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Magdalena Stoklosa 

Okay. Good morning, everyone. And of course, I'm delighted to have Ralph Hamers with us at the financials 
conference, of course, the CEO of UBS. And we're going to start our fireside chat with a polling question just 
to kind of see what the audience kind of think would be the most important driver for share price over the 
next 12 to 24 months. I'm not going to kind of read the answers, but we've got 10 seconds to vote, please. 

Okay. I think we're going to cover pretty much all of this in our conversation, but thank you very much. 

Magdalena Stoklosa 

So Ralph, let's start kind of top down. What are kind of your thoughts on the current global backdrop, but of 
course, also on the events in the U.S. from -- kind of from last week and maybe let's address what you see as 
the impact on the industry and impact from UBS? 

Ralph Hamers 

Yes. Well, I think the developments are very unfortunate, right, let's start with that. In times like this, I think 
you have to pay a lot of attention as to what is truly happening, what is the root cause of what's happening 
and what effect does it have for us. 

Basically, the first thing is, how do our clients kind of react to this, right? So for us, it is really important, such 
a client-focused institution, to be very close to your clients, make sure that they have the latest information, 
that they know what to do and advise them going through. And since we are a very large wealth manager in 
the U.S., where basically a lot of this is happening, it's been really important for us to stay very close to our 
clients, which we have done. 

Now what we see there is that what we saw already in the fourth quarter and coming through in the first 2 
months here as well is that you see a continuation of what we would call the mix shift from deposits into 
money markets, T-bills all within our own kind of platform. So -- but that's basically -- and it shows the 
sophisticatedness of our clientele, right, so that's a clear indicator as to the sophisticatedness. 
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We don't see that changing now either. I mean, that continues. The last couple of days, as you may expect, 
there is -- we've seen inflows, right? So -- but I mean, this -- you can't really draw conclusions from that in my 
view. It's a reaction at first is clearly a flight to safety from that perspective. But I think 3 days don't make a 
trend. 

But yes, I mean, that's a normal reaction, I think, of the market to come to places like ourselves. But again, 
the underlying clientele stays the same clientele, so you can expect a very rational behavior as to how they 
kind of deal with that to go work further. 

And then clearly, from our own particular bank situation, yes, I mean, our LCR is 164%. Our net stable 
funding ratio is 119% [Edit: 119.8%]. So yes, we have a highly liquid HQLA portfolio where cash is an asset, 
so highly invested in cash, $170 billion of cash in our HQLA, so very prudent. 

Magdalena Stoklosa 

Perfect. We you've touched upon it a little bit, but let's talk about the client sentiment kind of in general. I 
know, the last couple of days kind of from providing a little bit more volatility. But of course, 2022 has been 
an incredibly uncertain year. 

Of course, we had the war in Ukraine. We've got the rising energy prices. Of course, we had the inflation 
going up very significantly. How do you see kind of clients navigating 2023 or kind of the end of '22 
because... 

Ralph Hamers 

No. So I think it's a very good question. I think what you saw in the -- in '22 started all fairly positively, right? 
We all remember that the year back just before the war, everything was very positive, whatsoever. And then a 
lot of uncertainty came. 

The markets reacted heavily on it. The market moved from what we call micro, which is equities to fixed 
income in the second half and all that. Our clients were more in a wait-and-see patterns towards the second 
half. But nevertheless, if you stay close to your clients and you show that -- you have to advise them and 
guide them through also more difficult times really, that you saw that our flows were very strong, and that 
new fee generating asset of $60 billion on the wealth management side. 

Also on the asset management side, $25 billion of net new money coming through for the year, so strong 
flows for being very well connected with your clients. We had a record year in markets last year as well. We 
outperformed on the banking side, although that was not kind of the best banking year, but we 
outperformed there as well, but very much on the advisory side as well. 

So '22 was a very good year, although, clearly towards the end very much a wait-and-see pattern with our 
clients. And maybe towards the last part of it, you've got some more positive news coming from Asia, China 
opening up. And that basically showed them the markets to kind of return a bit going up again. 

Equity markets, that we have seen not really continuing. 
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In the beginning of January, we saw a continuing rally. But if you look at where we are right now, markets 
are up a bit from the beginning of the year. And what expect going forward, the U.S. will have a difficult 
year, economically a difficult year, inflation coming through higher rates, industries, sectors getting used to 
higher rates in leverage businesses. 

On the Asia Pacific side, we actually do continue more positive momentum and sentiment. We will hear more, 
I expect, within the China Development Forum that is happening in 2 weeks' time there as well as to what 
kind of inputs that can give on the Asian side as well. 

And then an important business for us is, of course, Switzerland as well, where Switzerland is kind of the one 
that seems to always be able to manage things in a more stable way. So rates still low, although we expect 
rate hikes, but still low. 

Now if I then kind of projected to this -- to kind of translate this to business activity, markets where we play, 
like Asia Pacific and EMEA, the [Edit: exchange] trading flows in the markets are 25% to 30% down from last 
year. In the U.S. 10%, but we're overweight EMEA and APAC, and that's where you see markets having 
lower activity coming through. 

Then on Asia Pacific, we think this will kind of give more race to -- more rise to more activity, transaction 
activity more in the second half of the year also from a wealth management perspective. 

If you look at NII, also because of the rates movements and also the mix shift, we stand by our guidance for 
the first quarter, but on the lower end of single-digit growth versus the fourth quarter on NII. Clearly, 
Switzerland, underlying, still profiting from raising rates. But in the U.S., the mix shift and -- is having its 
impact, but in line with our guidance, but on the lower end of that guidance. 

We still see flows coming in, so that -- also in terms of net new fee-generating assets, we see that coming 
through. So the 5% over the cycle, we also feel that, for this year, that is achievable. We don't see that 
necessarily hampering. But it's -- it doesn't look easy, let me put it that way, right? So I think that industries 
are challenged. Things are unclear. Clients are in a wait-and-see still. 

Magdalena Stoklosa 

Yes. Absolutely. Let's maybe take it a little bit more with the kind of regional lens. You've talked about kind 
of APAC, the transactional activity potentially returning in the second half of the year. But if we look at it, it is 
a little bit more kind of structural. You are the largest wealth manager in APAC, of course. 

How do you think about building on that scale? How much of an advantage can that scale give you, 
particularly in wealth? And of course, also, let's augment the conversation with the investment banking 
franchise because it is very strong. And also on top of that, it provides that kind of extra layer from a 
perspective of potential growth of the business overall. 
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Ralph Hamers 

Yes. So in Asia, clearly, I think we have double the investment there in invested assets in comparison to the 
next player, right? So we are a very large player. We are a top-quality brand. We have a very good client 
franchise, high net worth, but even more ultra-high net worth. And we have a strong investment bank, as 
you said, #1 in Equity Capital Markets last year. Best investment bank in Asia and Australia last year as well. 
#1 in cash equities -- or strong cash equities franchise as well. 

And the reason why I'm mentioning that is that the interplay between wealth management and investment 
banking is probably even more important than in Asia than anywhere in the world. And that is by virtue of 
the sort of clients, the sort of wealth that is being created there, where, if you look across the different 
regions, you see, specifically also in Southeast Asia, a lot of family offices on the back of companies growing 
very fast because of demographic development, therefore, wealth being created very quickly over time. 

However, those families are not necessarily having the right family infrastructure, looking for liquidity in the 
stakes they have. That's where the interplay with the investment bank comes either on the financing side, but 
also, just as an example, families that are looking for selling a minority stake where, basically, we get to 
manage for through on the banking side and actually bring another family in, that families like to support 
families, and that's the interplay that is important there. 

Now if you then take a step back and so more strategic, China is, of course, very important to us, having 
been there for 40 years, the go-to investment bank in China as we are with now owning 67% of our 
securities business there. That will -- with a -- with the market coming back, that will be in a very good 
position to have. 

The continuation of the buildup of a middle class in China through the common prosperity policy will be good 
in general for asset managers because all of that money will be have to be invested for not only the rich 
because, basically, the wealth buildup in Asia, we expect to move from a pyramid -- or in China, I should say, 
from a pyramid to more true as an oval. And with that, it is more widely spread. And therefore, professional 
asset management services are important for China as well. 

On the wealth side, active already on the offshore side, also on the onshore, but the offshore is more active 
for us than in the onshore. We just launched a more digital play in WE.UBS. So that is more longer term. 

Then on Southeast Asia, where we were, as I just alluded to, there's a lot of wealth creation on the back of 
entrepreneurial wealth, where there is many liquidity moments, either partial liquidity moments in order to 
reinvest in new initiatives, that's where we are basically focusing on growth through close relationships with 
these families, our, what we call, global family and institutional wealth approaches. 

Family office competence centers that we basically develop and helping families setting up those family 
offices, how does it work. We have platforms where we connect different players. So that's the way we go 
about Asia. We're very confident about the potential of Asia. 
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Magdalena Stoklosa 

Yes. Perfect. Now let's move on to Switzerland. We talked a little bit about it. There's this kind of very, very 
kind of stable high-return generator for you. But of course, kind of looking forward, where is growth there? 

Ralph Hamers 

Yes. So that's a good question because if you just look at who we are in Switzerland, right, so we bank about 
1/3 of the households and 90% of the multinationals. Clearly, we are not the only bank with them, right, so 
there's more banks as well. That is good. 

So we have a very stable base, a very strong market share there as well. We've been called the best bank in 
Switzerland by Euromoney for 8 years since 2012 or something like that. So a very good base and -- but I do 
think it can further be improved. And that's not only because of the rate movements, right, so that our 
revenues can improve. But literally, I mean -- so our team there is doing a really good job focusing on pockets 
of growth. 

For example, in the more consumer area, where we see we can grow more in pension business, in mortgages, 
in sustainable finance, we expect to be able to also improve our digital offering. We are already kind of the 
digital leader. And one may expect for me that I think this is very important to build out that leadership where 
we have seen that with some small changes over the last couple of years, we have now 61% active mobile 
users and 30% mobile users that have -- that only use mobile, right, mobile-only users through the launch of 
key4, which is very successful. Just last year gaining 37,000 new consumer clients as well, not only through 
key4, in general, because of our positioning. So there is growth there. 

But on the other side, digital also helps you keeping costs in the control. And I think that's what the team is 
doing effectively as well. We were the first area where we introduced agile 2 years ago already. So they have 
gone through the adjustment. So changes coming, smoother, faster, cheaper, et cetera, et cetera, et cetera. 

So I think the Swiss franchise is a very important franchise for us. It is the foundation of what we have built 
also globally. It is a very healthy franchise. We do see prospects for growth literally growth, not only revenue 
growth on the back of NII, but also being able to keep costs under control by continuous digitization of our 
services. 

Magdalena Stoklosa 

Perfect. And then, of course, none of those conversations would have been complete without, of course, the 
Americas because you've got, I mean, a huge business for you, $1.5 trillion in invested assets. Of course, also 
a biggest revenue contributor to the group. How do you capture the opportunity from here? And maybe also, 
how do you assess your competitive positioning in the U.S.? 
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Ralph Hamers 

Yes. Clearly, we are very specific players, right. So if you just look at who we are, we are, I guess, the 
challenger, right, in the U.S., the #3 or 4 player in U.S., with 6,400 [Edit: approximately 6,200] FAs very much 
focused on high net worth and ultra high net worth. Those are the segments that we also grow -- we would 
well in globally, right? 

So that's also where our global experience, our global products, our global approaches find fertile ground in 
the U.S. market, right? So the global connection really helps us on that as well. If you see what we have been 
able to pull over the last couple of years in the U.S., just over the last 5 years, our invested assets have grown 
30%. Our profit before tax has grown 35%, right, and our FAs have gone down by 9%. So you see an 
amazing improvement in FA productivity and profitability as well. 

Point now is where do we go from here, as you said. So where do we think we can continue? And how can 
we continue to grow in the U.S.? So first, the market will continue to grow. The U.S. wealth pool, specifically 
in the 2 wealth bands that we play in, we expect [Edit: the wealth pool] to continue to grow between 9% to 
11% until -- this annual growth until '26. So we're already playing in the geography where growth is highest 
and in the wealth bands where we expect most growth. So that's one. So that helps us anyway. That's the 
tailwind, so to say. 

But then the question is how do you make sure that you benefit from that tailwind. And there, our focus on 
what we call global family office and institutional wealth, so the whole setting that we have developed so 
successfully in Asia, now also implemented in Europe, but also now bringing it to the U.S., that should help us 
really at the top end where the combination of some of the investment banking services into the wealth 
business, into those really big lines, I think that's a winner. That's an absolute winner. So we're doing that as 
we speak. 

Then you have the army of financial advisers, right, the ones that really know our clients well, and these are 
absolutely crucial for us, these ambassadors. How do you support them better than before? And -- so first, 
you do that through ensuring that the way they work is as smooth and as good and yes, as digital in the end 
as possible. Because they should really not lose time on operational issues, but they should really spend their 
time with their clients and advice. 

So we launched a new FA workstation last year. That has landed well. We have an adoption rate of 95%, 
which is quite high because the FAs really know what they want. So they don't just accept things that you 
release. I mean, they are -- they really know what they want. However, we also have to make sure that all the 
functionalities that we need to release on that platform, that comes smoothly as well. 

That's why we're changing also in the U.S. to agile, which, basically, moves away from waterfall, big releases 
to small releases or derisking the releases, making sure that we do it in a safe and a cheaper way as well. So 
that's one initiative in order to support the FAs. 

The second one is more global product. You've seen that we're very successful on the SMA side, growing very 
fast, now over $125 million [Edit: billion], which is an asset management product sold through the FAs, more 
structured products that we feel there is opportunity there as well. So supporting them the way they work, 
supporting them with more sophisticated products. 
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And then the third element of growth; how can we help them do more banking business. We launched our 
banking services a couple of years ago. We have [Edit: added] $48 billion of deposits, $41 billion of loans 
[Edit: from 2019] distributed through our FAs, but we need for a new product. 

And also there, we have now moved to the agile way to deliver products as well. So new products on the 
banking side does not only help them to have a more strategic conversation sometimes with their clients, 
makes the client base also a little bit more sticky for them to be able to kind of develop that relationship as 
well. But it's also good for us on the balance sheet business, right? 

So those are the real growth factors. And clearly, also there, we are looking at how to align some of the 
investment banking business that we have in order to support that, how do we further rely on the asset 
manager. Already done really successfully through SMAs and some of the alternative products in order to 
support our wealth business there. 

Magdalena Stoklosa 

And kind of give you a really nice kind of intro to my next question. I wanted to ask you about the ways of 
monetization between, of course, wealth investment bank and asset management. You gave me some of the 
examples. 

SMAs in the U.S. have been very successful for years for you. What do those division effectively bring? You 
talked a little bit about Asia, but what do those divisions brings to wealth? And how are those opportunities 
in your mind kind of evolving? 

Ralph Hamers 

Yes. Well, actually, this goes back to what we really see ourselves, right, like -- so we feel ourselves -- we see 
ourselves as the leading global wealth manager. And for that, you have to be a very strong investment bank 
as well, not in everything, but in the particular products that are important. 

That's why we're happy to be top 5 in equities and the top 3 in FX because these products are very important 
for our wealth businesses as well. And if we are not actually in the investment bank in these markets 
activities, then we have nothing to offer to our wealth clients because you can't be second-grade investment 
bank in offering our sort of wealth clients. You've got to be one of the best. That's just what it is. Otherwise, 
we should not do it, right? That's one. 

Second, also for our investment banking business, we still feel that they should also stand on their own feet in 
terms of that they have to make their returns, right? And over the last 3 years, they have been really good at 
making the returns every year. Again, even with a weaker quarter last year, in the fourth quarter, they're 
making their returns on capital, which is really important to us. 

And they are incredibly in the way Rob runs the investment bank is incredibly flexible as to the capital 
allocation that we have there. We basically want to be a capital-light business overall. Therefore, also, the 
investment bank is capital-light. And in order to be capital-light and being competitive, you've got to be very 
flexible in the way you use your capital. So -- and you see that coming through in the revenue over risk-
weighted assets, which is the highest in comparison to all peers. They're doing a really good job there. 
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And then in terms of product, what is particularly important coming from the investment bank there is that 
the first one is direct market access. Our clients, certainly more on what we call the GFIW clients, the global 
family and institutional wealth clients, I mean, they're our institutional clients, semi-institutional clients. They 
want direct market access. 

It is product solutions, but very specific product solutions, which are close to also institutional products, but 
then the first derivative for a smaller client. Portfolio solutions, portfolio analysis that we develop algorithms in 
the investment bank for the institutional clients, and that we can also use the derivative of those for smaller 
portfolios in order to detect abnormalities in investment portfolios for our wealth clients and see how we can 
further optimize that as well. 

Then quantitative investment strategies that we develop on the investment banking side as well, financing, 
banking, all of that as well. So you see that the whole product range of the investment bank is crucial for our 
wealth manager there. 

On the asset management side, it goes maybe even a step further. 1/3 of our asset management products is 
basically distributed through our own wealth manager, right? And we are open architecture, so these must 
be damn good products because, otherwise, we can't just distribute our own product. That's not what we 
believe in. 

We distribute our own product. But if we feel this is best in class, right? So -- and the asset manager, we 
manage on one side for scale in those areas where scale makes a difference. But on the other side, the asset 
manager really looks at what is it that is needed in the market. And therefore, you see that, for example, on 
the specialties for them, which is sustainability, we have $170 billion of invested assets, in our asset 
management on alternatives, $150 billion. As amazed as it was just separately managed accounts, as we call 
them in the U.S., $125 billion. Money market is $120 billion. 

You see that it's very, very specific, a very focused business there, making sure that we have really good and 
best-in-class products and services there that we can also distribute to our own clients. So -- and that is 
basically what we want from the asset manager as well within our portfolio of capabilities, as I call it, not so 
much divisions because, yes, we have to run the business in divisions, but what we need for our clients is 
capabilities. And the way we organize the capabilities is in the divisions. 

Magdalena Stoklosa 

Yes, yes. Okay. I'll stop. Yes, exactly. I'll stop here and kind of -- and take some questions. Maybe the 
gentleman at the back. 

Audience member 

Your main competitor is literally collapsing today again, and I can imagine that the Swiss Central Bank has 
already had conversations with you for potential scenarios. So I would like to understand if you have any red 
lines, any areas of interest in a potential breakup, on a potential rescue, on a potential whatever are the key 
scenarios there. I can imagine a disorderly collapse of your main competitor would be very bad for the Swiss 
economy. So what is your view on the current situation? 
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 Ralph Hamers 

I think we have many competitors, by the way. So -- and I think what is important for you is that we're truly 
focused on our strategy, which is an organic strategy. That's what we do. And I can't kind of answer 
hypothetical questions. So it's -- I've always learned in my trainings not to go into hypothetical questions, 
right? So yes, we are focused on ourselves, and that's what is really important at this moment in time, I think, 
as well. 

Magdalena Stoklosa 

Fair enough. Do we have more questions from the audience? Right up front. 

Audience member 

Can you talk about the stickiness of your deposits, especially given the specificity of the wealth management 
business? 

Ralph Hamers 

So we have a very diverse deposit base, right? So in Switzerland alone, we have $180 billion in P&C and $50 
billion additional -- it's $180 billion, plus $50 billion in Switzerland alone, right? So it's -- so our deposit base 
is highly diverse across the globe. And with the large part, I think $540 [Edit: around 530] billion and then 
$180 billion in the consumer bank in Switzerland and another $50 billion in the wealth manager in 
Switzerland there as well. 

So it's pretty sticky. Having said that, what is important is that you manage your liquidity rates as well. And as 
I said, our HQLAs invested in cash alone is $170 billion as well. So it's -- we see cash as an asset class there. 
And the way we replicate our deposits, we have a bit of a barbell, as well, where we are very much in the 
short and a bit on the back end. So it's -- so that's what I can say about that. 

But clearly, I mean, given the high net worth individuals, we have a bit of a higher deposit beta normally, 
right? So it's on that side, not so much in the Swiss business. 

Magdalena Stoklosa 

Any more questions from the audience? Okay. I'll be -- I think I'll have time to be back. So a couple of more 
things, which I think we cannot just not catch. So one is, of course, capital. Year after year, you would 
generate very substantial organic capital. And of course, you're trading above book value. 

What at kind of -- so 2 things. How do you see your kind of current share buyback kind of program? Is there 
a potential foreign kind of upside in that one? But also, at what point would you consider M&A to be more 
attractive versus the capital returns or organic growth? 
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Ralph Hamers 

Yes. So first, go back to the way we manage capital. So we are highly capital generative, as you said, and the 
reason for that being is the type of business that we do, but also the fact that we have a very high discipline 
and not using too much capital for the business that we want, right, and that's one. 

Second, the way we go about the allocation of our capital first is to ensure that we have a very safe balance 
sheet. So we have high CET1. We strive to have a balance sheet that is there for all weather circumstances. 
And therefore, we always want to manage it around 13%. We're currently at 14.2%. So that's the first 
allocation of capital generation that we have is ensuring that we have a strong balance sheet also going 
forward. 

Second then is if we can grow or we want to grow, and if it needs a bit of capital, we don't mind giving it a 
bit of capital. But as I said, we want to be disciplined in the use of capital for our growth. And that's also 
where the comparison with if there is inorganic growth opportunity, you would want to compare it to that 
side, right, where if you would normally grow organically versus inorganically, that's the comparison that we 
would make there. 

And then the third one is, clearly, we want to pay an attractive dividend, which is progressive over time. And 
then whatever is left and what we feel -- if we feel that we are still attractively valued to do share buybacks, 
which we feel, we think that we have some upside in our share price, we continue buybacks, right? 

So just last year, we generated $7.6 billion of net profit. We paid out $7.3 billion in a combination of 
dividends and a share buyback of $5.6 billion. Now for this year, we have guided our share buyback to be 
over $5 billion. We are currently at $0.8 billion, so $800 million for that purposes and $600 million for 
hedging purposes on the personnel side. So we are progressing in our buyback, and we will see how the year 
comes whether we can give updates there. 

Magdalena Stoklosa 

As it comes, okay. All right. I'm going to look at the audience. Any more? Okay. So let's -- the last things we 
haven't kind of talked about is the costs because, of course, you've controlled costs kind of particularly over 
kind of '22. There are no doubt, quite kind of large inflationary pressures, we're all kind of -- we're all dealing 
with. So could you tell us about the areas you're most focused on to kind of to keep up that kind of cost 
discipline? 

Ralph Hamers 

Yes. So I maybe going back, when I start, we -- one of the first things we did is looking at the cost 
opportunity, right? And then we came out with this $1 billion savings program in order to fund to the extent 
we would expect the returns to come from, as well, our own growth, and that's what we have been doing. 
That's why we have been able to keep our cost under control, while growing and, with that, generating a 
cost-income ratio of just over 72% last year. 

Now we are basically performing under that $1 billion cost program. We have even increased that cost 
savings program to $1.1 billion in terms of the opportunity that we see. And if you then kind of translate that 
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to what are these that we are guiding in terms of cost growth for this year, it is 2% to 3% ex-foreign 
exchange and litigation, right? 

Now the way we go about cost is, truly, that if the revenues are there, we would allow a little bit more 
spending in investment. If the revenues are not there, we will look at how we can maintain our cost base, and 
that's -- that's -- we literally separate the 2, right? So we just don't manage on cost/income ratio and hope it 
will end there. 

We have also, in our KPIs, and you can see that also in the annual report, we separate revenues from cost. So 
the cost is a separate target from the revenues. However, if the revenues are better, we would allow a bit 
more. If the revenues are a bit less, then we would look for further cost measures as well. And that's the way 
we, as a team, have agreed to continue our discipline on cost. 

Magdalena Stoklosa 

Okay. Let's maybe talk about kind of margins as well because we've talked about various kind of -- various 
revenue kind of potential. And how do you think about defending your revenue margins, particularly in 
wealth? Maybe let's... 

Ralph Hamers 

Yes. So I think there's a couple of things. So first, -- so the first thing is, where do you really grow, right? So I 
think the first thing for us is if you want to grow, where do you want to grow? And we want to grow in 
those areas where we also have the most tailwind, right, which is Asia and U.S. 

The U.S. [Edit: wealth pool] is expected to grow between 9% to 11% until '26, a CAGR -- that's a CAGR. 
And I think in Asia, the CAGR is like 7% until '26. So having exposure to those 2 regions helps you, at least, 
in the growth and with that also your margins, because the margins are also a matter of cost versus revenues, 
right? So -- and if you grow, then you gain in scale as well. So that's one. 

Then the second element there is do you grow in what one could call more affluent businesses for which you 
need even more scale? Or do you grow in what we are very good at is high net worth and ultra-high net 
worth, right, where you may not need perfect skill certainly in the top? However, you also know that at the 
top, the margins are sometimes a little bit smaller. 

Now the way it has, by the way, now been developing for us over the last 5 years is that we've actually been 
able to improve our margins. So we have a net margin improvement, whereas the gross margin has 
decreased by 4 [Edit: 5] basis points. The cost margin has improved by 9 -- by overall 7, so 7 [Edit: 9 basis 
points]. So the net margin has improved by 3 on 14 to 17, and that is because of the cost side of things as 
well, right? 

So -- and that is more in what you do, looking at the cost discipline, looking at further digitalization and the 
efficiency. And of course, there is always an element of scale as well. And so exposure to growth helps always 
in margins in general because it is a scale effect. Then the type of clients that you're after where scale is 
relatively more or less important or where you can have specific volumes coming through, and then it is 
managing your margin. So -- and that's the recipe also going forward and see how we can defend it. 
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Magdalena Stoklosa 

Exactly. One last chance before I -- before we wrap up. Okay. So do I actually have a couple of minutes. So 
my last one -- no, because you know what... 

Ralph Hamers 

You are very well prepared. 

Magdalena Stoklosa 

Good. Let's talk about the technology because it's one of the topics that you are quite vocal about. And of 
course, there's been a kind of shift from the perspective of the technology stack at UBS. And of course, 
whenever we talk about costs, whenever we talk about scale, whenever we talk about efficiency, there is this 
kind of technology angle to it. 

So could you kind of tell us what has changed or kind of what the biggest changes you saw that kind of from 
your experience as an organization over the last kind of 3 years and the value it's bringing? 

Ralph Hamers 

Well, I think we're still in that change, right, and that change will never, never stop anyway. But I do think 
that the biggest change for us is not looking at technology as an enabler, but as a differentiator, right. 

So if you manage a business, you want to look at your resources, and you have balance sheet resources, 
capital resources. You have people resources. And then technology is also a resource, and business people 
have to be more involved in deploying technology as a resource to do a better business rather than thinking, 
okay, yes, okay, I can play with the balance sheet and the capital, and I can play with my people and a bit of 
product development, and that's the way I manage our business. 

And the rest is for the technology guy. That may have been good in the past, but we know that there is just 
no industry in the world that is not touched by the importance of technology, not only in terms of efficiency, 
but in terms of how you deliver to your clients. And therefore, now it is a resource that needs to be managed 
by the business and owned by the business. And that's a big change in terms of looking at technology as a 
differentiator rather than only an enabler. That's one. 

Second, what we have been doing since is that, while we kept the budget more or less stable, we have been 
able, through the agile way of working front to back where we now have more than 18,500 people working 
that way. We have been able to be much more productive with the dollars going into the investments. That -- 
how do you do that? You move away from waterfall delivery, which are big projects with big mistakes and 
big tickets to agile delivery, which is quarterly planning and 2-week sprints. And every 2 weeks, checking, are 
we still going in the right direction, is it still worth continuing to investment, et cetera, et cetera, et cetera. 
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That's how you derisk it. That's how you make it more effective, and that's also how you can test whether 
things are literally having the effect that you had assumed would be the effect, either in terms of efficiency, in 
terms of client experience or whatsoever. 

Then third, it is about bringing an engineering culture. So if at all of this you see technology as a resource, 
you should also have your own engineers and not necessarily see this as a cost, but you see it as a capability 
that you want to develop yourself because you want to influence what you do. 

And with that, we have been able to also clean up our technology stack in terms of -- just last year, we 
decommissioned 600 applications. We're now 64% on the cloud, of which 60% on public cloud. So you see 
that the underlying technology, we're also just kind of renewing and improving and making more efficient 
and more flexible. So it is those 3 elements that are important. 

Magdalena Stoklosa 

And a huge value, ultimately. 

Ralph Hamers 

Sorry? 

Magdalena Stoklosa 

And a huge value, ultimately, for the entire organization. 

Ralph Hamers 

Exactly, exactly. 

Magdalena Stoklosa 

Superb. Ralph, thank you very much for being here with us today, and thank you -- yes. Thanks, everyone, for 
listening. Thank you. 

Ralph Hamers 

You're welcome. 
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Cautionary Statement Regarding Forward-Looking Statements | This document contains statements that constitute “forward-looking statements,” 
including but not limited to management’s outlook for UBS’s financial performance, statements relating to the anticipated effect of transactions and 
strategic initiatives on UBS’s business and future development and goals or intentions to achieve climate, sustainability and other social objectives. While 
these forward-looking statements represent UBS’s judgments, expectations and objectives 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. The Russia–Ukraine war has led to 
heightened volatility across global markets, exacerbated global inflation, and slowed global growth. In addition, the war has caused significant population 
displacement, and if the conflict continues or escalates, the scale of disruption will increase and continue to cause shortages of vital commodities, including 
energy shortages and food insecurity, and may lead to recessions in OECD economies. The coordinated sanctions on Russia and Belarus, and Russian and 
Belarusian entities and nationals, and the uncertainty as to whether the war will widen and intensify, may have significant adverse effects on the market 
and macroeconomic conditions, including in ways that cannot be anticipated. This creates significantly greater uncertainty about forward-looking 
statements. Other factors that may affect our performance and ability to achieve our plans, outlook and other objectives also 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), liquidity coverage ratio and other financial resources, including 
changes in RWA assets and liabilities arising from higher market volatility; (ii) the degree to which UBS is successful in implementing changes to its businesses 
to meet changing market, regulatory and other conditions; (iii) increased interest rate volatility in major markets; (iv) 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, currency 
exchange rates, the effects of economic conditions, including increasing inflationary pressures, market developments, increasing 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, including the COVID-19 pandemic and the measures taken to manage it, which have had and may also continue to have a significant adverse 
effect on global and regional economic activity, including disruptions to global supply chains and labor market displacements; (v) 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); (vi) changes in central bank policies 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; (vii) UBS’s 
ability to successfully implement resolvability and 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, or other external developments; (viii) UBS’s ability to maintain and improve 
its systems and controls for complying with sanctions in a timely manner and for the detection and prevention of money laundering to meet evolving 
regulatory requirements and expectations, in particular in current geopolitical turmoil; (ix) the uncertainty arising from domestic stresses in certain major 
economies; (x) changes in UBS’s competitive position, including whether differences in regulatory capital and other requirements among the major financial 
centers adversely affect UBS’s ability to compete in certain lines of business; (xi) changes in the standards of conduct applicable to our businesses that may 
result from new regulations or new enforcement of existing standards, including measures to impose new and enhanced duties when interacting with 
customers and in the execution and handling of customer transactions; (xii) 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; (xiii) the effects on UBS’s business, in particular cross-border banking, of sanctions, tax or regulatory 
developments and of possible changes in UBS’s policies and practices; (xiv) 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; (xv) 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; (xvi) 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; (xvii) limitations on the effectiveness 
of UBS’s internal processes for risk management, risk control, measurement and modeling, and of financial models generally; (xviii) the occurrence of 
operational failures, such as fraud, misconduct, unauthorized trading, financial crime, cyberattacks, data leakage and systems failures, the risk of which is 
increased with cyberattack threats from nation states; (xix) 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; (xx) 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; (xxi) uncertainty over the scope of actions that may be required by UBS, governments and others for UBS to 
achieve goals relating to climate, environmental and social matters, as well as the evolving nature of underlying science and industry and the possibility of 
conflict between different governmental standards and regulatory regimes; and (xxii) 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 US Securities and Exchange Commission (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 2022. 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. 

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.  

Alternative Performance Measures: In addition to reporting results in accordance with International Financial Reporting Standards (IFRS), UBS reports 
certain measures that may qualify as Alternative Performance Measures as defined in the SIX Exchange Directive on Alternative Performance Measures, 
under the guidelines published the European Securities Market Authority (ESMA), or defined as Non-GAAP financial measures in regulations promulgated 
by the US Securities and Exchange Commission (SEC). Please refer to “Alternative Performance Measures” in UBS’s Annual Report for the year ended 31 
December 2022 for a list of all measures UBS uses that may qualify as APMs.  
© UBS 2023. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved. 


