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Erika Najarian 

Good morning, everybody. I know everyone is still abuzz from the Super Bowl last night. But I'm really excited 
to be in the room with you this morning. So, kicking off with the keynote fireside chat, I have with us our 
Group CEO and the President of our Executive Board, Sergio Ermotti. Welcome.  

Sergio P. Ermotti 

Thank you.  

Erika Najarian 

So, before I kick off the chat, I just wanted to have a housekeeping question. If you do have a question for 
Sergio, at the end, use the QR code and your question, if you type in it will pop up in this fancy little iPad 

So first, Sergio, let's start with what happened in 2025. We reported last Wednesday. So, maybe a good way 
to start is, talk a little bit about our full-year results and our key accomplishments from 2025. 

Sergio P. Ermotti 

Well, first of all, I think that for us was very, very important last year to get traction again in staying close to 
clients, helping them navigate a very complex environment, and growing our business. The fact that we 
surpassed the $7 trillion invested assets level was quite a remarkable achievement. I think that financial results 
were also very strong and up substantially year-on-year. And when I look at, finally we are getting above cost 
of equity. This huge restructuring has been quite costly in the last couple of years. So, being through the 
barrier of achieving at least our cost of equity from our core and underlying performance point of view was 
very important. So, we still need to finish it. But very, very important.  

It was very important to see all regions, all businesses contributing to the PBT growth expansion. So, the value 
of our diversified business model has played out once again if you look at, from a geographic standpoint of 
view, Switzerland is quite large. But also, when I look at Asia, US and EMEA are equally profitable.  
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And of course, the integration is almost done. Last year was a major milestone. We migrated 950,000 clients 
from the Credit Suisse platform in Switzerland into the UBS one. This week or last weekend, we migrated 
50,000 clients among the most complex. We now need to go through the last 100,000 in March. And then, 
finally, we will be able to shut down all data centers, IT systems that are de facto worth something like a 
couple of billions or more of synergies. So, we achieved the logistical part of the integration, quite complex, 
quite risky in a sense, but also achieved our cost savings target, so almost $11 billion of cost savings since we 
started. We identified also an extra $0.5 billion, so.  

And last but not least for me, it's very important that we are also delivering on our capital returns promises to 
shareholders. We increased our dividend by 22%. So, if you look back in from 2022 onwards, a quite 
substantial improvement of our dividend, cash dividend. We also delivered $3 billion of share buybacks.  

And last but not least, I would say really is also, we are not just managing yesterday, but we are also investing 
for the future in terms of investing in people, capabilities, AI and preparing for the next steps because, of 
course, one of the biggest, call it, impediments that we had in the last two years that while doing such an 
integration, which is unprecedented in banking between two G-SIBs, there is very little you can do in your 
operating model. You need to really rely on a clear operating model and reducing the operational risks. So, 
that means that you are not able to adapt or change or optimize for the future.  

Now, with the integration almost over, we now have again with Bea Martin, a Chief Operating Officer, that 
will focus on enhancing our one bank approach to clients also in the backend. And then, driving also major 
initiatives in terms of how we can be more efficient and effective going forward. So a big year, but not yet 
finished. 

Erika Najarian 

Big year, but not yet finished. Let's talk about this year and maybe pull up a little bit, Sergio. I think it is an 
understatement to say there's a lot of volatility and uncertainty around the globe. So, maybe talk a little bit 
about how your discussions with clients are evolving and how they're positioned across regions, and maybe 
get your outlook, your broad outlook over the next few quarters.  

Sergio P. Ermotti 

Well, look, clients – and if I look at asset allocation and clients continues to be, broadly speaking, quite, quite 
constructive. I haven't seen a major shift in asset allocation, also from, both from a underlying assets, but also 
from a geographic standpoint of view. Of course, at the margin, a lot of cash and a lot of new liquidity is 
going into either commodities, or we saw also a big rally in emerging markets, but I haven't seen a major sell-
off, out of any assets. In the last few weeks, we see a little bit more of a desire to further diversify. More of a 
dispersion kind of environment. People here in the room are very familiar with that.  

I would say that at the margin, you start to see a little bit here and there the necessity of deleverage, and 
prepare cash for reinvest if there is a drop in markets. So, broadly speaking, constructive, but of course, 
people are really focusing on hedging, on diversification, and I would say that it's – I fully understand that 
because I have a hard time myself to really look at any asset class out there that is cheap or something that 
you would say, oh my God, this is a real opportunity. So, I think investors do feel that way. But the truth of 
the matter is that it's not a lot of places to go in that sense. 
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Erika Najarian 

So, given that outlook and then you talked about the progress that we've made in terms of the integration, 
what are your key strategic priorities as you look into 2026?  

Sergio P. Ermotti 

Well, as I mentioned before, I think that, of course, we need to deliver, I mean, it's not so strategic, but we 
need to deliver on our 2026 targets. So, I mean it's quite clear that for me, it's completing the integration, 
both from a logistical standpoint of view, as I mentioned, the final mile of migrating these clients. It's been 
very complex so far, but what we did over the weekend was even more complex. I mean, we had 50,000 
clients with more than 0.5 million different positions with derivatives, very complex migration. So, I think that 
we cannot be complacent around this topic.  

And so, delivering this integration and preparing the bank for the future, as I mentioned before, by investing 
in AI capabilities, redesigning our processes and managing risk in a very dynamic way is the name of the 
game. So, the prerequisite for us to earn our ability to think about the mid-, long term is to continue to 
deliver on our ambitions in the integration.  

I think the UBS of today is even stronger than the one pre-acquisition in terms of geographic footprint, 
product capabilities, people. I think that we got a lot of very good people that are complementing our 
existing talent bench. So, I'm very positive that all the secular trends that support our industry, wealth 
creation, demographic trends, societal trends, people are having different views on how – where they choose 
to live and work, plays very well into our global franchise. So, we should be – we will be a beneficiary of that. 
Through our network, we can capture all of that. And so, we need to be prepared for that. And so, I think 
that – but we cannot be complacent. So, I think the competition is quite fierce. But if we keep our focus on 
clients like we did in the last decade or so, keeping our discipline on our business model, we're going to be 
able to be a winner out of this. 

Erika Najarian 

So, Sergio, we're sitting here in sunny Miami, Florida, so maybe it's a good way to segue into the US strategy. 
A year ago, you gave a strategic update really focused on improving profitability and growth. So, where is 
UBS in their US journey, and where does the company go from here? 

Sergio P. Ermotti 

Well, the journey is a medium-, long-term journey. I would say that we needed to regroup and restore an 
appropriate level of profitability. I think that – so, we have been profitable in the US now in the last 10 years, 
we have been profitable, but not profitable enough compared to our opportunities that we have. I think that 
it's fair to say that the market dynamics have changed a lot. They are not – they have not been very favorable 
to our business mix in the US. I think we are very large in the US, but not as large as some of our competitors.  

And I'm not talking about wealth management. I mean, we manage $2.3 trillion, $2.4 trillion of assets. So, 
we are not small. But where we definitely are smaller than our peers is that the set of banking businesses that 
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we have on the platform of the US platform is not as comprehensive as our peers. And that drives some level 
of competitive disadvantage in being able to share this fixed cost of a banking platform across different 
businesses.  

Now, it's fair to say that we haven't really invested enough in banking capabilities. Our lending penetration is 
increasing. In the last seven quarters, we improved it every single quarter, but it's still below what we could 
do. Our checking banking capabilities deposits is not as comprehensive as we should. Now, we got a 
conditional approval from the OCC for a national charter, and that's going to allow us in the next couple of 
years to also increase the penetration of deposits and NII that will be constructive to narrowing the gap to our 
peers in terms of profitability and capabilities.  

We are making good progress in making the investment bank and wealth management working closer 
together, more specialists on the platform. We want to expand our high-net-worth business, and we have 
been hiring people to do that. We are very good as the top-end, ultra and GFOs. But of course, it's also 
important for us to leverage our platform in a more comprehensive way. 

So, I'm glad that we were able to show in the last 18 months, 24 months good progress in achieving mid-
teens pre-tax margin returns. Our view is that we should be at around 18% by 2028, which is still below our 
peers. But that's the nature of who we are. So, we can probably try to improve it a little bit more, but it's 
totally unrealistic for us to think that we're going to match the pre-tax profit margins of our US peers in the 
US. Like I would say, never say never again, but it's going to be very challenging for all our US peers, which, 
by the way, are the largest competitors for us globally to achieve the same level of profitability and margins 
that we have outside the US. So, that's the nature.  

So, we are working to improve. But we have to pay attention that we don't let these things go out of balance 
in recognizing who we are globally, and how important the US is also at the same time for our global 
franchise. 

Erika Najarian 

So, just wanted to unpack something in what you said. You mentioned $2.3 to $2.4 trillion of AUM in the 
US. There's clearly been a lot of conversation about advisor movement and flows. And I cover, of course, all 
of our peers. And it's always so competitive in wealth management in terms of talent recruiting. What are 
you seeing in terms of how that business is going, and what is your vision for 2026? 

Sergio P. Ermotti 

Yeah, look, it's – luckily enough, I mean it from – in terms of at least being able to demonstrate strategic 
consistency in what we are trying to do globally, in the US. We have been really anticipating that we would 
have headwinds on flows in the US. Two years ago, we clearly said that we were expecting net new assets 
globally to go up $100 billion a year, which is relatively not a big number compared to the size of who we are 
because, both in the US but also internationally, a lot of work needed to be done to restore the appropriate 
level of profitability in terms of, for example, revenues on risk-weighted assets, or mix of businesses.  

So, we have been willing to sacrifice growth for efficiencies. This is the reason why our revenues on risk-
weighted assets, if you go back 24 months, went from around 7-plus percent to 10%. That means that short 
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term, you need to be willing to let client's relationships, maybe good clients, but absolutely not paying for the 
capital you allocate to them, totally inefficient.  

Second, of course, we want our financial advisor to be able to serve their clients at best and grow their 
businesses. But in order to do that, we need also to make sure that there is a good balance between what 
shareholders make and what financial advisors make. So, we have been really looking at reclassifying and 
relooking at the compensation grid for part of this population that were de facto benefiting from being part 
of a team of people, getting all the advantages of a large team in terms of how the grid works, but de facto 
never growing their business, and not really contributing to the bottom line.  

And that, of course, is not very popular. But we can’t fix that issue of restoring PBT margins by being overly 
popular with people that are not growing their businesses. And in our point of view, by the way, this is the 
same we did outside the US. So, we sacrificed net new money for quality of growth. And it's also very, very 
important outside the US was a very important item in how to drive the cultural integration of the two banks, 
because it's fair to say that maybe at CS, there was a tendency to look too much at top line growth and not 
so much on risk-return. And in a sense, it's a very coherent story.  

So now, in the US, we do expect this year to see or ready to see in the second half of the year a positive 
momentum in net new asset growth. And if I look at 2028, we're going to go above $200 billion in net new 
assets growth in which the US will play an important part. So overall, we are preparing the bank for the 
future. We need to be able to take a step backwards in order to have a sustainable business model. 

Erika Najarian 

So, Sergio, just also wanted to follow up on something you said, in that on the conditional approval from the 
OCC on our US bank charter. You mentioned that that's going to strengthen our ability to gather deposits 
and types of deposits like checking. Are there any other competitive advantages that the US bank charter can 
give the US business? 

Sergio P. Ermotti 

No, I think that's, de facto, the biggest one. I think that if you look at our NII penetration as a percentage of 
revenues compared to our peers it is probably half. So, I think this is a huge – not only it's where also there is 
a revenue contribution, but also in terms of net profit, down to the shareholders is probably one area where 
we can capture some more value. So, I would say that one is – and of course, more comprehensively, if you 
are able to do more banking with the same clients, you are making your relationships deeper. 

So, that's more of a, not exaggerating, but to the extent that you can get closer to be one of the house banks 
beyond just wealth management, you get some advantages. But of course, the biggest opportunity for us is 
to continue to work closely between the IB and wealth management, monetization, IPOs. I mean, GDP 
growth and wealth creation are definitely some big topics. But at the end of the day, big levers for our 
business is monetization, and across the globe, not only in the US. I mean, we need to be there when people 
are – IPO their business, they are selling their business. We need to be closer to them when they do their 
wealth planning, their succession planning. I think that we have trillions of dollars going to the next 
generations in the next 10, 20 years. We need to continue to be the same bank that like the last 150, 160 
years we have been able to bank with fourth, fifth generation of clients. We need to continue to do that. And 
this is where the value is going to come from, so. 
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Erika Najarian 

So, all six of our US G-SIB peers are going to be here at this conference. And I suspect that deregulation in the 
United States is going to be a big topic, which is, of course, going to turn into where they're going to allocate 
excess capital. Now in Switzerland, the tone is a little bit different, and maybe the conversation is a bit 
opposite. Could you update us on where the conversation is going in terms of too big to fail reform? And 
given what's happening in the US, what does that mean for, how you're allocating capital, how you're 
thinking about the business? 

Sergio P. Ermotti 

Yeah. A little is a little bit of a diplomatic representation of the situation. So I would say that Switzerland has 
chosen a quite emotional reaction to what happened with Credit Suisse, which was to some extent totally 
understandable from a political standpoint of view also for the broader population. So I think that many of 
you probably in the room don't know, but basically, Credit Suisse, the founder of Credit Suisse, was a big 
figure that established a lot of the industrial – industrial developments of Switzerland and the infrastructure 
one and was also a big person in terms of funding the polytechnic universities. And so it was a very emotional 
situation. So in that sense, all right, so but what happened in the last two, three years, of course, the 
emotions didn't really come down.  

And at the same time, you see the regulatory landscape developing in a very competitive way adding on to 
the fact that the existing regulation in Switzerland is already the highest. I mean, if you look at UBS today, we 
have a de facto the highest minimum capital requirements of any G-SIB and this is not an opinion, it's a fact, 
demonstrated by expert and many other people.  

So I think that this is now, in a political process, it is good that the parliament is now looking at this matter 
more – less emotionally, I would say. And in the next two, three months, we're going to find out what it is. I 
always say that the current proposal as displayed are not acceptable, are making our business totally 
uncompetitive. And so we will make our case till the last minute, and making sure that we can continue to 
operate successfully as a global bank out of Switzerland for the benefits of not only shareholders and clients 
but I think also the full – the whole country. But of course, it's not in our control. 

Erika Najarian 

How does this background impact how you're thinking about deploying capital for growth and also capital 
return plans?  

Sergio P. Ermotti 

Well, I think for the moment, we are definitely not restraining our growth and business ambitions. So I think 
that's fortunately enough, we don't have a capacity issue of generating capital to deliver on growth and to 
deliver on even our capital return policy. I mean, that's not the issue. The issue is that whatever new 
regulation is, we will have enough time, and that has already been stated by the government, that we will 
have enough time to build it up to that level. So the debate is not about can you really grow and do share 
buybacks, but is, what is the ultimate level of capital you have to hold to do the same business compared to 
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your peers? So we're not going to stop growing, we're not going to stop doing the right thing for 
shareholders, but eventually the debate is, can you be competitive in terms of return on capital? 

And I believe that from a strategic standpoint of view, this is one of the most important topics that is too 
often neglected. And I know I'm talking with an audience of shareholders, and I don't need to convince you 
on that one, but shareholders are the first line of defense. So when people talk about the resilience of a 
banking system, they should understand that the first thing to do is to have, of course, a solid capital. But the 
second one is to have a solid, sustainable business model, one in which shareholders believes in, and if 
somethings happen, they are willing to consider building and bringing more capital in an emergency 
situation. But if you have a structural competitive position that doesn't allow you to earn the same level of 
returns for a given unit of capital, then it's where we need to be aware.  

So my issue is not about what we can do in the next three to four years. My issue is to say, how can we 
compete over the long-term? And this is the reason why we need to make sure that clients, shareholders, 
employees do believe that we have enough resources to manage the medium term, but the real debate is the 
long-term one. 

Erika Najarian 

So we're also going to be expecting to hear from our peers about what some investors call the capital 
markets renaissance. I think there's very, very lofty expectations in terms of the type of activity levels this year. 
So maybe talk about what you think – what kind of activity level we could see from UBS in 2026? What 
you're most excited about, and you talked about lending and the IB and wealth working together. Where are 
areas that you're looking to build out further to gain share?  

Sergio P. Ermotti 

Look, I mean like our peers, we are seeing very, very good momentum in the capital market pipeline coming 
from corporates, but also sponsors. And also, I would say the institutional clients are willing to really look at 
how to deploy capital at the right level. But I don't want to spoil the party by saying that while I'm fully 
confident about the pipeline and the quality of the pipeline is there, this renaissance was something that we 
were discussing a year ago, and you remember how the first quarter turned out to be.  

So we should not underestimate that geopolitical and macroeconomic developments and the current volatility 
will continue to lead into stop and go also in terms of windows, in terms of when you can execute certain 
transactions, and particularly when you speak about strategic M&A and big, big discussions, I mean, this is – 
the geopolitical landscape at the uncertainties are definitely something that I would say, corporates are much 
more willing to take that kind of risk compared to a year ago.  

But we should not underestimate that it's still something to be prudent. So I wouldn't really look at 2026 per 
se, or trying to pick up any given quarter, right? Other than saying the pipeline is robust, is even stronger than 
last year, but markets need to be there and a degree of stability needs to be there in terms of allowing us to 
execute on the pipeline. 
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Erika Najarian 

So scale is a big factor for success in investment banking, obviously, our US peers continue to get bigger. Do 
you feel like UBS has enough scale to compete against our large US peers and deliver attractive returns in this 
business for our shareholders? 

Sergio P. Ermotti 

Well, it depends what you – in 2011/2012, we made a clear decision that we did not want to be an 
investment bank that is a one-stop shop that does everything to everybody. So I think that back then we had 
to recognize for strategic, but also realistic consideration that Basel III was a reality, that in order to really 
rerate our stock, we would need to focus on what we are very strong at while continuing to do – be very 
competitive in areas that are not as – where we are not the number one leader. So that's the reason why 
back in 2011/2012 we said, look, we are undisputed the only truly global wealth manager, undisputed. We 
are the leading bank in Switzerland, undisputed. Those are the cornerstone of our strategy.  

But then they need to be, in order to be successful in these two businesses, we need to be strong in asset 
management and in the IB, but only in the areas where we see that we can be competitive with institutional 
investors and corporates, and at the same time, being quite relevant to the rest of the franchise, right? So I 
mean, if I look at our equity business, research capabilities, prime brokerage, part of our capital markets, FX, 
precious metals. We are a leader. So we are able to compete with the best-in-class, actually in some areas. 
And you saw our gain in market share in the last couple of years has been quite significant. So we are a top 
player, but maybe we are less of a top player in other areas, particularly that are areas where capital 
consumption is very high. Capital consumption is not always justified by the ancillary businesses that we can 
bring to corporate clients. I mean, for example, by lending more, and having you could probably get access to 
ancillary businesses with corporates like in treasury or debt capital markets, but this is not part of our business 
model. So we need to really understand, what are we good at? What can we really excel? And while not 
pretending to be a one-stop shop, so short answer, we have everything to be very competitive in the areas 
where our clients want us to be competitive.  

And so that means accepting that when you look at league tables that are, particularly when they are the 
more broader one maybe we're not popping up there. But what I care about is the league table and the 
market shares in all the areas where we make investments, like in banking, in healthcare, TMT in the broad 
industrial sector with financial sponsors as I said, equities, FX, capital markets, we are top leaders. So I look at 
that data point. Are we earning enough out of our investment? Are we competitive financially and 
qualitatively? And the answer is yes, and I see still room for us to improve. 

Erika Najarian 

So maybe just shifting topics to alternatives, which has been quite the talk of the market, particularly in the 
private markets. So a lot of investors are talking about both the secular growth opportunity. At the same 
time, there are growing concerns over credit quality. And some of our competitors have been making 
acquisitions to grow scale in this space. How is UBS positioned to benefit from the continued growth of 
alternatives and privates? 
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Sergio P. Ermotti 

Well, actually, our biggest M&A success in the area was merging internally. I think that, by merging our 
alternatives capabilities that we had in the US, in wealth management outside the US, in asset management, 
we created last year, the fifth largest LP in the industry with $330 billion of assets. And that scale is now 
allowing us to be a strategic partner to the most attractive and competitive GPs and offer a breadth of 
capabilities and products not only to our wealth management clients, but also more and more to wholesale 
and institutional clients that are strategic partner of ours. So I see this as enormous growth.  

If I look at our penetration, in alternatives, in our asset allocation, our CIO and I would say also external trends 
indicates that over time, an ideal asset allocation should contain around 10%.Some people are even talking 
about 15%, I would say 10%, let's call it allocation to alternatives. We are now at 5%. And it's a journey that 
needs to go through. In some areas, the speed of this penetration of alternatives has been generally speaking 
outside, I see a little bit too fast. I mean, I fully understand that many subset of alternatives haven't really seen 
a recession, haven't really seen a huge dislocation. I mean, we saw dislocations, but they were all v-shaped 
dislocations. It didn't really have time to really assess any proper mark to market of any assets that are private, 
over few quarters of slow down or recession. So in that sense, alternatives, they also need to go through, or 
part of the alternatives, they need to go through a proper validation, call it... 

Erika Najarian 

Credit cycle. Yeah.  

Sergio P. Ermotti 

Credit cycle, right? And particularly in credit, I believe that credit – private credit will be part of a capital or 
funding stack of corporates or part of the asset allocation. But there is no free lunches. I mean, I think that 
how things have been rapidly growing when you have such kind of expected returns, you can't really expect a 
free lunch and no risk. So – and I'm not so sure. And so for us, it's very, very important because we manage 
our first order risk on our balance sheet. I mean, I'm not really concerned about it, but our biggest risk is to 
make sure our clients fully understand what they're doing.  

Our biggest risk is suitability, right? So it's – and history tells us a very clear lesson. When people lose money, 
they are all pretending to be stupid and unsophisticated, no matter, right? No matter how good they are, 
right? So we need to pay a lot of attention because I see that this being the biggest risk by far. 

Erika Najarian 

So one more for me, and we do have a question from the audience that I wanted to ask you. You mentioned 
AI several times in the beginning of our chat. So maybe talk a little bit about what you think the impact will 
be from AI for the industry overall over the next three to five years, and then specifically for our firm?  
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Sergio P. Ermotti 

Well, I think that from my standpoint of view, if I look at what is already available today, and if I look at the 
kind of business we are in with a lot of front to back processes, very – being very manual intense, very full of 
opportunities for enhancements, I think, and what I see the capabilities of AI is already today, I think that 
we're going to be busy for the next three to five years, and we will be able to create a more efficient and 
effective operating environment through that.  

So I do see value in how people will eventually also deploy AI in terms of serving clients, enhancing products. 
But 80% of the value I see in the next three to five years for us is backend processes, efficiencies. And this will 
free up resources, by the way, all of that, the vast majority of all of that will go to the benefit of clients. So I 
mean, we can – I mean, our industry is a highly competitive industry, and as we all know. And of course some 
of it will go to the bottom line, but the vast majority will go to the benefit of clients. This is so important 
because I believe that the winner, the one who can really deploy AI and create better – not only better 
product, but more efficient product, cheaper products, will use that competitive advantage to gain market 
share.  

And therefore it's vital for us to be now fully focused on that. I keep mentioning to myself and to my 
colleagues that we cannot be complacent about having had a fantastic run and integration, it's not enough. 
You need to really continue to have the same kind of focus because the changes we are going to face in the 
next three to five years, even if they are discounted by 50% of what people are talking about, they're going 
to be profound. Most likely, they're not going to be as quick as everybody expects, but they're going to be 
much more profound than everybody expects. So this is the way we are preparing for the future. And I rather 
err on the conservative side in being overly, call it, focused on that topic than being complacent. 

Erika Najarian 

By the way, there's a US CEO called Jamie Dimon that agrees with you that a lot of these productivity gains 
are going to be competed away.  

So we have a question from the audience. Given the opportunity in the US and the pending regulatory 
backdrop, there is sometimes a discussion on re-domiciling the business, or at least shifting where capital is 
allocated further. Is this sort of thing realistically even possible? 

Sergio P. Ermotti 

Well, shifting capital outside – to outside the US while staying domiciled in Switzerland, regulated under the 
Swiss regime won't help resolving the structural topic, I mentioned before. So re-domiciliation is definitely not 
something that we are now focusing. We are really, as I said before, investing a lot of energy and resources to 
really make sure that all the decision makers are making decisions for the future of the regulatory framework 
in Switzerland based on facts and not emotions, fully aware that the current proposal are not acceptable, are 
not viable, or it's not something that we believe are in the interest of any of the stakeholders.  

So we are going to just focus on that one. We don't want to speculate about this topic because our preferred 
option is to continue to be a global bank based in Switzerland. And this is something that's we want to 
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continue to drive the focus in that way for the next months and until the solution is found. And only then we 
will make a decision on what is most appropriate. 

Erika Najarian 

Great. We're actually out of time, so thank you very much, Sergio, for joining us. Thank you guys for being in 
the room.  

Sergio P. Ermotti 

Thank you. 
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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. 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. In particular, the global economy may suffer significant adverse effects from increasing political tensions 
between world powers, changes to international trade policies, including those related to tariffs and trade barriers, and evolving conditions in the Middle 
East, as well as the continuing Russia–Ukraine war. UBS’s acquisition of the Credit Suisse Group has materially changed its outlook and strategic direction 
and introduced new operational challenges. The integration of the Credit Suisse entities into the UBS structure is expected to continue through 2026 and 
presents significant operational and execution risk, including the risks that UBS may be unable to achieve the cost reductions and business benefits 
contemplated by the transaction, that it may incur higher costs to execute the integration of Credit Suisse and that the acquired business may have greater 
risks or liabilities, including those related to litigation, than expected. Following the failure of Credit Suisse, Switzerland is considering significant changes 
to its capital, resolution and regulatory regime, which, if adopted, would significantly increase our capital requirements or impose other costs on UBS. These 
factors create greater uncertainty about forward-looking statements. Other factors that may affect UBS’s performance and ability to achieve its plans, 
outlook and other objectives also include, but are not limited to: (i) the degree to which UBS is successful in the 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 and the size of the combined 
Group; (ii) the degree to which UBS is successful in implementing changes to its businesses to meet changing market, regulatory and other conditions, 
including any potential changes to banking examination and oversight practices and standards as a result of executive branch orders or staff interpretations 
of law in the US; (iii) inflation and 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, residential and commercial 
real estate markets, general economic conditions, 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; (v) changes in the availability of capital and funding, including any adverse changes in 
UBS’s credit spreads and credit ratings of UBS, as well as availability and cost of funding, including as affected by the marketability of a current additional 
tier one debt instrument, to meet requirements for debt eligible for total loss-absorbing capacity (TLAC); (vi) changes in and potential divergence between 
central bank policies or the implementation of financial legislation and regulation in Switzerland, the US, the UK, the EU 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 in response to legal and regulatory 
requirements including heightened requirements and expectations due to its acquisition of the Credit Suisse Group; (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 the 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 its 
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, including litigation it has inherited by virtue of the acquisition of Credit 
Suisse, 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 its RWA; (xiii) 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; (xiv) 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; (xv) UBS’s ability to implement new technologies and business methods, including digital services, artificial intelligence and 
other 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; (xvi) limitations on the effectiveness of UBS’s internal processes for risk management, risk control, measurement and modeling, and of financial 
models generally; (xvii) 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 persistently high levels of cyberattack threats; (xviii) restrictions on the ability of UBS Group AG, UBS 
AG and regulated subsidiaries of UBS 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; (xix) 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; (xx) 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 increasing divergence among regulatory regimes; (xxi) the ability of UBS to access 
capital markets; (xxii) the ability of UBS to successfully recover from a disaster or other business continuity problem due to a hurricane, flood, earthquake, 
terrorist attack, war, conflict, pandemic, security breach, cyberattack, power loss, telecommunications failure or other natural or man-made event; and (xxiii) 
the effect that these or other factors or unanticipated events, including media reports and speculations, may have on its reputation and the additional 
consequences that this may have on its 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. UBS’s business and financial performance could be affected by other factors identified in 
its 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 the UBS Group AG and UBS AG Annual Reports 
on Form 20-F for the year ended 31 December 2024. 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.    
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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 by the European Securities Market Authority (ESMA), or defined as Non-GAAP financial measures in regulations promulgated 
by the SEC. Please refer to “Alternative Performance Measures” in the appendix of UBS’s Quarterly Report for the fourth quarter of 2025 for a list of all 
measures UBS uses that may qualify as APMs. Underlying results are non-GAAP financial measures as defined by SEC regulations and as APMs in Switzerland 
and the EU.  
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