
More than 
the Sum 
of the Parts
One Bank Collaboration (OBC) is all about having an established 
network of colleagues who have the trust in each other to execute 
and deliver the right solutions to the bank’s clients. Through this  
strategy, Credit Suisse generates creative solutions and enables 
stronger client relationships.

revenues generated by cross-divisional collaboration, 
and is used to incentivize corresponding employee 
engagement. All Credit Suisse employees can make 
cross-divisional client referrals under the robust,  
globally implemented SGC framework, which serves 
as a key motivator and an essential tool for recogni-
zing collaborative behavior.
 Patricia Horgan, Head of One Bank Collabora-
tion, and her team focus on driving the bank’s overall 
collaboration efforts with the support of divisional 
management, regional management and collabora-
tion interfaces such as Solution Partners, along with 
oversight of the SGC model and the associated 
award process. In order to bring people and resources 
together, the team makes sure that the inte grated 
bank platform is leveraged by providing, maintaining 
and coordinating the global One Bank effort through 
a host of initiatives.
 “The One Bank Collaboration team’s ultimate goal 
is a change in culture, toward an intrinsic collabora-
tion across the different business areas,” says Reto 
Iseneger, who drives the One Bank Collaboration effort 
in Switzerland. Through this strategy, Credit Suisse 

Credit Suisse’s One Bank strategy was launched in 
2006. Since then the integrated bank platform has 
proven to be very successful and has been a core 
element of Credit Suisse’s strategy. Many milestones 
have been achieved over the last eight years: For 
example, Credit Suisse introduced an external colla-
boration Key Performance Indicator (KPI), reached 
its collaboration targets of 18–20 percent of core 
revenues in 2012, and established a regional set-up 
to better drive local initiatives. Therefore, One Bank 
implementation is gaining more and more momentum 
in the effort to provide holistic solutions to clients, 
especially ultra-high and high net worth individuals or 
(U)HNWIs.

Inspiring Collaboration
Approximately 80 percent of One Bank Collaboration 
revenues result from the daily interaction between 
divisions governed by Revenue Share Agreements 
(RSA). The remaining 20 percent results from tran-
sactions which are tailor-made and unique in nature, 
and therefore fall under the Single Global Currency 
program (SGC). SGC is a mechanism for capturing 
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generates creative solutions and enables stronger 
client relationships, which in the end results in maxi-
mized share of wallet and client value. Simultaneously, 
clients benefit from a “one-stop shop” service, drawing 
on an extensive pool of resources that includes  
the best of services and products across the bank, 
regardless of divisional boundaries.

Regional Champions
The four regions, Switzerland, Americas, EMEA and 
APAC, each represent a quite different business mix. 
Through regional management and regional champi-
ons, the bank ensures that the global integrated bank 
model is implemented in each of our regions. “One 
Bank Collaboration is really a philosophical approach 
to serving our clients. However, implementation is 
something that happens locally. In order to foster that 
collaboration, you also need a regional champion to 
lead the effort,” says Vineet Nagrani, Regional Head 
of One Bank Collaboration APAC. Overall, the critical 
factors for success are the mutual trust and dialogue 
between bankers from different parts of the bank 
jointly serving a client. Different regions have differ-
ent drivers. In emerging markets, the revenue share 
in financing solutions is relatively high, whereas in the 
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more mature markets there is a high share of revenues 
from tailor-made investment solutions. In emerging 
markets, the client base mainly consists of family-
owned and controlled conglomerates (an amalgama-
tion of the UHNWI and corporate segments) seeking 
growth as well as diversification to achieve perfor-
mance and continue family legacy. In the developed 
world, clients focus more on wealth preservation and 
are looking for investment-related opportunities.
 Combining the global integrated bank framework 
with local collaboration champions represents a key 
differentiating factor. Adding the specialist know-how 
from IB, AM, Solution Partners, and Sales and Trading 
Services makes the integrated approach even more 
powerful when it comes to accommodating client 
requirements such as de-leveraging assets, increas-
ing asset turn, M&A coverage, acquisition financing, 
hedging and financing unique investment opportuni-
ties. As a result of collaboration, clients of the Private 
Banking & Wealth Management division have be-
come significant drivers of business in the Investment 
Bank. “APAC is a region where a lot of companies 
are still led by their founders or their descendants and 
the companies are experiencing solid growth. There-
fore, a key offering is to provide financing to them, 

ART OF THE DEAl
The “Partnership Forum: Art of the Deal” series  
consists of events that showcase the importance  
and results of One Bank Collaboration. The forums 
focus on successful cross-bank transactions, and 
provide an inside view on how to identify and deliver 
creative client solutions that have significant com-
mercial value to our clients and the bank.

Collaboration is  
indispensable in order  
to succeed.
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FABIO GIuRI: Shouldn’t One Bank go without saying?
PATRICIA HORGAN: This is an interesting question and my answer  
is a quick: “Yes, absolutely.” Nevertheless, we should not forget that  
we are work ing in a big organization with two divisions plus Shared  
Services, four regions, and multiple business areas. In such a diverse 
environment with so much ground to cover, it is challenging for an in-
dividual employee to be aware of what everyone else does in the bank. 
It is  important to know whom to turn to, because the right solution  
for your client will often come from a division or business other than the 
one you work in. Therefore, the One Bank Collaboration program was 
established to facilitate and support teamwork across the bank, thereby 
moti vating, incentivizing and increasing the client-focused culture 
throughout Credit Suisse. 

Why do we need a One Bank Collaboration team?
Our clients want superior solutions and service, and are not interested 
in the internal workings of the bank. In particular our UHNW clients  
often need complex business solutions which draw on our broad array 
of capabilities in the different divisions, business areas, and regions. 
The One Bank Collaboration team has been established to drive, measure 
and manage collaboration between divisions. It further ensures that 
there is a framework in place which allows cross-divisional teams to  
leverage our combined capabilities on behalf of our clients. In fact,  
we consistently hear from new hires that Credit Suisse’s integrated bank 
strategy was instrumental to their decision to join the bank. It clearly  
differentiates us from our competition.

Below the line, does One Bank pay off?
We are having another good year in Collaboration, with overall Collaboration 
revenues up six percent as of the end of the third quarter. This growth 
was driven by two factors: what we call Core Collaboration, which is the 
daily interaction between divisions governed by Revenue Share Agree-
ments; and by Single Global Currency which encompasses the more highly 
structured transactions, for example, capital markets activity on behalf  
of an ultra-high net worth client who has entrepreneurial interests. All 
four regions have contributed to this year’s growth, with a particularly 
strong performance in APAC for the second year in a row. We aspire 
as a firm to generate 18–20 percent of our overall revenues through 
cross-divisional collaboration, which we achieved in 2012 and are aiming 
to achieve again in 2013.

Do you see further potential?
Various strategic initiatives, programs and events have been launched  
in all regions to foster and inspire collaboration. Supporting teamwork 
across divisions and regions, facilitating great ideas, and leveraging the 
resources the bank has to offer are at the core of the integrated bank 
strategy, which ultimately delivers our bank’s entire capabilities to our 
clients. You have probably heard Brady Dougan say that we believe  
our greatest opportunities are as an integrated bank. I completely en-
dorse this view because we are convinced that we can achieve more  
if we consistently deliver the bank’s full offering to our clients. It is the 
responsibility of each of us to help realize that potential.

Sounding Out 
Patricia Horgan
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either through loans or through access to capital 
markets,” says Vineet. “Even though APAC is the 
smallest region in terms of Group revenues, it expe-
rienced the strongest growth in referral-based colla-
boration revenues, and we hope to export some of 
the ingredients of that success to other regions.” In 
EMEA, for instance, several collaboration initiatives 
are under way to bring IB and PB&WM closer to-
gether. “We are currently building a combined offering 
around multi-asset class sales and execution aimed 
at family offices on the IB platform,” explains Garrett 
Curran, CEO of Credit Suisse in the United Kingdom 
and EMEA’s Chief Client Officer, who has responsi-
bility for One Bank Collaboration in the EMEA region.
 “All these efforts help our clients and both divisions 
in generating more business,” says Nathan Romano, 
Head of One Bank Collaboration Americas. “Therefore, 
it’s in every employee’s best interest to experience 
One Bank every day.” 
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