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Martin Horne weighs in.

Martin Horne
Global Head of Public Assets,

‘\;. Head of Barings Europe

-

October 2024 1



BARINGS

1. Possibly the most notable trend in asset management in
recent years has been the rise of private assets. Can you talk
about the interaction between public and private assets and
the actions that asset managers need to be taking today to
remain relevant in five or 10 years?

Horne: The growth in private assets in recent years is reshaping the
industry to an extent. It's driven an endless number of acquisitions in the
asset management space, especially for managers playing catch-up, and has
inspired many others to build their origination networks and develop new
products, including for the wealth channel, to capitalize on this growth.

What I think is less of a focus, and perhaps this will change soon, is that
private assets—like any assets—will go through cycles. Different strategies
will go in and out of vogue and performance will vary over time. It's very
possible that parts of the private markets are overheated today and that
may result in some pain—but that's a healthy part of the natural evolution of

capital markets.

What managers need to do today if they want to win in the future is not
become overly reliant on any given product or strategy. At Barings, for
instance, we're increasingly viewing the world of credit as just that, credit—
rather than drawing an artificial line of demarcation between public and
private credit. The reality is that the lines are blurring between traditional
public and private markets. Yes, there are still differences in things like
documentation and issue sizes, but even those are converging to an
extent. Importantly, the same underlying bottom-up, fundamental credit
underwriting and analysis is needed whether you're analyzing a broadly
syndicated loan or a directly originated one.

Further to that, we're seeing clients start to think about the world this way.
They want their managers to be able to decipher relative value between
public and private markets—and in some cases, manage allocations between
the two. To do this effectively, a manager needs size and scale across the
liquidity spectrum. It's hard to tell if direct lending offers relative value if all

you do is direct lending.
We think the so-called winners of tomorrow will be flexible, able to offer

clients access to strategies that solve their problems across the liquidity

spectrum, and in a position to offer what in some cases may be unique assets.
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2. Traditionally, asset managers have focused on selling products. More recently,
there has been a shift toward providing solutions. Is this a preview of where
markets are heading?

Horne: 1 think we can all agree that “solutions” is an overused term, but it may be the best one we've
got to describe what the most impactful managers are delivering for their clients today. There's no
question that a “one size fits all” approach no longer makes sense—if it ever did.

Today, when my colleagues and I walk into a meeting with a client or a prospective client, it's not to
try to sell them a singular product or fund. Job #1 is listening. What is their challenge? What are they
trying to solve for? What returns are they seeking? What risk parameters need to be considered? It's a
massive puzzle and only when you start to understand that can you even begin to think about what
funds or products may be appropriate.

If we get more specific and think about this in terms of public and private assets, once we understand
the problem, we can begin to propose solutions, but the two markets provide different challenges to
get to a favorable end result.

To use an analogy a colleague provided, purchasing public assets is akin to going to the supermarket
with a recipe in-hand. There are different products, different variations, different flavors—but we
basically know what's on the shelves, so we can be pretty confident that we'll find the ingredients we

need to make our recipe. In other words, the investment universe is more or less known.

Sourcing on the private side, that's much less certain. It may be more akin to going to a farmer’s
market. It's not always clear what will be available for sale on any particular day, and it changes over
time. You can go with a recipe in mind but you need to be willing to substitute Swiss chard for kale
if the former isn't available. In other words, you need to be flexible to get to an end result that you're
happy with.

There are three conclusions here as it relates to succeeding in private markets:

1. The teams managing and originating different private asset classes within a firm need to
collaborate closely. For instance, the team originating middle market direct loans needs to regularly
speak with the teams responsible for infrastructure debt or real estate debt, as those asset classes
may be the ones currently “on the shelves” and able to solve for a client’s particular challenge.

2. Origination teams need to be flexible. When evaluating incoming deals, originators need to
understand that while a certain transaction may not fit their group’s unique requirements, it may
be a fit somewhere else in the firm for a client seeking exactly those attributes.

3. Having a broad set of capabilities becomes a massive advantage. Given the nature of private
markets and the needed flexibility described above, the broader a manager’s reach and origination
across the full spectrum of private markets, the more likely they will be able to provide optimal
solutions for their clients.
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"In our experience, business models that foster an alignment of

interests between the manager and the client tend to be the most

successful ones over time.”

At Barings, that's where having a global
network of origination professionals and
platforms helps us, allowing us to take that
customization to the next level, source bespoke
assets, and truly provide a solution.

In summary, the days of “product pushing”
are gone for any manager that wishes to be

a leader in the future. Rather, success will

be driven by building a business that can
effectively respond to the challenges investors
are facing and deliver true solutions.

. How do ownership models play a role
in asset managers’ ability to serve
clients—and how might this change
going forward?

Horne: There is no one set business or
ownership model that represents the only way
to succeed in asset management. Different
managers can get there in different ways.
Perhaps the way to think about what will drive
the success of tomorrow’s asset management
firms is to look at the attributes of their
ownership models and how those align with
client needs.

For example, at Barings, our view is that
having a longer time horizon and focusing on
building trusted partnerships that stand the
test of time are key tenets of success. In our
experience, clients are looking for partners

they can build relationships with over time,
who they can grow with, and who have a
deep understanding of what they are trying to

solve for.

Another thing that jumps out is alignment.

In our experience, business models that
foster an alignment of interests between the
manager and the client tend to be the most

successful ones over time.

As I said, I think there are probably different
ways to get there. For us, at Barings, we
actually view our ownership model—we are
a 100% owned subsidiary of MassMutual—as
being our strategic advantage.

Being owned by a mutual company that has
been in existence since the 1800's naturally
helps us to think and plan for the long term.
This model also allows for a virtuous cycle
or “flywheel effect” by which investments
from our parent company ultimately lead to
additional opportunities for them and our
other clients. For example, MassMutual often
seeds new investment strategies, or supports
us in the build-out of new origination
capabilities—and these efforts then come

full circle to ultimately benefit them and our
other clients in the form of new or different
investment opportunities that then give them
a competitive advantage by bolstering their
ability to grow their own books of business.
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Similarly, with our parent company invested in Barings strategies alongside our
other clients, there is an element of “eating our own cooking.” In other words,
the investments our teams are choosing or that our origination professionals
are sourcing are the same ones that our parent company is investing in. The
alignment of interests is very real and tangible in that way and forms a key

cornerstone of the long-term partnerships [ referenced earlier.

In aworld that is changing so quickly via technology and other
means, are there any rules of thumb’ that managers should keep
in mind if they want to succeed long term?

Horne: There are a few key tenets that our leadership team at Barings keeps in
mind as we navigate the present and try to set the business up well to serve our
clients in the future.

First, you need humility. If any manager sits in front of you and says they

know exactly how the next 10 years will play out, I might suggest you be a bit
suspicious. None of us know how Al for instance, will ultimately affect the
business. Do we have teams working on it, trying to innovate and stay ahead of
the curve? Of course, we do. But that's table stakes these days. We are all learning
but having the confidence and humility to say that you don't know all the
answers—I believe those attributes will become even more valuable in the future.

Second, and much related to the prior, you need to be adaptable. The only thing
we know about what will transpire over the coming 10 years is that we will need
to change. The market opportunity will change. Clients’ needs and demands

will change. What our own people expect or prefer will even change. It feels like
change is happening more rapidly in this industry than it did earlier in my career,
and I suspect that pace of change will only increase. As a result, the reality is that
we all need to get more comfortable being uncomfortable.

Finally, I'd say that teamwork, partnership and integrity are things that (I hope)
will never go out of style. What we invest in may change, exactly how we invest
may change, but working together, and doing what we say we're going to do

[ think will stand the test of time. That's how we're building and growing the
business here at Barings and I'm optimistic that 10 years down the line, whether
it's me or the next generation of leadership, we'll be in a great position to
continue delivering value to our clients every day.
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Barings is a $409+ billion* global asset management firm that partners with institutional, insurance, and
intermediary clients, and supports leading businesses with flexible financing solutions. The firm, a subsidiary
of MassMutual, seeks to deliver excess returns by leveraging its global scale and capabilities across public

and private markets in fixed income, real assets and capital solutions.

IMPORTANT INFORMATION

Any forecasts in this document are based upon Barings opinion of the market at the date of preparation and are
subject to change without notice, dependent upon many factors. Any prediction, projection or forecast is not
necessarily indicative of the future or likely performance. Investment involves risk. The value of any investments
and any income generated may go down as well as up and is not guaranteed by Barings or any other person.
PAST PERFORMANCE IS NOT NECESSARILY INDICATIVE OF FUTURE RESULTS. Any investment results, portfolio
compositions and or examples set forth in this document are provided for illustrative purposes only and are not
indicative of any future investment results, future portfolio composition or investments. The composition, size of,
and risks associated with an investment may differ substantially from any examples set forth in this document. No
representation is made that an investment will be profitable or will not incur losses. Where appropriate, changes
in the currency exchange rates may affect the value of investments. Prospective investors should read the offering
documents, if applicable, for the details and specific risk factors of any Fund/Strategy discussed in this document

Barings is the brand name for the worldwide asset management and associated businesses of Barings LLC and its
global affiliates. Barings Securities LLC, Barings (U.K.) Limited, Barings Global Advisers Limited, Barings Australia

Pty Ltd, Barings Japan Limited, Baring Asset Management Limited, Baring International Investment Limited, Baring
Fund Managers Limited, Baring International Fund Managers (Ireland) Limited, Baring Asset Management (Asia)
Limited, Baring SICE (Taiwan) Limited, Baring Asset Management Switzerland Sarl, Baring Asset Management Korea
Limited, and Barings Singapore Pte. Ltd. each are affiliated financial service companies owned by Barings LLC (each,
individually, an "Affiliate”). Some Affiliates may act as an introducer or distributor of the products and services of
some others and may be paid a fee for doing so

NO OFFER: The document is for informational purposes only and is not an offer or solicitation for the purchase

or sale of any financial instrument or service in any jurisdiction. The material herein was prepared without any
consideration of the investment objectives, financial situation or particular needs of anyone who may receive it.
This document is not, and must not be treated as, investment advice, an investment recommendation, investment
research, or a recommendation about the suitability or appropriateness of any security, commodity, investment, or
particular investment strategy, and must not be construed as a projection or prediction.

Unless otherwise mentioned, the views contained in this document are those of Barings. These views are made

in good faith in relation to the facts known at the time of preparation and are subject to change without notice.
Individual portfolio management teams may hold different views than the views expressed herein and may make
different investment decisions for different clients. Parts of this document may be based on information received
from sources we believe to be reliable. Although every effort is taken to ensure that the information contained in
this document is accurate, Barings makes no representation or warranty, express or implied, regarding the accuracy,
completeness or adequacy of the information.

Any service, security, investment or product outlined in this document may not be suitable for a prospective
investor or available in their jurisdiction
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