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The Next Phase
of Alternatives Growth ,

Advisors Want More. Clients Want More. What’s Holding Adoption Back?

2026 iCapital Global Advisor Survey
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Alternatives adoption is
accelerating. The next
challenge is scale.!

89% of advisors plan to maintain or increase allocations to alternatives, while the
share planning to increase allocations nearly tripled year over year.?

At the same time, 84% report client interest has increased or remained stable over
the last two years.

The demand story is increasingly clear.
Yet delivering alternatives consistently across firms remains challenging.

The findings suggest the industry's next growth opportunity may depend less on
creating demand and more on helping advisors and firms expand the capabilities
needed to serve increasingly sophisticated clients. As alternatives become more
established in portfolio construction, firms need the education, technology, data, and
operational capabilities required to deliver alternatives more broadly and consistently
across client portfolios.

In This Report

01] Alternatives Continue to Gain Momentum
Advisor demand remains strong, client interest is resilient, and evolving allocation
preferences reflect the growing role of alternatives in long-term portfolio strategy.

02| The Challenges of Implementation
As alternatives become more established in portfolios, advisors face challenges around
portfolio construction, risk assessment, compliance, and scale.

03 | Building the Capabilities for Growth
Technology, data, education, and operational support are becoming increasingly
important as firms seek to expand alternatives adoption.

1. Alternative investments were defined as long-term, illiquid strategies (e.g,, private equity, private credit,
hedge funds, real assets) and semi-liquid vehicles (e.g., interval funds, tender offer funds, non-traded REITs).
2.  Please see page 20 for the survey methodology for all noted survey results.
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Key findings

Alternatives Continue to Gain Momentum

890/ maintain/increase allocations; planned increases
O  rose from 14% to 39%.

Growth Brings New Complexity

5 90/ cite liquidity and risk assessment challenges, 53%
(0)

cite compliance concerns, and 49% cite portfolio
construction challenges.

Technology is Becoming a Capability Enabler

5 9 O/ cite technology and implementation as a priority
(@)

learning area, highlighting growing demand for
capabilities needed to deliver alternatives at scale.

A Growth Segment Emerges

S400M-S1B

Mid-sized firms are using alternatives to attract clients, differentiate
their offering, and serve increasingly sophisticated investors.

Delivering at Scale is the Next Competitive Advantage

0O identified risk and performance analytics tools
51 /O as a critical technology need, underscoring

the growing importance of visibility, oversight,
and implementation support as firms scale
alternatives across client portfolios.
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Advisors aren't pulling back.
They're leaning in.

Advisors are making alternatives a larger part of
long-term portfolio strategy.

39% 39%

plan to maintain or plan to increase allocations
increase allocations. in 2026 vs.14% in 2025.

Over the next 12 months, do you plan to allocate more,
less or the same to alternative investments?

&4 Enhanced diversification, improved risk-
adjusted returns, reduced correlation
to public markets, and growing client
demand for differentiated income and
growth opportunities. 77

— Advisor Survey Respondent

B Allocate less to alternatives

B Allocate about the same to alternatives

B Allocate more to alternatives

2025 2026
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Clients are ready.

Strong client interest continues to support
broader alternatives adoption.

347

report client interest has
increased or remained stable.

Compared to two years ago, has client interest in
alternative investments...?

B Decreased

[ | Stayed about the same

B ncreased
2025 2026
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Economic outlook softened.

Advisors continue to focus on long-term client objectives
despite a more cautious market outlook.

2

Economic optimism fell, while allocation intentions
nearly tripled.

What is your economic outlook, globally and for your local
economy specifically over the next 12 months?

B 2025
B 2026
49%
41%
2 25%
21% 20%
12%
O,
% N/A ﬁ
Very Somewhat Uncertain Somewhat Very
negative negative positive positive
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If demand is strong, why doesn't
adoption expand faster?

Advisor demand is rising, client interest remains high, and advisors report growing
confidence using alternatives. Yet expanding alternatives across more clients,
portfolios, and advisors remains challenging. The findings suggest the industry's
next hurdle is not generating interest, but helping firms broaden adoption and
build the capabilities needed to deliver alternatives consistently at scale.

Three Stages of Alternatives Adoption

Access Adoption Scale

Focused on: Focused on: Focused on:

e Learning about alternatives e Expanding adoption e Delivering alternatives

e Understanding portfolio across more clients consistently across the practice
applications e Portfolio construction e Reporting and oversight

e Accessing educational e Model portfolios e Technology integration
resources e Advisor enablement e Operational efficiency

e |Initial allocations e Client conversations e Riskand governance
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Advisors are getting more
intentional with allocations.

Rising interest in venture capital, real estate, and other real assets suggests advisors are becoming
more selective, gravitating toward alternatives that offer exposure to innovation, infrastructure,

income generation, and opportunities across varying market conditions.

Interest in venture capital

= 37%

rose from

26%

Which of the following types of alternative investments are you most interested in
allocating towards on behalf of your clients? (Select all that apply)

B 2025
B 2026

28%

21%

Other Real Assets
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37%

26%

Venture Capital

44 Portfolio construction is mainly influenced by client goals, risk

tolerance, time horizon, and liquidity needs, which determines
the strategic asset allocation. 77

— Advisor Survey Respondent

66% 649,

50%
43% 44% I

Private Credit

54% 56%

I 42%

Hedge Funds

Real Estate Private Equity
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Evergreen allocations are
becoming more diversified.

While 11-15% remains the most common target range, advisor
expectations are increasingly spread across allocation bands.

More advisors expect double-digit
evergreen exposure

22% =¥ 35%

What do you anticipate will be your client's average exposure to
evergreen strategies in the next two years?

B 2025
1%
W 2026 Less than I °

5%
° Iz%

22%

5-10%
35%

67%

115%
51%

More than
15%
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The biggest challenges
begin after adoption.

The findings suggest the barriers to broader alternatives
adoption are evolving. As alternatives become more established
in client portfolios, advisors are increasingly focused on portfolio
construction, liquidity and risk assessment, compliance, reporting,
and client communication. The industry's challenges no longer
center on whether alternatives belong in portfolios. Instead, they
increasingly emerge after advisors decide to use them. Another
challenge will be helping more advisors translate interest into
broader and more consistent adoption.

10 | iCAPITAL o e THE NEXT PHASE OF ALTERNATIVES GROWTH | 2026 iCAPITAL GLOBAL ADVISOR SURVEY



As alternatives mature,
complexity increases.

The top challenges facing advisors today increasingly emerge
after the decision to use alternatives has been made.

59%

cite liquidity and risk assessment challenges; 53% cite
compliance concerns.

What are the biggest challenges in incorporating alternatives into your firm's
investment models and asset allocation strategies? (Select exactly three)

B 2025
B 2026

Lack of foundational
education and
training
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51%
45%

Limited model
portfolios to
leverage for
alternatives

4k The risk factors are not sufficiently transparent,
the focus is mainly on returns, which is not very
helpful in customer discussions. 77

53% a0, 51% 50%

Understanding how
alternatives impact
overall portfolio
construction

Limited access
to institutional-
quality alternative
investment
products

— Advisor Survey Respondent

53% 55% =526
4.8%I I I
Compliance Difficulty in

and regulatory  assessing liquidity
concerns and risk exposure

across asset classes
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The barrier is shifting.

As access barriers decline, advisors increasingly need

help understanding, explaining, and implementing

alternatives with confidence.

Lack of
access:

Complexity explaining
alternatives:

11% = 5% 1% =» 17%

Which of the following are barriers to using alternative
investments more? (Rank top three in order)

B 2025
B 2026
Little/ no access to
investment offerings
Amount of
Suitability/regulatory documentation/due
concerns diligence required
Lack of liquidity / Lack of edrz(sjgg(r)cn:sl
long lock-up periods - 9%
(o]
Client ti _ Ao High fees
ient reporting
I
) Complexity -
Investor eligibility _ 12% challenging to
standards - 12% explain to clients
12 | iICAPITAL o
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Growth is creating
new demands.

Delivering alternatives to a limited number of clients is fundamentally different
from delivering alternatives consistently across an entire practice.

Advisor demand is growing. Client demand remains strong. Yet broader adoption
remains uneven.

The challenge is no longer gaining access to alternatives. It is delivering
alternatives consistently across more clients, portfolios, and advisors.

Doing so requires new capabilities across the advisory business.

Capabilities needed to scale alternatives adoption:

% i N

4

‘.’

Workflows Reporting Portfolio Visibility

2 ©

\/.

Client Operational Support
Communication Tools

This is becoming the next frontier of adoption.
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A growth segment emerges.

While smaller firms often remain focused on building client familiarity and
adoption, and larger firms that have already broadened alternatives adoption
increasingly focus on governance and scale, mid-sized firms appear to be using
alternatives as part of a broader set of capabilities needed to attract, serve, and
retain increasingly sophisticated clients.

Adoption maturity also appears in allocation behavior. In 2026, our study found that
Firms under $400 million in AUM are most likely to allocate 5%-9% to alternatives, while
firms over $1billion are more likely to allocate 10%-19% and serve a larger share of clients
with alternatives exposure.

Firm Segment Primary Use Case Biggest Need

Under $400M Diversification Client understanding and education
$400M-$1B Attracting new clients / differentiation Allocation guidance and client materials
Over $1B Sophisticated investments / income Compliance, semi-liquid access, scale
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The next competitive
advantage is
delivering at scale.

The next phase of alternatives growth may depend less on
product availability and more on implementation. As alternatives
become a more established part of portfolio construction,
advisors increasingly need technology, data, reporting, and
operational workflows that make alternatives easier to evaluate,
implement, and monitor across client portfolios. Firms that
invest in these capabilities may be better positioned to expand
adoption consistently and efficiently.
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Technology is becoming
a capability enabler.

As alternatives become more embedded in portfolios, advisors
increasingly need technology that supports portfolio construction,
implementation, and ongoing oversight at scale.

Risk and performance analytics
became the top technology priority.

What are the most critical technology and partner integrations necessary for
successfully implementing an alternatives investment strategy? (Select up to three)

B 2025
B 2026

Automated
subscription and
redemption processing

Digital client education
and communication tools

Asset allocation
analysis

Custodian and
fund administrator
connectivity

Portfolio
management

system integration _ 43%

Al-powered portfolio |N/A Risk and _ 43%
construction and performance
alternatives sizing tools - 32% analytics tools _ 51%

CRM integration for
client tracking
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Visibility is
becoming essential.

Advisors increasingly need better visibility into risk, exposures,
performance, and portfolio impacts throughout the investment lifecycle.

Risk analytics and data management
rank among the top priorities.

What improvements in data and reporting would most enhance your
firm's ability to manage alternative investments? (Select up to two)

M 2025
B 2026
O,
37% = 0 40% 38%
34% 34% 34% 34% 35%
26% 29%
N/A I
Al-assisted insights  Real-time pricing  More transparent ~ More automated Improved data Better risk and
and anomaly and valuationdata and standardized clientonboarding reconciliationand exposure analytics
detectionacross  for private assets performance processesand  datamanagement  foralternatives
the investment reporting bulk processes across the
lifecycle investments lifecycle
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Education is evolving.

Education remains foundational, but advisor interests are shifting toward
more sophisticated content, technology-enabled implementation, and
advanced alternatives strategies that support broader application across
client portfolios.

Technology and implementation
remain the top area of educational interest.

What alternative investments topics would be
of interest to you? (Select up to three)

Three Stages
W 2025 of Alternatives Growth
B 2026
Practice Access
management Building knowledge, confidence,
and understanding.
Foundational Adoption
topics Expanding allocations and
client adoption.
Advanced topics Scale
in alternative .
investments Creating repeatable processes,
stronger oversight, and a more
consistent client experience.
Alternative
investment fund
specific content
Technology and

implementation of investing
in alternative investments
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Building capability
for growth.

Alternatives appear to be moving into a new stage of market maturity.
Advisor interest remains strong, client demand remains resilient, and
allocation intentions continue to rise. The opportunity ahead may be
less about convincing advisors to use alternatives and more about
helping them incorporate alternatives across a broader range of
clients and portfolios. Firms that can simplify implementation and
create a more consistent client experience may be best positioned
for the next phase of growth.
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Survey Methodology

The 2025 iCapital Global Advisor Survey captured a global view of advisor behavior
while diving deeper into the operational and technology needs of firms. The

survey was conducted in the first quarter of 2025 by a third-party research firm
using telephone interviews with online follow-up. Respondents included financial
professionals across channels—private wealth, national and regional broker-
dealers, independent BDs, and RIAs/IFAs—spanning a range of AUM levels of those
actively engaged in alternative investing. The survey engaged 603 respondents
across nine countries in the U.S,, Europe, the Middle East, and APAC.

The 2026 Global Advisor Survey is iCapital's second annual global survey of advisor
behavior and the evolving needs of wealth management firms. Building on our
inaugural survey, this year's research explores not only allocation trends and client
demand, but also the operational, technology, and implementation challenges
shaping the next phase of alternatives adoption.

The study was conducted during the first half of 2026 by an independent third-
party research firm using telephone interviews with online follow-up. Respondents
included financial professionals across wealth management channels—including
private wealth firms, national and regional broker-dealers, independent broker-
dealers, and RIAs—representing a range of firm sizes and focused on those actively
engaged in alternatives investing.

Alternative investments were defined as long-term, illiquid strategies (e.g., private
equity, private credit, hedge funds, real assets) and semi-liquid vehicles (e.g., interval
funds, tender offer funds, non-traded REITs).

The survey included 870 respondents across 15 countries spanning the United
States, Europe, the Middle East, and Asia-Pacific. This report provides an aggregate
global view of advisor sentiment and behavior. Regional reports will follow, offering
deeper perspectives on market-specific trends and opportunities.
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About iCapital

iCapital is a global leader, shaping the future of private markets' investing for financial Advisors, wealth managers, asset managers, and other industry participants.
iCapital offers a diverse and complete range of non-traditional investment products on iCapital Marketplace, Enterprise solutions, and both Technology and Data
Services, designed to help drive better outcomes for all participants in the ecosystem. Backed by the leading alternative asset managers and wealth managers
globally, iCapital provides unrivaled access, data connectivity, education, and research programs to Advisors and their clients. Leveraging Al and machine learning
for digital identity (KYC/AML), iCapital supports compliant and secure investment lifecycle processes. iCapital's end-to-end platform manages the lifecycle of
non-traditional investment products, making it easier to learn about, buy, manage, and integrate alternative assets, structured investments (Sl) and annuities into
portfolios, driving growth, scale and efficiency. Our solution(s) can be customized and offers specific modules as needed. To learn more visit icapital.com

Important Information

The material herein has been provided to you for informational purposes only by Institutional Capital Network, Inc. (“iCapital Network”) or one of its affiliates
(iCapital Network together with its affiliates, “iCapital”). This material is the property of iCapital and may not be shared without the written permission of iCapital.
No part of this material may be reproduced in any form, or referred to in any other publication, without express written permission of iCapital.

This material is provided for informational purposes only and is not intended as, and may not be relied on in any manner as, legal, tax or investment advice, a
recommendation, or as an offer or solicitation to buy or sell any security, financial product or instrument, or otherwise to participate in any particular trading
strategy. This material does not intend to address the financial objectives, situation, or specific needs of any individual investor. You should consult your personal
accounting, tax and legal advisors to understand the implications of any investment specific to your personal financial situation.

ALTERNATIVE INVESTMENTS ARE CONSIDERED COMPLEX PRODUCTS AND MAY NOT BE SUITABLE FOR ALL INVESTORS. Prospective investors should be
aware that an investment in an alternative investment is speculative and involves a high degree of risk. Alternative Investments often engage in leveraging and
other speculative investment practices that may increase the risk of investment loss; can be highly illiquid; may not be required to provide periodic pricing or
valuation information to investors; may involve complex tax structures and delays in distributing important tax information; are not subject to the same regulatory
requirements as mutual funds; and often charge high fees. There is no guarantee that an alternative investment will implement its investment strategy and/or
achieve its objectives, generate profits, or avoid loss. An investment should only be considered by sophisticated investors who can afford to lose all or a substantial
amount of their investment.

iCapital Markets LLC operates a platform that makes available financial products to financial professionals. In operating this platform, iCapital Markets LLC
generally earns revenue based on the volume of transactions that take place in these products and would benefit by an increase in sales for these products.

The information contained herein is an opinion only, as of the date indicated, and should not be relied upon as the only important information available. Any
prediction, projection or forecast on the economy, stock market, bond market or the economic trends of the markets is not necessarily indicative of the future
or likely performance. The information contained herein is subject to change, incomplete, and may include information and/or data obtained from third party
sources that iCapital believes, but does not guarantee, to be accurate. iCapital considers this third-party data reliable, but does not represent that it is accurate,
complete and/or up to date, and it should not be relied on as such. iCapital makes no representation as to the accuracy or completeness of this material and
accepts no liability for losses arising from the use of the material presented. No representation or warranty is made by iCapital as to the reasonableness or
completeness of such forward-looking statements or to any other financial information contained herein.

Securities products and services are offered by iCapital Markets LLC, an SEC-registered broker-dealer, member FINRA and SIPC, and an affiliate of iCapital, Inc.
and Institutional Capital Network, Inc. These registrations and memberships in no way imply that the SEC, FINRA, or SIPC have endorsed any of the entities,
products, or services discussed herein. Annuities and insurance services are provided by iCapital Annuities and Insurance Services LLC, an affiliate of iCapital, Inc.

“iCapital” and “iCapital Network” are registered trademarks of Institutional Capital Network, Inc. Additional information is available upon request.

© 2026 Institutional Capital Network, Inc. All Rights Reserved.
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