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Impulse presentation followed by retail panel discussion

Retail Unlocked: Strategies for Broader
Adoption of Structured Products

Yannick Blattler Founder & CEO NEOVISO AG

Manuel Durr Head of Sales Switzerland, Leonteq Securities AG

Enzo Piccolo Head of Sales Swiss DOTS & Platform, Swissquote

Vivien Sparenberg Head Flow Products Distribution Switzerland, Bank Vontobel AG

Moderator: Willi Bucher Head of Structured.Products & FX Advisory, Raiffeisen'Schweiz
Genossenschaft, and Member of the SSPA Board

International Structured Products Forum - Uniting the Industry’s Finest ] 2-3September 2025 (] Luceme
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Impulse presentation

Retail Unlocked:
Strategies for Broader
Adoption of Structured

Products

Willi Bucher
Head of Structured
Products & FX
Advisory, Raiffeisen



Retail Unlocked: Strategies for Broader Adoption of Structured Products
Agenda

. Impulse presentation
. Survey via Slido
. Panel discussion

. Broader discussion: Involvement of the audience
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Development of Securities Holdings

Focus on Structured Products

Securities Holdings in Client Deposits by Category, Absolute in CHF Billions — Annually Source: SNB
Perspective: Domestic Branches (Survey at Year-End)
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Mit welchen Wachstumsraten
rechnen Sie lédngerfristig?

Unser Verband rechnet mit jdhrlich
20%. Aktuell belduft sich das investierte
Vermdégen in strukturierten Produkten
auf 6,5% aller in der Schweiz angelegten
Finanzaktiven. Die Grenze diirfte ir-
gendwo zwischen 10 und 15% liegen.

Ihr Volumen nimmt um 4o Prozent pro Jahr
zu. Wie lange kann das so weitergehen?

Natiirlich nicht fiir immer. Gemiss der
Nationalbank-Statistik liegt der Anteil in
den Portfolios jetzt bei etwa 6,5 Prozent,
das entspricht 340 Milliarden Franken.
Wir schitzen, dass er bis 2ou auf etwa 10
Prozent steigen wird. Bei einem Anteil
von 10 bis 15 Prozent in den Vermégen
HILD MATTHIAS JURT diirfte dann die natiirliche Grenze er-
reicht sein.

«Schief geht es meistens, wenn man meint, keine Meinung zum Aktienmarkt haben zu miissen», sagt Roger Studer von der Bank Vontobel.

«Die Grenze liegt bei 10 bis 15 Prozenty



«Structured Products Stakeholder Ecosystem»
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«Structured Products Stakeholder Ecosystem»
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Focus group outcomes about Structured Products & Gen Z

Research done in October 2024

ssea x ONEOVISO

Swiss Structured Products Assaciation
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Focus group

O
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The aim of this focus group was to capture the perspectives and experiences of investors aged 30 to 40
regarding financial investments. partly, minimal basic knowledge of Structured Products

The two-hour discussion focused on private investments, Structured Products, general financial advice, and the
perception of “finfluencers.” This provided insights into the target group’s views, identified opportunities, and
highlighted potential barriers to engaging younger investors in Structured Products.
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Key questions we asked the participants

09.09.2025

What is the primary motivation for investing in financial assets, and which aspects are crucial for

private individuals?

®* How can we attract more investors aged 30-45 to investing in Structured Products?

®* What image of Structured Products is firmly established among investors?

®* What deters investors from investing in Structured Products?

*  Whom and through which channels do investors seek information before and during investing?

®* How can information be successfully disseminated and thus promote investments in Structured Products?




General experiences and main goal of stock market investments

General Experiences of Participants

* In general, all participants are
privately invested in funds (ETFs and
managed funds).

* This applies to private savings and
pension products (Pillar 3a).

* Some participants also have "gambling
money" that they use for trading
(shares or crypto).

*  When trading, participants primarily
invest in stocks — one person also
invests in cryptocurrencies.

09.09.2025

Access and Platforms

* Investment funds, in particular, are
managed through the participants'
primary bank.

* Some also use trading platforms for
investing in funds (primarily ETFs).

*  Fortrading in individual stocks, only
trading platforms/apps are used.

*  The platforms/apps mentioned are
Swissquote and Yuh.

* The clear reason for investing via
trading platforms is the excessively
high fees charged by the banks.




All participants are privately invested in funds, some also invest in individual
securities, especially stocks, which they consider “play money”.

Structured Products are only superficially familiar to the participants, if at all. They
have very few points of contact, and if they do, they are through their university /
studies or their employer. No one was approached about it through a bank advisor.

Structured Products are too complex and take too much time to understand and
choose.

Gen Z is usually not where Structured Products are offered (e.g. Revolut, Yuh).
Swissquote was also mentioned, but the search is too complex.

Traditional banking advice is rarely used. Participants gather information through
various channels before making an investment.

Finfluencers are generally perceived positively.

However, the perception of expertise and transparency is crucial for successful
finfluencers.
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Awareness Campaign (I/11)

Better to
counteract it!
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Leaving savings on your account is not a
good idea with the current inflation rate. But
where should you invest if markets
stagnate? There’s a good answer to that: a
Barrier Reverse Convertible, in short “BRC”.
With BRCs, you generate attractive returns
significantly higher than the usual market
interest rate, even in retracting markets.
BRCs can also be adapted to your individual
risk profile.

Barrier Reverse Convertibles (BRC) reference
one or more underlyings and pay out a
guaranteed coupon during their term. At
maturity, your invested capital is completely
redeemed if none of the underlyings closes at or
below the respective barrier at the expiry date
(EU barrier) or has never traded at or below the
respective barrier during their entire term (US
barrier). If the barrier was touched and one of
the underlyings closes below its price at which
the product has been issued, the capital is
converted into a previously defined number of
shares of the underlying with the worst
performance.

BRC characteristics

L%

The coupon is paid out
regardless of the
development of the
underlying.

Multiple underlyings
allow for higher coupons

or lower barriers. The risk
of loss is higher than with

a single underlying and
with a direct investment.

If the barrier is not
touched, the entire
amount plus the coupon
is paid back.

%

The maximum yield is
restricted to the coupon
and no dividends are

paid.

Lower risk of loss in
comparison to a direct

investment in the
underlying.




Awareness Campaign (lI/11)
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Discover a
proven and innovative
investment.




Traders Cup (I/11)
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Mastering
the Markets

Lernen durch Handeln:
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Traders Cup (lI/11)
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Schweiz International Wirtschaft Sport Leben Spass Digital Wissen Blogs Quiz Videos Promotionen

Mit diesen europdischen
Tech-Produkten
schldgst du Trump und...
\ el schurter

Offene Tiren fir die
Schweiz: Lasst sich
Trump von Helene Budli-
ger Artieda umstimmen?
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Erfolgt heute der grosse
Friedensdurchbruch?
Was vom Telefonat von
Trump und Putin zu er-...

Ist Chris Murphy der neue Bernie

|Sanders?

von pHilipp l6pfe

Putin ldsst Trump offen-
bar auf Anruf warten

+++ Weiterer Stellenab-
bau bei der Uno in Genf

Kostenlos anmelden




Finfluencer (I/11)

TEIL 6 - STRUKTURIERTE
PRODUKTE

WASDUWIRKLICH =
WISSEN MUSST

SPEZIAL-SERIE




Finfluencer (11/11)
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Live survey
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Panel discussion

Retail Unlocked:
Strategies for Broader
Adoption of Structured

Products

Yannick Blattler
Founder & CEO NEOVISO AG

Manuel Dirr
Head of Sales Switzerland,
Leonteq Securities AG

Enzo Piccolo
Head of Sales Swiss DOTS &
Platform, Swissquote

Vivien Sparenberg
Head Flow Products Distribution
Switzerland, Bank Vontobel AG
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