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Al May Not Be Coming for Your Job

Many of us are losing sleep because of artificial intelligence. We do not mean losing sleep by
asking ChatGPT for its NFL predictions at all hours of the night. We mean that a lot of us are
worried that the new technology will cause their jobs, or the jobs of their loved ones, to
disappear.

We do not want to dismiss those concerns out of hand. There will certainly be sectors of the economy
which will see job losses. However, we recently ran across a study suggesting that Al may not be the
job-killer some fear. We thought that you might like to know about it.

Back in 2017, David Deming, a Harvard University Economics Professor (and, now, Dean of the
College) penned a paper entitled, “The Growing Importance of Social Skills in the Labor Market.”
Professor Deming compared the job market in 1980, before the personal computer revolution began, to
that of 2012, when computers were well integrated into the workplace. In those intervening 32 years, he
found that, “...jobs requiring high levels of social interaction grew by nearly 12 percentage points as a
share of the U.S. labor force. Math-intensive but less social jobs—including many STEM occupations—
shrank by 3.3 percentage points...” In short, since the advent of the PC age, employers have
increasingly valued the ability of employees to communicate with other humans, understand their needs,
and marshal technology to solve problems. The race, according to Professor Deming, does not go to the
person with specialized technical knowledge; it goes to the person who can use that knowledge to
communicate and problem solve.

Innovation inevitably creates dislocations and the elimination of some jobs. Atrtificial intelligence will be
no different. However, as with prior breakthroughs (such as electricity and the internet), it is reasonable
to assume that new jobs will be created; hopefully, offsetting those losses. Professor Deming’s findings
remind us that employers continue to value those with strong social skills, which, for now, does not
include avatars or bots.

It seems as if the
odds are stacked against us.
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We hope that the first days of 2026 are treating you well and that the next twelve months bring you
health and joy. Perhaps, you ended 2025 like many of us by setting resolutions for ways you hope to
improve this year. Your goals might have included a better diet, more consistent exercise, less time
doom-scrolling on your phone, or some other way that you hope to end 2026 in a better place than you
began it.

We wish that we could tell you that your chances of achieving your goals are good, but we do not want
to mislead you. Researchers have found that fully one-quarter of all people have given up on their
resolutions by the end of January and that 80% have thrown in the towel by the middle of February. It
seems as if the odds are stacked against us.

The financial services industry has not been oblivious to how difficult it is for people to change their
behavior as it relates to saving and/or spending. Most of us find it difficult to stick to a more austere
budget or to save as much as we would like. When researchers have dug deeper into this issue, they
have found that the pleasure that we get from buying something immediately is sufficiently intense that it
makes the best laid savings plans go awry.

This is not to say, however, that you should give up on your 2026 resolutions, or at least the ones that
relate to your money. There is a way to win the game of managing your money better. You just have to
hide some of your money from yourself. How? We suggest that you re-route some of your money before
it even gets into your spending account. For example, if you ask your employer to put more money into a
401(k) account rather than depositing it into your checking account, you are very likely to adjust your
spending so you do not even miss it. Similarly, if you tell your bank to transfer money automatically from
your checking to a savings account, you stand a much better chance of building your nest egg. It may
not make logical sense that having money in ‘Account B’ rather than ‘Account A’ could change your
behavior, but studies show that it does.

Trying to achieve personal goals can be frustrating. Try to give yourself a fighting chance with your
savings goals and budget by putting some funds just outside of your immediate reach. If we can help
segregate money for savings for you, please do not hesitate to reach out to us. We would be delighted
to help.

Inflation gets a justifiably bad rap. No one likes to see prices go up. The one area in which inflation lends
a hand is way in which it increases the amounts that we can contribute to retirement plans. The 2026
numbers are out. If you would like to know the maximum amount that you are allowed to contribute to an
IRA, 401(k), or similar account, please call anyone on our team. We will be happy to help you salt away
the most that you can for retirement.
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We look forward to hearing

The information contained in this commentary 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.

Neither UBS Financial Services Inc. nor its employees (including its Financial Advisors) provide tax or legal advice. You should consult with your legal counsel and/
or your accountant or tax professional regarding the legal or tax implications of a particular suggestion, strategy or investment, including any estate planning
strategies, before you invest or implement.

The past performance of an index is not a guarantee of future results. Each index reflects an unmanaged universe of securities without any deduction for advisory
fees or other expenses that would reduce actual returns. An actual investment in the securities included in the index would require an investor to incur transaction
costs, which would lower the performance results. Indices are not actively managed and investors cannot invest directly in the indices.

Certified Financial Planner Board of Standards Center for Financial Planning, Inc. owns and licenses the certification marks CFP®, CERTIFIED FINANCIAL
PLANNER®, and CFP® (with plaque design) in the United States to Certified Financial Planner Board of Standards, Inc., which authorizes individuals who
successfully complete the organization’s initial andongoing certification requirements to use the certification marks.

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 brokerdealer. 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 client relationship summary provided at ubs.com/relationshipsummary, or ask your UBS Financial Advisor for a copy.

©UBS 2025. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved. UBS Financial Services Inc. is a
subsidiary of UBS Group AG. Member FINRA/SIPC.

Approval date: 9/30/2025
Expiration: 9/30/2026
Review Code: 1S2501260

2 UBS


https://www.ubs.com/us/en.html
https://www.ubs.com/us/en.html
https://www.constantcontact.com/landing1/vr/home?cc=nge&utm_campaign=nge&rmc=VF21_CPE&utm_medium=VF21_CPE&utm_source=viral&pn=ROVING&nav=60ee004e-648e-47e9-a4d6-d6c3259da924
https://www.constantcontact.com/landing1/vr/home?cc=nge&utm_campaign=nge&rmc=VF21_CPE&utm_medium=VF21_CPE&utm_source=viral&pn=ROVING&nav=60ee004e-648e-47e9-a4d6-d6c3259da924
ubs.com/relationshipsummary
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm



