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Scope of Report

This report covers the engagement activities of
the International Equity Team, acting on behalf
of its clients in the strategies set out below.

The engagement case studies and/or proxy voting
activities included in this document are examples
of the type of engagements and proxy voting the
team carries out with companies on matters it
believes are potentially financially material risks
or opportunities.

This report relates to activities carried out in the
period 1January 2024 to 31 December 2024,
unless otherwise stated. As at the date of
publication, the International Equity Team
manages the following strategies: Global
Franchise, Global Franchise Equity Income, Global
Franchise ex Tobacco, Global Quality, Global
Quality ex Tobacco, Global Sustain, International
Equity, International Equity Plus, American
Resilience, and International Resilience. These
strategies are made available through different
vehicles globally as well as segregated mandates.
The activities in this document may not be
applicable to all strategies or vehicles.



Sixty second
snapshot

Capitalising on opportunities

With evolving stakeholder and regulatory requirements around

ESG reporting, demand for technological solutions has grown.

This presents opportunities for companies who can help corporate
clients measure, manage and report their environmental footprint,
particularly when it comes to issues such as carbon, deforestation
and water. We engaged with two technology companies held across
our portfolios for which we have identified sustainability solutions as
a potentially financially material long-term growth driver.

An eye on supply

Companies may face nature-related risks that can pose a material
threat to their bottom line. For instance, companies might depend
on natural resources and the ecosystem services provided by nature,
such as water, clean air and pollination which are likely to see an
increase in price over time due to regulation and resource scarcity.
Having identified nature-related risks as potentially financially
material for a consumer goods company held across portfolios,

we engaged to understand how it is managing these risks.

Getting (carbon) physical

Physical risks linked to climate change may pose financially material
risks for companies either directly or indirectly, depending on their
operational setup. Companies may face direct damage to owned
physical assets, or have to grapple with indirect supply chain and
logistical disruption. We sought to analyse which companies may
be exposed to physical climate risk, and identify the potentially
material opportunities that may exist for other companies offering
commercial solutions.

Climate targets in 2024

We believe accurate measurement and transparent reporting of
carbon emissions is fundamental in enabling companies and investors
to understand the size and sources of companies’ emissions, and
therefore their potential financially material exposure to climate
transition risks, such as carbon taxes. We engaged with two of our
companies we had previously engaged with on the subject to see
how they were progressing.
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Capitalising on
opportunities

With evolving stakeholder and
regulatory requirements around
ESG reporting, demand for
technological solutions has grown.
This presents opportunities for
companies who can help corporate
clients measure, manage and report
their environmental footprint,
particularly when it comes to issues
such as carbon, deforestation

and water. We engaged with two
technology companies held across
our portfolios for which we have
identified sustainability solutions as a
potentially financially material long-
term growth driver.
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Case Study One

We met with a German multinational software company in the first quarter of 2024 as
part of the carbon strand of our thematic engagement programme. The goal was to better
understand the company's ESG solutions business, which the company is touting as a
potential growth driver and better evaluate the size of the revenue opportunity. During
the meeting, the company'’s Global Head of Circular Economy Solutions explained how the
company is developing its suite of circular economy solutions. The company works with

its corporate clients to design and produce smarter products that help meet regulatory
requirements and monitor progress toward sustainability objectives, as well as optimising
for other financial goals such as cost and diversification. It is embedding its solutions within
its enterprise resource planning (ERP) and supply chain products with a focus on carbon
emissions and plastic use. While these product development efforts stem from sustainability-
related regulations and its clients’ sustainability ambitions, we encouraged the company

to be clear on the size of the revenue opportunity and to disclose this to investors. We
believe it is important to enable investors to understand the company's priorities, including
any investments made into a new growth area, as well as mitigating against greenwashing
risks. Companies are increasingly under scrutiny to ensure they do not overstate their ESG
credentials, including by over-emphasising their ESG-related products and services.

We followed up with the CEO in the second quarter of 2024, who emphasised that while

the incremental revenue is a positive, the main benefit is that the embedded sustainability
solutions help to sell the core ERP and supply chain products. The company also disclosed
to us the estimated revenue contribution of this opportunity, which we welcomed.

Case Study Two

A multinational professional services firm we own had identified sustainability and carbon-
management solutions as a potential growth driver. We met with the company in the first
quarter 2024 to better understand their approach and the revenue opportunity. During the
engagement, the company's Global Sustainability Services Lead noted that regulation has
the potential to be a meaningful catalyst driving demand for sustainability solutions, with
this area of business growing twice as fast compared to non-sustainability-related work in
the same industry. The company estimates an addressable market of $100 billion for its
sustainability solutions by 2027.

During the engagement, we learned that the company is prioritising four areas of
opportunity believed to be significant to its business. These are consultancy and technology
solutions related to: companies’ carbon commitments, including net zero, regulation-driven
measurement/analytics, supply chains (e.g. Scope 3 carbon emissions management), and
green software (which means writing and deploying code that consumes less energy, runs on
more sustainable infrastructure, and considers the carbon intensity of the electricity used).
We asked if and how its sustainability services are contributing to its competitive edge.

As an example, the company shared a case study from its advisory services to a London-
based pharmaceutical client, whose business it won after giving advice on embedding a
sustainability model in a contract upgrade, and who the company is now working with to
identify ESG metrics for reporting purposes and establish new processes. They also noted
the distinct benefits from their partnership with a German multinational software company,
with whom they are co-developing products and solutions. Going forward, we encouraged
greater disclosure of sustainability revenues in order to monitor the company's ability to
realise this revenue opportunity.
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An eye on supply

Companies may face nature-related
risks that can pose a material threat
to their bottom line. For instance,
companies might depend on natural
resources and the ecosystem
services provided by nature, such as
water, clean air and pollination —
“free common goods’ which are
likely to see an increase in cost over
time due to regulation and resource
scarcity. Companies might also

have a negative impact on nature,
which can bring significant legal and
reputational risks, particularly given
regulatory developments.



The team identified nature-related issues as potentially
financially material for a consumer goods company we
hold across our portfolios, including the risk of water
scarcity and the responsible sourcing of commodities,
such as palm kernel oil, a crucial ingredient in surfactants
and which the company has disclosed 51-60% of its sales
are dependent on. This is potentially financially material
given regulations such as the EU deforestation regulation
(EUDR)' — the implementation of which has been delayed
to the end of 2025 for large companies — which require
companies to implement improved traceability and
compliance systems. Further information on assessing the
exposure of companies we own to EUDR can be found in
our earlier piece, “Seeing the Wood for the Trees: EUDR
101 (Autumn 2024).

In the fourth quarter of 2024, we met with the company
to better understand how it is managing potentially
financially material risks relating to its impact and
dependencies on nature.

To manage the risk of water scarcity, the company is
seeking to reduce its water use in its operations and has
set itself several goals by 2030, including to increase water
efficiency at its facilities by 35% per unit of production. In
2020, the company assessed more than 130 facilities and
identified 33 located in areas exposed to high water risk
and is focusing its efforts there. Such facilities are required
to understand their local watersheds and create action
plans in the event of water scarcity. The team encouraged
the company to quantify sales dependent on water which
the team believes will provide investors with greater
transparency on the magnitude of the risk. The company

is also seeking to reduce the water footprint associated
with consumer use of its products, for example through
product innovation. This aims to provide customers with
superior products in terms of quality and usability but with
a smaller resource footprint, enabling cost savings for the
end user in terms of less water and energy use. We believe
the company's focus on the consumer experience is an
important component of its success.

While we believe the company is taking appropriate steps
towards managing these risks, we made specific asks of
the company. This included quantifying sales dependent
on water, which we believe will provide investors with
greater transparency on the magnitude of the risk, and
reporting the percentage of palm oil sourced from key
geographies (e.g. Indonesia).

The EU Deforestation-free Regulation (EUDR) is a policy framework to
address and mitigate the environmental impacts of deforestation. For
details on the regulation referenced, refer to https://eur-lex.europa.eu/
legal-content/EN/TXT/?uri=CELEX%3A32023R1115&qid=1687867231461.
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Getting
(carbon) physical

Physical risks linked to climate change
may pose financially material risks for
companies either directly or indirectly,
depending on their operational

setup. Companies may face direct
damage to owned physical assets and
infrastructure. Equally, they may have
to grapple with indirect supply chain
and logistical disruption, for example,
due to higher and more volatile input
prices, shortfalls in inventory, or higher
insurance costs.
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We started our thematic engagement on carbon in 2021 and it continues to
this day. Over time, we have looked at three key areas:

1. Measurement, reporting, target setting and transition planning.
2. Opportunities linked to the low carbon transition.

3. Physical climate risks and opportunities.

Physical Climate Risk: An Overview

For some companies, physical risks are already beginning to materialise. As we
covered in “Testing the Water” (Engage Winter 2023), water scarcity is partly a
physical climate risk; as temperatures increase, the risk of water shortages and
droughts is also likely to increase, presenting a risk to companies dependent on
limited local water supplies for their operations, such as breweries.

To better understand the risk and resilience of companies in our portfolios, we
sought to analyse which companies may be exposed to physical climate risks,
assess the potential impacts of such risks and the actions they are taking to
manage and/or mitigate disruption. We also identified the financially material
opportunities which might exist for those companies offering commercial
solutions to identify, assess and manage physical climate risk.

Understanding Climate-Related Risks

Climate-related risks may be broken down into two broad categories®:

m Transition risk: the financial impact a company may face as economies
transition and adapt to a lower-carbon economy. These risks might be related
to policy changes, the regulatory environment, technology trends, market
demand and supply shifts, and a company’s reputation. Inevitably, accelerated
decarbonisation is likely to disrupt certain sectors — e.g., coal production and
power generation, carbon-heavy metal producers, and in the long term, oil
and industries dependent on it, such as aviation — and boost others e.g.,
renewable energy and electric vehicles.

m Physical risk: planetary changes resulting from climate change. Physical risk
can be broken down further into acute and chronic risks. Acute risks are
event-driven, e.g., extreme weather events such as hurricanes, floods, extreme
heat and resulting wildfires, while chronic risks refer to longer-term shifts in
climate patterns, e.g,, rising sea levels and increasing temperatures.

Climate-related risks and our portfolios

Previously, the focus of our climate assessments and engagement efforts was
largely on transition risk, given the likely nearer-term impact of policy and
regulation already in motion in certain jurisdictions. With extreme weather
events becoming more frequent and severe, companies are facing more
significant physical climate-related risks, especially those with complex, global
supply chains that operate in regions that are more vulnerable to unpredictable
weather patterns such as droughts, wildfires, heatwaves, floods and storms.
Given this, we turned our attention to assessing the potential financial materiality
of physical climate risks facing the companies we own.

15

TABLE1
Acute and chronic
physical risks

ACUTE

= |ncreased severity of
extreme weather events
such us cyclones and floods

CHRONIC

= Changes in precipitation
patterns and extreme
variability in
weather patterns

= Rising mean temperatures

= Rising sea levels

= Reduced revenue from
decreased production
capacity (e.g. transport
difficulties, supply chain
interruptions)

= Reduced revenue and higher
costs from negative impacts
on workforce (e.g. health,
safety, absenteeism)

= Write-offs and early
retirement of existing assets
(e.g. damage to property and
assets in 'high-risk' locations)

= |ncreased operating costs
(e.g. inadequate water
supply for hydroelectric
plants or to cool nuclear and
fossil fuel plants)

= Increased capital costs (e.g.
damage to facilities)

= Reduced revenues from
lower sales/output

= |ncreased insurance
premiums and potential for
reduced avai

Source: TCFD final status report

2As identified by the Task Force for
Climate Related Disclosures (TCFD).

3Source: Intergovernmental Panel on
Climate Change (IPCO). (2027). Climate
Change 2021: The Physical Science
Basis. Contribution of Working Group |
to the Sixth Assessment Report of the
Intergovernmental Panel on Climate
Change (Chapter 11: Weather and Climate
Extreme Events). Cambridge University
Press. Retrieved from https://www.ipcc.
ch/report/ar6/wgl/chapter/chapter-11/.
NASA. (2025, June 17). NASA data
reveals dramatic rise in intensity of
weather events. The Guardion. Re-
trieved from https//www.theguardian.
com/world/2025/jun/17/nasa-data-re-
veals-dramatic-rise-in-intensity-of-weath-
er-events.



AUTUMN 2025 | ENGAGE 16



We started by considering data on physical climate risks
from third-party data vendors, but quickly identified that the
top-down data available did not provide us with sufficient
insights given the lack of integration of companies supply
chains and particular business models that may give rise

to specific risks. We next used a proprietary framework

to review and assess companies physical climate risks,
taking into account companies' value chains including both
upstream and downstream risks.

Having conducted a qualitative review of companies in the
portfolio, we were able to identify which were more exposed
to physical climate risks as well as the category of disruption.
Where physical climate risks were identified as potentially
financially material, we sought to engage with these
companies to better understand the risk and how the relevant
company is seeking to manage and mitigate against it.

Case study one

In our engagement with an information technology company
we hold, amongst other climate-related topics, we probed
on physical climate risks that we had identified to be
potentially financially material. The company operates
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facilities in storm-prone Texas, has a water-heavy production
process (both direct risks), and a complex supply chain (an
indirect risk). During our conversation, we learned that the
company has dedicated personnel considering water-related
risks over the long term, and that it has taken a number of
steps to manage both weather- and water- related risks.

For instance, new facilities are being built to the highest
storm resistance standards, and water usage is also being
closely scrutinised at new facilities, which are built to be less
water intensive. In terms of the supply chain, the company is
ensuring that alternative suppliers, buffer stocks, and energy
sources are in place in an attempt to minimise risk of single
point failure. For example, facilities now have back-up energy
sources on a separate grid, rather than relying on generators.
Overall, while we think the approach to managing physical
risks is sensible, we asked that the company set long-term
water use reduction targets given the approach includes risk
mitigants rather than solutions.

Case study two
While physical climate risks might cause financially material
disruption to some companies’ direct operations and supply



chains, for others they may present a financially material
opportunity. For example, companies able to aid their
clients in understanding these potential risks, and which
can provide products and solutions to manage and mitigate
them. We engaged with a leading insurance broker and

risk consultant held in our global portfolios on potentially
financial material opportunities linked to physical climate
risk. During our engagement, we learned that the company
is well positioned to benefit from increasing client

interest in analysing and mitigating physical climate risk.
The company believes its climate data and consulting
capabilities represent an advantage over competitors. These
new services are likely to be bundled with existing products
to help the company grow or maintain market share.

Case study three

Our bottom-up, fundamental analysis identified climate-
related risks to be potentially financially material for a large
derivatives exchange, given its role as custodian of critical
futures markets and its exposure to physical assets, such as
offices and data centres. During our engagement, we were
encouraged to hear that the company has stress-tested its

operations against potential disruptions and implemented
robust risk management practices to safeguard its

physical assets from climate-induced disruptions. On
Scope 3 emissions, management has engaged a third-party
consultant to establish a baseline for category 11 emissions
(processing of sold goods) and committed to providing
regular updates. We asked the company to strengthen

its climate disclosures by including detailed findings from
its risk assessments and mitigation strategies. On the
opportunity side, the company is positioned to benefit from
growing demand for carbon markets and transition metals
driven by renewable energy and decarbonisation efforts.
Enhanced disclosures on climate risk assessments and
progress on Scope 3 emissions tracking will provide critical
information on the company's preparedness to address
both physical and market-related climate risks. In addition,
by capitalising on tailwinds from COP29 negotiations and
increasing demand for transition metals, we believe the
company is well-positioned to drive value while supporting
the energy transition.
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Climate targets
in 2024

As covered in “Spotlight on Carbon
Emissions” (Engage Winter 2023),
we believe accurate measurement
and transparent reporting of
carbon emissions is fundamental in
enabling companies and investors
to understand the size and
sources of companies' emissions,
and therefore their potential
financially material exposure to
climate transition risks, such as
carbon taxes.
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Case study one

We first engaged with this information technology
company on greenhouse gas emissions in 2021. At the
time, the company did not measure or report on its
emissions, nor did it have a formal carbon reduction target.

We encouraged the company to both measure and report
on its emissions, and to set emissions reduction targets
validated by SBTi. We were later invited by the company
to participate in a consultation with a leading sustainability
integration firm it had hired, exploring emission

reduction targets.

We followed up again in 2022, when the company had
published its first ESG report, which included reporting on
Scope Tand 2 emissions for the first time. 2024 marked the
company's first time reporting on Scope 3 emissions. The
company has also committed to set near-term SBTi-validated
emissions reduction targets, in line with our suggestion.

Case study two

As reported in “Rising to the Challenge” (Engage 2022),
we first engaged with this industrials company on
decarbonisation in May 2022. At the time, the company
already had a Scope Tand 2 emissions reduction target
and was working on improving its measurement of

Scope 3 — its most material source of emissions. We
enquired whether the company would consider a science-
based approach to target setting (which would include
Scope 3) but did not expect to see progress given the
company's focus on its existing target. We had a follow
up engagement in November 2023 where we learnt the
company had just made a commitment to setting near-
term emissions reduction targets validated by the SBTi; we
saw these validated in April 2024 and include a Scope 3
reduction target.
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Proxy voting
reflections from 2024

We believe that proxy voting is an important part
of the dialogue between companies and their
shareholders. This means we do not outsource
proxy voting and never have. Our investment team
seeks to vote in a prudent and diligent manner
and in the best interest of our clients, consistent
with the objective of maximising long-term
investment returns.

Our proxy voting is predominantly related to governance issues such as
management incentives and director appointments. We also consider how to vote
on proposals related to social and environmental issues on a case-by-case basis by
determining the relevance of the issues identified in the proposal and their likely
financial impact. We generally support proposals that, if implemented, would
enhance useful disclosure or improve management practices.

However, the act of voting alone can often fall on deaf ears, particularly if
majority support on important proposals is lacklustre, either due to a lack of
information or insufficient understanding of the issue, or diffused ownership
implicating outcomes. That's why we believe in the twin roles of engagement

and voting. As fundamental managers running concentrated portfolios and
representing meaningful client assets, we are fortunate to have better-than-
average access to company management. We typically have the opportunity to
explore the proxy agenda with the company ahead of the annual general meeting
(AGM) — sometimes at their invitation — which also provides the opportunity to
make our voice heard. We do not share our voting intentions with companies prior
to casting our vote.

A look back at our team’s 2024 voting season

During 2024, our team voted on 1708 proposals at 96 AGMs. Our disciplined
investment philosophy means our voting record has remained consistent

when compared to previous years; we voted against management 8% of the
time (140 proposals) and against management at least once at 70% of our
portfolio companies’ AGMs (67 companies). Most votes against management
were related to compensation (43% of all votes against management), director
elections (26%) and shareholder proposals (15%).



Executive pay

As covered previously (Engage Winter 2023), we consider
executive pay to be a particularly important topic. As
long-term investors, we want the companies our clients
own to have pay plans in place that encourage longer-
term thinking over short-term opportunism and agree with
renowned investor Charlie Munger’s claim that incentives
drive outcomes. We take the process very seriously, using
our proprietary Pay X-Ray scoring framework to evaluate
pay schemes where possible, engaging with companies

to encourage improvements and voting against them
where we are unhappy with the structures. In total, we
voted on 221 compensation-related proposals and against
management 27% of the time (60 proposals).

Proxy voting case studies

CASE STUDY ONE

As we had in 2023, in 2024 we voted against the pay plan
of an American multinational consumer credit reporting
agency we own. This was primarily because of the heavy
weighting towards earnings per share (EPS) in the annual
bonus and relative total shareholder return (TSR) in the
long-term incentive plan (LTIP), as well as the “pay to

stay™ component. We would like to see a pay plan entirely
based on performance with metrics linked to company
fundamentals such as return on capital and organic
revenue as well as a longer vesting period.

CASE STUDY TWO

Our detailed analysis on an American medical devices

and health care company's compensation scheme, using
our proprietary Pay X-Ray scoring framework, yielded a
negative Pay X-Ray score, due to overly complex incentive
structures and targets that we believed were too easily
attainable. Having voted against the company's pay plan in
prior years, we voted against the company's pay plan again
at its 2024 AGM and took the opportunity to articulate
our concerns to the company through engagement. We
explained our key concerns, which included () the sizeable
‘pay to stay” component in the LTIP, and (ii) the use of
relative TSR as a performance metric, which we believed
to be sub-optimal. Instead, we encouraged the use of
performance share units in place of non-performance-linked
options and asked that the company reduce the weight of
TSR in favour of metrics linked to company fundamentals.

“As described in “Show me the incentive and | will show you the outcome” (Engage Winter 2023), “pay to stay”: where management merely has to

avoid being fired to benefit.
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CASE STUDY THREE

We voted against executive pay at a global semiconductor
company we own primarily because the company's equity
awards are not based on performance; we would like

to see a performance-based LTIP with metrics linked to
company fundamentals such as return on capital and
organic revenue. As we voted against the company's
executive pay for several years and have not seen
progress, we also signalled our view by voting against the
re-election of the chair of the remuneration committee.

CASE STUDY FOUR

We voted against a British-American professional services
company's pay plan primarily because the LTIP is entirely
based on EPS. We believe EPS is a suboptimal metric that
can be easily manipulated and can encourage management
to take decisions that boost profits in the short run at

the expense of their companies’ ability to compound over
the long run. We would prefer to see metrics linked to
company fundamentals such as return on capital and
organic revenue. In addition, we noted the Remuneration
Committee’s decision to increase the bonus cap from
200% to 250% without a clear rationale.

We also saw a number of instances where management
put forward proposals to authorise the company to call a
general meeting with two weeks' notice. We voted against
all of these as we believe a shortened notice period could
disenfranchise shareholders by not giving them sufficient
time to prepare/be aware of the meeting and vote.

Shareholder proposals

Within the period there were 52 shareholder proposals,
we voted against management on 22 of them (42%).
Here are some examples of our voting activity on
shareholder proposals.

CASE STUDY ONE

We voted against management and in favour of a
shareholder proposal which asked a global semiconductor
company we own to report on due diligence efforts to
trace end-user misuse of company products as there is

a potential risk for the company that chips end up being
used in conflicts through illicit diversion. We have engaged
with the company and believe the risk is partially mitigated
through thorough control over “weapon specific” chips and
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close collaboration with relevant authorities. We
also recognise that it is difficult to stop general
purpose chips from entering markets illicitly.
However, we would welcome greater transparency
over the exposure and actions taken and believe

a report, so long as it's not prohibitively costly

or disruptive, could help keep investors informed
of the company’s actions and mitigate future
reputational risk.

CASE STUDY TWO

We voted in favour of two shareholder proposals
relating to Artificial Intelligence (Al at an
American technology conglomerate. One of

the proposals asked the company to report on
misinformation and disinformation risks, both
generated and disseminated via its generative



Al platform, as well as its plans to mitigate such risks.®
The World Economic Forum has ranked mis- and dis-
information as a top global risk over the next two years, as
groundbreaking technology charges ahead of a fragmented
regulatory environment left struggling to catch up.® We
voted in favour of the shareholder proposal given the
evolving threat landscape’ and the potential risks facing
the company. We also believe it could improve disclosure
to enable investors to assess whether its risk mitigation
measures are adequate.

The second proposal requested that the company
report on Al data sourcing accountability. We voted in
favour given our view that the company faces a variety
of legal, regulatory and reputational risks due to the

use of external data in the development and training of
its Al offerings, especially those relating to copyright
infringement. We acknowledge the company's planned
disclosures on the matter but believed a vote in favour

of the proposal was warranted to signal to management
the significance of this issue given the potentially financial
materiality of the associated risks.

The proposal relating to Al misinformation and
disinformation risks received 18.7% dissidence, while

the proposal relating to Al data sourcing accountability
received 36.2%, reflecting a significant level of shareholder
concern on these topics.

SDisinformation: the deliberate creation and spread of false or misleading content. Misinformation: the accidental spread of such content.

Source: https:/post.parliament.uk/ai-disinformation-and-cyber-security/.

6 Source: https://www.weforum.org/publications/global-risks-report-2025/in-full/.

" The threat landscape is the entire scope of potential and recognised cybersecurity threats affecting user groups, organisations, or specific industries.
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IMPORTANT INFORMATION

There is no guarantee that any investment strategy will work under all
market conditions, and each investor should evaluate their ability to invest
for the long-term, especially during periods of downturn in the market.

A separately managed account may not be appropriate for all investors.
Separate accounts managed according to the particular Strategy may
include securities that may not necessarily track the performance of a
particular index. A minimum asset level is required.

Forimportant information about the investment managers, please refer
to Form ADV Part 2.

The views and opinions and/or analysis expressed are those of the author
or the investment team as of the date of preparation of this material and
are subject to change at any time without notice due to market or economic
conditions and may not necessarily come to pass.

Furthermore, the views will not be updated or otherwise revised to
reflect information that subsequently becomes available or circumstances
existing, or changes occurring, after the date of publication. The views
expressed do not reflect the opinions of all investment personnel at
Morgan Stanley Investment Management (MSIM) and its subsidiaries
and affiliates (collectively “the Firm"), and may not be reflected in all the
strategies and products that the Firm offers.

This material has been prepared on the basis of publicly available information,
internally developed data and other third-party sources believed to be
reliable. However, no assurances are provided regarding the reliability
of such information and the Firm has not sought to independently verify
information taken from public and third-party sources.

This material is a general communication, which is not impartial and all
information provided has been prepared solely for informational and
educational purposes and does not constitute an offer or arecommendation
to buy or sell any particular security or to adopt any specific investment
strategy. The information herein has not been based on a consideration of any
individual investor circumstances and is not investment advice, nor should it
be construed in any way as tax, accounting, legal or regulatory advice. To that
end, investors should seek independent legal and financial advice, including
advice as to tax consequences, before making any investment decision.

Charts and graphs provided herein are for illustrative purposes only.
Past performance is no guarantee of future results.

The representative account has employed the investment strategy in a
similar manner to that employed in the team’s separately managed accounts
(“SMASs") and other investment vehicles, i.e., they were generally operated
in a consistent manner. However, portfolio management decisions made
for such representative account may differ (i.e., with respect to liquidity or
diversification) from the decisions the portfolio management team would
make for SMAs and other investment vehicles. In addition, the holdings and
portfolio activity in the representative account may not be representative
of some SMAs managed under this strategy due to differing investment
guidelines or client restrictions.

The indexes are unmanaged and do not include any expenses, fees or sales
charges. It is not possible to invest directly in an index. Any index referred
to herein is the intellectual property (including registered trademarks)
of the applicable licensor. Any product based on an index is in no way
sponsored, endorsed, sold or promoted by the applicable licensor and it
shall not have any liability with respect thereto.

This material is not a product of Morgan Stanley's Research Department
and should not be regarded as a research material or a recommendation.

The Firm has not authorised financial intermediaries to use and to distribute
this material, unless such use and distribution is made in accordance with
applicable law and regulation. Additionally, financial intermediaries are
required to satisfy themselves that the information in this material is
appropriate for any person to whom they provide this material in view of
that person’s circumstances and purpose. The Firm shall not be liable for,
and accepts no liability for, the use or misuse of this material by any such
financial intermediary.

This material may be translated into other languages. Where such a
translation is made this English version remains definitive. If there are any
discrepancies between the English version and any version of this material
in another language, the English version shall prevail.

The whole or any part of this material may not be directly or indirectly
reproduced, copied, modified, used to create a derivative work, performed,
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displayed, published, posted, licensed, framed, distributed or transmitted
or any of its contents disclosed to third parties without the Firm's express
written consent. This material may not be linked to unless such hyperlink
is for personal and non-commercial use. All information contained herein
is proprietary and is protected under copyright and other applicable law.

Morgan Stanley Investment Management is the asset management division
of Morgan Stanley.

DISTRIBUTION

This material is only intended for and will only be distributed to persons
resident in jurisdictions where such distribution or availability would
not be contrary to local laws or regulations.

MSIM, the asset management division of Morgan Stanley (NYSE: MS), and
its affiliates have arrangements in place to market each other’s products
and services. Each MSIM affiliate is regulated as appropriate in the
jurisdiction it operates. MSIM's affiliates are: Eaton Vance Management
(International) Limited, Eaton Vance Advisers International Ltd, Calvert
Research and Management, Eaton Vance Management, Parametric
Portfolio Associates LLC, Atlanta Capital Management LLC, Eaton Vance
Management International (Asia) Pte. Ltd.

This material has been issued by any one or more of the following entities:

EMEA
This material is for Professional Clients/Accredited Investors only.

In the EU, MSIM and Eaton Vance materials are issued by MSIM Fund
Management (Ireland) Limited ("FMIL"). FMIL is regulated by the Central
Bank of Ireland and is incorporated in Ireland as a private company limited
by shares with company registration number 616661 and has its registered
address at 24-26 City Quay, Dublin 2, DO2 NY19, Ireland.

Outside the EU, MSIM materials are issued by Morgan Stanley Investment
Management Limited (MSIM Ltd) is authorised and regulated by the Financial
Conduct Authority. Registered in England. Registered No. 1981121. Registered
Office: 25 Cabot Square, Canary Wharf, London E14 4QA.

In Switzerland, MSIM materials are issued by Morgan Stanley & Co.
International plc, London (Zurich Branch) Authorised and regulated by
the Eidgendssische Finanzmarktaufsicht (“FINMA"). Registered Office:
Beethovenstrasse 33, 8002 Zurich, Switzerland.

Outside the US and EU, Eaton Vance materials are issued by Eaton Vance
Management (International) Limited ("EVMI") 125 Old Broad Street, London,
EC2N 1AR, UK, which is authorised and regulated in the United Kingdom
by the Financial Conduct Authority.

Italy: MSIM FMIL (Milan Branch), (Sede Secondaria di Milano) Palazzo
Serbelloni Corso Venezia, 16 20121 Milano, Italy. The Netherlands: MSIM
FMIL (Amsterdam Branch), Rembrandt Tower, 11th Floor Amstelplein
11096HA, Netherlands. France: MSIM FMIL (Paris Branch), 61 rue de
Monceau 75008 Paris, France. Spain: MSIM FMIL (Madrid Branch), Calle
Serrano 55, 28006, Madrid, Spain. Germany: MSIM FMIL (Frankfurt Branch),
Niederlassung Deutschland, Grosse Gallusstrasse 18, 60312 Frankfurt am
Main, Germany (Gattung: Zweigniederlassung (FDI) gem. § 53b KWG).
Denmark: MSIM FMIL (Copenhagen Branch), Gorrissen Federspiel, Axel
Towers, Axeltorv2, 1609 Copenhagen V, Denmark.

MIDDLE EAST

Dubai: MSIM Ltd (Representative Office, Unit Precinct 3-7th Floor-Unit
707and 702, Level 7, Gate Precinct Building 3, Dubai International Financial
Centre, Dubai, 506501, United Arab Emirates. Telephone: +97 (0)14 709 7158).

This document is distributed in the Dubai International Financial Centre by
Morgan Stanley Investment Management Limited (Representative Office),
an entity regulated by the Dubai Financial Services Authority (“DFSA"). It
isintended for use by professional clients and market counterparties only.
This document is not intended for distribution to retail clients, and retail
clients should not act upon the information contained in this document.

This document relates to a financial product which is not subject to any
form of regulation or approval by the DFSA. The DFSA has no responsibility
for reviewing or verifying any documents in connection with this financial
product. Accordingly, the DFSA has not approved this document or any other
associated documents nor taken any steps to verify the information set out
in this document, and has no responsibility for it. The financial product to
which this document relates may be illiquid and/or subject to restrictions
onits resale or transfer. Prospective purchasers should conduct their own
due diligence on the financial product. If you do not understand the contents
of this document, you should consult an authorised financial adviser.



NOT FDIC INSURED. OFFER NO BANK GUARANTEE. MAY LOSE
VALUE.NOTINSURED BY ANY FEDERAL GOVERNMENT AGENCY.
NOT A DEPOSIT.

LATIN AMERICA (BRAZIL, CHILE, COLOMBIA, MEXICO, PERU,
AND URUGUAY)

This materialis for use with an institutional investor or a qualified investor
only. Allinformation contained herein is confidential and is for the exclusive
use and review of the intended addressee, and may not be passed on to
any third party. This material is provided for informational purposes only
and does not constitute a public offering, solicitation or recommendation
to buy or sell for any product, service, security and/or strategy. A decision
to invest should only be made after reading the strategy documentation
and conducting in-depth and independent due diligence.

ASIA PACIFIC

Hong Kong: This material is disseminated by Morgan Stanley Asia Limited
for use in Hong Kong and shall only be made available to “professional
investors” as defined under the Securities and Futures Ordinance of Hong
Kong (Cap 571). The contents of this material have not been reviewed
nor approved by any regulatory authority including the Securities and
Futures Commission in Hong Kong. Accordingly, save where an exemption is
available under the relevant law, this material shall not be issued, circulated,
distributed, directed at, or made available to, the public in Hong Kong.
Singapore: This material is disseminated by Morgan Stanley Investment
Management Company and should not be considered to be the subject of
an invitation for subscription or purchase, whether directly or indirectly,
to the public or any member of the public in Singapore other than (i) to
an institutional investor under section 304 of the Securities and Futures
Act, Chapter 289 of Singapore (“SFA"; (i) to a “relevant person” (which
includes an accredited investor) pursuant to section 305 of the SFA, and
such distribution is in accordance with the conditions specified in section
305 of the SFA,; or (iii) otherwise pursuant to, and in accordance with the
conditions of, any other applicable provision of the SFA. This publication
has not been reviewed by the Monetary Authority of Singapore. Australia:
This material is provided by Morgan Stanley Investment Management
(Australia) Pty Ltd ABN 22122040037, AFSL No. 314182 and its affiliates
and does not constitute an offer of interests. Morgan Stanley Investment
Management (Australia) Pty Limited arranges for MSIM affiliates to provide

financial services to Australian wholesale clients. Interests will only be
offered in circumstances under which no disclosure is required under the
Corporations Act 2001 (Cth) (the “Corporations Act”). Any offer of interests
will not purport to be an offer of interests in circumstances under which
disclosure is required under the Corporations Act and will only be made to
persons who qualify as a “wholesale client” (as defined in the Corporations
Act). This material will not be lodged with the Australian Securities and
Investments Commission.

Japan: For professional investors, this material is circulated or distributed for
informational purposes only. For those who are not professional investors, this
material is provided in relation to Morgan Stanley Investment Management
(Japan) Co., Ltd. ("MSIM)")'s business with respect to discretionary investment
management agreements (“IMA") and investment advisory agreements
("IAA"). This is not for the purpose of a recommendation or solicitation of
transactions or offers any particular financial instruments. Under an IMA,
with respect to management of assets of a client, the client prescribes
basic management policies in advance and commissions MSIMJ to make
all investment decisions based on an analysis of the value, etc. of the
securities, and MSIMJ accepts such commission. The client shall delegate
to MSIM] the authorities necessary for making investment. MSIM] exercises
the delegated authorities based on investment decisions of MSIMJ, and the
client shall not make individual instructions. All investment profits and
losses belong to the clients; principal is not guaranteed. Please consider the
investment objectives and nature of risks before investing. As an investment
advisory fee for an IAA or an IMA, the amount of assets subject to the
contract multiplied by a certain rate (the upper limit is 2.20% per annum
(including tax)) shall be incurred in proportion to the contract period. For
some strategies, a contingency fee may be incurred in addition to the fee
mentioned above. Indirect charges also may be incurred, such as brokerage
commissions for incorporated securities. Since these charges and expenses
are different depending on a contract and other factors, MSIMJ cannot
present the rates, upper limits, etc. in advance. All clients should read the
Documents Provided Prior to the Conclusion of a Contract carefully before
executing an agreement. This material is disseminated in Japan by MSIM),
Registered No. 410 (Director of Kanto Local Finance Bureau (Financial
Instruments Firms)), Membership: the Japan Securities Dealers Association,
The Investment Trusts Association, Japan, the Japan Investment Advisers
Association and the Type Il Financial Instruments Firms Association.
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