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Global WM&BB

Business model: P&S has 'end-to-end' responsibility
Our client-centric holistic solutions allow clients to gain (guided)
access to top-quality content…

Clients

Products & Services

UBS
Investment Bank

3rd-Party
Providers

UBS
Global Asset
Management

Client Advisors

… provided by the best internal and 3rd-party providers
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Products & Services – the solution provider
Products & Services specialists source and develop the content...

Banking Products

Investment
Solutions

Transaction
Products

Wealth Planning

Wealth Mgmt.
Solutions

Wealth Mgmt.
Research

Client
&

Client Advisor

... that enables the Client Advisors to deliver holistic solutions

Reporting

♦ Accounts

♦ Credit Cards

♦ Loans and Mortgages

♦ Retirement Solutions

♦ Portfolio Management

♦ Private Equity

♦ Hedge Funds

♦ Real Estate

♦ Structured Products

♦ UBS Investment Funds

♦ Financial Planning

♦ Life Insurance

♦ Trusts

♦ Foundations

♦ Art Banking

♦ Corporate Advisory

♦ Corporate Employee
Financial Services

♦ "Buy-side“ Research for
private clients

♦ Asset & Tax Reporting

♦ Custody Accounts
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Local presence of our specialists1

Products & Services has 3'500 specialists in about 20 countries…

… developing, processing and distributing
private wealth solutions1 FTEs, as per March 31, 2006

Americas: 1,104
Asia-Pacific: 210

CH: 1,757

Europe (ex CH): 459

P&S presence per 03/2006
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Products & Services: Personnel development
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Strong increase of our internationally assigned staff…

... in line with the need to be close to the markets
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Invested assets & revenues — WM International & WM CH

Non recurring incomeIA Recurring income

~70%
Recurring Revenues

~74%
Recurring Revenues
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Strong asset growth...

... combined with consistently strong revenue quality
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P&S: Key element of the UBS Client Experience
We not only provide the products, but also the processes...

♦ Pre- and After-Sales support

♦ Scalable IT tools

♦ Efficiency

♦ Global know-how exchange

Leading in Processes

♦ Client-centric

♦ Holistic

♦ Performance

♦ Innovation

Leading in Products

... that enable the client advisor to focus on the client
and to deliver the UBS Client Experience
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Products & Services: Core / satellite approach
A structured approach to create win-win situations...

e.g.
Structured Products

e.g.
Real Estate

e.g.
Private Equity

e.g.
Hedge Funds

Other Satellites

e.g.
Single Bonds

e.g.
Single Equities

e.g.
Investment Funds

Core Offering
Core Offering:

Mandates

Banking Products: Lending

Financial Planning: Wrappers

Wealth Management Research

... for the clients and for UBS
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Offering per client segment (selected examples)

in CHF250,000 1m1 > 50m0

Core Affluent High Net Worth
Individuals KeyClients8Retail &

Mass Affluent

Mandates Mutual funds

Banking
Products

Advanced reporting Large & Structured
TransactionsStandard reporting

Structured
Products

Protection (e.g.
GROI6 )

Performance
enhancement (e.g.

PERLES7)

Leverage (e.g.
warrants)-

Financial
Planning

Personal & family
trusts Tailored trusts-

Alternative
Instruments

Hedge Funds, Private Equity, Real Estate:
Fund of funds solutions

HF, PE, RE:
Baskets & single

strategies
-

Family trusts

Managed fund portfolio

Active advisory

Absolute return

PM2 / MIP3 / SIP4 / CHIP5

1 CHF 2m for Wealth Management International
2 Portfolio Management
3 Managed Investment Portfolio

4 Special Investment Portfolio
5 Choice Investment Portfolio
6 Guaranteed Return on Investment
7 Performance Linked to Equity Securities
8 Client with invested assets of CHF 50m+

Our solutions are tailored to the needs of different segments –
however, size is only one segmentation criteria
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… to create a promising return potential

This discretionary mandate includes many sources of added
value...

Example1: UBS Managed Investment Portfolio (MIP)

1 Graph does not show actual values and may serve for illustration purposes only

Performance
potential

Traditional
Portfolio:

Bonds and
Equities

Innovation
and

Optimization:

Enhanced
Bonds and

Equities, plus
Hedge Funds,
Commodities

and Real Estate

Tactical Asset
Allocation:

Access to global
UBS investment
management
capabilities

Institutional
Instruments:

Exploiting
investment size
effects (efficient
implementation

and pricing)

Open
Architecture:

Identification
of proven

manager skills
(UBS and
3rd party)

Managed
Investment

Portfolio
(MIP)

Added
value

Best Global
Private Bank,
Euromoney
2004 - 2006
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Client advisor support: Pre- and after- sales services
'Wholesaling': Products & Services specialists are dedicated to
directly supporting client advisors...

Pre-Sales

♦Client-based
suitability analysis
(partially tool-based)

♦Product education

♦Marketing & sales
materialSales

♦Straight-through-
processing tools

♦Personal support by
solution specialists

After-Sales

♦Client reporting

♦Solution review

♦Follow-up
recommendations

... partnering to drive business growth and profitability
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Client advisor support: Pre- and after- sales services
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Example: Products & Services US – our key initiatives

Wealth Management Research

Alternative
Investments and

Structured Products

Retirement Offering

(Discretionary)
Mandate Business

Banking Products

We identified key opportunities...

... implementation is well under way
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Products & Services value proposition to UBS shareholders
Products & Services creates value…

P&S Contribution Value Drivers

♦ Need-based, value-added
solutions

♦ Innovative offering

♦ Consistent offering
♦ Sales support
♦ Tool support

♦ Scalability
♦ Hiring discipline

♦ Purchasing power
♦ Risk management

Effectiveness

Productivity

Efficiency

Return
on Assets

Invested
Assets &

Loans

Personnel
expenses

Other
expenses

Profit
before tax

Income

Total
expenses

… and client satisfaction!
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Questions……
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