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Important information

Ferward Looking Statements: This presentation contains statements thatconstitute "forward4ooking statements, " induding but not imited to performance targets, expectations and ambitions, aswell as
management's outlock for UBS's finandal performance and statements relating to the antidpated effect of transactions and strategic or business initiatives on UBS's busk and future development. While these
forward-looking statements repr 1t UBS's] and expectatons concerning the mattes described, 3 number of risks, uncertainties and otherimporiant faciors could cause actud de pments and
please refer to the *Risk Facters” and othersections of UBS's mest recent Annual Repert on Form 20-
F, quarterly reporis and otherinformaton furnished toor t . and the cautionary statement on the last page of this presentats BSsnotu
any obligation to(and exp y disdiaims any cbiigation to} update or alterits forward-locking statements, whetheras a result of new information, futureevents, or cthennise.

Nen-GAAP Financial Measures: In additicn to reporting resultsin accordancewith International Finandal Reporting Standards (JFRS), UBS reports adiusted results that exdude items that management belisves

are not representativeof the underlying performanceof its businesses. Such adjusted resuits are non-GAAP finandal measures as defined by US Securities and Exchange Commission (SEC} ions and may be
Afternative Perfomance Measurss as defined in the SIX Exchange Directiveon Alternative Performance b under the the European Secunities Market Authority (ESMA}. Please refer

topages 7-9 of UBS's Quarterly Reportfor the fourth quarter of 20719 and toits most recent Annual Report for a recondiiation of adjusted performanc measurss to reported results under IFRS and for definitions
of adjusted performance measures and other j2 perfommane measurss.
Di i - This presentation and the information contained hersin are provided solely forinformation purpaoses, and are not to be construed as a sofictation of an offer to buy or sell any securities or other

finandal instrumentsin Switzerand, the United States or any other junsdiction. No investment dedsion relating to securities of or relating to UBS Group AG, UBS AG or their affiistes should be made on the bass
of this document. No representaticn or warrantyis made orimplied concerning, and UBS assumes no responsibifity for, the accuracy, completensss, reliabifity or comparability of the informaton contained hersin
relating to third parties, which is based sclely on publidy avaiiabie information. UBS undertakss no cbigation to update the infermation contained heran.

Available Information: UB5's Annuai Report, Quarterly Reports, SEC filings on Form 20-F and Form 6-K,, as well as investor presentations and other finanda information are available at wwwnw.ubs.comfnvestors.
UB5's Annual Report en Form 20-F, quartery reports and ctherinformation furnished to or filed with the US Secunties and Exchange Commission on Form 6-K are also avaiiable at the SEC'swebsite:
VAV SEC.OEV

20 uniess othenwise stated.

Our RWA under BIS Baselll are the same asunder Swuiss SR8 Basell. Leverage ratic and leverage ratic denominatorin this presentaticn are calculated on the basis of Swiss SRB rules asof 1.1.20, uniess

othennwise stated. Refer to the "Capital management” section in the 3Q19 report for more information.
Currency transiation of monthly income statementitems of operations with a functional currency other than the US doliar are transiated with month-end ratesinto US dodlar.

Definitions: "Eamings pershare” refers to diuted earnings per share. "Litigation * refers to net additions'releases to provisions for itigation regulatory and similar matters refiected in the income statement for
the relevant pericd. *Net profit” refers to net profit attibutable to sharehoiders.

ding: Numoers nted throughout this pr 1tation may not add up preasely to the totals provided in the tables and text. Percentages, pereentchangss, and adjusted results are calkoulated on the basis
of u ded figures. Information on at changes between reparting periods, which is provided in text that can be derived from figures displayed in the tables, is calculated on a rounded basis.

Tables: Within tables, tlank i
indicate that the respective figure &

s generally indicate thatthe field s not apy bie or not meaningful, or thatinformation s not available a5 of the relevant dateor for the relevant pencd. Zero valuss generaly
zeroonanactualor basis. Percentage changes are presented as 8 mathematica cakculation of the change between pernicds.

& UBS 2020. The key symbaol and UBS are ameng the registered and unregistered trademarks of UBS. All rights reserved
Cower picture: 8202 istign Bluhm {all nghts reserved}
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2019 highlights

Net profit 4.3bn, adjusted PBT 6.0bn, diluted EPS 1.14

RoCET112.4% onincreasing CET1 capital

49bn NNM across GWM and AM

Record invested assets GWM 2.6trn; AM 0.9trn

26bn of net mandate sales; 9bninvested assets in 100% Sl mandates

Delivered solid performance
in mixed market conditions

R N

Operating expenses (4%) while investing for growth
Delivered »30bn of LRD optimization

Established strategic partnerships

Deployed digital in key strategic areas

Managed for efficiency and
positioned for growth

R N

Generated capital and maintained > Tangiblebookvalue per share 13.3, +6%
balance sheetstrength for all seasons ) CET1ratio 13.7%, CET1 leverage ratio 3.9%,
tier 1 leverageratio 5.7%’
) Total payoutratio 80%?

@ UB S Numbersin USD unbess cthennise indicated; 1Going concern under Swiss SRB rules applicabée asof 1.1.20; 2 2019 dividend accruals and buybacks divided by net profit



2019 macro context

Interest rates

(75bps)

(80bps)

(45bps)

Fed Funds 10-year 10-year
target rate Treasury yield Bund yield
Geopolitical uncertainty
Global economic policy uncertainty index
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Equity markets

S&P 500

lan-19 Mar-19

May-19 Jul-19 Sep-18 MNow-19

Volatility
— EURMUSD 3M implied volatility® — VIX?

400
350
300
250

200

150
100
50

0

Jan-20

Jan-0¢ Jan-35 lan-10 lan-15

Jan-20



Delivering competitive returns

Balancing growth, cost and capital efficiency to deliver attractive returns on deployable equity

Return on CET1 capital

EN Fy19 [0 3019LTM7

12.4%
_ Il|2%I
JPM BoA M5 Citi UBS Gs BNFP HSBC GS Barclays
CET1 as % of 100% 97% 101% 93% 74%* 101% 95% 87% 93% 89%

tangible equity?

9.0%
8.3%

attributable to shareholders; 4 The difference between UBS's 48bn tangible equity and 35bn CET1 capital asof 31.12.19 mainly refiects 5. 1bn tax loss DTAs, 2.6bn dvidend accruals,

% UB Figuresin reporting currency with data based on most recent peer reporting. 1 Last twelve months; 2 Tangibée equity sttributabée to sharehoiders; 3 Return on tangible equity
1.7bn compensation-réated compenents and 1.3bn unrealized gains from cash fiow hedges



Integrated business model at the core of our strategy

Our Delivering as
clients one firm

Helistic wealth managemeant

Wealth in need of investmant
Enfreprepeurs: 000 [T TEmean omor e e
o Research and differentiated content
Wealthy individuals ?

Best-in-class execution in secondary markets

Global Family Office clients

Corporate finance adviscry and execution
Institutional clients Undenwriting and distribution

Corporates issuing equity/debt Public equity/debt issuance cpportunities

Business rlationships Private market investmeant cpportunities

with entrepreneurs Bespoks solutions and structuring

Structured lending

Wealth growth and client shifts to GWM

Corporate & Institutional services

""""""""""" Real estate financing

wd Bespoke mandates, institutional solutions and funds

Whaolezale clisnts Sustainable and alternative investmants
Retallwhelezale preduct development

Platform services

Institutional clients

3 UBS



2020-2022 priorities

Elevate our world leading Global Wealth Management
franchise to drive higher marginsand 10-15% PBT growth p.a.

Improve returns in the Investment Bank by further
optimizing resources and collaboration

. . . Capitalize on our differentiated client offering in Asset
Drive higher and superior returns Management for further growth, performance and scale

by growing and leveraging our @
unique, integrated and

complementary business portfolio

and geographic footprint

Grow profits in Personal & Corporate Banking through
digital initiatives, services and efficiency

Deliver more as one firm for our clients

Drive improvements in firmwide operating efficiency to
fund growth and enhance returns

Maintain attractive capital return profile through dividends
and buybacks

3 UBS



Global Wealth Management

Well positioned for further growth

World-leading
wealth manager

#1 Private Banking
Services Qverall’

In 2019 we have...

...attracted >45bn of net new money
from UHNW dlients

...grown ioans

...improved mandate penetration

@ UBS Numbersin USD and adjustad unless cthennise indicated; 1 Euromoney, 2015

2,260

es 30%roare

2 i 6trn investedzasshe‘.t

2,635

175

179

33.6%

34.3%

31.12.18

31.12.19
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GWM - Evolving market-leading services to respond

to client needs

Uniquely positioned to provide solutions that matter to our clients

Changing clients needs

Digital everything

Search for yield

Need for financing

Thematic approach

Sustainable investing

~710%

of investors prefer hybrid models
over a traditional advice model

USD ~800bn
new capital flowed into
private markets in 2018

>2/3

of entrepreneur wealth is
illiquid and/or in their business

~60%
f family offices have adopted
thematic investing

>80%
of investors are interested In
sustainable investing

>80% %

consider advice as a top priority
in wealth management relationship

@ UB S Source: UBS Investor Watch on the Year Ahead, November 2019; UBS Giobal Family Office Report 2015; UBS Market Sizing; E&Y



GWM - Elevate our franchise to new heights

Taking Global Wealth Management into the next decade
Our priorities

Tailored client coverage Get closer to clients

Expand GFO further leveraging
IB/AM integration

Align UHNW to regional
business units

A more focused and enhanced
offering for our HNW franchise

Roll out modular solutions
tailored to clients with less
complex day-to-day needs

Accelerate decision making
and time to market

Empower our regions while
keeping global benefit

Relentless focus on client
outcomes

Expand product offering and become ever more efficient

Expand strategic | Extend industry | Optimize processes
partnerships leadership in i front-to-back to increase
with IBand AM | content and solutions | client advisor productivity

3 UBS

11
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GWM - Driving profitable growth

Aiming for higher pre-tax margins; maintain 10-15% PBT' growth target 2020-2022

Pre-tax margin Pre-tax profit
bn
213% 33 3.5
201%
FY18 FY19 Ambition FY18 FY19 Target
&UBS » in USD and adj uniess othenwise indicated; 1 Reported



IB — Improve returns by further optimizing resources

In 2020 we expect returns of around 11% with further improvements through 2022

#1 Global Equity Research House,
for the 3™ year in a row’

Top 3 Global FX dealer?

#1 in APAC and EMEA equities®

Best InvestmentBankin China,
Hong Kong and Singapore®

3 13 1J 1]

Return on attributed equity

~13.7% 12.9%

11.2% /I\
8.6%

Average  FY17 FY18 FY19 Ambition
FY13-
Fy19°

Our priorities

Profitable growth and strong returns

> Maintain a capital-light strategy with best-in-class revenues/ RWA
and revenues/ LRD metrics

> Global Markets reorganizationto further improve efficiency of
cost and balance sheet usage

Deliver market-leading capabilities to clients

> Expand Global Family Office coverage from 600to 1,500 clients
> Build on momentumin Private Financing Markets Group
> Explore further partnerships with other banks to create scale

Digital Investment Bank

> Leveragescale and leading position in FX and Equities to capture
further marketshare in electronic execution

}» Drive the use of machine learning and Al in algo routing and
trading capabilities in FX and Equities

> Use alternative datato provide better advice to clients, including
Research and Evidence Lab

UB S Numbersin USD and adjustad unless othennise indicated; 1 Institutional investor; 2 Greenwich Assodiates; 3 Coalition; 4 Global Finance Magazine; 5 Adjusted returns estimated pro-
forma for revised methodology for equity attribution and Corperate Centeraliocations, 2014 return exdudes Ftigation 1z

13
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IB — Collaborating with GWM

Leveraging our institutional capabilities for GWM clients

Global Family Office

Revenues, illustrative

+15% CAGR’ —
R
1B
—

Year( Year3
\prior to GFO |37 yearof
anboarding) GFO coverage)

Number of clients

~1,500
~600
Current Going
forward

Financing
Loan volumes

20bn p.a.
GWM loan growth ambition

T

179

—

31218

lllustrative  lllustrative

> Increase coverage through
single financing team

> Expand eligible collateral types

> Risk managementby IB

% UBS Numbersin USD unless othennise indicated: 1A

gelUBs from dientsintroduced to GFO covermgesince 2014

Global Capital Markets

> Improved access to product
specialists

> Broaden productshelf

> Supportdient investment strategies
and deployment of thematic topics



AM — Capitalize on our differentiated client offering for
further growth, performance and scale

Expand our offering and capabilities in areas where we have a leading position

36%
39bn

Sl-focused
invested assets, Fv19

565
487
FY18 FY19
ested asset
781 903
FY18 FY19

UBS Numbersin USD and adjustad unless othe
funds registered for sale in the " MSCIEurope

growth in top-quartile
Lipper-ranked funds’

+17%

PBT growth

All time high

invested assets

Our priorities

Capitalize on our strengths in fast-growing areas

> Extend leading position in sustainable investing

> Leverage expertise in private markets and alternatives

» Continue innovation and leveragescale in passive

> Build on leading position in China and key markets in Asia

Position as partner of choice for dients

» Deliver superior solutions across breadth of global capabilities
> Expand strategic partnerships with wholesale clients
¥ Intensify collaboration, in particular with GWM

Continue disciplined execution

Y Build on strong investment performance momentum
> Drive operational excellence to increase efficiency and scale

Investment Management 3-yearperformance asof end 2019 vs. end of 2018. Based on mutual

\arkets Universe °; Exdudes institutional funds, insurance funds, ETFs, pension trusts, money market, passive funds, hedge

funds, and commadity funds. Covers ~55% of UBS AM's active fund AuM (ex MM)

15
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AM - Collaborating with GWM

Bringing a more competitive offering to our clients

First in the industry to reduce management fees for SMAs to zero

SMA pricing

- 9 Expecting multi-billion

inflows in 2020

2013 2018 Previously  Going forward

M Management fee
Advisory fee

@ UB S Numbersin USDbn uniess cthenwise indicated; 1 Sepamiely Managed Accounts, 2 Unified Managed Accounts, 3 Ceruli Assodates, based on 2018 figures



P&C — Grow profits through digital initiatives, services

and efficiency

Growing non-interest income and improving efficiency to deliver steady profit growth

+5% 18%

YoY PBT growth’ Return on

attributed equity’

Qur priorities

Expand
digital lead

> Enhancedigital usage and
grow marketshare

> Leverage data and analytics
for targeted client offering

@ UBS Numbersin CHF and adjustad unless othennise indicated; 1 Exd. itigaticn and CHF 73m fee paid to GWM in 4013 related to the shift of CHF Sbn in dient assets and CHF 1bn in loans

from QWM to P&C

#1

digital penetration amongst
large Swiss Banks, 201z

>1k

net new clients onboarded via our new,
market-leading Digital Corporate Bank

Improve
cost efficiency

¥} Streamline, digitize and
automate processes

» Capitalize on shared branch
network and IT platform
synergies with GWM

75%

of Personal Banking clients
are paperless -

19bn

business volume referred tofrom
other business divisions

Grow profits in
negative rate environment

> Expand market-leading
digital platform-based
businesses

> Broaden advisory solutions
and product offering

17
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Driving down our cost base while investing for the future

Funding growth and adapting our operating model to meet new regulatory requirements

Operating expenses

I Imvestments (0.9bn)
i 5 l
05— _____ — 233
3 @5 | - —~—
FY19
Investments {2.7bn)
15
“““ 03 R T e
i i ns 06 =GR 233
Cost saves net Variable Litigation Regulatory FX and FY19
of investments compensation’ costs other

% UB S Al numbersin USDm unless cthemnise indicated; 1 induding FA variable compensation



Driving efficiency to fund growth and enhance returns

Expect to keep total costs flat in 2020, excluding variable compensation and litigation

Qur priorities

Processes and > Process re-engineering and
platforms automation

> Consolidating platforms across
business divisions

» Leverage tech to rationalize
infrastructure

Organization > Nearshoringandinsourcing

» Streamlining and delayering

Capital > Allocate capital and resourcesto
management highest growth opportunities

> Continue to drive RWA and LRD
optimization

% UBS Al numbersin USD and adjusted uniess cthenwise indicated

Costincome ratio
79.5%
S 789%
FY18 Fy19 Target

>30bn

of LRD optimization

inFy19

19
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Creating scale through partnerships

Realizing the benefits of our partnerships while exploring selected new opportunities

(o

roadridge
GWM platform utility, US

1.4trn

Invested assets in
GWM Americas

X

2

e

ondcenter
Clearstream partnership

Top 2
B2B fund distribution
platform globally

“

/

-

Banco do Brasil

35bn

3

IB partnership, LatAm

2018 total LatAm fee pool
in M&A, ECM and DCM'

2

/Sumitomo Mitsui \
Trust Holdings, Inc.
GWM partnership, Japan

16trn

Japan private financial

wealthas of 31.12.182

Ve A

@ UB S Numbersin USD and adjusted uniess othenwise indicated; 1 ANBIMA, CWM, Dealogic and Thomson Finandal; 2 804 Global Wealth Report 2019



6% CAGR in TBVPS + dividends since 2011

Generated 28bn of CET1 capital since 2011, of which >2/3 returned to shareholders

Capital generation
bn

10.5| Cumulative litigation

Cumulative capital returns
to shareholders’

H CET1 capital build
since 2011

31zn
CET1 capital

311211 31.12.18

19bn

capital returned to
shareholders since 20117

TBVPS + cumulative cash dividend pershare

6%

CAGR —l

Cumulative
cash dividends
per share

Tangible book
i 133 value per
1o share (TBVPS)

311211 31.12.19

US peers?: 7% CAGR
European peers®: 2% CAGR

UB S Numbersin USD for UBS as of 4Q15 and in local currency for peers; 1 indudes dividend accruals and buybacks for FY195; 2 Bank of America, Citi, Goidman Sachs, JPMorgan, Morgan
Stanley. US peers asof31.12.19; 3 Bardays, BNP, Credit Suisse, Deutsche Bank, HSBC, Julius Baer and Standard Chartered. European peers exduding Julius Baer asof 30.9.13, Julius

Baerasof30.6.15

21



22

Continuing to deliver attractive capital returns

Pacing growth in dividends to free up capacity for incremental buybacks
2019 2020-2022

30%

total payout ratio’ Maintaining an attractive capital return profile

USD 0 73 % Capital return policy 2020 buy-back

ordinary dividend per share > Increase dividend per share > Expect to repurchase USD 450m
proposed for the financial year 2019 by 1 cent per year of shares during 1H20

> Return incremental capital > Will assess further buybacks in 2H20,
U S D 0 . 8 b n through buybacks considering business conditions and any

idiosyncratic developments
of shares bought back e B

@ -U-BS Numbersin USD uniess othenwise indicated; 12019 dividend accruals and buybacks divided by net profit



2020-2022 targets and guidance

Group 12-15% return on CET1 capital (RoCET1)

returns

Cost Positive operating leverage and 75-78% cost/income ratio
efficiency

Growth 10-15% PBT growth in GWM

Capital Up to 1/3 of Group RWA and LRD in IB
allocation
Capital ~13% CET1 capital ratio

guidance ~3.7% CET1 leverage ratio

@ [IBS Mumbers as reported

23
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2020-2022 priorities

Drive higher and superior returns
by growing and leveraging our
unique, integrated and
complementary business portfolio
and geographic footprint

N

2020-2022
RoCET112-15%

3 UBS

H

Elevate our world leading Global Wealth Management
franchise to drive higher marginsand 10-15% PBT growth p.a.

Improve returns in the Investment Bank by further
optimizing resources and collaboration

Capitalize on our differentiated client offering in Asset
Management for further growth, performance and scale

Grow profits in Personal & Corporate Banking through
digital initiatives, services and efficiency

Deliver more as one firm for our clients

Drive improvements in firmwide operating efficiency to
fund growth and enhance returns

Maintain attractive capital return profile through dividends
and buybacks



4Q19 net profit USD 722m

Best 4Q adjusted PBT since 2010

104 1,212

+30%
'
1,315
s 7 Rl T
298
1,011
533

478
4018 Litigation 4018 Operating Cperating expenses 4019
PBT PBT excl. litigation income exdl. litigation PBT excl. litigation

928m 0.19 S, 82%

5 -
2 Reported PBT Diluted EPS £:= Reported ROCET1

% UBS Numbersin USD and adjustad unbess othenwise indicated

Litigation 4Q19
PBT

82.8%

0—.
|
costincome ratio

4

25



Global Wealth Management

Positive momentum across transactions, invested assets and loans

208 834
Profit before tax o - - | & sn s & pe
4 273 285 a9 PET +3% excl; litigation, (6%) exdl. litigation and 75m
i 302 fee from P&C’
| Excl. litigation

Operating income i - - Operating income +1% excl. fee from P&C", with double-

m 4028 4,003 4,057 4142 digit growth in transaction-based income offsetting lower
NIl and recurring net fee income

Invested assets - L el

End of peried. bn 2,260 2,432 2,486 2.502 Invested assets +133bn or +5% QoQ; (4.7bn) NNM

Mandate volume : o — : Mandate volume up 42bn QoQ as market performance

bn 759 824 254 251 more than offset (0.6bn) net mandate sales; positive net
inflows in discretionary mandates

Loans . ) Loan balances up on net new loans, driven by the

Costincome ratio - Operating expenses (10%) on lower litigation;

% (o 782 781 77 i +3% excl. litigation, or flat excl. certain regulatory-related

Excl. litigation and other non-recurring expenses
4Q18 1919 2Q19 3Q19 4314

% UB S Numbersin USD and adjusted uniess othenwise indicated; 1in 4015 GWM received a fee of USD 75m from P&C related to the shift of Sbn in dient assets and 1bn in loans from GWM
o PEC 25



Global Wealth Management

Revenues +3%; 4Q19 invested asset growth to benefit 1Q20

Recurring net fee income

"+5%1

2,635
437 2486 2,502

2
Invested 22’50/.__,__——//
assets,

2,374 2218 2,315 2,371 2354

4018 1Q19 2018 3Q1% 4019

} oY dedline reflecting margin pressure
from product mix shift

» Recurring fee margin impacted by
invested asset base growing during
the quarter

} 4019 invested asset growth to
benefit 1Q20

@ UB S Numbersin USDm and adjusted unless othennise indicated; 1in 43715 GWM received a fee of USD 75m from P&C related to the shift of Sbn in dient assets and 1bn in loans from GWM

1o P&C

Net interest income

1028 1,009 9gg 979 993

4018 1919 2019 3Q719 4Q19

QoQ increase reflects higher lending
volumes and reduced interest paid to
central banks, which more than offset
the impact from lower USD rates

Transaction-based income

765 764 741 789

627

4018 1Q19 2019 3019 4QI19

+14% excl. 75m fee from PRCT, with
increases across all regions

Particularly strong performancein
structured products and investment
funds

26
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Personal & Corporate Banking (CHF)

Strong 4Q and FY PBT growth; record FY NNBV

Profit
before tax

Costincome ratio

Operating
income

@ UB S Numbersin CHFm and adjusted uniess othenwise indicated; 1 Exd. USD 75m (CHF 73m) fee paid by PAC to GWM related to the shift of Sbn in dient assets and 1bn in loans from QWM

‘ +2% l
380 397 o
303 260 309
66% 59% 59% 59% 65%
915 454 957 al4
268
247 286
282 283 180
ey 497 500 495 404

Transaction-based

Net interest
B Recurring net fes

4018 1Q19 2Q19 3013 4419

o PEC; 2 Since 2008, 3 Personal Banking, annualized

BBT +2%, or +11% excl. 73m fee paid to GWM in 4Q19 and
41m of litigation expensesin 4Q18, on strong operating leverage

F¥13 PET +5% excl. litigation

Operating expenses (3%}, mainly on lower litigation, real estate
and regulatory costs; costincome 59%7in FY19

Operating income +3%7, mainly driven by lower CLE

Mon-interest incorme (12%); +5%7, on growing volumes and
higher client activity, record FY transaction-based income2

Metinterest income (4%) YoY as lower investment of equity and
higher TLAC funding costs were partly offset by reduced interest
paid to central banks; flat QoQ. NIM 143bps in 4319 and 150bps
in Fy19

2.8% net new business volurme growth?; record 4.7% in Fy19

37k net new clients in Personal Banking and 1k net new
Digital Corporate Banking clients in FyY19



Asset Management

Exceptionally strong results; fifth consecutive quarter of YoY PBT growth; best FY since 2015

TR

Profit 126 100 135 135
before tax
Costincome ratio 73% 76% 72% 1% 66%
551
458 475 485
448 e
o w2 o E
Operating
income
B M=t management fess [0 Performancs fees
781 824 231 858 903
Invested
assets

End of pericd, bn

4018 1Q19 2019 3019 4019

% UBS Numbersin USDm and adjusted unless othennise indicated

PET +48% on higher performance fees and net
managerment fees; FY19 PBT +17%

Positive operating leverage with costs up 7% on 18%
higher operating income

Performance fees +68m, reflecting strong investment
performance in a constructive market environment along with
annual fee recognition in Equities and Hedge Fund Businesses

Met management fees +4% reflecting higher average invested
assets, more than offsetting margin pressure

Invested assets +45bn QoQ, NNM 4.6bn exd. money
rmarkets (MM, (0.4bn) incl. MM

FY 19 MMM 12.6bn excl. MM, 17.8bn incl. MM with inflows
led by Equities and GWM

28
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Investment Bank

Revenues +11%, costs (3%) and resource usage down QoQ

) 440
Profit
before tax 221 203 198 RoAE of 6.4% on 12.3bn average attributed equity
8 B
) Operating expenses (3%}, or (7%) excluding litigation, on lower
Costincome ratio 99% 6% 79% 88% 88% personnel expenses; 4G19 UK bank levy 46m
2,07
1,765 1,752 e
1521 742 : CC5+18%, outperforming global fee pools with increases across
: < 532 Advisory, ECM and DCM
543
460
454 391 FRC +16%, with increase in Rates & Credit, partly offset by lower
Operating 382 352 FX revenues; +41% excluding 53m revenues for rebalancing the
income i 1 Group’s currency exposure in 4Q18

Equities +2% on higher Derivatives revenues

Corporate Client Solutions

Investor Client Services — FX, Ratesand Credit ) RWA 81bn, (8bn) QoQ and (12bn) Yoy
B Investor Clisnt Services — Equities LRD 293bn, {(7bn) QoQ and +10bn Yoy
4018 1Q19 2Q19 3Q19 4319

@ UBS Numbersin USDm and adjusted unless cthenwise indicated
)



Cost efficiency

Funding investments with saves to keep total costs flat in 2020

24,222
;32 T 5
B i oy e
| Hustrative |
| == a
i ) |
[ ~stable fixed _______ o
| | cost base |
2018 2019 Gross Investments and  Performance- Litigation? Projectad
operating operating cost saves regulatory costs baszed 2020
expenses expenses compensation’ operating
EXpEnses

$ UBS Numbersin USDm unless othe nnise indicatad; 1 Ind. FA variable compensation; 2 165min FY'19
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Capital and leverage ratios

Total loss-absorbing 298 34.6%
capacity (TLAC)
< RWA LRD
Gone concern 9.8%
loss-absorbing  37.8 14.6%

capacity s 2%
41%
AT
Geing concemn 3.8% £3%
Gaing cETi 249
concem = iy
capital : .
CET Guidance: ~13%.6 . Guidance: ~3 7%
Expect CET1 capital ratio to Expact CET1 leverage ratic
stay within a +~ 30bp band generally to be above 3.7%
around 13% or between
12.7% and 13.3%

3 UBS

Capital ratie

RWwA,
259bn

Leverage ratic

LRD
911bn

Numbersin USDbn uniess cthenwise indicated; 1 Exduding countercydical buffers; 2 Refer to the "Recentdevdopments section in the 4Q19 report for informaticn on rules on gone
concern capitalin Switzerand, effective 1.1.20; 3 Lower add-on for marketshare applied from 4Q 13, leading to a 0.35% lower RWA requirement and a 0.125% lower LRD requirement. 31
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UBS at a glance

Qutstanding client franchises

> Clients are at the center of
everything we do

> Uniquely positioned as the only
truly global wealth manager and

with a portfolio of leading
franchises

> Strongbrand, greattalentand
relevantto our dients

3 UBS

Managing for growth and
efficiency

> Investing for growth while
remaining disciplined on costs

> Optimize for evolving operating
environment

> Digitalis central to delivering
innovation for clients, growing
and efficiency

> Generating greater efficiencies
through scale and process
optimization

> Delivering UBS as a firm locally

Balance sheetstrength
for all seasons

>

Maintaining a balance sheetfor
all seasons to supporta durable
business model and be the
partner of choice

Disciplined resource usage;
focus onsustainable growth

Prudent deployment of risk with
a focus on post-stress resilience

Capital efficient business model
Afttractive capital returns

Leading to strong financial performance



UBS Group AG results (consolidated)

Total operating income

Total operating expenses

Profit before tax as reported
of which: adjusting items

net

w

I = T T R T
far

Bl

Adjusted profit before tax
of which: litigation {expensesj/releases
of which; bank lev
Tax expensef{benefit)
of which; current tax e 5
Net profit attributable to shareholders
Diluted EPS (USD)
Effective tax rate

Reported return on CET1 capital
Adjusted costfincome ratio

Total book value per share (USD)
Tangible book value per share (USD)

UB S Numbersin USDm unless othenwise indicated. 1 Expectto incur restructuring expenses of ~200m in 2020, with the majority incurredin 1H20; 2 QoQ decrease driven by the
derecognition of a 2bn Swiss pensicn plan net surplus, which had no impact on CET1 capital

FY18

30,213
24,222
5,991

1,468

4,516
1.18
24.5%
13.1%
79.5%
14.3
125

PY19

28,839
23,312

5,577
(458)

4304
114
227%
12.4%
78.9%
151
13.3

4018
6,972
6,492

481

o
o

=]
=]

1Q19
7,218
5,672

1,546
(31}

[}

14.5
1258

2¢18

~J
u
W

(9,
]
]
[SERE ]

e

(28}

L
[r=}

3Q18

7,083
5,743
1,345
(114)

o
[r=}

1,049
0.28
21.9%
12.1%
79.1%

W w
=1

4019

7,052
6,124

928
(284)

8.2%

82.8%
15.17
13.3%
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GWM regional timeseries

Frig Frig 4018 1019 2018 4019
Americas Op gincome 5,138 | o058 2,304 2170 2,272
Operating exp 7798 | 7,750 2,019 1,838 1,904
Profit before t8x 1,340 | 1,297 284 333 367
Costincome @ic B5% | 5% 28% B5% B4%
Invested assets (bn) 1,200 | 1,403 1,200 1,258 1,321
Loans, gross (bn) 5.5 | 52.5 59.5 55.2 50.1
Advisors [FTE) £,850 6,545 £ 850 5,790 5683
APAC Operating income 2,387 | 2,220 436 7 554 517
Op o 1,572 | 1,645 410 337 415 437
Profit before t8x 815 | 574 25 185 139 79
Costfincome @tic 86% | T4% 23% 58% 75% B5%
Invesied 552t (bn) 357 | 450 357 405 411 450
Loans, grass (bn) 23| 43.1 423 475 42.3 431
Advisors (FTE) 1,138 1,041 1,138 1,138 1,108 1,041
EMEA Cpersung income, 3,579 3474 244 873 2417 47 B53
Op g 2917 2,482 1,008 £38 807 598 619
Proft before tax g62 952 (162) 235 234 245 234
‘Costincome rzio 519 2% 118% 73% 72% 71% 73%
Invested assets (bn) 500 552 500 514 530 524
Lcans, gross (bn) 375 371 375 37.2 37.4 36.4
Advisors (FTE) 1,837 1,660 1,837 1,757 1,758 15691
Switzerland Operating income 1617 | 1,583 384 385 357 2
Operst 1001 | 997 279 243 250 237
Profit before Bx 815 | 586 105 137 146 164
Costfincome o 82% | 3% 73% 54% 54% 55%
invested assets (bn) 2 _ 22 200 212 23] 221
Loans, grass {bn} ELOH | 360 35.0 34.8 35.0 35.3
Advisors (FTE) 737 727 737 741 7 732
o Global UHMW Operating income 3,085 2672 735 721 735 765 750
Operat o 224 | 2321 557 555 525 7 600
Profit before Bx 824 | 651 133 167 151 184 150
Costlincome @io 3% | 78% 81% 77% B0% 7% BO%
Invested assets (bn} 626 | 772 526 B35 707 720 772
Advisors (FTE) 1,076 1,042 1,076 1,100 1101 1,068 1,042

UB Numbersin USDm and adjusted unless othenwise indicated; exduding minor functions with 107 advisors, USD 3bn of invested assets, USD 0.5bn of keans and USD 0.1bn of netnew
maney cutfiowsin 4Q139; 1 Globally managed unit that exdusively serves UHNW dients; indudes the impact from dients and advisors being moved inte and cut of Global UHNW



Global Wealth Management

Profit before tax Costincome Invested assets Net new money Net new maoney Net new maney

m ratio on bn on annualized growth
Americas 255 88% 1,403 {9.0) {17.4) {1.4%)
APAC 79 85% 450 3.1 31.4 8.8%
EMEA 234 73% 552 (0.0 10.5 2.1%
Switzerland 138 65% 228 123 1.5 3.7%
ofw Global
UHNW 150 80% 772 8.5 404 6.4%

UB S Mumbersin USD and adjusted unless othennise indicated; exduding minor functions with 101 adwisors, 3bn of invested assets, 0.5bn of loans and 0.1bn of net new money cutfiowsin
40Q15; 1 Glebally managed unit that exdusively serves UHNW dients; indudes the impact from dients and advisors being moved inte and out of Global UHNW

w
o
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Invested assets composition

Global Wealth Management
%

2,635bn

Cther! 11 9 Cther
GBP
CHF

Mutual funds

Cash & MM
instrurants?

Bonds
UsD

Equities

Aszzat class

Currency

Asset Management
%

903bn
Hedge Fund
Businesses, 11 Other

Real Estate &

Private Markats GEP
Multi Assets &
Solutions

CHF
Fixed Income

EUR

Equities sk

Aszzet class Currency

% UBS Numbersin USD unkess othennise indicated; 1 Mainly afternativeinvestments and structured products; 2 Induding fidudary investments



Corporate Center

(65)

Profit
before tax

(248)

(160)

@ UBS Numbersin USDm and adjusted unless cthenwise indicated

» PBT of (189m) excluding (47m) from accounting
asymmetries, (34m) from hedge accounting ineffectiveness
and 3m of litigation expenses

} Expecting quarterly Corporate Center PBT of ~(200m)
excluding accounting asymmetries, hedge accounting
ineffectiveness and litigation

39
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Swiss SRB leverage ratio requirements

UBS leverage ratio balance

.20 raquirements’ 9.84%

8.58% TLAC including 2012 rebate and Tier 2-related reduction

Goneconcern 4.9% requirementsubject to a rebate of up to
1.8 percentage peints based on improved resolvability

3.39%

» FINMA granted a rebate onthe gone concern requirement of
42.5% of the maximum rebate in 2019, equivalentto 0.80
percentage points reduction forthe LRD-basad requiremant

FINMA also granted & 0.38 percentage point reduction as of

1.1.20 for using Tier 2 instruments to meet the gone concarn

requirement

4.88% going congern

Geoing concern requirement of 4.9% mustbe
met with 8 minimum of 3.4% CET1 capital and
a maximum of 1.5% high-trigger AT1 capital

» Any going concern-eligible capital above this
limitcan be counted towards the gone
concern requirement, subjectto re-
classification of the corresponding
instrument(s} to gone congern

LRD &i1bn

TLAC-eligibledebt  =-

T2 instruments .
AT1 capital ®
CET1 capital

5.65% going concern

C-zligible senior unsecured debt3.33% (30.3bn)
Mon-Baszl lll-complient tier 2 capital 0.06% (0.5bn}
qualifies as gone concern instruments until one year
prior to maturity’

Tier 2 instruments 0.76% (6.9bn) qualifies as gone
concern instruments until one year prior to maturity,
with a haircut of 50% applied to the last year of

eligibility

y tal 1.79% (16.3bn)

> 1.52% (13.9bn} high-trigger AT1, of which 2.0bn
employes deferred contingent capital plan (DCCP)

¥ 0.26% (2.4bn} low-trigger AT1 which can be

counted towards going concern capital up to the
first call date

UB Numbersin USD uniess othennise indicated; 1 Refer to the " Recent devdiopments” section in the 4015 report forinformation on newdy adopted rules on gone concern capital
i Switzeriand; 2 Lower add-cn for marketshare appled from 4073, leading to 3 0.355% lower RWA reguirement and a 0.125% lower LRD reguirement



4Q19 reported and adjusted performance

Performance of our business divisions and Corporate Center - reported and adjusted’?

For the quarter ended 31.12.19

Personal & Asset

Global Wealth  Corporate Manage-  Investment  Corporate
LSO million Management Banking ment Bank Center? UBS
Operating income as reported 4,150 881 551 1,681 (211) 7,052
of which: net gains / (losses) from properties held for safe 29) (29)
Operating income (adjusted) 4,150 a81 551 1,681 (182) 7,080
Operating expenses as reported 3,384 571 n 1,703 95 6,124
of which: personnel-related restructuring expenses* ) 0 1 81 32 114
of which: non-personnel-related restructuring expenses’ a [ 7 2 28 32
of which: restructuring expenses allocated from Corporate Center** 21 3 5 28 (57) 0
of which: impairment of goodwill 1o 110
Operating expenses (adjusted) 3,363 567 365 1,483 91 5,868
of which: net expenses for litigation, requiatory and similar matters® 47 0 g 55 3 104
Operating profit / (loss) before tax as reported 166 310 180 (22) (306) 928
Operating profit / (loss) before tax (adjusted) 787 314 187 198 (273) 1,212
1 Adjusted results are non-GAAP finandal defined by SECT I 2 Pricr-year compamstve fig in this table have been restated for the changssin Corporate Center
cost and rescurce allocation to the buss divisions and the changesin the eguity attribution framework. Refen.o Note 2 Segment renornng in the "Conschdated finandal
statements” section of our 1015 report for more information. \_orr' caratives may additicnally differas a result of 2 ing or hanges, restatements dus to the
retrospectve adopticn of new accounting standards or accounting polides, and events afterthe reporting pericd; 3 Corporate Centeroperating expensss presentad in this
tabée are after senice alliocations to business divisions, 4 Reflects restructuring expensss related to legacycost programs as weli a5 ezxpr'= nses for new restructuring initiatives; 5 Prior
% UB S pericds may indude aliocations (to)/ from other busness divisions; 6 Reflects the netincreasein/ (release ofl p for vy and similar matters recog mz=d inthe
income statement. Referto "Provisions and contingent ities” in the "C i finandal information” section of our 4315 renon.forrr'ore information. Alsoindudes recoveries Ao

from third parties (USD 1m}.
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FY19 reported and adjusted performance

Performance of our business divisions and Corporate Center — reported and adjusted’?
For the year ended 31.12.19

Personal & Asset
Global Wealth ~ Corporate  Manage-  Investment  Corporate
USD million Management Banking ment Bank Center® UBS
Operating income as reported 16,353 3,715 1,938 7,269 (385) 28,889
of which: net foreign currency transiations losses’ 35) 35)
of which: net gains / (losses) from properties held for sale (29) (29)
Operating income (adjusted) 16,353 3,715 1,938 7,269 (321) 28,953
Operating expenses as reported 12,955 2,274 1,406 6,485 192 23,312
of which: personnel-related restructuning expenses® o 0 & 84 13 203
of which: non-personnel-refated restructuring expenses® [ g 7 7 68 81
of which: restructuring expenses allocated from Corporate Center 69 17 20 77 (183) 0
of which: impairment of goodwilf Hg 1o
Dperating expenses (adjusted) 12,887 2,257 1,373 6,208 194 22,918
of which: net expenses for litigation, reguiatory and simiar matters® 135 0 o 53 (23) 165
Operating profit / (loss) before tax as reported 3,397 1441 532 784 (517) 5577
Operating profit / (loss) before tax (adjusted) 3,466 1,458 565 1,061 (515) 6,035

1 Adjustad resulis are non-GAAP finandsl defined by SEC i 2 Pricr-year figuresin this table have been restated for the changesin Corporate Center
cost and resource aliocation to the business divisions and the changesin the equity attribution framewerk. Referto "Note 2 Segment reperiing” in the "Conscldated finangal
statements” section of our 1019 repert for more information. Comparatives may additionally differas a result of adjustments ing izaticnal changes, restatem due to the
retrospecive adoption of new accounting standards or in accounting polices, and events afterthe reporting penicd. 3 Corporate Centeroperating expensss presented in this
table are sfter senice alliocations to business divisions. 4 Related to the dispesal of foreign branches and sdianies. 5 Reflects restructuring related tolegacy cost programs as
% UBS vvell a5 expenses for new restructuning initiatives. 6 Refiecis the netincreasein/ {refease of) provish for itigation, regulatery and smilar matiers reagnized in the income statement.

Refer to "Provish and i 1t by " in the "C 2 finandal information” section of our 4313 report for more information. Also indudes recoveries from third parties of
{USD 11m)

a1




Regional performance — 4Q19

Operating
income

Operating
expenses

Profit
before tax

Americas Asia Pacific EMEA Switzerand Global Total

4018 4Q18 4018 4018 4018  4Q18 4018  4Q18 4Q18 4018 4018 4Q18
GWM 2.3 23 0.5 05 0.8 0.8 04 0.4 0.0 g1 4.0 42
P&C - - - - - - 0.9 0.8 - - 0.9 0.8
AM 0.1 0.1 0.1 0.1 0.1 0.1 0.2 0.2 (0.0 - 0.5 0.6
B 0.6 0.6 0.3 04 0.5 0.5 0.2 8.1 (0.0) (0.0 1.5 1.7
cCc - - - - - - - = (0.2) 0.2} 0.2) 0.2)
Group 30 3.0 0.9 14 1.4 1.5 1.7 1.6 (0.2) 0.1} ]
GWM 20 20 04 04 1.0 0.6 0.3 0.3 0.0 0.0 3.7 3.4
P&C - - - - - - 06 0.6 - - 0.6 0.6
AM 0.1 0.1 0.1 0.1 0.1 8.1 0.1 8.1 0.0 0.0 0.3 0.4
B .5 0.5 04 04 0.6 05 0.1 0.1 (0.1} 0.0 1.5 1.5
CE - - - - - - - - 0.1 0.1 0.1 0.
Group 26 2.6 0.9 0S8 1.6 1.2 14 1.0 0.1 0.1 6.3 5:9
GWM 0.3 0.3 0.1 0.1 {_G.Z‘_: 0.2 0.1 0.1 (0.0} 0.1 0.3 0.8
P&C - - - - - - 03 0.3 - - 0.3 0.3
AM (eX1] 0. 0.0 oo 0.0 0.1 0.1 0.0 (0.0} c.1 0.2
IB 0.0 0.1 (0.1} 0.1 (0.1} 0.0 0 0.0 0.0 (0.0} (0.0} 0.2
CcC = E = E = 2 = = (0.2) (0.3) (0.2) (0.3)
Group 04 0.4 0.1 02 (0.2} 0.3 0.5 0.5 (03} 0.2} 0.5 1.2

Numbersin USDbn and adjusted unless othenwise indicated. The allocation of P&L to these regions reflects, and is consistent with, the basis on which the business s managed and its

performance evauated. These aliocations invel umptions and judgments that managementconsiders r ble, and may be refined to reflec changes in estimates or management
structure. The main principbes of the alocation methodology are thatdient revenues are atiributed to the domicle of the déent, and trading and portfclic management revenues are
attributed to the country where the risk s managed. Expenses are allocated in ine with revenues. Certain revenues and exg , such as those related to Non-core and Legacy Portfolio,

certain ftigation expenses and otheritems, aremanaged at the Group level, and areinduded in the Global column
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Regional performance — FY19

Operating
income

Operating
expenses

Profit
before tax

Americas Asia Pacific EMEA Switzerand Global Total

FY18 FY18 FY18  FY19 FY18  FY19 FY18  FY19 FY18  FY13 FY18  FY19
GWM 9.1 21 2.4 232 3.6 34 16 1.6 (0.0 g1 6.7 16.4
P&C - - - - - - 3.8 3.7 - - 3.8 27
AM 0.5 0.5 0.4 04 0.3 0.4 0.7 0.6 (0.1} (0.0 T:8 1:8
B 30 25 2.1 21 >3 20 0.7 0.8 (0.) 0.1) 8.0 .3
cCc - - - - - - - - (0.4) 0.3) (0.4) 0.3)
Group 12.6 12.0 49 47 6.2 58 6.8 6.7 (0.6) 0.3) 30.0 290
GWM 7.8 7.8 1.6 16 2.9 2.5 1.0 1.0 0.1 0.0 13:3 128
P&C - - - - - - 24 2.3 - - 24 2.3
AM 04 0.4 0.3 0. 0.3 0. 04 0.5 0.0 0.0 1.4 1.4
B 223 22 1.6 16 21 1.8 0.5 05 (0.1} 0.0 6.4 6.2
CE - - - - - - - - 0.5 0.2 0.5 0.
Group 104 103 35 35 5.3 4.7 4.3 4.2 0.5 0.3 239 229
GWM 1:3 1:3 0.8 06 0.7 1.0 0.6 0.6 (0.1} 0.1 33 25
P&C - - - - - - 14 1:8 - - 1.4 1.5
AM 0.1 0. 0.1 0.1 0.1 0.1 0.3 0.2 (0.1} 0.0 0.5 0.6
IB 0.8 0.3 0.5 05 0.2 0. 0.3 0.3 (0.0} (0.1} TF 1.4
CcC = E = E = 2 = = (0.9) (0.5) (0.9) 0.5
Group 22 £y 5 £ 0.9 14 256 25 (1.1} 0.6} 6.1 6.0

performance evauated. These aliocations invel

assumptions and judgrr

ntsthat managementconsiders r

senues. Certain revenu

and

Numbersin USDin and adjusted uniess othennise indicated. The allocation of PAL to these regions reflects, and is consistent with, the basis on which the business 5 managed and its
ble, and may be refined to reflec changes in estimates or management
structure. The main principbes of the alocation methodology are thatdient revenues are atiributed to the domicle of the déent, and trading and portfclic management revenues are
attributed to the country where the risk is managed. Expensss are aliocated in ine with r
certain ftigation expenses and otheritems, aremanaged at the Group level, and areinduded in the Global column

. such as those relsted to Non-core and Legacy Portfolio,



Cautionary statement regarding forward-looking statements

This report contains statements that constitute “fonwerd-locking statements, ” including but not limited to management’s cutlock for UBS s financial performance and statements relating
1o the anticipated effect of transactions and strategic initiatives on UBS's business and future development. While these forward-looking statements represent UBS's judgments and
expectations concerning the matters described, a numberof risks, uncertainties and other important factors could cause actual developments and results to differ materially from UBS's
expectations. These factors include, butare not limited to: (i} the degree to which UBS is successful in the ongoing execution of its strategic plans, including its cost reduction and efficiency
initiatives and its ability to manage its levels of risk-weightad assets (RWA} and leverage ratic denominator (LRD), including to counteract regulatory-driven increases, liquidity coverage ratio
and atherfinancial resources, and the degres o which UBS is successfulin implementing changes toits businesses to meet changing market, regulatary and other conditions; (ji) the
continuing low or negative interest rate environmentin Switzerland and other jurisdictions, developments in the macroecanomic climate and in the markets in which UES operaL._scr el
which it is exposad, including movements in securities prices or liguidity, creditspreads, and currency exchange rates, and the effects of economic conditions, market developments, and
geopolitical tensions, and changes to national trade policies on the financial position or creditworthiness of UBS s clients and counterparties as well as on client sentimentand levels of
activity; (i) changes in the availability of capital and funding, including anychanges in UBS"s credit spreads and ratings, aswell as availability and cost of funding to meet requirements for
debt eligible for total loss-absorbing capacity (TLAC); (ivi changesin or the implementation of financial legislation and regulation in Switzerland, the US, the UK, the European Unicn and
other financial centers that have imposed, or resulted in, or may doso in the future, more stringent orentity-specific capital, TLAC, leverage ratio, net stable funding ratio, liquidity and
funding requirements, heightened operational resilience requirements, incremental tax requirements, additional levies, limitations on permitted activities, constraints on remuneration,
constraints on transfers of capital and liquidity and sharing of operational costs across the Group or other measures, and the effect these will or would have on UBS's business activities; (v
the degree to which UBS issuccessful in implementing further changes to its legal structure to improve its resolvability and meet related regulatory requirements and the potential needto
make further changesto the legal structure or booking model of UBS Group in response to legal and regulatory requirements, proposals in Switzerland and other jurisdictions for
mandatory structural reform of banks or systemically important institutions or to other external developments, and the extent to which such changeswill have the intended effects; |
UBS’s ability to maintain and improve its systams and controlsfor the detection and prevention of money laundering and compliance with sanctions to meet evolving regulatory
requirements and expactations, in particularin the US; (vii} the uncertainty arising fram the UK’s exit from the EU; (viii} changes in UBS's competitive pasition, including whether differences
in regulatory capital and other requirements among the ma]or financial centers will adversely affect UB5's abilityto compete in certain lines of business; (ix} changes inthe standards of
conduct applicable to our businessas that may result from new regulations or new enforcement of existing standards, including recentlyenacted and proposed measures to impose new
and enhanced dutieswhen interacting with customers and in the execution and handling of customer transactions; (x} the liability to which UBS may be exposad, or possible constraints or
sanctions that regulatory authorities mightimpose on UBS, due to litigation, contractual claims and regulatory investigations, including the potential for disqualification from certain
businasses, potentially large fines or monetary penalties, orthe loss of licenses or privileges as a resultof regulatory or other governmental sanctions, aswell as the effect that litigation,
regulatory and similar matters have on the operational risk compeonent of our RWA as well as the amountof capital available for return to shareholders; (xi) the effects on UBS's cross-
border banking business of tax or regulatory developments and of possible changesin UBS's policies and practices relating to this business; (xii} UBS s ability to retain and attract the
employess necessary to generate revenues and to manage, support and control its businesses, which may be affected by competitive factors, changes in accounting or tax standardsor
policies, and determinations or interpretations affecting the recognition of gain or loss, the valuation of goodwill, the recognition of deferred tax assets and other matters; (xiv) UBS s ability
to implement naw technologies and business methods, including digital services and technologies, and ability to successfully compete with both existing and new financial service providers,
some of which may not be regulated to the same extent; (xv} limitations on the effectiveness of UBS s internal processes for risk management, risk control, measurementand modeling,
and of financial models generally; (xvi} the occurrence of operational failures, such as fraud, misconduct, unauthorized trading, financial crime, cyberattacks, and systems failures; (wii}
restrictions on the ability of UBS Group AG to make payments or distributions, including due to restrictions on the ability of its subsidiaries to make loans or distributions, directlyor
indirectly, or, in the case of financial difficulties, due to the exercise by FINMA or the regulators of UBS s operations in other countries of their broad statutory powers in relation to
protective measures, restructuring and liquidation proceedings; (xviii} the degree to which changes in regulation, capital or legal structure, financial results or other factors may affect UBS's
ability to maintain its stated capital return objective; and (xix} the effect that these or other factors or unanticipated events may have on our reputation and the additional consequences
that this may have on our business and performance. The sequence inwhich the factors above are presentad is not indicative of their likelihood of occurrence or the potential magnitude of
their consequences. Our business and financial parformance could be affected by other factors identified in our past and future filings and reports, including those filed with the SEC. More
detailed information about those factors is set forth in documents furnished by UBS and filings made by UBS with the SEC, including UBS's Annual Reporton Form 20-F for the year ended
31 December 201 8. UBS is not under any obligation to (and expressly disclaims any obligation to} update or alter its forward-looking statements, whether as a resultof new information,
future events, or othenwiss.

© UBS 2020.The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved

3 UBS
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Fourth quarter 2019 results

21 January 2020

Speeches by Sergio P. Ermotti, Group Chief Executive Officer, and Kirt Gardner,
Group Chief Financial Officer

Including analyst Q&A session

Check against delivery.
Numbers for slides refer to the fourth quarter 2019 results presentation. Materials and a
webcast replay are available at www.ubs.com/investors

Martin Osinga (Investor Relations)

Slide 1 — Important information

Hi, thank you, good morning, and welcome to our full-year 2019 results and Investor Update call.
I'd like to draw your attention to our slide regarding forward-looking statements at the end of our
presentation. It refers to cautionary statements included in our discussion of risk factors in our latest annual

report. Some of these factors may affect our future results and financial condition.

Slide 2 — Agenda

Today, Sergio will take you through our highlights for 2019, strategic priorities and targets. Kirt will then
cover our fourth quarter results, followed by the Q&A, now over to Sergio.

Now over to Sergio.
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Sergio P. Ermotti

Thank you, Martin. Good morning everyone, and thank-you for joining us.

Slide 3 — 2019 highlights

Let me start with a brief summary of last year’s performance. We closed 2019 on a high note — with
1.2 billion in adjusted PBT, the best fourth quarter since 2010. For the year, our net profit reached 4.3 billion
dollars and return on CET1 capital was 12.4%.

Clients continued to turn to UBS for high-quality advice and solutions to help them achieve their goals. Today,
we manage over 3.6 trillion of their assets, up nearly a trillion in four years.

Last year, we further improved resource usage and progressed on our strategic initiatives, cut operating
expenses by 4%, optimized over 30 billion in LRD, and invested in people and technology.

Also, we signed strategic partnerships in Brazil and Japan to further enhance our scale and as you saw this
morning, we announced a strategic combination of our funds platform with Clearstream.

Our capital position is very strong with an 80% total payout, we again delivered very attractive returns to our
shareholders.

Obviously, the initial verdict in the French cross border matter was very disappointing to us and to our
shareholders. As you know, we have appealed the ruling and are preparing for the trial scheduled in late Q2.

Overall, we had solid performance in mixed market conditions, and continue to see room for further growth
and higher returns going forward.

Slide 4 — 2019 macro context

In contrast to consensus expectations from late 2018, we and our clients were impacted by sharp changes in
macroeconomic and market conditions during the year.

In 2019, interest headwinds intensified, global growth slowed and geopolitical concerns persisted, pushing
many of our institutional and private clients to de-risk and stay on the market sidelines.

Volatility, a key driver of revenues, particularly for our institutional business, remained muted and ended the
year near historic lows.

There were some positives. Late in the year, recession concerns in the US abated and investor sentiment
improved, supported by progress on global trade discussions and Brexit, while US equity markets reached all-
time highs.

As we start the year, while the macroeconomic and geopolitical situation remains uncertain, positive market
sentiment persists. We also see higher activity from our clients supporting the typical first quarter seasonality.

Slide 5 — Delivering competitive returns

Our aspiration is to deliver returns in line with the best global peers.
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Our last year's performance was not far off, and we are intensifying efforts to improve it going forward by
balancing growth, cost and capital efficiency.

For every bank, CET1 is the metric which best reflects the equity it controls and deploys in the business and it
is a binding constraint for capital returns.

As you can see, we have by far the biggest gap between tangible equity and CET1.
For both of these reasons we choose to measure ourselves on return on CET1 capital.

Slide 6 — Integrated business model at the core of our strateqy

Our clients expect to get the best from UBS, every day. Our integrated business model is at the core of our
strategy and it is how we best deliver to clients.

Each of the businesses derives significant value from being part of the Group and none of them would be as
successful on their own.

While we have been very successful in delivering our integrated model, we are further intensifying our “one
firm" approach for the benefit of our clients and shareholders.

Slide 7 — 2020-2022 priorities

Our priority for 2020 to 2022 is to drive higher and superior returns by growing each of our businesses,
leveraging our unique, integrated and complementary business portfolio and geographic footprint.

We are responding to changing business and competitive conditions, and last, but not least, our client’s needs.
We know what we have to do. We have the talent, tools and reach to elevate UBS to the next level.
For 2020-2022, it will be all about executing on these priorities, starting with Global Wealth Management.

Slide 8 — Global Wealth Management

We are a world-leading and the only truly global wealth manager, with 2.6 trillion in invested assets across the
entire wealth spectrum.

We are well positioned for future growth.
In 2019, we made progress on some of our strategic initiatives, but clearly we have more to do.

Slide 9 — GWM — Evolving market-leading services to respond to client needs

As | mentioned before, clients have very high expectations about UBS's quality of services, products, and the
way they interact with us.

All of those needs are constantly evolving, in some cases even changing rapidly, driven by technology as well
as competitive and social developments.
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| believe UBS is - and always will — [edlited: be] at the forefront of best-in-class services to clients.

For example, our leadership position in the sustainable space is affirmed by the 6 billion increase in our fully-
sustainable multi-asset mandate.

What will continue to make a fundamental difference is the value of advice.
As you can see, advice is a top priority for over 80% of our clients of all generations.

Slide 10 — GWM - Elevate our franchise to new heights

In response to these developments, Igbal and Tom have been and are actively implementing a series of actions
that are aimed to further strengthen our leading position.

First, we are amplifying our tailored coverage and offering across our entire client spectrum.

We are expanding our Global Family Office coverage, which caters to clients who require the most bespoke,
holistic, and institutional-style coverage.

For clients at the lower end of the high net worth and affluent segments, we are developing solutions tailored
to their specific needs.

Second, we will be closer to clients.

To do so, we are empowering local business units to accelerate decision-making, processes and time to
market.

We are also delayering and simplifying our organization to better capture opportunities within our geographic
footprint.

Third, we are expanding our product offering and increasing efficiency.

We will continue to invest in tech solutions and platforms, optimizing processes supporting our advisors, and
increasing their productivity.

Many of our richest clients have wealth in illiquid assets and require help to unlock its potential through
lending and liquidity management products.

To better cater to their needs and offer more sophisticated solutions, we are expanding acceptable collateral
types, by using the IB’s capabilities to manage risks.

These actions will allow us to deliver on our existing goal of growing loan volumes by around 20 billion a year
from 2020 to 2022, without compromising on our risk management and risk-reward standards.

Slide 11 — GWM - Driving profitable growth

All these actions will support us in delivering 10-15% PBT growth per annum in 2020 — 2022, which expand
our pre-tax profit margins.
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Another element helping us to achieve our target will be our approach to net new money growth. We have
always believed that in this regard, quality beats quantity.

Now [edit: How] we manage the trade-off between net new money growth and our PBT will be even more
important considering the outlook for euro and Swiss franc interest rates.

So, as | said in the past, we are not chasing net new money at the expense of our shareholders. Kirt will
expand on this later on.

Slide 12 — IB — Improve returns by further optimizing resources

Our Investment Bank brings essential value and expertise to clients requiring more sophisticated solutions and
first-class execution.

We have a leading position in many areas where we choose to compete and we will continue to invest in our
digital, research and banking capabilities to better advise and serve our clients.

In terms of profitability, clearly, we cannot be satisfied with our performance in 2019.

We took actions and are working hard to improve revenues and profitability. For 2020, we expect to deliver
returns of around 11%, with further improvement in '21 and '22.

Over the next three years we expect the IB to consume up to a third of the Group’s Risk-Weighted Assets and
LRD.

Slide 13 = IB — Collaborating with GWM

The IB’s cooperation with Global Wealth Management is essential to delivering a truly differentiated client
offering, particularly to our GFO and Ultra clients with more sophisticated needs.

In the GFO area we are leveraging both capital markets and wealth management capabilities to offer
unmatched services. And in return they do more business with us, on average 15% growth in revenues.

For that reason, we are expanding the GFO coverage following the re-segmentation | mentioned before. We
are more than doubling the number of clients in this area, solidifying our position as the house bank for these

clients. That makes GFO a meaningful contributor to our profit growth objective.

In addition, we are increasing our collaboration around lending by leveraging the IB’s risk management
capabilities.

And on the execution side, we are combining capabilities across the Group to enhance our client offering in
the middle market segment which includes large family offices and small hedge funds.

Slide 14 — AM — Capitalize on our differentiated client offering for further growth, performance and scale

| am very pleased with the progress we made in Asset Management last year, as our investments and efforts
are starting to pay off.
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Going forward, we will continue to build on our areas of strength, particularly in sustainable offerings where
we are a clear leader with nearly 40 billion in sustainability-focused invested assets.

Also, we are investing and developing our capability in fast-growing markets by expanding on our partnerships
in the wholesale space and leveraging our expertise in private markets and alternatives.

Slide 15 — AM — Collaborating with GWM

Let me provide an example of the value for both clients and shareholders from deploying Asset Management
capabilities to our US wealth management business.

Separately managed accounts are one of the fastest growing areas in wealth management in the US.

In order to capture this opportunity, we have eliminated a separate management fee for SMAs managed by
Asset Management.

This decision will help us to increase mandate penetration for GWM, generate higher share of wallet and lead
to significant inflows for AM.

We have already seen a very positive reaction from our clients and advisorsand we expect this initiative to be
accretive to shareholders in a few quarters.

Slide 16 — P&C — Drive profitable growth through digital initiatives, services and efficiency

Our P&C business has generated growth and attractive returns despite severe interest rate headwinds.
Yet we are determined to grow revenues and further improve profitability going forward.

Technology plays a key role in this effort, particularly in responding to new market entrants and evolving
clients' preferences.

We will continue to roll out mobile and platform solutions to improve both individual and corporate clients’
experience.

Enhancements to our digital capabilities are already driving increased engagement and attracting new
customers.

Technology also helps us streamline and simplify processes and optimize our branch network — reducing them
in number and evolving their formats to better serve clients.

ur universal bank in Switzerland, with P&C at its core, is a great example for the rest of the Group: showcasing
the power of close collaboration, creating value for clients and shareholders. It is also the reason why UBS is

the number one bank in Switzerland.

Slide 17 — Driving down our cost base while investing for the future

Shifting gears to expenses - we have consistently driven our cost base down, reducing costs by 900 million in
2019 alone.
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Since 2015, overall operating expenses were reduced by 2.7 billion. We generated significant saves to lower
our cost base while funding investments in growth-oriented projects and absorbing higher regulatory
requirements.

Last year, we spent 3.4 billion on technology, which included our investments in transformation to make us
more efficient and effective. A few examples are moving processes to the cloud, decommissioning over 400

legacy applications and deploying 1,100 robots.

In Global Wealth Management, we invested over 100 million in our strategic initiatives, including development
of UHNW capabilities and increasing our presence in APAC.

Slide 18 — Driving efficiency to fund growth and enhance returns

We remain committed to improving efficiency and productivity in 2020, keeping net costs excluding variable
compensation and litigation flat. Maintaining investments in technology and platforms is crucial for growth of
our franchise and for generating attractive returns in the future.

This means that in order to fund all the necessary investments, we have to deliver one billion in gross saves
during the year.

| already touched on many efficiency initiatives across our business divisions. This includes, for example, the
continued insourcing of workforce and development of our nearshore centers.

We are determined to deliver positive operating leverage and bring our reported cost/income ratio within the
75-78% range.

Slide 19 — Create scale through partnerships

In the past, | have always underlined our need to realize scale by seeking partnerships with other firms in
attractive geographies, markets and services.

In 2019, we made very good progress in this area.

Our joint venture with Sumi Trust went live earlier this month, while in November we agreed with Banco do
Brasil to create the biggest investment bank in South America.

On the technology side, our partnership with Broadridge, a global fintech leader, has started to deliver initial
releases, which will continue over the next couple of years.

This will help support our growth ambitions by building a market-leading integrated platform for our advisors
that is focused on improving our efficiency and ease of doing business.

And finally, today we announced our partnership with Clearstream to combine our B2B fund distribution
platforms to create the world’s second largest player, with a presence in Europe, Switzerland and Asia.

Slide 20 — 6% CAGR in TBVPS + dividends since 2011

Now let’s talk about returns. A testament to the strength of our business model is the amount of capital we
generated — 28 billion since 2011, including 5 billion last year.
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We achieved that while absorbing over 10 billion of mostly legacy litigation charges.
During this period - and adjusting for dividends - we have grown our tangible book value per share by 6%
annually. This puts us in line with the average of American firms and higher than the average of our European

peers.

Slide 21 — Continuing to deliver attractive capital returns

Capital strength is one of the pillars of our strategy. We are committed to maintaining a strong position going
forward while funding growth initiatives, accruing capital in anticipation of Basel lll finalization, and delivering
attractive capital returns.

For [edit: the] 2019 financial year, we intend to propose a dividend of 73 US dollar cents per share, up 6%
year on year.

Going forward, we intend to grow our dividend per share by 1 cent per year. This will give us greater capacity
to return more capital through buybacks.

Considering our high cash percentage payout and the fact that our stock trades below book value, for me this
is @ no brainer.

In the first half of 2020 we expect to buy back around 450 million dollar worth of shares, completing our 2
billion Swiss franc program.

In the second part of the year we will assess further buybacks depending on business outlook and any
idiosyncratic developments.

Slide 22 — 2020-2022 targets and guidance

So tying all of this together, you can see on the slide our target framework for 2020- 2022.

We target between 12 and 15% return on CET1 capital and expect to deliver positive operating leverage as
we work toward a target cost/income range of 75-78%.

We have stress-tested these goals, and we are confident they are achievable across a wide variety of macro
and market outcomes.

Of course, the updated targets do not mean we are any less ambitious and we are working hard to maximize
returns.

Slide 23 — 2020-2022 priorities

So to briefly summarize our key points for today.
Our integrated business model is at the core of our strategy and it is how we deliver our best to clients.

We want to grow by leveraging our unique, integrated and complementary business portfolio and geographic
footprint.
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We have a clear set of initiatives and 2020 is all about execution.
My goal for this year is clear — to deliver on our targets and position UBS for an even greater future.

Now Kirt will take you through the fourth quarter results.
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Kirt Gardner

Thank you, Sergio. Good morning everyone.

Slide 24 — 4Q19 net profit USD 722m

As usual, my comments will compare year-on-year quarters and reference adjusted results in US dollars unless
otherwise stated.

Given 4Q19 is the last quarter for which we have restructuring expenses related to our legacy cost programs,
we will no longer disclose adjusted results. From the first quarter of 2020 onwards, we will refer to reported
results, while still highlighting items that are not representative of underlying business performance.

We expect to incur around 200 million in restructuring, mainly in the first half of 2020, related to additional
cost actions across the Group, including the changes we announced in Global Wealth Management.

This was our best fourth quarter adjusted PBT since 2010. Revenues increased by 4% and expenses decreased
by 7%, as 4Q18 included large litigation provisions and the market backdrop at the end of 18 was extremely
challenging. PBT more than doubled, and was up 30% excluding litigation. Net profit also increased
significantly to 722 million.

Slide 25 — Global Wealth Management

Moving to our businesses. In Global Wealth Management, excluding litigation from both quarters, PBT was up
3%. We also saw healthy volumes of net new loans, while invested assets and mandate balances both
reached new highs, providing good momentum into 1Q20.

Excluding a fee from P&C, operating income increased by 1% on higher transaction-based income, offsetting
lower recurring fees and net interest income. I'll cover revenues in more detail in a moment.

Expenses increased by 3% excluding litigation, mainly driven by higher tech and regulatory costs, partly offset
by our savings initiatives. Costs would have been broadly flat excluding litigation and the rise in various
regulatory expenses and several non-recurring items.

As part of our cost management actions, we generated 270 million in run-rate saves, exceeding the 220
million we previously guided to. In addition, in response to the environment this year, we have been very
disciplined on the hiring front with total headcount down 4%, resulting in a reduction in personnel expenses
excluding FA and variable compensation, while still funding strategic priorities.

In terms of net new money, we had 5 billion net outflows globally, with APAC and Switzerland reporting net
inflows. In the Americas, there were two large outflows which contributed to the negative net new money
result, although these were very low margin. Full-year net new money was particularly strong in APAC, with
31 billion of net inflows or an annualized growth rate of nearly 9%, further highlighting UBS's attractiveness
to our clients.

We remain confident in our ability to generate net new money growth. However, as Sergio highlighted, we

will continue to focus on quality, and more specifically on the profitability and resource efficiency of existing
invested assets and net flows.
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With euro and Swiss franc rates remaining persistently negative in 2019 and the prospect of rates recovering
off the table for the foreseeable future, we will launch a program focused on selected clients with high
concentrations of deposits in euro and Swiss franc cash. Specifically, we will offer these clients the option to
consolidate their assets with us, invest, reprice, or reduce their cash balances. A billion reduction of such
balances has a positive revenue impact of up to 5 million, and reduces HQLA, freeing up capital. This will of
course create headwinds to net new money. You may recall that we successfully implemented similar
programs in 2015 and 2017.

Sequentially, we had 2 billion net new loans, gaining momentum after the deleveraging in 4Q18 and muted
inflows in the first half of 2019.

Slide 26 — Global Wealth Management

Back to revenues, recurring fees were down 1%. Fees were impacted by margin pressure from client
preferences for mandates and other investments with lower fees, which we noted throughout the year.

Recurring fee margin had been stable over the previous three quarters, but declined in 4Q19, mostly as we bill
our clients and book fees in arrears. We therefore have not yet fully captured the rise in invested assets that
we saw during the quarter. The record invested asset base entering the new year gives us good recurring fee
momentum into 1Q20.

Net interest income was down 3%, driven by lower revenues from both deposits and loans, partly offset by
higher investment of equity income and reduced interest paid to central banks.

Transaction-based income was up 26%, or 14% excluding a 75 million fee paid by P&C for the shift in
business volume following a segmentation review. The 14% increase reflects higher client activity levels in all
regions. We saw particularly strong engagement in structured products, with clients turning to us for yield
enhancements and protection in response to the persistently low and negative rate environment and to lock in
gains from the strong market rally in 2019.

Slide 27 — Personal & Corporate Banking (CHF)

Performance in P&C was strong, with PBT up 2% in Swiss francs despite the fee paid to Global Wealth
Management | mentioned earlier. Excluding this and litigation costs in 4Q18, PBT would have been up 11%.
Full-year PBT would have been up 5% on the same basis.

For the quarter, NIl was down 4%, as lower investment of equity and higher TLAC funding costs were partly
offset by reduced interest paid to central banks. NIl was flat sequentially.

Non-interest income was up 5% excluding the fee paid to GWM, mostly as transaction revenues rose on
increased foreign exchange, brokerage and credit card activity, and reached a record level for the full year.

Credit loss expense improved by 24 million, as we saw a net release in 4Q19 versus a build in 4Q18.
Business momentum remains very strong, with 2.8% annualized net new business volume growth in Personal
Banking for the quarter and a record 4.7% for the full year. We also onboarded 37 thousand net new clients

in Personal Banking during the year and over a thousand net new clients in our Digital Corporate Bank.

Costs decreased 9%, or 3% excluding litigation.
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Slide 28 — Asset Management

Asset Management had an exceptionally strong quarter capping off a strong year. 4Q PBT was up nearly 50%
to 187 million dollars. For the full year, PBT was up 17% to the highest level since 2015.

4Q operating income was up 18%, driven by performance fees, which increased by 240%. The significant
increase resulted from strong investment performance in Equities and Hedge Fund Businesses in a constructive
market environment, and recognition of full-year performance on certain larger mandates under IFRS 15.
Management fees were up 4%, reflecting higher average invested assets.

Costs rose by 7% due to higher variable compensation related to the increase in revenues.

Invested assets were up 5% during the quarter to the highest dollar level we've had. Full-year net new money
of 18 billion was led by Equities and the wealth management channel, and has come in at higher margins in

aggregate than our average book of business margins.

Slide 29 — Investment Bank

Our IB PBT was around 250 million excluding litigation, rebounding from a very weak 4Q18, on 11% revenue
growth and lower costs. Overall, our revenue results were largely in line with our US competitors.

CCS revenues were up 18%, outperforming fee pools globally, with increases in all regions and most
products. Advisory revenue increased 25% versus a 25% decline in the M&A fee pool, with outperformance
in EMEA and APAC. ECM was up 18% in the Cash ECM fee pool. In debt capital markets, investment grade
revenues were up more than the market at 58%, while LCM was down 5% against a higher fee pool.

Our Equities revenues were up 2%, driven by an 8% increase in Derivatives. Cash was down 6%, as client
activity was depressed and volatility remained at low levels.

FRC was up 41% excluding the 53 million revenues for rebalancing the Group balance sheet to dollars in
4Q18, driven by significant increases in Rates & Credit. FX was down 12% excluding the aforementioned fee
for the currency repositioning, due to extremely low volatility.

In Research, we retained our #1 position in the 2019 Institutional Investor’s Global Equity Research ranking for
the third year in a row.

IB costs were down 7% excluding litigation, benefitting from lower personnel expenses.
In 4Q19, we took a goodwill impairment of 110 million in the IB, which we adjusted for.

Risk-weighted assets and LRD were both down from the prior quarter, and remained below one-third of the
Group’s resources.

Slide 30 — Cost efficiency

| would like to provide further details on our approach to managing efficiency that Sergio commented on
earlier.
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Over the next 3 years, we expect our operating income to grow, supported by the business division and Group
actions Sergio highlighted. Under an operating income growth scenario, we will manage to flat overall costs
to drive positive operating leverage.

If we see the environment deteriorating, we will assess and take further actions to reduce our costs to mitigate
the impact on the current year — as we did in 2019. The combination of these tactical actions with our
strategic initiatives allowed us to take costs down by about a billion on an adjusted basis or 4%, compared
with a 4% reduction in operating income.

One area where we've been active in driving efficiency is insourcing technology headcount. IT and other
services outsourcing costs are down more than 250 million, or 19%, partly offset by higher personnel
expenses. And we are reducing risk and improving effectiveness. Other areas we've brought down during
the year are professional fees, marketing and PR costs, and travel and entertainment expenses, down 230
million in aggregate, or 13%.

In 2020, we expect revenue growth to be supported by positive alpha momentum, offsetting the anticipated
more challenging beta environment. From a cost perspective, we are planning to invest around a billion,
including, for example, progressing our Broadridge partnership in the US, continuing with our various digital
initiatives across all businesses, and investing in our China strategy, along with regulatory and compliance
priorities.

We will fund these investments with a billion in planned saves to maintain flat costs excluding litigation and
variable compensation, mostly across our support services, back and middle office functions. This includes
continuing to insource our Technology, Operations, and Finance headcount, integrating our execution
platforms across the IB and GWM, deploying robotics and digitizing our front-to-back processes, along with
the reorganization we announced in GWM and the IB.

Over the past two years, we have been progressively aligning our support functions — such as Tech, Ops,
Finance and Risk — with the business divisions. We now operate the Group with the majority of these
functions either fully aligned or shared among business divisions, where they have full management
responsibility. Only a small residual set of activities are related to Group, in line with peers. Later this year, we
intend to adapt our reporting to better reflect how we manage the Group.

Slide 31 — Capital and leverage ratios

Our capital and leverage ratios rose to 13.7% and 3.9% at the end of the year, but our current guidance of
approximately 13% and 3.7% CET1 capital and leverage ratio still holds.

RWA was down 2% sequentially. The annual recalibration of the AMA model brought down op risk by 3
billion, and market risk RWA declined, partly as a result of the very low prevailing market volatility.

In the first quarter of 2020, we anticipate a roughly 3 billion regulatory-related increase in our credit risk RWA,
mainly from the implementation of the standardized approach for counterparty credit risk, which became
effective on 1 Jan 2020.

We have previously guided on the approximate impact of Basel 3 finalization on RWA. As the implementation

has now been extended by at least a year, the day-1 impact could be lower than our original guidance, but
there is still too much uncertainty for us to provide an update.
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To close on the quarter’s results, this was the best 4Q adjusted PBT we've had since 2010, capping off a solid
2019, given the mixed market environment.

We remain focused on executing our strategy, pivoting to growth, scale and efficiency. Sergio outlined our
seven priorities across our businesses individually and in partnership as one firm, and we're already hard at

work, using these to benefit our clients and drive higher return on capital.

With that, we'll open up to questions.
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Analyst Q&A (CEO and CFO)

Jernej Omahen, Goldman Sachs

Good morning, | just have one question in a sense. So, correct me if | am wrong, but | think this is the third
time in three years that UBS has reduced their return target. So | think in 2017 we went from a return on
tangible equity target of 15 to a return on tangible ex deferred tax assets of 15. So that was a reduction. Then
in '18 we went to a return on core tier 1 target of 15. So that was a reduction. And now we've come to 12 to
15%. And | was just wondering, | mean, how sure are you that this is now the right target range? Right? So
when you speak to investors and you say we've changed the return target for the third time in three years, but
this time it's for real, it's staying, | was just wondering what gives you the confidence that this doesn’t shift
again?

Sergio Ermotti

Thank you, Jernej, for the question. So | think that you know the first change you mentioned is not, you know,
was not necessarily a change of targets but a definition how we measure ourselves, return on tangible equity,
excluding DTA, versus moving to a return on CET1 ratio, which we announced in October ‘18. So in that sense
your assessment is half right, because the first change was mainly due to that. So the methodology in October
18, we announced the targets for the three years to come, with a clear, completely — you know, you
remember September, October — completely different expectation from the macroeconomic outlook, and the
outlook for interest rates, and also that are factors that are for sure determining part of how we drive growth
and business. Not necessarily just that, but also very important. So if | look at today the methodology that we
announced today is still the same. What we did this year in the planning cycle was to look at those external
factors, macroeconomic factors — reflect those factors into our three-year plan, which defacto you can see are
translated into a reduction from 17% to the 15% top of the range. Now, the question you are asking about
how confident we are. For sure, as we, as | outlined in my remarks, the 12-15% target is a range that has
been stressed under different and a variety of market condition assumptions.

So you can see the 12% as being the bottom that we believe is achievable even in stressed market conditions.
While, in @ more normalised environment, over the next three years, our goal is to get closer to the 15%. So
the range has to be interpreted as a range that takes in consideration different market conditions. So defacto,
what | am saying, in other words, we took down our targets by 2 points on return on CET1 to reflect the
change in market conditions.

Jernej Omahen
Thanks a lot.

Adam Terelak, Mediobanca

Morning all, | wanted to get a bit of a read on your cost guidance. You're saying that it's a billion of saves, a
billion of investments, so flat underlying. Is that on a reported basis? And if so, does that mean that the
adjusted cost base that many of us look at is actually trending up by the maybe 400 million of adjustments
that we've had in the 2019 print?

And then secondly, on fee margins in GWM, | know what you're saying in terms of the delayed pricing on the
US AUM, but my numbers still have it down 1 basis point Q on Q, which is fairly material pressure. Clearly you
flagged the shift into lower margin mandates. Now is this, say, a long-term trend? Should we suppose it to
come through the numbers in the following years, and where can we really see margins going from here?
Thank you.
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Kirt Gardner

Yes, thank you, Adam. In terms of our cost guidance, as | outlined in my speech, we're going to stop reporting
adjusted results, given the fact that we concluded adjusting for our 2.1 billion legacy program. So going
forward we'll cue off of reported results, all our targets are on a reported basis. So therefore our flat overall
total direct cost, excluding litigation and variable, is on a reported basis. As are, we talked about the saves in
the investment, that all is related to reported results. In terms of your... Excuse me?

Adam Terelak
Just to clarify, the billion of savings has lower restructuring charges and the goodwill impairment in it?

Kirt Gardner

That's correct, but at the same time, for example, if you look at the billion in investment, that includes, |
already announced the 200 million in restructuring. So you know, there are trade-offs on both sides, but
overall naturally of course, what you care about, and what we care about, are the reported results and the net
profit that we deliver, and that drives our returns and our ability, of course, to return capital. | would also note
that if you think about the 75-78% cost income ratio, that's also reported. And just to highlight, we, our cost
income ratio was 80.5%, so that already indicates that we intend to drive positive operating leverage to get to
the upper end of the range, and then continue to drive positive operating leverage towards that 75%.

Adam Terelak
Right.

Kirt Gardner

Now on the margin side, the vast majority of quarter on quarter reductions, the 1 basis point you highlight,
which is exactly spot-on, does relate to technically how we bill for our invested assets. We bill on arrears. And
so the 5% increase that you saw in invested assets during the quarter, mostly has not showed up on recurring
revenue. In addition to that, we did continue to see a bit of in positioning, or repositioning, into lower-risk
investments, particularly in the non-contracted book where we saw quite a bit of shift out of equities into
fixed income, which shouldn’t be surprising. And therefore we saw lower trailing fees. And | think that
dynamic is something that will evolve as risk attitudes and risk-taking views by our clients also evolves as we
go forward.

Adam Terelak
Okay, great, thank you.

Magdalena Stoklosa, Morgan Stanley

Thank you very much, I've got two questions. One about your revenue performance in wealth, and the second
one about the share buybacks. So, to follow up from the previous question, your revenue performance in the
fourth quarter was actually quite robust, and | thought it was quite encouraging to see your NIl and your
transactional business also holding up, and of course given that in the US you kind of charge differently, you
will have that 1Q uplift you've just talked about. But if we look further out into 2020, and we think about the
NIl side, of course the rates against loan volumes, we think about your transactional business, you've been
quite positive about 1Q trends overall, how do you see the overall revenue progression in wealth, given the
building blocks of NIl transactions, and of course the recurring fees that you've talked about a little bit.
Because | kind of wonder how you see particularly the 2020 PBT growth of the 10-15%? Where is it really
coming from? Revenues versus costs. And of course it would be very useful for if you could give us any kind of
details of the GWM portion of the 200 million restructuring charge, kind of within that 2020 context.
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And my second question is really, how should we think about the assessment of the share buybacks in the
second half of 20207 And kind of, in particular, what would you like the market to appreciate as the kind of
the French courts consider your appeal in June? Thank you.

Sergio Ermotti

Thank you, Magdalena. We, so let me take the second question, and Kirt will take the first one. So on the
share buyback, as we announced, we intend defacto to do half of what we did last year in the first half of the
year, and of course, what | think that your question specifically, what | believe has to be well understood, is
our intention is clearly to, depending mainly on the outcome of this idiosyncratic events, of course we are
referring to the French matter, we believe it's only prudent and pragmatic not to go into any aggressive capital
return policy while the finalisation and the verdict of the appeal is likely to come towards the end of Q3 or
early part of Q4. In that respect maybe what | would like the market to understand is, once everybody can
make their own risk-based assessment about the outcome of this trial, in different scenarios, is first of all the
entry point on January 1 of our capital position.

And considering that, as | mentioned and Kirt reiterated, we are still confirming that we see our CET1 ratio
being towards the 13%, and the 3.7 on leverage ratio. Number two, taking consideration, well, other than
business performance as we continue to generate capital as we did in 2019, our ability to absorb any
extraordinary event within a normalised range, has to be taken into consideration. Number three, what we
announced this morning with the combination of our Fondcenter capabilities with Clearstream, creates capital
tailwind. | guess | answered the question. Everybody can assess, including the fact that we always say that we
will retain extra capital only if it is necessary to grow our business, fulfil incoming and expecting regulatory
requirements, Basel Il finalisation, and again, as | mentioned before, any idiosyncratic event. So I'm pretty
confident that we will continue to deliver, over time, a very strong capital return to our shareholders.

Kirt Gardner

Well, Magdalena, on your first question. Well, first of all, that was quite a first question. Let me try to take it in
the different revenue components. In terms of recurring fees, first of all, naturally that's going to be a function
of invested assets, so the growth that we saw towards the end of the year will help us in the first quarter.
Naturally, we’ll also have some impact overall on the relative mix risk, so it comes down to our clients’
attitudes, geopolitical attitudes, and of course importantly it's a continued mandate penetration. And that
remains a clear focus for both Tom and Igbal. We would still view that compared to competitors in the US, for
example, we're relatively lower penetrated on under contract, and we see good opportunities for increasing
our penetration. Related to that as well, thematic investing is something we highlighted as well. We think
there's significant opportunities and there’s tremendous demand around thematic investing, for example
around aging, health, genetics and the like, along with sustainability, and we're leaders in all of those areas.

Now in terms of NI, clearly, if we do nothing else, we will see our NIl come down just because of the
headwinds that are already built into the forward rates. That's clear. So naturally lending becomes the most
important way for us to continue to offset those headwinds. And we talked about the lending momentum
that we saw in the second quarter, the focus on expanding collateral classes, increasing the level of lending
we're doing across single stocks, moving into commercial lending, we're looking at business lending, so
there's quite a bit of activity around that lending, and that of course, importantly, leverages the IB capability in
terms of how they risk-manage the book.
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Now finally around our transaction revenue, first of all we're pretty pleased with the momentum we see. We
do believe going forward, as clients are currently more active, and you saw that on our outlook statement for
the first quarter, we do think structured products continues to be an opportunity in the current environment,
continuing yield enhancement, locking in gains. We've combined our capital markets teams between the IB
and wealth management, and we're deploying those to be closer to clients.

And | would mention just one other area of growth opportunity, and that's GFO. So if you look at Slide 13 of
that, that we're increasing our GFO clients to 1,500, and you see the compounded annual growth when we
onboard a GFO client at 15% a year. So that is one of our highest growth opportunities for wealth
management.

Magdalena Stoklosa
Thank you.

Jeremy Sigee, Exane BNP Paribas

Good morning, two questions please. One is on wealth management. The cost base, ex litigation, ex
restructuring, so the underlying ex everything, was a bit higher in 4Q. It was a 3.3 billion, compared to sort of
3.1, 3.2 in previous quarters, so | just wondered if you could talk about that increase and whether that's a
new sort of run rate going into next year. And then second question on the investment bank. | know you've
sort of touched on some of this, but could you be a bit more specific about what specific items you see that
will get the return on equity from sort of 6% reported 8.6% underlying up to the 11% that you envisage for
2020. What are the specific revenue or cost things that change that will get you there?

Kirt Gardner

Yes, thank you Jeremy, just on, so on the wealth cost side, | mentioned in my speech that if you exclude in the
guarter some areas of spend related to regulatory requirements, for example we’ve been building up costs, a
portion of which are one time, in order to address the higher bar, the higher regulatory bar for AML and KYC
requirements. Some of that cost will come down, as we get into particular the second quarter, while it will
remain a little bit elevated in the first quarter, and then outside of that we also had a number of one-time
items, including some impairment for property and some other related costs that will not repeat themselves.
So in aggregate that total bucket is around 45-50 million, we'll see as | said a portion of that in the first
quarter, but that should come down over time, so it's really not representative of the ongoing cost structure of
the wealth management business. Now in terms of the IB, if you look at the reorganisation that we
announced, that will allow us to deploy capital and technology in a much more agile way, across for example
the different asset classes within the markets businesses, which we think will give us return upside. In addition
to that the way we organise our global bank and we talk about this to be able to create much more focussed
teams on the industry globally rather than organising ourselves on a regional basis.

We think that also will give us upside. Plus as well, where we've announced the private markets group, which
we launched, we already see very good momentum there. And very importantly for us, it is the investment
bank, the partnership and the relationship with GWM. That GFO initiative that we highlighted, a portion of
that one bank revenue will also benefit the IB. And so we think with all of that, and we're already starting to
see some good momentum. In addition to harvesting the investments we made in the Americas, where, as you
know, we did have a more challenging year in 2019. This should help to give us a better return momentum in
the IB.
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Sergio Ermotti

Look, let me just complement here. Well, first of all, | would say that defacto what we need is another 500-
600 million of revenues in the IB, and to bring us back into that kind of territory | think that we're going to
continue to look at the cost, all the cost, in a very challenging, and the capital consumption as well. So the
allocated capital of the IB, will always be further scrutinised and enhanced and improved, so in a sense what
we are saying is that, you know, 2019, as | mentioned before, is not an acceptable outcome. | do believe that
we will go back more into the last few years, historical pattern. I think you know you saw that in 7-8 years we
were on average 13.7, | think we had 11% in 17 —'16 and '17 around — so we are quite confident that we
can go back into that double-digit number. And from there, to start to go for higher returns.

So it's not that we are happy with that 11% return, by the way. So | think that while the IB is crucial, to make
sure that many parts of the organisation, not only GFO and wealth management but also the corporate
business in Switzerland remains competitive, the IB has to deliver better results on its allocated capital, that's
for sure.

Jeremy Sigee
Thank you.

Andrew Coombs, Citi

Good morning, if | could just drill down a bit further into the capital ratio, the capital targets and capital
returns prospects. | guess, there are three components to that. The first of which is, your ... RWA density as a
function of your leverage exposure, is it 28.5%. Your closest peer, Credit Suisse, has obviously talked about
moving closer to 35% proforma after RWA inflation, and that’s why the felt comfortable reducing their core
tier 1 ratio target to 12%. You're obviously still guiding to 13. So just a bit more clarity on future RWA
inflation risk, and also your expectation for the core tier 1 target in that event.

Second question, | just wanted to clarify the comments on the buybacks. Obviously, second half of 2020, up
for review. You actually go into 2020 with a very strong capital position, 13.7%. You've got Fondcenter
coming through in the second half of 2020. So when you talk about it being up for review, potentially that's
up for review not just continuation of buybacks, but potentially to add to the buybacks relative to the first
half, dependent upon the French tax case outcome. And | guess the final point on that French outcome, could
you just comment on the latest upper-court ruling that the lower courts need to calculate the fines and
penalties based on the tax evaded or defrauded rather than on the sum of undeclared money?

Does that change, how you perceive the case, thank you.

Sergio Ermotti

Thank you, Andrew, I'll take the second and third question, and Kirt will take the first one. So | think that
answering the second question is very easy because you covered it all. | think exactly what you describe is
what will happen. We will assess the capital situation. You know we are entering with a very strong position.
You know, we are completing the SIX 2 billion programs, so buying back half of what we bought back in the
first half. So if, which | believe our capital position will continue to strengthen into the second half of the year
for all the reasons you mentioned, we will then assess the situation, and | am confident we will continue to
have very attractive capital returns in the future. So, difficult to say more.
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In respect of the French matter, as you may have seen this morning, we published on the web a stakeholder
update, basically in preparation for the AGM. We are addressing what | would call the frequently asked
guestions that we got from many stakeholders, particularly from you, shareholders in general, analysts, clients
and also employees that are relevant to the French matter. | think it is not really appropriate for us at this stage
to go into any assessment publicly of what we believe the outcome and the interpretation of any legal
precedents may impact our situation. But | invite you maybe to read our position paper in terms of stakeholder
update that is available on the website.

Martin Osinga:
Yes, if you're looking on UBS.com/investors, and then you click shareholder information, and then you see it
on the right hand side.

Kirt Gardner

Yes, Andrew, in terms of your first question, as you mentioned, our current risk density is 28.5%, which is, if
you look at our guidance around 3.7 and 13, it exactly says that if we're relatively, if we're going to stick to
that, equally bound by both, and we reiterated that guidance. Also if you reflect on what we guided on
previously, in terms of our expected Basel Ill finalisation impact, we said it could be around 33 billion before
any optimisation. If you just take that 33 billion and you overlay it on our current RWA, that would suggest it
would drift off to 32%. So you know, naturally our view and our risk profile is going to drive what our risk
density is, and that would certainly indicate that that would likely be a ceiling at 32%.

And importantly, of course, with the postponement by 1 year | mentioned that our assessment of the impact
has come down from that 33 billion. Once we have more information, we will try to guide further, but it's
certainly lower than that. So that would be indicative of our view that we think our natural risk density will
come down below that 32% once we see a final Basel Ill framework. | would finally note that the natural
growth tendency of our business is for risk density to decrease. Because our risk of course is driven by our
wealth management business, our asset gathering businesses, and they have much lower risk density than our
investment bank.

Andrew Coombs

And if | could just follow up on that. The core tier 1 target at 13% plus minus 30 basis points, is that set in
stone? Or is that the case as the RWA trends to move up with the new regulatory additions that could
potentially come under review as well?

Kirt Gardner
So we've got it just like all of our targets and guidance is for 2020 to 2022. And since Basel lll has already

been pushed out a year, we'll update our guidance once we know more, anything further on that.

Andrew Coombs
Thank you.
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Andy Stimpson, Bank of America Merrill Lynch

Good morning, everyone. So firstly, more of a clarification. We saw in the press a couple of weeks ago, there
was some job and cost cuts expected in GWM, but there wasn’t any mention of the additional net cost saves
here today, so | just want to check your comments here, Kirt, that the restructuring charges you're taking will
give you gross cost saves — but that will all be reinvested, and then if revenues do disappoint, then you'd slow
some of those investments and give a bit of protection for shareholders and profits. | just wanted to check I've
understood that kind of philosophy correctly. And maybe connected to that, you could give some comments
on how the growth investments from 2018 and '19 have performed, and when there might be a payback on
those?

And then secondly you mentioned the recurring fee margin pressure, and | understand the averaging of the
AUM and the delayed charging on the start of the quarter in particular in the US as well, you did mention
margin pressure as well. Is it right to think of that as all being cyclical? l.e., it was client risk aversion within the
fourth quarter, which you're now highlighting in your outlook statement, which is beginning to change
around this quarter, or is it that you're actually seeing some clients come to you and telling you they've been
getting better pricing elsewhere and you're then having to match, so | just want to understand, what kind of
margin pressure you're seeing there? Thank you.

Kirt Gardner

Yes, Andrew, thank you for the questions. In terms of the first one, you got it exactly right, that as we look at
2020, our anticipation is that we’ll generate a billion in saves, and that we’ll use that to fund a billion in
investments across a range of business priorities — digitization, what we’re doing with Broadridge — as well as
some additional regulatory and risk requirements that addresses the new requirements that we have, the legal
entity structure and the like. Also, as you rightly summarised, if we do see softening of the environment just as
we did in 2019, we'll look at tactical measures, which would include postponing some of the investments,
slowing down our hiring, getting of course much more ruthless around other cost areas in the bank, and
being leaner for some time — | think Sergio referred to that as a fuel-saving mode — and we would bring our
cost down rather than just flatten. That would help to offset some of the top-line impact of softer
environment. So that’s all correct.

In terms of investments and where they're paying off, | think you see it very clearly, for example in asset
management, where we had outstanding performance, you see it in P&C, the investments in digital are
solidifying our position as the leading digital bank in Switzerland, and certainly have contributed to the growth
well above GDP that we've seen for that business. You're seeing some of the structural saves. Sergio
mentioned moving to cloud, deploying 1,100 robots, so the growth saves that we delivered which are far
higher than what we outline on the 2.7 billion over the last four years, are from some of our investments and
are structural in nature, and therefore require investments. And we're seeing that. So without those
investments, our cost structure would have been higher. And now on the recurring fee margin, | think you are
right. It's mostly reflective of some of the change in preference that we've seen in mandates, so a move from
discretionary mandates to advisory mandates, and that's partly due to the risk environment. Also | mentioned
that in the non-contracted book we saw some shift out of equity funds into fixed income. | mean that was a
big market structural change that we saw in the fourth quarter. And all of that we would view as cyclical with
a potential to revert, if we see the changes and attitudes going forward.

Andy Stimpson
Perfect, thank you.
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Benjamin Goy, Deutsche Bank

Yes, hi, good morning, two guestions from my side. First, in ultra high net worth you had a cost income ratio
of about 78% 2019, which is pretty much in line with the whole division. So | was wondering the general
perception that it has a better pre-tax margin, and that efficiency this business. So when is it coming through?
Is it already this year? And what is the benefit that you can see out of the investments you have taken over the
last years. And then secondly, you talk a lot about collaboration across divisions. And | was wondering
whether could you speak a bit more about the incentives structures to actually foster these collaborations and
drive results. Thank you.

Kirt Gardner

Yes, on the ultra high net worth side, first of all the margin of the reported global ultra high net worth
segment does not reflect a portion of ultra that still sits in the regions. And if you were to aggregate that, then
you would actually see a slightly better efficiency ratio than the group overall. And then secondly, 2019 was
not our best year for ultra, they were impacted, as you would expect, they're more sophisticated clients, by
the lower volatility. So we did see slightly less activity, and we also saw quite a bit of deleveraging, so that also
impacted quite a bit the performance of ultra. | think in general just going forward we would still expect the
ultra segment to have a better efficiency ratio than the average of wealth management overall.

Sergio Ermotti

So on the second question, on how to foster further collaboration, first of all | have to say that collaboration,
we are really quite advanced and it is already part of our DNA in the way the firm works, so you know, of
course now we are moving a further level up in that sense. But first of all, what we do is that we have
collaboration targets somehow embedded in the performance metrics and the goals in the year, at business
division. We have a so-called group franchise award, where people can submit their request for credit
recognition, and in respect of their involvements in any transactions or any opportunities that were created,
like net new money inflows from a client, referrals, or a specific transaction, with the other counterpart, the
receiving counterparty, accepting in the system the credit requested. We are also moving into recognising at
the business division levels, the so-called double counting of revenues. Then of course my colleagues and | in
the group executive board with Kirt are then going to eliminate and normalise this issue, but we want to make
it clear to the front offices that when they are involved in creating value for clients and shareholders, they do
get recognised and this is also reflected in the compensation accrual process. And last but not least, all my
colleagues on the executive board, the vast majority or a big chunk of their objectives, financial objectives, is
driven by the outcome of the bank results, and not just their divisional one. So the weighting is far superior
there. So top down, and going down to group managing directors, everybody is aligned, first of all how to
create better value for clients and shareholders as a group, and then of course they are accountable and
responsible for what they do day-to-day. That's the mechanism, but at the end of the day it's also a cultural
approach. Because you don’t want to be able to measure every single interaction with dollars. People have to
work together and collaborate as a cultural principle, and not only because there is a short-term reward
available to them.

Benjamin Goy
Okay, understood, thank you.
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Stefan Stalmann, Autonomous Research

Yes, good morning, gentlemen. Thanks for taking my questions, | have two please. The first one on GWM and
some of the changes that are taking place there. Could you maybe talk a little bit around the dissolution of IPS
as a unit and how it is being replaced, and how that is actually making GWM a better business. And
potentially related to this, the ambition to originate a lot more loans. Will we see these loans and the revenue
and the risk provisions potentially related to these loans, and the capital consumption of these loans in the
wealth management business, or will there be some sharing with the investment bank? Or is the investment
bank just receiving basically a management fee on these loans? And what kind of risk density would you
assume to see on these additional loans, given that they will be more structured and then tailor-made and
possibly a bit more risky. Thank you very much.

Kirt Gardner

Thank you, Stefan. Just in terms of your first question, Igbal and Tom have been working quite closely with the
IB, and with Piero and Rob. What they've agreed is that whereas previously we had some duplication between
our execution and our access platforms across IPS and with the IB, we're now with the investment in
technology that we've made we can look to actually consolidate that to have one platform that supports the
IB’s execution capabilities, and also the GWM'’s execution capability requirements, and also the IB is looking to
leverage that platform to better serve the middle market where they think there’s a growth opportunity. And
so that's what you've seen as part of this. We've collapsed the platforms, so the IB will now fully serve GWM
across all access and execution needs. In addition to that, we've taken the capital markets teams that used to
sit in IPS and we've also integrated them into the IB. So the IB will deploy the capital markets team to provide
them with support and advisory around those resources, as well as if you look at some of the other areas of
advice, we've collapsed that into our CIO. So it's really, it's streamlining, it's providing a much stronger IB,
more sophisticated overall capability that we’ll deploy directly to our clients across segments. We think with
that we both will have revenue as well as cost efficiency opportunities. Now in terms of your second question
which was around — loans...

Sergio Ermotti

Around loans. Maybe I'll take it on and then you can complement, Kirt. First of all, as | mentioned in my
remarks, the growth of the loans is something that we flagged as a priority back in 2018, so that is not really
new in respect of our desire to protect or increase NII, or in this environment | will say now protect NI,
through expanding our loan portfolio. So very important, first of all, we will do that by leveraging the IB risk
engines, and secondly, yes, while you know | don’t think that structured business is necessarily more risky,
actually we will not really make a lot of compromises in respect of risk return profile. So the density should not
be far off in the aggregate numbers, of course maybe a little bit going up, but if you take the current stock,
and you add up 20 billion a year, 20 billion is not all going to be structured, so you are also going to also have
Lombard and and mortgages, so | mean at the end of the day, don’t expect a meaningful increase of the risk
density out of this exercise. | think that it's just more natural and we see it how the transition mechanism of a
slightly better investor sentiment makes to leverage.

| mean particularly in Asia, as soon as they become a little bit more constructive, they take on leverage. And so
| think as a very, you know, all the changes that Kirt described together with the ambition really and the
determination to capture this opportunity, will translate in a more diversified and growing NII. Or at least,
neutralising the negative effects without compromising on our risk reward profile.

Kirt Gardner

But Stefan, just specifically a question around the balance sheet and full economics, all that will sit in GWM.
So RWA, LRD, full P&L, including any CLE implications.
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Stefan Stalmann
Great, thank you very much for that.

Kian Abouhoussein, JP Morgan

Yes, hi, thanks for taking my questions. First of all, on the targets and guidelines on the numbers, do you
include Fondcenter in the numbers in both the cost income and ROE targets? That's the first question. The
second question is on US wealth management. Clearly, there are a lot of structural changes happening in the
US from the players like Morgan Stanley growing faster, gaining market share, looks like either large players,
and you can see that in the pre-tax, margin guidance, | am sure you are aware of, and on the electronic side
as well as the money-centred banks which are consolidating and changing. | wanted to see where you stand,
because you are kind of in the middle. And | am wondering strategically what does it mean for your business,
not over the next year or two, but even longer term out. The fee structure of the US market seems to be
changing. And secondly, | have a question regarding the ROE of 12%. You mentioned it is stress-tested for
different macro scenarios. | wondered if you could tell me what is your 12% macro scenario. Is it stress-tested
at the bottom of the ROE guidelines or guidance, in order to realise of what is assumed in this number? Thank
you.

Sergio Ermotti

Thank you, Kian. | guess the second question really is complementary to the first one, or vice versa. So | guess,
so first of all, of course we include the target of 12-15% is not a 2020 target. It's a multi-year target. And the
12%, | reiterate, as you just pointed out, is the, | would call, the lower end of a stress scenario, which | will not
discuss definitely in public. Okay, so that’s quite normal. | appreciate that you asked the question, but | am
sure you appreciate that we don't really go through that. But you can expect this to be not a rosy picture on
what would happen in financial markets or the economy when you look at a 12%. Now of course because we
say we are going to highlight any extraordinary item, but also during the three years in our reported numbers,
Fondcenter will be part of this year’s results.

So you can extrapolate what it means for this year’s results. What 1'd like to also underline is that the
definition of what we believe is extraordinary versus the outcome of, you know, a process of where we invest
over time and then we are able to realise value, is also something to be considered, because in order to grow
and maintain Fondcenter over the years we have been incurring expenses that were going through the
operating line of expenses, and now that we realise value while continuing to create value for shareholders
and clients, you know, we will also need to look at what it means from a management standpoint of view to
take actions to optimise our resource allocations. But in any case, to answer your question, 12-15% is
reported and includes any of those items, and the 12% is not a target. 12% is what we believe is an outcome
if we have certain more stressed market conditions. So, | would say and Kirt can sure step in with more data
points, that if you look at our growth trajectory in terms of invested assets in the US, they are very similar to
the best in the US you are indicating. So of course they have a better pre-tax profit margin and we know that
to some extent we will are working on making sure — like we did in the last 7-8 years — where we were losing
a couple of 100 millions in 2010/2011, not 7-8 years a little bit before, we were losing 150 million a year in
our wealth management business in the US, we got similar questions, by now we are around 1.5 billion, we
believe this business will drive higher returns going forward, because of higher mandate penetration, because
we believe we have room to improve penetration of lending, we believe we have space to grow in the ultra
space, and what | mentioned and Kirt reiterated the Broadridge technology capabilities that we are rolling out
are going to offset some of the scale issues that some of our investors, some of our competitors, sorry, are
enjoying.
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Now, and last but not least, the quality of the earnings in the US, | cannot stop stressing the quality of the
earnings in the US from a post-tax standpoint of view, are absolutely critical and add added value, through our
US capabilities we will continue to leverage our franchise as a global, as the leading global player, and number
two creating significant shareholder value over the years to come.

Kian Abouhoussein
Okay, thank you very much.

Andrew Lim, Societe Generale

Hi, good morning, thank you for taking my questions. | appreciate your comments for the past quarter, but if
we look at the past few years for GWM, despite rising AUM and maybe a slight rise in revenues, pre-tax profit
hasn’t really gone anywhere. So it's difficult to see how you can reach your target for GWM pre-tax profit
growth going forward. And just wondering, in my mind, what do you think are the main key pressure points
for why you can't seem to get that growth in pre-tax profit, whether it's like the change in asset mix being the
primary issue here, or net interest margin pressure, it seems to be an issue across all your regions, not just in
the US. And you know, what seriously are you going to do about it going forward to try and get the same
kind of momentum that we've seen in US peers such as Morgan Stanley and Bank of America? So that’s my
first question.

And then my second question is a more technical in nature. | noticed that you've enjoyed a reduction in your
RWAs in part related to investment banking equities, having a risk reduction. Can you give you a bit more
colour as to what's actually driven that? And is there potential to see that reverse in coming quarters? Thanks.

Kirt Gardner

Thank you, Andrew. So if you look at our wealth management business, first of all, if you look at the history in
the last number of years, obviously the largest headwind that we had was regularising the business, the very
significant effort that we went through to address just the cross-border compliance of our business. And that
resulted in several billion of total top line that would have been very accretive to our bottom line dilution over
that period of time. If you look at just the last couple of years, as we saw that overall program tapering, there
was a combination. Actually, our US business has grown quite well, in fact it's grown very consistently in line
with US competitors. If you compare us to Bank of America or Morgan Stanley over the last couple of years.
The international business has been a bit more challenged and | think that’s just in general because of the
environment. The US market has performed better. Conversely, we've seen negative rates in Europe as well, as
in Switzerland of course. And then on top of that, Asia Pacific has been very volatile and you've seen the drops
overall in economic growth in China, and that we’'ve seen deleveraging, and therefore that part of our
business performed a bit less well. And | think that's very consistent with what we’ve seen in the overall
market environment. Now we still have great confidence in that business and in our GWM's business ability to
generate 10-15% growth that we’ve outlined, we've seen very good momentum in the first quarter already.

And we've highlighted all the actions and why we feel that confidence, and we can always emphasise that
that's for us that's very much consistent with our strategy and what we expect to deliver over the next couple
of years.

Now on the RWA question, there were two factors that led to the reduction. On the one was our AMA model,
| highlighted this in my speech, we did our yearly update with FINMA, that was altogether a 3 billion reduction
in op risk RWA. Now we also had a reduction overall in market risk, which | highlighted, and that's really due
to the very, very low volatility that we see. And our VAR is extremely low, in particular our stress VAR.
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And | think that would come, we would see an increase in market risk, RWA in part, if we saw a rebound in
volatility levels, but that would be accompanied of course with a very nice pick-up in revenue, and | would also
highlight that we always have options to hedge that, so that increase doesn’t become overly pronounced.

Andrew Lim

Thanks, can I just follow up on the US side. | mean you're saying that you've got comparable performance
with your US peers, but you know if we look at their revenues, there is a distinct difference in the growth
profile there. And also wondering on the cost side, whether there's a big difference as well. | mean you
changed the payment grid. | think you tried to make it much more Swiss-orientated rather than US-orientated.
You try to pay your advisors more to bring in more AUM per advisor. And I'm not sure whether that really
works. If you look at the cost base, it's the same, AUM has gone up but your revenue has been under
pressure, so actually your efficiency hasn't improved despite rising AUM. And | appreciate there’s other factors
involved. So I'm just wondering on what basis are you really seeing it's similar?

Sergio Ermotti

So let me take that. The base on what we are saying we are growing our profitability and our asset base in
line with others. So there seems to be a trend which includes net new money and asset growth that is in line
with our peers. The cost base is a difference, it's a combination of scale effects that some of those players
have, with also what we mentioned before are still outstanding initiatives that we need to deliver on in the
next years to come. So that one keeps us confident that the trajectory and also by the way the headwinds that
we have on litigation in Puerto Rico, which you don’t see really coming up, the legal fees and the provisions
that we had to take is something quite unigue that we take on our US business, which | wouldn't really
compare it to others. So overtime we will reduce the cost advantage through Broadridge, as | mentioned
before, some of it, and a broader penetration of mandates, the ultra client segment penetration, and the NIl
and the lending space. Frankly, Andrew, | don’t know where you are taking this line that we adopted a Swiss-
based grid in the US. This is really, no. | never heard that argumentation. And | will ask my colleagues in
investor relations to sit down with you and understand exactly what you are talking about, and explain you
exactly how it works.

Andrew Lim

Sure, no, thanks a lot for your comments there. | was just alluding to the fact that maybe you changed your
payment grid to try and pay your most productive advisors more, but hoping also to get more AUM per
advisor, and veer more from a high net worth model. But appreciate your ...

Sergio Ermotti

Sorry, | think the issue, and then we move on, the creed was driven by our desire to incentivize basically
people staying longer with us, and of course productivity, and is also more of a reflection that we believe, and
actually if you look at our numbers, same store client advisor, net new money inflows and growth, is picking
up as a function of this issue. So we are incentivizing people to stay longer with the firm and rather than
having growth coming from recruiting. Which is very diluted to PBT, historically speaking.

And this is not an idiosyncratic situation of UBS, it's an industry situation, and | saw and we saw our peers
adapting to that model, which is a very US market-centric model fine-tuned to the fact that we are, if you look
at our financial advisor base, we have the highest level of asset per financial advisor in the industry. We have
the highest level of revenue per financial advisor. So there is of course a recognition that that part of our
wealth management business, the US one, is converging more and more towards the rest of the world, and as
the preeminent and more ultra franchise in the industry.
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Andrew Lim

Thanks, and then sorry, just one last question, how do you square with the 9 billion net new money outflows
in the Americas, is that just like a one-off, for one or two clients, as you're saying that the underlying AUM per
advisor is actually better than it was before?

Kirt Gardner

Yes, it was two large clients, mostly we had the highest same-store inflows actually at 6 billion, and they've
been increasing steadily which is our objective. And it was very low-margin, the outflows, so it didn’t really
impact our profitability.

Okay, we'll move to the next question. One more question.

Amit Goel, Barclays

Hi, thank you. Yes, just two questions, maybe a little bit more follow up. Just firstly, coming back to the
targets, trying to understand in terms of the 10-15% PBT growth expectation in GWM, and the 12-15%
ROCETT1, in terms of the kind of expectations, so | guess as some of the previous people alluded to, obviously
PBT growth hasn’t been at the 10-15% level. If weren't to get to the 10-15%, what kind of pressure does
that put on the 12-15, or you know, is 10% baked into the 12% ROCETT, or is it just more flex than that?

And then secondly, just curious on the commentary that you're not going to be giving the adjusted kind of
results — obviously we're calling out the items — are we to take from that that you know, | guess from your
perspective, the kind of broader issue etc. is done, so now it really is a kind of business as usual in terms of
how you run, organise the group and so, now all the analysis around restructuring is really kind of more of a
mute point? Thank you.

Kirt Gardner

Yes, naturally, the overall growth in GWM is certainly integral to our achievement of the group targets, and
the progression we see over the next three years. At the same time, though, as Sergio mentioned, we've
stress-tested our targets overall, and you can imagine part of that stress test included what happens if GWM is
not able to grow at is 10-15% level. And Sergio mentioned that under those stress scenario, we still feel
comfortable achieving that 12%. So that 10-15% helps to push us into the upper end of those 12-15%
ROCET1 target.

Now on the adjusted side, you might recall that a couple of years back we indicated that we would continue
to adjust for our legacy cost program, and we actually had an accounting convention that allowed us to
restructure, or where we restructured and adjusted for the cost to achieve that program that tapered off as
we went through last year, and that's been fully tapered down to zero. So last year was the final year where
we had 200 million of restructuring related to that accounting. So going forward, since we've stopped that
overall accounting convention, we'll just have more normal restructuring that we incur in the business, and
we'll call that out as we indicated, like the 200 million | already highlighted, and we'll cue off our quarter
results and give you the transparency.

Amit Goel
Okay, thank you.
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Cautionary statement regarding forward-looking statements: This document This report contains statements that
constitute “forward-looking statements,” including but not limited to management’s outlook for UBS's financial performance
and statements relating to the anticipated effect of transactions and strategic initiatives on UBS’s business and future
development. While these forward-looking statements represent UBS's judgments and expectations concerning the matters
described, a number of risks, uncertainties and other important factors could cause actual developments and results to differ
materially from UBS’s expectations. These factors include, but are not limited to: (i) the degree to which UBS is successful in the
ongoing execution of its strategic plans, including its cost reduction and efficiency initiatives and its ability to manage its levels
of risk-weighted assets (RWA) and leverage ratio denominator (LRD), including to counteract regulatory-driven increases,
liquidity coverage ratio and other financial resources, and the degree to which UBS is successful in implementing changes to its
businesses to meet changing market, regulatory and other conditions; (ii) the continuing low or negative interest rate
environment in Switzerland and other jurisdictions, developments in the macroeconomic climate and in the markets in which
UBS operates or to which it is exposed, including movements in securities prices or liquidity, credit spreads, and currency
exchange rates, and the effects of economic conditions, market developments, and geopolitical tensions, and changes to
national trade policies on the financial position or creditworthiness of UBS's clients and counterparties as well as on client
sentiment and levels of activity; (iii) changes in the availability of capital and funding, including any changes in UBS's credit
spreads and ratings, as well as availability and cost of funding to meet requirements for debt eligible for total loss-absorbing
capacity (TLAC); (iv) changes in or the implementation of financial legislation and regulation in Switzerland, the US, the UK, the
European Union and other financial centers that have imposed, or resulted in, or may do so in the future, more stringent or
entity-specific capital, TLAC, leverage ratio, net stable funding ratio, liquidity and funding requirements, heightened operational
resilience requirements, incremental tax requirements, additional levies, limitations on permitted activities, constraints on
remuneration, constraints on transfers of capital and liquidity and sharing of operational costs across the Group or other
measures, and the effect these will or would have on UBS’s business activities; (v) the degree to which UBS is successful in
implementing further changes to its legal structure to improve its resolvability and meet related regulatory requirements and
the potential need to make further changes to the legal structure or booking model of UBS Group in response to legal and
regulatory requirements, proposals in Switzerland and other jurisdictions for mandatory structural reform of banks or
systemically important institutions or to other external developments, and the extent to which such changes will have the
intended effects; (vi) UBS's ability to maintain and improve its systems and controls for the detection and prevention of money
laundering and compliance with sanctions to meet evolving regulatory requirements and expectations, in particular in the US;
(vii) the uncertainty arising from the UK's exit from the EU; (viii) changes in UBS’s competitive position, including whether
differences in regulatory capital and other requirements among the major financial centers will adversely affect UBS's ability to
compete in certain lines of business; (ix) changes in the standards of conduct applicable to our businesses that may result from
new regulations or new enforcement of existing standards, including recently enacted and proposed measures to impose new
and enhanced duties when interacting with customers and in the execution and handling of customer transactions; (x) the
liability to which UBS may be exposed, or possible constraints or sanctions that regulatory authorities might impose on UBS,
due to litigation, contractual claims and regulatory investigations, including the potential for disqualification from certain
businesses, potentially large fines or monetary penalties, or the loss of licenses or privileges as a result of regulatory or other
governmental sanctions, as well as the effect that litigation, regulatory and similar matters have on the operational risk
component of our RWA as well as the amount of capital available for return to shareholders; (xi) the effects on UBS's
crossborder banking business of tax or regulatory developments and of possible changes in UBS’s policies and practices relating
to this business; (xii) UBS’s ability to retain and attract the employees necessary to generate revenues and to manage, support
and control its businesses, which may be affected by competitive factors; (xiii) changes in accounting or tax standards or
policies, and determinations or interpretations affecting the recognition of gain or loss, the valuation of goodwill, the
recognition of deferred tax assets and other matters; (xiv) UBS's ability to implement new technologies and business methods,
including digital services and technologies, and ability to successfully compete with both existing and new financial service
providers, some of which may not be regulated to the same extent; (xv) limitations on the effectiveness of UBS’s internal
processes for risk management, risk control, measurement and modeling, and of financial models generally; (xvi) the occurrence
of operational failures, such as fraud, misconduct, unauthorized trading, financial crime, cyberattacks, and systems failures;
(xvii) restrictions on the ability of UBS Group AG to make payments or distributions, including due to restrictions on the ability
of its subsidiaries to make loans or distributions, directly or indirectly, or, in the case of financial difficulties, due to the exercise
by FINMA or the regulators of UBS's operations in other countries of their broad statutory powers in relation to protective
measures, restructuring and liquidation proceedings; (xviii) the degree to which changes in regulation, capital or legal structure,
financial results or other factors may affect UBS's ability to maintain its stated capital return objective; and (xix) the effect that
these or other factors or unanticipated events may have on our reputation and the additional consequences that this may have
on our business and performance. The sequence in which the factors above are presented is not indicative of their likelihood of
occurrence or the potential magnitude of their consequences. Our business and financial performance could be affected by
other factors identified in our past and future filings and reports, including those filed with the SEC. More detailed information
about those factors is set forth in documents furnished by UBS and filings made by UBS with the SEC, including UBS’s Annual
Report on Form 20-F for the year ended 31 December 2018. UBS is not under any obligation to (and expressly disclaims any
obligation to) update or alter its forward-looking statements, whether as a result of new information, future events, or
otherwise.
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Disclaimer: This document and the information contained herein are provided solely for information purposes, and are not to
be construed as a solicitation of an offer to buy or sell any securities or other financial instruments in Switzerland, the United
States or any other jurisdiction. No investment decision relating to securities of or relating to UBS Group AG, UBS AG or their
affiliates should be made on the basis of this document. No representation or warranty is made or implied concerning, and UBS
assumes no responsibility for, the accuracy, completeness, reliability or comparability of the information contained herein
relating to third parties, which is based solely on publicly available information. UBS undertakes no obligation to update the
information contained herein.

Non-GAAP Financial Measures: In addition to reporting results in accordance with International Financial Reporting
Standards (IFRS), UBS reports adjusted results that exclude items that management believes are not representative of the
underlying performance of its businesses. Such adjusted results are non-GAAP financial measures as defined by US Securities
and Exchange Commission (SEC) regulations and may be Alternative Performance Measures as defined in the SIX Exchange
Directive on Alternative Performance Measures or under the guidelines published the European Securities Market Authority
(ESMA). Please refer to pages 7-9 of UBS's Quarterly Report for the fourth quarter of 2019 and to its most recent Annual
Report for a reconciliation of adjusted performance measures to reported results under IFRS and for definitions of adjusted
performance measures and other alternative performance measures.

© UBS 2020. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved.
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