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Family Governance and Family Offices

With a recent family wealth report' stating that only 1 in 10 ultra-high-net-worth families
have a formalised governing body, it's no surprise that family governance continues to be a
significant source of interest for the very wealthy.

The continued growth of global wealth and allied growth in the number of family offices around the world means an
increasing number of wealthy families will be grappling with the issue of governance and family offices.

So why isn’t there more governance in Family Offices?
€ A preference for trust-based governance (or a lack of motivation for more formal governance)

Many family offices start out with a governance framework that is underpinned by a long-term trusted
relationship that, often, will stem from a preceding and successful business enterprise relationship. It's why we
see many UBOs appointing a close and trusted person from the family business as the family office director. High
levels of trust can trump the need for the right skillset, particularly in the early days.

This form of governance can endure for many years. It's felt that there's often no need for layers of formal
governance as the governance model is strongly based on trust and an implicit understanding between a very
small group of key people.

But over time, as the family, the wealth and the family office develop, whether through growth or succession, that
core, trusted relationship is likely to be stretched, and this is before even considering the “what if” scenario where
that trusted adviser is out of action and the entire operations come to a halt. At this stage, the natural governance
model will need to change.

Unless, of course, that trust is broken beforehand - which will lead to a breakdown, not only in the governance
framework, but often in relation to the management of the wealth or the family. The fracture will need to be
addressed and a new governance model put in place. That can be difficult where it’s built on a history of broken
trust. Planning to update and refresh trust-based governance in good time and times makes sense.

@ Lack of agreement on what needs to be governed and where the boundaries are

Recent and well-publicised failures in family offices have seen calls for greater regulatory oversight and scrutiny.
But they have also shown that there is room for improvement within family offices and the way they organise and
run themselves, especially since the recent operational curveball thrown by the new practices of remote and
hybrid working in a post COVID world posing numerous reputational, cyber and other administrative risks to
name a few.

That much of the focus has fallen on issues that come under a geopolitical spotlight — tax avoidance, wealth
inequality, effects on markets and systemic risk — is not mis-directed, but it doesn’t focus explicitly on the state of
governance inside family offices. Focus from external sources is likely to continue to grow, but family offices, as
they become more complex and increasingly institutional, need to ensure they stay in touch with, if not one-step
ahead of, the state of governance and control of risk required for the level they're at. It raises the question of who,
within the family office governance structure, is responsible for setting the governance standards and frameworks
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and, just as importantly, as they do so, are they free from conflicting interests. High levels of transparency within
the family and family office doesn’t conflict with the need for confidentiality from the outside world.

Lack of an accepted governance code for family offices

In recent years we have seen the broadening of corporate governance codes, going beyond being just applicable
to quoted companies, and even those have been enhanced. We have seen the development of corporate
governance codes for unlisted companies? and for family businesses®. Yet we have seen nothing like this for
family offices.

Principle 9 of the ecoDa Guidance and Principles (below) is really helpful in this regard, and seems just as
applicable to governance in family offices — one just has to replace the phrases ‘Family-controlled companies’
with ‘Family-controlled wealth' in the first sentence and ‘corporate governance' in the last sentence with ‘family
office governance’

“Principle 9: Family-controlled companies should establish family governance mechanisms that promote co-
ordination and mutual understanding amongst family members, as well as organise the relationship between
family governance and corporate governance.

Many jurisdictions across the world are starting to legislate and promote clear and alluring family office rules to
attract the wealthy onto their shores in a quest for improving local economies and speeding up recoveries. Whilst
not game-changing at this stage, these initiatives show the imperative of having a robust framework that is
transparent and easy to assess. This is particularly helpful at times where cross-border mobility of the upcoming
generations and their need for speed and flexibility are key.

Inherent structural issues and complexity

The primary stakeholders, owners, service recipients and beneficiaries are family members. There may even be
family members working in the family office. It's all about the family. There's not really much accountability to
external stakeholders at all. Family offices are by their nature private and interested in maintaining that privacy.

Consequently, family offices, for the most part, tend to be inwardly focused. Excessive amounts of formal
governance, particularly where that involves external persons or parties, might seem to run counter to the
founders’ entrepreneurial spirit, family primacy and privacy drivers.

Yet the formation, ownership and management of legal entities and asset owning structures, and the use and
appointment of third parties require decision-making, which in turn requires governance. This should require
appropriate levels of expertise, the definition of clear boundaries, objectivity and impartiality, alignment of
interests, checks and balances, and the management or removal of conflicts of interest.

The perception that the safeguards of good governance bring rigidity needs to be challenged — it doesn’t need to get
in the way of flexibility and agility and indeed, it rarely does. The bottom line is that survival takes planning and
planning takes time and careful consideration.

That is not to say a complex framework is required at all times - as the saying goes - if you have seen one family
office, you have seen one family office. Approaching the issue of governance based on trust is one way forward,
more formal governance mechanisms, with greater clarity of arrangements, documented safeguards, clear paths for
recourse and resolution of disputes is another. It would seem that both can work, but its perhaps more obvious how
the latter does than the former.

2 E.g. ecoDa Corporate Governance and Guidance and Principles for Unlisted Companies in Europe, 2010
3 E.g. The Governance Code for Family Businesses, Kommission Governance Kodex fur Familienunternehmen, 3 edition.
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What should be considered to create effective
governance in a Family Office?

@ Purpose

The driving force (or need) for a family office should lie in the purpose the family has defined for its wealth, which
is predicated on the family wishing to stay together in the management of its wealth. This usually starts out as the
wish of the family wealth founder(s), yet as families grow, very often the forces within the family seem to want
more recognition of the individual family member wishes and desires. The larger the family, the greater the
possible range of these.

Besides the purpose of the family’s wealth, it's important that the family office itself has a clearly defined purpose.
This will help protect the family, it's wealth and the staff in the family office.

Achieving such purpose surely requires a constant focus on three elements:

e Continuity — in recognising that the family has the objective of long-term management of its affairs and wealth
together, planning for successful continuity in all critical roles and relationships should be a first order issue.

e Return — protecting and growing the family’s wealth is at the heart of the rationale for a family office. Focus
on managing for the achievement of the desired level of return within the agreed appetite for risk will be
paramount.

e Resilience — with the concentration of very high levels of wealth, sensitive information, key person
vulnerability, and increasing complexity, the framework for and controls around the management of a wide
range of risks will be critical.

More often than not, family wealth declines because whilst the original founder(s) had a strong purpose for the
wealth, this has not been updated and adapted to take into account the wishes of the current generations and
stakeholders. Having a well-defined process around reviewing one’s shared purpose when a significant trigger
event occurs (such as marriage, divorce, death, etc.) is critical for longevity.

@ People

“Good governance is not just about observing rules. It is about personal behaviour”.* We can’t forget that
governance, however it is constructed, is a system that relies on people, and that the ways in which people
behave are not pre-ordained.

Most of the focus on people in family offices seems to be about the structures they inhabit, and the recruitment
and appointment processes. Perhaps more important is to look at the structure of the family office in terms of all
of the roles and relationships to understand how people’s personal behaviour might influence the governance
culture and dynamics. Key issues include:

e Powers of appointment, dismissal and renewal — well-structured processes for hiring and firing key individuals
are a positive for governance in the same way that over-concentration of these things in the hands of one
individual can be the source of harmful patronage. This is particularly important where family members are

4 "\Why strong board rooms are vital for companies — now more than ever”. Sir John Tusa. September 23rd, 2020
https://inews.co.uk
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employees, to ensure transparency across the board, and is of heightened importance in the context of
facilitating a smooth succession to the next generations.

e Skillsets — the benchmark for the capability levels of family office staff should be the equivalent in firms
providing outsourced services to family offices. The right levels of capability need to be in place in the short,
medium and long-term. A key ingredient for successful recruitment is around appreciating the different
dimensions a family-linked office requires as opposed to a non-family investment business and factor it into
the assessment and selection of staff — for instance a chief investment officer from a large and reputable
financial titan may not necessarily be the right match for a small family office focused on sustainability and
wealth preservation.

e Responsibility and accountability — clear lines of sight in terms of responsibility and accountability assist in
supporting transparent decision-making as well as enabling effective review of the results of actions taken.
Having a clear understanding of where and in whom the oversight function lies is also important. The family
office needs to have and to maintain sufficient independence from unwarranted influence if it is to protect the
long-term interests of the family.

e Single point of failure people — this issue is often looked into in terms of business continuity, where the
criticality of skills, knowledge and even relationships is assessed in terms of the value or risk to the business.
In small, high value, high complexity teams like family offices, it should also be looked at in terms of financial
exposure and the opportunity to create additional operational risk. Given that critical single point of failure
people may also be some of the most trusted, the control environment around them should be fully assessed.
Key management risk should be assessed and contingency plans put in place.

e Time and interest, as well as expertise — it's common to hire people with deep expertise into critical
governance roles such as non-executive directors, co-trustees, sub-committee members, chairs etc. Usually
they will be appointed on a part-time basis (so many days per month for example), and often they will have
several such roles. How then to ensure that they make sufficient time available with the appropriate level of
enquiry and interest. Equally important is to understand their personal interest in a role, and whether this
might conflict with the organisational interests.

e Reward - in reward strategies we often hear about the importance of the alignment of interests. Important,
clearly, in ensuring that people are commonly aligned with the achievement of certain goals and objectives,
but there is risk that you end up with the equivalent of group-think in terms of reward, where, in effect,
everyone is rewarded to achieve the same outcome, and no-one has the incentive to question or challenge.
Once again, clarity around family remuneration where both family and non-family members are employed is
paramount to avoid challenging perceptions.

e Diversity of people and perspectives is a really good counterbalance in many situations, particularly so,
perhaps, in small, highly trusted, goal-aligned teams. Since most family offices tend to operate lean teams,
having diversity of thought and a mix of backgrounds is a key component.

e Conflicting interests — these can come about for a variety of reasons including power, position(s), access to
resources (including information and relationships), reward, policies, undue or inappropriate pressure,
competing goals, or even (as the point above suggests) due to different values and attitudes. It's really
important to understand where individuals are in positions where they are subject to conflicting or competing
interests. Some of these are inherent, some of them only arise situationally. The source of them matters not,
having clear processes and standards for their identification, declaration and handling clearly does.

Process
When we refer to ‘process’ we mean the structures; the policies and procedures; the decision-making authorities;
and the reporting and communication processes through which the governance model is operated by the people.

Process should look not only at the family office as an operational entity, and its relationship with the family but
also with the external environment.

4
PUBLIC



We've highlighted a number of areas below that one expects to see in the governance ‘process'’:

Longer term objectives and annual plans: with clearly articulated accountability and responsibility for their
delivery

Structures: clear terms of reference; delegated authorities and limits; meeting cycles; reporting and
communication; composition strategies and outlines; role descriptions; terms of office; appointment criteria;
and performance monitoring

Risk management approach and control framework: including a responsibility culture; staffing of risk
functions; roles and responsibilities; risk and exposure limits and metrics; checks and balances, and
enforcement; and measurement and reporting

Performance assessment and reward strategy
Code of conduct; separation of duties; and management of conflicts of interest

Governance review programme and mechanism

Having clearly drafted policies and terms built within legal documentation can be transformational as the family
office evolves and grows alongside the family it serves. Clarity provides comfort and comfort encourages
alignment and motivation, especially with non-family members that are in effect serving the family.
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Conclusion

Family offices are becoming increasingly complex, in a world where the level of external oversight and regulation of
them will only increase. This places pressure on trust-based governance approaches and is increasing the need for
more formal governance, especially with the succeeding generations coming into the wealth with a new outlook and
perspective. Whilst not getting in the way of the required level of agility, such governance needs to be based on
sound principles and practice, and be implemented objectively in a timely manner. Fundamentally, building a family
office should be seen as building a business and therefore, similar frameworks should be considered for its good

functioning and prosperity.
@ Potential Actions for Family Offices:

e Review the existing Family Office set up and governance mechanism for purpose, people and process
e Conduct a risk and control assessment for the Family Office

e Run stress testing and scenario analysis for the Family Office

Russell Prior leads the Family Office Advisory and Family Governance practice for HSBC Private Banking across EMEA. He is
author of Family Governance and Surplus Wealth: Sustaining Family Fortunes published in June 2021.
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Important notice
The following is subject to local requirements (if any)

This is a marketing communication issued by HSBC Private Banking. This document does not constitute independent investment research
under the European Markets in Financial Instruments Directive (‘MiFID’), or other relevant law or regulation, and is not subject to any
prohibition on dealing ahead of its distribution. HSBC Private Banking is the principal private banking business of the HSBC Group. Private
Banking may be carried out internationally by different HSBC legal entities according to local regulatory requirements. Different companies
within HSBC Private Banking or the HSBC Group may provide the services listed in this document. Some services are not available in
certain locations. Members of the HSBC Group may trade in products mentioned in this publication.

This document is provided to you for your information purposes only and should not be relied upon as investment advice. The information
contained within this document is intended for general circulation to HSBC Private Banking clients and it has not been prepared in light of
your personal circumstances (including your specific investment objectives, financial situation or particular needs) and does not constitute
a personal recommendation, nor should it be relied upon as a substitute for the exercise of independent judgement. This document does
not constitute and should not be construed as legal, tax or investment advice or a solicitation and/or recommendation of any kind from the
Bank to you, nor as an offer or invitation from the Bank to you to subscribe to, purchase, redeem or sell any financial instruments, or to
enter into any transaction with respect to such instruments. The content of this document may not be suitable for your financial situation,
investment experience and investment objectives, and the Bank does not make any representation with respect to the suitability or
appropriateness to you of any financial instrument or investment strategy presented in this document.

If you have concerns about any investment or are uncertain about the suitability of an investment decision, you should contact your
Relationship Manager or seek such financial, legal or tax advice from your professional advisers as appropriate.

Market data in this document is sourced from Bloomberg unless otherwise stated. While this information has been prepared in good faith
including information from sources believed to be reliable, no representation or warranty, expressed or implied, is or will be made by HSBC
Private Banking or any part of the HSBC Group or by any of their respective officers, employees or agents as to or in relation to the
accuracy or completeness of this document.

[t is important to note that the capital value of, and income from, any investment may go down as well as up and you may not get back
the original amount invested. Past performance is not a guide to future performance. Forward-looking statements, views and opinions
expressed and estimates given constitute HSBC Private Banking's best judgement at the time of publication, are solely expressed as
general commentary and do not constitute investment advice or a guarantee of returns and do not necessarily reflect the views and
opinions of other market participants and are subject to change without notice. Actual results may differ materially from the
forecasts/estimates. When an investment is denominated in a currency other than your local or reporting currency, changes in exchange
rates may have an adverse effect on the value of that investment. There is no guarantee of positive trading performance.

Foreign securities carry particular risks, such as exposure to currency fluctuations, less developed or less efficient trading markets, political
instability, a lack of company information, differing auditing and legal standards, volatility and, potentially, less liquidity.

Investment in emerging markets may involve certain additional risks, which may not be typically associated with investing in more
established economies and/or securities markets. Such risks include (a) the risk of nationalization or expropriation of assets; (b) economic
and political uncertainty; (c) less liquidity in so far of securities markets; (d) fluctuations in currency exchange rate; (e) higher rates of
inflation; (f) less oversight by a regulator of local securities market; (g) longer settlement periods in so far as securities transactions and (h)
less stringent laws in so far the duties of company officers and protection of Investors.

You should contact your Relationship Manager if you wish to enter into a transaction for an investment product. You should not make any
investment decision based solely on the content of any document.

Some HSBC Offices listed may act only as representatives of HSBC Private Banking, and are therefore not permitted to sell products and
services, or offer advice to customers. They serve as points of contact only. Further details are available on request.

In the United Kingdom, this document has been approved for distribution by HSBC UK Bank plc whose Private Banking office is located
at 8 Cork Street, London W1S 3LJ and whose registered office is at 1 Centenary Square, Birmingham, B1 1HQ. HSBC UK Bank plc is
registered in England under number 09928412. Clients should be aware that the rules and regulations made under the Financial Services
and Markets Act 2000 for the protection of investors, including the protection of the Financial Services Compensation Scheme, do not
apply to investment business undertaken with the non-UK offices of the HSBC Group. This publication is a Financial Promotion for the
purposes of Section 21 of the Financial Services & Markets Act 2000 and has been approved for distribution in the United Kingdom in
accordance with the Financial Promotion Rules by HSBC UK Bank plc, which is authorised by the Prudential Regulation Authority and
regulated by the Financial Conduct Authority and the Prudential Regulation Authority.

In Guernsey, this material is distributed by HSBC Private Banking (C.1.) a division of HSBC Bank plc, Guernsey Branch which is licensed
by the Guernsey Financial Services Commission for Banking, Insurance Intermediary and Investment Business. In Jersey, this material is
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issued by HSBC Private Banking (Jersey) which is a division of HSBC Bank plc, Jersey Branch: HSBC House, Esplanade, St. Helier, Jersey,
JET THS. HSBC Bank plc, Jersey Branch is regulated by the Jersey Financial Services Commission for Banking, General Insurance
Mediation, Fund Services and Investment Business. HSBC Bank plc is registered in England and Wales, number 14259. Registered office 8
Canada Square, London, E14 5HQ. HSBC Bank plc is authorised by the Prudential Regulation Authority and regulated by the Financial
Conduct Authority and the Prudential Regulation Authority.

In France, this material is distributed by HSBC Europe Continental. HSBC Private Banking is the private banking department of the HSBC
Group in France. HSBC Europe Continental is subject to approval and control by the Autorité de Contrdle Prudentiel et de Résolution
[Prudential Control and Resolution Authority] as a credit entity. HSBC Private Banking department of HSBC Continental Europe, Public
Limited Company with share capital of 491,155,980.00 €- SIREN 775 670 284 Trade and Companies Register of Paris Bank and Insurance
Intermediary registered with the Organisme pour le Registre des Intermédiaires en Assurances [Organisation for the Register of Insurance
Intermediaries] under no. 07 005 894 (www.orias.fr) - Intra-community VAT number: FR 707 756 702 84. HSBC Private Banking - HSBC
Europe Continental — Registered office: 38, avenue Kléber 75116 Paris- FRANCE- Tel. +33 (0) 1 49 52 20 00.

In Switzerland, this marketing material is distributed by HSBC Private Bank (Suisse) SA, a bank regulated by the Swiss Financial Market
Supervisory Authority FINMA, whose office is located at Quai des Bergues 9-17, 1201 Genéve, Switzerland. This document does not
constitute independent financial research, and has not been prepared in accordance with the Swiss Bankers Association’s “Directive on
the Independence of Financial Research”, or any other relevant body of law.

In Abu Dhabi Global Markets (ADGM), this material is handed out by HSBC Bank Middle East Limited, ADGM Branch, 3526, Al
Magam Tower, ADGM, Abu Dhabi, which is regulated by the ADGM Financial Services Regulatory Authority. Contents in this material is
directed at Professional Clients only as defined by the FSRA and should not be acted upon by any other person.

In Dubai International Financial Center (DIFC), this material is handed out by HSBC Private Bank (Suisse) S.A., DIFC Branch, P.O. Box
506553 Dubai, United Arab Emirates, which is regulated by the Dubai Financial Services Authority (DFSA) and is permitted to only deal
with Professional Clients as defined by the DFSA.

In South Africa, this material is distributed by HSBC Private Bank (Suisse) SA, South Africa Representative Office approved by the South
African Reserve Board (SARB) under registration no. 00252 and authorized as a financial services provider (FSP) for the provision of Advice
and Intermediary Services by the Financial Sector Conduct Authority of South Africa (FSCA) under registration no. 49434. The
Representative Office has its registered address at 2 Exchange Square, 856 Maude Street, Sandown, Sandton.

In Bahrain and Qatar, this material is distributed by the respective branches of HSBC Bank Middle East Limited, which is locally
regulated by the respective local country Central Banks and lead regulated by the Dubai Financial Services Authority.

In Lebanon, this material is handed out by HSBC Financial Services (Lebanon) S.A.L. ("HFLB"), licensed by the Capital Markets Authority
as a financial intermediation company Sub N°12/8/18 to carry out Advising and Arranging activities, having its registered address at Centre
Ville 1341 Building, 4th floor, Patriarche Howayek Street, Beirut, Lebanon, P.O. Box Riad El Solh 9597.

In Hong Kong and Singapore, THE CONTENTS OF THIS DOCUMENT HAVE NOT BEEN REVIEWED OR ENDORSED BY ANY
REGULATORY AUTHORITY IN HONG KONG OR SINGAPORE. HSBC Private Banking is a division of Hongkong and Shanghai Banking
Corporation Limited. In Hong Kong, this document has been distributed by The Hongkong and Shanghai Banking Corporation Limited in
the conduct of its Hong Kong regulated business. In Singapore, the document is distributed by the Singapore Branch of The Hongkong
and Shanghai Banking Corporation Limited. Both Hongkong and Shanghai Banking Corporation Limited and Singapore Branch of
Hongkong and Shanghai Banking Corporation Limited are part of the HSBC Group. This document is not intended for and must not be
distributed to retail investors in Hong Kong and Singapore. The recipient(s) should qualify as professional investor(s) as defined under the
Securities and Futures Ordinance in Hong Kong or accredited investor(s) or institutional investor(s) or other relevant person(s) as defined
under the Securities and Futures Act in Singapore. Please contact a representative of The Hong Kong and Shanghai Banking Corporation
Limited or the Singapore Branch of The Hong Kong and Shanghai Banking Corporation Limited respectively in respect of any matters
arising from, or in connection with this report.

Some of the products are only available to professional investors as defined under the Securities and Futures Ordinance in Hong Kong /
accredited investor(s), institutional investor(s) or other relevant person(s) as defined under the Securities and Futures Act in Singapore.
Please contact your Relationship Manager for more details.

The specific investment objectives, personal situation and particular needs of any specific persons were not taken into consideration in the
writing of this document. To the extent we are required to conduct a suitability assessment in Hong Kong where this is permitted by cross
border rules depending on your place of domicile or incorporation, we will take reasonable steps to ensure the suitability of the solicitation
and/or recommendation. In all other cases, you are responsible for assessing and satisfying yourself that any investment or other dealing
to be entered into is in your best interest and is suitable for you.

In all cases, we recommend that you make investment decisions only after having carefully reviewed the relevant investment product and
offering documentation, HSBC's Standard Terms and Conditions, the “Risk Disclosure Statement” detailed in the Account Opening
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Booklet, and all notices, risk warnings and disclaimers contained in or accompanying such documents and having understood and
accepted the nature, risks of and the terms and conditions governing the relevant transaction and any associated margin requirements. In
addition to any suitability assessment made in Hong Kong by HSBC (if any), you should exercise your own judgment in deciding whether
or not a particular product is appropriate for you, taking into account your own circumstances (including, without limitation, the possible
tax consequences, legal requirements and any foreign exchange restrictions or exchange control requirements which you may encounter
under the laws of the countries of your citizenship, residence or domicile and which may be relevant to the subscription, holding or
disposal of any investment) and, where appropriate, you should consider taking professional advice including as to your legal, tax or
accounting position. Please note that this information is neither intended to aid in decision making for legal or other consulting questions,
nor should it be the basis of any such decision. If you require further information on any product or product class or the definition of
Financial Products, please contact your Relationship Manager.

In Germany, this material is distributed by HSBC Trinkaus & Burkhardt AG, a bank regulated by the Bundesanstalt fur
Finanzdiensleistungsaufsicht, whose office is located at Hansaallee 3, 40549 Dusseldorf, Germany. The General Data Protection Regulation
(GDPR) has been in force in all EU Member States since May 25, 2018. Our updated privacy policy can be found here:
http://www.hsbc.de/de-de/datenschutzhinweise

In Luxembourg, this marketing material is distributed by HSBC Private Bank (Luxembourg) S.A. (the "Bank"), which is a public limited
company (société anonyme) incorporated in and under the laws of the Grand Duchy of Luxembourg, whose registered office is at 16,
Boulevard d'Avranches, L-1160 Luxembourg. HSBC Private Bank (Luxembourg) S.A is regulated and authorised by the Commission de
Surveillance du Secteur Financier (CSSF). Further details are available on request.

In the United States, HSBC Private Banking offers banking products and services through HSBC Bank USA, N.A. — Member FDIC and
provides securities and brokerage products and services through HSBC Securities (USA) Inc., member NYSE/ FINRA/SIPC, and an affiliate
of HSBC Bank USA, N.A.

Investment products are: Not a deposit or other obligation of the bank or any affiliates; Not FDIC insured or insured by any
federal government agency of the United States; Not guaranteed by the bank or any of its affiliates; and are subject to
investment risk, including possible loss of principal invested.

Australia

If you are receiving this document in Australia, the products and services are provided by The Hongkong and Shanghai Banking
Corporation Limited (ABN 65 117 925 970, AFSL 301737) for “wholesale” customers (as defined in the Corporations Act 2001). Any
information provided is general in nature only and does not take into account your personal needs and objectives nor whether any
investment is appropriate. The Hongkong and Shanghai Banking Corporation Limited is not a registered tax agent. It does not purport to,
nor does it, give or provide any taxation advice or services whatsoever. You should not rely on the information provided in the documents
for ascertaining your tax liabilities, obligations or entitlements and should consult with a registered tax agent to determine your personal
tax obligations.

Where your location of residence differs from that of the HSBC entity where your account is held, please refer to the disclaimer at
https://www.privatebanking.hsbc.com/disclaimer/cross-border-disclosure for disclosure of cross-border considerations regarding your
location of residence.

No part of this publication may be reproduced, stored in a retrieval system, or transmitted, on any form or by any means, electronic,
mechanical, photocopying, recording or otherwise, without the prior written permission of HSBC UK Bank plc.

A complete list of private banking entities is available on our website, https://www.privatebanking.hsbc.com.
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