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We Heard From Advisors

Advisors worldwide are embracing alternatives, and their
message is clear: with growing allocations, technology
solutions are key. The focus has shifted from “why
alternatives” to scaling operations, personalizing client
portfolios, and running efficient, risk-managed businesses.
iCapital’s independent survey of 603 registered financial
professionals—conducted across nine countries in the U.S.,
Europe, the Middle East, and APAC-was designed to better
understand the current state of alternatives adoption and the
evolving technology needs that support it.

1.

Key Takeaways

Client experience remains the central focus —
shaping choices, exposing gaps, and guiding
priorities.

. Education gaps remain — especially around
fund structures, technology, and execution.

. Allocating is harder than understanding —
liquidity, risk, and fit make implementation
complex.

. Operational friction is the biggest barrier —
reporting, documentation, and eligibility slow
things down.

5. Legacy workflows can’t keep up — manual

processes and disconnected systems are
holding advisors back.

“If you look at the current market conditions, you can see that classic stock markets and bonds
offer fewer and fewer interesting opportunities. In comparison, alternative investments are in
many cases the opportunity to achieve a higher return while better managing risk.”
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Alternatives Are Strategic Imperatives

Which of the following describes why you use alternative investments (rank in order)?

Client growth now rivals access and diversification as a top reason to use alternatives. Attracting new clients is
the #1 driver in both the U.S. and Middle East.
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‘ ‘ “Some clients want exclusivity and differentiated investment options, and Alternatives provide that.”

- Advisor Perspective
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Advisors are Committed

to Alternatives

Over the next 12 months, do you plan to allocate
more, less, or the same to alternative investments?

Advisors are holding firm—treating alternatives as a lasting f .
part of the portfolio. In the U.S., interest in increasing O AdV|SO rs

allocations is twice as high as other regions. Maintaini ng or

Increasing Exposure
to Alternatives

“Clients are becoming more comfortable with alternative assets, so we integrate them further
into their portfolios.”
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Private Equity, Private Credit, and Hedge Funds Anchor
Advisor Allocations

Which of the following types of alternative investments are you most interested in
allocating towards on behalf of your clients (select all that apply)?

Advisors favor private equity, credit, and hedge funds—highlighting a focus on private markets and income.

* U.S. shows lower interest in private credit (44%) and hedge funds (44%)
* APAC leads with stronger interest in private credit (71%) and hedge funds (70%)

66%

Private Equity

Real Estate 44%
Venture Capital 26%

Other real assets 21%

‘ ‘ “Alternative investments are a growing part of modern portfolio strategies.”
- Advisor Perspective
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Structured Investments Support Personalization and Value

Which of the following describes why you use Structured Investments
(select all that apply)?

51% of Advisors surveyed use structured investments to deliver personalized client outcomes—balancing
protection, growth, and income while aligning portfolios with client preferences and firm strategy.

Enhanced portfolio diversification 57%

Flexibility/customization offered by these products 51%

Risk/reward profile 50%

Appeals to my clients 44%

Differentiates my practice 39%

‘ ‘ “Structured notes and annuities are playing a bigger role in my strategy now.”
- Advisor Perspective
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Evergreen Strategies Are Becoming a Core Allocation

What do you anticipate will be your client’s average exposure to evergreen strategies
in the next two years?

77% say evergreens will make up 10% or more of their portfolios—this isn't a test run. This is a shift.

More than 15% - 10%

Less than 5% 1%

‘ ‘ "We develop comprehensive portfolios by combining the availability of liquid assets with the
future growth of illiquid assets.”

- Advisor Perspective
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Portfolio Construction Approaches Vary

Which of the following best describes how your firm constructs client portfolios?

No single model dominates—advisors blend in-house portfolios, platform models, TAMPs, and committee input
to meet diverse client needs. To support this flexibility, they need tech and data systems that can meet them
where they are.

Build portfolios in-house, with our own research and investment selection 50%

Primarily use model portfolios created by our investment team 50%

45%

Use third-party model portfolios from asset managers or strategists

Outsource portfolio management to an external provider or TAMP 43%

Rely on a ClO or internal investment committee for portfolio decisions 42%

‘ ‘ "The key factors for us are staying true to our investment strategy and making sure the
portfolio reflects our clients’ timeline and financial objectives.”

- Advisor Perspective
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Education is a Top Priority

What topics on alternative investments would be of interest to you (select all that apply)?

Advisors continue to prioritize education, with foundational and fund-specific content still in high demand.
But technology and implementation are rising fast—signaling a shift toward learning that supports real-world
execution and scale.

Technology and implementation of investing in alternative investments _ 58%

Foundational Topics 49%

49%

Alternative investment fund specific content
Advanced Topics in alternative investments 45%

Practice management 41%

‘ ‘ “We are getting better client education on alternatives which makes it easier to integrate into
our portfolios.”

- Advisor Perspective
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Learning Needs Emphasize Alternative Integration

What are the biggest challenges in incorporating alternatives into your firm's
investment models and asset allocation strategies (select three)?

Advisors face challenges applying alternatives—especially around risk, liquidity, and portfolio impact. They also
seek support with compliance and access to institutional-grade models, pointing to a need for education that
goes beyond the basics. APAC trends mirrored the global average; U.S. prioritized compliance, while the Middle
East ranked limited models as the top issue.
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Execution is a Key Barrier to Scaling Alternatives

Which of the following are barriers to using alternative investments more (rank in order)?
Operational friction is a top barrier to broader alternatives adoption-led by client reporting and

documentation. Regulatory hurdles like investor eligibility remain a challenge. Technology is the unlock.
Advisors are ready to grow—but only if scale doesn't mean added complexity.
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Advisors Seek Tools to Eliminate Friction

What improvements in data and reporting would most enhance your firm’s ability to
manage alternative investments (select up to two)?

Advisors see the biggest data and reporting gaps in reconciliation (44%), risk analytics (40%), and onboarding

(37%). They're also calling for more transparent reporting and real-time pricing—highlighting the need for
connected infrastructure across the full investment lifecycle.
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Survey Methodology

In 2023, iCapital sponsored the U.S. Financial Advisor Survey to better understand Advisor adoption of alternatives.

Building on that foundation, the 2025 iCapital Global Advisor Survey expands the scope—capturing a global view of Advisor behavior while diving deeper into
the operational and technology needs of firms.

The survey was conducted in the first quarter of 2025 by a third-party research firm using telephone interviews with online follow-up. Respondents included
financial professionals across channels—private wealth, national and regional broker-dealers, independent BDs, and RIAs—spanning a range of AUM levels of

those actively engaged in alternative investing. The survey engaged 603 respondents across nine countries in the U.S., Europe, the Middle East, and APAC.

This report includes an aggregate global view of advisor insights. Regional reports will follow, offering localized perspectives to deepen regional insight.

About iCapital

iCapital is a global leader, shaping the future of private markets’ investing for financial Advisors, wealth managers, asset managers, and other industry
participants. iCapital offers a diverse and complete range of non-traditional investment products on iCapital Marketplace, Enterprise solutions, and both
Technology and Data Services, designed to help drive better outcomes for all participants in the ecosystem.

Backed by the leading alternative asset managers and wealth managers globally, iCapital provides unrivaled access, data connectivity, education, and
research programs to Advisors and their clients. Leveraging Al and machine learning for digital identity (KYC/AML), iCapital supports compliant and secure
investment lifecycle processes.

iCapital’s end-to-end platform manages the lifecycle of non-traditional investment products, making it easier to learn about, buy, manage, and integrate
alternative assets, structured investments (SI) and annuities into portfolios, driving growth, scale and efficiency. Our solution(s) can be customized and offers
specific modules as needed.

To learn more visit icapital.com
Find us @ Twitter (X) | LinkedIn | YouTube
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Important Information

The material herein has been provided to you for informational purposes only by Institutional Capital Network, Inc. (“iCapital Network”) or one of its affiliates (iCapital Network together with its affiliates,
"iCapital”). This material is the property of iCapital and may not be shared without the written permission of iCapital. No part of this material may be reproduced in any form, or referred to in any other
publication, without express written permission of iCapital.

This material is provided for informational purposes only and is not intended as, and may not be relied on in any manner as, legal, tax or investment advice, a recommendation, or as an offer or solicitation
to buy or sell any security, financial product or instrument, or otherwise to participate in any particular trading strategy. This material does not intend to address the financial objectives, situation, or
specific needs of any individual investor. You should consult your personal accounting, tax and legal advisors to understand the implications of any investment specific to your personal financial situation.

ALTERNATIVE INVESTMENTS ARE CONSIDERED COMPLEX PRODUCTS AND MAY NOT BE SUITABLE FOR ALL INVESTORS. Prospective investors should be aware that an investment in an alternative
investment is speculative and involves a high degree of risk. Alternative Investments often engage in leveraging and other speculative investment practices that may increase the risk of investment loss;
can be highly illiquid; may not be required to provide periodic pricing or valuation information to investors; may involve complex tax structures and delays in distributing important tax information; are
not subject to the same regulatory requirements as mutual funds; and often charge high fees. There is no guarantee that an alternative investment will implement its investment strategy and/or achieve its
objectives, generate profits, or avoid loss. An investment should only be considered by sophisticated investors who can afford to lose all or a substantial amount of their investment.

STRUCTURED INVESTMENTS ARE CONSIDERED COMPLEX PRODUCTS AND MAY NOT BE SUITABLE FOR ALL INVESTORS. Please note that there is no public secondary market for structured
investments. Although the issuer may from time to time make a market in certain structured investments, the issuer does not have any obligation to do so and market making may be discontinued at any
time. Accordingly, an investor must be prepared to hold such investments until maturity. Any or all payments are subject to the creditworthiness of the issuer. Before investing in any product, an investor
should review the prospectus or other offering documents, which contain important information, including the product’s investment objectives or goals, its strategies for achieving those goals, the
principal risks of investing in the product, the product’s fees and expenses, and its past performance.

ANNUITIES ARE CONSIDERED COMPLEX PRODUCTS AND MAY NOT BE SUITABLE FOR ALL INVESTORS. The information is not intended as investment advice and is not a recommendation about
managing or investing retirement savings. Actual annuity contracts may differ materially from the general overview provided. Prior to making any decision with respect to an annuity contract, purchasers
must review, as applicable, the offering document, the disclosure document, and the buyer's guide which contain detailed and additional information about the annuity. Any annuity contract is subject in
its entirety is to the terms and conditions imposed by the carrier under the contract. Withdrawals or surrenders may be subject to surrender charges, and/or market value adjustments, which can reduce
the owner's contract value or the actual withdrawal amount received. Withdrawals and distributions of taxable amounts are subject to ordinary income tax and, if made prior to age 59%, may be subject to
an additional 10% federal income tax penalty. Annuities are not FDIC-insured. All references to guarantees arising under an annuity contract are subject to the financial strength and claims-paying ability
of the carrier.

iCapital Markets LLC operates a platform that makes available financial products to financial professionals. In operating this platform, iCapital Markets LLC generally earns revenue based on the volume of
transactions that take place in these products and would benefit by an increase in sales for these products.

The information contained herein is an opinion only, as of the date indicated, and should not be relied upon as the only important information available. Any prediction, projection or forecast on the
economy, stock market, bond market or the economic trends of the markets is not necessarily indicative of the future or likely performance. The information contained herein is subject to change,
incomplete, and may include information and/or data obtained from third party sources that iCapital believes, but does not guarantee, to be accurate. iCapital considers this third-party data reliable, but
does not represent that it is accurate, complete and/or up to date, and it should not be relied on as such. iCapital makes no representation as to the accuracy or completeness of this material and accepts
no liability for losses arising from the use of the material presented. No representation or warranty is made by iCapital as to the reasonableness or completeness of such forward-looking statements or to
any other financial information contained herein.

Securities products and services are offered by iCapital Markets, an SEC-registered broker-dealer, member FINRA and SIPC, and an affiliate of iCapital, Inc. and Institutional Capital Network, Inc. These
registrations and memberships in no way imply that the SEC, FINRA, or SIPC have endorsed any of the entities, products, or services discussed herein. Annuities and insurance services are provided by
iCapital Annuities and Insurance Services LLC, an affiliate of iCapital, Inc. “iCapital” and “iCapital Network” are registered trademarks of Institutional Capital Network, Inc. Additional information is available
upon request.

© 2025 Institutional Capital Network, Inc. All Rights Reserved.

iCapital sponsored research completed first quarter 2025. A third-party research firm conducted a telephone survey of 603 financial professionals across a mix of channels, including private wealth,
national and regional broker dealers (BDs), independent BDs and RIAs. We had 603 respondents across the U.S., Europe, Middle East, and APAC, covering nine countries. Additional information available
upon request.
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