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Summary: ICG developed a retail distribution strategy for a managed fund

Project
description/approach

Why ICG was needed

Impact delivered by ICG

Critical insights / new ICG
IP available to new clients

Client feedback “Would
you use ICG again, and if
differently, how?

ICG QUALIFICATION

Determined route to market and areas of focus to optimise marketing
and distribution effort

Identified existing business, people, process and technology
challenges and capability gaps

Explored the emerging role of Al and other best practices to support
the channel

Client had an underperforming key product
The Head of Distribution sough ICG’s help in determining which levers
to focus on to broaden distribution in retail sector

Injected market and industry knowledge and insight

Quickly understood the current business, its performance, strengths,
weaknesses, and opportunities

Provided regular updates to business, delivering new insights
Delivered a clear retail marketing & distribution strategy and action
plan in a short, focused engagement.

Proven process for developing an adviser distribution strategy,
delivering best practice perspectives across many aspects of
intermediated distribution

Yes; “This has been a great engagement. ICG delivered more than we
expected of them and the team really knew the industry well”

Client

Industry * Wealth Management
Sector/Function + Retail Distribution & Marketing

Geography » Australian Real Estate Investment Trust

Project period/duration

May 2024 — June 2024

ICG Contact Partner for more information

sam.boer@internalconsulting.com
paul.horder@internalconsulting.com
jacek.noga@internalconsulting.com

Project UsSD uUsD UsSD

Scale $50K-$1 | $100K-$ | $250K
(0]0]2¢ 250K $1M

ICG

contribution

Total scale X
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This project was focused on business strategy, specifically distribution

ICG’s Strategy Taxonomy

CORPORATE BUSINESS FUNCTIONAL

e Business Model and Org Design e Sources of advantage/Positioning e Functions supported
(SBUs), Corporate Centre/Shared e Business Scope of each SBU (Operations, Risk, Human
Services Capital, Technology/Digital,

. . e Customers/Segments/ Learning, etc)

e Portfolio (Profit Pools & Industry 9,
Structure)/M&A/Joint * Product e Their role and alignment to
Ventures/Portfolio Interfaces (See strategy/shared services
Horizontal Strategy) EEE— e Nature of support and

e Governance e Customer Experience, Journeys advantage they provide/gaps in

e EPMO/Investment Slate Brands support

e Culture/Tone from the top e Competitors/Game * Functional Strategies

e Transformation and Strategic Theory/Wargaming ¢ Functional Plans
Planning approach e Regulator Interface

e Strategy & Internal Consulting e Detailed Business Modell/Structure
e desen

HORIZONTAL
¢ Recognised and harnessed synergies e Customer Strategy e Supply Chain e Data and Insight
e Coordination/capture processes e Innovation/Accelerators e Org Dev * Change and Comms

PROCESSES, PEOPLE AND TECHNOLOGY

ICG QUALIFICATION

e Strategy formulation plans, tools, calendars and processes (Including Agile and Emergent Strategy)
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ICG developed an industry value chain for the client, identified routes to market,
key decision influencers, and required capabilities and activities for success.

We identified a route to market and areas where additional capability or activity was required to deliver the recommended strategy

Investment Product Channels Licensee Research Investment Consume_r Access
Management Manufacture Dealer Groups Platforms Points

Institutional Part Independent ; )
Retail Property nstitutional Partners e PesearEh fmanmal Planners
Listed ETFs Wrap platforms Tied to dealer groups
Dealer Groups 11 majors
Top 30 Asset G - >1m clients
= : sset Consultants
Wholesale Distribution 10,000 advisers
_ Independent Financial
Commercial Property Planners & Advisers
Broker Research
Dealer Group APL, Model Stockbroker
Industrial Propert Portfolio, and SMA inclusion, il share trading & OCKDTOKErs
ndustrial Property TR Research recommendations, ment platforms
o Independent and Platform listings are
Retail Distribution Licensees CRITICAL enablers for
Investor trends . 2000+ market access
Other Investments toward specialist DIY Investors
(including interests in §ector fur_lds and & Family Offices
listed vehicles are Direct Access

other funds)
To win share and grow share in Retail, a Fund Manager’s products need to be on “major” Dealer Group’s Approved Product List, in their Model

Portfolios and SMAs, be on Platforms and be covered by Research.

apparent

Product innovation will also be a key success factor to meet the needs of changing investor preferences toward listed and specialised funds.
Marketing & distribution will need to segment the Adviser market to target high volume Practices that value our products over the competition,
provide sector insights & research, education, training, and “always on” marketing to achieve cut through.
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|ICG developed a strategy and roadmap for growth, and detailed specific
marketing and distribution initiatives to deliver required capabillities..

A roadmap was determined identifying critical levers by time horizon

Objective Stream QuickWins Short Term Medterm Stage 2 & 3 (12months plus)
<3mths 3-6mth 6-12mth

Expand APL & Platform & Dealer Group APL
Platform Coverage
Coverage

Uplift Operational| Retail Excellence

e CRM & Segmentation / Specific initiatives were defined where additional capability or activity was required to deliver the strategy

2:';-;& Marketing Operating Event type Purpose Cost Effort Benefits Audience Recommendations & considerations
m

Uplift Marketing | ProductPackaging &
Effectiveness and| Marketing

Marketing ROI Run Professional
Development events /
Content, Comms and Roadshows or CEO
Messaging (incl. investor Dealer Group Sponsors
focus, asset story, tone) lunch

Sponsorships & Events

Embed Market Industry, Competitor and -
Insights Consumer Insights Industry Sponsorships —
Feedback Loop Conferences / Awards etc

Dealer Group Research
Team / External Research
Agencies / Stockbroking
Analyst engagements
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Contact your Partner for more information

Sam.Boer@internalconsulting.com

Paul.Horder@internalconsulting.com
Jacek.Noga@internalconsulting.com

Visit our website at www.internalconsulting.com

CONSULTING, UNBUNDLED: AGILE, CUSTOMISED EXPERTS
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