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Agenda

o Implementation of innovations
= Automated suggestions

o Innovations in progress
= Plan optimizer
= Explanation of advice

o The future of financial advice
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Automated suggestions

Engine for automated suggestions:

-~

System that continuously analyzes client data and applies rules
and guidance to deliver prioritized, personalized “next best
actions” to improve financial outcomes and ensure consistent,
. auditable and compliant advice.

Ortec Finance Client Conference 2026




Automated suggestions & advice framework

Structure available assets and
allocate surplus. What is the
optimal investment strategy?

Accumulation

Tax advantage
Tax-free
Tax-deferred
Taxed
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Flexibility

Maximizing net return

Allocate assets for expenses.
What is the optimal withdrawal

strategy?

Decumulation

Use allowances
Apply lower marginal
tax rates
Assess impact of
income, capital gains
& inheritance tax



\
» Examples of automated suggestions (in the UK)
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o Allocate surplus to emergency fund

o Align risk profiles with client risk attitude
o Allocate surplus to pension accounts

o Transfer assets to pension accounts

o Allocate surplus to investment accounts
o Suitable decumulation strategies

o Pay off debts and assess liabilities

o Improve tax efficiency

o Optimize account sequencing for goals
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Example: Contribute surplus to emergency account

E Cost of Living
8 @ - Erom Mar 2026 £30,000 annually
2026 2027 2028 2029 2030 2031 2032 2033 Sal a r}r
2 From Mar 2026 until Jan 2037 £50,000 annually
e # ;a;?:l:ig? £10,000 one time
% £5000 W &
i com Emergency fund
o & No contributions £5,000
]
[ Deficits: Expenditures Ml Balance Income - Expenditures
Suggestion
1. Calculate annual essential expenses: £30,000
2. Calculate target emergency fund amount: £20,000
3. Calculate surplus in 2027: £9,300
4. Determine account: Emergency fund
5. Add contribution from checking account to emergency fund:  in 2027 / 2028
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£ Edit plan settings
B8 Client Data

& Open reports archive

Nominal Results | «/ Real Results>

2% Adele Jones & Adam Jones

[ current Plan

Current situation

Last Modified: Feb 4, 2026 1:56 PM

P> start what-if plan |& start product risk analysis . Generate report

” Explore suggestions

& cpital Goals e RlSk and Return q o
@ CashFlows Based on the Current Asset Allocation
@ Goals Goal Feasibility Linked Capital
0% = 3 x x‘ = ‘- 3 E
@ Risk and Return Basic expenditures % % é é % é
E Jul 2026 - Jun 2069 on track @ 40f5 8% & 5 5 g 2 4
{4 Inheritance Tax £ g 2 g
i T 6% = O g
. O Study fee Lisa £ .
2 Early Mortality ‘ Sep 2034 off track @ 10f5 2 4% .
* % g
i= Plan Management = .
@ 1-25% (Offtrack) @ 25-50% (Offtrack) @ 50-75% (Ontrack) @ 75-99% (On track)
(® Compare Plans 0%
Low Volatility High Volatility
Capital Cash Flows

Economic Scenarios

Available for Goals

£3M

£2M

Real Amounts

£1M

£0
2030

Assets

2035

Liabilities

2040

Qe

Planning Scenario

Qe

2060

2065

Net Worth Pension Products Basic Detailed Balance
o0
-
£400,000
2
T £200,000
3
= alnnnmm
5 1
e LU (L
£-200,000 e
2045 2050 2055 2060 2065 2030 2035 2040 2045 2050 2055
~ Planning Scenario N M income I expenditures M Deficits: Expenditures

Ll
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Agenda

o Implementation of innovations o
= Automated suggestions

o Innovations in progress
= Plan optimizer
= Explanation of advice

o The future of financial advice _rl'l;
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Different phases of the innovation process

4

Spark

®

Scoping
2 days

ONILIIW YIATOHINVLS

ONILIIW YIATOHINVLS

Stakeholder
Alignment

L 31v9 39VIS

®

Problem
2 weeks

©

Solution
6 weeks

®©

Business
4 weeks

INILITW JIATOHINYLS

ONILITW HIATOHINVLS

T31Y9 39V1S

o

Pilot

£ 31vD 39V1S

Optimizing

decumulation

strategies
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Explanation of advice

Custom portfolio
construction

Optimize risk across
multiple portfolios
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Connecting innovations to the advice framework

Structure available assets and Allocate assets for expenses.
allocate surplus. What is the What is the optimal withdrawal
optimal investment strategy? strategy?

Flexibility

Accumulation Decumulation

Plan optimiser: Optimise risk in line with suitability policy

Explanation of advice: Provide guidance and reporting
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NAVIGATION CONGEPT

road city map

Define the best way to reach your
destination, taking into account:

o Shortest way
o Avoid traffic jam(s)
o Road blocks

Ortec F



NAVIGATION CONGEPT

road city map
Define the best way to reach your
goals, taking into account:

o Personal conditions
o Company policy
o Conditions from regulations

Ortec F



Optimize the Plan score, the concept
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Optimize the
different variables
with the Plan
Optimizer
—® o—@— Guide your client
with the next best
— e a Cti ons Wlth the
J optimal track
/A B B DO 8B B B 1
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Plan optimiser

Sophisticated methodology to optimise outcomes

1. Optimises outcomes across goals,
accounts, and drawdown strategies

2. Balances account allocations and risk
profiles for optimal results

3. Prioritizes goals to ensure key objectives
are achieved first

4. Applies scenario-based machine learning
to enable multidimensional optimisation
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Comparison
Current Strategy

Wealth in Dec 2055

® Good Market €3,783,931
® Realntic Market €0
* Poor Markst €0

Risk and Return of All Accounts
Based on the Curtent Asset ABOCaton

0.

= 6\

N
N
Low Volasiey

o

Lang term returm
-

‘ : ’ Plan scon

@ Second house

'\5\7_}/ Addtional mcome =
PN

@j Scheniingen L 2 4
|@ Capial preservanon L 2 3 3

Wealth in Dec 2055

® Good Market €10,569,887
® Reshstc Market €801,822
* Pooe Markst €0

Risk and Return of All Accounts
Sased on the Current Asset ASOCaton

Low Volandey H Vokatdey




Plan optimizer - Demo

Sophisticated methodology to optimize outcomes

Client Data & Archive

Current Proposal

Accounts

: Investment UBS fixed
€1,000,000

No periodic contributions
Investment account (EUR)
@ Balanced

2 Investment SJP
€700,000

No periodic contributions
Investment account (EUR)

@ Conservative

: Savings Account withdraw:1800000
€2,000,000

No periodic contributions

Investment account (EUR)

@ savings

: Retirement account SJP deposit:30000
€300,000

No periodic contributions

Annuity

@ conservative

®

®

®

Pilot 4

‘ Start proposal [§ ceneratereport @ Research & Innovation

A The current strategy has been changed recently. The data might not be up-to-date yet in all systems.

Wealth Projection

|« Nominal Results -

Nominal Amounts

€6M
€5M
® Good Market
€am €3,573,202
€3M ® Realistic Market
€0
€M
® Poor Market
€M €0
€0 °

2030 2035 2040 2045 2050 2055

Risk and Return of All Accounts
Based on the Current Asset Allocation

Long term return

@ View risk attitude e

Total Current Value

8% ) = =
2 2 & €4,000,000
6% - S
2 Volatility
39%
4%

Potential annual loss
2% . 41%

Long term return

%
Low Volatilty High Volatiity 33%

@ 1 - savings Account withdraw:1800000 @ 2-Investment SJP
@ 3-Retirement account SJP deposit:30000 @ 4 - Investment UBS fixed
@ Overall Risk and Return & Risk attitude Pilot 4

>

@
o
o
@

Financial Score

Second house
€750,000 one time

99% Dec 2030

Additional income

€24,000 annually

Jan 2035 - Jan 2055
*

Schenkingen

€130,000 annually

Dec 2024 - Dec 2055
8 4

Capital preservation
€1,000,000 target capital
Dec 2055

$ 4 84

@

®

@

®
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Explanation of advice

Personalised guidance, reporting and auditability

1. Generate explanations using expert
documents and knowledge of advice
methodology

2. Validate quality before presenting results

3. Support use across consumers, advisors,
and compliance officers

4. Incorporate company advice policies

5. Incorporate regulatory guidelines and rules

Ortec Finance Client Conference 2026 orRT-C
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Welcome to OPAL Research & Innovation

Dream Machine
Personalized Advice Ipersonalized-advice

Personalized Reporting [personalized-reporting



Agenda

o Implementation of innovations o
= Automated suggestions

o Innovations in progress
= Plan optimizer
= Explanation of advice

(
o The future of financial advice _rl'l;
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Client Journey of the Future
Thinking forward

Intake

Upload documents &
digital data

Support

Support clients with automated
suggestions, calculations & optimizations

{3 292
000
alala

(Hybrid)
Advice
in 1 hour

@ MACHINE LEARNING

Automation

Automation of
compliance, explanation
of advice and reporting

Execution and monitoring

Pro-active client engagement,
monitoring and back-on-track
suggestions

>
: : 7
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Al: Automate part of the advisory process

quality of
advice

Ortec Finance Client Conference 2026

quality & new advisory process
consistency /
gain —
Extra added
i value of
: advisor
""""""""""""""""" automated suggestion
time savings

\ traditional advisory process

time spent on advice
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The advisor your best client
will work with 1n 2035
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Question 1:

Stay standing if, in the last week, you've asked Al a personal
financial question. Could be ChatGPT, could be Claude, could
be your bank's chatbot. Anything.

30-40% uses Al for financial questions in NL, other research 50%
60-70% Gen Z

@
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Question 2: Now, stay standing if you would have acted on the
answer without checking it with another human being.
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Question 3: Now stay standing if you think, in 5 years time
(2031) more than 25% of consumers will act on the answer
without checking it with another human being.
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Question 4: Now stay standing if you think, in 5 years time
(2031) more than 50% of consumers will act on the answer
without checking it with another human being.
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Question 5: Now stay standing if you think, in 5 years time
(2031) more than 75% of consumers will act on the answer
without checking it with another human being.
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Question 3a: Now stay standing if you think, in 5 years time
(2031) more than 15% of consumers will act on the answer
without checking it with another human being.
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For 50 years, this has been the deal...

Six promises sold as one

Ortec Finance Client Conference 2026

KNOWLEDGE

ANALYSIS

RECOMMENDATION

EXECUTION

ACCOUNTABILITY

RELATIONSHIP
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The next decade
unbundles it

The winners pick which layers they own.
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Force #1: Al takes the top

Al replaces those parts of the job that aren’t really advice

Nerd's Eye Vieeww KITCES

-
iy A
\2’

THINGS TO CONSIDER

/ WHEN HIRING A
/ FINANCIAL ADVISOR
A Conversation with

Financial Planning
Expert Michael Kitces

Generative Al versus Optimisation

EXECUTION

ACCOUNTABILITY

RELATIONSHIP
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Force #2: Platforms take execution

Execution is commoditising everywhere

KNOWLEDGE
ANALYSIS

RECOMMENDATION

ACCOUNTABILITY

RELATIONSHIP

Ortec Finance Client Conference 2026




Force #3: Regulators take accountability

Accountability is moving from the human to the system / the process
(Targeted Support, EU Retail Investment Strategy)

KNOWLEDGE
ANALYSIS

RECOMMENDATION

EXECUTION

RELATIONSHIP
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Force #4: Relationship & trust remain with humans

It's the only layer that really matters, that isn’t really about money

KNOWLEDGE
ANALYSIS
RECOMMENDATION

EXECUTION

ACCOUNTABILITY

Ortec Finance Client Conference 2026 oRrT~



How the unbundling lands...

The matrix shows the different segments and their different futures

Al Human =

Analysis _ Al + light human Human, Al-supported Specialist team

Recommendation

Specialist team

Hybrid Human-led Multi-disciplinary

Execution Platform Platform Platform + advisor Custom / custodian

Accountability Regulator framework Reg fr + firm Advisor + firm Firm + bespoke
Relationship Community / Al Hybrid Human (primary) Human team
M Al Hybrid Human-led Platform Regulator Community
Ortec Finance Client Conference 2026 oRrRT-C
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Segmenting clients also based on behavior

Self directed Validators Delegators

e

e

~

v

~

~
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W Hybrid service
model (advisor-led)

» Tailored self-
service model

(digital-led)

| @ Direct model with

guidance

= Direct model
for retail market



\ KNOWLEDGE
5 The future of financial advice ANALYSIS

7

RECOMMENDATION

1. The advisor of 2035 is a stack, not a person EXECUTION
The winners pick which layer(s) they own. ACCOUNTABILITY

2. The advisor will still be important, but even more focused on the relationship RELATIONSHIP
The advisor will be guided by (Al-) models and processes

3. The mass affluent segment will get more guidance, primarily digital-led
Hybrid models will lead in the coming period

orT-C
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;> KNOWLEDGE

AAAAA SIS

What part of the bundle ...
do you want to own? R

IIIIIIIIIIII

Questions?
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Contact me

Ronald Janssen

Head of Innovation & Research Global Wealth Solutions

@ +31 6 52 065 657

@ Ronald.Janssen@ortec-finance.com

Rotterdam Amsterdam London

Pfaffikon Toronto New York

Melbourne Singapore
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Disclaimer

Ortec Finance would like to emphasize that Ortec Finance is a software provider of technology and IT solutions for
risk and return management for institutions and private investors. Please note that this information has been
prepared with care using the best available data. This information may contain information provided by third parties
or derived from third party data and/or data that may have been categorized or otherwise reported based upon
client direction. For this information of third party providers, the following additional terms and conditions regarding
the use of their data apply: https://www.ortecfinance.com/en/legal/disclaimer.

Ortec Finance and any of its third party providers assume no responsibility for the accuracy, timeliness, or
completeness of any such information. Ortec Finance and any of its third party providers accept no liability for the
consequences of investment decisions made in relation on this information. All our services and activities are
governed by our general terms and conditions which may be consulted on https://www.ortecfinance.com/ and shall
be forwarded free of charge upon request.

Any analysis provided herein is derived from your use of Ortec Finance’s software and does not constitute advice as
to the value of securities or the advisability of investing in, purchasing, or selling securities. All results and analyses
in connection with Ortec Finance’s software are based on the inputs provided by you, the client. Ortec Finance is not
registered as an investment adviser under the US Investment Advisers Act of 1940, an equivalent act in another
country and every successive act or regulation. For the avoidance of doubt, in case terms like “client(s)” and
“advisor(s)” are used in communications of Ortec Finance, then these terms are always referred to client(s) of Ortec
Finance's contract client and its advisor(s).

FINANCE


https://www.ortecfinance.com/en/legal/disclaimer
https://www.ortecfinance.com/
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