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Key takeaways

— Family offices are moving toward more balanced portfolios built for flexibility and
resilience.

— Private markets still matter, but their illiquidity and complexity make portfolios
harderto manage at scale.

— Public markets are being used more deliberately (often via ETFs) to add liquidity,
transparency, and easier rebalancing.

Portfolio construction has always been central to how family offices think about investing,
but the way those portfolios are being built is quietly evolving.

For much of the past decade, the conversation has been dominated by private markets.
Private equity, venture capital, private credit, and direct investments have become core
building blocks for many families, particularly those with operating backgrounds and long
investment horizons. In many cases, this emphasis has been well founded. Private markets
have delivered attractive long term returns and offered access to opportunities not always
available in public markets.

Atthe same time, experience has a way of refining theory. As family offices have grown in
size, complexity, and sophistication, there has been a gradual reassessment underway

- not of whether private markets belong in the portfolio, but of how the overall portfolio
should be structured to support flexibility, resilience, and long term decision making.

This second piece in our blog series reflects on that shift and why many family offices are
rediscovering the value of a more balanced approach to portfolio construction.

Private markets: essential, but not sufficient on theirown

Private markets remain an important component of many family office portfolios. They
align naturally with patient capital, long time horizons, and a willingness to look beyond
short term mark to market volatility. For families with the right governance and resources,
private investments can play a meaningful role in compounding wealth across generations.

However, private markets also introduce structural characteristics that become
increasingly relevant as allocations grow. llliquidity is the most obvious, but itis rarely the
only challenge. Capital calls and distributions are uneven by design. Portfolio transparency
is limited. Manager selection, monitoring, and reporting demand significant time and
expertise. Fee structures can be complex, and portfolio level risk aggregation is often
imperfect.

None of these issues are new. What has changed is scale. As private allocations have
expanded, some family offices have found that the cumulative impact of these constraints
are beginning to shape portfolio behavior in unintended ways. Rebalancing becomes
harder. Liquidity management becomes more reactive. The ability to act decisively during
periods of market stress - historically one of the advantages of family capital - can be
reduced.

Seeninthis light, the question is not whether private markets work, but whether they
canreasonably be expected to do everything. For most family offices, the answer is
increasingly no.
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Public marketsreconsidered
Against this backdrop, public markets have been quietly re evaluated.

For a period, public assets were often treated as a transitional allocation - something to
hold while waiting for capital to be deployed elsewhere, or a simple beta exposure sitting
alongside more “interesting” private investments. That framing is changing.

Today, many family offices are approaching public markets with greater intentionality.
Rather than viewing them as residual or tactical, some family offices are designing
public markets as a strategic sleeve with a clearly defined role in the overall portfolio.
That role typically includes liquidity provision, risk management, and the ability to adjust
exposures as market conditions evolve.

Public markets offer characteristics that are difficult to replicate elsewhere Liquidity is
continuous rather than episodic. Pricing is transparent. Portfolios can be rebalanced
incrementally rather than structurally. Exposure can be increased, reduced, or reshaped
without long lead times or complex operational steps.

These features are not exciting in isolation, but they are powerful when combined
thoughtfully. They allow family offices to remain flexible, to manage risk dynamically, and
to avoid being forced sellers or buyers at inopportune moments.

Figure1
Asia-Pacific family offices’ strategic asset allocation in 2024

Asset class
‘ ‘ Equities 29%
Fixed income 23%
. Cash (or cash equivalent) 12%
Private equity 13%
Real estate 7%
Hedge funds 8%
Private debt 5%
Gold/precious metals 2%
W Infrastructure 1%

Source: UBS Global Family Office Report, 2025. Note: Captures the views of 317 UBS
family office clients. The average net worth of participating families was USD 2.7 billion,
with their family offices managing USD 1.1 billion each. The online survey was conducted
from 22 January to 4 April 2025. For informational purposes only. Data should not be
interpreted as benchmarks or guidance.

Implementation matters
How public markets are implemented matters as much as the decision to allocate to them
inthefirst place.

One of the more notable developments in recent years has been the growing use of
ETFsas primary implementation tools within family office portfolios. This is sometimes
misunderstood as a shift toward simplicity for its own sake. In practice, it reflects a desire
for control, efficiency, and clarity.

The ETF universe has evolved significantly. It now spans passive, factor based, systematic,
and increasingly active strategies across equities, fixed income, credit, and alternatives.
For family offices, this means public market exposures can be built with a high degree of
precision, while retaining daily liquidity and operational simplicity.

Importantly, ETFs allow asset allocation decisions to be separated cleanly from vehicle
complexity. Strategic and tactical views can be expressed efficiently. Rebalancing can be
done without disrupting the broader portfolio. Governance becomes clearer, particularly
for families managing multiple entities or mandates.

Inthis sense, ETFs are typically thought of not as a category, but as an enabling structure -a
way to access markets in amanner that aligns with institutional standards while preserving
flexibility.
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Figure 2
How are family offices managing their equity portfolios? Share of active vs. passive equity investments

Global us Asia Pacific

00O

B Actively managed (i.e., selected equities, M Passively managed (i.e., purely index
tilted to sectors, geographies, etc.) based)

Source: UBS Global Family Office Report, 2025. Note: Captures the views of 317 UBS family office clients. The average net worth of participating
families was USD 2.7 billion, with their family offices managing USD 1.1 billion each. The online survey was conducted from 22 January to 4 April 2025.

Designing portfolios for resilience
When family offices step back and look at their portfolios holistically, a few consistent
themes tend to emerge.

First, public markets are increasingly expected to play an active role in portfolio
resilience. Equity exposure is balanced with fixed income that serves a genuine purpose,
whether that isincome generation, diversification, or downside risk mitigation. Liquid
alternatives are used selectively to complement traditional assets rather than to replace
them.

Second, fee discipline is becoming more important. Families remain willing to pay for
skill where it exists, but there is growing recognition that market exposure can often be
accessed efficiently. This has reinforced the role of scalable, transparentimplementation
within the public markets sleeve.

Third, flexibility is valued explicitly. Public markets provide the ability to respond to
changesin macro conditions, policy regimes, and valuation environments without
having to restructure the entire portfolio. That optionality is difficult to quantify, but it
becomes especially valuable during periods of uncertainty.

Taken together, these considerations point toward a public markets allocation that is
purposeful rather than passive - designed to complement private investments, not
simply coexist alongside them.

Family offices as agile institutional investors

Family offices occupy a unique position in the investment ecosystem. They share many
characteristics with institutional investors - long horizons, multi asset portfolios, and a
focus on governance - but operate with far greater agility.

That agility is a competitive advantage, but only if the portfolio structure supportsit.
Excessive illiquidity can limit flexibility. Over complexity can slow decision making. A well
constructed public markets sleeve, by contrast, may enhance the ability to act decisively
when opportunities arise.

In this way, portfolio construction becomes less about maximising exposure to any single
asset class and more about creating a framework that supports good decisions over time.
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Looking ahead

This piece has focused on the broader case for balance - why many family offices are
reassessing the relationship between public and private markets, and why public assets
are regaining prominence within institutional quality portfolios.

Inthe last part of this series, | will look more closely at how public markets are being used
in practice by family offices, and why vehicles such as ETFs have become central to that
implementation.

Ultimately, the resilient family office portfolios are not defined by strong views alone,
but by structures that allow those views to be expressed thoughtfully, adjusted when
needed, and sustained across cycles. Balance, rather than conviction in any single
approach, is what makes that possible.
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Investmentrisks
The value of investments and any income will fluctuate (this may partly be the result of exchange-rate
fluctuations) and investors may not get back the fullamountinvested.

Important information

This documentis for Professional Clients only in Dubai, Jersey, Guernsey, the Isle of Man, Continental
Europe (as defined below) and the UK; for Institutional Investors only inthe United States; for
Professional/Qualified/Sophisticated Investors in Bahrain, Kuwait, Oman, Qatar, Saudi Arabiaand the
United Arab Emirates; for AFPs and Qualified Investorsin Chile; for Qualified Clients/Sophisticated
Investorsin Israel; for Sophisticated or Professional Investorsin Australia; in New Zealand for
wholesaleinvestors (as defined in the Financial Markets Conduct Act); for Professional Investors
inHong Kong; for Qualified Institutional Investors in Japan; in Taiwan for Qualified Institutions/
Sophisticated Investors; in Singapore for Institutional/Accredited Investors; for Qualified Institutional
Investors and/or certain specificinstitutional investors in Thailand; for certain specific sovereign
wealthfunds and/or Qualified Domestic Institutional Investors approved by local regulators only in

the People’s Republic of China; for certain specific institutional investors in Malaysia uponrequest;

for certainspecificinstitutional investors in Brunei; for Qualified Professional Investors in Korea; for
certain specific institutional investorsin Indonesia; for qualified buyers in Philippines forinformational
purposes only; inCanada, thisdocumentisrestricted toi) accredited investors and i) permitted clients
asdefined under National Instrument 45-106 and 31-103 respectively. Itis notintended for and should
notbedistributedto or relied upon by the public or retailinvestors. Please do not redistribute this
document.

Forward-looking statements are not a guarantee of future results. They involve risks, uncertainties, and
assumptions. There can be no assurance that actual results will not differ materially from expectations.

This is marketing material and not financial advice. Itis not intended as arecommendation to buy or sell
any particular asset class, security, or strategy. Regulatory requirements that require impartiality of
investment/investment strategy recommendations are therefore not applicable nor are any prohibitions
totrade before publication.

By accepting this document, you consent to communicate with usin English, unless youinform us
otherwise. Dataas at April 2026, unless otherwise stated.

For the distribution of this document, Continental Europe is defined as Austria, Belgium, Denmark, Finland,
France, Germany, Greece, Italy, Ireland, Luxembourg, Netherlands, Norway, Portugal, Spain, Sweden, and
Switzerland.

Allarticlesin this publication are written, unless otherwise stated, by Invesco professionals. Views and
opinions are based on current market conditions and are subject to change. This publication does not form
part of any prospectus. This publication contains general information only and does not take into account
individual objectives, taxation position or financial needs. Nor does this constitute arecommendation of
the suitability of any investment strategy for a particularinvestor.
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This publicationis notaninvitation to subscribe for sharesinafund norisit to be construed as an offer
tobuy orsellany financial instruments. As with allinvestments, there are associated inherent risks. This
publicationis by way of information only. This document has been prepared only for those persons to
whom Invesco has providedit. It should not be relied upon by anyone else and you may only reproduce,
circulate and use this document (or any part of it) with the consent of Invesco. Asset management services
are provided by Invescoinaccordance with appropriate local legislation and regulations.

This publicationisissued:

- inHongKong by Invesco Hong Kong Limited = B1% & & HBR/AE), 45/F, Jardine House,
1Connaught Place, Central, Hong Kong.

- inSingapore by Invesco Asset Management Singapore Ltd, 9 Raffles Place, #18-01Republic Plaza,
Singapore 048619.

- inTaiwan by Invesco Taiwan Limited, 22F, No.1, Songzhi Road, Taipei 11047, Taiwan (0800-045-066).
Invesco Taiwan Limited is operated and managed independently.

- inJapanby Invesco Asset Management (Japan) Limited, Roppongi Hills Mori Tower 14F, 6-10-1
Roppongi, Minato-ku, Tokyo 106-6114; Registration Number: The Director- General of Kanto Local
Finance Bureau (Kin-sho) 306; Member of the Investment Trusts Association, Japan and the Japan
Investment Advisers Association.

- inAustraliaby Invesco Australia Limited (ABN 48 001693 232), Level 26, 333 Collins Street, Melbourne,
Victoria, 3000, Australia which holds an Australian Financial Services Licence number 239916.

Thisdocument has been prepared only for those persons to whom Invesco has providedit. It should not
be relied upon by anyone else. Information contained in this document may not have been prepared or
tailored for an Australian audience and does not constitute an offer of a financial product in Australia. You
may only reproduce, circulate, and use this document (or any part of it) with the consent of Invesco.

Theinformationinthis document has been prepared without taking into accountany investor’s
investment objectives, financial situation or particular needs. Before acting on the information the
investor should consider its appropriateness having regard to their investment objectives, financial
situation, and needs.

You should note that this information:

- may contain references to dollar amounts which are not Australian dollars;

- may contain financial information whichis not prepared inaccordance with Australian law or practices;
- may not address risks associated withinvestment in foreign currency denominated investments; and

- doesnotaddress Australiantaxissues.

inNew Zealand by Invesco Australia Limited (ABN 48 001693 232), Level 26, 333 Collins Street,
Melbourne, Victoria, 3000, Australia which holds an Australian Financial Services Licence number
239916.

Thisdocument isissued only to wholesale investors (as defined in the Financial Markets Conduct Act) in
New Zealand to whom disclosure is not required under Part 3 of the Financial Markets Conduct Act. This
document has been prepared only for those persons to whomit has been provided by Invesco.

Itshould not be relied upon by anyone else and must not be distributed to members of the public

inNew Zealand. Information contained in this document may not have been prepared or tailored for
aNew Zealand audience. You may only reproduce, circulate and use this document (or any part of it)
withthe consent of Invesco. This document does not constitute and should not be construed as an offer
of, invitation or proposal to make an offer for, recommendation to apply for, an opinion or guidance on
Interests to members of the publicin New Zealand. Applications or any requests for information from
persons who are members of the publicin New Zealand will not be accepted.



4> Invesco Portfolio construction for family offices:
A more balanced approach

April 2026

- inthe United States by Invesco Advisers, Inc., 1331Spring Street NW, Suite 2500, Atlanta, Georgia
30309, USA.

- inCanadaby Invesco CanadaLtd., 16 York Street, Suite 1200, Toronto, Ontario M5J OE6.

- inAustriaand Germany by Invesco Management S.A., President Building, 37A Avenue JF Kennedy,
-1855 Luxembourg, regulated by the Commission de Surveillance du Secteur Financier, Luxembourg.

- inBelgium, Denmark, Finland, France, Greece, Italy, Ireland, Luxembourg, Netherlands, Norway,
Portugal, Spainand Sweden by Invesco Management S.A., President Building, 37A Avenue JF Kennedy,
L-1855 Luxembourg, regulated by the Commission de Surveillance du Secteur Financier, Luxembourg.

- inDubai, Bahrain, Kuwait, Oman, Qatar, Saudi Arabia and the United Arab Emirates by Invesco Asset
Management Limited, Index Tower Level 6 - Unit 616, P.O. Box 506599, Al Mustagbal Street, DIFC, Dubai,
United Arab Emirates. Regulated by the Dubai Financial Services Authority.

- inthelsleof Man, Jersey, Guernsey and the UK by Invesco Asset Management Limited, Perpetual
Park, Perpetual Park Drive, Henley-on-Thames, Oxfordshire, RG9 1HH, United Kingdom. Authorised and
regulated by the Financial Conduct Authority.

- inSwitzerland by Invesco Asset Management (Schweiz) AG, Talacker 34,8001 Zurich, Switzerland.

- inlsrael by Invesco Asset Management Limited, Perpetual Park, Perpetual Park Drive, Henley-on-
Thames, Oxfordshire RG9 1HH, UK. Authorised and regulated by the Financial Conduct Authority.
This document may not be reproduced or used for any other purpose, nor be furnished to any other
person other than those to whom copies have been sent. Nothing in this document should be
considered investment advice or investment marketing as defined in the Regulation of Investment
Advice, Investment Marketing and Portfolio Management Law, 1995 (“the Investment Advice Law”).
Investors are encouraged to seek competentinvestmentadvice fromalocally licensed investment
advisor prior to making any investment. Neither Invesco Ltd. nor its subsidiaries are licensed under the
Investment Advice Law, nor doesit carry the insurance as required of a licensee thereunder.
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