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Disclaimer

This presentation has been prepared by Platinum Investment Management Limited ABN 13 050 064 287, trading as Platinum Asset Management (“Platinum”). Platinum is the responsible
entity and issuer of units in the Platinum Trust® Funds (the "Funds", each a “Fund”). The Platinum Trust® Product Disclosure Statement No. 11 dated 3 July 2017 and the Supplementary
Product Disclosure Statement dated 23 February 2018 (together the "PDS") provide details about the Funds. You can obtain a copy of the PDS from Platinum’s website

www.platinum.com.au, or by contacting Investor Services on 1300 726 700 (Australian investors only), or 0800 700 726 (New Zealand investors only), or 02 9255 7500, or via
invest@platinum.com.au.

The information contained in this presentation is general information only and not intended to be financial product advice. It has not been prepared taking into account any particular
investor’s or class of investors’ investment objectives, financial situation or needs, and should not be used as the basis for making investment, financial or other decisions. You should read
the entire PDS and consider your particular investment objectives, financial situation and needs prior to making any investment decision to invest in the Fund. You should also obtain
professional advice prior to making an investment decision.

Commentary reflects Platinum’s views and beliefs at the time of preparation, which are subject to change without notice. While the information in this presentation has been prepared in
good faith and with reasonable care, no representation or warranty, express or implied, is made as to the accuracy, adequacy or reliability of any statements, estimates, opinions or other
information contained in the presentation, and to the extent permitted by law, no liability is accepted by any company of the Platinum Group® or their directors, officers or employees for
any loss or damage as a result of any reliance on this information. Some numerical figures in this presentation have been subject to rounding adjustments.

Unless otherwise expressly stated, investment returns for the Funds have been calculated using the relevant fund’s NAV unit price (C Class) and are pre-tax, net of fees and costs and
assume the reinvestment of distributions. The investment returns shown are historical and no warranty can be given for future performance.
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« Understand why biases make investing difficult

« Develop a framework for investing
— Seek out of favour companies
— Investigate and understand change
— Try not to lose money



¢4 Actuaries
A Institute

Behaviovural finance 101

« Social pressures
— Herd mentality
— Fear of missing out (FOMO)
— Pain of exclusion

« Dealing with information and time
— Recency/availability bias
— Extrapolation
— Exponential versus linear growth
— Framing

 Loss aversion
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Example: Platinum International Fund
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Source: Platinum Investment Management Limited, FactSet. Performance Composite: Average of 1 and 3 year Absolute & Relative (to MSCI AC World) Returns. Imputed flows: Sum of NAV t — NAV t-1 * Monthly return; for the 6 months following composite result.
NAVt : Publically available month end Net Asset Value as at time, t
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Models for thinking about markets

« Keynesian beauty contests
* Sandpiles and avalanches
« Triangulation

* Ask the right question



Actuaries
Institute

A matrix of change and reactions to it

Real world

Negative change Positive change

Quantitative filters

Over-reaction

Stock market

Domain knowledge

Under-reaction

Note: This is a stylized representation of a complex process. The description of Platinum’s investment process is intended to be representative.
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A framework for idea generation

Real world

Negative change Positive change

Exaggerated demise? Dangerous extrapolation?

Over-reaction

Look to buy Look to sell
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Note: This is a stylized representation of a complex process. The description of Platinum’s investment process is intended to be representative.






