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Credit Suisse at a glance

As one of the world’s leading financial
services providers, we are committed
to delivering our combined financial
expertise to corporate, institutional and

government clients and high-net-worth/"’//

individuals worldwide, as well as to retail
clients in Switzerland. We _serve our

diverse clients through*'o’ur three divisions:/,,,,,——

Private Banking'; Investment Banking?

ate closely to provide holistic financial
solutions based on innovative products
and specially tailored advice. Founded

in 1856, we have a truly global reach today,
with operations in over 50 countries and
a team of over 48,000 employees from
approximately 100 different nations.
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Private Banking

In Private Banking, we offer comprehensive advice and a broad
range of wealth management solutions, including pension
planning, life insurance products, tax planning and wealth and
inheritance advice, which are tailored to the needs of high-
net-worth individuals worldwide. In Switzerland, we supply
banking products and services to high-net-worth, corporate and
retail clients.

Investment Banking

In Investment Banking, we offer investment banking and
securities products and services to corporate, institutional and
government clients around the world. Our products and serv-
ices include debt and equity underwriting, sales and trading,
mergers and acquisitions advice, divestitures, corporate sales,
restructuring and investment research.

Asset Management

In Asset Management, we offer integrated investment solutions
and services to institutions, governments and private clients
globally. We provide access to the full range of investment class-
es, ranging from money market, fixed income, equities and bal-
anced products, to alternative investments such as real estate,
hedge funds, private equity and volatility management.

11
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Global reach
of Credit Suisse

We are present around the globe to serve our clients in
all geographic regions. With the ongoing globalization,
increased capital flows and wealth creation in new markets,
we keep expanding our footprint. In 2007, we strength-
ened our presence, for example in Australia, Austria,
China, India, Israel, Kazakhstan, Panama, Turkey, Ukraine
and the US. In Brazil, we acquired Hedging-Griffo,

a leading asset management and private banking firm.

In many markets, we further developed our numerous
partnerships and joint ventures. We increased our talent
and drove efficiency by opening a fourth Center of
Excellence in Wroclaw, Poland, and through the expansion
of the existing centers in Raleigh-Durham (North Carolina,
US), Singapore and Pune (India).

Credit Suisse locations
e Regional headquarters
e Centers of Excellence
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(January) We launched Clariden Leu, our independent
Swiss private bank, resulting from the merger of our inde-
pendent private banking subsidiaries. In addition, we
launched BANK-now, our specialized supplier of consumer
credit and car leasing services in the Swiss market.
(March) We further expanded our global footprint with the
launch of our new stock brokerage business in India, an
important growth market for Credit Suisse.

(March) We strengthened our funding and liquidity model
by centralizing debt issuance and the funding of our sub-
sidiaries, with securities being issued primarily by the
Bank, our principal operating subsidiary.

(April) We completed the roll-out of our new client cover-
age model for our top clients in Switzerland. More than
1,600 Credit Suisse employees are part of the delivery
teams.

(May) Brady W. Dougan assumed the role of Chief Exec-
utive Officer (CEO) of Credit Suisse following the retire-
ment of Oswald J. Gribel after a successful 38-year
career at Credit Suisse.

(May) We led the first ever global initial public offering
(IPO) of a microfinance institution, Mexico's Banco Com-
partamos, S.A., which provides small working capital loans
and other financial services to subsistence entrepreneurs.
(May) We announced the acquisition of Baran Securities,
a Turkish broker dealer. Credit Suisse now holds a full bro-
ker dealer license on the Istanbul Stock Exchange, offer-
ing clients expanded products and services in Turkey.
(June) We announced the opening of new offices in Kiey,
Ukraine, and Almaty, Kazakhstan, reflecting our commit-
ment to dynamic growth markets.

(June) We announced a 9.9% investment in EcoSecurities
Group PLC. EcoSecurities is one of the world’s leading
companies in the business of originating, implementing
and commercializing carbon credits.

(July) To capture the growing business opportunities in
Islamic banking, we extended our service offering to pro-
vide structuring and advice on Sharia-compliant lending
and investing activities.

(July) We signed a strategic partnership agreement with
the National Pension Service of the Republic of Korea,
leveraging our global experience to provide a broad range
of services, including asset management, risk manage-
ment, governance, training and technology.

The year at Credit Suisse

(July) With the launch of the “stage of life" concept as part
of the Client Centricity program for retail clients during the
first half of the year, about 2,000 front office employees,
including 700 relationship managers, were trained to apply
our enhanced advisory process.

(August) Our Advanced Execution Services (AES®) plat-
form began trading in seven additional markets — Mexico,
South Africa, the Czech Republic, Greece, Hungary,
Malaysia and Canada's Venture Exchange. AES® is now
available in 32 markets on more than 50 trading platforms.
(September) With the onset of more volatile financial mar-
kets, Asset Management and Private Banking launched a
total return strategy initiative designed to produce positive
returns for investors across market cycles.

(October) Our fourth Center of Excellence opened in Wro-
claw, Poland. Together with our centers in Singapore,
Raleigh-Durham (North Carolina, US) and Pune (India),
the new facility enables us to leverage talent and
resources globally.

(November) As part of our international growth strategy in
Wealth Management, we launched onshore activities in
Austria, with offices in Vienna and Salzburg. We also
opened a new office in Tel Aviv, Israel, where we were
granted an investment marketing license.

(November) We completed the acquisition of a majority
interest in Hedging-Griffo, a leading asset management
and private banking company in Brazil, adding significant
scale to our integrated business in this important market.
(November) A new pension solution was launched at the
end of 2007 called “CSA Swiss Index Protected.” This
new structured product for personal pensions is specifi-
cally designed to meet the needs of conservative
investors. It combines capital protection and a minimum
income with the potential returns offered by participation in
the Swiss Market Index.

(December) We launched a 120/20 global natural
resources fund for a top-tier US insurance company,
offered as part of their variable life and annuity programs,
reflecting our client solutions-oriented approach. Our
Future Generation Mandate and Future Generation Certifi-
cate balanced products, launched a year ago in Switzer-
land, have raised in excess of CHF 2.0 billion.
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Vision, mission and principles

It is our vision at Credit Suisse to become the world’s premier
and most admired bank, renowned for our expertise in private
banking, investment banking and asset management, and val-
ued for our advice, innovation and execution.

Our mission is to set new standards in partnering with our
clients and providing them with innovative, integrated financial
solutions. As a global bank serving clients in every region of
the world, cultural diversity is essential to our success. We
strive to create an open, respectful workplace that encourages
people to work together and with our clients to deliver superior
products, services and results and support the success and
prosperity of all our stakeholders.

Three principles guide Credit Suisse in all decisions,
actions and objectives:

A relentless focus on client needs. At Credit Suisse, we

know we can only set new standards in partnering with

clients if we place them at the center of everything we do
and have a complete understanding of their needs and
aspirations. We believe that nothing short of excellence

will suffice. Building on our tradition to innovate, we strive
to develop new financial solutions and compelling value
propositions to address client needs.

Teamwork must be at the heart of all that Credit Suisse
does. We are committed to working together as a team
across businesses and regions to deliver added value to
clients. As an integrated organization, we are well posi-
tioned to capitalize on our combined strengths and expert-
ise to provide holistic product offerings and seamless serv-
ice that set us apart from our peers. Dedication,
determination and dialogue are the keys to successful
teamwork at Credit Suisse.

Reputation is everything. At Credit Suisse we know that a
reputation takes years to build. We are committed to main-
taining, enhancing and monitoring our reputation by gen-
erating value for clients and shareholders, acting with pro-
fessionalism, integrity and respect and serving as a
reliable partner to all our stakeholders.

Corporate citizenship

As one of the world’s largest financial services providers with
leading positions in many markets, we are aware of our
responsibilities in society. In our business practices, we place
great value on integrity, professionalism and ethical action.
The foundation for this is our Code of Conduct, which under-
pins our corporate culture and system of values, and which
reflects our commitment to environmental sustainability and
social responsibility as key factors in our long-term business
success.

Credit Suisse’s efforts in connection with environmental
sustainability are aimed in three directions. First, we support
projects, initiatives and organizations that put the tenets of
sustainability, as we see them, into practice. Second, we offer
our clients innovative environmental finance products and serv-
ices. For example, in 2007, Credit Suisse launched a specially
designed financing facility to provide carbon-backed financing
for forestry projects and established several additional strate-
gic partnerships in areas including clean technologies and car-
bon trading. Third, we have incorporated sustainability into our

own practices. We were one of the first companies to sign the
Equator Principles and the United Nations Global Compact
and, in 1997, we were the first bank in the world to receive
ISO 14001 certification for our environmental management
system. In 2006, we were the first large company in Switzer-
land to become carbon neutral.

Our responsibility to society, of course, goes beyond envi-
ronmental protection. We provide all our employees with an
open, respectful workplace, suitable opportunities for training
and development and support for achieving work/life balance.
At the end of 2007, as part of our broader focus on social
responsibility, we launched four corporate citizenship initiatives
in the areas of education, microfinance, climate and humani-
tarian partnership, guided by the motto “Innovate — Educate -
Participate.”

Further information on our activities related to sustainabil-
ity and social responsibility can be found in our Corporate Cit-
izenship Report 2007 and at www.credit-suisse.com/citizenship.
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Strategy

Industry trends and competition

International banking continues to benefit from favorable fun-
damental trends, including globalization, deregulation, privati-
zations, demographic changes, technological progress and a
more harmonized regulatory environment for financial services
providers. Despite the turmoil in mortgage and credit markets
that began in the second half of 2007, we expect long-term
economic growth, leading to a significant increase in global
financial assets and rapidly expanding cross-border capital
flows. These trends will predominantly be fueled by emerging
markets and increased pan-European activities. Today's
dynamic financial services markets offer attractive prospects
for growth and profitability, but clients increasingly require
global reach, local expertise and competitive products and
services. As a result of the increased sophistication of individ-
ual clients, we are experiencing the convergence of institu-
tional and individual client needs and the continued pressure
for transparency and product performance. Banking industry
trends also include the compression of fees and spreads from
product commoditization in some areas, but also market frag-
mentation and specialization in other areas.

In order to compete more effectively, we launched our
client-focused integrated bank strategy in 2006, comprising
Private Banking, Investment Banking and Asset Management,
building on our tradition of first-class financial advice and inno-
vation. In doing so, we focus on complex client needs and
value-adding businesses, globally leveraging our expertise with
close collaboration between our divisions. With our strategy,
we have delivered strong growth and profitability over the last
two years, and we will continue its implementation to further
develop our full potential.

Integrated value creation

To be the world’s premier and most admired bank

With our strong commitment to the client-focused integrated
bank, we aspire to become the world’s premier and most
admired bank, fostering a culture of excellence, innovation and
leadership. We are continuing to build a truly client-centric
organization with a superior value proposition, leveraging our
various distribution channels. By building a globally integrated
provider of financial services, we also aim to grow revenues
and further increase productivity by managing our resources
more efficiently within our control environment. We believe

that we are well positioned to realize above-average growth
and offer superior returns to shareholders, as we effectively
respond to market trends while diversifying our revenues
through a more balanced business mix.

Innovation through collaboration

Since the inception of our integrated bank strategy two years
ago, we measurably increased the level of internal collabora-
tion and partnership between our divisions. We estimate that
17%, or CHF 5.9 billion, of total core net revenues in 2007
were generated by cross-divisional activities. We benefited not
only from cross-selling opportunities, but, more importantly,
from targeted, leading-edge solutions for our top clients. The
largest source of revenues generated from cross-divisional
activities between Private Banking and Investment Banking
was from specific investment banking and alternative invest-
ment products provided to ultra-high-net-worth individuals
served by Private Banking. We also extended our integrated
service offering to entrepreneurs. Today, we systematically
leverage our advisory role in IPOs and, in 2007, one in three
such transactions resulted in a new wealth management rela-
tionship. We will continue to offer incentives to our employees
to further strengthen this cross-divisional collaboration, and
targets have been set across Credit Suisse and form part of
our internal and external performance metrics.

Strengthening our client focus

We increasingly deliver our full capabilities in a client-oriented
rather than product-driven approach, and we continue to opti-
mize the way we do business. For example, during 2007, we
completed the roll-out of our new client coverage model for
our top clients in Switzerland, involving more than 1,600
employees. We made significant and measurable progress in
serving our clients, and we are optimistic about capturing addi-
tional potential for Credit Suisse as we continue to roll out our
client coverage model to other regions. Other examples of our
strengthened client focus include our efforts to target entre-
preneurs in Europe and Asia, the reorganization of our securi-
ties businesses to offer clients a single point of contact across
asset classes and the launch of the life-cycle model for private
clients in 2007. We have numerous integrated client initiatives
under way and we expect to achieve further success in 2008.



Targets and achievements

Profitable growth and improved earnings quality

To assess our achievements and internally benchmark our ini-
tiatives, we have defined a set of indicators for performance,
growth, efficiency and capital strength to be achieved across
market cycles. For more information, refer to Il — Operating
and financial review — Key performance indicators.

Since the launch of our client-focused integrated bank
strategy as of the beginning of 2006, we have made good
progress in achieving our targets, benefiting from the favor-
able operating environment in 2006 and the first half of 2007.
The strategy was tested in the more challenging operating
conditions in the second half of 2007. With our client focus
and balanced business mix, risk management and strong cap-
ital position, we performed relatively well. Since 2006, we not
only achieved profitable growth, but we also improved our
earnings quality by improving our operating leverage, diversify-
ing our revenues and more efficiently deploying capital.

Broadened platforms for growth

We have a leading presence in Europe and North America, as
well as in major emerging markets such as Brazil, China, Mex-
ico, the Middle East and Russia. We have systematically devel-
oped these emerging markets over the last few years and will
continue to expand our footprint to realize the opportunities
from the ongoing globalization, increased capital flows and
wealth creation in new markets. In 2007, we strengthened our
presence in mature markets (Australia, Austria, Israel and the
US) and emerging markets (China, India, Kazakhstan,
Panama, Turkey and the Ukraine). In Brazil, we acquired a
majority interest in Hedging-Griffo, a leading asset manage-
ment and private banking firm. In many markets, we further
developed our presence through partnerships and joint ven-
tures.

As part of our strategy, we also invested in developing high
growth and high margin product offerings. Our ambition is not
only to fill competitive gaps, for example in commodities and
equity derivatives, but also to develop new business areas
such as alternative energy finance and trading. Over the last
few years, we expanded businesses such as prime services,
algorithmic trading, life finance and alternative investments,
and we believe that we will benefit from these platforms going
forward.

Information on the company

Strategic priorities

Continued implementation
With our client-focused integrated bank strategy, we continue
to focus on profitable growth and a more diversified business
mix, while delivering further cost synergies. After Brady W.
Dougan took over as CEO in May 2007, we conducted a
broad strategy review, which confirmed our overall strategic
direction. We are committed to five strategic priorities:
Clients: We continue to strengthen our client coverage
model and focus on major clients with multi-product
needs. For ultra-high-net-worth individuals, large and mid-
sized companies, entrepreneurs, institutional clients and
hedge funds, we will enhance our offerings in areas such
as managed investment products, derivatives, alternative
investments, commodities, life finance and prime services.
Collaboration: We continue to expand the integrated bank
approach by driving collaboration revenues while further
building our client-centric organization. Key collaboration
initiatives for 2008 include increased client and asset
referrals between divisions, innovative product develop-
ment, private equity and hedge fund distribution and pen-
sion and insurance solutions.
Capital and risk: We continue to deploy capital in a disci-
plined manner and aim to further improve our risk profile.
We will continue to diversify revenues over time. We strive
to maintain a strong capital base and will carefully balance
growth with returning capital to shareholders. While we
focus on organic growth, we will continue to review oppor-
tunities for bolt-on acquisitions, particularly to further drive
our product diversification or strengthen our market posi-
tion in local markets.
Efficiency: We continue to foster our cost management
culture and efficiency initiatives. We will leverage our
ongoing efforts to further standardize and optimize
processes, including the consolidation of information tech-
nology platforms and the integration of sourcing, procure-
ment and payment activities. We target significant
improvements in our cost/income ratio over the next few
years, while profitably growing the business and managing
risk.
Human capital: We continue to work to attract, develop
and retain top talent and explore ways to become more
employee-centric.

17
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Focused on execution

To implement these priorities, we increasingly benefit from a
set of capabilities that we strengthened over the last few years
and which we manage on a Group-wide basis:

As part of our integrated bank strategy, we pursue a one brand
strategy. The Credit Suisse brand stands for first-class finan-
cial advice and innovation. With an award-winning global cam-
paign launched in 2006, we convey our tradition to innovate
and continue to increase brand awareness, leveraging high-
profile sponsorship engagements such as the New York Phil-
harmonic, Salzburg Festival, Lucerne Festival, Bolshoi Theatre
Moscow and Formula 1.

In a move to focus expertise and resources within the inte-
grated global organization, we strengthened our funding and
liquidity model at the beginning of 2007 by centralizing debt
issuance and the funding of our subsidiaries. We experienced
the benefits of our conservative liquidity and funding policy in
the second half of 2007, where we maintained a comfortable
liquidity profile and capital position despite the liquidity
squeeze in funding markets. As a globally integrated bank, we
have access to markets worldwide, with retail and private
client deposits representing a stable source of funds.

We use our economic capital framework as a consistent
and comprehensive tool to manage risk and capital as well as
to steer the planning process and to measure performance.
Economic capital is a robust framework for managing our risk
profile and assessing aggregate risk appetite in relation to our
financial resources. We have a focus on risk management and
we will continue to work to refine our standards.

In order to bundle the processes for the integrated bank and to
better serve client needs, we set up global service centers. As
of the end of 2007, we employed 5,000 employees, or 10%
of our workforce, in our Centers of Excellence in Singapore,
Raleigh-Durham (North Carolina, US), Pune (India) and Wro-
claw (Poland). The locations were selected because of access
to qualified talent and good infrastructure. In addition, they
strengthen the global presence of Credit Suisse and confirm
our commitment to these regions. Going forward, we will work
hard to capture the full potential of our Centers of Excellence.

During 2007, we strengthened the governance of our various
cost management activities with a small central team to coor-
dinate cost initiatives and divisional teams to drive further com-
pensation and non-compensation cost reductions. We are in
the process of implementing Group-wide cost management
standards and policies and we will apply internal efficiency,
productivity and cost targets to identify and deliver cost syner-
gies.

We also made further progress in striving for operational
excellence. We have numerous initiatives underway and, dur-
ing 2007, we further leveraged this program. For example, we
shortened and improved the client approval process for private
equity funds and improved the market access for high-net-
worth individuals, improving client satisfaction, revenues and
efficiency. Our Operational Excellence program has been in
place for more than three years, creating a mindset of contin-
ued improvement and client focus and an established tool to
implement our strategy and key initiatives.

Divisional and regional strategies

Consistent with our overall strategy and priorities, we have
established divisional and regional strategies to capture long-
term growth. On a divisional level, we continue to build on our
existing strengths to expand and further diversify our innova-
tive product offering in value-added businesses with high
growth prospects. We pursue a dynamic and disciplined busi-
ness portfolio and capital allocation process to further
strengthen our leadership positions. Our focus is on develop-
ing a balanced mix of strong-performing businesses over mar-
ket cycles, further reducing our dependency on highly corre-
lated activities. We will continue to leverage the technical
competencies and distribution capabilities from all three divi-
sions and drive growth.

In the regions, we pursue organic growth and cooperation
initiatives to gain market share and to further develop our inte-
grated value proposition. We see opportunities not only in
emerging markets but also in mature markets. We will focus
on major clients with multi-product needs, including ultra-high-
net-worth individuals, entrepreneurs, large and mid-sized com-
panies and institutional clients. The integrated bank strategy
provides a powerful platform to leverage our product and mar-
ket expertise globally. Our plans for the regions also include
further investments in systems and technology and refine-
ments to risk management and capital allocation processes.



Our businesses

Private Banking

Business profile

In Private Banking, Credit Suisse provides comprehensive
advice and a broad range of wealth management solutions,
including pension planning, life insurance products, tax plan-
ning and wealth and inheritance advice, which are tailored to
the needs of high-net-worth and ultra-high-net-worth individu-
als worldwide. In Switzerland, we supply banking products and
services to high-net-worth, corporate and retail clients. We run
one of the largest private banking organizations globally, with
CHF 995.4 billion of assets under management as of the end
of 2007. With 23,200 employees and Credit Suisse’s strong
capital base, we serve 2.5 million clients, of which approxi-
mately 670,000 are high-net-worth and ultra-high-net-worth
individuals.

In Wealth Management, we serve our international clients
through a network of dedicated relationship managers, spe-
cialists and a range of online services. As of the end of 2007,
we were present in more than 170 locations around the world
(including 72 locations in Switzerland) with over 3,100 rela-
tionship managers. Our independent Swiss private bank, Clar-
iden Leu, serves wealthy private clients in Switzerland and 14
other countries with over 350 relationship managers.

In Corporate & Retail Banking, we serve businesses and
retail banking clients through 216 branches in Switzerland as
well as through contact centers and “Direct Net,” our online
banking platform, allowing our clients to conduct business
from any location in the world at any time. Relationship man-
agers for small and mid-sized corporate clients are based in
more than 40 of our branches, while large domestic corporate
clients are served through two regional offices in Zurich and
Lausanne. Our regional bank, Neue Aargauer Bank, serves
clients in the Canton of Aargau. The consumer finance com-
pany, BANK-now, is a specialized supplier of private credit
offerings and car leasing in the Swiss market through various
distribution channels, including 21 branches.

Trends and competition

For the wealth management industry, we expect continued
long-term growth in assets under management, with major
contributions from the economic growth in emerging markets.
In the newly industrialized countries, we also expect a further
concentration of wealth and asset accumulation with entrepre-
neurs, who increasingly seek solutions not only to manage

Information on the company

their personal wealth, but also to develop their business over
market cycles. In more mature markets, we expect lower
growth rates than in emerging markets, but the asset base is
larger, with two thirds of global wealth located in the US,
Japan and Western Europe. In these markets, generational
wealth transfer is of increasing relevance for private banks.
The further harmonization of regulations, as well as enhanced
risk and transparency requirements, will continue to put pres-
sure on offshore private banking. We therefore expect growth
rates to be higher in onshore markets. With regard to the
client value proposition, these trends have the following impli-
cations for leading service providers:
Client focus: Banks shift their client focus increasingly
beyond free investible assets to address total client
wealth, including liabilities as well as illiquid assets, such
as real estate or shares in client companies.
Client offering: Wealthy and informed clients expect pri-
vate banking to combine the full range of product and mar-
ket expertise into leading-edge and tailor-made solutions
and services.
Client targeting: In an increasingly competitive environ-
ment, banks have to move beyond asset-based client seg-
mentation to develop specific need-based value proposi-
tions for strategically attractive target groups.
Client proximity: With the industry becoming increasingly
global, banks need to be close to their clients and estab-
lish both onshore and offshore capabilities in all major
regions.

There is a continued high level of competitive pressure, which
is set to increase further as wealth management clients
increasingly seek expert advice, an integrated approach to the
management of their total client wealth and innovative prod-
ucts. It is therefore essential to invest in our infrastructure and
develop our talent pool. We expect further consolidation in the
wealth management industry, as suppliers seek to meet
increasingly complex client requirements at competitive costs.
In such a competitive environment, we believe our reputation is
of paramount importance.

The Swiss corporate and retail banking industry is strongly tied
to the overall economic environment in Switzerland. Swiss
retail banking clients have comparatively high incomes and
savings rates, resulting in a large demand for personal invest-
ment management solutions. Furthermore, the Swiss private
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mortgage business has developed positively in recent years
and this trend is expected to continue. Home ownership in
Switzerland is still low at approximately 37%, and offers fur-
ther potential for mortgage business growth, although this is
likely to be subject to declining margins.

In the Swiss corporate and retail banking industry, compe-
tition has increased significantly in recent years, especially in
the area of private mortgages and basic banking products. To
meet this competitive pressure, we continue to invest in qual-
ity advisory capabilities, product innovation and customized
client solutions through an open architecture.

Strategy and initiatives

In Private Banking, we aim to establish Credit Suisse as the

premier private bank worldwide through our focus on six

strategic priorities:
International growth: We continued our international
expansion in 2007 by opening offices to offer local serv-
ices in Tel Aviv (Israel), Almaty (Kazakhstan), Panama City
(Panama), Kiev (Ukraine), Greenwich and Philadelphia
(US), as well as launching or increasing operations in
Salzburg and Vienna (Austria), Sydney and Melbourne
(Australia) and Shanghai (China). During 2007, we also
strengthened and expanded our existing international loca-
tions both in emerging and mature markets. We will con-
tinue to target onshore and offshore growth in emerging
markets in Asia, the Middle East, Eastern Europe and
Latin America, where we expect significant levels of
wealth generation, as well as in mature markets, where
the majority of wealth still resides. The launch of onshore
operations in India, Japan, Mexico and Panama is cur-
rently underway. A strategic recruiting team supports our
management to efficiently recruit approximately 1,000
relationship managers by 2010 to foster business growth.
We expect the majority of these relationship managers will
support our international businesses.
Market share gains in Switzerland: In 2007, we again
delivered strong profit in our home market. Despite its
maturity, we see further significant value potential and
aspire to above-average growth prospects for our Swiss
business. Growth will be driven by a number of specific ini-
tiatives, including a focus on client needs (for example,
further enhancement of our life cycle concept for individ-
ual clients), product and business innovation (for example,
enhanced financing solutions) and improvements in advice
and service (for example, upgrade of our branch network
through selective expansion and refurbishment). Further-
more, we will fully leverage our Swiss franchise to exploit
cross-business synergies, such as offering tailor-made

derivative solutions from Investment Banking to our corpo-
rate clients.

Client value proposition: In 2007, we started our client
centricity initiative with the goal to further improve the
comprehensive view on our clients. The main element is an
improved segmentation according to behavior type, source
of wealth, stage of life cycle and more granular analysis of
current and potential client profitability. Our European mid-
dle market initiative to address the specific needs of entre-
preneurs is one example. We foster managed investment
products that provide a number of advantages for our
clients. Managed investment products are an efficient way
to diversify the risks in a client’s portfolio while generating
attractive returns, and they offer access to asset classes
such as private equity or specialist hedge funds that oth-
erwise would not be available to private investors. Further-
more, we made good progress in 2007 with the global roll-
out of the Structured Advisory Process by adding seven
locations. The roll-out is expected to be completed during
2008.

Integrated bank: Our client-focused integrated bank
approach provides significant opportunities for clients with
complex tailor-made product needs, particularly ultra-high-
net-worth individuals. Through close collaboration with
Investment Banking and Asset Management, we can
deliver comprehensive products and solutions, for exam-
ple, equity derivatives, real estate financing, equity capital
markets, mergers and acquisitions and private placements,
as well as specialist support. We have established a key
client coverage model with focused account managers
ensuring comprehensive service for our most important
clients. Furthermore, we have established a global invest-
ment product sales committee to optimize the distribution
of investment products to high-net-worth individuals.
Productivity and financial performance: We target contin-
ued profitable growth and a pre-tax income margin above
40% over market cycles. Revenue growth will be mostly
driven by strengthening our international platforms and by
further shaping our product offering such as managed
investment products. Pre-tax income is expected to bene-
fit from our continued strict cost management and
increased productivity and efficiency from our Operational
Excellence program and our Centers of Excellence.

Best people: We strive to be the employer of choice for
the best talent. A dedicated team supports our manage-
ment to efficiently recruit the number of relationship man-
agers needed to foster business growth. Our global cam-
pus activities ensure a continuous inflow of university
graduates to strengthen our skills and knowledge base.
Through a systematic and targeted human capital man-



agement process, we manage training and development,
promotion, succession planning and compensation.

Products and services

At the core of our service offering is the Structured Advisory
Process and our comprehensive investment services and
wealth management solutions. We offer global execution
capabilities through multiple booking platforms:
Structured Advisory Process: We analyze our clients’ per-
sonal financial situation and prepare investment strategies
based on an individual risk profile and level of “free
assets,” which excludes the assets required to cover fixed
and variable liabilities. Based on this profile, we recom-
mend specific investments in accordance with the invest-
ment guidelines of the Credit Suisse Investment Commit-
tee. The implementation and monitoring of the client
portfolio is carried out by the relationship managers. The
Structured Advisory Process has been rolled out to
Switzerland and the majority of our international locations
and we expect to complete the roll-out during 2008.
Investment services: We offer a comprehensive range of
investment advice and discretionary asset management
services based on the analysis and recommendations of
our global research team. Investment advice covers a
range of services from portfolio consulting to advising on
individual securities. We continuously aspire to offer
clients effective portfolio and risk management solutions,
including managed investment products. These are prod-
ucts actively managed and structured by our specialists,
providing private investors with access to asset classes
such as private equity or specialist hedge funds that oth-
erwise would not be available to them. For clients with
more complex requirements, we provide investment port-
folio structuring and the implementation of individual
strategies, including a wide range of structured products
and alternative investments. Discretionary asset manage-
ment services are available to clients who wish to delegate
the responsibility for investment decisions to Credit
Suisse. Discretionary asset management comprises four
portfolio management mandates — Classic, Funds & Alter-
native Investments, Total Return Strategy and Premium.
The Premium mandate includes investment strategies
such as capital preservation, growth, current return and
customized solutions. In close collaboration with Invest-
ment Banking and Asset Management, we also provide
innovative alternative investments with limited correlation
to equities and bonds, such as hedge funds, private equity,
commodities and real estate.
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Wealth management solutions: We offer a range of wealth
management solutions, from pension planning, wealth and
inheritance advisory services and tax planning to advice on
life insurance. We also offer tailo-made solutions for indi-
viduals and families with assets generally exceeding CHF
50 million.

Corporate advisory: We provide a range of corporate advi-
sory services to address the needs of entrepreneurs,
working closely with the specialists from Investment Bank-
ing. Clients receive the advice of Credit Suisse’s experi-
enced corporate finance advisors, immediate access to a
network of international investors in the public and private
markets, the preparation and coordination of financial
transactions and the maximization of company value.

We offer a comprehensive range of commercial and retail
banking products. For retail clients, we provide flexible finan-
cial solutions to suit every stage of their life, including private
accounts, payment transactions, foreign exchange services,
pension products and life insurance. Additionally, we offer a
range of financing products, such as construction loans, fixed
and variable rate mortgages, consumer, car and real estate
loans, different types of leasing arrangements and various
credit cards, directly and through a joint venture. The private
credit and car leasing businesses are provided by BANK-now.
The range of savings products available to retail clients
includes savings accounts and savings plan funds and insur-
ance. We supply a range of investment products and services,
such as safekeeping accounts, bonds, investment funds and
innovative product solutions specifically designed for retail
clients.

To meet the needs of corporate clients, including Swiss
subsidiaries of multinational corporations, we offer services
such as corporate finance, trade finance and ship financing,
capital goods and real estate leasing, traditional lending and
payment transactions. Large corporate clients can benefit
from tailor-made financial solutions and advice. In order to pro-
vide a more targeted response to our clients’ growing demand
for flexible financing alternatives, we are introducing factoring
as a new product offering to our corporate clients in the first
quarter of 2008. We also supply specialized products and
services, such as business process outsourcing, multi-cur-
rency offerings, straight-through-processing equities execu-
tion and custody services, to small and medium-sized banks,
Swiss pension funds and insurance companies.
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Investment Banking

Business profile

In Investment Banking, we offer investment banking and secu-
rities products and services to corporate, institutional and gov-
ernment clients around the world. Our products and services
include debt and equity underwriting, sales and trading, merg-
ers and acquisitions advice, divestitures, corporate sales,
restructuring and investment research. With 20,600 employ-
ees operating in B7 locations across 26 countries, we have a
presence in all major financial centers as well as emerging
markets throughout the world.

We received numerous industry awards in 2007, including:
‘Best Investment Bank of 2007" — Credit Suisse was
named the top global investment bank by The Banker,
which noted our momentum across regions and products
and the success of our integrated bank strategy.

‘Best Overall Investment Bank in Latin America” — Credit
Suisse led the LatinFinance Investment Banking Poll
2007, underscoring our market-leading franchise across
Latin America. Top awards included “Best Equity Under-
writer”, “Best Debt Underwriter”, “Best Sales & Trading”,
“‘Best Execution”, “Best Buyside Relationships”, ‘Best
Long-Term Partner” and “Best Overall.”

‘Best Leveraged Finance House” and “Best Emerging
Markets Debt House” in the Euromoney annual “Awards
for Excellence” feature. Credit Suisse also collected 14
regional, country and product awards, recognizing our
achievements and expertise around the world.

Credit Suisse’s AES® platform was ranked first by
investors in three categories (algorithmic trading, direct
market access and overall electronic trading services)
relating to electronic trading and execution services in the
annual pan-European Extel survey conducted by Thomson
Financial.

Credit Suisse was recognized as mergers and acquisitions
advisor on four landmark transactions by Acquisitions
Monthly, a leading trade publication owned by Thomson
Financial, in its annual awards edition. Recognizing our
advisory expertise across a range of sectors and countries,
Credit Suisse was cited in more categories than any other
investment bank.

Credit Suisse ranked first in European convertible bonds
for the third year in a row and first in Asian (non-Japan)
convertibles for the second year in a row in Greenwich
Associates’ annual survey. This recognition closely follows
our recent success in The Banker 2007 Investment Bank-

ing Awards, in which Credit Suisse was awarded “Best
Convertibles House.”

Credit Suisse won several country, product and deal
awards in The Asset’s Asian 2007 Awards, including “Best
Foreign Investment Bank” in Indonesia, Korea and Viet-
nam.

We announced a number of significant transactions in 2007

reflecting the breadth and diversity of our investment banking

franchise:
Debt capital markets: We arranged key financings for a
diverse set of clients, including Community Health Sys-
tems Inc. (US hospital operator), Energy Future Holdings
Corp. (formerly TXU Corp., US energy company), Univi-
sion Communications (Spanish-language television chan-
nel), Wal-Mart (US-based retailer) and Fiserv, Inc. (US
technology solutions provider).
Equity capital markets: We led the IPOs for Bovespa Hold-
ing (operator of Brazil's largest stock exchange), National
CineMedia (digital in-theatre network in North America),
Eurasian Natural Resource Corporation PLC (global diver-
sified mining company) and Belle International Holdings
(Chinese retailer). In addition, we led the first-ever IPO of
a microfinance institution, Banco Compartamos, S.A., in
Mexico.
Mergers and acquisitions: We advised on a number of key
transactions that were announced during the year, includ-
ing TXU Corp. on its sale to KKR and Texas Pacific Group,
which was both the largest US utilities acquisition and the
largest leveraged buyout at the time. Other notable trans-
actions included Community Health Systems’ acquisition
of Triad Hospitals, the acquisition of Intelsat Ltd. (global
provider of satellite services) by an investor group led by
BC Partners and the sale of The Tokyo Star Bank (Japan-
ese bank) by Lone Star Funds (private equity firm) to an
investor group led by Advantage Partners. Both the TXU
Corp. and Community Health Systems transactions were
recently awarded “Deal of the Year” for 2007 by Invest-
ment Dealers’ Digest.

Trends and competition

Investment Banking is well positioned to benefit from a num-
ber of trends in the industry. With a leading position in emerg-
ing markets, Investment Banking is likely to benefit from the
increasing importance of these rapidly developing economies.
The rising demand for alternative investments is expected to
continue to fuel growth of our prime services business, which
has been recognized as a top provider to hedge funds. We are
actively investing in growth areas including commodities and



derivatives and our strength in technology and our AES® plat-
form positions us well to benefit from the continued move
towards electronic execution. In addition, recent high volatility
levels have driven increased volumes in our flow trading busi-
nesses, and Investment Banking remains well positioned in the
leveraged finance and structured products businesses despite
challenging market conditions.

Investment Banking faces intense global competition
across each of its businesses. We compete with investment
and commercial banks, broker dealers and other firms offering
financial services. New entrants into the financial services and
execution markets, such as commercial banks and technology
companies, have contributed to further market fragmentation,
fee and spread compression and product commoditization.

Strategy and initiatives

In addition to our integrated bank strategy, we have defined

five critical areas of focus for Investment Banking:
Clients: In 2007, we reorganized our client securities busi-
ness to offer a single point of contact to enable us to bet-
ter address client needs. We will continue to work to
develop our integrated cross-securities client model and
improve client segmentation as well as economic trans-
parency at the client level.
Growth: We will develop business in high growth areas
where Investment Banking lags behind the competition
and invest in new businesses while continuing to grow
customer revenue streams in established markets and
products. In addition, we will focus our origination efforts
and improve collaboration between our securities and
investment banking departments.
Efficiency: We will further our cost management initiatives
and improve front-to-back coordination through cross-
product infrastructure development.
Capital and risk: We will work to diversify our business mix
and revenues and allocate our capital accordingly. We will
manage our portfolio across global securities and take
advantage of our origination capabilities.
People, reputation and brand: We strive to improve recruit-
ing, strengthen our reputation in the industry and grow
brand awareness in new areas and with new clients.

Products and services

Our comprehensive portfolio of products and services is
geared to match the needs of the most sophisticated clients.
We increasingly use integrated platforms to ensure efficiency
and transparency. Our activities are organized around two
broad functional areas: investment banking and global securi-
ties. In investment banking, we work in industry, product and
country groups. The industry groups include energy, financial
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institutions, financial sponsors, industrial and services, health-
care, media and telecom, real estate and technology. The
product groups include mergers and acquisitions and financing
products. In global securities, we engage in a broad range of
activities across fixed income, currencies, commodities and
equities cash and derivatives markets, including sales, struc-
turing, trading, financing, prime brokerage, syndication and
origination, among others.

In 2007, we reorganized our fixed income and equity busi-
nesses into global securities in order to better align the busi-
ness with the firm’s overall strategy and growth objectives and
to identify and capture synergies across fixed income and
equity trading. The two departments, which had been sepa-
rately managed, have now been organized under common
leadership and have begun to collaborate across various func-
tions on initiatives which will significantly benefit our clients,
strengthen our risk and exposure management, share best
practices and improve efficiency and reduce our costs. Global
securities remains highly focused on delivering the integrated
bank to our clients and capturing growth opportunities across
product lines.

Equity capital markets originates, syndicates and underwrites
equity in IPOs, common and convertible stock issues, acquisi-
tion financing and other equity issues. Debt capital markets
originates, syndicates and underwrites corporate and sover-
eign debt.

Advisory services advises clients on all aspects of mergers and
acquisitions, corporate sales and restructurings, divestitures
and takeover defense strategies. The private fund group holds
a market-leading position in raising capital for hedge funds,
private equity funds and real estate funds. The fund-linked
products group is responsible for the structuring, risk manage-
ment and distribution of structured mutual fund and alternative
investment products and develops innovative products to meet
the needs of its clients through specially tailored solutions.

Credit Suisse delivers holistic advice on the management of a
wide range of debt and equity and financing opportunities
across the capital structure to corporate, sovereign and institu-
tional clients. Global securities is structured into the following
areas:
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Emerging markets
Rates Emerging markets offers a full range of fixed income prod-

Interest rate products makes markets in the government
bond and associated over-the-counter (OTC) derivative
swap markets of non-emerging economies. Its products
include government bonds, bond options, interest rate
swaps, interest rate options and structured interest rate
derivatives.

Foreign exchange provides market-making and positioning
in products such as spot and options for currencies in non-
emerging markets. It also supplies dedicated research and
strategy and structured advisory services.

Listed derivatives provides innovative derivative product
support, drawing on its global execution capabilities, elec-
tronic trading system and sophisticated analytics.

Credit

Credit products offers a full range of fixed income prod-
ucts and instruments to clients, ranging from standard
debt issues and credit research to fund-linked products,
derivatives instruments and structured products that
address specific client needs.

Credit derivatives trades and structures credit derivatives
on investment grade and high-yield credits. It is a leading
dealer in both flow business, which trades single-name
credit default swaps on individual credits, credit-linked
notes and index swaps and structured products, providing
credit hedging solutions to clients.

Leveraged finance provides capital raising and advisory
services and core leveraged credit products such as bank
loans, bridge loans and high-yield debt for below-invest-
ment grade corporate and financial sponsor-backed com-
panies.

Investment grade trades domestic corporate and sovereign
debt, non-convertible preferred stock and short-term
securities such as floating rate notes and commercial
paper (CP).

Structured products

Structured products trades, originates, securitizes, syndi-
cates, underwrites and provides research for all forms of
securities that are based on underlying pools of assets,
including commercial mortgage-backed securities
(CMBS), residential mortgage-backed securities (RMBS)
collateralized debt obligations (CDO) and other asset-
backed securities (ABS). The underwriting business han-
dles securitizations for clients in most industry sectors.

ucts and instruments, including sovereign and corporate
securities, local currency derivative instruments and tai-
lored emerging market investment products.

Commodities

Commodities focuses on the power and natural gas trad-
ing business, as well as oil, petroleum and metals trading
through an alliance with Glencore, one of the world’s
largest suppliers of a wide range of commodities and raw
materials to industrial consumers. The commodities group
also conducts carbon-emissions credit trading and struc-
turing.

Non-correlated risk

Life finance provides high-net-worth individuals and small
to medium-sized businesses with financing and risk man-
agement solutions associated with purchasing and retain-
ing a life insurance policy.

Global structuring

Global structuring develops and delivers sophisticated
financing products and provides financial advisory services
for corporate and institutional clients and develops sophis-
ticated products for investor clients. In addition to identify-
ing opportunities across asset classes, it provides a robust
platform for the creation of sophisticated asset-side solu-
tions.

Equity sales uses its knowledge of Credit Suisse’s
research, offerings and other products and services to
meet the needs of clients including mutual funds, invest-
ment advisors, banks, pension funds, hedge funds, insur-
ance companies and other global financial institutions.
Equity derivatives provides a full range of equity-related
products, investment options and financing solutions, as
well as sophisticated hedging and risk management
expertise and comprehensive execution capabilities. Its
clients include financial institutions, hedge funds, asset
managers and corporations.

Convertibles trading involves both secondary trading and
market-making. It also offers the trading of credit default
swaps and asset swaps and distributes market information
and research.

Sales trading forms the link between the sales and posi-
tion trading areas. Sales traders are responsible for man-
aging the order flows between the client and the market-
place. It also provides clients with research, trading ideas



and capital commitments and identifies trends in the mar-
ketplace used to obtain the best and most effective exe-
cution.

Trading executes client and proprietary orders and makes
markets in listed and OTC cash securities, exchange-
traded funds and programs, providing liquidity to the mar-
ket through both capital commitments and risk manage-
ment.

Prime services provides a wide range of services to hedge
funds and institutional clients, including prime brokerage,
start-up services, capital introductions, securities lending,
synthetics and innovative financing solutions.

AES® is a sophisticated suite of algorithmic trading strate-
gies, tools and analytics operated by Credit Suisse to facil-
itate global equity trading. AES® helps institutions and
hedge funds reduce market impacts by limiting the volatil-
ity of a stock by employing algorithms to execute client
orders. This algorithmic trading service, which is a leader
in its field, is available on 23 exchanges worldwide via
leading trading platforms.

Proprietary trading conducts trading in the major global
fixed income and equity markets.

Other products and activities include lending, private
equity investments that are not managed by Asset Man-
agement, certain real estate investments and the dis-
tressed asset portfolios. Lending includes senior bank
debt in the form of syndicated loans and commitments to
extend credit to investment grade and non-investment
grade borrowers. Valuations on bridge loans and commit-
ments are included in other revenues. Other loan portfolio
revenues are included in our businesses, primarily fixed
income trading.

Credit Suisse’s equity and fixed income businesses are sup-
ported by the research and HOLT functions.
Equity research uses in-depth analytical frameworks, pro-
prietary methodologies and data sources to analyze
approximately 2,500 companies worldwide and provides
macro-economic insights into this constantly changing
environment.
HOLT offers one of the fastest and most advanced corpo-
rate performance, valuation and strategic analysis frame-
works.
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Asset Management

Business profile

In Asset Management, we offer integrated investment solu-
tions and services to clients globally, ranging from govern-
ments, institutions and corporations to individuals. We offer
investment products across the full spectrum of asset classes,
including equities, fixed income, commodities and multi-asset
class products. We also offer a full range of alternative invest-
ments, including real estate, hedge funds, private equity and
volatility management. With 865 investment professionals
located in Zurich, New York, Los Angeles, London, Frankfurt,
Hong Kong, Singapore, Mumbai, Tokyo and Sydney, we focus
on providing maximum returns within the investors’ criteria,
while maintaining a controlled risk profile, adherence to com-
pliance and best execution.

We had CHF 691.3 billion in assets under management as
of the end of 2007. These assets under management include
innovative high margin products, such as alternative invest-
ments and asset allocation (balanced) strategies.

In alternative investments, including liquid and illiquid
strategies, we are an industry leading manager with CHF
165.4 billion in assets under management as of the end of
2007. Liquid alternative investments include diversified strate-
gies such as real estate securities, distressed debt and volatil-
ity management, and funds and alternative solutions, including
quantitative strategies and fund of hedge funds. llliquid alter-
native investments include private equity and real estate.

In balanced products, where we provide innovative solu-
tions across asset classes to clients around the world, we have
a strong position with CHF 284.0 billion in assets under man-
agement. We have a global platform, having recently estab-
lished a presence in the US, the Middle East and Asia, offer-
ing clients seamless cross border multi-asset class solutions.

Our business mix is broadly balanced across asset classes
and strategies, and we see our particular strength in our
sophisticated asset allocation capabilities, delivering alpha
returns coupled with access to best-in-class investment
strategies. We pursue an active cooperation strategy, and our
partnerships and joint ventures provide us with access to key
markets and additional distribution channels. As part of the
client-focused integrated bank strategy, we are increasingly
coordinating and leveraging our activities with Private Banking
and Investment Banking. We benefit from their increased
focus on complex client needs and targeted solutions, as we
support them with our product expertise and our global reach.

Trends and competition
We expect growth in the asset management industry, driven by
the continued global wealth accumulation in mature and
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emerging markets. We experience strong competition from
specialized boutique investment managers and large-scale
players. Increased client sophistication, including demand for
risk diversification, performance and transparency, has placed
the industry under increased pressure. We believe the need to
deliver product performance and innovative solutions at com-
petitive costs will increase. As a consequence, we expect con-
tinued industry consolidation but see opportunities in innova-
tive investment solutions for complex client needs.

Innovative and higher margin alpha product capabilities
include private equity, real estate, customized funds, struc-
tured products, quantitative strategies and hedge fund solu-
tions. To provide these types of services, the barriers between
traditional banking businesses, such as asset management
and investment banking, are disappearing as they increasingly
require similar talent and capabilities. Against this backdrop,
we benefit from our integrated bank strategy, as our close
relationship with Private Banking and Investment Banking
gives us access to additional product expertise, deal flow and
distribution channels.

Strategy and initiatives

We continue to strengthen and improve our organization,

capabilities, client focus and efficiency. We are developing a

boutique structure around our alpha investment strategies and

performance metrics. Our strategic priorities include:
Investment performance: Clients increasingly differentiate
between alpha and beta investment performance, and our
ambition is to deliver superior alpha performance. We are
focused on our competencies in asset allocation and alpha
investment strategies and delivering efficient beta per-
formance to continue to align our product offering and
operating structures to the requirements of our clients.
Geographic reach and distribution: We continue to expand
our geographic footprint and drive growth organically,
through cooperation strategies and bolt-on acquisitions.
We increasingly leverage internal distribution channels and
aim to expand global distribution.
Innovation: We continue to build new products and invest-
ment capabilities. We expect to enhance our active prod-
uct line management and increase product density.
Efficiency: We continue with our cost management initia-
tives and the streamlining of our operating platforms,
including the evaluation of outsourcing opportunities, and
look to further leverage our Centers of Excellence.
Talent: We continue to strengthen our product develop-
ment, investment and distribution capabilities by hiring the
best talent and developing our top performers.

Products and services

Asset Management offers institutional and individual clients a
range of products through proprietary and third-party distribu-
tion channels.

We offer discretionary asset management services to institu-
tional clients through segregated or pooled accounts. Advisory
services include advice on customized investment opportuni-
ties, as well as new product and risk liability management
strategies. A broad range of products and advisory services is
offered to institutional clients around the world.

We offer a wide range of open-end and closed-end funds to
individual investors around the world, marketed under the
Credit Suisse brand. The largest complex of funds, domiciled
in Luxembourg and marketed primarily in Europe, includes a
full range of money market, fixed income, equity and balanced
investments. In addition to these pan-European mutual funds,
we offer domestic registered funds in the US, Switzerland, the
UK, Germany, ltaly, France, Poland, Japan and Australia.

We offer our clients a broad range of fixed income strategies
that include traditional bond benchmark and absolute return
products, incorporating government bonds, corporate bonds,
structured products, global high-yield bonds, emerging market
debt securities, convertible bonds and currencies. We have a
variety of fixed income strategies to meet differing risk pro-
files, with strong emphasis on risk management.

We have a team of experienced professionals who work
with clients around the world to find effective cash solutions.
Access to a suite of taxable liquidity funds and taxable and
tax-exempt customized portfolios helps meet the preservation
and liquidity needs of clients, including strategies for currency
exposure and overall cash management. Strategies include
short-term liquidity, pooled investment vehicles and cus-
tomized portfolios.

We have a team of investment professionals offering clients a
broad suite of equity products. Investment strategies include
developed and emerging markets, global, regional and single
country products, as well as sector funds and products, span-
ning a range of market capitalizations.



In the area of balanced investments, we provide clients around
the world with innovative solutions and comprehensive man-
agement across asset classes to optimize client portfolios,
with services that range from funds to fully customized solu-
tions.

We are a market leader in alternative investments, with a
range of products, including private equity, hedge funds and
fund of hedge funds, real estate, leveraged investments,
volatility management and quantitative strategies. We offer a
broad array of private equity funds including customized,
equity, leveraged buyout, mezzanine, real estate private equity,
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secondary and fund of private equity funds. In the area of
hedge funds, we offer single strategy funds as well as fund of
hedge funds and customized funds. In real estate, we offer
real estate investment trust funds that invest directly in real
estate, funds that invest in listed real estate companies and
other real estate securities.

We have made direct investments as well as investments in
partnerships that make private equity and related investments
in various portfolio companies and funds. We offer our employ-
ees opportunities to invest, side by side, in certain invest-
ments.

Organizational structure

Consistent with our integrated bank strategy, our regional
structure ensures that we present one face to the client and
that our three divisions and reporting segments — Private
Banking, Investment Banking and Asset Management —
increasingly coordinate their efforts, leveraging the support
provided by Shared Services.

The management teams of our three global divisions and
reporting segments are responsible for driving and coordinat-
ing significant business initiatives. The CEOs of the three divi-
sions report directly to the CEO of Credit Suisse and, together
with the four regional CEOs, are responsible for ensuring a
consistent strategic vision and direction across all divisions and
regions.

The management teams of our four regions, each led by a
regional CEO, play a pivotal role in ensuring that we present
one face to the client. Our regional structure is designed to
promote cross-divisional collaboration while leveraging
resources and synergies within each region. The four geo-
graphic regions are:

Americas — comprising operations in the US, Canada and

Latin America;

Asia Pacific — primarily comprising operations in Australia,

China, Hong Kong, India, Indonesia, Japan, Korea,

Malaysia, the Philippines, Singapore, Taiwan and Thailand,;

Europe, Middle East and Africa (EMEA) — comprising

operations in 28 countries, primarily managed in the UK;

and

Switzerland — comprising operations in our home market.

The regions perform a number of essential functions to
coordinate and support the global operations of the three divi-
sions. On a strategic level, they are responsible for corporate
development and the establishment of regional business plans,
projects and initiatives. They also have an oversight role in
monitoring financial performance. Each region is responsible
for the regulatory relationships within its boundaries, as well as
for regulatory risk management and the resolution of signifi-
cant issues in the region as a whole or its constituent coun-
tries. Other responsibilities include client and people leader-
ship and the coordination of the delivery of Shared Services
and business support in the region.

Shared Services provides corporate services and business
support in the fields of finance, operations, including human
resources, legal and compliance, risk management and infor-
mation technology:

The Chief Financial Officer (CFO) area includes financial
accounting, controlling, product control, tax, treasury,
investor relations, new business and global insurance.
The Chief Operating Officer (COO) area encompasses the
areas of human resources, the business school, corporate
real estate and services, corporate development, supply
management, corporate communications, public policy and
operational excellence.
The General Counsel area provides legal and compliance
support to the business and other areas of Shared Ser-
vices to protect the reputation of Credit Suisse by ensur-
ing that employees have the necessary tools and expertise
to comply with all applicable internal policies and external
laws, rules and regulations.
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The Chief Risk Officer (CRO) area comprises strategic risk
management, credit risk management, risk measurement
and management and operational risk oversight, which
cooperate closely to maintain a strict risk control environ-
ment and to help ensure that our risk capital is deployed
wisely.

Information Technology leverages technology across the
business to facilitate execution and product delivery and
innovative systems and platforms to meet the needs of the
other areas within Shared Services.

Regulation and supervision

Overview

Our operations are regulated by authorities in each of the juris-
dictions in which we have offices, branches and subsidiaries.
Central banks and other bank regulators, financial services
agencies, securities agencies and exchanges and self-regula-
tory organizations are among the regulatory authorities that
oversee our banking, investment banking and asset manage-
ment businesses. The supervisory and regulatory regimes of
the countries in which we operate will determine to some
degree our ability to expand into new markets, the services
and products that we will be able to offer in those markets and
how we structure specific operations.

There is coordination among our primary regulators in
Switzerland, the US and the UK. The principal regulatory
structures that apply to our operations are discussed below.

Switzerland

Although Credit Suisse Group is not a bank according to the
Swiss Federal Law on Banks and Savings Banks of November
8, 1934, as amended (Bank Law), and its Implementing Ordi-
nance of May 17, 1972, as amended (Implementing Ordi-
nance), it is required, pursuant to a Swiss Federal Banking
Commission (SFBC) decree, to comply with certain require-
ments for banks, including with respect to capital adequacy,
solvency and risk concentration on a consolidated basis and
reporting obligations. Our banks in Switzerland are regulated
by the SFBC on a legal entity basis and, if applicable, on a
consolidated basis.

Our banks in Switzerland operate under banking licenses
granted by the SFBC pursuant to the Bank Law and the
Implementing Ordinance. In addition, certain of these banks
hold securities dealer licenses granted by the SFBC pursuant
to the Swiss Federal Act on Stock Exchanges and Securities
Trading of March 24, 1995 (SESTA).

The SFBC is the highest bank supervisory authority in
Switzerland and is independent from the Swiss National Bank
(SNB). Under the Bank Law, the SFBC is responsible for the
supervision of the Swiss banking system. The SNB is respon-
sible for implementing the government’s monetary policy relat-
ing to banks and securities dealers and for ensuring the stabil-
ity of the financial system.

Our banks in Switzerland are subject to close and continu-
ous prudential supervision and direct audits by the SFBC.
Under the Bank Law, our banks are subject to inspection and
supervision by an independent auditing firm recognized by the
SFBC, which is appointed by the bank’s Board of Directors
and required to perform annual audits of the bank’s financial
statements and to assess whether the bank is in compliance
with laws and regulations, including the Bank Law, the Imple-
menting Ordinance and SFBC regulations.

Under the Bank Law, a bank must maintain an adequate
ratio between its capital resources and its total risk-weighted
assets and this requirement applies to the Group on a consol-
idated basis. For purposes of complying with Swiss capital
requirements, bank regulatory capital is divided into tier 1
(core), tier 2 (supplementary) and tier 3 (additional) capital.

Our regulatory capital is calculated on the basis of
accounting principles generally accepted in the US (US
GAAP), with certain adjustments required by, or agreed with,
the SFBC. The Group is required by the Bank for International
Settlements (BIS) to maintain a minimum regulatory capital
ratio of 8% measured on a consolidated basis, calculated by
dividing total eligible capital, adjusted for certain deductions,
by aggregate risk-weighted assets.

We became subject to the requirements of the Basel Il
capital adequacy standards on January 1, 2008, subject to a
“Swiss finish” under the Capital Adequacy Ordinance. As of
the end of 2007, the BIS tier 1 ratio under Basel Il would have
been approximately 120 basis points lower than the BIS Tier 1
ratio under Basel | for the Group and the Bank. For further
information on our capital, refer to lll - Balance sheet, Off-
balance sheet, Treasury and Risk — Capital management.



Banks are required to maintain a specified liquidity ratio
under Swiss law. According to the SFBC’s decree, the Group
is required to maintain adequate levels of liquidity on a consol-
idated basis and is not required to comply with the detailed
calculations for banks.

Under Swiss banking law, banks and securities dealers are
required to manage risk concentration within specific limits.
Aggregated credit exposure to any single counterparty or a
group of related counterparties must bear an adequate rela-
tionship to the bank’s eligible capital, taking into account
counterparty risks and risk mitigation instruments.

Under the Bank Law and SESTA, Swiss banks and securi-
ties dealers are obligated to keep confidential the existence
and all aspects of their relationships with customers. These
customer confidentiality laws do not, however, provide protec-
tion with respect to criminal offenses such as insider trading,
money laundering, terrorist financing activities or tax fraud or
prevent the disclosure of information to courts and adminis-
trative authorities.

Our securities dealer activities in Switzerland are con-
ducted primarily through the Bank and are subject to regula-
tion under SESTA, which regulates all aspects of the securities
dealer business in Switzerland, including regulatory capital,
risk concentration, sales and trading practices, record-keeping
requirements and procedures and periodic reporting proce-
dures. Securities dealers are supervised by the SFBC.

Our asset management activities in Switzerland, which
include the establishment and administration of mutual funds
registered for public distribution, are conducted under the
supervision of the SFBC.

us

Our operations are subject to extensive federal and state reg-
ulation and supervision in the US. Our US banking offices are
composed of a New York branch (New York Branch), a US
administrative office in Florida and representative offices in
New York and California. Each of these offices is licensed
with, and subject to examination and regulation by, the state
banking authority in the state in which it is located.

The New York Branch is licensed by the Superintendent of
Banks of the State of New York (Superintendent), examined
by the New York State Banking Department, and subject to
laws and regulations applicable to a foreign bank operating a
New York branch. Under the New York Banking Law, the New
York Branch must maintain eligible assets with banks in the
state of New York. The amount of eligible assets required,
which is expressed as a percentage of third-party liabilities,
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would increase if the New York Branch is no longer designated
as well rated.

The New York Banking Law authorizes the Superintendent
to take possession of the business and property of the New
York Branch under circumstances generally including violations
of law, unsafe or unsound practices or insolvency. In liquidat-
ing or dealing with the New York Branch’s business after tak-
ing possession, the Superintendent would only accept for pay-
ment the claims of creditors (unaffiliated with us) that arose
out of transactions with the branch. After the claims of those
creditors were paid out of the business and property of the
New York Branch, the Superintendent would turn over the
remaining assets, if any, to us or our liquidator or receiver.

Under New York Banking Law, the New York Branch is
generally subject to the single borrower lending limits
expressed as a percentage of the worldwide capital of the
Bank.

Our operations are also subject to reporting and examina-
tion requirements under US federal banking laws. Our US
non-banking operations are subject to examination by the
Board of Governors of the Federal Reserve System (FRB) in
its capacity as our US umbrella supervisor. The New York
Branch is also subject to examination by the FRB. The New
York Branch (and each other US banking office) is subject to
US federal reserve requirements on deposits and restrictions
on the payment of interest on demand deposits. Because the
New York Branch does not engage in retail deposit taking, it is
not a member of, and its deposits are not insured by, the Fed-
eral Deposit Insurance Corporation.

US federal banking laws provide that a state-licensed
branch or agency of a foreign bank may not, as a general mat-
ter, engage in any type of activity that is not permissible for a
federally licensed branch or agency of a foreign bank unless
the FRB has determined that such activity is consistent with
sound banking practice. US federal banking laws also subject
a state branch or agency to single borrower lending limits
based on the capital of the entire foreign bank.

The FRB may terminate the activities of a US branch or
agency of a foreign bank if it finds that the foreign bank: (i) is
not subject to comprehensive supervision in its home country;
or (i) has violated the law or engaged in an unsafe or unsound
banking practice in the US.

A major focus of US policy and regulation relating to finan-
cial institutions has been to combat money laundering and ter-
rorist financing. These laws and regulations impose obligations
to maintain appropriate policies, procedures and controls to
detect, prevent and report money laundering and terrorist
financing, verify the identity of customers and comply with
economic sanctions. Our failure to maintain and implement
adequate programs to combat money laundering and terrorist
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financing, and violations of such economic sanctions, laws and
regulations, could have serious legal and reputational conse-
quences. We take our obligations to prevent money laundering
and terrorist financing very seriously, while appropriately
respecting and protecting the confidentiality of clients. We
have policies, procedures and training intended to ensure that
our employees comply with “know your customer” regulations
and understand when a client relationship or business should
be evaluated as higher risk for us.

On March 23, 2000, Credit Suisse Group and the Bank
became financial holding companies for purposes of US fed-
eral banking law and may engage in a substantially broader
range of non-banking activities in the US, including insurance,
securities, private equity and other financial activities. Credit
Suisse Group is still required to obtain the prior approval of
the FRB (and potentially other US banking regulators) before
acquiring, directly or indirectly, the ownership or control of
more than 5% of any class of voting shares of any US bank,
bank holding company or many other US depository institu-
tions and their holding companies, and the New York Branch
is also restricted from engaging in certain tying arrangements
involving products and services. If Credit Suisse Group or the
Bank ceases to be well-capitalized or well-managed, or other-
wise fails to meet any of the requirements for financial holding
company status, then it may be required to discontinue newly
authorized financial activities or terminate its New York
Branch. Credit Suisse Group's ability to undertake acquisitions
permitted by financial holding companies could also be
adversely affected.

The Securities and Exchange Commission (SEC) is the
federal agency primarily responsible for the regulation of bro-
ker-dealers, investment advisers and investment companies,
while the Commodity Futures Trading Commission (CFTC) is
the federal agency primarily responsible for the regulation of
futures commission merchants, commodity pool operators and
commodity trading advisors. In addition, the Department of the
Treasury has the authority to promulgate rules relating to US
Treasury and government agency securities, the Municipal
Securities Rulemaking Board has the authority to promulgate
rules relating to municipal securities, and this board promul-
gates regulations applicable to certain securities credit trans-
actions. In addition, broker-dealers are subject to regulation
by industry self-regulatory organizations, including FINRA
(formed by the merger of the regulatory operations of the New
York Stock Exchange (NYSE) and the National Association
Securities Dealers, Inc.), and by state authorities. For futures
activities, broker-dealers are subject to industry self-regulatory
organizations such as the National Futures Association and
regulation by state authorities.

Our broker-dealers are registered with the SEC and in all
B0 states, the District of Columbia and Puerto Rico, and our
futures commission merchants and commodities trading advis-
ers are registered with the CFTC. Our investment banking
business is subject to regulation covering all aspects of our
securities and futures activities, including: capital require-
ments, the use and safekeeping of customer funds and secu-
rities; the suitability of customer investments; record-keeping
and reporting requirements; employee-related matters; limita-
tions on extensions of credit in securities transactions; pre-
vention and detection of money laundering and terrorist
financing; procedures relating to research analyst independ-
ence; procedures for the clearance and settlement of trades;
and communications with the public.

Our broker-dealers are also subject to the SEC’s net capi-
tal rule, which requires broker-dealers to maintain a specified
level of minimum net capital in relatively liquid form. Compli-
ance with the net capital rule could limit operations that require
intensive use of capital, such as underwriting and trading
activities and the financing of customer account balances and
also could restrict our ability to withdraw capital from our bro-
ker-dealers. Certain of our broker-dealers are also subject to
the net capital requirements of various self-regulatory organi-
zations.

As registered futures commission merchants, certain of
our broker-dealers are subject to the capital and other require-
ments of the CFTC.

The investment banking and asset management busi-
nesses include legal entities registered and regulated as
investment advisers by the SEC. The SEC-registered mutual
funds that we advise are subject to the Investment Company
Act of 1940. For pension fund customers, we are subject to
the Employee Retirement Income Security Act of 1974 and
similar state statutes. We are subject to the Commodity
Exchange Act for investment vehicles we advise that are com-
modity pools.

EU

Since it was announced in 1999, the EU’s Financial Services
Action Plan has given rise to numerous measures (both direc-
tives and regulations) aimed at increasing integration and har-
monization in the European market for financial services. While
regulations have immediate and direct effect in member
states, directives must be implemented through national legis-
lation. As a result, the terms of implementation of directives
are not always consistent from country to country.



The Capital Requirements Directive, implemented in vari-
ous EU countries including the UK, applies the Basel Il capital
framework for banking groups operating in the EU.

On January 1, 2008, the national implementing legislation
for the Markets in Financial Instruments Directive (MiFID)
became effective in various EU countries. MiFID establishes
high-level organizational and business conduct standards that
apply to all investment firms. These include new standards for
managing conflicts of interest, best execution, customer clas-
sification and suitability requirements for customers. MiFID
sets standards for regulated markets (i.e., exchanges) and
multilateral trading facilities and sets out pre-trade and post-
trade price transparency requirements for equity trading.
MiFID also sets standards for the disclosure of fees and other
payments received from or paid to third parties in relation to
investment advice and services and regulates investments
services relating to commodity derivatives. In relation to these
and other investment services and activities, MiFID provides a
‘passport” for investment firms enabling them to conduct
cross-border activities throughout Europe on the basis of
authorization from their home state regulator.

UK

The UK Financial Services Authority (FSA) is the principal
statutory regulator of financial services activity in the UK,
deriving its powers from the Financial Services and Markets
Act 2000 (FSMA). The FSA regulates banking, insurance,
investment business and the activities of mortgage intermedi-
aries. The FSA generally adopts a risk-based approach, super-
vising all aspects of a firm's business, including capital
resources, systems and controls and management structures,
the conduct of its business, anti-money laundering and staff
training. The FSA has wide investigatory and enforcement
powers, including the power to require information and docu-
ments from financial services businesses, appoint investiga-
tors, apply to the court for injunctions or restitution orders,
prosecute criminal offenses, impose financial penalties, issue
public statements or censures and vary, cancel or withdraw
authorizations it has granted.

As a member state of the EU, the UK is required to imple-
ment EU directives into national law. The regulatory regime for
banks operating in the UK conforms to required EU standards
including compliance with capital adequacy standards, cus-
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tomer protection requirements, conduct of business rules and
anti-money laundering rules. These standards, requirements
and rules are similarly implemented, under the same direc-
tives, throughout the other member states of the EU in which
we operate and are broadly comparable in scope and purpose
to the regulatory capital and customer protection requirements
imposed under US law.

The London branch of Credit Suisse (London Branch),
Credit Suisse International and Credit Suisse (UK) Limited are
authorized to take deposits. We also have a number of entities
authorized to conduct investment business and asset manage-
ment activities. In deciding whether to grant authorization, the
FSA must first determine whether a firm satisfies the threshold
conditions for suitability, including the requirement for the firm
to be fit and proper. In addition to regulation by the FSA, cer-
tain wholesale money markets activities are subject to the
Non-Investment Products Code, a voluntary code of conduct
published by the Bank of England which FSA-regulated firms
are expected to follow when conducting wholesale money
market business.

The FSA requires banks operating in the UK to maintain
adequate liquidity. The FSA cannot set capital requirements
for London Branch, but requires Credit Suisse International
and Credit Suisse (UK) Limited to maintain a minimum capital
ratio and to monitor and report large exposures in accordance
with the rules implementing the Capital Requirements Direc-
tive.

On January 1, 2008, MiFID became effective in the UK
and applies to our authorized entities in the UK. The London
Branch will be required to continue to comply principally with
its Swiss home country regulation.

Our London broker-dealer subsidiaries and asset manage-
ment companies are authorized under the FSMA and are sub-
ject to regulation by the FSA. In deciding whether to authorize
an investment firm in the UK, the FSA will consider threshold
conditions for suitability, including the general requirement for
a firm to be fit and proper. The FSA is responsible for regulat-
ing most aspects of an investment firm's business, including
its regulatory capital, sales and trading practices, use and
safekeeping of customer funds and securities, record-keep-
ing, margin practices and procedures, registration standards
for individuals carrying on certain functions, anti-money laun-
dering systems and periodic reporting and settlement proce-
dures.
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