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MythBusters:
Alternative

Investments

If you are considering the inclusion of alternative investments in your clients’ portfolios for the first time, the
complexity may seem overwhelming. Take time to educate and communicate that private market investing can
play an important role in their overall financial picture. Sorting through the options to determine how much to
allocate and which strategies to choose depends greatly on your own analysis and knowledge of your clients’

investment objectives and risk appetite.

PPB Capital Partners works directly with you, the private wealth advisor, to sift through all the details. At the
end of the day, you know what is appropriate for your clients. You have final say on investment decisions, asset
classes, preferred fund managers and asset allocations. And if your clients are cautious about investing in
private markets, here’s how you can help dispel the myths and help them understand the facts.

Myth
“My clients'don’t need that much risk in
their portfolios.”

Fact: On their own, alternative investments
inherently have a higher risk profile than stocks and
bonds. But since their performance doesn't always
mirror that of public markets, they can be
considered potential diversifiers to reduce overall
risk as part of a complete portfolio, especially if
public markets are volatile. PPB’s investment team
can help you find the balance that accommodates
your clients’ risk appetite.

Myth
“Alternative investments are complex and
inappropriate for my clients.”

Fact: Investing in alternatives presents
opportunities that reach far beyond those that make
headlines, like hedge funds and private equity
funds. The truth is that you can present your clients
the chance to invest in anything ... from private real
estate and venture capital to farmland and privately
funded toll roads. We can help you communicate
with your clients that each investment has different
risks, costs and potential returns to set proper
expectations.

Myth
“‘ARternative investments lack

transparency”

Fact: Research and communication on your part
can go a long way to help clients fully understand
the ins and outs of the alternative investments in
their portfolio. Our team averages more than 15
years of industry experience, and we can help you
determine the pertinent information you should
discuss with your clients. It is important to explain
each asset class and strategy on its own versus
lumping ALL alternative investments together as
one.

Myth
"My clients don’t really need alternative
invéstments in their portfolio. ”

Fact: A well-balanced portfolio can give your
clients a better chance to meet their financial
objectives. Looking beyond traditional stocks and
bonds to diversify, mitigate risk and potentially
enhance portfolio performance may help achieve
that balance. When public markets are uncertain, it
is important to consider alternative asset classes that
have less correlation to the overall markets. PPB has
helped private wealth advisors find the risk-reward
balance through difficult investment environments.
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The Bridge to Alternative Investments

Myth
“Clients can’t access their money if it's
invested in alternatives.”

Fact: To a certain point, for some assets, this is true.

However, committing to alternatives for a defined
period can offer enhanced return potential. Our
team can help you identify the talking points to
prepare you for conversations with the most
skeptical clients. Knowing that liquidity is a concern
for clients, an important part of your discussion with
them is to present the pros and cons of liquid and
illiquid versions of alternative investments.

Educate Your Clients

MythBusters:
Alternative

Investments

Myth
The barrier to entry is too high.”

Fact: A% alternative investments have gained
popularity, accessibility for clients with less
investable assets than an institution or an
endowment has also increased. This is the
foundation on which PPB Capital Partners was
founded. We have been providing our clients fund
structures and that offer access to alternatives for
more than 14 years. Our solutions are specifically
tailored to give your high-net-worth clients access to
private markets without the restrictions of high
minimums.

When presenting alternative investment options to your clients, underscore their role as portfolio diversifiers.
At the same time, take measures to educate and dispel the myths, misconceptions, stigmas, and other
falsehoods that follow alternatives. This can remove many of the assumptions your clients may have about the
significance of alternative investments and their applicability to portfolios.

Jeremy Diem joined PPB Capital Partners in 2021 and has more than 18 years of experience building business relationships
with wealth advisors across both institutional and private channels. In his role at PPB, Jeremy focuses on supporting the
complex needs of the private wealth community in the eastern and southern United States. He can be reached at

jrd@ppbadvisors.com.

Important Disclosures

The views and opinions expressed in this document should not be construed as recommendations, an offer to sell, or a solicitation of an
offer to acquire any security, investment product, or service. Any offering of securities will only be made pursuantto a private placement
memorandum or similar document prepared by the Fund and subscription documents, all of which must be read in their entirety. This

document to be used by investment professionals only.

PPB Capital Partners, LLC has prepared this material utilizing information from the underlying investments, general market knowledge, and
additional third parties, including projected performance, and took reasonable care to ensure the accuracy of the information. Neither PPB
Capital Partners, LLC, its affiliates, or the Fund warrants its completeness, accuracy or adequacy, and it should not be relied upon as such.
This information provided in this document is only a summary as of the date referenced and may or may not be updated to reflect
subsequent events. The statements included in this material may constitute “forward-looking statements” and are subject to a number of
significant risks and uncertainties. Some of these forward-looking statements can be identified by the use of forward-looking terminology

nou non "on

, "expects”, “may”,

nou

such as "believes

will”, “should”, “seeks”, "approximately”, “intends”, “plans
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, "estimates”, or “anticipates”, or the

negative thereof or other variations thereof or other variations thereon or comparable terminology. Due to these various risks and
uncertainties, actual events or results of the actual performance of an investment may differ materially from those reflected or
contemplated in such forward-looking statements and no assurances can be given with respect thereto.

Some information in this document is obtained from various sources that PPB Capital Partners, LLC believes to be reliable, but it makes no
representation or warranty with respect to the accuracy or completeness of such information. PPB Capital Partners, LLC's respective
officers, owners, or employees do not accept any liability whatsoever for any direct or consequential loss arising from any use of this
presented content. This presented information is produced solely for the recipient and may not be transmitted, reproduced or made
available to any other person. PPB Advisors, LLC, an affiliate of PPB Capital Partners, LLC is registered with the United States Securities and
Exchange Commission (“SEC") pursuantto Section 203(c)(2)(A) of the Investment Advisors Act of 1940.

Certain securities offered through Registered Representatives with Vigilant Distributors LLC (Member FINRA/ SIPC), which is not affiliated

with PPB Capital Partners or its affiliates.
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