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Introduction

PROFITABILITY AND GROWTH

Growth rates in the private banking industry have indeed benefited from
very favourable financial markets. But it would nonetheless be a mistake to view
the industry through rose coloured glasses: the business is becoming ever-more
demanding. Complexity is increasing extremely fast at many different levels and
rapid, ongoing internationalisation is a must for many players. Increasingly
sophisticated clients demand investment performance, they want transparency
and professional, comprehensive service. Competition for the sought-after clien-
tele in the High and Ultra High Net Worth segment(s) (HNW and UHNW) is fierce
in every part of the world. Markets develop fast, and occasionally even wildly,
in the high-growth areas — the new markets in Eastern Europe, Asia and Latin
America — while in the established markets every single business move seems to
be dominated by an increasing amount of regulation, which drives up costs.

Where is growth to be found and how are new market opportunities to
be seized, especially abroad? Which strategies will help in taking on the future
challenges? Does a private bank really have to be big and act worldwide to
survive in the long run? What about small and beautiful? Which niches for smaller
players are promising and how can they be exploited profitably?

Take advantage of an unparalleled chance to learn about these new
opportunities.

We look forward to welcoming you to our Private Banking Summit 2007.

o F Slllle

Claudfa”Gabriel Francois Schaller
Editor-in-Chief, Schweizer Bank Editor-in-Chief, Private Banking

Agenda PRIVATE BANKING SUMMIT 2007

Measures to ensure sustainable growth

The future of private banking: the bigger the better?

» New niche market strategies

Near-banks: fierce new competitors servicing UHNWI

» Onshore private banking in the Americas and in Asia

Strategic issues in global asset management

The value of a private bank — strategic considerations and pitfalls

Agenda post-conference day FAMILY OFFICE

» What clients really want and what providers offer

o The 21st century adviser — a fresh perspective

» Safeguarding the hopes and resolving the fears of the ultra wealthy
» Special guest speaker: Ludwig Forrest, King Baudouin Foundation

Panelists, speakers and chair

Gerard Aquilina, Managing Director
and Head of Barclays International
Private Bank at Barclays Wealth,
Barclays PLC, London

Jeremy Arnold, Managing Director
and Head of Wealth Advisory at
Barclays Wealth, Barclays PLC, London

Javier Ards, Managing Director,
Banco Santander (Suisse) S.A., Geneva

Gregor Bienz, CEO,
Bank Frey & Co. AG, Zurich

Andreas Brodtmann, Partner and
Member of the Executive Board,
Berenberg Bank, Hamburg

Prof. Teodoro D. Cocca, Chair for
Wealth and Asset Management,
Johannes Kepler University of Linz

Boris F.J. Collardi, Chief Operating
Officer Private Banking, Bank Julius
Baer & Co. Ltd., Zurich

Nicholas Dale, Member of the
Enlarged Executive Committee,
HSBC Guyerzeller Bank Ltd, Zurich

Anthony DeChellis, Head of Private
Banking Americas, Credit Suisse,
New York

www.private-banking-summit.com



Panelists, speakers and chair

Pierre de Weck, Member of the Group
Executive Committee, Deutsche Bank AG
and Global Head of Private Wealth
Management

Sebastian Dovey, Founding Director
and Managing Partner, Scorpio
Partnership Ltd, London

Prof. Bernard Dumas, Swiss Finance
Institute, University of Lausanne

Patrick du Saint, Head of Private
Banking, BNP Paribas (Suisse) SA,
Geneva

Eftychia (La) Fischer, Member
of the Executive Committee,
EFG International, Zurich

Ludwig Forrest, Project Manager,
King Baudouin Foundation, Brussels

John A. Fraser, Chairman and CEO
UBS Global Asset Management and
Member of the UBS Group Executive
Board, London

Matthias Frisch, Chief Executive
Officer, Horizon21 Wealth
Management, Pfaeffikon

| Fidelis M. Goetz, Head of Division

International and Member of Group
Executive Committee, Bank Sarasin
& Cie AG, Basel

Martyn Gowar, Consultant Tax &
Private Capital, Lawrence Graham LLP,
London

Peter Leach, Partner,
BDO Stoy Hayward LLP, London

Penny Lovell, Group Head of Business
Development, Fleming Family & Partners,
London

Michael Maslinski, Director, Maslinski
& Co Ltd, London

Chris M Meares, CEO Group Private
Banking, HSBC Holdings plc., London

Sarah Owen-Jones, Chief Risk Officer
Coutts International, Coutts Bank von
Ernst Ltd, Zurich

Robert Parker, Vice Chairman Asset
Management, Credit Suisse, London

Dr. Saverio Perissinotto, Deputy CEO
Group Private Banking, Banca Intesa
Sanpaolo, Milan

Serge Robin, CEO and General
Manager, Merrill Lynch Bank (Suisse)
S.A., Geneva

Ray Soudah, Founder and CEO,
MilleniumAssociates AG, Zug

Edward Taylor, Journalist Banking,
The Wall Street Journal Europe,
Frankfurt am Main

Walter Thoma, Member of the Group
Executive Management and Head of
Private Banking, Vontobel Group, Zurich

Dr. Felix Wenger, Partner,
McKinsey & Company, Inc. Switzerland,
Zurich

Richard Wyatt-Haines, Chartered
Marketer and Leadership Fellow
of the University of Exeter

Olivier Zucker, Director, Private Bank
at Barclays Wealth, Barclays PLC,
London

For more detailed information about speakers, panelists and chairmen please visit www.private-banking-summit.com

For more information call +41-44-288 94 53



Programme

Tuesday, 4th September 2007

8.30
Reception with coffee, tea and croissants
Distribution of conference documentation

9.00

Chairman’s introduction and overview
Prof. Teodoro D. Cocca, Chair for Wealth and Asset
Management, Johannes Kepler University of Linz

INTERNATIONAL COMPETITIVENESS

9.15

The state of the private banking industry

« Overview of market developments

« Industry leadership

. Competition leadership
Prof. Teodoro D. Cocca, Chair for Wealth and Asset
Management, Johannes Kepler University of Linzz

9.45

The Financial Managers

Growth Strategy of Vontobel Private Banking

« Positioning & value proposition

« Integrated business model

« Integrated advisory approach
Walter Thoma, Member of the Group Executive Management
and Head of Private Banking, Vontobel Group, Zurich

10.15
Questions/discussion

10.30
Coffee break

For more information call +41-44-288 94 53

THE FUTURE OF PRIVATE BANKING

11.00

Keynote Speech

The future of global private banking — measures to

ensure sustainable growth

« Organic build vs. acquisitions

« Onshore and offshore strategies

« Expanding the product offering
Pierre de Weck, Member of the Group Executive Committee,
Deutsche Bank AG and Global Head of Private Wealth
Management

11.30
Podium discussion
The future of private banking — the bigger the
better?
Moderator:
Edward Taylor, Journalist Banking,
The Wall Street Journal Europe, Frankfurt am Main
Participants:
Javier Arus, Managing Director,
Banco Santander (Suisse) S.A., Geneva
Boris F.J. Collardi, Chief Operating Officer Private Banking,
Bank Julius Baer & Co. Ltd., Zurich
Dr. Pierre de Weck, Member of the Group Executive Committee,
Deutsche Bank, London
Sarah Owen-Jones, Chief Risk Officer Coutts International,
Coutts Bank von Ernst Ltd, Zurich
Serge Robin, CEO and General Manager,
Merrill Lynch Bank (Suisse) S.A., Geneva

12.15
Questions/discussion

12.30
Lunch
ERI Bancaire SA cordially invites you to the lunch.




Programme

Tuesday, 4th September 2007

CONQUERING (NEW) MARKETS

14.00

Hungry for (new) markets — BNP Paribas

« Why is growth compulsory for PB business?

« Which (and where) are our geographical competitive
strengths?

. What types of approaches can we choose in different
markets?
Patrick du Saint, Head of Private Banking, BNP Paribas (Suisse)
SA, Geneva

14.30

Reaching out for new geographical markets!

Barclays private banking

« Identifying key markets

« Nuances of onshore vs. offshore markets

« Leveraging the family silver
Gerard Aquilina, Managing Director and Head of Barclays
International Private Bank, Barclays Wealth, Barclays PLC, London

15.00
Questions/discussion

15.15
Coffee break

15.45

Private banking in the Americas — North and South,

new markets are emerging

« The growth of the onshore market in South America

« The US represents an emerging market for wealth
management

« The opportunity for collaboration between North and
South America to best serve evolving client needs: the
Credit Suisse approach
Anthony DeChellis, Head of Private Banking Americas, Credit
Suisse, New York

www.private-banking-summit.com

16.15

The strategic role of Asia for Swiss private banks and

possible lessons for China

« Product pushing vs. Swiss private banking

« Opportunities for niche players

« What role can Bank Sarasin play in Asia?

« Wealth management industry in China — impact for
Swiss banks

« Recommendations and possible future role of Swiss pri-
vate banks in China
Fidelis M. Goetz, Head of Division International and Member of
Group Executive Committee, Bank Sarasin & Cie AG, Basel

16.45
Questions/discussion

17.00
Podium discussion:
Conquering new markets: go onshore or offshore?
Moderator:
Edward Taylor
Participants:
Gerard Aquilina
Anthony DeChellis
Patrick du Saint
Fidelis M. Goetz

17.45

Summary and conclusion of the first conference day,
followed by a networking reception

Euroforum invites you to the reception at the conclusion
of the conference day. Take advantage of the opportunity
to compare experiences with speakers and delegates.

18.30
Welcome reception, followed by a gala dinner
in the «Zunfthaus zur Meisen», Minsterhof 20,

8001 Zurich. Gala Dinner hosted by HP.
D]

invent
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Wednesday, 5th September 2007

8.30
Reception with coffee, tea and croissants

9.00

Chairman’s introduction and overview
Prof. Bernard Dumas, Swiss Finance Institute, University of
Lausanne

NICHE MARKET STRATEGIES

9.15

Building wealth for generations —

how to gain a competitive edge in the market

« Business philosophy Bank Frey & Co. AG

« How Bank Frey creates a competitive advantage
in the market

« How to become an innovator in private banking
Gregor Bienz, Chief Executive Officer, Bank Frey & Co. AG,
Zurich

9.45

The art of private wealth management

at Berenberg bank

« How one of the oldest private banks in the world
differentiates itself from competition

« Recruitment of private bankers: personality and
character are more important than assets

« Why it is important to service clients with a holistic
advisory approach
Andreas Brodtmann, Partner and Member of the
Executive Board, Berenberg Bank, Hamburg

10.15

Institutional investment management

for private clients

. Corporate view as a foundation

« Investment management approach

. Consequences within the implementation
Matthias Frisch, Chief Executive Officer, Horizon21 Wealth
Management, Pfaeffikon

10.45
Questions/discussion

11.00
Coffee break

For more information call +41-44-288 94 53

KEYNOTES
ASSET MANAGEMENT IN UPHEAVAL

11.30

Keynote speech

Asset management — organisational options

« How does a global business balance the trend towards
boutiques with the benefits of a large organisation?

« How can asset managers respond to the increasing
demand for complex products?
John A. Fraser, Chairman and CEO UBS Global Asset
Management and Member of the UBS Group Executive Board,
London

12.00

Keynote speech

The future of global asset management —

strategic issues and answers
Robert Parker, Vice Chairman Asset Management, Credit Suisse,
London

12.30
Questions/discussion

12.45
Lunch
ERI Bancaire SA cordially invites you to the lunch. KRS

b 2RI
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Wednesday, 5th September 2007

STRATEGIC ISSUES

14.15
Intesa private banking — a new business model
in the Italian private banking industry
Dr. Saverio Perissinotto, Deputy Managing Director Intesa
Private Banking, Intesa Sanpaolo Group, Milan

14.45

Perspectives on the private banking industry

« Attractive industry fundamentals

« Preparing for a downturn

« Broad growth strategies and their risks

« Shortcomings of current value propositions
Dr. Felix Wenger, Partner, McKinsey & Company,
Inc. Switzerland, Zurich

15.15

Strategic empowerment —

the leverage for sustainable growth

. Empowerment: private bankers as CEOs of their
business

« Participation and ownership: EFG’'s CRO model

« Results and sustainability

« Scalability in diversity

Eftychia (La) Fischer, Member of the Executive Committee,

EFG International, Zurich

15.45
Questions/discussion

16.00
Coffee break

www.private-banking-summit.com

16.30

Keynote speech

How to manage a global private bank
Chris M Meares, CEO Group Private Banking,
HSBC Holdings plc., London

17.00

The value of a private bank — strategic considerations

and pitfalls

. What makes a private bank valuable and for whom?

« Will onshore private banks really take off and is it worth
the investment to create them?

« Why many players will fail strategically and exit

« Why markets save the banks and why they will bring
some down in the next downturn
Ray Soudah, Founder and CEO, MilleniumAssociates AG, Zug

17.30
Questions/discussion

17.45

Summary and conclusion of the second conference
day, followed by a networking reception
EUROFORUM invites you to the reception at the conclusion of the
conference day. Take advantage of the opportunity to compare
experiences with speakers and delegates.
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Post-Conference Day
FAMILY OFFICE

Without private clients there is no
business. So this year's Family Office day
will look at the Family Office industry
from the client’s point of view.

The wealth management market continues to
expand. In the USA alone 2007 data shows that the
number of households with USD 5 million or more to
invest has grown by almost 50% since 2003. The Asian
wealth market is estimated to be soaring faster still.

But the «knowledge gap» between what clients
really want and what providers offer means that many
wealth managers will not benefit. Here are two examples:
« A 2005 IBM survey found that wealth managers often

fail to develop appropriate products and services because
they do not anticipate clients' needs and interests.

« Many private bankers claim that clients are not price
sensitive «if you deliver the right service». But they
contradicted this in a 2007 poll — with 75% stating that
fees are important and 23% adding that they have to
discount to win business.

Asset protection is a key issue for our clients.
Relationship protection is fundamental to success in our
business.

To help delegates form the strategies that will win
more business, speakers will share their understanding of
what private clients really want: from the business model
that serves them best to the importance of fairness in
maintaining relationships; from managing relationships
between professional advisers to the professionals’ role in
successfully developing the family’s wealth as well as their
philanthropy.

The post-conference day addresses
the following topics:

« What clients really want and what providers offer

« The 21st century adviser — a fresh perspective

« Safeguarding the hopes and resolving the fears of the
ultra wealthy

« Special guest speaker: Ludwig Forrest, King Baudouin
Foundation

Knowledge partner for the post-conference day:
Key Trust Company Ltd, Jersey

For more information call +41-44-288 94 53

Thursday, 6th September 2007

8.30
Reception with coffee, tea and croissants
Distribution of conference documentation

9.00

Chairman’s introduction and overview
Nicholas Dale, Member of the Enlarged Executive Committee,
HSBC Guyerzeller Bank Ltd, Zurich

9.15

Taking the client’s perspective — what private clients

really want

« The process for selecting a wealth manager

« How to ensure success stories

« The voice of the client — how to hear it

« Changing words into actions

. Creating a sustainable relationship
Sebastian Dovey, Founding Director and Managing Partner,
Scorpio Partnership Ltd, London

9.45

The 21st century adviser — a fresh perspective
Martyn Gowar, Consultant Tax & Private Capital, Lawrence
Graham LLP, London

10.15
Questions/discussion

10.30
Coffee break

11.00
Treating customers fairly — strategic threat or
opportunity?
« What are the key components for successful delivery
in financial services?
« What is the threat for private bankers?
« What new capabilities will be required in order
to succeed?
Richard Wyatt-Haines, MBA, FCIB, MIMC, Chartered Marketer
and Leadership Fellow of the University of Exeter
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Thursday, 6th September 2007

11.30
The importance of understanding family dynamics
« Why inevitable conflicts arise
« How to predict trouble ahead
« How to ensure that the family is a positive aspect
not a negative
Peter Leach, Partner, BDO Stoy Hayward LLP, London

12.00
Questions/discussion

12.15
Podium discussion
What clients really want and what providers offer
Moderator:
Nicholas Dale
Participants:
Sebastian Dovey
Martyn Gowar
Peter Leach
Richard Wyatt-Haines

12.45
Lunch

14.00
Produce or service? Finding the balance
Michael Maslinski, Director, Maslinski & Co Ltd, London

14.30
Safeguarding the hopes and resolving the fears
of the ultra wealthy

Jeremy Arnold, Managing Director and Head of Wealth Advisory

at Barclays Wealth, Barclays PLC, London
Olivier Zucker, Director, Private Bank at Barclays Wealth,
Barclays PLC, London

15.15
Questions/discussion

15.30
Coffee break

www.private-banking-summit.com

16.00
Why we set up a family office and how it works
with other professionals
Penny Lovell, Group Head of Business Development,
Fleming Family & Partners, London

16.30

Special guest speaker

Families and philanthropy: maximizing the impact

of giving

. Diversity and opportunities in philanthropy

« Impact driven donations

« How to proceed?

« Important (cross-border) tax issues
Ludwig Forrest, Project Manager, King Baudouin Foundation,
Brussels

17.00
Questions/discussion

17.15
Summary and conference close



Additional information, contact
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Reasons why you do not want to miss this conference

1. Participate in discussions with major players in the Swiss
and the international private banking scene.

2. The development of fresh sources of income is the key
success factor in private banking. Get hands-on, practically-
oriented information and discuss new opportunities for
growth with top management executives.

3. Make use of an extensive networking platform to gather
information and inspiration that will benefit your own
business.

With a market share of 35% Switzerland’s wealth managers
are the world leaders in the off-shore asset management
business. This conference provides a first-class opportunity
to meet and exchange strategic ideas with the experts.

Who should attend this conference?
From Private Banks and Family Offices:

« Chairmen

« Chief Executive Officers

« Managing Partners and Managing Directors
« Chief Investment Officers

« Head of International Private Banking

« Heads of Asset Management

« Heads of Business Development

« Heads of Marketing

Heads of Client Relationship Management
Relationship Managers

Investment Managers

« Wealth Advisors

« Independent Financial Advisors

« Independent Asset Managers

For more information call +41-44-288 94 53

For further information
please contact +41-44-288 94 53

Stéphanie Reimann
(Conference Assistant)
e-mail: stephanie.reimann@euroforum.ch

Claudia Pfenniger
(Conference Manager)

Sponsoring & exhibitions

The conference also provides an opportunity for you to present

your company, products and services to an exclusive gathering

of clients. For further information on exhibition capacity,

target-group analysis and the development of a personalized

sponsoring plan, please contact:

Beat Stampanoni

(Manager Sponsoring & Exhibitions)
phone: +41-44-2889473

e-mail: beat.stampanoni@euroforum.ch
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Host of the gala dinner

® HP is not just focusing on infrastructure, but on vertical industry and business process solutions. This is HP’s
ﬁ future direction. HP integrates as an important partner of the value chain innovative solutions for adaptive
business architectures. HP’s local Financial Services Practices are specialized in the optimization of business

invent processes and the flexible utilization of the technical infrastructure. HP has deep competence and experience
in selected Financial Services Industry segments, especially in collaboration with Private Banks.

Hewlett-Packard (Schweiz) GmbH
Ueberlandstrasse 1, CH-8600 Duebendorf
web: www.hp.com/ch

Contact: Fritz Maier, Director Financial Services Industry
phone: +41-58-444 64 82, mobile: +41-79-217 74 40
e-mail: fritz.maier@hp.com

Host of the lunches

OLYMPIC OLYMPIC Banking System NexT Generation is now a reality, offering the same diversity of functions and
BANKING 33 L flexibility but now with leading edge technology and architecture. Worldwide, over 260 clients in the Retail,
by QR‘_ Private, Commercial and Universal Banking sectors in more then 30 countries place their trust in OLYMPIC

Banking System and ERI Bancaire. With more than 530 employees worldwide, we are the ideal partner for
modern banking practices in financial institutions.

ERI BANCAIRE S.A.
Genferstrasse 2, CH-8002 Zurich
web: www.eri.ch

Contact: Marcel Schlagenhauf, Sales Manager
phone: +41-44-204 93 25, mobile: +41-79-820 65 46, fax: +41-44-204 93 01
e-mail: maschlagenhauf@zrh.eri.ch

Sponsor
HSBC Private Bank is the marketing name for the private banking business conducted by the principal private
HSBC Private Bank X» banking subsidiaries of the HSBC Group worldwide. HSBC Private Bank, together with HSBC Guyerzeller and
the private banking and trustee activities of HSBC Trinkaus & Burkhardt, provides private banking and trustee
services to high net worth individuals and their families through 90 locations in the Americas, the Asia-Pacific
region, Europe and the Middle East.

HSBC Private Bank (Suisse) SA

Geneva: Zurich:

Quai du Général Guisan, 2, CH-1211 Geneva 3 Paradeplatz 5, CH-8027 Zurich

phone: +41-58-705 55 55, fax: +41-58-705 51 51 phone: +41-58-705 35 55, fax: +41-58-705 35 56

www.private-banking-summit.com
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Knowledge partner of the post-conference day

/r Key Trust is an independent fiduciary licensed by the Jersey Financial Services Commission and a pioneer of the
Multi-Office Family Office concept. Key operates a unique business model that delivers fair value for a personal
key service. Each family engagement is allocated its own Relationship Director and a Relationship Manager, working

in partnership and backed by a strong and experienced support team. In this way we provide a highly personal
service with the value advantage of a pre-agreed fixed fee

Key Trust Company Limited Contact: Brian Clarke, Managing Director
PO Box 116, Hilgrove House, 10 Hilgrove Street, phone: +44-1534-630 500, fax: +44-1534-639 669
St Helier, Jersey, Channel Islands JE4 8SU e-mail: brian.clarke@key-trust.com

web: www.key-trust.co

Exhibitors
Cognos, the world leader in business intelligence and performance management solutions, provides world-class
m"ul‘v&@s® enterprise Bl, planning and consolidation software and services to help companies plan, understand and manage
financial and operational performance. Cognos brings together technology, analytical applications, best practices,
and a broad network of partners to give customers a complete performance system. The Cognos performance
system is an open and adaptive solution that leverages an organization’s ERP, packaged applications, and data-
base investments.

Cognos (Switzerland) Ltd. Contact: Udo Heinecke, Managing Director
Pfingstweidstrasse 60, CH-8005 Zurich phone: +41-44-439 45 00

phone: +41-44-439 45 00, fax: +41-44-439 4510  e-mail: udo.heinecke@cognos.com

e-mail: switzerland@cognos.com

web: www.cognos.ch

-
. ‘ v finnova AG Bankware is a leading Swiss developer of banking software with its headquarter in Lenzburg.
flnnova The company can look back on more than 30 years experience in the production of modern IT solutions for
the financial industry. Finnova is currently the most innovative modular total bank solution for full-service and
private banks. Finnova — complete modular bankware.

finnova AG Bankware Contact: Christoph Erb, Head of Customer Care
Sagestrasse 22, CH-5600 Lenzburg Member of the Executive Management
e-mail: info@finnova.ch, web: www.finnova.ch phone: +41-62-886 47 47, fax: +41-62-886 48 88

e-mail: christoph.erb@finnova.ch

For more information call +41-44-288 94 53
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Exhibitors

PROFIDATA GROUP Profidata Group is an independent software house serving banks, investment companies and insurances. Core
products are the high end asset management software XENTIS and the portfolio management software e-AMIS.
Profidata Group has locations in Neuenhof, Frankfurt, Luxembourg and Saarbriicken. The group strategy is
based on the broad experience of inhouse IT and finance specialists in development, implementation and
support of complex asset management applications.

Profidata Group Contact: Erwin Erb, Sales Director
Industriestrasse 7, P.O. Box 198, CH-5432 Neuenhof phone: +41-56-416 31 11
phone: +41-56-416 31 11, fax: +41-56-416 31 01 e-mail: info@profidatagroup.com
web: www.profidatagroup.com

. Simcorp SimCorp develops and globally markets SimCorp DIMENSION, the integrated investment management system.
More than 150 clients in 15 countries, from relatively small organisations to some of the world’s largest, are
using the capabilities of SimCorp DIMENSION which provides efficient, transparent and flexible support for the
entire Investment Management process, this from Order-Management, Portfolio- and Risk-Management up to
the integrated Funds-Accounting. Headquartered in Denmark, SimCorp as a quoted company is represented in
10 countries and has approx. 800 employees.

SimCorp Schweiz AG Contacts:

Stampfenbachstrasse 131, CH-8006 Zurich Piero Visani, Managing Director

phone: +41-44-360 59 00, fax: +41-44-360 59 01 e-mail: piero.visani@simcorp.com

e-mail: info@simcorp.com, web: www.simcorp.com Peter Klein, Head of Presales/Product-Management

e-mail: peter.klein@simcorp.com

Software technology to increase the value of enterprise IT systems.

5 software~ Software AG is a global leader in mission-critical software infrastructure solutions based on open standards. At
the forefront of advanced Service-Oriented Architecture (SOA), Software AG enables customers to create power-
ful enterprise applications — especially in heterogeneous IT environments.

SAG Software Systems AG Contact: Karola Brinckmann, Eventmanager
Neumattstrasse 7, CH-8953 Dietikon (Zurich) phone: +49-61 51-92 30 14,

phone: +41-44-745 91 11, fax: +41-44-745 91 91 fax: +49-61 51-92 34 30 14

web: www.softwareag.com e-mail: event@softwareag.com

www.private-banking-summit.com
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Media partners

. P The Absolut|report is the first publication for Alternative Investments in Germany, referring to Hedge Funds, Managed Futures,
Absolut report @ Private Equity and Asset Backed Securities. It is published by Absolut Research GmbH, based in Hamburg. The aim of the
o - Absolut|report - and its new hedge fund performance publication Absolut|report-Quarterly — is to provide unbiased, high-qualified
information about Alternative Investments in Germany and in Europe. The target groups of this magazine are institutional investors
and market participants.
ABSOLUT Research GmbH Contact: Michael Busack
Grofe Elbstr. 281, D-22767 Hamburg phone: +49-40-30 37 79-0
phone: +49-40-30 37 79-0, fax: +49-40-30 37 79-15 e-mail: busack@absolut-report.de
e-mail: info@absolut-report.de, web: www.absolut-report.de
NKEN Banken+Partner is a magazine for strategy and management in the financial industry in the German-speaking countries. It covers
+ RTNER the transformation processes going on in the banking sector, working as a non-biased forum for both private banks and those affili-

ated to the public sector (Sparkassen) or with co-operatives (Genossenschaftsbanken). Banken+Partner addresses the top manage-
ment level and present background knowledge, strategy recommendations, and solutions. The magazine is published bi-monthly and
also features a website and newsletter.

CO.IN. MEDIEN Verlagsgesellschaft GmbH Contact: Horst Holler, phone: +49—61 22—70 54 54
Otto-von-Guericke-Ring 3d, D-65205 Wiesbaden e-mail: holler@bankenundpartner.de
web: www.bankenundpartner.de

Bestbanking reports in writing and illustration about Bank-IT, Bank-related-technologies, security issues, bank organization as well
as about systems and means of planning and modern branch design. Meaningful cost comparisons and best practise solutions are

presented for the expert reader in a clear form. The Co-operation with the «Studiengesellschaft fiir Vertriebs-Innovation» which is
intensively concerned with the Retail Banking business, gives access to a profound and specialized banking knowledge. bestbanking
functions as bridge from the manufacturer to the user.

bestbanking medien Contact: Kurt Quendler
im Cross-Media-Haus, Favoritner Gewerbering 32, A-1100 Wien  phone:+43—-1-96 06 59 00
web: www.bestbanking.at e-mail: kurt.quendler@bestbanking.at
dl b k DIE BANK, published by the Association of German Banks, is a highly respected trade journal which informs its readers expertly
epan _ . o SR o .
Zutchret 1 Bankpolti und Pras about current trends and prospects in the banking and finance industry. DIE BANK's editorial quality is reflected in its readership —

its advertising target group: Subscribers are the decision-makers at banks and financial institutions, who are understandably more
interested in business policy questions and over-arching issues than the great majority of their staff. DIE BANK thus focuses on the
banking and finance elite.

Bank-Verlag Medien GmbH Contact: Dr. Stefan Hirschmann
WendelinstraBe 1, D-50933 Koeln phone: +49-2 21-54 90-221, fax: +49-2 21-54 90-315
web: www.die-bank.de e-mail: stefan.hirschmann@bvm-koeln.de

For more information call +41-44-288 94 53
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Presented by

PRIVATE Private Banking The magazine for banking professionals, as well as their clients in the french speaking part of Switzerland, delivers

BANKING well-founded information on the different strategies and broadth of offers of the swiss private banking industry. Interviews with
leading bankers, in-depth investment information and financial Planning support topics underline the premium character of Private
Banking. A truly unique goal of Private banking is to shed light on the ever changing financial products market, in order to offer its
readers with the most up-to-date information regarding assett management and financial planning.

Private Banking Contact: Daniel Truttmann, Head of Specialty Press
Postal Address: Seestrasse 37, Postfach, CH-8027 Zurich phone: +41-44-288 94 10, e-mail: dtruttmann@handelszeitung.ch
Visiting Address: Seestrasse 344, 8038 Zurich-Wollishofen Christian Santa, Head of Advertising Sales

phone: +41-44-288 94 20, e-mail: csanta@handelszeitung.ch

SCHWEIZER Schweizer Bank The Swiss magazine for banking professionals offers background information on current trends and industry high-

BANK lights, innovative problem-solving strategies for current challenges and elaborates on the strategies which leading players from the
financial industry have chosen to follow. «Schweizer Bank» informs its readers about the changes within the financial industry in a
competent and future-oriented way. The magazine is intended to be an educational tool for the politically, economically and techno-
logically highly exposed financial industry.

Schweizer Bank Contact: Daniel Truttmann, Head of Specialty Press and Head of
Postal Address: Seestrasse 37, Postfach, CH-8027 Zurich Advertising Sales
Visiting Address: Seestrasse 344, 8038 Zurich-Wollishofen phone: +41-44-288 94 10, e-mail: dtruttmann@handelszeitung.ch

THE WALL STREET JOURNAL. Founded in 1983 and based in Brussels, The Wall Street Journal Europe forms part of the world's leading business news franchise
NN

published by Dow Jones & Company, which also includes The Wall Street Journal, The Wall Street Journal Asia and The Wall Street
Journal Online at WSJ.com, the largest paid subscription news site on the Web. Together, these publications have a paid circulation
of 2.7 million, providing business leaders around the world with unsurpassed coverage of global business news, and drawing on an
unrivalled network of nearly 1900 news staff.

The Wall Street Journal Europe Contact: Ross Melzer, Corporate Development
Boulevard Brand Whitlock 87, B-1200 Brussels phone: +32-2-741 12 51, fax: +32-2-732 11 02
web: www.dowjones.com e-mail: ross.melzer@dowjones.com

Professional organisational partner

U e e A e Founded in 1986, the Swiss Association of Asset Managers (SAAM) is the leading professional association
1B SEEEERTIEENG for around 770 independent asset managers in Switzerland. It actively speaks for its members and the professio-
nal as a whole and is dedicated to fostering a strong Swiss financial centre. As a recognised self-regulatory orga-
nisation, the SAAM monitors its members for adherence to the Anti-Money Laundering Act and its own Code
of Ethics and Professional Conduct. These strict standards and rules make membership in the SAAM a seal of
approval for quality, professionalism and ethics in asset management.

Swiss Association of Asset Managers (SAAM)
Bahnhofstrasse 35, CH-8001 Zurich

phone: +41-44-228 70 10, fax: +41-44-228 70 11
web: www.vsv-asg.ch

www.private-banking-summit.com
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6™ PRIVATE BANKING SUMMIT/FAMILY OFFICE

Internet PDF

from 4th to 6th September 2007. CHF 3,650 p. p. (approx. EUR 2,267)

| am interested in exhibition and sponsoring opportunities.

oo O

name 1:
position:

department:

name 2:
position:

department:

company:
contact:

address:

phone: fax:
e-mail:

number of employees
upto20 21-50 51-100 101-250  251-500  501-1000 1001-5000 over 5000
U U Ul Ul U U Ul U

invoice to (name):
department:

address:

date, signature:

Yes, | wish to participate in the PRIVATE BANKING SUMMIT from 4th to 5th September 2007. CHF 2,790 p. p. (approx. EUR 1,733)
Yes, | wish to participate in the post-conference day FAMILY OFFICE on 6th September 2007. CHF 1,750 p. p. (approx. EUR 1,087)
Yes, | wish to participate in the GALA DINNER in the «Zunfthaus zur Meisen» on 4th September 2007 (exclusively for participants of the conference).

I will not participate. Kindly send the conference documentation to the following address. Cost: CHF 590 VAT included.

HOW TO REGISTER

fax: +41-44-288 94 71

e-mail: anmeldungch@euroforum.com

internet: www.private-banking-summit.com

postal: EUROFORUM Handelszeitung Konferenz AG

P.O.Box/Seestrasse 344, CH-8027 Zurich

ADDRESS CHANGES

phone: +41-44-288 94 70
fax: +41-44-288 94 71
e-mail: infoch@euroforum.com

QUESTIONS /CONTACT

Stéphanie Reimann (Conference Assistant), phone +41-44-288 94 53
Claudia Pfenniger (Conference Manager), phone +41-44-288 94 29
e-mail: stephanie.reimann@euroforum.ch

Yes, | wish to participate in the PRIVATE BANKING SUMMIT and in the post-conference day FAMILY OFFICE

[P5100178M013]
[P5100178M012]
[P5100178M300]

[P5100178M700]

Please change my address as shown. Should you wish to change your address by telephone, please call +41-44—288 94 70.

DATE AND PLACE

4th to 6th September 2007

Kongresshaus Zurich

Claridenstrasse 5, CH-8002 Zurich

phone: +41-44-206 36 36, fax: +41-44-206 36 59

HOTEL ACCOMMODATION
Hotel Glockenhof, Sihlstrasse 31, CH-8023 Zurich
www.glockenhof.ch, phone: +41-44-225 91 91, fax: +41-44-225 92 92

Hotel Glaernischhof, Claridenstrasse 30, CH-8022 Zurich
www.hotelglaernischhof.ch, phone: +41-44-286 22 22, fax: +41-44-286 22 86

A limited number of rooms are available at the Hotel Glockenhof or Hotel Glaernischhof.
Please contact the hotel directly to make your reservation, stating that you will attend
the «PRIVATE BANKING SUMMIT».

CONDITIONS OF PARTICIPATION

The conference fee per person is payable upon receipt of the invoice. This fee includes con-
ference documentation, lunches and tea/coffee. You will be sent a confirmation slip and
invoice upon receipt of your registration. Registrations can be cancelled (in writing) without
penalty up to 14 days before the event. For cancellation after this date half the conferen-
ce fee will be reimbursed. The full fee will be due if participants do not attend the con-
ference, or cancel on the conference date. The registered participant may of course send a
substitute. The organizers reserve the right to amend the program of events if necessary.

CONCEPTION AND ORGANISATION

EUROFORUM

EUROFORUM Switzerland facilitates the exchange of high-value business information,
content and networking opportunities amongst decision makers in various industries,
governmental organisations and academic institutions by providing dedicated platforms,
such as premium conferences and seminars.

www.euroforum.ch

FAX TO THE ATTN. STEPHANIE REIMANN: +41-44-288 94 71


kassuehlke
intrenetpdf




