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Modern relationships look different than they did a generation ago. While marriage
remains an important milestone for many, couples increasingly build lives together
outside of this traditional framework. This evolving landscape has given rise to what
we call “The Modern Couple.”

In this report, we'll explore what defines the modern couple, common
characteristics, the unique challenges they present and a few financial planning
considerations that help preserve both partners’ interests.

Morgan Stanley Wealth Management is the trade name of Morgan Stanley Smith Barney LLC, a registered broker-dealer in the United States. This
material has been prepared for informational purposes only and is not an offer to buy or sell or a solicitation of any offer to buy or sell any
security or other financial instrument or to participate in any trading strategy. Past performance is not necessarily a guide to future performance.
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Defi ning The Modern Cou p|_e Below are some practical examples of the unique challenges

these couples face:

A modern couple can be described as two partners building a

shared Life with real economic and day-to-day « Differing financial values. This may become more

interdependence without following the traditional structure
or timeline of marriage. They may share expenses and
housing, co-own assets, plan or care for children, assist aging
parents or support one another through entrepreneurship
and career transitions. However, more often, today’s couples
operate as a household long before, after or without a legal
change in marital status.

Common Characteristics

While no two relationships are alike, modern couples often
share a few patterns:

o Prioritizing action over formality. They define commitment
through shared actions and verbal decisions (e.g., expense
sharing) rather than formal documented agreements.

« Blended versus pooled financial systems. They share some
expenses while maintaining individual accounts for financial
autonomy, using a “yours, mine, ours” approach versus
pooling all assets.

« Nonlinear family pathways. They build households that do
not follow traditional sequencing, such as children before
or without marriage, repartnering after divorce and
blended families.

« Dual-income dynamics. Both partners bring assets, earnings
and retirement benefits to the table.

« Established financial histories. For households formed later,
there may be more established individual financial history
such as credit profiles, debt accumulation, investment
assets, property or even businesses.

Unique Challenges

Some characteristics of the modern couple's financial
structure, like dual incomes, can strengthen a financial profile.
However, a unique set of challenges also arises, primarily
because marriage provides a level of built-in legal defaults
and tax benefits. Additional layers of complexity are
introduced particularly for unmarried couples who cohabitate
and even for married couples who structure their lives
outside the traditional template, such as spouses who keep
finances separate and second marriages with blended families.

This complexity is often easy to miss in day-to-day life as
routines, trust and informal agreements tend to work when
everything is running smoothly. It becomes most visible
during major life transitions or events such as a breakup,
medical emergency or death, when decisions must be made
quickly and third parties require formal documentation.

prominent due to the increased complexities modern
couples inherently face. Partners may enter a relationship
with differing risk tolerances, asset and debt accumulation,
priorities or attitudes surrounding family support. These
differences are normal; the challenge is when they remain
unspoken until a major decision brings them to light.

Lack of structure. Even in instances where good
communication exists, this does not automatically convert
into an enforceable structure. Regular check-ins can reduce
friction but still leave critical issues unresolved if they
never get memorialized through documentation.

Differing starting and ending points. Asset preservation and
fair reimbursement can become murky when partners
move in with unequal starting points. For example, one
partner owns a home while the other contributes to
improvements. Without a standardized legal framework,
it's easier for contributions to become unclear, as in the
case of questions around what is a gift versus
reimbursement versus equity. For unmarried couples who
later separate, property division outcomes then depend
heavily on documentation and ownership.

Tax inefficiencies. They can arise for unmarried couples
who cohabitate and split bills, even if registered as
domestic partners or civil union partners under state law,
because the federal tax code generally treats them as two
unrelated taxpayers. That means they are unable to file a
joint tax return. These individuals could run into deduction
and credit friction when sharing housing costs, children and
health insurance and potentially trigger gift-tax reporting
when transferring money or property between them.

Risk surrounding incapacity. Major problems can be
amplified during medical emergencies. Absent explicit
documents, an unmarried partner likely will not have legal
authority to receive medical information, make treatment
decisions or manage finances. Even when couples are
married, issues can arise in blended families, when adult
children and an ex-spouse or co-parent are involved. In
addition, married couples who manage finances separately
may face operational friction if the ill spouse is the only
one with access to bills, passwords or accounts.
Challenges around keeping assets separate. Married
spouses who share a household but prefer to manage their
finances separately face challenges. For example, using
marital earnings to pay down one spouse's premarital
home or mixing funds in a way that obscures traceability
can create disputes around whether an asset was marital
or separate. Another common misconception is that certain
retirement accounts, such as a 4#01(k), “stay mine” during a
divorce. Many jurisdictions treat qualified retirement assets
accumulated during marriage as marital property, and the
assets may be divisible by a qualified domestic relations
order (QDRO).
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« Inheritance outcomes can conflict with intent. The cost of
delaying estate planning is amplified, as the default state
intestacy laws likely will not reflect a couple’s intentions.
In addition, blended families and second marriages create
further sensitivities around inheritance and disposition of
assets, the right to occupy the family residence and
providing for children from prior relationships in a way that
feels equitable and timely.

Documents for the Modern Couple's
Consideration

There are several legal agreements that can help define
expectations, provide clarity and safeguard assets. It is
important to be aware of how these documents can prevent
partners from making unnecessary and costly emotional and
financial mistakes.

« Prenuptial Agreement. This is a contract signed before
marriage that outlines how assets and liabilities will be
divided in the event of divorce or death. The objective is to
preserve premarital assets, family businesses or inheritance
and to help create transparency and reduce conflict if
circumstances change.

« Postnuptial Agreement. Similar to a prenuptial agreement,
the distinguishing difference is that it is signed after a
marriage has begun. The “postnup” can help clarify
financial rights and obligations when circumstances shift,
such as in the case of a career change, business venture or
inheritance. It offers flexibility to those couples whose
financial picture has changed.

» Cohabitation Agreement. This is a written agreement
between unmarried partners that spells out how money,
property and responsibilities are managed during the
relationship and if the partners separate. It is primarily
designed to reduce uncertainty and disputes by
documenting partners’ intentions, providing clarity where
marriage law does not apply.

» Nondisparagement Agreement. This is a mutual
commitment not to make harmful or negative public
statements about each other in order to preserve
reputations. These are particularly useful when one or
both spouses have public or professional visibility and help
to reinforce respect and minimize reputational damage in
the event of a dispute.

Please refer to important information, disclosures and qualifications at the end of this material.

How Financial Planning Supports
Modern Couples

Just as legal agreements set expectations, a financial plan
provides the road map for day-to-day and long-term decisions.
A comprehensive plan translates intentions into an operating
system for the household—one that can adapt as the
relationship, career paths and family needs evolve.

A comprehensive approach helps couples:

« Align goals and values. Through facilitated conversations
with a Financial Advisor around unspoken assumptions and
aligning spending, saving and risk tolerance individually and
as a couple.

« Balance independence and interdependence. Taking a
holistic look across varying structures that respect
individual autonomy is necessary to support joint goals.

« Align intent with documentation. It's important to provide
a structured reconciliation between what partners want to
happen in the event of medical emergency, separation or
death versus what your titling, beneficiary designations,
documentation, estate plan and legal defaults will do.

» Hedge against uncertainty. Insurance, estate planning and
emergency funds can help safeguard both partners if one
loses income, becomes ill or faces liability. This is especially
relevant when one partner is an entrepreneur.

By integrating financial planning with legal documentation,
modern couples create a holistic framework that supports
both their relationship and their financial future.

Morgan Stanley Wealth Management 3
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The Modern Couple: Case Examples

Below we illustrate three hypothetical, but common,
scenarios that modern day couples may encounter and how
planning can improve outcomes.

Case 1: The Complexity of Cohabitation

Hypothetical Scenario

Partner No. 1and Partner No. 2, both professionals in their
mid-30s, decide to purchase a home together without being
married. Partner No. 1 provides most of the down payment
using savings accumulated prior to their relationship. Partner
No. 2 takes on a larger share of the monthly mortgage and
ongoing household expenses. They also plan to renovate
within the first year, using a mix of cash and a home equity
line of credit.

Without Planning

In the early years, the arrangement feels fair, but the
“fairness” is informal and difficult to prove. If the relationship
ends, the partners may discover that the legal outcome is
driven less by intent and more by how the property is titled
and who can document payments. Partner No. 1 may assume
the down payment should be returned first, while Partner No.
2 may feel the monthly payments created an equal claim over
time. Renovation costs add another layer of ambiguity,
particularly if one partner pays for upgrades that increase the
home's value. The most common result is a stressful
negotiation at the worst possible moment, often with legal
expenses and emotional fallout that could have been avoided.

With Planning

Both partners establish clear expectations before closing. A
cohabitation agreement outlines ownership percentages, how
the down payment is treated, how mortgage and renovation
contributions are credited and what happens if one partner
wants to sell while the other does not. They align the
agreement with the property title and maintain a simple
contribution record that is easy to follow. Their financial plan
supports the structure by separating what is shared and what
remains individual. A joint household account covers
predictable expenses and dedicated home reserve funds for
repairs and renovations. The outcome is clarity on ownership,
a fair mechanism for unwinding the arrangement if needed
and a day-to-day system that reduces friction and supports
shared goals.

Case 2: Blended Family Planning and Closely Held
Business

Hypothetical Scenario
Partner No. 1 has two teenage children from a prior marriage
and owns a closely held business that predates the current

Please refer to important information, disclosures and qualifications at the end of this material.

relationship. Partner No. 2 has one child from a prior marriage
and expects to receive an inheritance from a parent. The
partners plan to marry, purchase a home together and ensure
all children are treated thoughtfully. They want to support
family interests without creating a dynamic that feels
transactional or unequal.

Without Planning

The default rules may produce outcomes neither partner
intends. If Partner No. 1 passes away unexpectedly, Partner
No. 2 may assume the household is financially secure while
the children may expect the business to remain within the
family line. In many situations, the structure of ownership,
beneficiary designations and state law can push assets in
directions that create conflict. Partner No. 2 could face
pressure from children, former spouses or business
stakeholders, and the business may be forced into a rushed
sale to generate liquidity for taxes or buyouts or to support
obligations. Even without a death event, the lack of defined
boundaries can create friction. Questions like who pays for
which child's education, how inheritance should be managed
and whether the business is a shared marital asset can
become recurring topics.

With Planning

Partners No. 1and No. 2 build a coordinated structure that
respects the relationship while preserving the family system
around it. A prenuptial agreement clarifies what properties
remain separate, how future appreciation is treated and how
shared assets will be managed. Estate planning documents
align with those intentions. The financial plan addresses
liquidity, evaluates appropriate life insurance coverage to
reduce the likelihood of a forced business decision, maps
education funding expectations across all children and
establishes a household cash-flow model that supports joint
goals while keeping certain legacy assets. The outcome is
reduced uncertainty, better alignment between values and
legal reality, and a plan that supports the surviving spouse, all
children and preserves the continuity of the business.

Case 3: Career Transition and Reputation Management

Hypothetical Scenario

Spouse No. Tand Spouse No. 2 have been married for five
years. Spouse No. 1is preparing to launch a new company and
expects two to three years of limited income while
reinvesting heavily into company growth. Spouse No. 2
maintains an executive role in a highly visible industry, with
compensation that includes annual bonuses and equity
awards. Their household can sustain the transition, but the
risk profile is changing quickly. They also want to be
intentional about privacy and reputation as No. 1's company
becomes more public.

Morgan Stanley Wealth Management &
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Without Planning

The household may drift into an unspoken arrangement
where Spouse No. 2 uses their income to cover most
expenses while No. T's business absorbs capital without clear
Llimits. Over time, that can create silent resentment and a loss
of shared control, even when both partners are committed to
the same long-term goal. If the company prospers,
disagreements may emerge about whether the business value
is shared or separate, particularly if marital funds supported
early operations. If the venture struggles, the downside risk
can show up through depleted savings or an increase in
liabilities. In parallel, reputational risk can become a blind
spot. In the event of a dispute, a public narrative can develop
quickly, potentially affecting No. 2's career and No. 1's
business, regardless of the underlying facts.

With Planning

Spouse No. Tand Spouse No. 2 proactively revised the
household plan to match the new reality. They worked with a
lawyer to prepare a postnuptial agreement clarifying how the
business is treated, how marital contributions are recognized
and what guardrails exist around shared assets. They also
include a carefully drafted confidentiality and

Please refer to important information, disclosures and qualifications at the end of this material.

nondisparagement provision to reinforce privacy and preserve
professional standing on both sides. Their financial plan sets
practical operating boundaries. They establish a minimum
liquidity threshold, define a monthly household budget and
agree on an annual reinvestment amount that Spouse No. 1
can deploy into the business without revisiting the decision
each month and insurance planning to address liability
exposure. The outcome is a structure that reduces avoidable
stress, preserves shared financial security and gives Spouse
No. 1 room to pursue entrepreneurship while keeping both
partners aligned on risk, reputation and long-term vision.

Final Thought

Modern partnerships reflect the flexibility and diversity of
today's relationships, and with them come added layers of
complexity, especially when money, children, property or
businesses are involved. Legal agreements can help set
boundaries while financial planning provides the road map to
achieve shared goals while supporting individual interests.
Together, they form the foundation for transparency, respect
and long-term success.
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Disclosure Section

For index, indicator and survey definitions referenced in this report please visit the following: https//www.morganstanley.com/wealth-
investmentsolutions/wmir-definitions

Hypothetical Performance
General: Hypothetical performance should not be considered a guarantee of future performance or a guarantee of achieving overall financial
objectives. Asset allocation and diversification do not assure a profit or protect against loss in declining financial markets.

Hypothetical performance results have inherent limitations. The performance shown here is simulated performance not investment results from
an actual portfolio or actual trading. There can be large differences between hypothetical and actual performance results.

Despite the limitations of hypothetical performance, these hypothetical performance results may allow clients and Financial Advisors to obtain
a sense of the risk / return trade-off of different asset allocation constructs.

Investing in the market entails the risk of market volatility. The value of all types of securities may increase or decrease over varying time
periods.

This analysis does not purport to recommend or implement an investment strategy. Financial forecasts, rates of return, risk, inflation, and other
assumptions may be used as the basis for illustrations in this analysis. They should not be considered a guarantee of future performance or a
guarantee of achieving overall financial objectives. No analysis has the ability to accurately predict the future, eliminate risk or guarantee
investment results. As investment returns, inflation, taxes, and other economic conditions vary from the assumptions used in this analysis, your
actual results will vary (perhaps significantly) from those presented in this analysis.

The assumed return rates in this analysis are not reflective of any specific investment and do not include any fees or expenses that may be
incurred by investing in specific products. The actual returns of a specific investment may be more or less than the returns used in this analysis.
The return assumptions are based on hypothetical rates of return of securities indices, which serve as proxies for the asset classes. Moreover,
different forecasts may choose different indices as a proxy for the same asset class, thus influencing the return of the asset class.

Equity securities may fluctuate in response to news on companies, industries, market conditions and general economic environment.

Environmental, Social and Governance (‘ESG”) investments in a portfolio may experience performance that is lower or higher than a portfolio
not employing such practices. Portfolios with ESG restrictions and strategies as well as ESG investments may not be able to take advantage of
the same opportunities or market trends as portfolios where ESG criteria is not applied. There are inconsistent ESG definitions and criteria
within the industry, as well as multiple ESG ratings providers that provide ESG ratings of the same subject companies and/or securities that
vary among the providers. Certain issuers of investments may have differing and inconsistent views concerning ESG criteria where the ESG
claims made in offering documents or other literature may overstate ESG impact. ESG designations are as of the date of this material, and no
assurance is provided that the underlying assets have maintained or will maintain and such designation or any stated ESG compliance. As a
result, it is difficult to compare ESG investment products or to evaluate an ESG investment product in comparison to one that does not focus
on ESG. Investors should also independently consider whether the ESG investment product meets their own ESG objectives or criteria. There is
no assurance that an ESG investing strategy or techniques employed will be successful. Past performance is not a guarantee or a dependable
measure of future results.

Because of their narrow focus, sector investments tend to be more volatile than investments that diversify across many sectors and
companies.

REITs investing risks are similar to those associated with direct investments in real estate: property value fluctuations, lack of liquidity, limited
diversification and sensitivity to economic factors such as interest rate changes and market recessions.

Growth investing does not guarantee a profit or eliminate risk. The stocks of these companies can have relatively high valuations. Because of
these high valuations, an investment in a growth stock can be more risky than an investment in a company with more modest growth
expectations.

Value investing does not guarantee a profit or eliminate risk. Not all companies whose stocks are considered to be value stocks are able to turn
their business around or successfully employ corrective strategies which would result in stock prices that do not rise as initially expected.

Asset allocation and diversification do not assure a profit or protect against loss in declining financial markets.

Annuities are long term tax-deferred retirement savings vehicles. Annuities are generally subject to surrender charges. A surrender charge is a
penalty you have to pay if you sell or withdraw money from an annuity before it matures. The time before an annuity’s maturity is called the
surrender period and usually lasts for several years after purchase. Surrender charges reduce the value of your annuity and its returns. Early
withdrawals will reduce the death benefit and cash surrender value.

Under current law, a nonqualified annuity that is owned by an individual is generally entitled to tax deferral. IRAs and qualified plans—such as
401(k)s and 403(b)s—are already tax-deferred. Therefore, a deferred annuity should be used only to fund an IRA or qualified plan to benefit
from the annuity's features other than tax deferral. These include lifetime income and death benefit options.

Fixed annuities are insurance contracts that provide a guarantee of principal and interest over a stated term or for life. Although there are
varying types and options to fixed annuities, they generally include the following:

e Investment is backed by the general account of the insurance company;

e Earnings will grow at the stated interest rate on a tax deferred basis. Withdrawals are taxed at ordinary income tax rates and may be subject
to a 10% penalty for individuals below the age of 59 %; and
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e The option to transition control of your investment to an insurance company in return for a guaranteed income stream for your life and
possibly that of your spouse (annuitization).

Fixed annuities pay a fixed rate of return for a specified time period known as a “guarantee period”. Upon the expiration of that guarantee
period, the annuity will generally automatically renew subject to a contractual renewal rate. During permitted window(s), which generally fall
in the days post term expiration, you may decide to reallocate

your investment to an alternative guaranteed term (subject to product availability) or withdraw some of, or all of your funds.

Fixed-indexed annuities are not securities and do not participate directly in the stock market or any index, so they are not investments. It is not
possible to directly invest in an index within a Fixed-index annuity. Annuities may be subject to fees that differ from the purchase of a fixed
income security such as a bond. These fees may include, but are not limited to, contract inception fees and annual fees that differ among
annuities and insurance companies.

Unlike bonds, fixed and fixed-index annuities are not protected by SIPC.

Withdrawals and distributions of taxable amounts are subject to ordinary income tax and, if made prior to age 59 %, may be subject to an
additional 10% federal income tax penalty.

Early withdrawals will reduce the death benefit and cash surrender value.

Living benefits are optional and available at additional cost. When evaluating a living benefit there are several key factors that must be
considered such as: cost investment limitations, holding periods, liquidity, withdrawals and your age and risk tolerance.

All guarantees are based on the claims paying ability of the issuing insurance company.

Morgan Stanley Wealth Management is the trade name of Morgan Stanley Smith Barney LLC, a registered broker-dealer in the United States.
This material has been prepared for informational purposes only and is not an offer to buy or sell or a solicitation of any offer to buy or sell any
sec?rity or other financial instrument or to participate in any trading strategy. Past performance is not necessarily a guide to future
performance.

The author(s) (if any authors are noted) principally responsible for the preparation of this material receive compensation based upon various
factors, including quality and accuracy of their work, firm revenues (including trading and capital markets revenues), client feedback and
competitive factors. Morgan Stanley Wealth Management is involved in many businesses that may relate to companies, securities or
instruments mentioned in this material.

This material has been prepared for informational purposes only and is not an offer to buy or sell or a solicitation of any offer to buy or sell any
security/instrument, or to participate in any trading strategy. Any such offer would be made only after a prospective investor had completed its
own independent investigation of the securities, instruments or transactions, and received all information it required to make its own
investment decision, including, where applicable, a review of any offering circular or memorandum describing such security or instrument. That
information would contain material information not contained herein and to which prospective participants are referred. This material is based
on public information as of the specified date, and may be stale thereafter. We have no obligation to tell you when information herein may
change. We make no representation or warranty with respect to the accuracy or completeness of this material. Morgan Stanley Wealth
Management has no obligation to provide updated information on the securities/instruments mentioned herein.

The securities/instruments discussed in this material may not be appropriate for all investors. The appropriateness of a particular investment or
strategy will depend on an investor's individual circumstances and objectives. Morgan Stanley Wealth Management recommends that investors
independently evaluate specific investments and strategies, and encourages investors to seek the advice of a financial advisor. The value of and
income from investments may vary because of changes in interest rates, foreign exchange rates, default rates, prepayment rates,
securities/instruments prices, market indexes, operational or financial conditions of companies and other issuers or other factors. Estimates of
future performance are based on assumptions that may not be realized. Actual events may differ from those assumed and changes to any
assumptions may have a material impact on any projections or estimates. Other events not taken into account may occur and may significantly
affect the projections or estimates. Certain assumptions may have been made for modeling purposes only to simplify the presentation and/or
calculation of any projections or estimates, and Morgan Stanley Wealth Management does not represent that any such assumptions will reflect
actual future events. Accordingly, there can be no assurance that estimated returns or projections will be realized or that actual returns or
performance results will not materially differ from those estimated herein.

The summary at the beginning of the report may have been generated with the assistance of artificial intelligence (Al).

This material should not be viewed as advice or recommendations with respect to asset allocation or any particular investment. This
information is not intended to, and should not, form a primary basis for any investment decisions that you may make. Morgan Stanley Wealth
Management is not acting as a fiduciary under either the Employee Retirement Income Security Act of 1974, as amended or under section 4975
of the Internal Revenue Code of 1986 as amended in providing this material except as otherwise provided in writing by Morgan Stanley and/or
as described at www.morganstanley.com/disclosures/dol.

Morgan Stanley Smith Barney LLC, its affiliates and Morgan Stanley Financial Advisors do not provide legal or tax advice. Each client should
always consult his/her personal tax and/or legal advisor for information concerning his/her individual situation and to learn about any potential
tax or other implications that may result from acting on a particular recommendation.

This material is disseminated in Australia to “retail clients” within the meaning of the Australian Corporations Act by Morgan Stanley Wealth
Management Australia Pty Ltd (A.BN. 19 009 145 555, holder of Australian financial services license No. 240813).
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Morgan Stanley Wealth Management is not incorporated under the People's Republic of China ("PRC") law and the material in relation to this
report is conducted outside the PRC. This report will be distributed only upon request of a specific recipient. This report does not constitute an
offer to sell or the solicitation of an offer to buy any securities in the PRC. PRC investors must have the relevant qualifications to invest in such
securities and must be responsible for obtaining all relevant approvals, licenses, verifications and or registrations from PRC's relevant
governmental authorities.

Morgan Stanley Wealth Management is not acting as a municipal advisor to any municipal entity or obligated person within the meaning of
Section 15B of the Securities Exchange Act (the "Municipal Advisor Rule”) and the opinions or views contained herein are not intended to be,
and do not constitute, advice within the meaning of the Municipal Advisor Rule.

This material is disseminated in the United States of America by Morgan Stanley Smith Barney LLC.

Third-party data providers make no warranties or representations of any kind relating to the accuracy, completeness, or timeliness of the data
they provide and shall not have liability for any damages of any kind relating to such data.

This material, or any portion thereof, may not be reprinted, sold or redistributed without the written consent of Morgan Stanley Smith Barney
LLC.

© 2026 Morgan Stanley Smith Barney LLC. Member SIPC.
RSIT772145266260 02/2026
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