook and opportunities in the D2C platform market YA]Bell

»An organic growth story in a growing market
- We are a top 4 platform provider with opportunities to increase our market share

» Our footprint is wider than ever following the launch of Dodl
- Opportunity to capture more ‘first timers’ and ‘cash converters’

» A dynamic environment

- The market is fast changing - we have a track record of anticipating opportunities
and capitalising on them

» AJ Bell Investments

- Our expertise and track record provides a significant opportunity to help more
customers with our investment solutions
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Kevin Doran, Managing Director (D2C)

o Refer to slide
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YA]Bell

Closing remarks

Michael Summersgill



H Conclusions YA Bell

» Some short-term headwinds but a significant long-term opportunity
- Inflation a near term headwind but we are well positioned in a fantastic market
that is set to deliver long-term growth
» We are set up to achieve long-term success

- Full service and simplified propositions maximise our growth opportunity across
both the advised and D2C markets

- Our single operating model provides margin improvement opportunities

» Our diversified revenue model is a proven strength
- Resilient across different market conditions with inherent inflation protection

- Supports continued investment to benefit customers, employees and shareholders
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Michael Summersgill, Chief Executive Officer

e To sum up, we are in the right market, with the right business model and propositions,
and we have the right people to execute our strategy
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M Glossary

WA Bell
AUA Assets Under Administration ISA Individual Savings Account
AUM Assets Under Management JISA Junior Individual Savings Account
BPS Basis Points LISA Lifetime Individual Savings Account
CAGR Compound Annual Growth Rate MPS Managed Portfolio Service
CEO Chief Executive Officer RIA Retirement Investment Account
D2C Direct to Consumer SIPP Self-invested Personal Pension
ExCo Executive Committee
FCA Financial Conduct Authority
GIA General Investment Account
HY22 Six Months Ended 31 March 2022
IFA Independent Financial Advisers
IPO AJ Bell plc’s Initial Public Offer in December 2018
IP Intellectual Property
Al Bell | October2022 40
M Disclaimer WAJBell

The information contained inthis presentatio
correctness of the informatio
whatsoever (in negligence o

any other member

ained init. None of A1 Bell plc (the “Comparny”)

y loss howsaever arising from any use of this presental

has not been independently verified and no representation or warranty, express or implied, is made asto, and no reliance should be placed on, the fairness, accuracy, completeness
ts group (together with the Company, the “Gi
o its contents or otherwise arising in connection with this presentation. Unless otherwise stated, all financial information contained in

this presentation is stated in accordance with generally accepted accounting principles in the UK atthe date of this presentation.

orits or their advisers orrepresentatives shall have any liability

Certain statements made in this presentation are forward-looking statements. Such statements are based on current expectations and assumptions and are subject to anumber of known and unknown risks and uncertainties that may cause

actual events orresults to differ materially from any expected future events or results expressed or implied in these forward-|

Persons receiving this presentation should not place undue reliance on forward-|

forward-ooking statements, whether asaresult of new information, future developments or otherwise.

This presentation is being made onl

whom itmay lawfully be communicated in accordance with the Qrder: or (b) any persol

rely on this presentati

This presentation does not constitute or form part of, and should not be construed as: (i) an offer, so

arany of its contents. Any investment or investment activity to which this presentation relates is available only

king statements,

oking statements. Unless otherwise required by applicable law, regulatio

ly to, and is directed only at: (a) those persons who are (i) investment professionals within the meaning of paragraph (5)

n to whom it may otherwise lawfully be made (such persons together being “relevant persons”)

or accounting standard, the Group does not undertake to update orrevise any

Article 19 or high net worth companies or unincorporated associations within the
sther persons to
¢ person who is not a relevant person should not act or

o relevant persons and will be engaged in only with relevant persons.

citation or invitation to dispose of or acquire or continue to hold any securities or financial instruments, nor shall it, or the fact of its

communication, formthe basis of, or be relied upon in connection with, or actas any inducement to enter into any contract or commitment whatsoever with respect to such securities or financial instruments; or (i} any form of financial

apinion, recemmendatic

rinvestment advice with respect to any securities or financial instruments,

Mo statement in this presentation is intended as a profit forecast or profit estimate. Past performance is not a guide to future performance,
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YA]Bell
Q&A

1. Touch — how much time can Touch save the adviser and client throughout the year, in terms of
hours spent, and how much more quickly can an adviser take a new client from initial meeting
to investing their money compared to AJ Bell Investcentre?

Billy Mackay: We haven't done the detailed analysis, but we expect it to be significantly quicker.
An adviser's initial factfinding process with a new client is time consuming and this won't go away
as Touch is not a robo-advice solution, it is a full advice facilitation tool. What Touch can do from
that point onwards is make the process far easier to establish the new investment vehicle, to fund
it, to pass information through in terms of setting up the portfolios, instructing and making the
investment, with the necessary interactions between adviser and client.

Whilst we haven't got detailed analysis, what we have done is to talk to advisers to ask them if

this would improve their journey in terms of how they establish and handle the ongoing advice
process and interaction with the client. The view is that it is likely make things more efficient as we
are taking away processes that typically happen through secure email or in exchanges between
the adviser and client - ensuring the technology is doing the heavy lifting instead.

2. Touch - will Touch utilise open banking to verify data that the adviser would otherwise need to
obtain (e.g. client’'s income)?

Billy Mackay: Touch doesn't currently verify income as there is no reason from a platform
perspective for us to hold that information. Touch verifies the individual and facilities the
establishment and management of investments.

3. Touch - is there anything else like Touch right now for advisers?

Billy Mackay: No. There is no platform that currently provides technology to do so much of the
onboarding and ongoing interaction between the client and adviser. As it evolves, | think advisers
will still want to see many of their clients face to face because it is still a human relationship
between the client and adviser but that is in their gift to determine the level of interaction
necessary. In terms of the initial establishment of the account and investment, the simple way

in which a client can confirm they are happy with the proposed investment via Touch, we don't
believe that this technology exists today in any other adviser platforms.

4. Touch - on the issue of functionality creep, are you offering better functionality where the
client pays but the adviser benefits? Is this to win share and this is how you get advisers to work
with you, or something else?

Billy Mackay: It is about efficiencies. We have not announced the pricing structure for Touch, but
we have a strong track record as a business of passing back efficiency benefits to customers and
if Touch works and we deliver efficiencies, that will be the mindset. Our investments business is

a great example where we have passed the benefits back to customers in the form of lowering
prices over time as we have delivered efficiencies.

There will be far fewer people involved in the administration than for Investcentre so we will
deliver efficiencies over time. The main reason we are doing this is there is a huge demand. When
most other platforms talk about creating efficiencies, it is really all around managing an existing
portfolio, it doesn’t go beyond that in terms of the onboarding experiences which is what we

are looking at. If over time it does create efficiencies, it is a great position for us to be in and we
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7.

can think about how we pass that benefit back. Naturally it will make it easier to use, offered at a
competitive price and with a comprehensive range of investment solutions.

Michael Summersgill: Years ago, advised platforms spent a lot of time developing tools to help
advisers run their business. That is not what this is about. It massively improves the efficiency
of them managing their client relationships, but it also improves the experience for a customer
as well. So we don't see this as making the adviser’s life easier whilst the clients pays. This is a
massive win for end client too.

Touch — could it lower professional indemnity insurance that advisers need, i.e. because there
is a better audit trail? This is big inhibitor to fragmentation in the industry which is good for
AJ Bell, the more fragmentation the better.

Billy Mackay: We would look through a Consumer Duty lens first and foremost. Advisers need to
demonstrate to Pl insurers that the product reduces risk. It may help advisers over time but not
something we have looked at or can guarantee.

Touch will evolve. The relationship between adviser and client contains a lot of different
touchpoints. At the moment we are focused on point-of-sale exercises but over time there are
other things we could add that may help advisers on this front such as ongoing suitability. If we
can add this to the system and improve the audit trail, it feels like it may be more compelling to
Pl insurers. It is hard to say for sure though as Pl insurance is a complicated market, with lots of
factors driving risk. It feels like it must put the adviser in a better position though.

Touch — what are the security implications in putting more control in individuals’ hands with
the technology?

Billy Mackay: You won't be surprised to know that a massive part of the build and testing has been
around ensuring security is at the forefront. Security is assessed by our technology and risk teams
who look very closely at the risks and controls. A lot of the technology is cutting edge, such as
facial recognition technology and identity verification which has been built recently. It is in our
interest to ensure it remains at the cutting edge.

Touch — does responsibility for the whole advised process remain with the adviser?

Billy Mackay: The adviser is still ultimately responsible for their advice relationship with the client
but there are certain aspects where we will take on some of the responsibility. For example, some
of the verification will be our responsibility as we are providing the technology to facilitate this.

D2C — do you know how much transferrable DC pension wealth your existing AJ Bell
customers have and what date will the pension finding service launch?

Kevin Doran: We don't have exact data on transferable wealth from existing customers as that
would be a step too far on an annual survey. That said, there are some behavioural markers and
financial markers that help us to make an educated guess, although we are not going to share
specific numbers. The slides show that there is £1 trillion of assets on platform and £2 trillion
addressable off platform so that gives some indication of the size of the opportunity.

We don't have a specific date to share for full launch of the pension finding service but before
2023 tax year end is our ambition.

Michael Summersgill: We have lots of existing D2C customers on the platform who are employed
and that is what has driven previous pension consolidation. These customers will still be building
pensions with their current employers via auto enrolment and that presents an opportunity for us
as they consolidate future pensions onto the platform, which is a typical behaviour we have seen
in the past.
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Brand and marketing — when searching for ‘investment platform’ on Google, AJ Bell is down in
5th or 6th place, excluding sponsored links. Is this something you are looking to address?

Kevin Doran: We acknowledge that we have probably not invested enough when it comes to
brand recognition and acquisition, but that is something we are focusing on and would expect to
improve things such as PPC.

Michael Summersgill: There are some structural website changes we are making that will improve
SEQ, in particular the shift to the AJ Bell brand for the main D2C proposition (replacing Youinvest)
and that becoming ajbell.co.uk.

Billy Mackay: The marketing team spends a lot of time analysing the most commonly searched
terms and we ensure we feature highly on those, such as “low-cost SIPP” or “low-cost ISA". We
perform strongly against those key search terms.

Touch — whilst you will increase efficiencies in some areas, will some of those efficiencies be
lost with customers having a live view of their portfolio, driving an increase in interactions with
their adviser?

Billy Mackay: It is a possibility. However, we launched an app for Investcentre clients 8 years ago
which enables clients to see their portfolio. We think it is important for them to have visibility as
nobody cares more about the money than the individual themself. Investcentre clients can see
their portfolio through app or desktop today and we haven't seen a trend of it causing increased
inefficiencies. It can drive a conversation with the adviser, but we haven't had any advisers raising
any issues since we launched the app. Thousands of customers log in to Investcentre daily via
desktop and app. Generally, it comes down to the quality of advisers we deal with and the quality
of their relationship with clients. It's not to say it couldn't happen, but we don't see this as a
massive risk for Touch.

Touch — target market is less sophisticated, lower value customers. Does that market already
exist at scale, are your Investcentre advisers active in that market, of does it require a change
from existing advisers and customers?

Billy Mackay: The market does exist. 3 years ago, we launched the Retirement Investment
Account. We were finding that lots of advisers have clients in this segment due to inter-
generational planning. Quite often, advisers were using insured products in that area of the market
rather than placing on-platform. We have found that the RIA competes well in that sub-£100k
market, and SIPP competes at higher level, so we have a good grasp of the fact there is a market
for Touch.

If we can position the proposition sensibly, we think there is a large untapped opportunity in this
part of the market and expect to attract more of the business that has historically been placed in
simpler insured products.

Dodl — what is the fee model?

Kevin Doran: A 0.15% annual charge with a £1 minimum per month and no trading commissions.
We have focused on stripping out a lot of the complexity in the onboarding and investment
selection journey, with a simple charging structure.

Dodl — what is the journey for a customer to transition from Dodl to AJ Bell?

Kevin Doran: This is entirely in the customer’s hands. It is still very early days since the launch

of Dodl so we have not seen the full gestation of customer behaviour in terms of how they will
migrate between products yet.
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14. Dodl — why did you go with this name and how does Dodl brand tie in with the AJ Bell brand?

Kevin Doran: The product is “Dodl by AJ Bell” and that is how it is marketed. Linking it back to
cash converters, the people holding excess cash that the FCA is focused on moving into investing,
some of the key reasons why they sit on cash rather than invest are a lack of trust in the industry,
the view that it is too expensive, and the fact the investing seems scary. Dodl leverages the

AJ Bell brand — we think we have a brand that people trust. On the pricing, we have priced it very
competitively, and our strapline is “Investing needn’t be scary” — that is a very specific strapline for
a very specific audience.

15. Dodl - given the very attractive fees, does it wash its face or is it about customer acquisition?

Kevin Doran: Dodl is part of our overall D2C strategy of widening our footprint, acquiring more
customers and increasing our market share. A lot of tech start-up businesses will churn through
a lot of cash; however, we are leveraging AJ Bell's existing infrastructure so that it not something
that we are doing.

Michael Summersgill: Our revenue margin on Dodl is higher than the 0.15% headline charge, as
the £1 per month minimum means the effective charge is higher for lower value accounts. If you
add in some interest income and a far higher propensity for customers to buy AJ Bell funds which
attracts additional revenue, and now FX commission on US stocks, you can see how the overall
revenue margin gets back towards the level we have seen in the past on the D2C platform of
30bps or above. Then looking at the servicing model, it is app-only from a technology perspective
so a far lower overhead of maintaining the front-end of the proposition, and the customer service
model is web chat only. No phone line and staffing requirements so cost of servicing a Dodl
customer is lower.

We are developing a product and a brand so not currently generating profit in the short term on a
standalone basis, but long-term economics are good given it leverages our existing infrastructure.

16. Dodl - for an average Dodl customer, their percentage platform fee will currently be higher
than Youinvest due to the £1 monthly minimum.

Kevin Doran: Our role is not to force customers into specific solutions, but to provide a range of
compelling options and the customer can choose what is best for them.

Michael Summersgill: It is still early days for Dodl, we haven't yet been through a tax year end
and transfers have only just been launched, so you would expect the average account values to
increase over time and the number of customers paying the £1 per monthly minimum to reduce
over time.

17. Dodl — average customer age is relatively similar to Youinvest — are the customers you are
winning similar to the newer customers being seen on Youinvest?

Kevin Doran: The median age for Dodl is 38 compared to 43 on AJ Bell. The average new
customer on AJ Bell in recently years has been below that average, however that includes junior
products which drag the overall average down. Junior products are not available on Dodl, with all
customers are aged 18 and above, so it is not quite a like-for-like comparison.

18. AJ Bell Investments — performance and AUM growth has been phenomenal. Can you share any
longer-term targets?

Kevin Doran: We don't want to put specific targets on it. However, if you look at the marketplace
for providers doing similar activities it wouldn't be surprising to see 8-10% of total AUA.

To provide some granularity behind our strong performance numbers which are shown in the
slides, we will only ever do multi-asset solutions - you won't see us provide single-strategy
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solutions. Across multi-asset world there is around £220 billion of AUM. Our sweet spot is multi-
passive, a £52bn market, with Vanguard the market leader in that space with around £32 billion

in Vanguard Lifestrategy. Year-to-date, Vanguard Lifestrategy20, their most cautious fund, is
down around 18%, whilst our cautious portfolio is down around 5%. Consequently, we are getting
reverse enquiries due to the strong performance. On this basis we are very excited about the
future for the investments business.

AJ Bell Investments — how have you managed to deliver such strong performance in your
cautious fund relative to others?

Kevin Doran: We have an experienced team. When we set up the business five years ago, we
agreed all things we didn't want to do, for example we agreed we didn't want to sit in meetings
debating things like the month in which the Fed would raise interest rates. We agreed we would
only make strategic asset allocation calls when there was a clear logic for doing so and it had the
potential to move the needle. In five years, we have made four big asset allocation calls and three
have boosted returns this year:

1. Sector exposure to energy
2. Short duration bonds
3. Long exposure to USD

On the adviser side, we do lots of educational events. We have been sharing our thoughts on
these key calls over the last few years and this has now come to fruition, driving reverse enquiries
from advisers.

Dodl - do you plan to disclose Dodl customer numbers?

Michael Summersgill: View at present is we have two channels — D2C and Advised. We will
continue to report both at a total level. From time-to-time, we may disclose more information. If
Dodl starts to massively skew certain metrics or it becomes a significant part of mix, we may look
to change this.

Dodl — what are the revenue margins in the investments part of business?
Kevin Doran: 0.15% on all investment solutions.

Brand and marketing — how do you make marketing budgeting decisions when you can't tell
what revenue will be?

Michael Summersgill: In the past, we have judged our marketing performance by business we
win in that year. Our revenue margins have remained fairly stable over time, and we have high
retention rates, so we know how high customers lifetime values are. Looking at those metrics, you
could argue we should spend a lot more on marketing because of the economics.

What we are looking to do now, given long-term growth opportunity, is investing more in brand
over several years. We understand that the simple metric of cost per acquired customer in

any single year may not look as strong initially, but we believe it will pay back over time and is
absolutely the right thing to do. We are setting targets internally to track performance and ensure
we are building a valuable brand asset.



