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KEY TAKEAWAYS

= Focusing on the incremental, day-to-day decisions can have a strong, positive
impact on a firm's business.

= High Performing Firms generate much higher profits per client than Other Firms.

= High Performing Firms retain more of their net profits and reinvest them back into
the business.
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EXECUTIVE SUMMARY

The 13th year of the 2023 Global Advisor Study was marked by the addition of two new
regions: Hong Kong and Singapore! Global participation remained strong with 859 firms
completing the study, of which 77% were returning participants. Once again, how High
Performing Firms (HPFs)' are operating to drive growth and value is a central focus as we
examine the study results. This universe of HPFs comprises the top quartile of firms when
assessed against five key metrics: Revenue Growth, Client Retention, Employee
Retention, Profit Margin, and Revenue Per Advisor.

Overall, the theme across the results is “winning in the margins.” We did not always see
significant differences between HPFs and the other firms in our study, but rather that
incremental, sometimes "day to day” decisions compound over time to help curate a
high-performing business.

Of the High Performing Firms from 2022 that also participated in the 2023 Global Advisor
Study, 41% remained High Performing Firms in 2023 (we would expect this number to be
25% if it was random). This indicates that HPFs tend to continue to perform well year on
year.

Despite 2022 being a challenging year for market performance, the average firm grew its
Total Billable Assets (TBA) by 12.4%. HPFs grew their assets even more, with an average
growth rate of 17.4%. Ignoring market impact and growth from M&A activity, the average
organic TBA growth rate for the year was 14.1%. In terms of revenue, the average was
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$3.3 million, with an average growth rate of 19% over the year.

Growth Rate of Total Billable Assets

Other Firms 10.6%
High Performing Firms 174%
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STRATEGY

Firms were asked to assess what their top growth challenges were. Dealing with
“capacity constraints” ranked highly among HPFs, with Other Firms noting a challenge
with “sourcing prospective clients.”

While the average number of households serviced per senior advisor or per full time
equivalent (FTE) was nearly identical for all firms in the study, the average household
asset size was larger for HPFs ($1.51 million) than for Other Firms ($1.20 million). This, of
course, results in more revenue and higher profit margins.

GROWTH AND MARKETING

Across the three sources of asset growth, HPFs experienced higher growth than Other
Firms in each category:

¢ Net flows from new/lost clients: 11.4% vs. 10.3%
e Net flows from existing clients: 8.8% vs. 3.1%

e |norganic growth (M&A): 1.7% vs. 1.4%

A clear value proposition and ideal target client profile remain important components for
firms interested in growing and effectively managing their client experience.

With that, 62.1% of High Performing Firms met or exceeded their goal of gaining new
clients during the year, compared with 53.9% of Other Firms. In addition, it is worth
noting that 11.7% of Other Firms did not track this metric.

HUMAN CAPITAL

The average employee retention rate for High Performing Firms (95.9%) was higher than
for Other Firms (93.2%). While these percentages are relatively similar, the time and costs
saved by HPFs on recruitment, hiring, training, and retaining employees give them an
edge over time.

In relation to employee departures, the decision is more likely to be the choice of the
firm for High Performing Firms, whereas the decision is more likely to be that of the
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employees at Other Firms.

Consistent with data from previous years, High Performing Firms tend to have a higher
ratio of client-facing support staff to senior advisors. This has multiple effects:

e Frees up senior advisors’ time to generate new business, in lieu of spending time
servicing existing business.

e Lower spend on compensation (as a percentage of revenue) due to team structure
tilting towards lower-compensated roles.

OPERATIONS AND INVESTMENTS

A majority (66.7%) of firms did not change their fees in 2022. For the firms that did make
a change, fees were raised more often than they were lowered.

High Performing Firms (58.9%) are more likely to offer custom portfolio solutions than
Other Firms (52.4%). While not formally measured in the study, this is often attributable
to HPFs offering a broader set of services and resources to the client.

For example, 67% of HPFs’ clients utilize a tax-planning service, compared with 59% of
Other Firms' clients.

CLIENT EXPERIENCE

Clients lost by High Performing Firms were more likely the choice of the firm (“We
terminated”) or due to a life event (death or divorce). Comparatively, Other Firms were
more likely to lose clients to competing advisers or because of fees or investment
performance.

As with prior years, High Performing Firms continue to offer more services (12.4 of 22)
compared with Other Firms (11.9 of 22). One specific service that High Performing Firms
were far more likely to offer was tax planning.

INCOME STATEMENT

High Performing Firms tend to retain more of their net profits and reinvest them back
into the business. The average High Performing Firm distributed 54.8% of net profits to
owners, compared to an average distribution of 56.9% of net profits by Other Firms.

Human Capital is by far the largest expense for firms. There is a dramatic difference in
Human Capital spend as a percentage of revenue for High Performing Firms (38.1%)
relative to Other Firms (50.8%). High Performing Firms are not paying their employees
less (as can be seen in the Compensation section below), but rather the same number of
employees are generating more revenue (due to larger assets, hence revenue, per

household).

High Performing Firms are able to generate higher profits per client, with an average
Operating Profit per Household of $4,438, about double the average of $2,224 for Other
Firms.
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vs. Other Firms

Average Operating Profit Margin 43.3% 21.6%
Median Revenue Growth Rate 13.7% 49%
Average Revenue $3.11 Million $3.37 Million
FTE (Average) n 14
Average Number of Households an 484

COMPENSATION

From 2021 to 2022, average total cash compensation climbed 4% for both senior advisors
and service advisors.

For three of the most common roles (senior advisor, service advisor, and associate
advisor), High Performing Firms on average pay a higher total cash compensation than
Other Firms. At the same time, High Performing Firms tend to spend a lower percentage
of revenue on Human Capital. One reason for this apparent paradox is that High
Performing Firms tend to have a higher ratio of lower paid employees (service advisor,
associate advisor, client service associate) to higher paid employees (senior advisor).

The most common compensation structure for client-facing employees is a base salary
plus bonus (not a business development bonus). Compared with Other Firms, High
Performing Firms are more likely to pay their client-facing employees based on revenue
managed/generated.

High Performing Firms tend to have broader ownership, with 36% of employees having
an ownership stake in the firm, compared with 31% at Other Firms.

CONCLUSION

As firms navigate growth and focus on improving the client experience, the impact of
paying close attention to the areas of the business that sit “on the margin” helps create
an edge against competitors, aiding in attracting talent and retaining clients.
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Summary of High
Performing Firms

13.7%  99.3%  959%  65.6% *1.03mm

Year-Over-Year Client Employee EBOC Revenue per Advisor
Revenue Growth Retention Rate Retention Margin (Senior and Service)
(median) (average) (average) (average) (average)

1. Dimensional’s Practice Management group uses this term to identify the highest-performing advisory firms by evaluating metrics
collected in the annual Global Advisor Study. Each firm is given a percentile rank across the five metrics: revenue growth, client retention,
employee retention, profit margin, and revenue per advisor. A firm's score is the average of these five metrics. Firms whose scores are in
the top quartile among all firms are considered High Performing Firms. Firms in the other three quartiles are referred to collectively as
Other Firms.

FOR PROFESSIONAL USE ONLY. NOT FOR USE WITH RETAIL INVESTORS OR THE PUBLIC.

The information in this material is intended for the recipient's background information and use only. It is provided in good faith and without
any warranty or representation as to accuracy or completeness. Information and opinions presented in this material have been obtained or
derived from sources believed by Dimensional to be reliable, and Dimensional has reasonable grounds to believe that all factual information
herein is true as at the date of this material. It does not constitute investment advice, a recommendation, or an offer of any services or
products for sale and is not intended to provide a sufficient basis on which to make an investment decision. Before acting on any information
in this document, you should consider whether it is appropriate for your particular circumstances and, if appropriate, seek professional
advice. It is the responsibility of any persons wishing to make a purchase to inform themselves of and observe all applicable laws and
regulations. Unauthorized reproduction or transmission of this material is strictly prohibited. Dimensional accepts no responsibility for loss
arising from the use of the information contained herein.

This material is not directed at any person in any jurisdiction where the availability of this material is prohibited or would subject
Dimensional or its products or services to any registration, licensing, or other such legal requirements within the jurisdiction.

"Dimensional” refers to the Dimensional separate but affiliated entities generally, rather than to one particular entity. These entities are
Dimensional Fund Advisors LP, Dimensional Fund Advisors Ltd., Dimensional Ireland Limited, DFA Australia Limited, Dimensional Fund
Advisors Canada ULC, Dimensional Fund Advisors Pte. Ltd., Dimensional Japan Ltd., and Dimensional Hong Kong Limited. Dimensional Hong
Kong Limited is licensed by the Securities and Futures Commission to conduct Type 1 (dealing in securities) regulated activities only and
does not provide asset management services.

RISKS

Investments involve risks. The investment return and principal value of an investment
may fluctuate so that an investor’s shares, when redeemed, may be worth more or less
than their original value. Past performance is not a guarantee of future results. There is
no guarantee strategies will be successful.
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UNITED STATES

This information is provided for registered investment advisors and institutional investors and is not intended for public use. Dimensional
Fund Advisors LP is an investment advisor registered with the Securities and Exchange Commission.

CANADA

This material is issued by Dimensional Fund Advisors Canada ULC for registered investment advisors, dealers, and institutional investors and
is not intended for public use. The other Dimensional entities referenced herein are not registered resident investment fund managers or
portfolio managers in Canada.

This material is not intended for Quebec residents.

Commissions, trailing commissions, management fees, and expenses all may be associated with mutual fund investments. Please read the
prospectus before investing. Unless otherwise noted, any indicated total rates of return reflect the historical annual compounded total
returns, including changes in share or unit value and reinvestment of all dividends or other distributions, and do not take into account sales,
redemption, distribution, or optional charges or income taxes payable by any security holder that would have reduced returns. Mutual funds
are not guaranteed, their values change frequently, and past performance may not be repeated.

AUSTRALIA

In Australia, this material is provided by DFA Australia Limited (AFSL 238093, ABN 46 065 937 671). It is provided for financial advisors and
wholesale investors for information only and is not intended for public use. No account has been taken of the objectives, financial situation
or needs of any particular person. Accordingly, to the extent this material constitutes general financial product advice, investors should,
before acting on the advice, consider the appropriateness of the advice, having regard to the investor's objectives, financial situation and
needs.

NEW ZEALAND

This material has been prepared and provided in New Zealand by DFA Australia Limited, (incorporated in Australia, AFS License No.238093,
ABN 46 065 937 671). This material is provided for financial advisers only and is not intended for public use. All material that DFA Australia
Limited provides has been prepared for advisers, institutional investors and clients who are classified as Wholesale investors under the
Financial Markets Conduct Act 2013. This material does not give any recommendation or opinion to acquire any financial advice product, and
is not financial advice to you or any other person.

WHERE ISSUED BY DIMENSIONAL IRELAND LIMITED

Issued by Dimensional Ireland Limited (Dimensional Ireland), with registered office 3 Dublin Landings, North Wall Quay, Dublin 1, Ireland.
Dimensional Ireland is regulated by the Central Bank of Ireland (Registration No. C185067).

Directed only at professional clients within the meaning of Markets in Financial Instruments Directive (MiFID) (2014/65/EU).
WHERE ISSUED BY DIMENSIONAL FUND ADVISORS LTD.

Issued by Dimensional Fund Advisors Ltd. (Dimensional UK), 20 Triton Street, Regent's Place, London, NW1 3BF. Dimensional UK is
authorised and regulated by the Financial Conduct Authority (FCA) - Firm Reference No. 150100.
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Directed only at professional clients as defined by the rules of the FCA.

Dimensional UK and Dimensional Ireland issue information and materials in English and may also issue information and materials in certain
other languages. The recipient’s continued acceptance of information and materials from Dimensional UK and Dimensional Ireland will
constitute the recipient's consent to be provided with such information and materials, where relevant, in more than one language.

NOTICE TO INVESTORS IN SWITZERLAND: This is advertising material.

FOR LICENSED OR EXEMPT FINANCIALADVISORS AND INSTITUTIONAL INVESTORS IN SINGAPORE

This material is deemed to be issued by Dimensional Fund Advisors Pte. Ltd. (UEN:201210847M), which is regulated by the Monetary
Authority of Singapore and holds a capital markets services license for fund management.

This material is not an advertisement, has not been reviewed by the Monetary Authority of Singapore, and should not be shown to
prospective retail investors.

For use by institutional investors and licensed or exempt financial advisors only in Singapore for internal training and educational purposes
and not for the purpose of inducing, or attempting to induce, such institutional investors or financial advisors to make an investment. Not for
use with the public.

FOR LICENSED FINANCIALADVISORS AND INSTITUTIONAL INVESTORS IN HONG KONG

This material is deemed to be issued by Dimensional Hong Kong Limited (CE No. BJE760), which is licensed by the Securities and Futures
Commission to conduct Type 1 (dealing in securities) requlated activities only and does not provide asset management services.

For use by licensed financial advisors and institutional investors who are "professional investors” (as defined in the Securities and Futures
Ordinance [Chapter 571 of the Laws of Hong Kong] and its subsidiary legislation) only in Hong Kong. This material is provided solely for
internal training and educational purposes and is not for the purpose of inducing, or attempting to induce, such financial advisors and
institutional investors to make an investment nor for the purpose of providing investment advice. Not for use with the public. This material is
notintended to constitute and does not constitute marketing of the services of Dimensional Hong Kong or its affiliates to the public of Hong
Kong.

Financial advisors in Hong Kong shall not actively market the services of Dimensional Hong Kong Limited or its affiliates to the Hong Kong
public.
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