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Chief Investment Office GWM 

Investment Research 

From entrepreneur 
to investor 
Navigating the transition and preserving wealth 

Nicole Krieger, CFA, Strategist, UBS Switzerland AG 

Since the transition from entrepreneur to investor is not 
always as straightforward as it might seem, this report 
outlines the journey and delves into some lessons and 
considerations at the following key points: 

1. Investing as an active entrepreneur 

2. Navigating the transition period, and 

3. Implementing a wealth preservation strategy 

Each stage includes a to-do list to help entrepreneurs 
stay prepared and avoid common pitfalls. 

Introduction 
Entrepreneurs are a special group of people. They are 
typically able to maintain an unwavering focus on their 
business, pouring time, effort, and capital into it to start 
it, scale it, and potentially sell it. When successful, this can 
accumulate immense wealth for the entrepreneur and 
their family. At each point in this lifecycle, from active 
entrepreneur to post-sale, there are specific risks and 
biases at play. But there are investment strategies 
entrepreneurs can utilize to mitigate these challenges. 

This report provides an introduction to the investment 
opportunities and pitfalls throughout this journey. We 
also pay particular attention to the period between 
contemplation of a sale and its completion, as the 
transition from entrepreneur to investor is not always as 
straightforward as it might seem. Everyone has an 
investment strategy whether it be through intention or 
merely as a byproduct. By understanding the broader 
purpose and vision for one’s business, wealth, and family, 
an investment strategy becomes an invaluable tool for 
successful planning and managing of assets, even as these 
priorities shift over time. 

Source: Getty Images 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 
Please see important disclaimers and disclosures at the end of the document. Page 1 of 11 



 

    

       

      

 

 
 

  
 

 
   

   
 

  

 
  

 
  

 

 

 

 
  

 

 
   

 
 

 
 

 

 

  
 

  
 

  

 
  

 
 

 

  

  

 
   

  

 
  

 
 

 

 

 

 

  
 

 

  

 

 

        

          

           

 

Entrepreneurs 

Section 1: Investing as an active entrepreneur 

To-do list for entrepreneurs 

Diversify investments: To mitigate risk, avoid putting all capital into one business. 

Maintain liquidity, but not too much: Hold 3–5 years' worth of lifestyle expenditures in liquid 
assets. 

Don’t rule out stocks: Consider public equities for potential returns and diversification. 

Avoid familiarity bias: Diversify across different industries and geographies to reduce risk. 

A natural consequence for entrepreneurs from pouring 
effort and resources into their businesses is concentration 
of capital. This concentration, and often illiquidity, can 
generate significant returns, but it also exacerbates risk and 
can make some natural behavioral biases more 
pronounced. The best ways to create wealth are not 
necessarily the same as those to preserve it. No matter how 
skillfully a company is managed, company- or industry-
specific risks cannot be perfectly offset. This makes 
concentrated investments prone to outsized losses (as well 
as gains) while limiting the flexibility to compensate for this 
return profile. 

To balance the higher uncertainty associated with a less 
diversified portfolio, a concentrated position may lead 
entrepreneurs to hold more cash than they need, for 
longer than needed. Over time, inflation can erode the 
purchasing power of this cash, reducing the likelihood of 
meeting long-term spending needs. Second, reducing cash 
to meet spending needs while maintaining a concentrated 
position leads to increasing portfolio risk as spending goals 
get closer—the share of cash in a portfolio falls while the 
share of the concentrated asset rises. This is the opposite 
approach to traditional financial planning, where investors 
de-risk their portfolios as they approach a spending goal. 

Another tendency stemming from the deep knowledge 
successful entrepreneurs acquire about their business and 
industry is familiarity bias. However, investing further into 
the geographies and industries that are familiar might even 
further compound the risk of the business. In contrast, 
diversification and a deliberate proportion of agility 
through more liquid investments maximizes the chance of 
delivering a replicable, consistent return throughout the 
economic and market cycle. This is beneficial for meeting 
objectives, long-term planning, and overall wealth 
preservation. Most importantly, it is imperative to take into 
account not only planning for the business, but also 
personal and family spending needs as well—even as they 
might evolve as the entrepreneur begins to contemplate, 
and eventually implement, a partial or full exit from the 
business. 

So what should a diversified portfolio look like? A first 
consideration might be to diversify the business. While this 
could create new opportunities and revenue streams, 
doing so has its drawbacks—the business will still be 
vulnerable to idiosyncratic risks, and flexibility will be 
reduced due to illiquidity. 

There’s also the need to hold enough liquidity but not too 
much. Entrepreneurs typically need more liquidity than the 
average investor, for example, to pursue opportunistic 
business projects. If a firm runs into trouble, it can take 
time to adapt. Closing a firm typically takes longer than 
merely finding a new job. Many entrepreneurs set up 
various companies before one takes off, and so may need 
seed money for their next venture. 

But entrepreneurs often hold more cash than they need, 
even for an emergency as mentioned above. We 
recommend that business owners hold three to five years' 
worth of lifestyle expenditures in liquid assets. Beyond this 
amount, entrepreneurs run the risk that their portfolio 
won't contribute to achieving their financial goals. Splitting 
your portfolio into a Liquidity. Longevity. Legacy. 
framework can guard against it. 

Another consideration is to not rule out stocks. 
Entrepreneurs may find it hard to shift money from their 
own business (one they control and whose “paper value,” 
if unlisted, stays constant day to day) to public stocks in 
businesses they don’t control and whose value fluctuates 
on the market. The illusion of stability may lead one to 
overestimate the volatility of stocks and underestimate 
their potential returns. 

Timeframes may vary. Strategies are subject to individual client 

goals, objectives and suitability. This approach is not a promise or 

guarantee that wealth, or any financial results, can or will be 

achieved. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 2 of 11 



 

    

       

 
  

 
 

 

 
  

   
 

  
 

 

 

          

   

 

  
  

 
 

 

 
    

  
  

  
  

   
    

  

 

 

    
       

     
 

 
 

       

Entrepreneurs 

While private businesses are subject to considerable 
idiosyncratic risk, there's little evidence their returns are 
connected to major asset classes. In fact, the correlation 
between individual micro-cap stocks and the S&P 500 
index is very low. Entrepreneurs often benefit from 
building a well-diversified portfolio without making 
sweeping changes. Entrepreneurs with more mature 
businesses typically prefer a traditional diversified portfolio 
split between global equities and bonds, while younger 
entrepreneurs with fast-growing businesses and long 
investment horizons usually look for higher-risk options. As 
for all investors, building a financial portfolio depends on a 
number of factors, including goals, time horizon, and risk 
tolerance. 

A family in Southeast Asia owns a successful business. For them, their 
Case Study 

company is more than just a business or source of wealth; it embodies the 
The illiquidity trap: A Southeast 

core values by which they define themselves as a family unit. The younger 
Asian family's journey 

generation is expected to contribute to this shared venture as well. While they 
may study or gain experience abroad for some time, they are expected to 
eventually return and use what they have learned for the benefit of the family 
business. When discussing potential benefits and means to diversification, the 
founders prefer to reinvest in the business and ultimately decide to buy a few 
properties in the region. Despite excellent management and business acumen, 
the company’s value has plummeted nearly 30% in the last year due to 
headwinds across the entire industry and region brought on by geopolitical 
tensions and unexpected regulation. While the valuations on the real estate 
properties have not suffered, they are illiquid and cannot be exited to shore 
up the family’s balance sheet. And since everyone in the family is dedicated to 
the business, there are no alternate income sources to call upon. In this case, 
the family would have benefitted from additional diversification of capital, 
both human and investment, with an eye on maintaining the flexibility by 
considering liquidity risks as well. 

Figure 1: Single stocks experience higher drawdowns 
Comparison of the maximum drawdowns of the S&P 500 and its current 

constituents since 2010. The maximum drawdown is measured over the past ten 
years using monthly total net return data. 

Source: Bloomberg L.P., UBS, as of 31.10.2023. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 3 of 11 



 

    

       

   
 

 
 

 

 
   

  
 

 
 
   

  

   
  

     
 

  
   

 
   

 
  

 
 

  
 

 

   

   

    
  

   

  
    

     

        
 

 

 

  
 

 
 

 
  

   
 

 
  

    
  

 
 

   
  

  
 
 

 
 

 

 

   
 

 

 
 

 

  
 

 

  

        

      

        

       

         

           

           

        

     

Entrepreneurs 

Section 2: Transition 

To-do list for entrepreneurs 

(Re)assess values and goals: As you plan for a business exit, reassess your values with the help of 
the five purpose questions. 

Prioritize: Clearly articulate your post-sale priorities, including lifestyle, expenses, and potential 
investments. 

Don’t underestimate the mindset shift required to transition from successful entrepreneur to 
successful asset manager: Consider available resources to attain the necessary understanding of 
the concepts and terminology employed by advisors and in the investment industry. 

Control vs. delegation: Balance the desire for control with the benefits of delegation post-sale. 

The phase of the entrepreneur journey from owner to 
investor that can be categorized as “transition” is in 
some ways mostly a state of mind. At some point, 
entrepreneurs usually begin to contemplate either a full 
or partial exit from the business. Ideally, this is entwined 
from the beginning with an assessment of values and 
goals by articulating answers to questions such as: 

– What do you want to accomplish in your life? 

– Who are the people who matter most to you? 

– What do you want your legacy to be? 
– What are your main concerns? 

– How do you plan to achieve your life's vision? 

Have those values and goals changed over time? 
Perhaps this is the first time undertaking such an 
exercise. While it is never too late to do so, the fruits of 
thinking things through are maximized if the decisions 
that follow around the type of sale, timing, acceptable 
compensation, wealth planning, asset structuring, and 
investment process can all be aligned. 

Some more specific questions to help structure and 
articulate priorities as well as help advisors understand 
objectives related to investment strategy might be: 

– How much do I want to change my standard of living 

after the sale? 

– What are my short-term expenses that I need to finance 
in the next 3–5 years? 

– Is a significant purchase in my plans? For example, for 

real estate? Collectibles? 
– Do I want to allow for the possibility to invest in a 

business idea like buying another business? 

– If I were to live on my wealth, what would that look 
like? 

It is common that after a sale, some or all of these 
elements might take on a different light. When 
prioritizing reinvestment in the company—post-sale and 
once wealth is more liquid—both the planned 
expenditures and resulting investment strategy might 
change. 

At UBS, we use the UBS Wealth Way framework to help 
clients formulate a wealth plan so they can meet their 
different objectives. UBS Wealth Way structures one’s 
wealth in three strategies. 

– Liquidity strategy for short-term expenses. 

– Longevity strategy for lifetime goals. 
– Legacy strategy for goals that go beyond one’s lifetime. 

Furthermore, entrepreneurs should also consider how 
their behavioral preferences and risk tolerance may 
change. Notably, the attitude to risk may change 
significantly after a sale. Some founders tend to become 
very risk averse with the proceeds of their sale, while 
others are more comfortable taking risks as they feel 
that, if need be, they can recreate this wealth. Mental 
accounting, which is the tendency to treat money 
differently based on its origination, manifests itself in 
different ways for different individuals. It is therefore 

UBS Wealth Way is an approach incorporating Liquidity. 

Longevity. Legacy. strategies that UBS Financial Services Inc. and 

our Financial Advisors can use to assist clients in exploring and 

pursuing their wealth management needs and goals over 

different timeframes. This approach is not a promise or guarantee 

that wealth, or any financial results, can or will be achieved. All 

investments involve the risk of loss, including the risk of loss of 

the entire investment. Timeframes may vary. Strategies are subject 

to individual client goals, objectives and suitability. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 4 of 11 



 

    

       

 
   
  

 
 

 
 

 

 
  

 
  

 
    

      

 

  
  

  
 

 

 

 

 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 

 

 
  

  

   
 

   
   

 
 

 

 
 

   
 

 
               

 
  

     
  

  
   

 
  

  
 

   
 
 
 
 

Entrepreneurs 

important for an entrepreneur considering a sale to be 
aware of how they feel toward putting the wealth from 
an exit at risk and how much risk they are comfortable 
taking. 

A particular theme for entrepreneurs during this 
transition centers around control. Intense focus, a desire 
to have control over operations and outcomes, and 
willingness to take concentrated bets are some of the 
attributes shared by successful entrepreneurs. For 
investors, however, some degree of delegation can be 
both lucrative and liberating, since a sale allows for a 
reallocation of time and energy into new projects and 

interests. That isn’t to say there isn’t a place for direct 
investments in a portfolio or for active views. It is just 
important to have the right strategy, risk management 
and monitoring in place. If not already a point of 
knowledge, entrepreneurs keen to become more hands 
on in investing could look to learn about the various 
financial concepts utilized by advisors in allocating 
assets, such as understanding broader financial markets, 
types of risk and ways to measure and evaluate risk, 
investment processes, models and philosophies, etc. 
After all, the mindset and tools of long-term asset 
managers can be surprisingly different from what makes 
entrepreneurs successful. 

Case Study 

The art of transition: A UK 
entrepreneur's path to financial 

freedom 

Case Study 

Friends, family & faith: a 

Columbian experience on the 
risks of applying an 

entrepreneurial skillset to 

wealth management 

An entrepreneur in the UK was considering exiting his business in order to 
pursue other interests and spend more time with his family. He also wanted 
to relocate his family to Switzerland. After speaking with peers who had 
similar goals, he realized the necessity of engaging advisors on topics like 
taxes, asset structuring, and investments. After working so intensely for many 
years, he was looking forward to living a comfortable lifestyle. In discussions 
with his advisors, he was able to articulate further goals, such as collecting art 
and preserving the principal amount for his children. Using his risk tolerance 
and planned spending, an analysis (See Figure 2) revealed that there was an 
uncomfortable level of shortfall risk. Without adjustments leading to a 
financial plan aligned with his goals, the impressive wealth he had 
accumulated might have been depleted. 

Figure 2: Forward-looking simulated final portfolio Value 
percentiles 

250 

200 

150 

100 

50 

0 
1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 

5% 10% 50% 90% 95% 

Source: UBS, QIS. Data as of 31/10/23 Time horizon: 15 years Initial amount: CHF 100 

After a liquidity event, an investor in Colombia wished to continue to be 
hands on and active in how he deployed his wealth. He didn’t shy away from 
direct and concentrated investments as he had personally experienced how 
this can have an attractive return during the growth of his business. Many 
friends and family brought him ideas, which formed a pipeline of investment 
opportunities. Unfortunately, like many in this situation, after accounting for 
the high proportion of these investments that not only didn’t perform as 
expected, but ultimately failed, the portfolio as a whole had suffered. 
Notably, two thirds to three quarters of venture-backed firms in the US don’t 
return investors’ capital, according to Harvard Business School research by 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 5 of 11 



 

    

       

  
 

 
 

 
 

 
 

 

 

 

 

 

 

 

 

 

 

 

Entrepreneurs 

Shikhar Ghosh and Prof Tom Eisenmann. Furthermore, founders may have the 
control and skills to implement improvements in their own firm, but this is not 
the case generally in a minority stake. And the typically illiquid nature of the 
investments doesn’t allow for a timely exit if a deal begins to sour. Ultimately, 
an entrepreneur may have an edge in industry, knowledge, or network, which 
should not be discounted, however, like any other investment direct or co-
investments should be considered in the context of the broader investment 
strategy. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 6 of 11 



 

    

       

    
 

 

 

 
  

    

 

 

  
  

  
 

 

 
 

 

 
 

 

 

  

 

  
 

 

 

 
  

 

 
 

 

 

 
 

  
 

 

 

  
 

 

   
 

 

   
  

 

   
 

 

 

    
 

       

     

        

       

Entrepreneurs 

Section 3: Preserving wealth as an investor 

To-do list for entrepreneurs 

Define a Liquidity strategy: Plan for short-term expenses to avoid selling assets 
at discount prices. 

Define a Longevity strategy: Focus on long-term growth, with an asset 
allocation tailored to your risk appetite and aspirations. 

Define a Legacy strategy: Plan for cash flows lasting beyond your lifetime, 
including philanthropic goals and assets for future generations 

Create your investment plan: Together with financial experts, write down a 
detailed plan based on your profile and including currencies, asset classes, and 
investment preferences. 

Implement wisely: Consider various options for investing a lump sum, all at 
once, a hybrid approach, or preferably, dynamically phasing in over time. 

Once a sale or exit has occurred, it is time to put the investment strategy to work. 
In the previous section, the UBS Wealth Way strategy was outlined: Liquidity. 

Longevity. Legacy. What might such a strategy post-sale look like? 

Liquidity—to provide cash flow for 

short-term expenses 
Failure to plan adequately for liquidity 
needs can force clients to sell assets at 
discounted prices. By assessing the 
family's cash flow needs over the next 
two to five years, and setting aside 
funds to meet them, it creates a 
buffer between cash needs and 
market returns, thus reducing the risk 
of being forced to sell assets with high 
return potential at the wrong time. 
This strategy generally involves low 
volatility assets such as short-term 
fixed income and cash, as well as 
borrowing facilities. 

Longevity—for longer-term needs 

These assets are designed to satisfy 
lifetime needs. With short-term cash 
needs met by the Liquidity strategy, 
these assets can be focused on long-
term growth, with an asset allocation 
tailored to the investor's risk appetite 
and the family's aspirations 

Legacy—for needs that go beyond 

the investor's own 
This strategy is assigned to improve 
the lives of others, both within the 
family and in society. In many cases, 
this will include cash flows lasting 
beyond the investor's lifetime, 
including philanthropic goals and 
assets earmarked for future 
generations. Given the opportunity 
focus over a very long investment time 
horizon, this strategy has the capacity 
to invest in asset classes that offer an 
illiquidity premium, such as private 
equity, or investment themes that 
seek to profit from long-term secular 
trends in society or technology. 

Timeframes may vary. Strategies are subject to 

individual client goals, objectives and suitability. This 

approach is not a promise or guarantee that wealth, 

or any financial results, can or will be achieved. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 7 of 11 



 

    

       

   

 
    

 

 
 

 
 

   
 

  

 

  

  
  

  
 

 
  

   
 

 
 

 

 

  
 

 

 
     

  

    
 

    

   
     

        

   
   

    

  
   

 

 

 
   

           
             

      

 
  

Entrepreneurs 

Putting lump sums to work 

In many scenarios, investors naturally enter the market and 
invest over time as they receive dividends or set aside a 
portion of their income. In the case of a partial or full exit 
from a business, it is likely that this would be in a lump 
sum. In this case, the considerations around possible 
implementation strategies come to the fore. What are the 
various options for investing a lump sum? 

Theory concludes that investing all at once has an edge as 
the best option. Markets usually trend higher and bear 
markets don’t occur often. Meanwhile, excess cash is a 
drag on a portfolio in real terms for the most part. Thus, 
time in the market becomes key. However, when dealing 
with a large lump sum, the psychological damage that an 
immediate drawdown could incur might easily offset any 
modest statistical advantage. 

Another approach is to invest into bonds all at once and to 
phase in stocks. Since bonds have lower drawdown risk 
and might even rally to provide additional capital to buy 
into equity markets on dips, to some extent, this mitigates 
the psychological risk of the all-at-once approach. 

All things considered, we think the best strategy for most is 
to dynamically phase in over time. This entails setting up a 
defined schedule that accelerates if there is a market dip of 
a certain level. This can be paired with return-enhancing 
strategies like selling put options. 

Case study 

A tailored plan: A US clean 

beauty entrepreneur’s practical 
investment strategy 

A US founder started a company in the clean beauty space eight years ago and is 

now in the earn-out phase of her exit. About two years before the sale, she sat 

down with her advisors to do a full review of her financial situation in light of the 
upcoming lump sum and interim earn-out structure. This allowed the proper 

structuring and wealth and tax planning for the assets. Additionally, she was able 

to use the UBS Wealth Way framework to structure her investment strategy. Since 
life can be unpredictable and circumstances change, she continues to have regular 

contact with advisors to review her plan. For example, her strategy will look 

different during the earn-out as she still receives an income to fund her expenses 
versus later when she has received her final payout from this venture and Liquidity 

needs to be refilled by Longevity returns. An example of how the ratio of financial 

assets to annual spending might affect how wealth is distributed can be found 
below in figure 3. 

Figure 3: Illustrative exposures based on the ratio of financial 
assets to annual spending 

Source: UBS. Timeframes may vary. Strategies are subject to individual client goals, 
objectives and suitability. This approach is not a promise or guarantee that wealth, or any 
financial results, can or will be achieved. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 8 of 11 



 

    

       

  
 

          
            

       
                   

           
            

              
           

              
                

                 
  

 
          

             
             

               
   

 
             

 
 

                
            
  

           
           

               
          

           
 

                 
                
  

           
           

             
    

Entrepreneurs 

Non-Traditional Assets 

Non-traditional asset classes are alternative investments that include hedge funds, private equity, real estate, and managed futures 
(collectively, alternative investments). Interests of alternative investment funds are sold only to qualified investors, and only by 
means of offering documents that include information about the risks, performance and expenses of alternative investment funds, 
and which clients are urged to read carefully before subscribing and retain. An investment in an alternative investment fund is 
speculative and involves significant risks. Specifically, these investments (1) are not mutual funds and are not subject to the same 
regulatory requirements as mutual funds; (2) may have performance that is volatile, and investors may lose all or a substantial 
amount of their investment; (3) may engage in leverage and other speculative investment practices that may increase the risk of 
investment loss; (4) are long-term, illiquid investments, there is generally no secondary market for the interests of a fund, and 
none is expected to develop; (5) interests of alternative investment funds typically will be illiquid and subject to restrictions on 
transfer; (6) may not be required to provide periodic pricing or valuation information to investors; (7) generally involve complex 
tax strategies and there may be delays in distributing tax information to investors; (8) are subject to high fees, including 
management fees and other fees and expenses, all of which will reduce profits. 

Interests in alternative investment funds are not deposits or obligations of, or guaranteed or endorsed by, any bank or other 
insured depository institution, and are not federally insured by the Federal Deposit Insurance Corporation, the Federal Reserve 
Board, or any other governmental agency. Prospective investors should understand these risks and have the financial ability and 
willingness to accept them for an extended period of time before making an investment in an alternative investment fund and 
should consider an alternative investment fund as a supplement to an overall investment program. 

In addition to the risks that apply to alternative investments generally, the following are additional risks related to an investment 
in these strategies: 

• Hedge Fund Risk: There are risks specifically associated with investing in hedge funds, which may include risks associated 
with investing in short sales, options, small-cap stocks, “junk bonds,” derivatives, distressed securities, non-U.S. securities 
and illiquid investments. 

• Managed Futures: There are risks specifically associated with investing in managed futures programs. For example, not 
all managers focus on all strategies at all times, and managed futures strategies may have material directional elements. 

• Real Estate: There are risks specifically associated with investing in real estate products and real estate investment trusts. 
They involve risks associated with debt, adverse changes in general economic or local market conditions, changes in 
governmental, tax, real estate and zoning laws or regulations, risks associated with capital calls and, for some real estate 
products, the risks associated with the ability to qualify for favorable treatment under the federal tax laws. 

• Private Equity: There are risks specifically associated with investing in private equity. Capital calls can be made on short 
notice, and the failure to meet capital calls can result in significant adverse consequences including, but not limited to, 
a total loss of investment. 

• Foreign Exchange/Currency Risk: Investors in securities of issuers located outside of the United States should be aware 
that even for securities denominated in U.S. dollars, changes in the exchange rate between the U.S. dollar and the 
issuer’s “home” currency can have unexpected effects on the market value and liquidity of those securities. Those 
securities may also be affected by other risks (such as political, economic or regulatory changes) that may not be readily 
known to a U.S. investor. 

This report has been prepared by UBS Switzerland AG and UBS Financial Services Inc. (UBS FS). 

Please see important disclaimers and disclosures at the end of the document. Page 9 of 11 



 

    

       

 
 

  

  
    

   
   

 

 
  

      

    

 

 

    

      
   

   

   
    

 

  
    

  

   
    

    

    
  

   

  

   

   

   
  

   
  

      

      
  

  

 
   

       

   

  

   
   

   

   
  

     

      

 

    
    

 

Entrepreneurs 

Appendix 

UBS Chief Investment Office's ("CIO") investment views are prepared and published by the Global Wealth Management 

business of UBS Switzerland AG (regulated by FINMA in Switzerland) or its affiliates ("UBS"), part of UBS Group AG ("UBS 
Group"). UBS Group includes Credit Suisse AG, its subsidiaries, branches and affiliates. Additional disclaimer relevant to Credit 

Suisse Wealth Management follows at the end of this section. 
The investment views have been prepared in accordance with legal requirements designed to promote the independence of 
investment research. 

Generic investment research – Risk information: 
This publication is for your information only and is not intended as an offer, or a solicitation of an offer, to buy or sell any 

investment or other specific product. The analysis contained herein does not constitute a personal recommendation or take into 

account the particular investment objectives, investment strategies, financial situation and needs of any specific recipient. It is 

based on numerous assumptions. Different assumptions could result in materially different results. Certain services and products 

are subject to legal restrictions and cannot be offered worldwide on an unrestricted basis and/or may not be eligible for sale to 

all investors. All information and opinions expressed in this document were obtained from sources believed to be reliable and in 
good faith, but no representation or warranty, express or implied, is made as to its accuracy or completeness (other than 

disclosures relating to UBS). All information and opinions as well as any forecasts, estimates and market prices indicated are 

current as of the date of this report, and are subject to change without notice. Opinions expressed herein may differ or be 
contrary to those expressed by other business areas or divisions of UBS as a result of using different assumptions and/or criteria. 

In no circumstances may this document or any of the information (including any forecast, value, index or other calculated 
amount ("Values")) be used for any of the following purposes (i) valuation or accounting purposes; (ii) to determine the 

amounts due or payable, the price or the value of any financial instrument or financial contract; or (iii) to measure the 

performance of any financial instrument including, without limitation, for the purpose of tracking the return or performance of 
any Value or of defining the asset allocation of portfolio or of computing performance fees. By receiving this document and the 

information you will be deemed to represent and warrant to UBS that you will not use this document or otherwise rely on any 

of the information for any of the above purposes. UBS and any of its directors or employees may be entitled at any time to hold 
long or short positions in investment instruments referred to herein, carry out transactions involving relevant investment 

instruments in the capacity of principal or agent, or provide any other services or have officers, who serve as directors, either 

to/for the issuer, the investment instrument itself or to/for any company commercially or financially affiliated to such issuers. At 

any time, investment decisions (including whether to buy, sell or hold securities) made by UBS and its employees may differ from 

or be contrary to the opinions expressed in UBS research publications. Some investments may not be readily realizable since the 

market in the securities is illiquid and therefore valuing the investment and identifying the risk to which you are exposed may be 
difficult to quantify. UBS relies on information barriers to control the flow of information contained in one or more areas within 

UBS, into other areas, units, divisions or affiliates of UBS. Futures and options trading is not suitable for every investor as there is 

a substantial risk of loss, and losses in excess of an initial investment may occur. Past performance of an investment is no 
guarantee for its future performance. Additional information will be made available upon request. Some investments may be 

subject to sudden and large falls in value and on realization you may receive back less than you invested or may be required to 

pay more. Changes in foreign exchange rates may have an adverse effect on the price, value or income of an investment. The 
analyst(s) responsible for the preparation of this report may interact with trading desk personnel, sales personnel and other 

constituencies for the purpose of gathering, synthesizing and interpreting market information. 

Different areas, groups, and personnel within UBS Group may produce and distribute separate research 
products independently of each other. For example, research publications from CIO are produced by UBS Global Wealth 

Management. UBS Global Research is produced by UBS Investment Bank. Research methodologies and rating systems of 
each separate research organization may differ, for example, in terms of investment recommendations, investment 

horizon, model assumptions, and valuation methods. As a consequence, except for certain economic forecasts (for which UBS 

CIO and UBS Global Research may collaborate), investment recommendations, ratings, price targets, and valuations provided by 
each of the separate research organizations may be different, or inconsistent. You should refer to each relevant research 

product for the details as to their methodologies and rating system. Not all clients may have access to all products from every 

organization. Each research product is subject to the policies and procedures of the organization that produces it. 
The compensation of the analyst(s) who prepared this report is determined exclusively by research management and senior 

management (not including investment banking). Analyst compensation is not based on investment banking, sales and trading 

or principal trading revenues, however, compensation may relate to the revenues of UBS Group as a whole, of which investment 
banking, sales and trading and principal trading are a part. 

Tax treatment depends on the individual circumstances and may be subject to change in the future. UBS does not provide legal 
or tax advice and makes no representations as to the tax treatment of assets or the investment returns thereon both in general 

or with reference to specific client's circumstances and needs. We are of necessity unable to take into account the particular 
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Entrepreneurs 

investment objectives, financial situation and needs of our individual clients and we would recommend that you take financial 

and/or tax advice as to the implications (including tax) of investing in any of the products mentioned herein. 

This material may not be reproduced or copies circulated without prior authority of UBS. Unless otherwise agreed in writing UBS 

expressly prohibits the distribution and transfer of this material to third parties for any reason. UBS accepts no liability 
whatsoever for any claims or lawsuits from any third parties arising from the use or distribution of this material. This report is for 

distribution only under such circumstances as may be permitted by applicable law. For information on the ways in which CIO 

manages conflicts and maintains independence of its investment views and publication offering, and research and rating 
methodologies, please visit www.ubs.com/research-methodology. Additional information on the relevant authors of this 

publication and other CIO publication(s) referenced in this report; and copies of any past reports on this topic; are available 

upon request from your client advisor. 

Important Information About Sustainable Investing Strategies: Sustainable investing strategies aim to consider and 

incorporate environmental, social and governance (ESG) factors into investment process and portfolio construction. Strategies 

across geographies approach ESG analysis and incorporate the findings in a variety of ways. Incorporating ESG factors or 

Sustainable Investing considerations may inhibit UBS’s ability to participate in or to advise on certain investment opportunities 

that otherwise would be consistent with the Client’s investment objectives. The returns on a portfolio incorporating ESG factors 
or Sustainable Investing considerations may be lower or higher than portfolios where ESG factors, exclusions, or other 

sustainability issues are not considered by UBS, and the investment opportunities available to such portfolios may differ. 

External Asset Managers / External Financial Consultants: In case this research or publication is provided to an External 

Asset Manager or an External Financial Consultant, UBS expressly prohibits that it is redistributed by the External Asset Manager 

or the External Financial Consultant and is made available to their clients and/or third parties. 

USA: Distributed to US persons only by UBS Financial Services Inc. or UBS Securities LLC, subsidiaries of UBS AG. UBS 

Switzerland AG, UBS Europe SE, UBS Bank, S.A., UBS Brasil Administradora de Valores Mobiliarios Ltda, UBS Asesores Mexico, 
S.A. de C.V., UBS SuMi TRUST Wealth Management Co., Ltd., UBS Wealth Management Israel Ltd and UBS Menkul Degerler AS 
are affiliates of UBS AG. UBS Financial Services Inc. accepts responsibility for the content of a report prepared by a 

non-US affiliate when it distributes reports to US persons. All transactions by a US person in the securities 
mentioned in this report should be effected through a US-registered broker dealer affiliated with UBS, and not 

through a non-US affiliate. The contents of this report have not been and will not be approved by any securities or 

investment authority in the United States or elsewhere. UBS Financial Services Inc. is not acting as a municipal 
advisor to any municipal entity or obligated person within the meaning of Section 15B of the Securities Exchange 

Act (the "Municipal Advisor Rule") and the opinions or views contained herein are not intended to be, and do not 

constitute, advice within the meaning of the Municipal Advisor Rule 

For country information, please visit ubs.com/cio-country-disclaimer-gr or ask your client advisor for the full disclaimer. 

Additional Disclaimer relevant to Credit Suisse Wealth Management 

You receive this document in your capacity as a client of Credit Suisse Wealth Management. Your personal data will be 

processed in accordance with the Credit Suisse privacy statement accessible at your domicile through the official Credit Suisse 
website https://www.credit-suisse.com. In order to provide you with marketing materials concerning our products and services, 

UBS Group AG and its subsidiaries may process your basic personal data (i.e. contact details such as name, e-mail address) until 

you notify us that you no longer wish to receive them. You can optout from receiving these materials at any time by informing 
your Relationship Manager. 

Except as otherwise specified herein and/or depending on the local Credit Suisse entity from which you are receiving this report, 

this report is distributed by Credit Suisse AG, authorised and regulated by the Swiss Financial Market Supervisory Authority 
(FINMA). Credit Suisse AG is a UBS Group company. 
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