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Kirt Gardner (Group CFO):
Thank you, Andy. Good morning everyone.
SLIDE 1 – Cautionary statement regarding forward-looking statements
Before I get started, please make note of the cautionary statement
applicable to this presentation.
Slide 2 – UBS 10 years since the crisis
Today's theme, the financial crisis – 10 years on, will resonate with
everyone in this room. Perhaps because you went through it first hand, or
you work at an institution that fundamentally changed as a result. The
consequences of the crisis were far reaching, and since then, the industry
has transformed itself, strengthening capital, liquidity and funding, and
reducing risk. However, a decade on, banks must continue to evolve and
adapt.
We were one of the first to recognize the profound changes ahead, and
we began our transformation in 2011. We made difficult decisions in light
of anticipated regulation and were early to exit businesses with insufficient
returns in our Investment Bank under Basel 3. At the same time we built a
strong capital position. We are centered on our leading global wealth
management businesses and our premier universal bank in Switzerland,
enhanced by an asset manager and an investment bank which are world
class in their chosen areas of focus. Today, our strategy remains the same
as we believe it’s the right one for our clients and shareholders, and that
continuity combined with consistent execution is critical to our success.
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Our global wealth management franchise, with 2.2 trillion francs in
invested assets, has also been transformed. We have absorbed billions of
cross-border outflows, invested heavily in our businesses and CIO function
globally, and turned Wealth Management Americas from loss-making to
more than 1.2 billion US dollars in adjusted PBT last year. We are well
prepared to succeed in a wealth management industry that is still growing
at more than twice global GDP, or even higher in the ultra-high net worth
segment where we are a leader. Further opportunities also exist to drive
growth by better capitalizing on the synergies between our businesses.
Our unique mix of highly cash flow generative businesses, our strong
capital position and capital efficiency makes UBS highly levered to a more
normalized macroeconomic environment. Global wealth management
particularly will benefit significantly from any further improvement in client
sentiment and activity levels and an improving interest rate environment.
Slide 3 – Successful execution of our strategy
Consistent with our strategy, almost 80% of profit before tax for the first
half of 2017 came from our wealth, asset management and Personal and
Corporate businesses. With the IB contributing around a quarter, I
question why we are so often viewed as an investment bank.
Over the past ten years, we have de-risked and reduced our balance sheet
by one and a half trillion francs, largely driven by our Non-core and Legacy
Portfolio. Since the third quarter of 2012, the NCL leverage ratio
denominator and RWA have both been reduced by over 90%. In just over
five and a half years we have built 6.7 billion in CET1 and we hold almost
74 billion francs of total loss absorbing capital. We have already met the
2020 CET1 fully applied Swiss regulatory requirements on both RWA and
leverage ratio denominator basis. We remain very comfortable with the
absolute level of capital we hold and both of our CET1 ratios.
Ten years after the crisis, our revenue streams are geographically more
diverse. Switzerland and EMEA make a similar contribution to revenues,
while APAC revenues have grown both in absolute and relative terms. The
US remains the largest revenue generator for the bank, and importantly, as
we utilize our deferred tax assets, almost 100% of profits fall to the
bottom line. Sustainable growth in the region is therefore a key strategic
objective for the Group.

Page 2

Differences in client sentiment, activity levels and beta factors between
regions mean that a balanced business portfolio and diversified geographic
presence are more important than ever. And we've demonstrated this as
our business has performed well in a variety of market conditions.
Slide 4 – Global WM – very strong 1H17
The strength of our Global wealth management franchise was evident in
the first half 2017 with adjusted pre-tax profits up 17%, driven by
improved client confidence, continued execution of our strategy and
favorable market conditions.
Recurring revenues were the highest we have seen in 8 years, as we
benefited not only from higher US dollar rates and invested asset levels, but
also from strategic initiatives, including increased mandate penetration.
And we continued to improve efficiency, with net margin increasing by 1
basis point and cost income ratio down 2 percentage points year-on-year.
Global wealth management will also likely benefit from further US dollar
rate rises, the reduction of cross-border outflows and increasing mandate
penetration. In Wealth Management Americas, we are confident that our
new operating model focusing on financial advisor retention and improved
profitability, with less reliance on recruiting, will generate greater value for
shareholders and clients. Enhancing cross-business collaboration should
better serve our clients and improve efficiency. For example, we expect the
creation of WM and WMA Investment Products and Services under a global
co-head leadership structure to drive innovation and deliver synergies.
Slide 5 – Global WM Unique strategic growth drivers
UBS is the only wealth manager which can accurately claim to be truly
global, with our invested assets balanced almost equally between the US
and the rest of the world.
We have three unique growth drivers.
Our Americas business has added to its strong track record, growing
adjusted PBT by 25% year-on-year in the first half.
Our leading Asia Pacific business produced record adjusted PBT, up 41%
year-on-year for the first half of this year. UBS is the largest wealth
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manager in APAC with almost 320 billion in invested assets, almost a third
larger than our nearest competitor, and in this market scale is critical to
make the economics work. We have been present in the region for over
50 years and our longevity and brand strength continue to serve us well.
We are also well-diversified between on and offshore markets, with the
best starting point in China. Continuing to invest in the region to enhance
our market-leading position, including developing an onshore business in
China, is one of our key strategic objectives.
The combination of our strong position in both the largest and fastest
growing markets ideally positions us to capture an increasing share of
private wealth forecasted to grow at an annualized rate of 6% through
2021.
The third key differentiator is our leading position in the Ultra-High Net
Worth segment where we are the world's largest wealth manager for this
segment with a trillion francs in assets, almost half of our global wealth
business. Ultra clients have driven approximately 70% of the growth in our
combined wealth management profits over the last four years. As a scale
player, this business has attractive economics as the segment is forecast to
grow at 10% per annum over the next three years and its cost-to-income
ratio is better than for the business overall. Thanks to our strong and
competitive Investment Bank, we are in an excellent position to build on
our leadership position. This is especially true in APAC, where ultra-high
net worth clients contribute almost 80% of invested assets.
That said, we also continue to focus on the high net worth and high-end
affluent segments, particularly in regions where the creation of new
millionaires is exponential.
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Slide 6 – Continued evolution in the landscape for financials
The landscape for the financial industry is being redefined in a number of
ways, creating a new paradigm in banking.
Ten years ago, it would have been difficult to imagine that banks would
operate, let alone profit, in an environment with persistently low or
negative interest rates in Europe, stringent capital requirements and
prolonged macroeconomic and geopolitical uncertainty. Our business mix,
geographical diversification, competitive position and reduced cost base
have enabled us to deliver improved performance while investing in our
businesses. Low volatility levels across major asset classes have been a
particular challenge this year. In the second quarter, this affected client
activity in our Investor Client Services business, and the trend has persisted
into the third quarter, consistent with what you have heard from other
investment banks. Given our focused model in FRC, which is more
weighted to the institutional side, and with around 60% of our revenues
from FX, low volatility is especially challenging for us.
Since the crisis, there has been a profound transformation in offshore
wealth management, as the industry has progressed to full transparency
and a value proposition based on content and expertise. We have been at
the forefront of this transformation, with significant investment in creating
what we believe is the best CIO office in the industry, supported by the
leading global product and solutions platform. We have been proactive
with clients to validate their tax status, leading to substantial cross-border
outflows. We are now in the last mile of this transformation, with
expected outflows of approximately 14 billion in 2017, of which 3.2 billion
occurred in the first half. These outflows will substantially decline in 2018,
and this headwind will be largely behind us, enabling us to fully focus on
helping our clients achieve their wealth objectives.
Today clients are more diverse than ever. Around 30% of invested assets
belong to women, and female-controlled wealth is expected to grow by 5
trillion dollars to 18 trillion over the next 5 years. It's therefore a business
priority for us to serve women better and we have built a program
specifically designed to address this. At the same time, our clients are
becoming younger. We provide a series of highly successful global
education programs helping them prepare for their new financial
responsibilities and we offer a broader digital experience for the tech savvy
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generation. Both women and younger clients are more likely to focus on
investments that bring social good. As leaders in sustainable and impact
investing, we expect to direct at least 5 billion dollars of client assets to
such investments over the next five years.
The acceleration of technological change and innovation in the financial
services industry in recent years has been astonishing, with banks
increasingly becoming tech plays. While the last decade was driven by
regulation and restructuring, the coming decade will be driven by
technology. That is why in 2015 and 2016, we invested over 2 billion per
annum in technology, in addition to the day-to-day running costs of the
bank, investments that will be sustained at least at this level into the
medium term.
Slide 7 - Technology
We are excited about how technology will fundamentally transform our
industry and are pursuing a number of major initiatives to position UBS for
continued success in what we expect to be a rapidly evolving landscape.
Within wealth management, we are investing to migrate all of our booking
locations to One Wealth Management Platform. Hong Kong and
Singapore will be on-boarded in October, followed by Taiwan and Italy in
2018. We are the only player committed to one global platform providing
scale, seamless client service and risk management advantages.
In the UK we launched SmartWealth, our digital wealth management
platform. In Taiwan, our award winning affluent offering is accessible via
on-line and social media. Both are in line with our commitment to
digitization and are formats that we may eventually deploy in China.
In Wealth Management Americas, our strategic alliance with SigFig resulted
in the creation of a lab bringing together FAs and developers designing
digital solutions to improve FA dashboards, financial planning tools,
portfolio management and client prospecting. This will shape a set of nextgeneration technological capabilities that will further differentiate our FAs
and strengthen their ability to advise clients. We are rolling out Aladdin,
making UBS the world's first wealth manager to implement BlackRock's
leading risk management and portfolio construction tool. This will help FAs
manage their clients’ portfolios and thereby improve our services. It also
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provides compliance with an additional layer of control, by monitoring how
discretionary assets are managed.
Digitization and FinTech can certainly improve client interaction, but we do
not see them as a threat, as we believe they cannot replace the value of
trusted human relationships, particularly as clients' needs grow more
complex with increasing wealth.
In Personal and Corporate, we are making further investments to cement
our leading digital position in Switzerland. We believe the quality of the
digital offering increasingly determines which bank can capture the client’s
primary banking relationship for financing and investment solutions. As a
consequence, our Swiss clients using e- and mobile-banking are more
profitable, and show higher satisfaction rates and lower attrition. They also
drive growth as a combination of e- and mobile banking channels delivers
the highest net new business volume per client.
In the IB, we continue to enhance our electronic and algorithmic execution
capabilities and are seeing results with an increase in sales with clients
across FRC products. We are also expanding the use of data analytics for
our online platform Neo. Neo delivers a simplified client experience with
fast and secure access to our cross-asset investment banking platform
providing a unified user experience and differentiating our services to our
clients.
In Corporate Center Finance, we are automating standardized, rule-based
and highly repetitive processes using robotics. We have a goal of
deploying over 1,000 robots in the near term, which will deliver better
client service, improve risk and compliance and yield greater cost efficiency.
These are just a handful of examples to illustrate the far-reaching
opportunities for technology in our industry, going far beyond purely cost
reduction.
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Slide 8 - Strong capital generation throughout our transformation
Since 2012, we have returned nearly 10 billion in capital to shareholders
and generated an incremental nearly 7 billion in CET1 capital. This is after
absorbing 13 billion in litigation provisions, external legal fees related to
legacy matters and temporary costs to address regulatory requirements.
During this period, we have also delivered strong and improving returns on
CET1 regulatory capital, reaching nearly 20% for first half 2017. This
return metric is more comparable with the majority of global banks as it
removes the impact of DTAs which represent around 22% of our tangible
equity.
We look forward to finalization of Basel 3 and NSFR rules so that we can
provide full transparency on their impact, how we can adapt our business
in response, and implications for our capital return policy. After this, we
expect the pace of regulatory change to slow, with some potential for
softening in the US, which should reduce current levels of regulatory
related expenses. We expect a reduction in legal costs as we resolve legacy
litigation and regulatory matters. Together, this will improve profits
available either for investment or capital returns.
In conclusion, we believe our compelling and stable strategy, unique
business portfolio and geographic footprint, and commitment to further
investment in technology positions UBS for sustainable growth and value
creation in the next era for financial services.
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Cautionary statement regarding forward-looking statements: This presentation contains statements that
constitute “forward-looking statements,” including but not limited to management’s outlook for UBS’s financial
performance and statements relating to the anticipated effect of transactions and strategic initiatives on UBS’s
business and future development. While these forward-looking statements represent UBS’s judgments and
expectations concerning the matters described, a number of risks, uncertainties and other important factors could
cause actual developments and results to differ materially from UBS’s expectations. These factors include, but are not
limited to: (i) the degree to which UBS is successful in the ongoing execution of its strategic plans, including its cost
reduction and efficiency initiatives and its ability to manage its levels of risk-weighted assets (RWA), including to
counteract regulatory-driven increases, and leverage ratio denominator, liquidity coverage ratio and other financial
resources, and the degree to which UBS is successful in implementing changes to its wealth management businesses
to meet changing market, regulatory and other conditions; (ii) continuing low or negative interest rate environment,
developments in the macroeconomic climate and in the markets in which UBS operates or to which it is exposed,
including movements in securities prices or liquidity, credit spreads, and currency exchange rates, and the effects of
economic conditions, market developments, and geopolitical tensions on the financial position or creditworthiness of
UBS’s clients and counterparties as well as on client sentiment and levels of activity; (iii) changes in the availability of
capital and funding, including any changes in UBS’s credit spreads and ratings, as well as availability and cost of
funding to meet requirements for debt eligible for total loss-absorbing capacity (TLAC); (iv) changes in or the
implementation of financial legislation and regulation in Switzerland, the US, the UK and other financial centers that
may impose, or result in, more stringent capital, TLAC, leverage ratio, liquidity and funding 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 would have on UBS’s business activities; (v) uncertainty as to the extent to which the Swiss Financial Market
Supervisory Authority (FINMA) will confirm limited reductions of gone concern requirements due to measures to
reduce resolvability risk; (vi) the degree to which UBS is successful in implementing further changes to its legal
structure to improve its resolvability and meet related regulatory requirements, including changes in legal structure
and reporting required to implement US enhanced prudential standards, completing the implementation of a service
company model, 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, to proposals in Switzerland and other jurisdictions for
mandatory structural reform of banks or systemically important institutions or to other external developments, and
the extent to which such changes will have the intended effects; (vii) the uncertainty arising from the timing and
nature of the UK exit from the EU and the potential need to make changes in UBS’s legal structure and operations as
a result of it; (viii) changes in UBS’s competitive position, including whether differences in regulatory capital and other
requirements among the major financial centers will adversely affect UBS’s ability to compete in certain lines of
business; (ix) changes in the standards of conduct applicable to our businesses that may result from new regulation
or new enforcement of existing standards, including recently enacted and proposed measures to impose new and
enhanced duties when interacting with customers and in the execution and handling of customer transactions; (x)
the liability to which UBS may be exposed, or possible constraints or sanctions that regulatory authorities might
impose on UBS, due to litigation, contractual claims and regulatory investigations, including the potential for
disqualification from certain businesses or 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; (xi) the effects on UBS’s cross-border banking business of tax or regulatory developments and of
possible changes in UBS’s policies and practices relating to this business; (xii) UBS’s ability to retain and attract the
employees necessary to generate revenues and to manage, support and control its businesses, which may be affected
by competitive factors including differences in compensation practices; (xiii) changes in accounting or tax standards
or policies, and determinations or interpretations affecting the recognition of gain or loss, the valuation of goodwill,
the recognition of deferred tax assets and other matters; (xiv) UBS’s ability to implement new technologies and
business methods, including digital services and technologies and ability to successfully compete with both existing
and new financial service providers, some of which may not be regulated to the same extent; (xv) limitations on the
effectiveness of UBS’s internal processes for risk management, risk control, measurement and modeling, and of
financial models generally; (xvi) the occurrence of operational failures, such as fraud, misconduct, unauthorized
trading, financial crime, cyberattacks, and systems failures; (xvii) restrictions on the ability of UBS Group AG to make
payments or distributions, including due to restrictions on the ability of its subsidiaries to make loans or distributions,
directly or indirectly, or, in the case of financial difficulties, due to the exercise by FINMA or the regulators of UBS’s
operations in other countries of their broad statutory powers in relation to protective measures, restructuring and
liquidation proceedings; (xviii) the degree to which changes in regulation, capital or legal structure, financial results or
other factors, including methodology, assumptions and stress scenarios, may affect UBS’s ability to maintain its stated
capital return objective; and (xix) the effect that these or other factors or unanticipated events may have on our

Page 9

reputation and the additional consequences that this may have on our business and performance. The sequence in
which the factors above are presented is not indicative of their likelihood of occurrence or the potential magnitude of
their consequences. Our business and financial performance could be affected by other factors identified in our past
and future filings and reports, including those filed with the SEC. More detailed information about those factors is set
forth in documents furnished by UBS and filings made by UBS with the SEC, including UBS’s Annual Report on Form
20-F for the year ended 31 December 2016. 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 presentation 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. Refer to UBS's second
quarter 2017 report and its Annual Report on Form 20-F for the year ended 31 December 2016. 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.
Use of adjusted numbers: Adjusted results are a non-GAAP financial measure as defined by SEC regulations. Refer
to pages 7-12 of the 2Q17 report which is available in the section "Quarterly reporting" at www.ubs.com/investors
for an overview of adjusted numbers. If applicable for a given adjusted KPI (i.e., adjusted return on tangible equity),
adjustment items are calculated on an after-tax basis by applying an indicative tax rate. Refer to page 15 of the 2Q17
report for more information.
© UBS 2017. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights
reserved.
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