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Based on the voices of 2,763 Elite entrepreneurs handling a total net worth of USD16 billion, spanning
23 countries across Europe, Asia, the United States and the Middle East, this exclusive report unveils
the different stages of maturity of their entrepreneurial journey, the impact on their private wealth

and their need for family governance.

KEY FINDINGS

4 7 % of Elite entrepreneurs are

in the early stages of their journey, either in the
‘Creation’ or ‘Growth’ phases,

where the objective is to launch a product or service,
Or grow revenues.

5 6 O/O of Elite entrepreneurs have been

through an M&A with one of their firms in the past.
Those in Turkey and Brazil are most likely to have
had a business acquired in the last five years, while
Poland, India and China are hotspots for recent
mergers.

4 4 % of Elite entrepreneurs have

used credit solutions to develop

their businesses

The demand is highest in Asia (55%), rising to six in
every ten entrepreneurs in China, India and Indonesia.
Those in the 'Development’ stage are most Likely to
rely on lending for business financing purposes.

METHODOLOGY

ON AVERAGE

Most Elite entrepreneurs intend
for their business to stay in

the family
51% say that their plan is to eventually pass to a family

member. Those in Poland, Italy, Russia, Brazil and
Indonesia are most convinced of this approach.

nowever, fAMIily transfer

becomes less appealing

when entrepreneurs approach exit

62% of entrepreneurs in the ‘Creation’ stage say they
will pass on company interests to a family member,
falling to 37% as they approach exit.

waretnan 1 ALT

feel the next generation of business
leaders need more guidance

53% believe their successors are not ready to take over
their responsibilities and 13% have not even identified
anyone suitable. However, 47% of UHNWIs are fully
confident in the future leaders of their firms.

GENDER

USD16 BN

TOTAL NET WORTH

uUsD5.8 M

NET WORTH

2.8

COMPANIES STARTED

REGIONS
14% ‘ 30%
USA APAC
3% <5 2%

BRAZIL GCC

51 % EUROPE
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MALE

33%

FEMALE

AGE

36T054

35 AND

55 AND OVER

2,763
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THE LIFECYCLE OF A SUCCESSFUL FIRM

@ CREATION

| PROFILING

| DEEP-DIVE

Population

460 Elite
Entrepreneurs
(17% of total sample)

y

Average age
37 years old

&
&b
=

Average Company
Revenue in 2017
USD6.4 million

e 21% of entrepreneurs aged 35 and under are at the ‘Creation’ stage

of the business lifecycle, compared to only 6% aged 55 and over.

e 26% of UHNW entrepreneurs with net worth equal to or greater

than USD25 million indicate that they are at the ‘Creation’ stage of

the business lifecycle.

| TOP SECTOR HOTSPOTS

| TOP 5 MARKET HOTSPOTS

25% J
[ |
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| SUCCESSION PLAN J 1 |tT ahnd Eigitat 1 Russia %%
echnology
Ownership will pass  62% .
1 to a]‘amils mempber 2 Retail and culture 1.7% 2 Indonesia a%
2 Ownership will pass  29% 3 Cchina 25%
to the management [ 3 Transportand 17% m
g
team logistics | 4 occ 3%
b
3 Ownership will pass 9% 4 Manufacturingand  15% |
to a new owner ] engineering u 5 Poland 23%
5 Financial services i3% -
6 Professional services 13%
FUTURE BUSINESS INVESTMENTS J (e.g. medical, legal) ]
1 Product design 42%
2 Product 38% | SUCCESSION ADVICE
manufacturing
- S 71 Advice on how to 41% 5 Wealth management 31%
3 Marketing % prepare future leaders after the transfer or ~ HEl
for senior leadership sale of my business
s I
aq Sgle; anq % responsibilities 6 Facilitation during 29%
distribution 2 Advice on the correct 39% meetings to smooth
5 Customer experience 30% valuation of the the transfer
(e.g. website) L business 7 Putting in place 25%
6 Mobile 26% 3 Support finding people 38% a family governance Hl
communications L with the right skills code for the next
. , and experience to generation of leaders
7 Finance 23% d i @ tion of lead
(e.g. accounting manage the business
payments) a4

Source: 2019 BNP Paribas Global Entrepreneur Report

Advice on structuring 32%
the transfer to L
optimise tax efficiency
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THE LIFECYCLE OF A SUCCESSFUL FIRM

GROWTH

| PROFILING | DEEP-DIVE
g)zﬁatliiol?te o Only 34% of entrepreneurs in the ‘Growth’ stage believe
Entrepreneurs that the next generation of business leaders are fully prepared
(31% of total sample) for future management, compared with 50% of ‘Creation’ stage

business owners.

Average age

39 years old o More than one in two ‘Growth’ stage entrepreneurs believe that a

family governance code could help define the future role of family
members and help integrate them into the business, while also
helping to set up a long-term strategic business plan for the future.

Average Company
Revenue in 2017
USD6.4 million

BE =

| TOP SECTOR HOTSPOTS | TOP 5 MARKET HOTSPOTS

1

| SUCCESSION PLAN J 1 Manufacturing 33% Luxembourg 59%
' and engineering I

7 Ownership will pass ~ 50% - Belgium 48%

to a family member 2 Transport 31% 2 Belg P
— . and logistics .

2 Ownership will pass  36% . 3 Poland 40%
to the management I 3 Retail and culture 30% [
team .

4 Spain 38%

3 Ownership will pass  14% 4 Professional services 30% [ |
to a new owner ] (e.g medical, legal) ~HH 5 Indonesia 37%

5 IT and digital 30% .
technology L
FUTURE BUSINESS INVESTMENTS J € Financial services 26
1 Sales and distribution 40%
|
2 Marketing 39% | SUCCESSION ADVICE J
; 7 Advice on the correct 44% 5 Wealth management 32% '
P

3 CustomEr .etzxperlence 3% valuation of the L after the transfer or .

(e-g. website) business sale of my business
; 9

4 Product design Bﬂé 2 Advice on how to 37% 6 Puttingin place a 30%

prepare future leaders HEl family governance

5 Produet 28% for senior leadership code for the next
manufacturing . responsibilities generation of leaders

6 Finance 27% 3 Support finding people 37% 7 Facilitation during 30%
(e.g. accounting, - with the right skills meetings to smooth
payments) and experience to the transfer

7 Mobile 22% manage the business
communications L a4

Source: 2019 BNP Paribas Global Entrepreneur Report

Advice on structuring 34%
the transfer to L
optimise tax efficiency
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DEVELOPMENT

| PROFILING

J | DEEP-DIVE

Population '
1,262 Elite
Entrepreneurs

(46% of total sample)

h

o Interms of future business goals, the majority of ‘Development’
stage entrepreneurs (16%) want to contribute to innovation and
development in their chosen industry.

26% of ‘Development’ stage entrepreneurs believe that automation
will help transform their business in the next five years, compared
to only 19% of their peers in the ‘Growth’ stage.

Average age
40 years old

Average Company
Revenue in 2017
USD7.5 million

bhE =3

| TOP SECTOR HOTSPOTS J | TOP 5 MARKET HOTSPOTS J
SUCCESSION PLAN 1 Financial services 49% 1 Netherlands 64%
| ;
1 Ownership will pass ~ 48% o Switzerland 63%
to a family member NN 2 Transport and 49% 2 _
— . logistics L
2 Ownership will pass  38% : . 3 Singapore 58%
to the management 1 3 Professional services 49% =
e.g. medical, legal L
team g gal) 4 ltaly 55%
3 Ownership will pass  14% 4 Manufacturingand  47% |
to a new owner ] engineering L 5 Turkey 54%
5 Retail and culture 44% -
|
6 ITanddigital 42%
FUTURE BUSINESS INVESTMENTS technology
1 Marketing 4% P
|
2 Customer experience 38% | SUCCESSION ADVICE
(e.g. website) L
— S 71 Advice on how to 44% 5 Wealth management  34%
3 Salesand distribution 35% prepare future leaders HE after the transfer or
for senior leadership sale of my business
4 Product design % responsibilities 6 Puttingin place 31%
2 Advice on the correct 40% a family governance L
S5 Produet 30% valuation of the code for the next
manufacturing L business generation of leaders
6 Finance ‘ 29% 3 Support finding people 40% 7 Facilitation during 31%
(e.g. accounting, with the right skills meetings to smooth W
payments) and experience to the transfer
7 Mobile 26% manage the business
communications L a4

Source: 2019 BNP Paribas Global Entrepreneur Report

Advice on structuring  38%
|

the transfer to
optimise tax efficiency
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THE LIFECYCLE OF A SUCCESSFUL FIRM

@ CONSOLIDATION

| PROFILING

DEEP-DIVE

Population
107 Elite

Entrepreneurs
(4% of total sample)

y

Average Company
Revenue in 2017

é@ Average age
47 years old

USDS5.8 million

o 12% of Elite Entrepreneurs aged 55 and over are in the ‘Consolidation’

o And in terms of future succession, only 37% of entrepreneurs
preparing for business exit this year intend to transfer ownership to
a family member, compared with 62% of ‘Creation’ stage business

stage of the business lifecycle, compared to only 3% of business

owners aged 35 or under.

owners.

PLANNING FOR BUSINESS EXIT

| TOP 5 MARKET HOTSPOTS

| SUCCESSION PLAN

h

1 Ownership will pass  37%
to a family member ~ HEE

2 Ownership will pass ~ 34%
to the management
team

3 Ownership will pass  29%
to a new owner L

FUTURE BUSINESS INVESTMENTS

y

1 Marketing 44%
2 Salesand distribution 33%
|
3 Finance 26%
(e.g. accounting, L
payments)
4. Customer experience 24%
(e.g. website) |
5 Product 22%
manufacturing
6 Product design 18%
|
7 Mobile 9%
communications 1

Source: 2019 BNP Paribas Global Entrepreneur Report

il
y

1 Identifying the right 41% Brazil 7%
time to sell my . 1
business 2 Spain 7%

2 Puttingaplanin place 41% 1
to protect my wealth 3 United States 7%

3 Puttingaplaninplace 39%
to safeguard my L 4 Taiwan 6%
family’s future 1

4 Forming a precise 31% 5 Germany f%
understanding of the Bl
value of my company

5 Refinancing my 20%
business to improve its |
financial performance

6 Restructuring my 19%
business to improve
its competitiveness

SUCCESSION ADVICE J

71 Advice on how to 37% Support finding 27%
prepare future leaders B people with the right B8
for senior leadership skills and experience
responsibilities to manage the

2 Advice on the correct 37% business
valuation of the Advice on structuring  26%
business the transfer to L

3 Wealth management  31% optimise tax
after the transfer or efficiency
sale of my business Putting in place a 21%

family governance |

A4 Facilitation during 28%

meetings to smooth B
the transfer

6/2019 BNP PARIBAS ENTREPRENEUR REPORT

code for the next
generation of leaders



@ TRANSFER

| PROFILING

Population
90 Elite
Entrepreneurs

(3% of total sample)

J | DEEP-DIVE

72% of entrepreneurs at the ‘Transfer’ stage of the business

Average age
61 years old

&
&
=

Average Company
Revenue in 2017
USD16.5 million

| SUCCESSION PLAN

h

1 Ownership will pass  37%
to a family member

2 Ownership will pass  22%
to the management
team

3 Ownership will pass  41%

to a new owner

Source: 2019 BNP Paribas Global Entrepreneur Report

lifecycle are aged 55 and over.

Only 37% of ‘Transfer’ stage entrepreneurs would transfer
their primary business to a family member at the point of
succession, compared to 62% of Creation stage business owners.

And in terms of succession advice, the majority of business owners

(44%) planning to exit their business this year require support

sourcing the right talent with the skills needed to manage the

business in the future.

| AGE PROFILE J | TOP 5 MARKET HOTSPOTS J
71 55andover 72% 7 United States 13% P
| [ |
2 36to54 26% 2 United Kingdom 6%
| 1
3 35andunder |2% 3 Switzerland |4%
4 Netherlands |3%
5 Germany |3%
SUCCESSION ADVICE J
1 Support finding people 44% 5 Wealth management 15%
with the right skills after the transfer or
and experience to sale of my business
manage the business 6 Putting in place 1%
2 Advice on the 33% a family governance
correct valuation L code for the next
of the business generation of leaders
3 Advice on structuring  22% 7 Facilitation during 7%
the transfer to meetings to smooth I
optimise tax efficiency the transfer
4 Advice on how to 15%

prepare future leaders M
for senior leadership
responsibilities
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CONNECT WITH US
wealthmanagement.bnpparibas

AVAILABLE ON
@BNPP_Wealth “VOICE OF WEALTH" APP

n Elite Entrepreneurs

\(I BNP Paribas
Wealth Management

UNDERSTAND, SERVE, AND PROMOTE ENTREPRENEURS

In a world that is ever changing, entrepreneurs need to build their wealth strategy with a partner they trust.
Our experts create tailored solutions by drawing on our extensive network and specific know-how to help you
build a bridge between your professional and personal wealth. We are here to advise you every step of the way.
Backed by our global wealth management network, our business centers around the world and our Corporate
and Investment Bank, you benefit from the services of a leading banking and financial institution. With our
support for entrepreneurs, your wealth has a voice. Let it be heard.

Our Wealth Management division with EUR377 billion of assets under management is a leading global private
bank - the largest private bank in the Eurozone - with offices in three hubs in Europe, Asia and the USA and
over 7,000 professionals. Our knowledge of local investment climates and culture makes us the natural wealth
management partner for clients wanting to manage, preserve and develop their wealth across borders over
the long term. We have been recently recognized Best Private Bank in Europe, Best Private Bank in South-
East Asia and Best Private Bank in Western USA.

This document has been produced by Scorpio Partnership in cooperation with the Wealth Management Métier of BNP Paribas, a French Société Anonyme with
a capital of 2.499.597.122 Euros, Head Office 16 boulevard des Italiens, 75009 Paris, France, registered under number 662 042 449 RCS Paris, registered in
France as a bank with the French Autorité de Contréle Prudentiel et de Résolution (ACPR) and regulated by the French Autorité des Marchés Financiers (AMF)
This document is issued for information purpose only. This document does not, in any way, constitute a solicitation, an offer or an invitation of any nature with
a view to enter into any transaction or mandate. Similarly, it does not, in any way, constitute a strategy, an investment or disinvestment recommendation
or advice, legal or tax advice, audit advice, or any other form of advice of a professional nature. The information contained in this document is intended to
be general market commentary and should not be relied upon in isolation for the purpose of making an investment decision. This document may mention
services and products that are subject to legal restrictions and cannot be offered worldwide on an unrestricted basis and/or may not be eligible for sale
to all investors. Prior to entering into a transaction each investor should fully understand the financial risks, the merits and the suitability of investing in
any product including any market risk associated with the issuer and consult with his or her own legal, regulatory, tax, financial and accounting advisors
before making his or her investment. Investors should be in a position to fully understand the features of the transaction and, in the absence of any
provision to the contrary, be financially able to bear a loss of their investment and willing to accept such risk. Investors should always keep in mind that
the value of investments and any income from them may go down as well as up and that past performance should not be seen as an indication of future
performance. Save as otherwise expressly agreed in writing, BNP Paribas is not acting as financial adviser or fiduciary of the investor in any transaction.
Although the information in this document has been obtained from published or unpublished sources which Scorpio Partnership and BNP Paribas reasonably
believe to be complete, reliable and accurate, neither Scorpio Partnership nor BNP Paribas do represent or warrant, whether expressly or implicitly, and
accept any responsibility for, its exhaustiveness, reliability or accuracy; any opinion expressed in this document is subject to change without notice. Neither
Scorpio Partnership nor BNP Paribas assumes no duty to update any information in this document in the event that such information changes. Neither
Scorpio Partnership nor BNP Paribas makes any representation or warranty with regard to any computations, graphs, tables, diagrams or commentary
in this document which are provided for illustration/reference purposes only. Scorpio Partnership and BNP Paribas accept no liability whatsoever for any
consequences that may arise from the use of information, opinions or projections contained herein. By accepting this document, you agree to be bound by
the foregoing limitations.

© BNP Paribas (2019). All rights reserved. © Scorpio Partnership (2019). All rights reserved
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