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(Translation Purpose Only)
Sales Process and Fair Dealing Policy

Sawakami Asset Management (Thailand) Co., Ltd.

Sawakami Asset Management (Thailand) Co., Ltd. (SAMC) attaches importance to business
operations to provide customers with practical information, advice and handling complaints about
investment in mutual fund products with concerns to the customer’s benefit as Fair Dealing Policies
and minimizes the risk of mis-selling and fraud on client’'s assets. Therefore, the company sets
guidance on Sales Process and Fair Dealing Policies of mutual fund products to ensure that all
employees adhere and practice Fair Dealing Policies to achieve 6 goals:

Goal 1: Customers contact operators who attach importance to Fair Dealing Policies which is the
principle of organizational culture.

Goal 2: Products and services are selected and designed to meet the suitability and need of the
target customers.

Goal 3: Customers receive clear and suitable information from sellers.

Goal 4: Customers receive constructive advice and suitable products offered on consideration of
the customers’ context.

Goal 5: Customers receive the product and service that meet their expectations.

Goal 6: Customers do not have inconveniences after purchasing or selling products, handling
complaints, and damage claims due to the operator's services.

According to the 2nd Extraordinary Board of Directors' meeting, it has been approved Sales
Process and Fair Dealing Policies of mutual fund products and guidelines or work manuals in
accordance with this announcement, and this summary is declared to employees to use it as a

guideline for working. This is effective from the approval date onwards until there is any change.
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Policy Updates and Reviews

Amendments and updates of the policy are operated by the Customer Relations Department and

reviewed by the Compliance Department before presenting to the Chief Executive Operator and the

Board of Directors at least once a year or when the relevant laws, rules and regulations will be

changed.

No.

Amendment Topic

Reviewer

Approver

Approval date
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In order to set and offer mutual fund products which are suitable with needs and benefits of

customers in accordance with Fair Dealing Policies which has a proper system for issuing and

offering mutual fund products’ efficiency, Company has established policies, strategic plans, work

systems and procedures regarding the issuance and offering of mutual fund products as follows:

1. Manage organizational structure, roles, and duties of the Board of Directors and Senior

Management.

The Board of Directors and Senior Management has supported Fair Dealing Policies in

business operations which is determined to be the principle of organizational culture to raise

business growth sustainably and reduce the risk of mis-selling and fraud against customer’s assets.

Organization Chart
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1.1 Determine policy, strategic plan and overall direction of the organization including considering
and approving the policies and organization’s plans as proposed by Chief Executive Officer.

1.2 Determine organizational structures and departments, assign clearly specific duties and
responsibilities in order to operate effectively without conflict of interest and counterbalance in
performance, and promote internal control and good risk management.

1.3 Approve budgets for necessary resources to perform in various tasks: human resources and
working tools.

1.4 Monitor business operation and management team’s operation to proceed efficiency and to

comply with the policies.

Roles and Duties of Chief Executive Officer

1.1 Set policies, strategic plan and business plan in accordance to Fair Dealing Policies approved
by the Board of Directors and notify above policy, strategic plan and business plan to all
departments and related persons in order to operate by following above policy as a guideline for
further operations that allows the business to grow sustainably and reduce the risk of mis-selling to
customers.

1.2 As Company placed importance to be responsible for control on selling and doing service
relating to mutual fund products, Company sets the development process on mutual fund products,
suitability assessment of the products, customer segmentation, and sale practices though
communicating with responsible departments and related people to work accordance to Fair
Dealing Policies and professional ethics.

1.3 Prepare staff who are ready in terms of quality and quantity relating to the volume of business
and effective performance as well as having a responsible person to continuously control and

monitor operation and people development.

21/36
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1.4 Establish an internal control and audit of operations which are up to date and fully assess the
overall risks of the business to measure success, problem and solving in time and effectively by

overviewing from customer’'s complaints and operational reports.

2. Communicating and providing training program to sellers
Company communicates and educates sellers by training with following methods to ensure that the
sellers understand and can provide information about the products offered for sale.2.1
Communication with sellers

2.1.1 Customer Relations Department has responsibility to communicate, educate about
sale practice to sellers, preparing content and format, method of communication and method to
measure the quality of communication. Moreover, Department determine the appropriate time and
frequency by providing supplementary documents including the reveals of both the impact
information on the company's website and E-mail of the seller for studying the risks, return and
suitability for the target group in order to have enough information to offer for sale and explain to
customers. Sales documents are reviewed every 6 months and/or when there is an event affecting a
mutual fund for evaluation before selling, in which the selling agent / seller must pass the test and
pass the company's evaluation criteria before operation.

2.1.2 Information which is used for communicate with sellers must be complete and

accurate.

2.1.3 Systems and tools are effectively can be used for communication with sellers.

2.1.4 Evaluate the results of communication and education by methods such as reviewing
sellers' understanding of products.

2.1.5 Having a communication mechanism that be able to communicate with operators who
are involved with the products and customer to prevent the risk of performing duties beyond the
scope of work and may cause damage to customers. For example, employees who do not have the

approval must not perform the duties of selling and giving advice on mutual fund products.

22/36
ulgunenisawaznsliiInIINAR sineayusn (Sales Process and Fair Dealing Policy)



ik SAWAKAMI

ASSET MANAGEMENT (THAILAND)

2.2 Seller Training
2.2.1 Organize training to educate sellers to prevent their weaknesses in knowledge or
necessary skills for sellers.
2.2.2 Train sellers to use language that customers can easily understand and may provide
a dialogue to explain. In addition, train recording methods to keep evidence of advice and
product presentation to customers.
2.2.3 Check the accuracy, adequacy and appropriateness of the content used in the
training.

2.2.4 Evaluate results of training to enhance sellers' knowledge and practical performance.

3. Sales Process
3.1 The preparation of sale process in order to serve the service which is appropriate for customers
as well as not taking advantage of the customer.
3.1.1 Availability of sales process
(1) Determine procedures in the sales process that are complete, clear and appropriate for
the type of products.
1) The number of investment Consultant (IC) is sufficient to serve customers.
2) Have a sales manual. - The company has prepared an operating manual that has a
quality that can handle the risk levels of the customers and take into account the
customer's benefit.
3) Train IC/IP to gain knowledge on offering products.
4) Have procedures and systems for collecting data such as to know customers
(KYC/CDD) and assess suitability of investment and alsostore suitability’s results in the
system for investment advisors to keep tracking of the updated risk profile.
5) Have procedures for providing basic advice for customers to understand the

importance of asset allocation and determine appropriately proportion of investment or
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transaction in capital market (basic asset allocation) according to the standard
established by SEC.
6) The company prepares and distributes fund fact sheets / prospectus (when
customers request) / fund profile (flyer) / performance of mutual fund products
compared with other products in the same industry / promotional documents.
/advertising document for mutual fund products.
7) Investment consultants inform information that is important to investment decisions to
customers as follows:

- Investment policy

- Investment risk

- Characteristics of return on investment

- Performance and risks of mutual fund products

- Comparison of mutual fund product performance (peer performance)

- Performance and risks of the same mutual fund product group for explaining and

comparing to customers’ decision making.

- Fees collected from customers

- Fees collected from funds

- Important conditions such as conditions for receiving tax benefits

- Period for selling and redemption of investment units

- Complaint channel

- Services and documents/information that customers will receive after the sale

8) Control point of sales in order to offer mutual fund products that are suitable for

customer and provide necessary information for customers’ decision making as

follows:

- In case of the product is not matched with customer, the sellers must notify customer

about the order of product. For example, the investment consultant explaining the risk
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of mismatch investment to the customer and the customer sign for the order to certify
the purchase of mutual fund products that do not correspond to the risk assessed by
customers on order form document or recording an advice to customers via
telephone.
- Notification of investment of more than one-third of all investment units and right to
vote is needed.
9) The company has procedures for vulnerable investors such as describing products
and important details to the customer, giving enough time to reflect, and reviewing
their knowledge and ability with knowledge assessment according to the form of SEC
that ensures that customers have financial knowledge or enough investment
experience before offering products.
10) The company has a system to control operations, such as
- call back to recheck that customers have completely received services and
information from sellers.
- Investment consultant (IC) must take a test about a product which will be offered to
the customers.
11) follow-up on the operation of sales process. - Complaints
- Feedback
- Call back. In case of purchasing mutual fund products of vulnerable customers
purchased mutual fund products, reviewing the transaction is needed in order to
check that is matched with the customer’s request or not
12) Use above item 11) to adjust and improve as below,
- sales process/presentation to make it easier to understand
- the training of investment consultant
- the sales process in accordance with the SEC's additional announcement.

(2) Have systems and tools that help the sales process be more effective as follows:
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- Video clip and/or visualized presentation which are used for explaining risks and the
complexity of the product in an easy-to-understand format

- Seminar

(3) Specify scope of the seller's job description to make sellers perform duties properly and
appropriately.

The company determines that investment consultants (IC) must perform their duties

to advise investments about products under the scope of their license.

)
W
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(IC complex 1)
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A dik
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Explanation of above chart:
1. IC Plain can give advice about the stock, bond, and mutual fund which have not complexity.
2. IC Complex 1 can give advice about the products as same as IC Plain, Derivatives,
complex product such as bond and mutual fund which have complexity.
3. 1C Complex 2 can give advice about the products as same as IC Plain and complex
product such as bond and mutual fund which have complexity.

4. |C Complex 3 can give advice about the products as same as IC Plain, Derivatives.
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The company has established a process for presenting and giving advice about mutual funds to

customers by following the guidelines of duties of officers in the capital market as follows:

Dos
* Work professionally
» Be Honest
» Take into account that the benefits of customers and investors are important
 Take into account the risk-taking ability of customers by offering funds that are in line with the
ability to take risks from the customer
» Take into account the customer's investment goals
 Take into account the age of the customer
* Do not consider your own rewards as the main
» Take into account the liquidity of customer
In the case of the first-time investment of the customer in that new launched fund
» Check the type of customers in order to prepare presenting a funds to customers
* Explain to customers clearly and be able to understand about the details of the fund
« Provide the prospectus and summary of important information (fact sheet) to Customers.
« Keep evidence relating to submission of prospectus and summary of important information (fact
sheet) to customers such as email
» Put emphasize on risk level of the fund to customers
* In case of high-risk or complex bond or mutual funds, the investment consultant (IC) must specify
and clarify to customers about the risks of securities clearly every time.
» Take into account the customers’ ability of acceptable risks, the risk of the fund and the

appropriate investment ratio (referring to the Asset Allocation of SEC)
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« In the case of the customers who are 60 years old or more (vulnerable investors), the customers’
knowledge of the investment, and the age of the customer should be taken into account.

* The company may randomly check the operation process in order to meet the SEC criteria
Don’ts

» Do not sell funds with regard to commission fee from funds

» Do not sell unsuitable or wrong products to customers

* Investment Consultant are unable to organize an asset allocation

» Do not rush customers to make decisions

3.1.2 Seller Selection
(1) Select sellers who have knowledge, understand the products offered for sale and has
sufficient knowledge according to the type of products to be offered.
The company has set the requirements as follows:
1. At least a bachelor’'s degree in any field
2. Having a license as IC plain or higher and registered approval from SEC
3. Not being a person who is being suspended or are being prosecuted / publicly
reprimanded / disclosing inappropriate behavior to public from SEC
4. Never commit an offense under the AML law that is the prevention and suppression of
money laundering from the Anti-Money Laundering Office (AMLO)
(2) Have a process that ensures that the selected seller has qualifications as specified by
SEC with knowledge and ability to explain products.
(3) Have communication methods to let customers know whether sellers whom customers
communicate with are appointed by the Company or not.
3.1.3 Have tools to help sellers can explain product’s risk and complexity of products to
customers such as document and information about the detail and risks of the product on a

website, assign sellers to understand the risks, return and suitability of product for matching

28/36
ulgunenisawaznsliiInIINAR sineayusn (Sales Process and Fair Dealing Policy)



ik SAWAKAMI

ASSET MANAGEMENT (THAILAND)

with the target customer in order to explain to investors with efficient information. Moreover,
the sellers must take the test to measure efficiency of knowledge before selling. Company

assigns a customer service division as a center between company and the intermediary.

3.2 Sales and Service Process

The Company has a sales and service process that is appropriate, consistent with the Company’s

business model and suit with each type of product. The Company is taking concern matters as

follows:

3.2.1 Collect and analyze customer data before presenting the product to customers,
classify and identify customers, determine method of classifying customers such as HNW
UHNW institutional and retail investors. Sellers can offer products, provide information and
advice about various risks that is matching with customer type.

The Company set the procedures to ensure that sellers know the identity of the customer by
requiring information about the beneficiary and a person who has the authority of decision
making of an investment. Moreover, sellers determine the customers in order to prevent the
involvement of illegal acts or arguments in the future..

If the Company receives insufficient customer information or finds out the information
suspicious that failed to identify the customer identification or the beneficiary. The company

will refuse to provide services to those customers.

Getting to know customers and assessing investment suitability.

The Company has a system for asking for information from customers and getting to know
customers for sellers to be able to collect information and know investment goals,
acceptable risk level, financial status and limitations or financial conditions of the customer.
For assessing the level of investment risk that investors can accept, customers need to do

the suitability test.

29/36

ulgunenisawaznsliiInIINAR sineayusn (Sales Process and Fair Dealing Policy)



ik SAWAKAMI

ASSET MANAGEMENT (THAILAND)

Sellers do not assume that certain product is suitable for all customers who are in the same
type of customers. That may make the product unsuitable for some customers and may
leads to mis-match product offering action.

Knowledge assessment of customers’ investment skills

Provide additional knowledge assessment in case of high-risk or complex product offerings.
Sellers determine that the customer is appropriate to be offered for product or not by taking
communication, ask for more information or operate in accordance with the Company’s guideline.
Sellers need to ask for more information from customer as below: Education

- Work experience
Investment experience Having a system for checking and keeping customer information.

- Having a checking system to ensure that the customers, themselves, provide
information including all relevant documents signed by the customer only.
Keeping customer information in a safe place to prevent loss, alteration, or access by persons
without the relevant functions; and review and update the information up to date.

3.2.2 Data explanation, distribution, and customer analysis

(1) Having a system to ensure that the sellers describe the product information presented
completely, accurately and clearly, especially the key characteristics and risks of the product to let
customers understand before making an investment decision.

(2) Having additional procedures in the case of high-risk or complex product offered by
sellers to explain and warn customers about the risks or complexities of products that are greater
than other products including details about the losses incurred from the investment due to the
unintended return and negative events or circumstances that may arise.

(3) Having information and documents about the product for sellers to use to explain and
distribute as customer requests at least have the factsheet, prospectus (full version) and keep it up
to date. When information changes from the Customer Relationship Management Department, let

the customers notice.
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3.2.3 Providing advice on asset allocation and determination of investment proportions

(1) Have a recommendation for basic asset allocation that is consistent with the investment
suitability for the customers when the customer has passed the KYC suitability test and knowledge
assessment for sellers to recommend and explain to the customer appropriately in accordance with
the assessment of their acceptable risk level.

(2) Sellers must be aware of the duty to provide a thorough description of the risks of the
product. In case the customer decides to invest in a product which the risk exceeds the acceptable
level to ensure that customers have a thorough understanding of the risks of that product and keep
records as evidence.

3.2.4 Notification of material events that affect the offering products
In a material event that affects offering products to customers, the company will continuously
monitor the situation and communicate with sellers to have information to explain to customers
before investing in products. Sellers can advise or clarify about the events simultaneously.

3.2.5 Acknowledge customers with high-risk or complex products
Determine sellers to describe the risks of the product according to a form or proof of risk
acknowledgment and provide any means to ensure that customers are aware of such important
information before making an investment decision. Methods will be carried out in accordance with
the company service. Signature or evidence of risk acknowledgment will be used in accordance

with the standard format prescribed on the website of SEC.

3.3 Implementing guidelines for selling and servicing fund products to suit sales channels and each
type of customers

3.3.1 Reduce sales and service processes to customers who invest or repeat using.

(1) Inthe case of purchasing the product at first time, the company will proceed as

specified in the sales criteria and provide all steps of service.
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(2) In the case that the customer has invested in repeated sale, Customer Relationship
Management department may consider minimize the process by providing the same information as
not changed from the first purchase by the customer as follows:

- Sellers do not need to explain the important risks of the product to customers like the first
purchase because customers have already invested.

- In the case of high-risk or complex products, the Customer Relationship Management
department may no longer require the customer to sign a form risk acknowledgment because the

customers have already been aware of the significant risks of opening an account at the first time.

3.4 Sales Process and Services for Retailing Vulnerable Investors

Determine sellers to be careful when dealing and selling products to define the sales process that
gets to know such customers to perceive the investment goals and provide sufficient information
and warnings to offer suitable products such as call backs to these types of customers. However, in
case of customers who are not retail vulnerable investors such as 60 years old or above inverter but
having more than 10 years of investment experience in securities, the company may proceed with

the process of selling and providing services like other normal customers.

4. Remuneration Structure

The company has a fixed salary-based compensation structure to sellers who perform their work in
accordance with the quality of service as a professional as well as concerning the benefits of
customers as important to avoid accelerating sales or lack of responsibility to customers and has
performance indicators and quality factors which are set according to the company's performance

standards.

5. Complaint Handling
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5.1 Complaint Receiving and Handling

5.1.1 Prepare a complaint center which has a variety of channels for receiving complaints,
and the company will inform methods of complaints to customers including complaint channels to
SEC.

5.1.2 Resolving complaints with fairness and clearly process

5.1.3 There is a system to follow up on the progress of complaints that ensure to manage by
consideration of the specified guidelines/conditions/timelines
5.2 Solving problems for customers
Determine standards for solving problems, remedying, or compensating for customers including
setting the time limit for each step to ensure proper management with notifying the complainant
about the progress and determining factors for fair and equal compensation.
5.3 Prevention of repeated problems or complaints
Conduct analysis of the cause of the problem and bring the results to continue in the field of
inspection performance and appraisal, increase efficiency in operations, etc. to communicate with
relevant departments and people and report complaints to the Chief Executive Officer to improve
and correct the operations in the relevant part for preventing recurrence problems and compile a

report to SEC.

6. Internal Control and In-house Inspection

6.1 Internal Control and In-house Inspection

6.1.1 The Three Lines of Defense principle is applied for internal control and operational
review as follows:

- The operating unit is on the first line. There is internal control and risk management of each

party including reviewing daily operations and conducting a Control Self-Assessment (CSA).
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- The Risk Management Working Group is on the second line which is to oversee and check
whether operations are carried out in accordance with the requirements or not, including assessing
the adequacy of various measures.

- The Compliance or External Auditor is the third line, which is the review of significant
corporate risks by preparing an annual audit plan to manage the risk to an appropriate level by
reporting to the Chief Executive Officer and the Board of Directors Acknowledgment in order to
make improvements

6.1.2 Evaluate all sales and service procedures to identify or define the possible risks, such
as the risk that customers will be corrupted and that the customers will be offered to sell an
improper investment product that will cause damage.

6.1.3 Set up a control system to prevent possible risks such as maker & checker or
approval that must be different from seller and set up a review system to be able to detect
abnormal items quickly and fix or stop the damage immediately.

The company will focus on self-monitoring after the sale and service appropriately for controlling
sales and providing services to customers in accordance with the sales process set by the
company, and supervising the sellers not to induce or expedite the decision of the customer in any
way to sell the product such as randomly checking and listening to record of conversations

between sellers and customers, etc.

6.2 Prevention and management of conflicts of interest and prevention of use of inside
information

6.2.1 Identify activities that have a risk of causing conflicts of interest and formulate policies,
measures and tools which are sufficient and effective to prevent or manage conflicts of interest
including disciplinary measures in case of non-compliance.

6.2.2 Have tools and methods for clearly managing conflicts of interest in each matter and

communication to educate and understand the various measures of the company in order to make
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relevant personnel aware of the importance and cooperate in implementing measures as mentioned
and effectively complying with the relevant guidelines.

6.2.3 The Compliance Department examines compliance with the prescribed measures,
actions in case the practice is not in accordance with the setting and is responsible for risk
assessment and review of the company's measures regularly.

6.2.4 Establish measures to control and prevent information leakage by separating the
departments into parts according to Chinese Wall principle and store and schedule access to
information on a Need-to-Know Basis.

6.2.5 Establish guidelines for supervising and auditing the dealings of sellers who had the

insider data that may be misused (staff dealing).

7. Operation and Business Continuity

7.1 Operating System

7.1.1 Prepare manuals and check lists for relevant people to use in their work including
organizing training for sellers to strictly perform to prevent mistakes in the work and ensure that the
customers receive the services as specified.

7.1.2 Establish clear and concise procedures for the operating system after the purchase of
products and provide additional systems to control the receipt of money and prevent fraudulent
misappropriation. In addition, inform customers about mentioned operations such as reporting
transactions, amending or canceling a transaction to determine the reason for the solution.

7.1.3 In case of using information technology system in operation, consider the risks in
various fields as follows:

(1) System stability: Determine how to operate and store important data by using computer
systems as the main method. Watch out for potential threats to the system and have a backup plan

in case of any disruption or the system is intervened or destroyed
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(2) Information Security: Access to and use of information is controlled or smuggled out or

used inappropriately

(3) Program development to support various operations: Consider the design of the
program that meets the needs and is ready for use. If the technology system that supports the
business operation is disrupted or requires improvements in both the system and the program, the
company will give importance and make corrections without delay, considering that the sale

process is no less important than other jobs of the company.

7.2 Business Contingency Plan

7.2.1 Establish a support plan in case of emergency which its roadmap covers key
practices ensuring that the business can continue without affecting customer transactions or
causing damage to customers. If the impact cannot be avoided, prepare a way to communicate to
customers before the incident, during the incident, and after the accident properly.

7.2.2 Test the plan to ensure that the plan actually can be implemented with controlling
impact and damage, have restored critical operating systems within the specified time, and review

and improve the work plan to be up-to-date and appropriate to the circumstance.

This policy was approved in the Board of Directors’ Meeting on July 20, 2022
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