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Our strategy

.We enable our clients to be better abrdn plc To deliver client-led growth
investors

Three vectors addressing different client groups supported by content

(" .
il interactive

Adviser Personal investor

g Regional and national financial advisers ¢ Individuals ¢ Intermediaries ¢
Institutional * Wholesale * Insurance . ; -
Discretionary fund managers Charities and trustees

c2,000 63% c430k c13% c430k c18%

Institutional clients Investment Adviser Market share? Personal + i arket share3
performancet customers i customers
L Global investment solutions ) \No. 1 UK adviser platform by AUA2 )L No. 2 uk D2C platform by AUA4 )
O, O,
c50% c50%

Adj op profit contribution® Adj op profit contribution®
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All data as at 30 June 2022 unless otherwise stated Percentage of AUM ahead of benchmark over 3 years 2Fundscape Q3 2022 report 3
Platforum Reports AUA Market Share: July 2022 4Fundscape Direct Matters Q2 2022 >Pro forma assuming interactive investor had been
included in the Group for a full six months



A compelling market opportunity

Strong dynamics in the UK market

UK Savings
Market!

£3.7tn

Adviser
Market?

£1.5tn

Adviser
Platforms3

£525bn

abrdn
Adviser?

£68bn
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Market trends

Democratisation of finance

Shiftin responsibility onto the individual for their
own financial affairs

Advice gap

Complexity of needs continues to drive growing
demand for advice

Macro-economic
environment

Cost of living crisis and rising interest rate
environment creating volatility and uncertainty
for customers

Market inefficiency

Advisers remain capacity constrained by
disjointed and fragmented technology

Consolidation

L Citi UK Wealth Management Industry Outlook 2020 - captures potential medium and long term savings market including retail and wholesale 2
Alpha Financial Markets Consulting analysis 2020 3 Fundscape Retail Advised market view - 2022 Q3 # As at 30 June 2022

Over the next 5-10 years the number of advice
firms could reduce by up to 50%?2



Structural growth market

19% CAGR over last 10 years with substantial growth expected to continue

Predicted adviser platform asset growtht

£1,200bn

£1,000bn

£800bn

£600bn

£400bn

£200bn

£0bn

5| abrdn.com

1 Fundscape Q3 2022 report

2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027

=@ = Pessimistic

Realistic

=®~= Optimistic

Opportunity
to expand
leading
positionin a
growing
market

Growth by
unlocking
advisers'’

capacity to
serve clients




abrdn Adviser




Our market
leading position

We are No. 1 in the UK adviser platform market by AUAL

Significant penetration partnering with 50% of UK adviser firms

)
A .(G n Schroders
FINANCIAL STRENGTH RATED Y\A'7
PLATFORM SECTOR SUPERIOR UK }(\\
gfm t?:;gaéKSAV\NGS LD il\:sLFRODRSM . . . . o . .
2022 Leading service offering with 95% customer satisfaction score
defaqgto G mm
2022 —
Schrod oge . o .
Platform Service ey Strongly positioned via technology and focus on client journeys
p- il
\ UK}/ Al
defagto PLATFORM
Leading latfor fo Underpinned by financial strength
%ok &k ok ]
Adviser Platform 2022
4 A—a—_______J
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abrdn already provides full spectrum wealth offering

Investment Adviser D2C platform | Discretionary Face-t?-che Hybr|d.
solutions platform advice robo advice
v v

Cabrdn v

B AVIVA

Quilter

)

Planned

< N X

v v
v - v
v v
YA]Bell v i i i

HARGREAVES
LANSDOWN

NN X X X

DR

- \/ Planned

AN

i: IntegraFin -
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Our platform

Onboarding One (digital) signature does it all - from
account opening to drawdown

Drawdown Personal International
including Portfolio & Onshore

SIPP drip- Bond

One of the fullest

a nd mOSt erXIble Investments A vastinvestment range available from
discounted funds to sophisticated portfolio tools.
platforms on the

Income Effortlessly supporting retirement facilitation, muilti-
market wrapper withdrawals or sophisticated drawdown

2@ ® @

Sophisticated Allunderpinned c150 Working with
portfolio by our A-rated colleaguesin c2,600 adviser
technology financial our dedicated firms
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Growing froma - ,
. Outstanding position to deliver on what
mquet qudlng clients tell us matters to themt?

osition
p Good online Financial Low overall cost to Efficient Range of products
functionality strength/stability clients administration and wrappers

Delivering against those factors that | o 00
directly influence platform selection J g C@

Our client-first approach positions us New client and The only platforms Simplified and Targeting world- Launching full
. customer portals A-rated for innovative pricing, class NPS and range of
Strongly to further grow our Iecdlng with extensive financial strength including the only CSAT Wrappers,
market share white-labelling drawdown price NPS of 53% including Junior
capability lock CSAT of 95% Suite
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tnvestment Trends 2022 UK Adviser Technology & Business Report: Why do you favour
your main platform? Multiple responses permitted. Top 5 options shown, n=800



Differentiating through
experience



Winning with
clients
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Doing business their way

A tailored user experience with business solutions built for
advisers and their clients

Delivering a personalised service with products that make
advisers more valuable to clients and their families

Making things easy

Returning capacity back to advisers. Reclaiming time lost
to basic information and processes by enhancing
efficiency and support at all stages of the client journey

Putting our strength to work

Supported by a strong technology platform and insights to
improve efficiency while keeping clients up-to-date with
changing regulation



Adviser experience programme

Building on our strength of offering to do more for UK advisers so they can do more for their
clients

Completed Next Continuous

release innovation

* Amazon Web Service * Modernised, intuitive user interface
+ Salesforce Service Cloud * Enhanced client reporting
 Fully enabled e-signatures + Fuller advice suite - flexible ISAs

o and General Investment Accounts
* Fast and secure email with

Unipass Mailock Encryption + Faster servicing
* Junior ISA launched May * New bulk valuation service
2022
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On-boarding clients

°
Unlocking
3 3 - . 2,500 kingd
capacity in ctmilionminutes TV T <o od boscd on 2021
saved per year fewer inputs quicker quote volumes
processes

On-going reviews
Investrent Trends going

research shows strong

demand to serve more 15-30 mins saved 10,700 30 Fully customisable to
customers per report dayssaved SRR cach individual client

features
+ 1 60/0 Growth ambition?t

Product enhancements

Allowing more flexible

Allowing clients to S | income options across
manage multiple pots personal pots wrappers
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Linvestment Trends May 2022 UK Adviser Technology & Business report.
Advisers currently have on average 104 active clients, with a target of 121,
n=701



Our business model



High quality customer base
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Alldata as at 30 June 2022

GlA: £9bn

H1 2022

A high quality customer base delivering returns

through the customers financial journey

An average of 1.65 wrappers per customer attracting stickier assets and lower
costtoserve

97% customer retention rate highlighting quality of service and offering
Average customer age of 63 acCross c430k total customers
A high average pot size of £160k per customer

Servicing c2,600 adviser firms or c50°/o of UK advice firms



Track record of consistent, high margin performance

AUA

£90bn

£80bn

£70bn

£60bn

£50bn

£40bn

£30bn

£20bn

Dec-15
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Consistent growthin a volatile market

Growth
through
DB
transfers

Dec-16

COVID
impact

Dec-19

Cost of
living crisis

Dec-20 Dec-21

Driving strong profit and margin performance

67%

£69m

£23m

H1 2020

63% 57%

£87m

£68m

59% 59%

£91m £92m

£37m £37m £38m
| ||| ||| “l
H2 2020 H12021 H2 2021 H1 2022
B Revenue M Adj. operating profit CIR



Sources of growth and flows

Primary partnerships

Of AUA -

Wrappers per customer

Future Future
« 245k customers without a SIPP with us *  Primary firms use us for 70% of their flows
« £200k average pension value * Highshare of larger IFAs partner with us
*  £49bn consolidation opportunity *  Plus back book migration opportunity
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Lnvestment Trends May 2022 UK Adviser Technology & Business report. Q: In the last
year, have you recommended another adviser to use [your main platform]? n=744

Client advocacy

» c40% of advisers recommend their primary
platform provider to peerst
» Leverage advocacy of existing clients



Sources of revenue and pricing

Sustainable, competitive pricing model with strong value for money v Interest earned shared between customer and abrdn

Family linking available to support wealth transfer v Two main reasons advised clients hold cash:

Innovative and one-of-its-kind drawdown price lock 1. Operational (paying charges)

D N N NN

Industry margin compression halted in 2021/22 2. Income payments

v Exiting 2022 on c1.65% cash margin, based on current BoE base rate

Fee revenue yield:

2% <80bps

2022 blended

AUAIn cash ’
cashmargin

Of which platform charge: c24.5bps
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1As at 30 June 2022



Drivers of revenue

Additional revenue streams Summary of revenue drivers

i+ Acquisition of SIPP expected to complete in Historic repricing ensures stable competitive position
H2 2023

i« Brings new revenue streams for abrdn
: Cash margin policy
: «  Noadditional cost to customer or abrdn

Acquisition of SIPP from Phoenix

Platform single Flow growth

charge digit bps

Incremental
revenue yield
from SIPP transfer
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A client-focused efficient model

Deploying a "best of both” model, focusing on areas impacting client experience

abrdn strengths

Client and customer telephony and experience

67% 63% 57% 59% 59%

Proposition and innovation £54m £54m

Process design £50m

£46m
Distribution and marketing £43m

Proprietary research and insight

N NN R

Safeguarding and control, with first-class oversight

Outsourcing specific capabilities

v" FNZ custody and back office administration

v Salesforce CRM and Amazon Web Services
v Driving a flexible cost model H1 2020 H2 2020 H12021 H2 2021 H1 2022

Expenses CIR
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Driving shareholder value



Strongly positioned to drive shareholder value

v" New revenue streams

v Market leading position ) ) .

v "Best of both" operating model

v" Structural growth forecast at 11% . .
CAGRL v Market share growth driven by adviser

experience programme

v Future-fit core v Diverse experience
v Third party synergies v Focused P&L management

---------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------
.
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Forward-looking statements

This document may contain certain ‘forward-looking statements’ with respect to the financial
condition, performance, results, strategies, targets, objectives, plans, goals and expectations of the
Company and its aoffiliates. These forward-looking statements can be identified by the fact that they
do not relate only to historical or current facts.

Forward-looking statements are prospective in nature and are not based on historical or current
facts, but rather on current expectations, assumptions and projections of management of the Group
about future events, and are therefore subject to known and unknown risks and uncertainties which
could cause actual results to differ materially from the future results expressed or implied by the
forward-looking statements. For example but without limitation, statements containing words such
as 'may’, 'will', 'should’, ‘could’, ‘continues’, ‘aims’, ‘estimates’, ‘projects’, 'believes’, 'intends’, 'expects’,
‘hopes’, ‘plans’, ‘pursues’, ‘ensure’, 'seeks’, targets’ and 'anticipates’, and words of similar meaning
(including the negative of these terms), may be forward-looking. These statements are based on
assumptions and assessments made by the Company in light of its experience and its perception of
historical trends, current conditions, future developments and other factors it believes appropriate.

By their nature, all forward-looking statements involve risk and uncertainty because they are based
on information available at the time they are made, including current expectations and assumptions,
and relate to future events and/or depend on circumstances which may be or are beyond the
Group's control, including among other things: UK domestic and global political, economic and
business conditions (such as the UK's exit from the EU and the ongoing conflict between Russia and
Ukraine); market related risks such as fluctuations in interest rates and exchange rates, and the
performance of financial markets generally; the impact of inflation and deflation; the impact of
competition; the timing, impact and other uncertainties associated with future acquisitions, disposals
or combinations undertaken by the Company or its affiliates and/or within relevant industries;
experience in particular with regard to mortality and morbidity trends, lapse rates and policy renewal
rates; the value of and earnings from the Group's strategic investments and ongoing commercial
relationships; default by counterparties; information technology or data security breaches (including
the Group being subject to cyberattacks); operational information technology risks, including the
Group's operations being highly dependent on its information technology systems (both internal and
outsourced); natural or man-made catastrophic events; the impact of pandemics such as the
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COVID-19 (coronavirus) outbreak; climate change and a transition to a low carbon economy
(including the risk that the Group may not achieve its targets); exposure to third party risks including
as aresult of outsourcing; the failure to attract or retain necessary key personnel; the policies and
actions of regulatory authorities; and the impact of changes in capital, solvency or accounting
standards, and tax and other legislation and regulations (including changes to the regulatory capital
requirements that the Group is subject to in the jurisdictions in which the Company and its affiliates
operate). As aresult, the Group's actual future financial condition, performance and results may
differ materially from the plans, goals, objectives and expectations set forth in the forward-looking
statements.

The Company, nor any of its associates, directors, officers or advisers, provides any representation,
assurance or guarantee that the occurrence of the events expressed or implied in any forward-
looking statements in this document will actually occur. Persons receiving this document should not
place reliance on forward-looking statements. All forward-looking statements contained in this
document are expressly qualified in their entirety by the cautionary statements contained or referred
to in this section. Each forward-looking statement speaks only as at the date of the particular
statement. Neither the Company nor its affiliates assume any obligation to update or correct any of
the forward-looking statements contained in this document or any other forward-looking statements
it or they may make (whether as aresult of new information, future events or otherwise), except as
required by law. Past performance is not an indicator of future results and the results of the Company
and its affiliates in this document may not be indicative of, and are not an estimate, forecast or
projection of, the Company's or its affiliates’ future results.
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