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UBS - Financial Service Group
UBS is a highly integrated, truly global organisation 
focussing on Wealth Management and Investment Banking

Co-ordination of
activities of

Business Groups

Corporate 
Centre

Global Asset 
Management

Leading institutional
asset manager

and mutual fund
provider

Wealth 
Management 

USA

One of the top
US wealth managers.
Part of UBS since '00

Investment 
Bank

Corporate 
& Institut. 

Clients
Capital

Global client-driven
securities, investment
banking and private

equity

ab          
Profile:  - 1'500 offices 

in 50 countries
- 66'000 employees

Business UnitsBusiness GroupsUBS Group

Wealth 
Management & 

Business Banking

Wealth 
manage-

ment

Business
Banking

World's leading 
private banking 
and Swiss retail

banking business
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Wealthy    
clients    

globally

Retail & 
affluent    
clients in 

Switzerland

Corporate 
clients    

globally

Advice & 
tailored 
products

UBS Group: integrated, client-centric 
business model

Client needs

Products

World-class 
content

Asset
management

business

Investment
banking &
securities

Advice & 
tailored 
products 3rd party

products
Client-
centric 
advice

Retail and 
business 
clients

Wealth 
Management

Profile
UBS-WM&BB is an important pillar in the UBS Group strategy

UBS Group: 66'000 headcount (FTE)

Investment Bank
15'000 staff

Global Asset Management
3'000 staff

Wealth Management & 
Business Banking

27'000 staff

Wealth Management USA
18'000 staff

Corporate Centre 
3'000 staff Wealth Management & 

Business Banking is 
focusing  particularly 
on products and 
services for private and 
corporate clients in 
Switzerland and wealth 
management clients in 
Switzerland and 
throughout the world

Centre
4%

UBS Invested Assets 
(total CHFbn 2'250, 31.12.04)

WM&BB
41%

918CHFbn

GAM
27%

Corporate 

WM USA

WM&BB

Business Banking
Swiss clients
International

28%

562

216

140

Wealth Corporate

WM&BB contributes 52% to UBS's 
Net Profit, FY041)

1) before tax and minority interests

10'467

5'480

544

4'540

179
-276

UBS group WM&BB Global Asset
Mgmt

Investment
Bank Management

USA
Centre
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Best Global Private Bank
EUROMONEY

Best Private Bank
GLOBAL FINANCE

Best Private Bank in Western Europe
EUROMONEY

Best Private Bank in Asia
EUROMONEY & FINANCE ASIA 

Best Private Bank in Bahamas, Jersey, Luxembourg, 
Monaco, Singapore, Taiwan, UAE
EUROMONEY

Best Bank in Switzerland
GLOBAL FINANCE

External Perception of our Business Model
Recently received awards (selection)
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UBS vs peers—share price development 
UBS has outperformed its peers in difficult and good times, a 
proof of our balanced business mix.

Merrill Lynch
Morgan Stanley

20%

40%

60%

80%

100%

120%

140%

160%

2000 2001 2002 2003 2004 2005

Credit Suisse
Deutsche Bank

UBS
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The past… and the future ?
WM&BB was able to beat its peers as a result of its capability 
to protect the cost/income ratio in contracting markets...

11,92111,872

12.825

12,181

7,943

7,159
7,3927,545

… however, moving forward, with top line growth as the 
key, are we in a position to fully exploit growth potential 

and further extend our competitive advantages?

58.8% 59.0% 60.7% 59.4%
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Why did we review our process?
The changing business environment affects the business model 
and hence changes the requirements of the planning process

♦ Rigid / restrictive cost control

♦ Command-and-control culture

♦ Protection of bottom line

♦ Review internal service catalogue

Focus on cost management

♦ Contracting 
markets

2001 - 2003

♦ Growing
markets

2004 - ?

Focus on growth

To respond to this environment, we must move away from 
fixed absolute levels of cost control (budgets)
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benchmarks ensure the

♦ Rolling
Forecast

♦ Actuals

Senior management will be
regularly provided with
financial projections for the
upcoming quarters

In-depth analysis and
comparisons to external

potential of the organisation
is captured

Bottom-up
Business Plan

♦

Old
Framework

Old versus New Framework
The new framework supports and ensures rational decisions 
of senior management for a growing market environment

Budget

Extrapolated

YE forecast

Actuals

♦

♦

♦

Actuals to
Budget

♦

Dimension

Strategic

Operational

Performance
Measurement

New
Framework

♦ Top-down
Business Plan

Top-down definition of the
Strategy

Aspiration levels support
mgmt for strategic steering

♦ Actuals vs.
Actuals

The break of the link between
compensation and negotiated
targets minimises dysfunc-
tional behaviour
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How do we adapt the reporting framework?

♦ KPIs based on absolute figures (e.g. 
net new money) 

♦ Actual / budget comparisons lead 
to "budget gaming"

♦ No overall alignment of KPIs across 
Business Areas

♦ Lack of consistent benchmarking

Old framework

KPIs fully aligned along the 
performance dimensions 'Growth', 
'Profitability', and 'Productivity'
KPIs based on relative ratios
(e.g. net new money / client 
advisor)

Performance measurement focused 
on actual / actual and run-rate 
comparisons

Internal benchmarking (league 
tables) based on market clusters

External benchmarking

Principles of new 
performance approach

The new reporting framework supports our efforts to enable 
and drive growth
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New planning and reporting framework
To continually provide an up-to-date assessment of the past 
and future to senior management a new Performance 
Measurement Concept (PMB), a Quarterly Performance Report 
as well as a 5-quarter Rolling Forecast (RF) were established

♦ Annual strategic thinking
♦ Top-down evaluation driven

by senior management
♦ Definition of projects and

initiatives to implement
strategy of WM&BB

Business Plan
Strategic planning (medium-/long-term)

a b

UBS Wealth Management & Business Banking

Business Plan 2004 - 2006

"Taking our Business Group to the
next level"

PERSONAL AND STRICTLY CONFIDENTIAL

To: Members of the Executive Board WM&BB
M Rohner, G Gagnebin, T K Escher , J Haller, E Haltiner, M Hoekstra, A Robert, J F Sierro

R Sipes, T Stadelmann, R Weil, St Zimmermann

cc: P Arni, J Auer, T Barothy, M Benz, M Dubach, E Kellerhals, M Leuthold, F Rieder, T
Roethlisberger, J Schaepper, T Weiher

R Boegli, R Breitenbuecher , U Buerli, Th Franz, U Hunziker, R Peterli, A Reber,
P Scheidegger, P Stolz, V Schlosser, L Weber, D Ziegler

Contacts: J Gerber BG Controlling WM&BB 01-234 33 65
J Hannasch Strategic Analysis & Business Development 01-234 48 40

♦ Quarterly report to review
Actuals, Rolling Forecast and
Business Plan

♦ Identification of 'issues'
♦ Benchmarks

Quarterly Performance Report
Tactical reporting (medium-/long-term)

1.

STRICTLY PRIVATE AND CONFIDENTIAL

ab Wealth Management & Business Banking

Wealth Management & Business Banking

Quarterly Performance
Report 4Q-03

Distribution: M Rohner, T K Escher, J Haller, E Haltiner, M Hoekstra, A Robert, J F Sierro, R Sipes, T Stadelmann,
R Weil, St Zimmermann

cc: R Bögli, BA Controller

Zurich, 15 January 2004

This document is confidential.
Please do not make additional copies or circulate beyond the distribution list above.

Contacts: Business Group Controlling Werner Kemke Tel: +41-1-234 35 57

new

Rolling Forecast
Tactical planning (short-/medium-term)

♦ Quarterly update of financial projections for the
next 5 quarters

♦ Applies value
driver concept

♦ Top-down assessment
followed by plausibility check with BAs

RFnew

♦ Financial flash

♦ Disclosed KPIs

♦ Fact sheet
♦ League Tables
♦ New set of KPI

Monthly financial reporting
Operational reporting (short-term)

new
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The shift in paradigm

The shift in paradigm requires new dimensions of 
transparency in reporting systems.

Strict cost management in the past was the right thing, 
however further profit enhancement through cost reductions 
is limited. The goal is to create an environment that 
optimally enhances growth through empowerment.

♦ Shift in paradigm
— We abandon the con-

cept of fixed targets
— We de-couple 

rewarding from 
budgeting

♦ We focus on growth and 
stay cost conscious

♦ We empower/promote 
our employees to fully 
exploit their potential

Alinghi crew, Americas Cup, Auckland NZ: 
epitome of an empowered team
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Processes and culture are mutually dependent 
We need a corresponding change in our mindset, or else the 
processes will have no effect

♦ Actual/Actual

♦ Rolling Forecast

♦ No budget

♦ Incentive scheme

♦ Delegation of authority

♦ Maximising client time

♦ Coaching

♦ Self-responsibility

Environmental
challenge

Processes Culture  
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Are we on track ?
WM&BB was able to beat its peers as a result of its capability 
to protect the cost/income ratio in contracting markets...

… and, as a result of the shifted management approach, is in 
a position to take full advantage of the opportunities in a 

growing market.

11,91311,872

12.825

12,181

7,943

7,159
7,3927,545

58.8% 59.0% 60.7% 59.4%
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Contact information

UBS AG
UBS Wealth Management & Business Banking
Business Area CFO

Werner E. Kemke
Head Controlling & Accounting UKNEE, London
+44 –20 7568 5536
werner.kemke@ubs.com

1 Curzon Street
W1J5UB London
United Kingdom

www.ubs.com


