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Performance Summary

Net of fees and expenses 3M FYTD 1Y 3Y* 5Y* 10Y* Inception* FY2025 FY2024 FY2023 FY2022 FY2021

CI Brunswick Fund % -10.02 -3.82 2.91 10.18 9.60 10.34 12.18 22.36 11.67 12.66 -2.85 27.15

S&P/ASX 200 Accumulation Index % -1.61 1.98 11.67 9.53 8.62 9.43 8.55 13.81 12.10 14.78 -6.47 27.80

Relative % -8.41 -5.81 -8.76 0.65 0.98 0.91 3.63 8.55 -0.43 -2.12 3.62 -0.65

Past performance is not a reliable indicator of future performance

Source: Internal CI data reports, March 31, 2026

Inception Date: 1 July 2004

*Annualised

$100K INVESTED SINCE INCEPTION (NET)

Past performance is not a reliable indicator of future performance

Source: Internal CI data reports, March 31, 2026
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“The mind that is anxious about future events is miserable” - Seneca

Quarterly Highlights

The CI Brunswick Fund returned -10.0% for the March 2026 quarter net of fees and expenses, compared to -1.6% for the ASX200 Accumulation Index.

Contributors to portfolio performance in the period were Glencore (GLEN), Karoon (KAR) and Washington Soul Pattinson (SOL). Stocks that underperformed

include Ryman Healthcare (RYM), Aspen Group (APZ), and Guzman y Gomez (GYG). For the FYTD (9 months to March 30), the BF has returned -3.8% vs the

ASX200 Accumulation Index of +2.0%.¹

¹ Past performance is not a reliable indicator of future performance.

Portfolio Insights & Market Observations

The March quarter saw three forces coalesce to create significant volatility in share prices.

Firstly, the release of new AI LLMs (large language models) from OpenAI, Gemini and Anthropic led to a further de-rating in software stocks and other sectors (e.g.

Insurance Brokers), who are likely at risk from wide adoption of AI models and AI agents. The use of AI agents, or agentic applications, in various enterprise

processes no doubt has potential for large scale disruption.



Secondly, various cracks emerged in the private credit sector as investors became concerned loan defaults were increasing and that a number of funds had lent

heavily to many software companies at risk of disruption. Multiple funds were forced to stop or limit redemptions to manage liquidity risk.

Finally, the Iran war saw oil prices spike to $120 from ~$70 prior to the war, with concerns around significant supply disruption. This led to bond and equity markets

falling as investors priced higher inflation, higher long-term interest rates (yields) and a likely slowing in economic growth.

The Fund has multiple exposures to energy via oil, LNG, and thermal coal (which as a commodity becomes more attractive as gas/LNG prices rise given its

substitutability). In particular, Karoon (KAR) is one of the most leveraged stocks on the ASX to oil prices having deep water fields in both Brazil (Bauna) and its

minority interest in Who Dat (Gulf of America). The company trades on attractive (single digit) headline multiples of earnings and free cash flow, and has been

focused on capital return initiatives over the past 12 months.

In contrast to these energy exposures, the Fund’s longer duration stocks struggled with the change in market backdrop, particularly smaller capitalisation stocks

(Aspen (APZ), Regis (REG), Ryman (RYM) – all outperformers in the December quarter). Smaller capitalisation stocks tend to be more impacted in market selloffs as

liquidity exits the market.

However, this selloff began prior to the war. Of note, most of the Fund's underperformance occurred in February (BF -3%, ASX200 +4%). For reference, during

February the small cap ASX industrials index fell 4.5%. The derating across Fund stocks is hard to reconcile given many of these companies continue to deliver

strong earnings growth. As an example, one of the Fund’s strongest performers in the first half of the FY26 year (July-December) was Aspen (APZ), +50%.

Underpinning the share price performance, APZ delivered several profit upgrades. In contrast, APZ shares fell 20% in the March quarter, despite a further earnings

upgrade in February. ²

The Banks were key out-performers in the quarter. Strong profit results reflected accommodating monetary policy, which the RBA has now had to reverse, leading to

some of the strongest growth in credit over the past decade. The big 5 banks are now among the top 7 companies by market capitalisation on the ASX, with BHP and

WES also in the mix. In part, this reflects increased flow of passive money, but more recently a rotation out of sectors exposed to AI risk not just in Australia, but

globally. We remain of the view the Banks are fully valued. Multiples of assets, earnings or dividends all point to a lack of latency vs history. A key risk for investors in

index funds is concentration, particularly to the Banks.

Finally, our view is the Fund’s stocks face low risk of disruption from AI. As illustrated below, the Fund is invested (roughly evenly) across areas that are difficult for AI

to disrupt (at least medium term):

1) hard assets (~33% of portfolio), being property associated with aged care, retirement, hospitals and affordable housing, and infrastructure such as mobile

towers.

2)  physical products  (~36% of portfolio) mostly commodities like iron ore, oil, LNG, gas, copper, lithium, coal, ammonium nitrate, cement, aggregates,

plasterboard and insulation, as well as agricultural products like olive oil and almonds.

3)  services  (~26% of portfolio) such as freight, logistics, warehousing, testing, quick service restaurants, pharmacy retail, banking services, property and

lending. In addition, this category includes diversified holding companies and the media and data businesses owned by Newscorp (NWS).

Stock in Focus

COBRAM ESTATE (CBO)

Late in 2025, portfolio stock Cobram Estates (CBO) acquired US-based California Olive Ranch (COR). We are excited by this acquisition and see opportunity for

CBO to grow its business in the US. In short, a highly experienced management team has acquired a unique local brand and quality set of assets that had not

been optimised to its potential. The combination will see CBO become the #3 player in the high value extra virgin olive oil category in the US.

CBO sits in our real assets and income securities capital pool given its extensive land holdings/assets including trees and irrigation infrastructure, not all of

which is productive at present. We recently visited both existing Cobram assets and the newly acquired assets which stretch Sacramento (Woodland for the

CBO assets) to Chico (COR assets). The area is rich in walnuts, almonds, grapes, and olive groves among other crops.

The area is irrigated mainly from underground sources. Regulators have stepped in to limit the amount of water taken from these underground sources in

recent years as these underground water levels had been falling. Olives use substantially less water than almonds and slightly less than vineyards. Given a glut

of grapes and falling demand for wine, many vineyards have recently become unprofitable. CBO has been able to buy vineyards below land value (effectively

accounting for conversion costs), while still utilising some of the infrastructure given similarities of growing techniques.

CBO dominates the Australian extra virgin olive oil (EVOO) segment. This is the premium category of oils because the oil tastes better and is the only olive oil

that is good for you. The health benefits of EVOO have been well established. CBO's initial foray into the US was organic, taking the Cobram brand and

acquiring its own land/groves and as well as sourcing deals with third party growers, a more capital light approach.

We believe the long-term opportunity for CBO in the US is large given olive oil remains a nascent category. Per capita, Australians consume 2x the EVOO vs the

US. In Spain and Italy, the consumption is more like 10x (vs the broader olive oil category). The US population consumes far more of the unhealthy seed oils. In

Spain and Italy, growers are mostly small farms with co-ops running milling and branding, and growers there are favoured by subsidies.

Our visit made obvious the multiple synergies for CBO from the COR deal

² Past performance is not a reliable indicator of future performance.   

Cost: combining two mid-sized producers/brands into a top 3 player will deliver scale benefits and cost out. Near term this will be overhead/people related as

well as via closing one of the bottling plants.

Yield: CBO's groves are at 2-3x the yield of CORs. This is a function of simple practices that CBO has mastered over the last 20 years.

Portfolio value: CBO can put some of its Australian Oil into COR brands that currently receive much higher prices, yet currently using Oil imported from

Italy/Spain.

Brand: combined resource will aid brand spend, channel negotiations etc.



Olive groves on the left, vineyard that has been pulled out on the right (note: CBO acreage goes all the way to the top of the first set of hills in the background).

Trip Notes

During the quarter we travelled to New Zealand with a focus on Ryman (RYM). We also spent two weeks in the US focused on portfolio stocks (NWS and CBO

per above), AI and Energy companies.

Ryman (RYM)

We attended the RYM investor day and spent time meeting with peers and related companies.

In short:

Newscorp (NWS)

Newscorp hosted an investor day in New York to showcase its Dow Jones (“DJ”) business, with multiple presentations across business lines. DJ set a 5-year $1bn

EBITDA target (currently ~$550m) with the bridge from current EBITDA being:

We continue to see significant value latency. At present, NWS ex REA has an Enterprise Value of $4.5bn with ~$1bn of EBITDA with a runway to grow this to

$1.5-$1.7bn EBITDA over the next 5 years.³

AI meetings

Market trends remain relatively subdued and RYM continues to work through excess inventory however there are early signs of greenshoots.

Private equity players (Stonepeak) are running materially higher debt vs listed players. RYM’s debt levels are materially below both these private players and

listed players, which points to value latency medium term.

Head office costs are still high at RYM vs peers (particularly private peers) – we remain focused engaging with Board and management on these issues.

Strong growth from Energy and Risk ~ both are currently growing EBITDA mid/high teens.

WSJ consumer pricing ~ currently underpriced vs FT given strong brand position.

Enterprise growth, a much higher margin business.

Cost control/efficiency (+4% cost growth vs +7% revenue growth last 8 years drove mid-teens EBITDA).

In San Francisco, the agentic revolution is all consuming. The worker of the future will likely be leveraging many agents to do work that was previously done

by humans.

The current accepted use cases are:

Programmers - the common quote was programmers are now 5-10x more productive. The world for programmers has changed. You are now managing

agents programming for you.

Sales force/customer service

Research

Admin

However, it is likely to be far more pervasive than the above.

The LLMs are very capital intensive and are likely scale businesses (first movers win). The profit pool required to support their capital intensity/investment

comes from corporates and consumers paying for efficiency savings. The underlying source of this on the corporate side is less people and perhaps medium-

term higher productivity (selling more with same people/costs).

OpenAI and Anthropic (and maybe Gemini) are in an accelerated race to win corporate/enterprise. Anthropic has chosen to focus on enterprise.

To build an agentic business/app/process, it requires (1) the LLM + (2) company specific data + (3) business practices/processes.

As an example, a customer service agent utilises the LLM to converse with the customer, but needs the data the company has on the customer and it needs to

know the policies for how to proceed/answer questions or resolve the issue.

The role of incumbents versus new ‘agentic-native’ players and the LLMs is rapidly evolving. Will this eventually lead to many incumbent players being pushed

out?

We are moving from a world where single products were built based on scale for many customers (office, salesforce etc), to one where you can build your own

highly customised product at low cost.

LLMs pricing model is based on token use. The LLMs have become more sophisticated in how this is charged.

Early adopters within enterprises want employees to be high users of tokens, even if that means spending a lot.



Energy/LNG

LLNG: construction of the massive storage tanks on the left, the LNG trains on the right

Bottlenecks/areas of scarcity continues to be data centres, power, chips and memory. The rollout of inference capacity at the DC level was debated. The

demand side is linked to corporate/consumer take-up which is unclear. It could be huge and quick.

There is a bullish case for metals/commodities longer term if this buildout continues at pace, combined with the rollout of physical AI, e.g. robots - aluminium,

copper, steel, and rare earths are all important inputs.

The US energy sector is in good shape.

We visited Woodside’s “in-construction” Louisiana LNG site. The scale of the site is significant and will provide much needed new volume to the global LNG

market. WDS still needs to source additional project partners, offtake contracts and upstream gas, and ensure Bechtel delivers the project as close to on time

and budget as possible.

WDS' blue ammonia plant at Beaumont also well placed having just come online into a strong pricing environment.

The rig/drillship market remains of interest with industry assets falling by half over the last 10 years and the acquisition of Valaris (VAL) by Transocean (RIG)

currently in review by 8/9 jurisdictions globally. Given it takes ~7 years to build a new drill ship, we believe the supply /demand setup looks favourable going

forward.

A fairly common view is many US shale fields are facing accelerating decline rates (Appalachian is one exception due to pipeline capacity bottleneck). However,

the counter is the industry continues to find ways to extend production via technology, perhaps AI has a role.

REGIONAL EXPOSURE

ANZ 78.1%
EMU 5.8%
United States 5.5%
Cash 5.4%
Ex EMU/UK 5.2%

CAPITAL POOLS

Reversionary 37.8%
Real Assets and
Income 32.8%
Compounding 24%
Cash 5.4%

MARKET CAPITALISATION

Small 50.3%
Large 30.2%
Mid 13.7%
Cash 5.4%
Micro 0.4%



SINCE INCEPTION NET RETURNS IN UP/DOWN MARKETS

Past performance is not a reliable indicator of future performance

Source: Internal CI data reports, March 31, 2026
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Further Information

Looking for further information regarding the Fund, please don’t hesitate to get in touch:

 www.cooperinvestors.com |  clientrelations@cooperinvestors.com |  +61 3 9660 2600

Financial product advice contained in this document

This document has been prepared by Cooper Investors Pty Limited ACN 100 409 890 AFSL 221794, the trustee and investment manager of the CI Brunswick Fund (the Fund). The opinions,

advice, recommendations and other information contained in this document, whether express or implied, are made by Cooper Investors Pty Limited and by its officers and employees (Cooper

Investors) in good faith in relation to the facts known to it at the time of preparation. Cooper Investors has prepared this document without consideration of the investment objectives,

financial situation or particular needs of any individual investor, and you should not rely on the opinions, advice, recommendations and other information contained in this document alone.

This document contains general financial product advice only.

This document does not constitute an offer of units in the Fund to investors. Offers of units in the Fund are made in the information memorandum (IM) for the Fund. You should obtain the IM

and consider the important information about risks, costs and fees in the relevant IM before investing. Cooper Investors recommends investors seek independent, legal, financial and taxation

advice from appropriate professional advisers before making any decision about investing in the Fund.

Past performance warning

Any information in respect of past performance is not a reliable indication as to future performance and any forecasts, prospects or forward-looking statements in this document (if any) are

based upon Cooper Investors’ current views and assumptions and involve known and unknown risks and uncertainties, many of which are beyond Cooper Investors’ control and could cause

actual results, performance or events to differ materially from those expressed or implied. These forward-looking statements are not guarantees or representations of future performance and

should not be relied upon as such.

To whom this document is provided

This document is only made available to persons who are wholesale clients within the meaning of section 761G of the Corporations Act 2001 (Cth). This document is made available on the

condition that it is not passed on to any person who is a retail client within the meaning of section 761G of that Act.

Limitation of liability and copyright

To the maximum extent permitted by law, Cooper Investors disclaims all liability and responsibility for any direct or indirect or consequential loss, damage, cost, expense, outgoing, interest,

loss of profits or loss of any kind which may be suffered by any person through relying on anything contained in or omitted from this document. This document may not be reproduced or used

for any other purpose without the express permission of Cooper Investors.

https://www.cooperinvestors.com/
https://www.cooperinvestors.com/
mailto:clientrelations@cooperinvestors.com
mailto:clientrelations@cooperinvestors.com
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