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The alternative funds market is gaining ground in Asia among a select retail banking segment, with bank-led
distributors playing a pivotal role in shaping the future of this segment. A recent Coalition Greenwich study
sheds light on key trends within the sector, revealing evolving preferences among distributors, increasing
manager rosters and a greater emphasis on education and expertise.

1. Growing Demand for Alternatives, Led by Private Banks

The adoption of alternative funds is surging across Asia, driven primarily by private banks. A significant 54%
of bank-led distributors already offer alternatives on their platforms, with this number rising to 73% for private
banks, compared to 46% for retail banks. Singapore leads the region with an impressive 82% adoption rate.

Private banks are notably more aggressive in this space, allocating 13.6% of assets under distribution (AUD)
to alternatives, versus 4.7% among retail banks. The higher adoption rate among private banks reflects a
deeper engagement with high-net-worth individuals (HNWIs) and ultra-high-net-worth individuals (UHNWIs),
who are increasingly sophisticated and eager for more diversified investment options like hedge funds, real
estate debt and private equity. This deeper engagement from private banks expands to family offices as
well—a rapidly growing segment in the region and natural extension of the UHNW space.
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Type of Clients that Invest in Alternatives

Asia Private Bank Retail Bank
(51) (22) (29)
HNWIs 84% 95% 76%
UHNWIs 67% 82% 55%
Family offices 77% 21%
Mass affluents 9% 28%
Retail investors 5% 17%
Other 5% 0%

Mote: Numbers in parentheses represent number of respondents.
Source: Coalition Greenwich Voice of Client — 2024 Asian Intermediary Distribution Study

This rising demand underscores the need for managers to refine their offerings and cater to the growing
appetite for alternatives, particularly in wealth hubs like Singapore and Hong Kong.

2. Rising Manager Rosters and Focus on Private Debt

One of the most striking findings is that 52% of bank-led distributors expect to expand their manager rosters
in the next three years. Private debt is predicted to be a standout asset class, with 64% of intermediaries
planning to add managers in this space. Hedge funds and private equity are also high on the list, but the
focus on private debt highlights a shift toward income-generating, low-volatility alternatives, especially as
market conditions remain uncertain and volatile.

As funds become more concentrated with top-ranked managers, the expected roster expansion reflects a
desire for greater diversification and access to specialized expertise. In markets like Malaysia (83%) and
Singapore (70%), expectations for roster growth are particularly high, signalling increasing competition for
fund managers to secure their position within these regions.

3. Track Record, Training and Education are Crucial to Manager Selection

When it comes to choosing alternatives managers, distributors prioritize track record and global expertise.
Seventy-two percent of respondents cited a robust track record as the most important factor, followed by
global expertise in specific asset classes (55%). However, distributors place a growing emphasis on manager-
led training programs for in-house teams, particularly among private banks. Nearly all private banks (93%)
and retail banks (97%) indicated that training provision is a critical factor.



Important Factors While Working with Asset Managers

in Alternatives Extremely/Somewhat important
Asia Private Bank Retail Bank
R . (45) 5% (15) (30)
roviding product training '
to your in-house team b2 H7%
Quality of reporting 32% 9% 93% 90%
Transparency of asset
X aluation 20% 9% 100% 80%
Collaboration in market of
fund/joint marketing 24% 13% 73% 83%
ULl 22% 16% 36% 11%16% 27% 43%

requirements
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MNote: Numbers in parentheses represent number of respondents. Segments with values <3% are not labeled.
Source: Coalition Greenwich Voice of Client — 2024 Asian Intermediary Distribution Study

Education remains a major barrier to greater adoption of alternatives. Distributors point to a lack of
understanding among both sales teams and clients hindering the promotion of alternatives, especially for
complex products. As a result, the need for comprehensive education programs, both internally and for the
underlying investors, is essential to drive broader acceptance and investment in alternatives.

In conclusion, as the alternatives market expands in Asia, the key to success lies in providing a strong track
record, specialized expertise and continuous education. Fund managers that prioritize these attributes will be
well-positioned to capture the growing demand among private and retail bank clients across the region.
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Coalition Greenwich, a division of CRISIL, an S&P Global Company, is a leading global provider of strategic
benchmarking, analytics and insights to the financial services industry.

We specialize in providing unique, high-value and actionable information to help our clients improve their
business performance.

Our suite of analytics and insights encompass all key performance metrics and drivers: market share, revenue
performance, client relationship share and quality, operational excellence, return on equity, behavioral
drivers, and industry evolution.
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About CRISIL

CRISIL is a leading, agile and innovative global analytics company driven by its mission of making markets
function better. It is majority owned by S&P Global Inc., a leading provider of transparent and independent
ratings, benchmarks, analytics, and data to the capital and commodity markets worldwide.

CRISIL is India’s foremost provider of ratings, data, research, analytics, and solutions with a strong record of
growth, culture of innovation, and global footprint.

It has delivered independent opinions, actionable insights and efficient solutions to over 100,000 customers
through businesses that operate from India, the U.S., the U.K., Argentina, Poland, China, Hong Kong, and
Singapore.

For more information, visit www.crisil.com
Disclaimer and Copyright

This Document is prepared by Crisil Coalition Greenwich, which is a part of Crisil Ltd, a company of S&P
Global. All rights reserved. This Document may contain analysis of commercial data relating to revenues,
productivity and headcount of financial services organisations (together with any other commercial
information set out in the Document). The Document may also include statements, estimates and projections
with respect to the anticipated future performance of certain companies and as to the market for those
companies’ products and services.

The Document does not constitute (or purport to constitute) an accurate or complete representation of past or
future activities of the businesses or companies considered in it but rather is designed to only highlight the
trends. This Document is not (and does not purport to be) a comprehensive Document on the financial state
of any business or company. The Document represents the views of Crisil Coalition Greenwich as on the date
of the Document and Crisil Coalition Greenwich has no obligation to update or change it in the light of new or
additional information or changed circumstances after submission of the Document.

This Document is not (and does not purport to be) a credit assessment or investment advice and should not
form basis of any lending, investment or credit decision. This Document does not constitute nor form part of
an offer or invitation to subscribe for, underwrite or purchase securities in any company. Nor should this
Document, or any part of it, form the basis to be relied upon in any way in connection with any contract
relating to any securities. The Document is not an investment analysis or research and is not subject to
regulatory or legal obligations on the production of, or content of, investment analysis or research.

The data contained in the Document is based upon a particular bank’s scope, which reflects a bank’s data
submission, business structure, and sales revenue Reporting methodology. As a result, any data contained in
the Document may not be directly comparable to data presented to another bank. For franchise
benchmarking, Crisil Coalition Greenwich has implemented equal ranking logic on aggregate results i.e., when
sales revenues are within 5% of at least one competitor ahead, a tie is shown and designated by = (where
actual ranks are shown). Entity level data has no equal ranking logic implemented and therefore, on occasion,
the differences between rank bands can be very close mathematically.

The data in this Document may reflect the views reported to Crisil Coalition Greenwich by the research
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participants. Interviewees may be asked about their use of and demand for financial products and services
and about investment practices in relevant financial markets. Crisil Coalition Greenwich compiles the data
received, conducts statistical analysis and reviews for presentation purposes to produce the final results.

THE DOCUMENT IS COMPILED FROM SOURCES CRISIL COALITION GREENWICH BELIEVES TO BE RELIABLE.
CRISIL COALITION GREENWICH DISCLAIMS ALL REPRESENTATIONS OR WARRANTIES, EXPRESSED OR IMPLIED,
WITH RESPECT TO THIS DOCUMENT, INCLUDING AS TO THE VALIDITY, ACCURACY, REASONABLENESS OR
COMPLETENESS OF THE INFORMATION, STATEMENTS, ASSESSMENTS, ESTIMATES AND PROJECTIONS, ANY
WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE ARISING OUT OF THE USE OF
ALL OR ANY OF THIS DOCUMENT. CRISIL COALITION GREENWICH ACCEPTS NO LIABILITY WHATSOEVER FOR
ANY DIRECT, INDIRECT OR CONSEQUENTIAL LOSS OR DAMAGE OF ANY KIND ARISING OUT OF THE USE OF ALL
OR ANY OF THIS DOCUMENT.

Crisil Coalition Greenwich is a part of Crisil Ltd., an S&P Global company. ©2026 Crisil Ltd. All rights reserved.



