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FOREWORD

In the 2023 edition of the Endowus Wealth Insights
Report, it was revealed that only 60% and 47% of
respondents in Hong Kong and Singapore,
respectively, felt confident in their ability to
accumulate sufficient funds for retirement.

This year, we delve deeper into investor behaviours
and preferences, and further explore how these are
shaped by experiences with financial advisory
services. Understanding this dynamic is critical, as
client-driven performance evaluation can shape how
clients interact with their advisors and influence client
satisfaction and retention. In total, 800 mass affluent
individuals in Hong Kong and Singapore were
interviewed".

Overall, the results revealed that there remains a
substantial gap between what investors aspire to
achieve and the actions they take. For most, the
primary financial goal is long-term: a secure
retirement. Yet, many are not fully aligned in strategy
or execution.

Consistent with research by other institutions, returns
appear to be the dominant factor in how clients
choose and think about financial advisory. If advisor
satisfaction is contingent on returns, we can say that
it's a battle half-won if financial advisors can help
their clients remain unaffected by volatility and stay
invested in the long run. With enhancing investing
success as the mainstay of our report, we will also
discuss the impact of portfolio changes and fees on
returns.

Samuel Rhee

Chairman & Group CIO
Endowus

These are tied closely to how financial advisors guide
investor behaviours, and consequently, investor
success.

The baseline is to understand what investors want: It
is safe to assume that client-advisor relationships are
predominantly led by the latter’s expectations.

Retirement is an inevitable life stage. Encouragingly,
many respondents have already taken the first step in
that direction, whether through self-directed learning
or seeking professional advice. Starting early and
letting time and compounding work in one’s favour
remains one of the most powerful strategies for
financial success.

We know that not every investor has retirement on
their minds, nor does everyone possess the patience
for long-term investing. But life often throws
curveballs, and this is where the value of good
financial advice becomes even more pronounced,
reminding clients of their bigger picture and helping
them navigate ups and downs. Financial advisors need
to help their clients remember that.

We hope this report prompts reflection and deeper
inquiry among investors on how they approach the
dynamics in the client-advisor relationship, to better
inform these interactions and ultimately achieve
better financial outcomes.

Gregory Van

CEO
Endowus

"We commissioned a market research firm, YouGov, to conduct the survey in April 2025, interviewing 800 mass affluent investors in Hong Kong and Singapore.
Respondents belong to the top 40% of household income (>HK$42,000 in Hong Kong and >S$8,000 in Singapore).
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It is common for many to delay
retirement planning as more
immediate concerns like career
progression, home ownership,
and family planning tend to
occupy their minds. But the time
lost also represents an
opportunity cost to wealth-
building for retirement. This
chapter dives deep into the
disconnect between investors’
financial objectives against
other life priorities and their
actual investment behaviours.

ENDOWUS WEALTH INSIGHTS REPORT 2025
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The majority of investors view retirement as the key
objective, but immediate needs are just as highly regarded

For many people, building wealth for retirement
has always been a widely shared financial
aspiration, yet an increasingly elusive goal. With
persistently rising costs and mounting financial
responsibilities in varying scales and complexities
across life stages, that goal is now profoundly
difficult to plan for. It is not surprising that the top
key investment objectives for Hong Kong and
Singapore investors include preparing for are
retirement (58%) and generating additional
income streams (53%).

Understandably, investors are balancing between
the need to build finances for when they

Generating alternative
income streams and
supplementing additional
expenses rank high
among the top three
investment objectives for
investors in Hong Kong.

ENDOWUS WEALTH INSIGHTS REPORT 2025

eventually stop working, while trying to generate
diversified income streams to support their
present-day needs.

In Singapore, retirement adequacy ranks as the
highest objective for investors (61%), above all
other options, followed by additional income
generation (49%). In Hong Kong, retirement
adequacy ranks second (56%), marginally trailing
income generation (57%). While the majority of
investors in both markets keep an eye on
retirement, Hong Kong investors seemingly feel
the strain of balancing day-to-day needs more
than their Singapore counterparts.

THE INVESTOR DISCONNECT 5



Are immediate needs costing us our retirement?

What objectives do you aim to achieve with your investments?

@ overaLL HONG KONG (@) SINGAPORE
---------- 58%
Prepare for retirement
----- 61%
Generate alternative income streams o o 53%
(e.g. dividends) pu 49%
D -~~~ -~~~ nnn s 41%
Safeguard against inflation
1) - - - - - -~~~ 43%
" D - - - - - -~~~ eessnnnosossssseeeseos
For additional expenses 33%
(e.g. travel, big ticket purchases) T 25%
- ) P
Financial support for dependents 29%
(CREEIELERPRES) | =, 29%
I N - - - """ %% seeeeeessssesssnnnsssesieseseeeen.
Short-term capital gains from market 28%
fluctuations (e.g. buy low, sell high) D 27%
N - - - - - -5 esnnnsesesseiisiiiiiieeee 26%
Create an emergency fund
D - - - - -7 eeeeennsseeeeeesssoossssiesoesooos 29%
e VSR —————
Home purchase/ start a 21%
family/ further education L 19%
. . I - - - - - -~~~ lllllliiiiolisiiiieoen
Generate positive ESG (environmental, 14%
social, governance) impact R ——————.. 14%
. B R
Estate/ succession planning 12%
I -+~~~ eellloliiiieellsiiiieeoeooo 15%
0% 20% 40% 60%
A more deliberate evaluation of the data also retirement planning, 51% focus on securing
raises a crucial question for at least 2 in 5 diversified income streams, and 35% allocate
respondents: Why are they overlooking their resources towards travel and big-ticket
preparation for this inevitable phase of life? purchases—lifestyle inflation items that may add
further pressure. For those who have started
The gap between aspiration and preparedness retirement planning, life also presents a
necessitates earlier, more intentional financial multitude of competing long and short-term
planning. Among individuals not prioritising priorities.
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The dichotomy between investment success

and nvestor behaviour

Investing success is centred around balancing risk
and return in a way that helps one achieve their
goals. Strategic asset allocation, centred on a
long-term investment horizon, typically serves as
the bedrock for robust portfolios. While standard
definitions of investment success persist, the
psychology of investing is rooted in human
emotions. This study highlights a divergence
between actions and intended outcomes.

Vanguard’s Framework for Constructing Globally
Diversified Portfolios has shown that more than
90% of a portfolio’s return variability can be
explained by its strategic asset allocation over

time?. Investors who focus on establishing a well-
diversified strategic asset allocation and
exercising discipline are more likely to achieve
consistent returns aligned with their investment
objectives, as opposed to relying on tactical bets
or timing the market.

That said, the behavioural aspects of investment
decisions are also examined in this report,
exploring how respondents manage their
financial priorities when choosing investment
products, and how often they adjust their
investment portfolios.

?VVanguard Research 2021.

I) Return on investment and cost of investing
have the largest influence on investment decisions

Respondents rank fees (52%) and projected
returns (47%) as the top two factors in the
investment decision-making process. Headline
returns have been dominant call-outs in
investment products, a feature that majority of
investors often reference for success.

A further read of the study shows that investors
place less consideration on how their financial

objectives drive their investment decisions. Just
37% of investors consider how an investment
suits their financial goals, and only 32% consider
how an investment might complement their
portfolio.

This gap between intention and action presents a
fundamental challenge for wealth management
and financial planning.

Across both markets, fees and projected returns are the top two

considerations for investors before deciding on a product. In Hong

Kong, staying on top of market trends is another key consideration

for investors.

ENDOWUS WEALTH INSIGHTS REPORT 2025
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Investment considerations tend to be driven by product-related factors,
rather than suitability to goals

What key factors do you consider when deciding if an investment is right for you?

Projected returns

Costs & fees (e.g. management
fees, transaction costs, etc.)

Market trends (i.e. economic
conditions, industry outlook)

Risk metrics (e.g. maximum
drawdown, volatility)

Historical performance

Company fundamentals (i.e. financial
health, earnings, debt, stability)

Suitability to my financial goals

Access to funds (i.e. lock-in
period, liquidity)

How well it complements my portfolio

Minimum investment required

ESG (environmental, social,
governance) impact

Early termination penalties

Others

Attention-grabbing projected returns can distort
the perception of performance. Many investors,
as a result, shift their focus from long-term value
creation to short-term performance, impairing

their judgment and exposing them to heightened

volatility and unsuitable products.

Staying abreast of market trends may present a
risk in itself as well, where fear during downturns

ENDOWUS WEALTH INSIGHTS REPORT 2025

@ overaLL HONG KONG (@ SINGAPORE

------------------- 53%
----------------------------- 47%
--------------------- 52%
--------------------- 52%
D - - - - -~ - - - -~~~ - ===~ = ===~ == === ==~ 44%
e — SRS 39%
D - - - - - < - - < = << <2 e e e e 42%
e P ——— 38%
- Yacoccacecoacecocsacocacoaoncoacacacaacasas 40%
D - - - - -~~~ =~~~ === = %= osssssosoo 39%
D - - - - - - - - - - - === = == == == === === e eeneneoeoos 37%
T — e 39%
}ccccccccccccaccascacaccaconcaccaccaconcocmmconees 36%
D - - - - - - - - - - - - - = = = = = = = === n o n e 42%
D - - - - - - - < - < < - << <<= nesnamseamoeamaeaoaoas 30%
T — 34%
Y - - - - - - - - - - - -~ == === === === == == <= meeoeoeeioaaa.. 29%
D - - - - - =~ =~ =~~~ % % %% ooooeooeoeoeoeoeoeooe 29%
N - - - - - - = - - - = = = == === === === e m e eeeeooeoeoeoeoeoeo 28%
D - - - - -~ -~~~ - """ nsnonososoeoeososoeosoeoooeoo 30%
T occaceccocecocsocosasoaoncoaneceaneneseeOesEEEaEEEEaEEEEaEEEESaSEEEEEEEEEEEaEEEaSEEEasas 15%
D - - - - -~ -~ =~~~ ==~ %% oiisiiiiooooooe 12%
) ' 14%
D - - - - - -~ ==~ === eloesieieeseoeee 18%

--------------------------------------------------------------------------------------------------------------------- 0%

B il 1%

often leads to premature exits, while greed during
rallies can result in overexposure to risk,
undermining long-term performance.

As such, investors ought to adopt a holistic view
and approach towards their wealth and
investments, considering the role each product
plays in their portfolios, and in turn, how their
portfolios bring them closer to their goals.

THE INVESTOR DISCONNECT 8



II) Frequent portfolio changes observed among investors contradict
concerns around fees and may potentially harm long-term gains

With technology making self-directed investing bets in hopes of capturing gains from market
more accessible, many investors now take tactical volatility.

Investors aged below 45
reported more frequent
portfolio changes than
their older counterparts.

Nearly 3 in 10 investors make portfolio changes at least once a month

How frequently do you make changes to your investment portfolio (excluding rebalancing, auto-
rebalancing, or other automated adjustments)? Please select the answer that best applies.

o ‘ Several times a month

3 All 16% 12% 20% 3%

o

o . About once a month

(1]

>

= About once every 2-3 months
X 18-34 BV 14% W2 14% 5%

g . About once every 4-6 months
0

]

2 About once every 7-12 months
o=

c

3 ‘ Less than once a year

N=

© . o .
o 45+ BB 16% 15% 28% 4% Not appllcabl.e -my Portfollo is
g managed entirely without my

involvement

0% 25% 50% 75% 100%
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Unfortunately, this may have inadvertently
further enabled frequent portfolio changes to
become common among many investors.
Investors in Hong Kong and Singapore are no
exception, with 49% of respondents making
portfolio changes at least once every three
months.

Out of 25% of those who reported retirement
preparation as an investment objective, many
adjust their portfolios at least once a month.
Frequent portfolio changes are also more
pronounced in younger investors aged 18 - 44.

Frequent portfolio changes not only erode
investment returns when transaction costs

compound, but also add to losses that arise from
attempts at timing the market and missing
opportunities.

Achieving investing success requires patience and
discipline—delaying short-term gratification and
navigating distractions with focus. When
behaviours align with investment goals, they
significantly improve the odds of long-term
success. With these gaps between goals and
strategies in mind, the following chapters will
discuss the role advisors play in helping investors
make better decisions and increase the
probability of better outcomes.

Conclusion

While investors often set clear long-term goals,
their behaviours frequently stray, typically driven
by emotion, market noise, and distraction from
short-term gains. Chasing headlines and reacting
to volatility not only introduce risk but also incur
hidden costs like transaction fees and poor timing,
which quietly erode long-term returns.

ENDOWUS WEALTH INSIGHTS REPORT 2025

This goal-behaviour gap is a major barrier to
financial success. Bridging it requires more than
just access to good products—it demands
proactive discipline that can realign investor
actions with their original intentions, an area that
financial advisory is crucial in addressing, as
examined in the next section.
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Unlocking
Value

Do investors recognise the true worth of financial advisory services?
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Financial advisors® are trusted
for their industry expertise and
professional experience.
Beyond financial markets and
product knowledge, the value
that financial advisors offer
remains largely untapped in
specific areas, including
emotional guidance and
behavioural coaching. In this
chapter, we will explore the
factors that influence
investors’ evaluation of
financial advisory services.

*Financial or investment advisor is a broad term. In Hong Kong, financial or investment advisors generally refer to intermediaries (individuals or firms) that sell or provide
advice on investment products. These intermediaries are regulated by the Securities and Futures Commission and may include brokers, asset managers, and financial
planners. In Singapore, financial advisors are regulated under the Financial Advisers Act and must be licensed by the Monetary Authority of Singapore. They provide
investment advice, issue research reports, and market financial products like securities and insurance with an investment element.
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I) Achievement unlocked: An unwavering high level of client satisfaction and trust

Survey findings reveal that the majority of investors across Hong Kong and Singapore
investors are satisfied with the services rendered indicating that they are “very” or “somewhat”
by their financial advisors, with more than 8 in 10 satisfied.

More than 8 in 10 investors are very or somewhat satisfied
with their financial advisors

Overall, how would you rate your satisfaction with your financial advisor/relationship manager?

Overall 22% 15% I2%
. Very satisfied

. Somewhat satisfied
HK 13% 3%
Somewhat dissatisfied
@ Very dissatisfied
SG 16% I 2%
0% 25% 50% 75% 100%

ENDOWUS WEALTH INSIGHTS REPORT 2025 UNLOCKING VALUE 13




Trust forms the cornerstone of financial advisory,
and this is built on integrity and expertise,
knowing that the advice received in the best
interest of the investor’s unique needs.
Respondents in both Hong Kong and Singapore
place the highest trust for financial knowledge
and advice in financial professionals and advisors,
followed by other authoritative sources of
research and information, including licensed
professionals in financial institutions, business
news publications and professionals.

This is further reinforced by an overwhelming
number of investors who concurred that their
financial advisors are knowledgeable about
markets and products (89%) and have helped
them gain a better understanding of investing
and financial markets (87%).

However, the true value of advisors lies not just

in the functional aspects of providing investment
products and services, but also in the

Social networks

play important
roles in influencing
investor decisions.

“Morningstar Behavioral Research. January 2024.

ENDOWUS WEALTH INSIGHTS REPORT 2025

psychological and emotional guidance they offer.
Findings from a study by Morningstar reveal that,
beyond returns, managing emotions is a key
motivation for engaging a financial advisor. This
includes outsourcing the discomfort of handling
financial issues and receiving behavioural
coaching on what to do—or avoid—in various
financial situations®.

Additionally, respondents identified professional
connections, workshops and investment clubs or
networking communities as the most useful
sources of knowledge. This suggests that while
credible, formal sources of information play a role
in informing, the influence of personal
connections in decision-making is more
pronounced. The power of human connection,
combined with the trust they have earned, offers
a valuable opportunity for financial advisors to
offer clients psychological and emotional
guidance, directing them towards better investing
outcomes.

UNLOCKING VALUE 14



Investors trust financial professionals and authoritative sources,
but ultimately turn to social networks for knowledge and advice

Usefulness and trust of sources for financial knowledge/advice

TRUST* USEFULNESS**

Investment clubs or networking communities 28% 30% 49% 58%
Courses, seminars, workshops 28% 24% 46% 57%
Business or professional connections 39% 35% 58% 57%
Friends and family 39% 41% 38% 55%
Financial publications & media (e.g. WSJ, Forbes, Financial times) 41% 47% 42% 54%
Financial professionals (e.g. licensed advisors, bank relationship managers) 59% 50% 44% 52%

Online resources by licensed corporations (e.g. from banks, digital wealth . . . .
platforms, or robo-advisors) 46% 44% 42% 51%

User- or Influencer-generated content (e.g. financial forums, content creators) 26% 34% 42% 45%

*Qn: How would you rank these sources of financial knowledge/advice based on your level of trust, with 1 being the most trusted? Percentages represent respondents who ranked each
source within their top two choices.

**Qn: On a scale from 1 to 10 where 10 is very useful, how do you feel about the knowledge/advice you have received from each source? Percentages represent respondents who rated
each source 8-10.



II) Deepening client-advisor relationships to drive greater alignment for better
financial outcomes

While risk tolerance is
well-understood by most
Hong Kong investors’
financial advisors, only
39% of investors think
that they have a clear
understanding of their
long-term goals.

Only 45% and 42% of
respondents think that
their financial advisors
understand their time
horizon and liquidity
requirements.

UNLOCKING VALUE 16



Less than half of the respondents think that their financial advisors have a

clear understanding of their goals.

Which of the following do you think your financial advisor/relationship manager has a clear understanding
of, before giving you financial advice or product recommendations?

@ overaLL HONG KONG @) SINGAPORE
----------------- 62%
My risk tolerance
---------------------------- 55%
My financial circumstances & obligations R R R RRRRRRRRRRRERRR immmmmmmmmmmmmmom S0%
(i.e.income, expenses, dependents, debts)  ——————————— ey 65%
My personal details (i.e. age, T TN rmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmno 48%
career, family situation) | - - - -~~~ -~~~ 48%
1 - - - - - - - oooooonootoneeoneoes 46%
My long term financial goals
D 51%
I - - - - - -~~~ === 7o reoneeoeesosesosesoeooee 45%
My investment time horizon
- )roccoo0ccoscooscoonooosooosooososoosooonooons 45%
e 44%
My short term financial goals
- }©c50000000000000000000000000000000000000000 46%
- }oo0°0005000000000000005000500050000000000000000000 42%
My liquidity requirements
- )oo9econeooneoonosonesonesonosonnsonasonnsoonesnnnos 40%
The composition and Y - - - - - - - -+~ ToeeTooosesnnooosssnnooosssnsooossseooooos 35%
performance of my portoli0 N - - -~~~ £ S n e C sl el 34%
o I i 23%
My preferred frequency for receiving
portfolio updates or conducting check-ins D - 21%
I e i 4%
None of these
I N 4%
0% 20% 40% 60%

However, a clear distinction must be made
between client satisfaction and the true impact of
financial advisors on short- and long-term
investment outcomes. Despite a high level of
client satisfaction, only 44% and 46% of investors
felt that their financial advisors had a clear
understanding of their short- and long-term goals,
respectively, and these figures were remarkably
lower among Hong Kong investors. This could be
attributed to the fact that only 50% said that
needs and goals were usually discussed during
interactions with their advisors.

ENDOWUS WEALTH INSIGHTS REPORT 2025

Success means more than just achieving good
returns—it’s about staying disciplined, cost-
efficient, and, most importantly, aligned with
one’s personal goals. A trusted advisor helps cut
through market noise, enabling investors to
remain focused on their long-term objectives. At
the heart of this is trust: a strong advisor-client
relationship allows for candid, transparent
conversations, timely (but infrequent) course
corrections, and the confidence to navigate
uncertainty.

UNLOCKING VALUE 17



In Chapter 1, we noted that investor
considerations tend to be more product- and
market-driven, focusing mainly on projected
returns and fees. This is mirrored in the
information that financial advisors provide when
suggesting a product or portfolio change:
projected returns (51%), fees (46%), and market
trends (43%) are the most common information
shared with clients.

This raises the question: Are clients asking the
right questions? And are financial advisors telling
clients what they need to know, or simply what
they want to hear? This dynamic is delicate but
holds transformative potential for redefining the
advisor-client relationship.

Conclusion

Central to a strong client-advisor relationship is
trust, which has been affirmed in this study. The
subsequent delivery of investment success
extends far beyond market and product

ENDOWUS WEALTH INSIGHTS REPORT 2025

The odds of investing success and the stability of
returns increase by remaining invested over time,
and financial advisors play a key role in keeping
investors invested. This extends much further and
deeper beyond the knowledge of the markets and
investment products—it is also about
strengthening one’s cognitive and emotional
resilience against noise in the markets.

Gathering these insights, we believe that advisor-
client interactions must go deeper than product-
oriented metrics like projected returns. The true
value of financial advisors lies in the emotional
and behavioural guidance they provide—human to
human.

knowledge, requiring the advisor to offer
emotional guidance and behavioural coaching to
help investors remain goal-focused and
disciplined.

UNLOCKING VALUE 18
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In this chapter, we set aside
ideals and take a closer look at
the client-advisor relationships
through the lens of our findings.
We identified potential areas of
disconnect between clients and
their financial advisors that

could impact investing
outcomes.
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Do frequent meet-ups equate to quality?

Most investors have expressed satisfaction with the frequency of interactions with their financial
advisors, which land around once every two to three months.

Most investors are interacting with their financial advisors as frequently as
they prefer to.

How often do investors prefer to interact with their financial advisors, and how often do they actually do so?

VS

PREFERRED ACTUAL

17%

@ Several times a month About once every 7-12 months

@ About once amonth @ Less frequently than once a year

@® Aboutonce every 2-3months @ Only upon my request

About once every 4-6 months

In these interactions, only about half include a life priorities to capitalising on market
review of portfolio performance (52%) and opportunities. They allow investors to monitor
financial needs and goals (50%). These reviews progress and help ensure that advisors remain
offer multiple benefits, from realigning shifting accountable for supporting desired outcomes.

ENDOWUS WEALTH INSIGHTS REPORT 2025 TRUST, TENSIONS, AND UNMET EXPECTATIONS 21



Specific to Hong Kong, discussions on market
outlooks and trends are more prominent (46%,
versus 38% in Singapore), reinforcing advisors as
trusted sources of financial knowledge. While
understanding market trends can be empowering,
it must also be approached with caution—
headlines can sway emotions and distract from
long-term goals.

These interactions are important touchpoints
that engage investors in their wealth journey.
However, the study suggests there is still room to
improve the quality of these engagements to

drive greater alignment and help clients
recalibrate their focus toward long-term goals.

On one hand, advisors are expected to help
guide clients in understanding their goals. On the
other hand, clients should come prepared with
clarity on their financial priorities and personal
circumstances. They should also approach these
interactions with curiosity, seeking to better
understand the rationale behind
recommendations, fee structures, and the long-
term implications of their investment decisions.

The most common topics during advisor-client interactions revolve around
portfolio performance review, financial needs and goals, and new investment

opportunities or products.

When you interact with your financial advisor/relationship manager, what topics do you typically discuss?

@ overaLL HONG KONG (@) SINGAPORE
---------------------- 52%
Portfolio performance review
------------------------ 51%
-------------------------- 50%
My financial needs and goals
---------------------- 52%
Newhvesmese |2— eccccsssscoosssscoososco 50%
©OPPOItUNIties OF ProdUCtS D - 52%
- jeaccccccaccccccacacccoacancoocoasacoooaee 42%
Latest market outlook and trends
N - - - - - - - - - = - == = =< s sonsosososoioooo 38%
) . o }ccccaccccaccacaccaccccacoscacoacosoasocoanosaacoaaccoasaaee 33%
Portfolio rebalancing/optimising
I - - - - - - - - = = - == = == === < o s sosososoeoooo 39%
Sharing financial knowledge T - - - - - £l 31%
or educational MAaterialS  m————D e 30%
S S o 1%
Others
B sl 1%
0% 20% 40% 60%
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Unsurprisingly, respondents who interact more
frequently with their advisors also tend to make
more frequent portfolio changes. While this
correlation warrants deeper study, it is critical to

for advisors. As identified in Chapter 1, although
trust remains foundational to the client-advisor
relationship, transparency about the cost impact
of these transactions on long-term goals must

recognise that frequent transactions—sometimes take centre stage.

referred to as “churn”—can be a source of income

44% of “high contact”
investors make portfolio
changes at least once a month,
higher than “moderate
contact” (14%) and “low
contact” (18%) investors®.

*“High contact” investors are defined to be those who interact with their financial advisors at least once every 3 months. “Moderate contact” and “low contact” investors are those who
interact with their financial advisors at least once a year and less than once a year, respectively.

Investors who meet their financial advisors often tend to make more frequent
portfolio changes.

How frequently do you make changes to your investment portfolio (excluding rebalancing, autobalancing,
or other automated adjustments)?

High contact (Min. once every 2-3 months)
‘ Several times a month

24% 20% 14% 5% BV 2%

. About once a month

About once every 2-3 months
Moderate contact (Once a year to about once every 4 months) v

b

Low contact (Less than once a year or upon request)

o

0% 25% 50% 75% 100%

. About once every 4-6 months
3%

4% 10%

About once every 7-12 months

. Less than once a year

Portfolio change frequency

Not applicable - my portfolio is
managed entirely without my
involvement

9% 9%
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The devil is in the details

Fees, including commissions paid to financial
advisors, have a direct and often underestimated
impact on investment returns. While these costs
may appear minor at first—seemingly just a
fraction of total returns—their cumulative effect
over time can be significant.

While it's encouraging that nearly half of
investors (46%) cite fees as a key factor in

investing decisions, certain behaviours appear to
contradict this consideration. Few investors truly
understand the multiple layers of fees levied on
their investments, such as transaction fees,
trailer commissions, and varying fee classes of
the same fund. These costs can erode portfolio
growth, making it critical for investors to
evaluate the full fee structure.

How fees impact your investment returns

Anillustration of $100,000 invested in a fund, with a 1% p.a. difference in fees. Over a 30-year period, the
difference in returns is more than 152%, or $152,000.

$700,000

= With lower fees of 0.75% p.a.
mmm With higher fees of 1.75% p.a.

$600,000

$500,000

$400,000

$300,000

$200,000

$100,000
Year O Year 10

$616,408

$464,155

Year 30

Year 20

Note: Assumes a gross annualised return of 7% per annum (p.a.) for the fund. Source: Endowus Research

In our survey, 46% of respondents said their
financial advisors provide cost and fee
information when recommending portfolio
changes. On a portfolio level, as previously noted,

ENDOWUS WEALTH INSIGHTS REPORT 2025

frequent transactions accumulate fees—many of
which are buried in fine print, such as sales or
subscription fees, redemption fees, or brokerage
charges.
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At the advisory level, investors should also be
aware of how an advisor’s remuneration
structure could introduce potential conflicts of
interest.

According to the Fair Dealing Guidelines issued
by the Monetary Authority of Singapore, poor
remuneration practices—such as product quotas
or highly differentiated commissions—can
compromise customer interests>.

In Hong Kong, a disclosure requirement came into
effect in August 2018 for the Securities and
Futures Commission to stipulate the claim of
independence®—whether product distributors are
independent of product issuers and will provide
unbiased advice and make recommendations that
are in the investor's best interest. On top of
disclosure of subscription fees rebate to
distributors, disclosure requirement covers trailer
commissions and other monetary benefits they will
receive from the product issuers.

°Based on the updated Guidelines on Fair Dealing by the Monetary Authority of Singapore, which came into effect on 30 May 2024.
Source: Investor and Financial Education Council (IFEC) website. Information accessed from article titled ‘Commissions on investment products and potential conflicts of

interest’.
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36% and 29% of investors
in Singapore and

Hong Kong respectively
either don't understand
what they are charged for
by their financial
advisors, or have not

discussed fees before.
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Financial advisors could do more to help clients understand
what they are paying for.

How did you learn about your financial advisor/relationship manager's payment structure?

My advisor has taken the initiative to explain, and | understand what | am charged for 35% 43%

My advisor has taken the initiative to explain, but | don't understand what | am charged for 10% 20%

| have asked my advisor to explain, and | understand what | am charged for 36% 21%

| have asked my advisor to explain, but | don't understand what | am charged for 4% 5%

We have not discussed fees and charges before 15% 11%
According to our study, 29% and 36% of client-advisor relationship is built on mutual trust
respondents in Hong Kong and Singapore, and understanding—essential ingredients for
respectively, indicated that they either do not successful investment outcomes. Fee transparency
understand or have not discussed their financial should be established upfront, before engagement.

advisor’s compensation structure. A strong

Conclusion

Central to the advisor's role is helping their clients Yet the responsibility of staying true to financial
achieve their desired financial outcomes. This goals lies with both the advisor and the client.
principle should guide every client interaction— Stronger alignment on both sides can lead to
from routine meet-ups to how advisors are better outcomes—but this depends on greater
compensated. transparency, communication, and engagement

from both parties.
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CONCLUSION

Overall, this study reveals a strong foundation of
trust in client-advisor relationships in both Hong
Kong and Singapore, presenting an opportunity to
optimise the possibilities of this synergy.

Built on frust, driven by transparency

Advisors who harness this trust can elevate their
role from mere service providers to true partners
in wealth creation. In essence, the holy grail of
the client-advisor relationship is a genuine,
mutually reinforcing partnership—one where
transparency, deep personalisation, and
meaningful pursuit of investing success converge
to form a robust foundation for long-term
outcomes.

Throughout this study, we have highlighted how
financial advisors play a critical role in helping
investors stay grounded amid market volatility
and shifting economic conditions. By setting
expectations early and beginning with the
fundamental “why” behind each investment,
advisors empower clients to look beyond
headline returns. This emphasis on understanding
goals, risk tolerance, and investment horizons
facilitates a shift from product-centric
interactions to holistic wealth planning—an
essential evolution that considers the full
spectrum of an investor’s financial life.

Moreover, our study underscores the urgent
need to address biases and misaligned incentives
within the industry. Transparent fee structures,
the elimination of hidden costs, and an
unwavering commitment to conflict-free advice
are vital to deepening and sustaining client trust.
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Unlocking the ¢rue value of financial
advisory

Still, transforming financial advisory practices is
only one side of the equation. While advisors
continue their pursuit of excellence, investors
should also take ownership of their own financial
endeavours. Our findings reveal a significant gap
between investors’ stated priorities, such as
retirement adequacy, a top objective in both
markets, and their actual behaviours.

In this light, advisors and investors must work in
tandem: advisors by uncovering personal financial
objectives and guiding investment behaviours
accordingly; investors by aligning their actions
with long-term goals, even when short-term
distractions arise. A shared commitment to these
goals creates the ideal environment for success—
one where progress is measured not by
immediate gains, but by the achievement of
lifelong financial aspirations.

Finally, this report aims to spark broader
conversations on how the financial advisory
industry can evolve—bridging current gaps and
building deeper, more effective client-advisor
relationships. While our study offers critical
insights, the path forward requires a collective,
industry-wide commitment to raise the bar for
advisory excellence. We invite our peers across
the industry to share their perspectives and be
part of this ongoing transformation.

Sin Ting So
Chief Client Officer
Endowus
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DISCLAIMERS

This report is for information purposes only and should not be considered as an offer, solicitation or advice for the purchase or sale of any investment
products. None of Endowus Singapore Pte. Ltd., Endowus HK Limited (each known as “Endowus”) nor any of their affiliates, representatives or agents
have given any consideration to the investment objective, financial situation or particular need of any user, reader, any specific person or group of
persons. Please note that the above information does not purport to be all-inclusive or to contain all the information that you may need in order to make
an informed decision. The information contained herein is not intended, and should not be construed, as legal, tax, regulatory, accounting or financial

advice. It is recommended that you seek independent financial advice as to the suitability of any investment.

Any opinion or conclusion mentioned in the report is drawn based on the data/information provided by the survey respondents or gathered from the
survey, or other sources as cited in the report. Opinions expressed herein are subject to change without notice. Further, the views expressed by the
survey respondents are solely their own and Endowus is not responsible for such views. In addition, whilst Endowus has tried to provide accurate and
timely information, there may be inadvertent delays, omissions, technical or factual inaccuracies or typographical errors. Some percentages may not

total up to 100% exactly due to decimal point rounding.

Investment involves risk. The value of investments and the income from them can go down as well as up, and you may not get the full amount you

invested. Past performance is not an indicator nor a guarantee of future performance.

The report has not been reviewed by the Monetary Authority of Singapore or Securities and Futures Commission of Hong Kong.
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INVEST BETTER TO LIVE BETTER



