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RETAIL BANKING Z&#&1T

“Providing flexible and tailor-made personal

wealth management products and services is our strength.

At Fubon Bank, we value our relationship with
every customer. EXRTERE—NEF ﬁﬁzjﬂ#%

RIESEETNERRRBELIR  BREMPNEEE?

RETAIL DISTRIBUTION

Fubon Bank's retail distribution capability was
strengthened in 2006 as the Bank continued to improve
its delivery network and enhance its customer
segmentation. With an increased focus on providing
wealth management services to the growing middle
market, Ambassador Banking, which targets customers
with assets under management of HK$1 million and
above, recorded strong growth in fee income from
unit trusts, insurance and treasury products. Overall,
fee income from Ambassador Banking surged by 82%.

At the same time, the Bank has accelerated the
development of its offshore Ambassador Banking. In
late 2005, a special team of Ambassador Banking
officers was recruited to service the offshore needs
of Taiwanese and Chinese customers. This expansion
of the sales force, as well as the product and service
range, resulted in a very impressive growth in assets
under management and fee income which increased
by more than 110% and greater than three-fold
respectively compared to 2005.

In order to improve the quality of service to these
preferred customers, the Ambassador Banking service
was enhanced in July 2006 when the Bank introduced
day and night service for its high net worth customers.
Fubon Bank's unique Night Banking service, which
runs till 8:00 pm on every Thursday throughout all its
branches and Ambassador Centres, is designed to
provide greater flexibility and convenience to
customers following the implementation of the 5-day
clearing week. This service, which commenced in
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CUSTOMER-
CENTRISM

Recognising
that customer
satisfaction is
essential to
profitability, the
Bank has adopted
a culture,
processes and
behavior that
prioritises
convenience,
value, efficiency
and courtesy in
every interaction
with customers,
external and
internal.
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September 2006, has been well received by customers
as reflected in the increased business volumes and
patronage.

While the Bank is fully committed to providing
customers with the highest quality services, it also
recognises the importance of the work-life balance
of employees. In May 2006, a b-day work week
was introduced to enable employees to spend more
time with their families over the weekend, while
maintaining the existing branch opening hours on
Saturdays from 9:00 am to 12:30 pm. These measures
have not had any impact on the interests and
convenience of customers.

CONSUMER BANKING

Consumer Banking had a very strong year in 2006.
Highlights included a strengthened mortgage business
by offering a service pledge of mortgage approval in
principle within 24 hours, the successful launch of
the Elite Platinum credit card which is positioned as
an anchor product to capture high net worth
customers on wealth management, and substantial
growth in the overall fees and commission income
from unit trusts and insurance of 86% and 55%
respectively compared to 2005. Of particular note
was the strong growth of offshore business in result
of more than 30% in fees and commission income
contributed by Taiwanese customers.

In line with changes in the market and customer needs,
the Bank developed several innovative mortgage
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products and services, including the flexible HIBOR
mortgage plan and personalised mortgage plans to
cater to individual customer needs. In early 20086, the
Bank launched an advertising campaign and
successfully established a progressive market image
with its promise to grant mortgage approval in principle
within 24 hours. A 10-fold increase in telephone
enquiries was recorded as compared to the same
period last year and the amount of new mortgages
booked increased by 270% during the promotion
period.

These marketing initiatives were underpinned by
reengineered and streamlined business processes.
The Bank centralised mortgage approvals by
establishing a team of specialists to process
applications, making it possible to offer mortgage
approval in principle within 24 hours. New sales
channels, including direct sales and tele-marketing
teams specifically focused on new and secondary
mortgages, were also set up in early 2006.

The number of credit card customers increased by
12% in 2006, while credit card spending was up 26%
compared to the previous year. Fee income from
credit cards increased by 21%, and the Bank issued
over 44,000 Fubon Seiyu credit cards during the past
15 months.

The launch of the innovative Elite Platinum in October
2006 enabled the Bank to acquire a group of new high
net worth customers whose individual assets exceeded
HK$1 million. Elite Platinum was positioned as an
anchor product to create a cross-selling platform
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Our Value Banking
proposition drives
us to exceed
customer
expectation.

[Fr= A28
MRS HE
HPRHBTER
TAHNBERT -

Business & Operations Review #EEE

RETAIL BANKING Z&#&1T

amongst other banking products. The programme
entitles holders of the Elite Platinum to earn bonus
points for spending on investments and was the first
of its kind in the market, which combines the beauty
of credit card privileges and wealth management.

Personal loans business also had a great momentum
with 29% growth of total loans receivable. In March
2006, the Bank launched a brand new personal loan
product: the “14+1 Formula”, which combines fixed
term loans with revolving credit.

In recognising the Bank's efforts in customer
acquisition, Fubon Bank was named 1! runner-up of
Visa Discovery, an inter-bank competition in terms of
number of new merchants acquired. The Bank also
became a member of China Union Pay, which is a great
leap forward in terms of cross-border business
development.

Fees and commission income from unit trusts and
insurance businesses increased by 76% compared to
2005. Taiwanese customers accounted for more than
30% of the total commission income generated from
unit trusts sales. The growth was attributable to our
parent’s broad customer network and our efforts in
serving the wealth management needs of our high net
worth offshore customers.

The Bank strived to enhance the quality of its services
by expanding its sales force and the number of
professional investment and financial planners, as well
as establishing a specialist Taiwanese team. It also
formed alliances with reputable fund houses and
insurance companies in order to provide customers
with investment portfolios that they need.

The Bank continued to reinforce the corporate image
and Value Banking platform in 2006. Various service
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pledges including “"Approval in principle within 24
hours” for Mortgage, "At your service day and night”
for Ambassador Banking and “Make your investment
in return immediately” for Elite Platinum were
incorporated into the corporate image TV advertising
campaign, which further substantiated the value
proposition through a more tangible benefit. Supported
by other media to further solidify this belief in
customers’ mindsets, the Bank also made use of
customers’ media habit to increase the brand
awareness and exposure through series of promotional
events such as TV programme sponsorship, press
interviews and PR events. Two of the Bank's corporate
image TV advertisements were being nominated as
one of the finalists of the 12" Annual Most Popular
TV Commercial Special Awards organised by Hong
Kong Advertiser Association and Asia Television Limited
in recognition of their creativity and popularity.
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“"Our wholesale banking teams present flexible and effective
financing solutions to our corporate customers, enabling them
to capitalise on business opportunities and to expand their
businesses. BB ITHEKKORAEBELEERNRMERERFTE
HYGXEFFIEK  BHREK "

CORPORATE BANKING

Serving the financing needs of a regional customer
base, Corporate Banking, comprising a Taiwan team
and a Hong Kong team, provides a comprehensive
range of banking services to corporate customers.

While economic and market conditions were conducive
to asset expansion, the Taiwan and Hong Kong teams
reported more than satisfactory loan growth in 2006.
Total loans and advances rose by 34%. However,
profitability declined due to a rise in non-performing
loans in the first half of the year.

The Division followed its usual prudent policy of
making full provisions early once a problem has been
identified. Irrespective of these one-off loan exposures,
overall asset quality remains benign. Furthermore, to
mitigate lending risks, the Division has continued to
diversify its portfolio, both in terms of industries as
well as loan types.

The growth of deposits was particularly strong in 2006.
The combined results of the Hong Kong and Taiwan
teams reflected a remarkable year-on-year growth of
90% compared to 2005. This surge also helped to
reduce the funding costs of loan expansion. Itis worth
noting that the Taiwan team has expanded
tremendously since its establishment in 2005, with
152% growth in loans and more than 210% growth
in deposits respectively.
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Our flexible
services make

us a valuable

partner for SMEs.

BENIRBE S RM
BB NERRE
EBRH
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A34%

£ 90%

Loans & Deposits Growth 2005 vs 2006 (Corporate Banking)

“ERHRECEEAFETERIE (RESREED)

Net income before operating expenses grew by 43%.
The fee income derived from cross-selling also rose
sharply compared to 2005. This was mainly attributable
to a strong improvement in the sales of treasury
products. These encouraging achievements were a
result of competitive product offerings and the
unflagging marketing efforts of the relationship
managers and Financial Markets Group specialists.

Going forward, Corporate Banking will continue to
capitalise on the Bank's commitment to Greater China
and to expand its franchise. The region’s long-term
prospects are promising and the Division is committed
to capturing any appropriate business opportunities
from its customers.

SME FINANCE

Through Fubon Credit (Hong Kong) Limited, the Bank
provides small and medium enterprises (SMEs) with
lease and hire purchase financing for the acquisition
of production equipment and vehicles. Financing to
SMEs saw strong growth during 2006 and continued
to contribute significantly to the Bank's overall
profitability. Its portfolio is highly diversified and the
Bank has maintained a leading position in this niche
market, enjoying one of the best credit records in the
sector for more than a decade.

A dedicated team was established within Fubon Credit
two and a half years ago to serve Taiwanese companies
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operating in China. It has developed a sizeable, high-
quality portfolio since then and grew by more than
50% during 2006.

To date the Bank's hire purchase and leasing business
has been geographically focused on Hong Kong,
Shenzhen and Guangdong. However, a growing
percentage of the business is now being extended to
Fujian and Huadong.

Given the Bank’s strong foothold in the SME market
through equipment financing, the Commercial Banking
business, which targets the same SME market, was
consolidated with Fubon Credit in 2005 to form the
SME Division which offers a full range of banking
services, including trade finance and equipment leasing,
for SMEs.

This approach has allowed the Bank to make the most
of its existing SME relationships and the risk
assessments it has already performed. The Bank has
successfully further increased its market share in
equipment leasing because it is able to provide a
comprehensive package for SME customers.

In the same vein, the Bank has also gained new
revenues from its SME customer base by linking SME
Finance to the Financial Markets and Ambassador
Banking teams. The benefits of this amalgamation
are evident in the rapid expansion of the Commercial
Banking portfolio, which grew by more than 50%
year-on-year.
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Since its launch, the full-scale SME Division has won
considerable recognition from the industry. In 2006 it
was honoured with the “Best Partner Award — Best
Trade and Equipment Finance Bank” by The Hong
Kong Chamber of Small and Medium Businesses Ltd.

SYNDICATION AND STRUCTURED FINANCE

The Syndication and Structured Finance Department
was established in April 2005 to strengthen the Bank's
capabilities in originating syndicated loans and providing
tailor-made financing structures to corporate clients,
as well as to diversify revenues and generate additional
fee-based income for the Bank.

The team provides its clients with a range of customised
financing solutions, and its professional expertise in
executing syndicated loan transactions is supported
by strong capabilities in underwriting and distribution.
Moreover, the team structures and delivers debt
capacity for complex corporate financing deals,
including acquisitions, management and leveraged
buyouts, as well as any specialised financing solutions
requested by clients, who may be listed or non-listed
companies, large companies or mid-caps.
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2006 was an exciting year as the Bank was active in
arranging and participating in a number of syndicated
loans in Greater China. Most notable was the landmark
US$600 million syndicated loan completed in June
2006 for Semiconductor Manufacturing International
Corp., one of the largest semiconductor foundries in
the world, which is listed on both New York and Hong
Kong stock exchanges. The Bank undertook a leading
role in this high profile transaction, as one of the
mandated coordinating arrangers, underwriters and
book-runners. It was one of the largest corporate
syndicated loans closed in China in 2006. In total, 18
banks, including 10 international and eight PRC banks
from eight different countries/regions participated in
the transaction.

In addition, the Bank also led a number of structured
transactions, including acquisition and leveraged
financing, property project loans, and subordinated
debt.
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“Our Financial Markets Group is supported by a team
of professionals who work with other Business Divisions
within the Bank to provide financing and investment
solutions to customers. £@THBMHIREE S BRTE

HRHMPVEH AN BESRUBERRESE "

2006 was a remarkable year for the Financial Markets
Group (the FMG). Building on the strength of previous
development, the FMG managed to expand and added
new dimensions to its business, which resulted in
improved performance as a whole. Net interest
income improved substantially in 2006 due to
improvement in the balance sheet mix. The FMG has
invested some of its surplus funds and replenished
some low vyield fixed rate papers. In addition, fee-
related income doubled. It is worth mentioning that
the FMG's securities brokerage services experienced
income growth of almost 37%.

This growth was the result of various efforts made
during the year. In April 2006, in order to widen and
improve the Bank's liabilities structure, the Bank issued
its inaugural subordinated debt. Together with the
issuance of several floating rate notes and certificates
of deposit, this helped to secure longer term funding
for the Bank, which reduced reliance on the more
interest rate sensitive shorter date funding. The
improved liquidity allowed the Bank to take advantage
of the more benign interest rate market, for example
the widening Prime / HIBOR gap in 2006.

In addition, as part of its firm commitment to risk
control, the Bank strengthened its treasury risk
management team and more than doubled its
headcount to 15 professionals. The increased scale
and breadth, and enhanced capabilities provided a
higher level risk analytics and monitoring process,
which enabled the FMG to improve its performance
in trading and investment activities. For example, the
Bank ranked as the third most active market participant
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PROFESSIONALISM

Internalising the
standards which
distinguish staff
and the Bank by
understanding
markets and
products,
ensuring that
advice is
accurate and
timely,
transactions are
executed
properly, and
integrity is
upheld at all
times.
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in the Hong Kong Government Exchange Fund Bills
market over a six-month period between June and
November 2006. The overall results for 2006 are
reflected in a profit of HK$47 million of capital gain
from the disposal of securities.

The FMG generated twice as much fee-related income
in 2006, compared to the previous year. This was
mainly due to the development and delivery of more
solution-based products and services, along with the
favorable market conditions which prevailed throughout
the year.

The FMG benefited from a continued and substantial
growth in the number of customers of Taiwanese
origin in the retail sector and Ambassador Banking.
The total number of Taiwanese wealth management
accounts expanded by 119% with assets under
management growing by more than 110%. This meant
that the FMG was able to develop even more innovative
structured investment products across different asset
classes and markets, tailored to the risk and reward
ratios that customers demanded.

The FMG's Securities Brokerage Services also grew
substantially during the year, fueled by several of the
largest Chinese IPOs ever seen worldwide. As the
local indices reached an all time high, with
accompanying record breaking turnovers, the FMG
also experienced record growth in revenue. This growth
has accelerated the creation of a more efficient
operations platform to cope with strong business
growth.

Through the IPOs in Hong Kong and their inherent
financing activities, the FMG managed to increase
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both market share and the overall number of customers.
In order to handle increased customer transaction
orders, Internet Stock Trading was introduced in July
2006, and the results have exceeded all expectations.
In 2006, brokerage income grew by almost 37%.

The Bank’'s SME Division enjoyed strong growth in
2006. This, together with the rapid increase in the
number of Taiwanese corporate customers, has created
a platform for the FMG to provide corporate customers
with tailor-made and solution-oriented services, which
in turn led to a remarkable almost 20-fold increase in
profitability from this niche market.

All these results were achieved through the dedication
and professionalism of the FMG's specialists. In 2006,
in spite of fierce competition in the industry for qualified
people, the FMG nevertheless expanded its team
from 50 to 80. The FMG will continue its efforts to
recruit talents so that it can further capitalise and
enhance the ability to deliver tailored solutions to
meet customer needs.

To maintain this momentum and to continue with its
expansion, the FMG moved to a new location towards
the end of 2006, so that nearly all its people are now
housed in one location. The new dealing room is an
important step for the FMG as we expect it to foster
even better exchange of market information and
improved efficiency. This in turn should generate more
timely and innovative products and services, deepening
our “Value Banking” services to customers in the
course of our transformation.
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“The Bank ranked as the third most
active market participant in the Hong
Kong Government Exchange Fund Bills market
over a six-month period between June and
November 2006. X7 E—BZEXAE
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"Close cooperation among departments resulted in a
breakthrough in our core performance. During the year,
our support functions have spared no efforts in providing the best
support to enable our critical business initiatives.
BOEBRREDERE - BEBABRESHE - FXEHFMEFR
ZEhTH SZEEEXRENEEEESNEE "

BUSINESS TECHNOLOGY MANAGEMENT

EDS Outsourcing Agreement and IT Governance
and Management Framework

The Bank entered into a new five-year IT Outsourcing
Contract with EDS in August 2006 after an in-depth
evaluation and negotiation process. The new agreement
includes a stringent IT Governance Model,
comprehensive definition of scope of services and
service levels, vendor management structure and roles
and responsibilities, as well as additional applications
and business analyst resources to cope with future
business growth. The new agreement achieved
substantial cost savings as well as broadened EDS
service scopes.

Electronic Channel Enhancements

The Bank significantly enhanced its Internet Banking
platform during the year. Since September 2006,
customers have been able to settle bills with close to
400 merchants and transfer funds to other local banks
in Hong Kong via the Internet. The security of Internet
transactions was further enhanced by a “second-factor”
authentication system, whereby a one-time password
is sent to the customer's pre-registered mobile phone
number. To complement the transactional banking
features, the Bank also introduced an Internet Stock
Trading system in July 2006, providing an alternative
channel for customers to access opportunities in the
stock market. The Bank views its Internet channels as
fundamental to its service delivery strategy and will
continue to make significant investments to improve
the Internet Banking platform. In addition, the Bank
started replacing old model ATMs with NCR's latest
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TEAMWORK

Realising that
in a rapidly
evolving market
marked by
increasing
complexity and
intensifying
competition,
the Bank can
only succeed
through adoption
of common
goals and a
spirit of working
together to
achieve those
goals, and that
failure to
practice
teamwork will
weaken the
entire
organisation.
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Personas M Series 76 interior ATM in early 2006 in
order to provide better service and security for
customers.

Infrastructure Upgrade

The Bank partnered with PCCW to install the new
Bank-wide MetroEthernet Network during the year.
Fubon Bank is the first bank in Hong Kong to adopt
the new Network which guarantees 100% service
availability offered by PCCW. The change has
significantly improved the overall network and system
response with increased bandwidth and resilience.

Following the successful introduction of the new
Network, the Bank implemented the Citrix Solution
with IBM. This project should facilitate information
sharing among employees and reduce the number of
personal computers and application workstations while
facilitating a Common Operating Environment platform
and easing software and application system
deployment. The cost savings on on-going operations
and maintenance are expected to be significant. The
project aims to achieve operations and maintenance
cost savings and improve staff working environment.
The Bank targets mid-2007 for project completion.

Business Related New System Implementation

As part of its business strategy of serving high net
worth customers, the Bank acquired and successfully
implemented a Wealth Management System from
Oracle in May 2006. The new system provides front
line professionals and Ambassadors with a tool to
view customer portfolios and assets under
management information from a single system
platform. The system has greatly enhanced business
opportunities in this area, in particular the cross selling
of new banking products. The Bank will continue to
enhance the system with improved features to serve
high net worth customers in the coming years.

48

BUE B R

FRAKATEHEMER  ZHFRKEZREMG
100% BR#% A FAZ M MetroEthernet #84% -
BB E BERAZRAENRIT - FIRERHEE
RISEE R ERMNAENY » KAE T RE
MR AR L EIFERE S ©

BRI AFPER » NITEH Citrix
Solution IBM &%t » UBIETHZE ~ A
DEASKERERTIELEE @ RRETH
EEERETE  FEIEBRHHEHEAR
HoZEER-ZEELFPRINELE > 7B
HgER ENG  AAFEFEEERRE
X WHEETIMIERE -

BITEBREH RS

REZZBZRFRA  RTBARKNET
Oracle W EERES - URSHBEER
FRBRFERRE - AKGNE—F & HEA
REXBRBASRAFFENREEEMR
o ZERSAEEEYEEEASNEEK
g RERHBRITERNRBEE - K{T#
BERARGYE  RSEEFFREM
ARAS o

EEXE

RIBEREF  KINEBREFRZERXR
BER  REEMEFAEINERALER

Fubon Bank & #B$R1T Annual Report 2006 543



OPERATIONS

The Bank's business and customer transaction volume
increased substantially during 2006. Growth in areas
related to investment products was particularly strong,
with unit trust transactions up by more than 80%. In
addition, over 60 new financial market and investment
related products were launched, as well as close to
70 IPO services. Transactions by customers from
Taiwan increased by more than 200% compared to
the previous year, and remittances and payments
transactions increased by more than 40%. Bills and
settlement transactions grew by more than 50%, and
all operational units successfully maintained their
flexibility in responding to market changes and
business growth.

The Bank’s commitment to service and quality has
been well recognised and the Bank was one of the
top performers out of 500 Banks in the Asian region
to obtain the “Continuous Linked Settlement Straight
Through Processing Award” from the Bank of New
York in appreciation of its high quality fund transfer
operations. The Bank achieved a straight through
processing ratio of 96% in 2006. Although customer
transaction volume and the complexity of products
increased during the year, the efforts made to
strengthen the Bank’s traditionally prudent risk
management practices even further ensured that the
operations risk and error rate remained well under
control. Internally a newly established project control
governance model has been upgraded and
implemented in relation to information technology,
operations and services.

Finally, the emphasis on cost control that prevailed in
2006 will continue throughout 2007. Operations not
only entails providing timely services and products,
but also making sure that internal functions work
effectively. Relocating key management and business
units to the new office premises in Central Tower was
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INNOVATION

Exercising
intellectual
talent to exceed
accepted
limitations and
boldly venture
into new areas,
enabling the
Bank and its
customers to
achieve value
beyond routine
practice.
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completed in early 2007 to maximise operations
efficiency and to cope with the Bank's growing
business needs and expansion in the Greater China
region.

RISK MANAGEMENT

Enterprise Credit Risk Management (ECRM) provides
credit function support for loans and advances arising
from corporate, commercial and retail banking
businesses. Credit officers team up with business
officers to evaluate and visit major customers, with
a view to enhancing the effectiveness and efficiency
of business acquisition.

The ECRM also took the lead in preparing the Bank
to comply with Basel Il requirements, and takes an
active role in the preparation of various stress tests
on the loan asset of the Bank to ensure the Bank's
resilience to adverse situations. Various credit seminars
were conducted to share experience in credit evaluation
and handling problem accounts across the Bank. The
department will continue to hone its risk management
capability through staff development and recruitment
in line with the Bank's asset growth strategy.

Consumer Finance Risk Management has been
operating under a technological decision mechanism
that optimises the usage of credit data from the Credit
Bureau to tailor lending product pricing to individuals
on a multi-dimensional risk assessment engine. Being
able to conduct portfolio segmentation analysis with
a behavioural scoring model has facilitated new product
cross-selling opportunities and credit line management,
which have in turn contributed to revenue generation.

The credit performance of the Bank's consumer
finance products is in line with market performance
both in terms of delinquency and write-offs. In the
second quarter of 2006, the Bank launched the
“Approval in principle within 24 hours” for mortgage
loans, which was very effective in raising market
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awareness of its prompt service as well as contributing
to the growth of the new mortgage loan business.

The Bank's Treasury Risk Management (TRM) achieved
a number of significant milestones during 2006, which
contributed to the success of business development,
new product launches and investment activities of the
Financial Markets Group (FMG). In particular, more
effective measures to enhance overall risk controls
across the Bank's FMG activities were successfully
implemented.

The TRM arena has shown significant improvement
in terms of risk control and risk policies in a variety
of areas, which provides a more efficient and effective
environment for treasury business development and
transaction growth.

During the year, revenue from the FMG rose
significantly mainly due to new product growth, and
especially in terms of high value-added products with
higher margins. The Bank's business units were able
to market products to customers more efficiently due
to more efficient limit structuring processes and margin
arrangements that TRM adopted.

The risk management team was strengthened during
the year as the TRM continued to recruit experienced
and skillful professionals, including Chartered Financial
Analysts, Certified Public Accountants and a specialist
in options pricing. Once hired they were equipped for
key positions to build up the team.

Moving forward, the TRM will continue to prepare for
entry into new markets and the development of new
products to complement the Bank's business
expansion plans. More professional development
programmes are in the pipeline in order to enhance
the product knowledge and skills within the team, so
that its risk management professionals are able to
meet new challenges in the years to come.
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PEOPLE

Understanding
that people are
the most
valuable asset
of a service
institution, that
recruitment,
training,
retention and
promotion of
professional and
effective staff
are key
performance
measures, and
that every
employee
deserves to be
treated with
respect.

“Support from employees is crucial in driving
change. Forty Value Banking Enhancement Workshops
were conducted as part of our Culture Change Project.
ERENBEY  EENXFTTIEE - BRE [ £ELEH
&I % ATEITT 408 [eEFHF TR "

HUMAN RESOURCES MANAGEMENT

Human Resources plays a proactive role in devising
a holistic approach towards people development
management at the strategic level. Throughout 2006
a series of strategically focused training initiatives
were executed in order to capitalise on employees’
competencies and aptitudes in relation to the Bank's
ever-changing development needs.

The Culture Change Project, which has been fully
launched in 2008, is just one example of the quality
learning and development programmes that were
rolled out. As part of the Culture Change Project,
Human Resources conducted 40 sessions of a bank-
wide Value Banking Enhancement Workshop in the
first quarter of 2006. The project aimed to achieve
organisational alignment and to unify employees
towards a clear vision with shared objectives in order
to reinforce the Bank's “Value Banking” culture.
Employees were provided with an integrated set of
state-of-the-art mentality, required behavior codes and
necessary tools for cultural transformation.

Leading change effectively is a key element to realising
lasting culture-change commitment. Human Resources
therefore organised a Leadership Training Programme
followed by Value Banking Enhancement Workshops
in July. A total of 118 staff of managerial grade or
above benefited from the programme. Participants
were provided with tools for leading innovation, change
and organisational renewal. They learned how to
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change and be changed, how to motivate teammates
with shared vision, and how to manage innovation
efficiently to address the needs of the organisation
both for today and tomorrow.

The Bank’s headcount has risen to more than 900
staff during the year. To meet the future needs of the
Bank, a talent-nurturing initiative of Management
Associate Programme has been conducted since 2005.
The programme aims at acquiring high-calibre
candidates with good potential for advancement to
take on future challenges. A total of six management
associates joined the programme in 2006. Each
associate was led by a mentor for career and personal
guidance. They learned through tailor-made
programmes and regional exchange placements which
were closely monitored by respective Divisions and
Human Resources.

The Bank has a longstanding commitment to investing
in talent development. Human Resources will always
devise people management solutions in a proactive,
focus and flexible manner at the local and regional
levels.
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