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Introduction

We appreciate the positive reception for our inaugural Family Office Quarterly and are pleased
to share the second edition with you. Our intent is to advance the family office industry and
with your insights, we are doing just that.

This edition brings you an array of relevant topics, starting with some thoughts from our

UBS Chief Investment Office. You'll find an overview of the Corporate Transparency Act,
which affects many family offices and their family-owned entities. Experts from UBS Advanced
Planning provide key considerations for family offices looking to ensure compliance.

We also have a fresh perspective from Business Consulting Resources, with a member of
the next generation in a family enterprise providing insights to help other family enterprises
navigate their generational complexities. In addition, we offer a fresh take on how family
offices can develop a more effective next-generation engagement strategy.

On the operations front, going serverless is now recognized as a best practice and InfoGrate
shares what family offices need to consider before taking that path. When it comes to
seamlessly blending legal, strategic and familial considerations, Major, Lindsay & Africa
weighs in on the benefits of investing in the family office general counsel.

You'll also find a conversation with January Ventures on important questions and
considerations to help family offices evaluate prospective funds and emerging managers.

As we look to move the industry forward, we want to hear from you. If there is a topic you
would like to see addressed or learn more about, please let us know—this is how we will
drive the industry forward.

Best regards,

Judy Spalthoff John Mathews
Head, Family Office Solutions Head, Private Wealth
Management Americas
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Investment outlook
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Implications for the economy, investments and taxes
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David Lefkowitz
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Investors
generally don't
like uncertainty,
so we wouldn’t
be surprised to
see some pickup
in equity market
volatility.

The general election campaign is starting early

this year, and we expect it to be a highly contentious
one. A replay of the last election is now all but certain
with two candidates who have competing world views
on issues ranging from taxation to industry regulation
to foreign policy.

We take a look at the potential market implications of the four most likely
election outcomes, dive deeper into the impact of the election on a tense
geopolitical landscape, and share ways to prepare for potential tax changes.

Trump and Biden: Two divergent paths

There are significant market implications arising from the stark contrast in the
policies promulgated by the two presidential candidates, Joe Biden and Donald
Trump. While we are obliged to remind investors that portfolio construction

is best treated as an apolitical exercise, the next eight months are likely to

be exceptionally distracting. Incessant media coverage will be the order of

the day, particularly in the seven states that are likely to decide the outcome.
Investors generally don’t like uncertainty, so we wouldn't be surprised to see
some pickup in equity market volatility as the election nears. But bear in mind
that government policy is just one of the many factors—Fed actions, inflation,
corporate profit growth, just to name a few—that can influence the markets.

The ability of either presidential candidate to pursue a robust legislative agenda
in 2025 will depend upon the outcome of congressional races. Republicans
have the edge in the race to control the Senate as they are obliged in this cycle
to defend fewer seats and are well positioned in the states that are holding
elections for the upper chamber. The House of Representatives is more difficult
to predict, but regardless of who ends up with the gavel, the margin of control
is expected to remain narrow.

Given the high degree of partisanship and the expectation that majority

control in both chambers will be slim, it will be difficult for either party to pass
groundbreaking legislation in the absence of a unified government. Neither
party has exhibited much appetite for tackling entitlement reform, and concerns
over the size of the federal deficit have increased in the past two years, which
will complicate efforts to pass the obligatory tax bill. The personal tax provisions
embodied in the Tax Cuts and Jobs Act are scheduled to expire at the end of
2025, so both parties will be anxious to leverage the necessity to pass a tax bill
to advance their own policy agenda.
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The increase in federal budget deficits and interest rates in
recent years leaves much less “fiscal space” for Congress
to embark on significant fiscal expansion through tax cuts
or spending increases. So this will likely be a much greater
constraint on lawmakers than it has been after the last two
presidential elections.

Geopolitics also loom large

One area where the president has an outsize impact
regardless of the makeup of Congress comes on the
geopolitical front. Geopolitics will cast perhaps an even
greater shadow than usual over the 2024 US presidential
election. With war raging in Ukraine and Gaza, the US has
been unable to reach a consensus on whether to respond
with additional financial and material assistance. America’s
enduring commitment to its transatlantic alliances has
come under scrutiny, and tensions in the US-China
bilateral relationship remain elevated. The porous southern
border with Mexico has become a major campaign issue.
Voters are exhibiting fatigue over the lengthy list of US
commitments around the world. Resistance to foreign
entanglements is growing, with profound implications for
world order in the 21st century.

At a recent campaign event, Donald Trump declared that
he would encourage Russia to “do whatever the hell they
want” to NATO members who were delinquent in their
financial obligations. His reluctance to support NATO

may stem from a belief that the financial demands have
become too great while America’s infrastructure is often
in disrepair. If Trump were to withdraw from the alliance
over the Senate’s objections, funding to withdraw would
be limited until two-thirds of both chambers of Congress
agreed to make the necessary appropriation.’

Geopolitics will cast

perhaps an even greater
shadow than usual over the
2024 US presidential election.

Trump has also publicly floated the idea of a universal 10%
tariff on all imported goods and a targeted tariff in excess
of 60% on shipments from China, which would constitute
an extraordinary tax hike of roughly USD 300 billion in
each instance. The likely consequences for this are supply
chain disruption and retaliatory actions by other nations. It
would also undermine the Fed’s efforts to reduce inflation.

Still, it is not unusual for a candidate to exaggerate
geopolitical threats during a presidential campaign as
a way to undermine voter confidence in a competitor.
Look no further than John F. Kennedy’s criticism of
the Eisenhower administration over a perceived gap
in the country’s ballistic missile technology (i.e., the
“missile gap”), or Jimmy Carter's criticism of the Ford
administration over perceived mismanagement of
Washington’s bilateral relationship with Moscow.

American voters traditionally have placed a higher value

on a presidential candidate’s leadership qualities than on
whether they agree with a specific foreign policy platform.2
To the extent they believe that a candidate will vigorously
defend American interests abroad, they will overlook

many of the details that make a specific policy potentially
untenable or counterproductive. Trump intuitively
understands this, and he is willing to make what some
observers consider to be outrageous remarks to draw a
sharper distinction between himself and Joe Biden.

! Bryant Harris, “With eyes on Trump, Senate votes to make NATO withdrawal harder,” Defense News, 19 July 2023.
2 For an excellent summation of the distinctions drawn by American voters regarding foreign policy, see Jeffrey A. Friedman, “Foreign Policy and
Presidential Elections: Why Voters Don't Just Care About ‘The Economy, Stupid!"” Cornell University Press, 6 December 2023.

6 of 49



Investment implications of potential
election outcomes

Overall, we see four possible election outcomes. Below we
summarize what these could mean for policy, the economy
and markets.

Blue Sweep

A Democratic sweep would likely be the most negative
outcome for equity markets primarily due to a higher
probability of higher corporate tax rates. The expiration of
some 2017 personal tax cuts could also be a small drag on
consumer spending. Regulatory pressures could increase
in some industries, but this would generally be more of an
extension of the current status quo.

Biden with split Congress

If Biden wins but Congress is split, we would expect much
more limited policy changes, and therefore a more muted
impact on financial markets. A Biden administration would
be obliged to rely on executive action and regulatory
oversight to a great degree.

Red Sweep

An extension of the 2017 tax cuts would be likely with a
possible further reduction in corporate tax rates. Funding
for these initiatives might come from a reduction in support
for green energy provisions of the Inflation Reduction Act.
Equity markets would likely cheer lower taxes and lighter
regulation, but this could be partially offset by concerns
about the costs and inflation impacts of higher tariffs and
trade wars. Interest rates and the dollar would likely rise
initially. Financials stand out as key potential beneficiaries in
this scenario due to lighter regulation.

Trump with split Congress

With major fiscal policy changes blocked by a split Congress,
higher tariffs and lighter regulation would likely be the
hallmarks of this election outcome. Overall, these two forces
would have a mixed impact on equity markets. The dollar
and interest rates would likely rise modestly. Financials would
likely be key beneficiaries of lighter regulation.

Preparing for potential tax changes

Outside of the implications for specific asset classes,
changes in the policy environment can also bring changes
to the tax landscape.

Presidential budgets often encounter resistance from
members of Congress and typically do not become law.
However, they are a useful guide in ascertaining the
incumbent president’s policy priorities in an election year.
President Biden released his proposed budget for fiscal year
2025 last week. In doing so, he sketched out a fiscal policy
that raises taxes on wealthier Americans and corporations.
Former President Trump is likely to advocate a contrary

set of fiscal policies, including the preservation of tax cuts
enacted in 2017.

Regardless of whom voters decide to return to office, the
accumulated federal deficit is likely to serve as an ever
larger constraint on future fiscal policy. As interest rates
have risen, it has become progressively more expensive

to finance the federal deficit. According to fiscal data
provided by the US Treasury, 16% of total federal spending
in the month of February was dedicated to interest
payments, thereby crowding out other expenditures.?
While it's too early to know when taxes will rise, we
suggest four strategies to help manage future tax liabilities,
regardless of the outcome of this year’s election.

3 United States treasury, Fiscal Data, 12 March 2024. See www.fiscaldata.treasury.gov.

7 of 49


http://www.fiscaldata.treasury.gov

1. Enhance flexibility by diversifying tax treatments.
Spreading your wealth across multiple tax treatments
(taxable, tax-deferred or tax-exempt) will give you the
option to withdraw from your retirement funds in
whichever sequence is more tax-efficient year to year.
Place less tax-efficient vehicles with ordinary or short-
term gains into tax-deferred or exempt accounts.

2. Continue deferring capital gains (when it makes
sense). Investors with longer time horizons will
often be better off deferring capital gains rather than
attempting to lock in a potentially lower tax rate
today—especially for investments with higher expected
return or smaller increases in the capital gains tax rate.
Utilizing tax loss harvesting strategies has become an
essential tool to maximize after-tax returns.

3. Accelerate lifetime gifting. Looming reductions
to the lifetime gift and estate tax exemption create
a "use-it-or-lose-it” opportunity to potentially save
millions in estate taxes. Strategic lifetime gifting is
imperative if you want to protect those assets—and
their appreciation—from being included in your
taxable estate. Completing gifts today will help you
utilize the historically high exemption before it's too
late. Without congressional action, the estate tax
exemption will be cut by ~50%.

4. Don't wait to review your estate plan. Waiting
to take action until the election results are clear can
prolong the estate planning process, as trust and
estate lawyers will likely be overwhelmed with other
families seeking similar planning advice. Proactively
engaging with your estate attorney, financial advisor
and accountant will make sure that you have access to
these key resources.

How likely is the wealth tax in
the future?

Another hot topic in the realm of taxes in recent years has
been the possibility of a wealth tax. Wealth disparity has
increased in the US, and progressive politicians at all levels
of government have put forth various proposals to levy
higher taxes on the nation’s wealthier residents.

4 Oliver Wendell Holmes.

At the 54th annual meeting of the World Economic
Forum in Davos in January, political and business leaders
were presented with an open letter from 250 wealthy
individuals. Titled “Proud to Pay More,” the letter created
a minor sensation by invoking the need for higher taxation
on the world’s wealthiest people. While it's difficult to
argue with the sentiment that taxation is the price we pay
for a civilized society, tax payments to the IRS still must
rank among the least favorite tasks for most Americans.*
According to survey data produced by the IRS, 93% of US
taxpayers view the payment of their fair share of taxes as
a civic duty. We're willing to concede the accuracy of the
data as more than wishful thinking, but we suspect there’s
more room for argument regarding what constitutes as
“fair share.”

Possible outcomes and unintended consequences

The Supreme Court could uphold the lower court ruling,
which would open the door for the implementation of
wealth taxes. On the other hand, it could overrule the
lower court and effectively close the door on wealth taxes.

As noted in Figure 4, the levy of a wealth tax in the US
could result in various outcomes. Similar to the current
tax framework, those seeking to avoid paying taxes may
find alternative ways to substitute or shift their assets
into alternative means that are more difficult to monitor,
are exempt from the wealth tax, or are less susceptible
to accurate or timely measurements. Scholars have noted
that changes in tax law affect entrepreneurial risk-taking
and the manner in which entrepreneurs claim ownership
interest in a company.> Another notes that a wealth tax
in the US could lead to some high net worth individuals
keeping their businesses private, rather than going
public, or issuing nonstandard, less transparent types of
stock because a more transparent valuation would lead
to a larger wealth tax liability for their shareholders.®
Some economists have opined that there is no existing
data pointing to how likely this is to occur and what
enforcement responses might constrain it.”

> Julie Cullen and Roger Gordon, Journal of Public Economics, 2007, vol. 91, issue 7-8, pp. 1479-1505.
6 Daniel Hemel, “Taxing Wealth in an Uncertain World,” Public Law and Legal Theory Working Paper Series, No. 729, 2019.
7 Florian Scheuer and Joel Slemrod, “Taxing Our Wealth,” Journal of Economic Perspectives, 35 (1): 207-30, 2021.
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Figure 4: Frequently debated wealth considerations

Advocates

Critics

More comprehensive revenue base:

Taxes a broader wealth base than currently levied under
income tax system (including items that wealthy individuals
have, in theory, sheltered from taxation).

Complicated methodology to asset valuation:
1. Who is qualified to evaluate or value assets?

2. What are defined assets? Financial (stocks, bonds),
nonfinancial (artwork, privately held businesses, cars),
intangible property (copyrights, patents).

3. When are assets valued? Start of year, end of year or
an average for the year, as asset values can be volatile or
accumulated over the course of a year. If one bought an
asset during the year, are they taxed on it for the
entire year, or is it prorated?

More stable revenue generation:

Taxing a broader base may result in more consistent
revenues given the diversified items taxed. The current
income tax system (and thus revenues generated) can be
volatile given their reliance on the economy and

stock market.

Administratively complex and costly:

Difficult to enforce, track, and monitor compliance.
In addition, the IRS would need increased funding to:

1. Educate employees regarding the accuracy of
net worth valuations;

2. Increase auditing procedures for applicable
taxpayers; and

3. Hire additional IRS auditors.

More progressive:

Mitigates wealth inequality by reducing economic disparities.

Double taxation:

Earned income is taxed when earned and would be
taxed again as a form of wealth. If income was saved,
it could theoretically be taxed twice in the same year.

Increased funding:

Expected to generate additional monies to support
funding for social programs, infrastructure, deficit reduction,
and government operations.

Capital flight:
Residents could relocate to lower-taxing states or countries.

Reduced loopholes:

Prevents deferral of capital gains, does away with
“step-up basis,” and seeks to prohibit wealthy individuals
from, or reduce their recourse to, sheltering assets

from taxation.

Reduced business creation and savings:

A wealth tax may reduce the capital available for
entrepreneurs responsible for business creation. It may
also discourage savings and encourage consumption.

Liquidity concerns:

A significant wealth tax bill could require assets to be
sold in order to pay the tax (e.g., if a large percentage
of an individual’s wealth is based upon
non-revenue-generating assets).
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Where does the wealth tax stand? Solita Marcelli

Wealth taxes can be implemented in many forms, at Solita is Chief Investment Officer Americas for UBS
various income levels and at differing tax rates. The idea of Global Wealth Management, where she oversees both
imposing a wealth tax on unrealized income appears to be the CIO Research and Investment Solutions businesses,
gaining momentum in the US, and investors should remain with over USD 1.5 trillion in total invested assets.
aware of possible implications. While it appears unlikely Frequently featured on CNBC, Bloomberg and the Wall
to be enacted at this time, any successful implementation Street Journal, Solita is a member of the Aspen Global
would most likely be subject to future litigation. CIO will Leadership Network and the Global Advisory Council
continue to monitor the legislative landscape and report for the Wilson Center. Solita holds an M.B.A. from the
any meaningful changes to current tax policy as it relates to Stern School of Business at New York University and a
the taxation of unrealized capital gains. B.A. in economics and history from Brandeis University.

Tom McLoughlin

Tom is Head of Fixed Income and Municipal, Securities
for the UBS Chief Investment Office, where he
manages an interdisciplinary team covering taxable
and tax-exempt strategy, corporate credit, preferred
securities, closed end funds and municipal bonds. With
37 years in the fixed income markets, he served as
CEO of National Public Finance Guarantee Corporation
and held a number of positions at MBIA Insurance
Corp. Tom holds a master’s degree from the George
Washington University and a bachelor’s degree from
the State University of New York at Albany.

David Lefkowitz, CFA®

David is Head of US Equities for the UBS Chief
Investment Office, where his responsibilities include
determining the firm's view on the US equity market,
as well as intra-equity market positioning across
sectors, size, style and themes. Prior to UBS, David held
analyst and portfolio management positions at Credit
Suisse, Goldman Sachs and Thales Fund Management.
Often featured in financial media, he is a Chartered
Financial Analyst,® with a B.A. in history from the
University of Pennsylvania and a B.S. in economics
from Penn’s Wharton School of Business.

Explore more

and potential investment implications, please visit
ubs.com/ElectionWatch

To stay up-to-date with in-depth reports and

market commentary from the UBS Chief
Investment Office, please visit our Investment
research site.

% For more insights into our views on the election
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Beyond investments

An overview of the
Corporate Transparency Act




god.d '?/-VMlatsr']OSt st Under the Corporate Transparency Act, many family

enior vwea rateqgis . . P .

Advanced Planning Group _offlces are Now subject to ber_1ef|C|a| ownership N
information reporting obligations.” Many other entities
used by families in their wealth structures are likewise
now subject to these reporting obligations.

Consequently, many family offices and other family-controlled entities must
report information about their beneficial owners, who are the individuals who
directly or indirectly own or control the entity. These reporting obligations, which
are expansive and complex, generally became effective January 1, 2024.2 These
reporting obligations create new compliance responsibilities for family offices
and certain entities they are charged to manage or administer.

Reporting companies

Under the Corporate Transparency Act, reporting companies—which
includes many family offices and other family-controlled entities—must file
beneficial ownership information reports (sometimes called BOI reports) with
. the Financial Crimes Enforcement Network (FInCEN).* There are two types
I\/Iany famlly of reporting companies: (1) domestic reporting companies; and (2) foreign

offices must report reporting companies.®

qurmatlor? fﬂbOU’[ A domestic reporting company generally is a corporation, limited liability
their beneficial company or other entity created by the filing of a document with a secretary

. of state or similar office of a jurisdiction within the United States.® Thus, in
.OW.ﬂ.eI’S the many cases, a limited partnership formed within the United States is a domestic
individuals who reporting company.

directly or indirectly

A foreign reporting company generally is a corporation, limited liability company
own OI’. control or other entity formed under the law of a foreign jurisdiction and is registered to
the entity. do business within the United States.”

! See, generally, 31 USC § 5336.

231 CFR § 1010.380(a)(1).

3 In addition to these federal reporting obligations, New York enacted the LLC Transparency Act, which requires certain limited liability companies formed
or registered in New York to report information on their beneficial owners to the state. New York Laws of 2023, ch. 772. The New York law, which
partially piggybacks on the Corporate Transparency Act, takes effect December 21, 2024. New York Laws of 2023, ch. 772, § 10. For a discussion of the
LLC Transparency Act, see Todd D. Mayo, New York Enacts LLC Transparency Act, Requiring Disclosure of Limited Liability Companies” Beneficial Owners
(a publication of the UBS Advanced Planning Group).

431 USC § 5336(b)(1).

>31 CFR § 1010.380(c)(1).

631 CFR § 1010.380(c)(1)(i).

731 CFR § 1010.380(c)(1)ii).
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Trusts

A trust typically isnt a reporting company.® Accordingly,

a trust typically won't have any obligation to file beneficial
ownership information reports. If, however, a trust holds an
ownership interest in a reporting company, one or more of
the trust’s settlors, beneficiaries, trustees, trust advisors and
trust protectors may be beneficial owners of the company
(because they indirectly own or control the company), and
the company would thus have to provide information about
them in its beneficial ownership information reports.®

Exemptions

Certain entities aren’t reporting companies because they
qualify for an exemption.™ There are more than two
dozen exemptions. For family offices, the most relevant
exemptions generally are those for:

e Large operating companies

® Banks

Registered investment advisers
e Tax-exempt organizations
Inactive entities

8 See 31 CFR § 1010.380(c).

931 CFR § 1010.380(d)(2)(ii)(C).
1931 CFR § 1010.380(c)(2
31 CFR § 1010.380(c)(2
1231 CFR § 1010.380(c)(2
13 See 15 USC § 80a-2(a)(

(xxi).

(iii).
).

)-
)
)
5

A trust typically won't have
to file beneficial ownership
information reports—unless
it has an ownership interest
In a reporting company.

Large operating companies

An entity is not a reporting company if it has more than
20 full-time employees, has more than $5 million of gross
receipts and meets certain other requirements." In some
cases, a family office or a family-owned business may
qualify for this exemption.

Banks

A bank isn’t a reporting company.'? Under this
exemption, a private trust company isn‘t a reporting
company (because it qualifies as a bank) if (1) it is state-
chartered (i.e., a licensed private trust company) and (2)
a substantial portion of its activities involves serving as

a trustee of the family’s trusts or otherwise exercising
fiduciary powers.'* An unlicensed private trust company
doesn't qualify for this exemption and thus is a reporting
company unless it qualifies for another exemption.™

Registered investment advisers

A registered investment adviser isn’t a reporting
company.' Accordingly, a family office that's a registered
investment adviser isn’t a reporting company. Of course,
many family offices aren’t registered investment advisers,
because they qualify for the family office exception.'®

4 For a discussion of private trust companies, see Ann Bjerke and Todd D. Mayo, Private Trust Companies (a publication of the UBS Advanced

Planning Group).
1531 CFR § 1010.380(c)(2)(x).
16 See 17 CFR § 275.202(a)(11

)(G)-1. For a discussion of the family office exception, see Ann Bjerke, David Leibell and Brian Hans, Building a Family Office

to Steward Family Wealth and Values (a publication of the UBS Advanced Planning Group and UBS Family Office Solutions).
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Tax-exempt organizations

A tax-exempt 501(c) organization isn't a reporting
company.”” Consequently, private foundations and 501(c)(4)
organizations (also called social welfare organizations) are
not reporting companies.'®

Inactive entities

An entity isn't a reporting company if it was formed on
or before January 1, 2020, doesn’t have any assets, isn't
engaged in any business or financial activities, and meets
certain other requirements.’

Beneficial owners

Under the Corporate Transparency Act, a reporting
company must report information about its beneficial
owners.? A beneficial owner is an individual who (directly
or indirectly) exercises substantial control over the reporting
company or an individual who owns or controls 25 percent
or more of the reporting company’s ownership interests.?’

There are some exceptions. A minor is not a beneficial
owner of a reporting company if, instead of providing
information about the minor, the company provides

information about the minor’s parent or guardian.??

A company'’s agent, nominee, employee or creditor
generally is not a beneficial owner.?* Similarly, an individual
who might inherit an interest in the company generally is
not a beneficial owner.?*

Company applicants

Under the Corporate Transparency Act, a reporting
company must also report information about its company
applicants.?®> A company applicant is the individual who
directly files the document that forms or registers the
company or, if more than one individual is involved in the
filing of the document, the individual who is primarily
responsible for directing or controlling such filing.2

Beneficial ownership
information reports

A reporting company must file an initial report, an updated
report if there’s a change affecting certain information
previously reported, and a corrected report if there’s
incorrect information in a previously filed report.

1731 CFR § 1010.380(0)(2)(xix)(A). A tax-exempt 501(c) organization is an organization described in Section 501(c) of the Internal Revenue Code and

exempt from tax under Section 501(a) of the Internal Revenue Code.

'8 |d. A private foundation is an organization described in Section 501(c) of the Internal Revenue Code and classified as a private foundation under

Section 509(a) of the Internal Revenue Code.
1931 CFR § 1010.380(c)(2)(xxiii).
2031 USC §§ 5336(b)(1) and (2)(A).
2131 CFR § 1010.380(d)
2231 CFR § 1010.380(d)(3)(i).
2331 CFR §§ 1010.380(d)(3)(ii), (iii), and (v).
2431 CFR § 1010.380(d)(3)(iv).
2531 USC §§ 5336(b)(1) and (2)(A).
2631 CFR §§ 1010.380(e).
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Initial reports

A domestic reporting company created before 2024

must file its initial report on or before January 1, 2025.%7

A domestic reporting company created in 2024 must to
file its initial report within 90 calendar days after the earlier
of (1) the date on which it receives notice that its creation
has become effective or (2) the date on which a secretary
of state or similar office provides public notice that the
company has been created.?®

A domestic reporting company created after 2024 must
file its initial report within 30 calendar days after the earlier
of (1) the date on which it receives notice that its creation
has become effective or (2) the date on which a secretary
of state or similar office provides public notice that the
company has been created.? These deadlines also apply

to foreign reporting companies, although they are based
on when the company first registers to do business in the
United States (rather than when it's created).>°

Updated reports

A reporting company must file an updated report if there’s
a change in the previously reported information about its
beneficial owners.?' The updated report generally must be
filed within 30 calendar days after the change.®

Certain transactions may trigger a filing obligation.

A reporting company must file an updated report upon

a gift, sale or other transfer of an ownership interest in

a reporting company if the transfer results in a change

of beneficial ownership. For example, a transfer of an
ownership interest in a reporting company to a revocable
trust may result in a change of beneficial ownership (e.g.,
as may happen when the transferor isn't the sole trustee).
Similarly, a gift to an individual or an irrevocable trust may
result in a change of beneficial ownership. These transfers
thus may necessitate the filing of an updated report.

2731 CFR § 1010.380(a)(1)(iii).
2831 CFR § 1010.380(a)(1)()(A).
2931 CFR § 1010.380(a)(1)()(B).
3031 CFR §8§ 1010.380(a)(1)(ii) and (iii).

There are also changes in an individual's life that may
trigger a filing obligation. For example, a reporting
company must file an updated report when an individual's
name or address changes or when an individual’s name

or address shown on a passport, driver’s license or other
identification changes if an image of the identification was
previously reported to FINCEN.3 A reporting company also
must file an updated report when a minor child attains the
age of majority if a reporting company previously reported
information about the child’s parent or legal guardian.

A reporting company must file an updated report after a
beneficial owner dies, but the updated report generally
must be filed within 30 calendar days after the deceased
individual's estate is settled.>

Corrected reports

A reporting company must file a corrected report if a report
contained information that was inaccurate at the time

of filing.*® The corrected report must be filed within 30
calendar days after it knows or should have known that the
information was inaccurate.>’

3131 CFR § 1010.380(a)(2)(i). A reporting company isn't required to file an updated report if there’s a change solely with respect to the previously
reported information about a company applicant who isn‘t a beneficial owner.

321d.

3331 CFR §8 1010.380(a)2)(i) and (v).
331 CFR § 1010.380(a)(2)(iv).

%31 CFR § 1010.380(a)(2)(iii).

%31 CFR § 1010.380(a)(3).
371d.
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Filing beneficial ownership

information reports

A report generally must be filed electronically with the
FINCEN using its BOI E-Filing System (boiefiling.fincen.gov).3®

Conclusion

For purposes of ensuring compliance with the reporting
obligations under the Corporate Transparency Act, a family
office should consider developing policies and procedures
for collecting and reporting the relevant information for
itself and each other entity for which it has such compliance
responsibilities. These might include procedures for spotting
situations that may trigger a filing obligation, such as the
formation of a new entity, a gift or other estate planning
transaction where a reporting company is a part of the
structure involving the transaction, and life events affecting
family members. Births, adoptions, marriages, divorces,
residency changes and deaths all have the potential to
trigger a filing obligation.

Some family offices may choose to outsource certain
compliance responsibilities to an accounting firm, law firm
or other third party. Of course, this won't fully relieve a
family office of the burdens of the reporting obligations.

A family office will still need to coordinate with its service
provider. Accordingly, its policies and procedures would
likely be geared to collecting the relevant information,
monitoring for changes and delivering the information to its
service provider.

Additional reading

For additional information on the Corporate Transparency
Act, see Todd D. Mayo, Beneficial Ownership Reporting
Requirements under the Corporate Transparency Act (a
publication of the UBS Advanced Planning Group), and
Todd D. Mayo, Some Common Questions about the
Reporting Requirements under the Corporate Transparency
Act (a publication of the UBS Advanced Planning Group).

Todd D. Mayo

Todd is a Senior Wealth Strategist in the

UBS Advanced Planning Group. In that role,

he works with ultra high net worth individuals and
families, helping them to design and implement

wealth strategies that reflect their goals and values.

Before joining UBS, he was general counsel of
Perspecta Trust. He previously practiced law,
focusing on trust and tax matters, and also served
in an earlier role as a trust company executive.

3 FinCEN, "“Beneficial Ownership Information Reporting Frequently Asked Questions,” January 12, 2024, Q&A, B.6.

Important note: This feature within the Family Office Quarterly is not intended for use by, or to provide any information to,

persons outside of the United States.
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Navigating the
generational shift

A next-gen perspective on family business



Kyler Gilbert
Vice President and Consultant
Business Consulting Resources

Unique and complex
family dynamics

are involved with
shifting to the

next generation.

As a member of the next generation of my family
business, | know just how challenging it can be to
work with family. As the business grows, more people
outside the family become intricately involved with
the family and their enterprises.

The shift to the next generation not only affects the family members,

but also the advisors and other executives involved in helping the family
continue their success for generations to come. This transition carries some
very important implications.

As the next generation assumes the reins, our journey involves not only
personal growth and professional development, but also the delicate task
of balancing tradition with innovation. In this article, I'll talk about the
unique and complex family dynamics involved with shifting to the next
generation, as well as shed some light on the perspective of non-family
members and the intricate relationships they navigate with both the family
and other non-family members.

For the next generation to embark on a path within a family business, a
variety of challenges need to be confronted. While the next generation

is hopefully deciding for themselves that they truly want to be involved

in the family business, it is also the responsibility of the current or “now”
generation to ensure that there is sufficient autonomy, agency and respect
(which has to go both ways) for the next generation to be successful.

The next generation is also establishing a distinct identity within the family
legacy, addressing the expectations placed upon them, and often coming
face-to-face with cognitive dissonance and confusion about the direction
of the company. Making sure that the next generation respects, appreciates
and understands all that the current or now generation has created enables
them to feel more comfortable entering the business and hopefully being
able to leave their mark on it.
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The role of non-family members

Non-family members play a crucial role in the success

of family businesses by bringing expertise and a fresh
perspective. However, navigating the delicate balance
between generations poses challenges. In many family
businesses and offices, the non-family member can
almost act as a go-between for the older and younger
generations. This puts them in a very complicated position,
where they have the challenge of not appearing to play
favorites. They also oftentimes get stuck dealing with the
family dynamics that always arise with family businesses
and offices.

While having an objective third party is crucial, it's
important to specifically lay out if that is the role the non-
family member should take on. In my opinion, a solution
to this is communication on all fronts. From the family
perspective, it's important that the generations are open
and honest with each other, and it's important that the
non-family member is just as open and honest with the
family. This is ideally a long-term relationship and at the
end of the day, everyone just wants to be heard and

feel that they have someone looking out for them. The
objectivity of the non-family member allows for this, as
long as that person doesn’t get too frustrated with all of
the other nuances within the enterprise.
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Creating open dialog

When non-family members find themselves in the
challenging position of acting as mediators between

the next generation and their older counterparts,
communication is the most important first step to making
these difficult conversations easier. In addition, non-family
members can work to establish open dialog between
themselves and the family members. In doing so, it's
incredibly important to consider the next generation’s
perspective in all of this, so they are part of the open
dialogue that's being created. This means that both the
now generation and the next generation have to be willing
to recognize the importance of multiple perspectives and
diverse ways of thinking. Doing things the same way
they've always been done can be very successful, but

it's worth noting that change is inevitable and that just
because things change doesn’t mean they'll fail.

Both the now and the next
generations have to be willing
to recognize the importance of
diverse ways of thinking.



The more the now generation can embrace change and a
different way of doing things, the easier the transition will
be.* In addition, it's important for the non-family member
to try to help build bridges between generations. Using
things like shared hobbies, talking about family history or
even just talking about things other than the business can
get both generations to put their guard down and have
more relaxed conversations.

Whether you are a member of the family or an outside
advisor, working with families is difficult, and the interplay
between generations within a family business is a dynamic
and evolving process. Successful navigation of this complex
landscape involves fostering open communication and
open dialogue, embracing change and recognizing

the value of diverse perspectives. Finding a way for
collaborative and productive communication between the
next generation and the now generation is the key to the
continued success, innovation and sustainability of family
businesses and family offices alike.

Kyler Gilbert

Kyler is the Vice President and a Consultant at
Business Consulting Resources (BCR), a consulting
firm that specializes in working with family businesses
on succession planning, strategic planning, family
governance, operational/financial performance

and family enterprises/offices. Kyler is the second
generation leader at BCR, which was started by his
parents 43 years ago.

Finding a way for
collaborative communication
between the next and now
generations is key.

* Note: It's important to mention that embracing change and new opinions comes with a caveat. If the next generation is suggesting changing the
business or strategy of the business in a way that is fundamentally impossible or has not been thought out financially, it is okay to go back to them and
ask if they've thought it through and to show the now gen the work they did. As long as the change and diverse way of thinking is thought through, it

is worth the now gen giving it some consideration.
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Operational excellence

Re-thinking the next-gen
engagement strateqgy



Mark R. Tepsich

Family Office Design and
Governance Strategist,

UBS Family Office Solutions

The task of engaging
the next generation
often falls to the
family office.

A typical family office engagement with the next
generation goes something like this: An executive
starts a Zoom meeting with a handful of next-
generation family members. After some light banter,
the executive shares a PowerPoint on “investment
diversification.” After an hour of discussion, the
meeting ends with an announcement of the next
presentation on “private equity.” While these kinds
of meetings have their place, the next-generation
engagement strategy could use some fresh thinking.

Many families recognize the importance of involving the next generation,
yet lack an articulated strategy and often turn to the family office to engage
the next generation. The senior generation may encourage the family office
executive to help the next generation with financial education and increased
involvement, preparing them for decision making and taking on greater
responsibilities. Members of the next generation may be seeking insight into
the family enterprise. Whatever the motivation, the task of engaging the
next generation often falls to the family office.

Let's look at ways to build a better family office engagement strategy,
assuming the next generation is permitted to have full transparency into the
family enterprise.

Laying the foundation

Our publication, Family Matters: The Family Focused Family Office, discusses
various goals and outcomes that a family office could facilitate to help the
family advance: enhanced communication, strengthening family connection,
driving financial literacy, fostering family development, optimizing family
governance, as well as promoting family values. These also are key to
helping the next generation effectively navigate the family enterprise—the
complex world that they will eventually help steward.

Preparing the next generation entails helping them understand the family
enterprise’s technical aspects such as financial, investment, tax and legal
considerations across their business, investment portfolio, family office and
philanthropic initiatives. It also involves helping them understand how the
family culture and values apply to the family enterprise.
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Challenges and opportunities

For the family office

There are several challenges for the family office in building
a better next-generation engagement model. First is making
the strategy relevant and compelling to the next generation.
There also needs to be a personal connection between the
executive and next generation, and the next generation
needs to fully buy into being engaged. Also, family office
executives are primarily hired for their technical acumen and
not necessarily their ability to build an strategy, which can
make for a challenging mandate. Further, designing and
executing the strategy requires a robust time commitment.
Also, additional capital may be needed to cover travel, third-
party consultants and additional staff.

Developing an engagement strategy also offers
opportunities. There is the chance to build rapport among
family members through the engagement. Because

family members often have a scant notion of family office
operations, an engagement strategy can be an opportunity
to inform the family more broadly. Engaging the next
generation on a more personal level should also enable the
executive to better serve the family.

The next generation
may not even know
where to begin to ask
questions about the
family enterprise.

For the next generation

Since the family enterprise can often be a mystery, the
next generation may not even know where to begin to
ask questions about it. The next generation could also
discover opportunities that they did not know existed prior
to the engagement. Further, it could help create stronger
connections among some family members.

For the senior generation

For the senior generation, it can be difficult to find the
necessary time to engage, particularly if they are active

in an operating business. Yet it can be an opportunity to
strengthen connections across the generations, as well as
inform the family of its history—often an afterthought for
the family members who have lived it.

Build and design process

The design process is crucial in creating a successful
engagement model. Common insights that successful
engagement strategies share include:

¢ |everaging the existing family enterprise
e Building the strategy collaboratively
e Offering both individual and joint engagements

As part of the design process, the family office should source
opportunities for engagement. Studies have shown that
providing choice and making the material personally relevant
lead to enhanced intrinsic motivation, as well as enhanced
learning performance.’

Before getting into the design process, let's look at the roles
of both the family office and the senior generation in a next-
generation engagement strategy.

'Cordova, D.I., & Lepper, M.R. (1996). “Intrinsic motivation and the process of learning; Beneficial effects of contextualization, personalization,

and choice,” Journal of Educational Psychology, 88(4), 715-730.
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Family office role

The family office should play the role of a guided
facilitator. Rather than being the cornerstone or only
medium, the family office should:

¢ Help the next generation develop an overall
engagement plan

e Source external parties
e Augment and enhance the overall strategy

In short, the family office should help create the conditions
to make the strategy a success.

Senior generation role

The senior generation plays a role of active participation
and endorsement. The senior generation should:

e Make themselves available when the next generation
wants to engage

¢ Create opportunities in the family enterprise for the
next generation

Leveraging the enterprise

Leveraging the family enterprise can make next-generation
engagements contextual and relevant. It also helps

ensure that the family culture as it is applied to the family
enterprise is imparted.

Family members can be woven into the governance of
the family enterprise. As a social environment, the family
enterprise can provide an effective learning environment
where people can share their knowledge and experiences
in various settings. This dynamic of active participation
versus passive engagement also promotes family
connection and communication. Learning happens in real
time and in context.

A collaborative process

Ideally, individual family members and the family office
executive build and design an engagement strategy in

a collaborative fashion. This ensures that the strategy
takes into account the next generation’s perspectives and
interests. Even though some interests may not align with
the family enterprise, using and building on them helps
ensure that each engagement is meaningful to the next
generation. Having the next-generation family members
themselves build the engagement strategy helps them
practice self-direction over their own development. This
enhances the next generation’s buy-in to the actual
engagement plan, since they created it themselves.

Opportunities and choices

Involving members of the next generation doesn’t mean
giving them a blank slate. Indeed, providing options will
be helpful in terms of concepts, topics and opportunities.
While some family members will have specific topics
they want to learn, others might only have a vague idea.
Sharing a list of options can help facilitate ideas and
spark conversation.

At the same time, it's important to remain open to

topics that are interesting to the next generation.

Too often, the family office may not deem these valuable.
This is a mistake. The executive should consider input
from the family member and build from there. Again,
the family office’s role is to create choice by supplying
and surfacing options and opportunities, and then to
provide the resources and conditions necessary to ensure
a successful strategy.
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Engagement opportunities

Engagement topics and opportunities range from investing,
personal financial planning, the purpose of trusts and how
they operate to tax-related concepts. Additional topics are
often governance-related; for example, introducing the
various family governance bodies such as the investment
committee, foundation board, family business board and
family office council. This could include providing a better
understanding of how the family makes strategic decisions.
Other relevant topics that can often be overlooked include
how current events impact the family enterprise, whether
they are macroeconomic, geopolitical or regulatory.

Learning to manage a portfolio

Many next-generation family members often have minimal
liquidity outside their trusts. This means that they can't

use the capital apart from what it is distributed for from
the trust. This dynamic can lead to lack of practice and
experience managing money, whether that is spending or
investing. An option would be to give each family member
a distribution from the trust, so that they can then go build
and manage their own portfolio in consultation with the
family office executive or external investment advisor. This
could also be done in conjunction with the investment policy
statement (IPS) discussed below.

Understanding investment policy statements

The family office executive could help each family member
understand the family’s IPS. This would include not only
reviewing and discussing any current IPS, but also discussing
it with the investment committee, external investment
advisors and family office staff. These discussions could
include how the IPS applies to each of those parties,

their perspective and role, as well as their authority and
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discretion. In addition, each family member could draft and
build an IPS for their own individual investment portfolio,
with the guidance of the family office executive or external
investment advisors.

Starting a family investment club

Some families create an investing club, giving each
participating family member a small pool of capital and
meeting on a monthly basis to discuss investment ideas or
the markets. Each individual family member shares what
they invested in and why.

Creating a junior investment committee

The family could also allocate a portion of the overall
investment portfolio to the next generation. The next
generation could form an investment committee, build an
investment policy statement, as well as leverage external
advisors and family office staff in overseeing a small portion
of the overall portfolio. This would give the next generation
practice working together. Here the family is co-managing a
commingled portfolio, whereas the investment club is based
on individual portfolio discussions.

Giving family members

a trust distribution can
allow them to gain
experience managing their
own portfolios.



Engaging third-party advisors

Facilitating an introduction to and engagements with
external advisors such as an investment advisor, attorney or
tax accountant that the family uses could also be beneficial.
This would allow the next-generation family members

to learn about how the family engages these third-party
advisors. Ideally, each individual family member should have
a chance to engage with their own advisor.

Building personal budget and forecasting

Another valuable way to engage the next generation

is to help them build their own personal budget and
forecasting tool. Going through the process of building a
budget provides insights and allows next-generation family
members to see how various decisions impact their forecast
over time. As they revisit the tool on a regular basis, they see
how budget components change and come to understand
the factors affecting variances in the budget.

In preparing the family’s personal financial statements, the
family office can provide budget tracking, including cash
flow, sources and uses of cash, as well as expense tracking
to help further awareness.

Leveraging university-sponsored programs

The family office can source a variety of short university-
sponsored programs on various topics. These range
from family enterprise dynamics, investing, family office,
philanthropy, as well as family business dynamics.

The chance to meet others with similar interests and
backgrounds is an added benefit of attending

these programs.

Mentorships allow the next
generation to hear about the
family enterprise and learn
perspectives from senior family
members other than their parents.

Creating mentorships

Helping to facilitate mentorship opportunities with senior
family members is also an option. This could include defining
the mentoring relationship and devising some goals and
objectives. Such mentorships allow the next generation to
hear about the family enterprise and learn perspectives from
senior family members other than their parents.

Developing internships

The family office can develop a short internship program
to give next-generation members a chance to learn across
the family enterprise. This does not have to be a full-time
or even in-person role, although in-person would provide
a higher level of immersion. Internships can include the
family business, investment portfolio, philanthropic vehicle
or family office. Having a defined responsibility in some
operating capacity would be beneficial. The internship
opportunity should be defined, with goals and objectives,
specific responsibilities and a timeline.

Identifying third-party board memberships

Finding a role with a non-family board would introduce
next-generation family members to governance processes
and how organizations make strategic decisions. This could
be with a nonprofit organization the family has a strong
interest in or with another family’s business board. This
would also provide exposure to others with similar yet
different experiences.

26 of 49



Becoming a board observer

The role of a board observer can give next-generation
family members insights into how other family members
and professionals make decisions, whether the family
business board, investment committee, foundation board
or other similar governance body. As an observer, next-
generation family members can attend meetings but not
participate in voting or other decision-making. They gain an
understanding of the thought process and factors that the
board or committee consider and discuss. What they learn
through this process is highly contextual and relevant to the
family enterprise.

The role of a board observer should be limited in duration.
Families often make the mistake of leaving the role of
observer in perpetuity, which can frustrate next-generation
family members in the role. While the observer role need not
immediately lead to a board or committee role, it should not
be the final destination. Having an onboarding process as
well as clearly defined term will enable the next-generation
family member to have a beneficial experience.

Managing philanthropic decisions

Families often have a private foundation, donor advised
fund or both. The family can earmark a specific dollar
amount for individual next-generation family members to
donate to a nonprofit each year. The next-generation family
member could create a short report on why they choose the
nonprofit and how it is going to put the donated capital

to work.
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The family could also create a committee or junior board
primarily composed of next-generation family members.
Again, a specific dollar amount could be allocated for them
to donate each year, allowing them to gain experience
making decisions together.

Planning family retreats

A family retreat can be an important forum for engaging the
next generation. Many family offices already have a family
retreat as their mandate. However, the distinction here is to:

e Curate an agenda with the family’s insight and feedback

e |dentify activities and sessions of the family retreat that
the next generation could lead

Often, family retreats are designed by the family office in
concert only with the senior generation. Including the next
generation in designing the retreat would help foster more
engagement as well as learning opportunities.

The role of a board
observer can give
next-generation family
members insights into
decision-making.



Summary

This list of engagement opportunities and ideas
demonstrate that the family office can and should have a
robust engagement strategy. To be most successful, that
strategy should:

e Leverage the family enterprise, investment committee and
other key aspects of the family office

¢ Include the next generation in the process of devising the
strategy, as appropriate

e Continue on an ongoing basis

¢ Be memorialized by the family and family office staff

This model offers the advantages of being more scalable and
relevant to the family.

Operationalizing the
engagement strategy

Building the engagement model takes time. This could
mean making the strategy design discussion part of a
family retreat, as well as having several virtual follow-up
meetings to refine the strategy. Including senior generation
family members in these discussions can give them a
valuable perspective and better understanding of what is
important to the next generation. It also demonstrates their
buy-in and underscores the engagement’s importance.
The collaborative design process should help the senior
generation create opportunities in the family enterprise for
the next generation.

Once the engagement strategy has been designed, the most
effective method of operationalizing it is to memorialize the
plan through an annual development plan (ADP) to ensure
buy-in and follow-through by all stakeholders.

An annual development
plan (ADP) can be the
most effective way of
operationalizing a
next-generation
engagement strategy.

Annual development plan

The ADP should be collaboratively drafted with each
family member. It can include goals as well as a timeline of
each engagement. The ADP could be a simple one-page
document to make the engagement transparent, confirm
buy-in and clarify ownership of each item. Incorporating a
midyear check-in helps to re-energize and keep everyone
aligned with the plan. The check-in can be a good time to
gather and address feedback about what is working and
what is not. Do not be afraid to tweak the plan and be
flexible in its execution. The ADP creates expectations

and helps to keep both the family and the family office
staff accountable.

Annual evaluation

Each year, the family office should conduct a strategy
evaluation. While real time feedback is beneficial, the
strategy and each engagement is part of a broader overall
picture. It should cover all aspects of the ADP, including
advisors and programs in how they were delivered and
whether they were valuable. The goal of the annual
evaluation is to:

* Make each year’s plan more relevant to the next
generation as well as the family overall

* Help improve the overall engagement model design
and delivery
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Other considerations

Be flexible and consistent

To ensure that the engagement model remains relevant and
continues to create buy-in and alignment across different
family members, the model itself must be flexible. If a style
or method for engaging a family member is not working, do
not be afraid to understand why and then revise and adapt
as needed. As with any family office initiative, consistency

is also important. The engagement strategy needs to carry
through periods of ebb and flow in the level of interest
among family members. Take time to recalibrate the plan
and seek to consistently improve.

Results and outcomes

Any results and outcomes of the engagements should be

looked at over the long term. While progress can certainly

occur during midyear check-ins and the annual evaluation,

the engagement model success, like so many other things in

multigenerational families, should be judged over the long

term. Successful outcomes can include:

¢ Increased transparency into the family enterprise

e Greater technical knowledge

¢ More engagement with senior family members across
the family enterprise

¢ Enhanced family communication and connection

¢ Better decisions through a more collaborative process

These initiatives should result in next-generation family
members that are better equipped and more effective at
navigating the family enterprise and the complex world in
which they operate. They should also result in a family office
that can better anticipate the needs of the family and help
them make decisions, both individually and collectively.

Mark R. Tepsich

Mark is the Family Office Design and Governance
Strategist for UBS Family Office Solutions, advising
families across the Americas on family office
organizational design, structure and governance,

as well as operational best practices and strategy

to manage and sustain their wealth for future
generations. Prior to joining UBS, Mark built a family
office platform for an investment advisory firm and
spent a decade as General Counsel for a large single-
family office to a dynastic, multigenerational family.
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Operational excellence

The case for
going serverless



Tania Neild
Chief Technology Officer
InfoGrate, Inc.

Going serverless
is now currently
viewed as best
practice for a host
of reasons.

Like most businesses, family offices have traditionally
used a physical server to house their technology
stack (i.e., applications, printers and databases) and
files. Over the last decade or so, advances in cloud
computing and Software as a Service (SaaS) have
made it possible to take what was once on a stored
physical server and put it on a cloud server. In a
post-Covid world, we have noticed an acceleration

of this trend.

Going serverless is now currently viewed as best practice for a host of
reasons. At the top of the list is eliminating physical servers and all the
maintenance they require: patching, upkeep, security, warranty and
monitoring. There is also no need to replace devices every five to ten years,
which businesses would have to do as a matter of necessity to maintain
optimal performance.

The decision to go serverless is an important one. As with many technology
operation decisions, family offices should conduct a careful evaluation before
pulling the trigger.

If a family office does decide to make the switch, preparing to make the
transition involves two main considerations: the office’s files/data and
technology stack.

Managing files and folders in
a serverless environment

With remote work on the rise in a post-Covid world, being able to access
files from anywhere is vital for a family office. While it is possible to access
files on a physical server remotely using a Virtual Private Network (VPN),
using a content management system (CMS) such as SharePoint, Laserfiche or
Worldox provides more flexibility. In this context, the CMS is the “serverless”
option, while the VPN represents the traditional option where content sits
on a physical server. The VPN to physical server method can typically only be
done on a laptop on which the IT department has configured access, while a
CMS can be accessed from any desktop or mobile device.
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Another benefit of using an online CMS is the additional
organizational functionality. These platforms can enable
users to tag files for quicker searching, as well as track
version history, collaborate online in real time, share
externally and create granular permissions. With the
volumes of documents that family offices handle every
day, this feature makes a serverless environment an
attractive option.

A CMS also contains major security enhancements,

which allow family offices to log access and see who has
viewed, downloaded or edited a file. This detail (which was
previously logged in the background) is now transparent
to the user. In a traditional file browser environment,

the technology team would not be able to easily spot a
mistake or suspicious activity, while they can easily do so in
a serverless space. With security being a core consideration
of any family office technology stack, this is a great

feature to have.

Managing a technology stack in a

serverless environment

Moving from a physical server to a cloud-based one
requires some careful consideration in terms of migration.
It is not just about lifting what a family office has from the
server to the cloud, but also about embracing the new
applications that come along with it.

Accounting is a great example. Rather than just moving the
in-house QuickBooks to a private hosted server (“lift and
shift”), consider moving to QuickBooks online, Microsoft
Business Central, Sage Intacct or NetSuite. Single Sign

On (SSO) can also be added, providing one set of user
credentials to access all software, from accounting to
investment tools.
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The benefits of going serverless

There are four main benefits to going serverless: better
security, more resources, greater flexibility and overall
cost savings.

Security

With the sophistication of cyber threats on the rise, even
IT professionals can find it challenging to keep up. Family
offices (and most of their infrastructure management
providers) do not have the resources to stay abreast. Due
to their size, family offices tend to lack the server volume,
deeply trained technical team and focus that a bank or
application service provider has in order to stay in front of
these security issues. Moving to a serverless environment
bolsters the overall security of the family office’s content
and applications.

Resources

In a cloud environment, a family office can leverage the
resources of a much larger company. With Microsoft
Azure, for example, the organization can benefit from
Azure's SOC 2 compliant physical site security. Within
an application like Addepar or Intacct, the family office
can leverage their entire infrastructure team for backup,
patches and business continuity. Often these application
providers are using Azure or AWS servers under their
own applications.

Flexibility

In some cloud-based server systems, the family office can
throttle its computing resources up and down based on
need. This flexibility provides a savings on long-term costs.
Physical servers need more resources and require expensive
purchases; physical servers needing fewer resources
during certain times of day cannot be throttled down to
save on costs. They must be built for peak performance
periods. In a cloud-based server environment, the family
office can throttle computing resources up or down—for
example, from a virtual desktop for an intern to a SQL
server that might have nightly loads, batch reports or large
performance calculation intervals.



Distributed cost

In terms of costs, physical servers involve large, lump-sum
costs for upkeep ($50K to $60K every few years to replace
hardware), as well as high recurring costs (hundreds of
dollars per server per month for MSP management). Cloud-
based solutions, in contrast, are subscription-based: costs
are spread out and predictable. While they are not always
less expensive, the costs are more evenly spaced to meet
the need. The family office can increase or decrease the
resources on an ad-hoc basis as business needs change

and evolve.

With cloud-based
solutions, costs
are spread out
and predictable.

Conclusion

If a family office is looking to make the switch to serverless,
there are five key considerations:

e Check that the family office’s current MSP (Managed
Service Provider) can work with the new paradigm. Are
the family office’s fees based on hours, licenses, servers,
software or users?

¢ What does the family office use locally? Do they still
need it, or is there a cloud-based alternative? For
example, Adobe desktop with mapped drives to Advent
APX or QuickBooks.

¢ Plan for each application to migrate in a phased
approach. Also consider the following:

— How does this change the family office’s backups,
uptime and business continuity?

— What can be archived and not migrated?
— How will the family office handle training?

— How can the family office clean up security rights
and roles?

e As a VPN would no longer be needed to access
the family office’s files or applications, consider
the following:

— How does this change the office’s logins, remote
access and desktop experience?

— Single Sign On (SS0O)
— Password vault
— Your desktops and home access with security

e Moving security from your servers and local network to
your desktops

It is also important to note that there can still be reasons to
keep a VPN, even if the family office makes the switch to
serverless. These options should be evaluated carefully.

If a family office would like to explore making the
transition, the best place to start is with their managed
service provider (MSP) and take it from there. At the end
of the day, eliminating the physical server is a business
decision and should be approached with careful thought
and consideration.

Tania Neild

Founder and CTO of InfoGrate, Inc., Tania provides
technology and operations consulting services

to family offices. She founded InfoGrate in 1996

to provide consulting services on complex issues,
such as selecting, implementing and integrating
general ledgers, performance management systems,
cybersecurity and content collaboration tools. With
a Ph.D. in computer engineering, she has worked in
the FinTech space for over 30 years and with family
offices for 20 years.
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Human capital

The General Counsel

The missing link in family offices



As family offices grow in complexity, some reach an
inflection point where they consider hiring a general
counsel (GC) for their legal needs. This determination is
strategic and incredibly nuanced and should be made

Efrke((’:trofdem with careful consideration of several factors. What

Major, Lindsey & Africa follows is a discussion of a GC's impact within a family
office, from providing guidance on trust and estate
issues to risk mitigation in direct investments and family
governance. What becomes clear is the value of having
a horizontal thinker who welds together the disparate
functions of a family office.

A catalyst for alignment and informed
decision-making

The role of the GC within family offices extends far beyond the conventional
legal sphere to serve as a strategic linchpin that intertwines legal acumen,
financial insights and governance expertise. As family offices grapple with an

intricate web of investments, estate planning and overall wealth management,
the GC emerges as a catalyst for informed decision-making and coordination.

The role of the Broadly speaking, family offices choose to invest in a GC because they need to
o . manage increasing complexity. This complexity involves various interconnected

GC within famlly aspects such as ownership, enterprise governance, family dynamics, wealth
offices extends structures and taxes. Additionally, fiduciary responsibilities, family activities

across jurisdictions, investment strategies and family ventures contribute to the
far beyond the intricate landscape. This does not begin to take into account human resources
conventional |ega| and other employment law issues. In short, a decision in one part of the

enterprise often ripples through and affects other parts of the family enterprise.
Sphere to serve as a A GC helps ensure that the family office and the family enterprise are better
strategic Iinchpin. aligned, which results in better outcomes.
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A unique vantage point

The GC occupies a unigue vantage point at the intersection
of various family office initiatives. Unlike external counsel,
the in-house GC comprehensively understands how
decisions in one domain, be it investments or estate
planning, reverberate throughout the family enterprise.
This insight into the broader picture empowers the GC

to facilitate informed decision-making across the family
enterprise, a task that can be challenging for external
counsel operating outside of the family office and often
from a professionally narrower focus. The family office
GC has the ability to think horizontally, linking together
various facts and issues from across the family enterprise.
Understanding the web of complexity is necessary to
provide practical advice.

Specifically, the family office GC often touches upon and
provides thoughtful analysis across various areas of the
family enterprise, which includes estate planning, income
tax advisory, due diligence on investments and human
resources risk mitigation.

Estate planning

In the realm of estate planning and wealth transfer, the
GC's role becomes pivotal. No one else can seamlessly
interpret legal documents while intricately weaving

in tax implications and fiduciary duty concepts. By
comprehending the entire family balance sheet, the GC
guides wealth transfer strategies that not only preserve
financial assets but also align with family business
governance—a testament to their multifaceted role.
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The GC has the ability

to think horizontally,

linking together various
facts and issues from across
the family enterprise.

Income tax advisory

In addition to estate planning and wealth transfer, income
tax advisory is part of the natural GC domain. Families
often have a number of structures, including trusts and
partnerships, as well as the family members themselves

as beneficiaries and trustees that create a nexus with
several jurisdictions and subject the family to various state
income tax regimes. All family offices must navigate this
patchwork of state income tax regimes. Moreover, families
frequently sell publicly traded or privately held equity stakes
in various companies. Pre-sale counseling to minimize

tax implications is another critical area where the GC can
provide significant value.

Investment due diligence

The GC’s value extends to the realm of investments,
especially in direct investments in operating companies
and start-ups. The GC's ability to discern the nuanced
deal terms, identify risks and understand the tax
implications ensures that investment decisions are made
with a full appreciation of their attendant risks. The GC’s
role is integral when it comes to due diligence on any
investment opportunity.

Family business

Many family businesses do not have in-house counsel,
and the family office GC can act as a legal advisor to the
family business on an as-needed basis. That said, formal
agreements between either the GC or family office and
the family business should govern these engagements.
Family businesses typically encounter legal issues in the
contractual, regulatory, financing and tax domains, to
highlight a few.



Private foundations and
philanthropic initiatives

Private foundations rely on robust governance structures
overseen by the GC of the family office to ensure effective
operation. This entails the GC facilitating regular board
meetings and ensuring compliance with annual tax

filing obligations. Moreover, the GC plays a crucial role

in overseeing the various binding pledges and financial
support provided to nonprofit organizations by family
foundations. Their expertise in legal matters ensures
meticulous oversight and compliance, safeguarding the
foundation’s mission and objectives. By collaborating
closely with the foundation’s board and stakeholders, the
GC helps uphold the foundation’s reputation and maximize
its impact within the philanthropic community.

Human resources

Having professional staff in the family office and domestic
staff working across various locations exposes the family
and the family office to various employment law-related
risks. The GC often spearheads the HR function for a family
office to mitigate potential risks associated with managing
employees through their life cycle.

Family enterprise governance

Family governance, an often-overlooked aspect for some
families, receives a boost from the GC’s process-oriented
approach. From facilitating governance body meetings

to incorporating effective processes, the GC plays a
central role in designing and operationalizing governance
mechanisms. This includes investment committees, family
office councils and family business boards.

Advising on fiduciary duties

Counseling multigenerational families on their fiduciary
duties becomes vital, since they often have several if not
dozens or more trusts and have family members serving

as trustees and in director positions. As families get larger,
family relationships can naturally become more attenuated.
This dynamic can heighten the risk to family trustees and
directors. While the risk of fiduciary litigation can seem
remote, it is often prudent to consult legal counsel to
ensure actions are harmonized with family members’
fiduciary duties.

Personal matters

UHNW families have a range of personal matters requiring
some level of legal expertise. These matters can vary from
helping family members navigate pre-marital agreements
to assisting with divorce and separation agreements or
purchasing a private residence in foreign jurisdictions.

The family office GC can add value to all of these
personal situations.

Beyond the legal function

While the GC provides value in the typical scenarios above, it
is crucial to recognize that the GC's role surpasses traditional
legal functions. As an integral executive team member, the
GC collaborates with family principals, other family office
staff and external third parties, such as accounting and

law firms. This cross-functional collaboration is just one
example of the value that a GC can provide, which is often
not readily apparent. Much of the GC's value stems from
reducing risk and better aligning the family enterprise.
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Sourcing and managing

external counsel

Hiring a family office GC does not eliminate the need

for external legal counsel. It would be unwise to assume
otherwise, given that the legal profession, much like

the medical field, consists of specialists in specific areas.
Different issues require the expertise of different attorneys.

The GC plays a crucial role in selecting appropriate external
counsel. This involves engaging more cost-effective legal
representation for routine matters and upgrading to
specialized firms when necessary. The GC is tasked with
sourcing suitable legal counsel, often across multiple

states and jurisdictions, and ensuring the effectiveness and
efficiency of external legal teams. The GC can enhance
efficiency by providing the entire fact pattern to external
counsel and reducing the time external counsel spends
getting to the heart of the matter.
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Cost considerations vs. added value

Despite benefits discussed, the crux of the matter often
revolves around quantifying the investment made by

hiring a GC. Family offices commonly begin by assessing
their external legal spend to gauge potential savings

that can be achieved by hiring an in-house attorney.

While this approach is useful, it is often inadequate as
numerous hidden factors aren’t taken into consideration.
For instance, invoices do not account for “hidden” tasks
that should involve the guidance of legal counsel but

are currently handled by non-attorneys within the family
office. This situation poses significant risks that will not

be apparent by reviewing law firm invoices. Family office
personnel often handle tasks that fall within the purview of
the GC. By reallocating their time, these staff members can
refocus on their core competencies.

Reallocating these tasks

that fall within the purview

of the general counsel can free
family office staff to focus on
their core competencies.



Conclusion

In a family office, the decision to enlist a GC arises from
the need to navigate complexity. Serving as both a legal
expert and strategic advisor, the GC harmonizes external
expertise with internal dynamics, seamlessly blending legal,
strategic and familial considerations. Their multifaceted
role goes beyond traditional legal functions, extending

to governance facilitation and risk mitigation. The ideal
family office GC possesses a skill set that transcends legal
expertise, encompassing horizontal thinking and a nuanced
understanding of complex cross-disciplinary issues.

Ultimately, the GC becomes the linchpin, ensuring unity
and strategic alignment within the family office. In fact,
the family office GC is often viewed as a successor in
waiting to the head of the family office, as the GC
understands the web of complexity and can process
the disparate issues necessary to help families make
fully informed decisions.

The general counsel becomes
the linchpin, ensuring unity
and strategic alignment within
the family office.

Eskor Edem

Eskor is a Director on the In-House Counsel Recruiting
team at Major, Lindsey & Africa. He specializes in
helping organizations recruit high-caliber attorneys
across the financial services, real estate and nonprofit
sectors. Leveraging his prior experience working in the
General Counsel’s office for a family office affiliated
with a publicly traded real estate firm, he dedicates
part of his practice to advising MFOs and SFOs.
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In conversation

Lessons from an early
stage venture investor

A Family Office Solutions podcast




(« @ )

Leora Zach, CFA Our Family Office Solutions podcast features a
Client Solutions Specialist, ; . : .
UBS Family Office Solutions conversation with Jennifer Neundorfer, a founding

partner at January Ventures, a venture capital firm
that invests in pre-seed startups.

Jennifer is an operator turned investor who has been investing in early
stage startups for the last decade. As a Cuban-American and one of the
few Latina GPs in venture, Jennifer is committed to rewriting the networks
in tech and venture capital.

Jennifer Neundorfer Highlights of their conversation include:
Founding Partner e January Venture's focus on B2B software companies that are bringing
January Ventures legacy industries up the digital curve, investing in pre-seed as the first

check into a company

¢ The benefits of family offices investing in a fund such as January Venture
to build a sourcing engine that can later incorporate direct investments

¢ Important questions and considerations to help family offices evaluate
prospective funds

e Why family offices should consider emerging managers and how they
differ across asset classes

¢ Considerations for pitching to and raising capital from nonfamily
member CIOs versus family members

e Why 2024 is a strong time to put fresh capital to work, both on the GP
side and the LP side

Excerpt

Leora: As it relates to your strategy at January Ventures, can you describe
your sourcing, diligence and decision-making process, and what makes a
January deal?

Jen: We're focused on B2B software companies that are bringing legacy
industries up the digital curve, so we're primarily investing in industries like
healthcare, climate and sustainability, supply chain, work and productivity.
We invest at pre-seed, so we're investing as the first check into a company,
and this is when a company is typically raising anywhere from $500k to

We're investing $2.5m. We're investing in a founder who has an idea, they may have an
in a founder who early MVP, they are often pre-revenue, and sometimes it's just a founder,

: sometimes it's a cofounding team or maybe a founder plus a few team
has an idea. members, but it's very early.
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Leora: As we think through various investment strategies
at a family office, why should family offices invest in a
fund like January Ventures versus doing it themselves

and investing directly?

Jen: In venture, you need to spend the time to build the
sourcing engine. By investing in a fund, family offices can
immediately leverage the sourcing engine that a fund has
built rather than building that up themselves. What we
find is that a lot of family offices want to be more private,
so they don’t want to have their brand out there front
and center. That’s where investing in a fund can

be effective.

That said, a lot of family offices do also invest directly into
companies, and we've found that that works really well
for family offices that have a specific industry expertise.
They already have a bit of that sourcing engine, they have
a network in the industry, they know how to evaluate
companies. Family offices that have large teams and
sophistication within venture tend to have a direct strategy
as well and that strategy tends to perform because they
have the expertise to execute on it. The third bucket are
those family offices that have a real personal passion

for what they are investing in. We've seen some family
offices that feel strongly about a certain category want to
put as much money to work there and aren‘t as focused
on the returns of those investments, so they tend to go
direct. Another nuance is, we've also seen many family
offices, particularly newer family offices, start to build their

By investing in a fund,
family offices can
immediately leverage the
sourcing engine that a
fund has built.
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venture portfolio by investing in funds and use that as a
way to come up the venture curve, and then layer in direct
investments as the family office grows and they mature
and their venture expertise develops.

Leora: For families doing their own due diligence on
funds, what questions should they ask of prospective funds
as they evaluate and make decisions?

Jen: When you think about diligence, that translates

into first, underwriting as the GPs. Who are the partners
that you are investing in? Can their partnership endure?
Why are they running this fund? This is a long-term
commitment, and you need to have real confidence in the
GPs that you're investing in.

The second is around strategy fit. How does a fund
strategy fit with a family office’s goals? Has that fund
strategy remained consistent over time? Diligence and
discipline are key pieces of what family offices need to
underwrite in any fund investment.

The third piece is around track record, both the metrics

of the fund but, in a market like this, it's really important
to also understand the underlying portfolio metrics. In a
market with a lot of paper mark-ups, understanding the
health of the portfolio companies can provide in a bit more
detail, particularly on emerging funds.

The last piece is the reputation that the fund has in

the market. Talking to the co-investors for that fund,
founder references, and other family offices and really
understanding what their reputation is, what they do in an
up market, what they do in a down market, and figuring
out if those are the people you want to do business with.

Leora: Shifting a bit in conversation to defining what
emerging managers are. Would you be able to explain
what this means in the venture capital space, what are
emerging managers?



Jen: Typically, we define emerging venture managers as
funds 1 through 3, maybe 1 through 4 managing $100m
or less. The reason that LPs gravitate toward emerging
managers is that there is the belief that this is where the
potential for greatest return lies. If you think about a
manager who is on funds 1 through 3, those managers are
really hungry to build their reputations and track records.

| can speak from personal experience—Maren and | are
out there hustling every day because we know that there’s
only going to be another fund if we can prove ourselves on
this current fund. That hunger and alignment of incentives
for an emerging manager is what makes a lot of LPs turn
toward this asset class.

Leora: What do you wish family offices would know about
emerging managers that could benefit family offices? How
do family offices benefit emerging managers like you?
What do you both get out of this relationship?

Jen: It's a great question. Given the size of an emerging
manager’s fund and the way that that is constructed,
there’s a lot of influence that family offices can have once
they invest in emerging funds. Emerging managers have a
lot of flexibility to help family offices meet their needs or
lean into their areas of expertise. There are two ways that
family offices can invest in a fund, and those have different
benefits for the family office. The first is to anchor a fund.
Family offices can come in and be a large early investor

in an emerging fund manager. What that means is they
can often dictate some of the terms. Some family offices

in that situation will ask for an opportunity to sit on the
LPAC, which is the governing body of the fund. They would
actually be able to get influence and insight into the inner
workings of the firm and have greater transparency than
other investors.

Even if family offices don’t come in as an anchor, there is still
flexibility for emerging managers to help them meet their
goals. What we've done with some of our family offices

is actually involve them in diligence and sourcing based

on their domain expertise. That was something that was
important to those family offices, because we are a small,
nimble team and can give them those opportunities. The
second area is around direct investments. Many of our family
offices that invest are coming into our fund so that they

can get access to direct follow-on investments. When we've
exhausted the pro-rata in our fund, we bring those investors
in, and that’s an opportunity that they really value and the
economics on that are favorable for them. We have a third
category of family offices, where the benefit for them is

that they are getting a look at new technology. Some of

our family offices, given their domain expertise of their
principals or the businesses their principals are in, being
invested in our fund helps them see new deal flow for
prospective partners, prospective M&A, for prospective
solutions in their businesses.
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Leora: Super helpful. Thinking about capital raising and
pitching to family offices, what is your experience with
nonfamily member CIOs versus family members when it
comes to raising capital and pitching to them?

Jen: I'll speak to this from our own experience because
we have raised capital from both. What I've observed is
that nonfamily member CIOs tend to be focused on either
the opportunities that family members have specifically
identified for them or the asset classes that they know and
are comfortable with. In our experience, if an investment
opportunity is outside of either of these areas, it can be
hard to get serious attention, even if it is a compelling
opportunity or investment area.

In contrast, we find that family members or the principal
of the family office often have a lot more leeway to
promote something they are excited about, be it a specific
opportunity or an investment category.

Leora: What do you wish family offices would know as
you raise capital from them?

Jen: If there are family offices that want to deploy into
venture, we as managers need to know where to find
them. There are two suggestions that I'll put out there.
There are a lot of new events that are being formed with
the express purpose of helping family offices connect with
emerging managers. Those events are really important if
there are family offices that want to deploy into venture.
Otherwise, it can be very hard for venture mangers in
general but particularly emerging managers to find them.

The other piece is that emerging managers are hungry to
deliver returns. Personally, | feel like I have something to
prove, and that is a motivating factor in how | approach
my day-to-day in building January. It's one of the reasons
many family offices invest in January Ventures—they see
that hunger, they recognize that from their own family and
that's what they're excited to underwrite.
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And the third thing is that emerging managers are excited
to get to know family offices, and at a fund like January
there is real flexibility to understand objectives beyond just
top-tier returns and build a long-term relationship that's
valuable on both sides.

Leora: It would be great if you can give your perspective
on the outlook for 2024 and beyond. Perhaps you can
share your thoughts about some of the things that you're
seeing in the current scene.

Jen: It's certainly been a turbulent couple of years in

the venture world. In 2024, we will still see some pains,
particularly in companies that are in Series A and beyond.
A lot of those companies have been propped up with
extension rounds or insider follow-on rounds in the last

18 months. That extension capital won't be available in
2024 in the same way, so there will be a time where those
companies will sink or swim. That said, | am more bullish
than | was two years ago at the height of the market. Now

I've seen a huge change
in the caliber of founders
starting companies.



is a really good time to put fresh capital to work, both on
the GP side where | sit but also the LP side. One of the
things I've noticed is that in the past 18 to 24 months,
the venture tourists have “left the building,” both on the
founder and funder side. I've seen a huge change in the
caliber of founders that we see for starting companies.
They're doing it even though they know it's going to be
hard, it may be difficult to raise capital and startup budgets
are under scrutiny. They know they have a great idea and
they're building it anyways. And the same dynamic exists
on the GP side. We've seen valuations reset and discipline
return to the market, which again is one of the reasons
why | feel bullish about putting capital to work.

Listen to the full podcast >

Listen to this podcast on www.ubs.com/inconversation

Jennifer Neundorfer

Jennifer is the Managing Partner of January Ventures,
a pre-seed fund investing in B2B software startups
transforming legacy industries. She previously co-
founded Flashstarts, an accelerator for startups
outside Silicon Valley. As an operator, she launched
media businesses at 21st Century Fox and YouTube.
Jennifer believes in demystifying venture and is a
mentor at TechStars and SomosVC. She has a B.A.
from Harvard and an M.B.A. from Stanford.

Leora Zach, CFA

Leora is an Executive Director and Client Solutions
Specialist for UBS Family Office Solutions. Previously
at UBS, Leora was a part of the Direct Investments
Group, raising private capital for direct private
equity and real estate investments; the OneBank
team, assisting clients on mergers and acquisitions
and equity and debt capital raising; and the Middle
Market Investment Banking Network, providing pre-
sale planning and investment banking services.

Important note: Information on this website is directed solely at US Persons or in jurisdictions where its financial services are locally registered
for public solicitation. The information does not constitute an offer to sell or the solicitation of an offer to buy an investment product in any
jurisdiction in which such offer, solicitation or sale would be unlawful. If you have any questions about the information on this website, please

contact your local Financial Advisor.
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Important note: Information on this website is directed solely at US Persons or in jurisdictions where its financial services are locally registered
for public solicitation. The information does not constitute an offer to sell or the solicitation of an offer to buy an investment product in any
jurisdiction in which such offer, solicitation or sale would be unlawful. If you have any questions about the information on this website, please
contact your local Financial Advisor.
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All opinions and views expressed by third parties in this material are those of the author(s) or respective persons and do not represent—and may differ or be contrary
to—the views and opinions of UBS or its affiliates. The articles profiled in this document were selected based on their experiences and professional history. Neither
UBS, nor any of its employees or affiliates participated in any of the professional trajectories, corporate formations, capital funding, financing, sales, deals, transitions
or other events discussed in this paper. This material is not intended to be and should not be considered or construed to be a testimonial or endorsement of a non-
UBS product or service. Business Consulting Resources, InfoGrate, Major, Lindsay & Africa, January Ventures and its employees are not affiliated with UBS Financial
Services Inc. or its affiliates.

Non-UBS logos, brands, other trademarks and third-party content are the property of their respective firms or its subsidiaries. This is used for illustrative purposes only
and are not intended to convey any endorsement or sponsorship by, or association or affiliation with, the trademark holders.

The material presented in this podcast has no regard to the specific investment objectives, financial situation, or particular needs of any specific recipient and is
published for informational purposes only. It is intended to be educational in nature; it is not an advertisement nor is it a solicitation or an offer to buy or sell any
financial instruments or to participate in any particular trading strategy nor should it be viewed as such by the listener. UBS AG or its affiliates and its employees are
not affiliated with any 3rd party speakers mentioned. None of UBS or its representatives is suggesting that the recipient or any other person take a specific course of
action or any action at all in response to this podcast. By accessing and listening to this podcast, the listener acknowledges and agrees with the intended purpose
described here and disclaims any expectation or belief that the information constitutes investment advice or a solicitation of any kind. Any financial instruments or
services described in this podcast may not be eligible for sale in all jurisdictions or to certain categories of investors.

This document and the information contained herein are provided solely for informational and/or educational purposes. Nothing in this document constitutes
investment research, investment advice, a sales prospectus, or an offer or solicitation to engage in any investment activities. The document is not a recommendation
to buy or sell any security, investment instrument, or product, and does not recommend any specific investment program or service.

Nothing in this document constitutes legal or tax advice. UBS and its employees do not provide legal or tax advice. This document may not be redistributed or
reproduced in whole or in part without the prior written permission of UBS. To the extent permitted by the law, neither UBS, nor any of it its directors, officers,
employees or agents accepts or assumes any liability, responsibility or duty of care for any consequences, including any loss or damage, of you or anyone else acting,
or refraining to act, in reliance on the information contained in this document or for any decision based on it.

Important information in the event this document is distributed to US Persons or into the United States

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC-registered
investment adviser and brokerage services in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage services are separate and
distinct, differ in material ways and are governed by different laws and separate arrangements. It is important that clients understand the ways in which we conduct
business, that they carefully read the agreements and disclosures that we provide to them about the products or services we offer. For more information, please
review the PDF document at ubs.com/relationshipsummary. UBS Financial Services Inc. is a subsidiary of UBS AG. Member FINRA/SIPC.

Sustainable investing strategies aim to incorporate environmental, social and governance (ESG) considerations into investment process and portfolio construc-tion.
Strategies across geographies and styles approach ESG analysis and incorporate the findings in a variety of ways. The returns on portfolios consisting primarily of
sustainable investments may be lower or higher than portfolios where ESG factors, exclusions or other sustainability issues are not considered, and the investment
opportunities available to such portfolios may also differ.

Important information in the event this document is distributed by the following domestic businesses

Denmark if distributed by UBS Europe SE, Denmark Branch: This publication is not intended to constitute a public offer under Danish law. It is distributed only for
information purposes by UBS Europe SE, Denmark Branch, filial af UBS Europe SE, with place of business at Sankt Annae Plads 13, 1250 Copenha-gen, Denmark,
registered with the Danish Commerce and Companies Agency, under No. 38 17 24 33. UBS Europe SE, Denmark Branch, filial af UBS Europe SE is subject to the joint
supervision of the European Central Bank (“ECB"), the German Central Bank (Deutsche Bundesbank), the German Federal Financial Services Supervisory Authority
(Bundesanstalt fur Finanzdienstleistungsaufsicht), as well as of the Danish Financial Supervisory Authority (Finanstilsynet), to which this publication has not been
submitted for approval. UBS Europe SE is a credit institution constituted under German law in the form of a Societas Europaea, duly authorized by the ECB.

Germany if distributed by UBS Europe SE, Germany: This publication is not intended to constitute a public offer under German law. It is distributed only for
information purposes by UBS Europe SE, Germany, with place of business at Bockenheimer Landstrasse 2-4, 60306 Frankfurt am Main. UBS Europe SE is a credit
institution constituted under German law in the form of a Societas Europaea, duly authorized by the European Central Bank (“ECB"), and supervised by the ECB, the
German Central Bank (Deutsche Bundesbank) and the German Federal Financial Services Supervisory Authority (Bundesanstalt fur Finanzdienstle-istungsaufsicht), to
which this publication has not been submitted for approval.

Hong Kong if distributed by UBS AG Hong Kong Branch: This publication is distributed by UBS AG Hong Kong Branch, a licensed bank under the Hong Kong
Banking Ordinance and a registered institution under the Securities and Futures Ordinance. UBS AG Hong Kong Branch is incorporated in Switzerland with
limited liability.

Israel if distributed by UBS Wealth Management Israel Ltd.: UBS is a premier global financial firm offering wealth management, asset management and investment
banking services from its headquarters in Switzerland and its operations in over 50 countries worldwide to individual, corporate and institutional investors. In Israel,
UBS Switzerland AG is registered as Foreign Dealer in cooperation with UBS Wealth Management Israel Ltd., a wholly owned UBS subsidiary. UBS Wealth
Management Israel Ltd. is a Portfolio Manager licensee that engages also in Investment Marketing and is regulated by the Israel Securities Authority. This publication is
intended for information only and is not intended as an offer to buy or solicitation of an offer. Furthermore, this publication is not intended as investment advice and/
or investment marketing and is not replacing any investment advice and/or investment marketing provided by the relevant licensee, which is adjusted to each person’s
needs. The word “advice” and/or any of its derivatives shall be read and construed in conjunction with the definition of the term “investment marketing” as defined
under the Israeli Regulation of Investment Advice, Investment Marketing and Portfolio Management Law, 1995
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Italy if distributed by UBS Europe SE, Succursale ltalia: This publication is not intended to constitute a public offer under Italian law. It is distributed only for
information purposes by UBS Europe SE, Succursale Italia, with place of business at Via del Vecchio Politecnico, 3-20121 Milano. UBS Europe SE, Succursale ltalia is
subject to the joint supervision of the European Central Bank (“ECB”), the German Central Bank (Deutsche Bundesbank), the German Federal Financial Services
Supervisory Authority (Bundesanstalt fur Finanzdienstleistungsaufsicht), as well as of the Bank of Italy (Banca d'ltalia) and the Italian Financial Markets Supervisory
Authority (CONSOB - Commissione Nazionale per le Societa e la Borsa), to which this publication has not been submitted for approval. UBS Europe SE is a credit
institution constituted under German law in the form of a Societas Europaea, duly authorized by the ECB.

Luxembourg if distributed by UBS Europe SE, Luxembourg Branch: This publication is not intended to constitute a public offer under Luxembourg law. It is
distributed only for information purposes by UBS Europe SE, Luxembourg Branch, with place of business at 33A, Avenue J. F. Kennedy, L-1855 Luxembourg. UBS
Europe SE, Luxembourg Branch is subject to the joint supervision of the European Central Bank (“ECB"), the German Central bank (Deutsche Bundes-bank), the
German Federal Financial Services Supervisory Authority (Bundesanstalt fir Finanzdienstleistungsaufsicht), as well as of the Luxembourg supervisory authority
(Commission de Surveillance du Secteur Financier), to which this publication has not been submitted for approval. UBS Europe SE is a credit institution constituted
under German law in the form of a Societas Europaea, duly authorized by the ECB.

Mexico if distributed by UBS Asesores México, S.A. de C.V.: This information is distributed by UBS Asesores México, S.A. de C.V. (“UBS Asesores”), an affiliate of UBS
Switzerland AG, incorporated as a non-independent investment advisor under the Securities Market Law due to the relation with a Foreign Bank. UBS Asesores is a
regulated entity and it is subject to the supervision of the Mexican Banking and Securities Commission (“CNBV"), which exclusively regulates UBS Asesores regarding
the rendering of portfolio management, as well as on securities investment advisory services, analysis and issuance of individual investment recommendations, so that
the CNBV has no surveillance faculties nor may have over any other service provided by UBS Asesores. UBS Asesores is registered before CNBV under Registry number
30060. You are being provided with this UBS publication or material because you have indicated to UBS Asesores that you are a Sophisticated Qualified Investor
located in Mexico. The compensation of the analyst(s) who prepared this report is determined exclusively by research management and senior management of any
entity of UBS Group to which such analyst(s) render services.

Monaco if distributed by UBS (Monaco) SA: This document is not intended to constitute a public offering or a comparable solicitation under the Principality of
Monaco laws, but might be made available for information purposes to clients of UBS (Monaco) SA, a regulated bank under the supervision of the “Autorité de
Controle Prudentiel et de Résolution” (ACPR) for banking activities and under the supervision of “Commission de Contréle des Activités Financiéres for financial
activities.”

Singapore if distributed by UBS AG Singapore branch: This material was provided to you as a result of a request received by UBS from you and/or persons entitled to
make the request on your behalf. Should you have received the material erroneously, UBS asks that you kindly destroy/delete it and inform UBS immediately. Clients of
UBS AG Singapore branch are asked to please contact UBS AG Singapore branch, an exempt financial adviser under the Singapore Financial Advisers Act (Cap. 110)
and a wholesale bank licensed under the Singapore Banking Act (Cap. 19) regulated by the Monetary Authority of Singapore, in respect of any matters arising from,
or in connection with, the analysis or report.

Spain if distributed by UBS Europe SE, Sucursal en Espana: This publication is not intended to constitute a public offer under Spanish law. It is distributed only for
information purposes by UBS Europe SE, Sucursal en Espafa, with place of business at Calle Maria de Molina 4, C.P. 28006, Madrid. UBS Europe SE, Sucursal en
Espana is subject to the joint supervision of the European Central Bank (“ECB"), the German Central bank (Deutsche Bundesbank), the German Federal Financial
Services Supervisory Authority (Bundesanstalt fur Finanzdienstleistungsaufsicht), as well as of the Spanish supervisory authority (Banco de Espafa), to which this
publication has not been submitted for approval. Additionally it is authorized to provide investment services on securities and financial instruments, regarding which it
is supervised by the Comision Nacional del Mercado de Valores as well. UBS Europe SE, Sucursal en Espana is a branch of UBS Europe SE, a credit institution
constituted under German law in the form of a Societas Europaea, duly authorized by the ECB.

Sweden if distributed by UBS Europe SE, Sweden Bankfilial: This publication is not intended to constitute a public offer under Swedish law. It is distributed only for
information purposes by UBS Europe SE, Sweden Bankfilial, with place of business at Regeringsgatan 38, 11153 Stockholm, Sweden, registered with the Swedish
Companies Registration Office under Reg. No 516406-1011. UBS Europe SE, Sweden Bankfilial is subject to the joint supervision of the European Central Bank
(“ECB"), the German Central bank (Deutsche Bundesbank), the German Federal Financial Services Supervisory Authority (Bundesanstalt ftr
Finanzdienstleistungsaufsicht), as well as of the Swedish supervisory authority (Finansinspektionen), to which this publication has not been submitted for approval.
UBS Europe SE is a credit institution constituted under German law in the form of a Societas Europaea, duly authorized by the ECB.

Taiwan if distributed by UBS AG, Taipei Branch: This material is provided by UBS AG, Taipei Branch in accordance with laws of Taiwan, in agreement with or at the
request of clients/prospects.

UK if distributed by UBS AG UK Branch: UBS AG is registered as a branch in England and Wales Branch No. BRO04507 (a public company limited by shares,
incorporated in Switzerland whose registered offices are at Aeschenvorstadt 1, CH-4051, Basel and Bahnhofstrasse 45, CH-8001 Zurich). Registered Address: 5
Broadgate, London EC2M 2QS. Authorised and regulated by the Financial Market Supervisory Authority in Switzerland. In the United Kingdom, UBS AG is authorised
by the Prudential Regulation Authority and subject to regulation by the Financial Conduct Authority and limited regulation by the Prudential Regulation Authority.
Details about the extent of our regulation by the Prudential Regulation Authority are available from us on request.

Important information in the event this document is distributed cross-border

Bahrain: UBS is a Swiss bank not licensed, supervised or regulated in Bahrain by the Central Bank of Bahrain and does not undertake banking or investment business
activities in Bahrain. Therefore, clients have no protection under local banking and investment services laws and regulations.
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Mainland China: This report is prepared by UBS Switzerland AG or its offshore subsidiary or affiliate (collectively as “UBS Offshore”). UBS Offshore is an entity
incorporated out of Mainland China and is not licensed, supervised or regulated in Mainland China to carry out banking or securities business. The recipient should
not contact the analysts or UBS Offshore which produced this report for advice as they are not licensed to provide securities investment advice in Mainland China. UBS
Investment Bank (including Research) has its own wholly independent research and views, which at times may vary from the views of UBS Global Wealth
Management. This report shall not be regarded as providing specific securities-related analysis. The recipient should not use this document or otherwise rely on any of
the information contained in this report in making investment decisions and UBS takes no responsibility in this regard.

Czech Republic: UBS is not a licensed bank in the Czech Republic and thus is not allowed to provide regulated banking or investment services in the Czech Republic.
Please notify UBS if you do not wish to receive any further correspondence.

Greece: UBS Switzerland AG is established in Switzerland and operates under Swiss law. UBS Switzerland AG and its affiliates (UBS) are not licensed as a bank or
financial institution under Greek legislation and do not provide banking and financial services in Greece. Consequently, UBS provides such services from branches
outside of Greece only. No information in this document is provided for the purpose of offering, marketing and sale by any means of any capital market instruments
and services in Greece. Therefore, this document may not be considered as a public offering made or to be made to residents of Greece.

Indonesia, Malaysia, Philippines, Thailand: This material was provided to you as a result of a request received by UBS from you and/or persons entitled to make
the request on your behalf. Should you have received the material erroneously, UBS asks that you kindly destroy/delete it and inform UBS immediately. Any and all
advice provided and/or trades executed by UBS pursuant to the material will only have been provided upon your specific request or executed upon your specific
instructions, as the case may be, and may be deemed as such by UBS and you. The material may not have been reviewed, approved, disapproved or endorsed by any
financial or regulatory authority in your jurisdiction. The relevant investments will be subject to restrictions and obligations on transfer as set forth in the material, and
by receiving the material you undertake to comply fully with such restrictions and obligations. You should carefully study and ensure that you understand and exercise
due care and discretion in considering your investment objective, risk appetite and personal circumstances against the risk of the investment. You are advised to seek
independent professional advice in case of doubt.

Jersey: UBS AG, Jersey Branch, is regulated and authorized by the Jersey Financial Services Commission for the conduct of banking, funds and investment business.
Where services are provided from outside Jersey, they will not be covered by the Jersey regulatory regime. UBS AG, Jersey Branch is a branch of UBS AG a public
company limited by shares, incorporated in Switzerland whose registered offices are at Aeschenvorstadt 1, CH-4051 Basel and Bahnhofstrasse 45, CH 8001 Zurich.
UBS AG, Jersey Branch'’s principal place business is 1, IFC Jersey, St Helier, Jersey, JE2 3BX.

Nigeria: UBS Switzerland AG and its affiliates (UBS) are not licensed, supervised or regulated in Nigeria by the Central Bank of Nigeria or the Nigerian Securities and
Exchange Commission and do not undertake banking or investment business activities in Nigeria.

Poland: UBS is a premier global financial services firm offering wealth management services to individual, corporate and institutional investors. UBS is established in
Switzerland and operates under Swiss law and in over 50 countries and from all major financial centres. UBS is not licensed as a bank or as an investment firm under
Polish legislation and is not allowed to provide banking and financial services in Poland.

Portugal: UBS Switzerland AG is not licensed to conduct banking and financial activities in Portugal nor is UBS Switzerland AG supervised by the Portuguese
regulators (Bank of Portugal “Banco de Portugal” and Portuguese Securities Exchange Commission “Comissao do Mercado de Valores Mobiliarios”).

Singapore: This material was provided to you as a result of a request received by UBS from you and/or persons entitled to make the request on your behalf. Should
you have received the material erroneously, UBS asks that you kindly destroy/delete it and inform UBS immediately.

UAE: UBS is not licensed in the UAE by the Central Bank of UAE or by the Securities & Commaodities Authority. The UBS AG Dubai Branch is licensed in the DIFC by
the Dubai Financial Services Authority as an authorised firm.

Ukraine: UBS is a premier global financial services firm offering wealth management services to individual, corporate and institutional investors. UBS is established in
Switzerland and operates under Swiss law and in over 50 countries and from all major financial centers. UBS is not registered and licensed as a bank/financial
institution under Ukrainian legislation and does not provide banking and other financial services in Ukraine.

© UBS 2024. All rights reserved. The key symbol and UBS are among the registered and unregistered trademarks of UBS. UBS Financial Services Inc. is a subsidiary of
UBS AG. Member FINRA/SIPC. IS2401761; Exp.: 3/31/2025. 2024-1420450
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