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As wealth advisors for high-net-worth investors and business

owners, our team focuses on long-term financial strategies,

plans, and analyses to help clients navigate financial

: turmoil and market volatility. Charting a sound financial
\ future requires informed analysis, long-term planning

A ‘K‘ that anticipates market downturns, and prudent decision-
making within the context of the plan when unprecedented

circumstances arise. Here are 3 lessons on navigating financial wellness and how

our team helps build your future.

Lesson #1: Experience matters—be prepared for unexpected financial
crises within your long-term plan

With decades of experience, we've helped clients navigate through financial
crises since the 1990s, including the dot.com tech bubble burst (2000), the post-
9/11 economic downturn, and the 2008 global financial crisis.

While working within the established parameters of our clients’ long-term
financial plans, our proactive approach includes making necessary, prudent
changes to help minimize portfolio risks. This includes rotating to different
types of investments within market sectors focusing on companies with solid
balance sheets and a high probability of weathering the market turbulence.
Characteristics of these companies include financial strength, projected business
solvency throughout a period of prolonged economic weakness and a business
model that is poised for growth as the economy improves.

When markets are relatively stable, we address possible plan changes

and rotations during scheduled calls with our clients in anticipation of
downturns. We help our clients understand and take precautions for increased
market volatility.

Lesson #2: Address multigenerational needs—nurture in-depth
communications with clients and their families

We see first hand, the benefit of having deeper, more detailed conversations
that include several generations and multiple members of a family asking
pertinent questions about their investments. These in-depth, productive
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conversations are designed to help clients minimize the impact emotions can
have on decision-making and provide comprehensive, unbiased information

so we can make informed decisions together with their families. We want to
protect clients from making reactive decisions.

Lesson #3: Maneuver within the portfolio to limit downside and be
positioned for quicker recovery.

During times of volatility, it is important to adhere to long-term plans and protect
portfolios by taking precautions, limiting downsides, and anticipating possible
outcomes. We want to help clients lessen potential losses and recover more
quickly when the market stabilizes. Thoughtful discussions and prudent decision-
making now can help clients understand what to expect and be positioned for
quicker recovery.

The information contained in this article is not a solicitation to purchase or sell investments. Any information presented is general in nature and not
intended to provide individually tailored investment advice. The strategies and/or investments referenced may not be suitable for all investors as the
appropriateness of a particular investment or strategy will depend on an investor’s individual circumstances and objectives. Investing involves risks and
there is always the potential of losing money when you invest. The views expressed herein are those of the author and may not necessarily reflect the
views of UBS Financial Services Inc.

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC-
registered investment adviser and brokerage services in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage services
are separate and distinct, differ in material ways and are governed by different laws and separate arrangements. It is important that you understand the
ways in which we conduct business, and that you carefully read the agreements and disclosures that we provide to you about the products or services

we offer. For more information, please review the client relationship summary provided at ubs.com/relationshipsummary, or ask your UBS Financial
Advisor for a copy. For more information on third-party rating methodologies, please visit ubs.com/us/en/designation-disclosures
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