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Key messages

Products & Services (P&S) directly contributes to creating
value...

¢ We systematically increase our understanding of client behavior
and preferences and put this learning into action

¢ We continuously pursue innovation with the goal to create
win-win situations for our customers and UBS

¢ We leverage internal platforms (such as UBS Investment Bank
and UBS Global Asset Management) and - where appropriate -
include 3rd-party suppliers to leverage our purchasing power

¢ We continuously strive to improve our productivity

... to UBS as a whole
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Products & Services

Organization
UBS Wealth
Management &
Business Banking
CEO: M. Rohner
Products & Services (P&S)
Jurg Haller
S Saa—an
. : Banking Transaction Investment Financial Wealth Internat..
| Others Products Products Solutions Planning Mgmt. Locations’
| I Research
3 | | H.J. Steinbock F. Ronner M. Weisberg A. G. Bosman K. Wellershoff J. Haller (a.l.)
I |
e.g. Asia
Pacific
e.g. USA

1 International locations are Asia-Pacific (APAC), Bahamas, Brazil, Canada, France, Germany, Italy, Luxembourg, Monaco, Spain, UK, USA. The local
product heads report directly to Jirg Haller
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Integrated business model

Products and Services works with other UBS business groups
and financial institutions...

Wealthy
private clients
globally

Retail &
corporate
clients in

Switzerland
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Products &

Client needs Services

) Products &
Products & advisory Services

offering

Client needs

Products & advisory

Client-centric

UBS Global
Asset
Management

UBS
Investment
Bank

Other
Financial
Institutions

World-class
advisory content

... to meet the diverse needs of our client base



Client advisory process

Client advisor in strong cooperation with Products & Services

Client
relationship
management

Client

¢ Investment needs

¢ Advisory needs

¢ Lending & financing needs Advisory &

¢+ Tax optimization needs » consulting

¢ Research needs %

¢ Special needs (succession %
planning, art banking etc.) %

¢ .. .

Client advisor
¢ Client knowledge
Market expertise

Experience

¢+
¢+
¢
¢+ Competitive trends

Company knowledge

Products & Services
Discretionary solutions
Banking products

Financial planning solutions

Systematic R
¢
¢
> ¢+ Alternative investments
¢
¢
¢

feedback

44— Structured products
. Wealth Management research
Wholesale Special solutions & services

distribution’ (e.g. art banking, philanthropy)
|

3 UBS



Open architecture (examples)

Based on a systematic product suitability analysis, client
needs are met by either internal or third-party products

Products & Services WMCH! & WMI?
Investment «"’ ....C...: LT EEEEED
Solutions .- 2 : CA
......................... . client need g E""é';A:““E
Transaction - [ e i
Products suitability S il CA
o = o B Eeemsmsmauas -,
......................... : analysis g o
......................... . o CA j
Others ":‘ / AEEEEEN SEEEEEREEEEWE
Examples:
UBS IB3/ Global Third-party Zt?;ﬁg{ed Forex
AM* P
roducts products @ structured Equity
'y 'y product
\ 4 \ 4
UBS Other top-tier
O structured Investment investment (2 Structured
Forex product Bank bank Equity product
1 Wealth Management Switzerland 3 B - Investment Bank
Wealth Management International 4  Global AM - Global Asset Management
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Client segments

Products & Services offering meets the needs of five different

client segments (select examples) in CHE

A=
0 250,000 1m’ > 50m

Retail &
Mass Affluent

High Net Worth

Core Affluent Individuals

Key Clients

Absolute return
Managed fund portfolio

Mandates Mutual funds
PM2 / MIP3

Active advisory

Banking : Advanced
Products Standard reporting reporting Global custody
Financial . Personal & family :
Planning i Family trusts S Tailored trusts
Alternative : Hedge funds:
Instruments - Aeeleie el fumel e fuinss Single manager
Structured i Protection (e.g. en}f ae;zoe:rr]neanr}[c(ee g Leverage (e.g.
Products GROI#) PERLESS) "I warrants)

1 CHF 2m for Wealth Management International 4  Guaranteed Return on Investment

UBS 2 Portfolio Management 5  Performance Linked to Equity Securities
3 Managed Investment Portfolio




Geographical scope

In addition to client segment needs, the offering caters to the
distinctive needs of different locations ...

Location Product examples Value proposition
Portfolio . . .
Management Plain vanilla managed portfolio

Portfolio

Management Tax Tax-optimized managed portfolio
Optimized

Man:()(;g\%lrﬁ ital Managed portfolio specially designed for

gPIus y clients domiciled in Italy

Managed portfolio developed and managed

Feein iIme s in Asia: Has higher concentration of Asian

Portfolio oS
deveplgopdr:;t\t in Asian Mandate GI b I r4”| 'l’ Offered to Clients
Asia Portfolio b | in other locations

... and the overall firm benefits from the cross-
border knowledge transfer

1 European Wealth Management Initiative
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Trends in client needs and product offering

The product offering constantly keeps pace with the trends in
client needs and market developments

Trends in client needs Market drivers
¢ Better information on investment ¢ Important new international
process and performance markets (e.g. Greater China &
India)

¢ Better understanding of risk
exposure ¢ Tax environment, e.g. European
savings tax

¢ Reduced volatility of portfolio
¢ Trend toward wealth

¢ Client focussed advice concentration
¢ Price sensitivity
Trends in product offering
¢ Increased transparency on the investment process
¢ Offering scenario and risk analysis for select client portfolios
¢ Absolute return products
¢ Open architecture
¢ Differentiation of products based on clients needs and not just price
¢ Tiered pricing
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Growth initiatives and value drivers

Higher business volume while maintaining cost and gross

margin ...
¢ European Wealth Management Initiative
(EWMI)
¢ Commodities and real estate based products
Business
volume
¢ Exploit economies of ¢ Institutionally priced
scale products, e.g. Managed
4 Tight cost control Investment Portfolio
leading to superior cost K’f:-:“l ¢ Spot opportunities in
efficiency r 1—._,-"5{ client needs and offer
Ei innovative solutions like
[ Structured Products and
\f_ﬁ" Alternative Investments
Costs ‘ ' Gross

margin
... allows us to create value for our clients and shareholders
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Products & Services priorities 2005

Focusing on 4 core activities ...

Clients: continuously pursue excellence in understanding
our clients' behavior and translate it into action

Offering: continuously innovate and deliver to our clients
what they are looking for in a smart fashion

Pre- and after-sales service: continuously preview and
review clients' portfolios - make sure that the clients feel
that we are looking after their money

Efficiency: continuously increase productivity while
pursuing growth

... to promote a customer-centric offering
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