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Vertrauen Sie 
der ersten Adresse 
für nachhaltiges

Investment.
Nachhaltigkeit ist für uns das feste Leitmotiv 

unserer erfolgreichen Anlagestrategie. 
Dafür stehen 20 Jahre Erfahrung, 45 Spezialisten 

und über 30 Milliarden Schweizer Franken 
Kundenvermögen. Schenken auch Sie uns Ihr 

Vertrauen – für Ihren nachhaltigen Erfolg. 
Tel. 0800 40 40 80 – www.sarasin.ch

Nachhaltiges Schweizer Private Banking seit 1841.

    Vertrauen Sie
          dem Potenzial
      neuer Energien.

Nachhaltigkeit ist für uns das Leitmotiv  
einer erfolgreichen Anlagestrategie. Nutzen Sie  

die Chancen erneuerbarer Energiequellen  
wie Wind, Sonne und Wasser. Wählen Sie die  

erste Adresse für nachhaltiges Investment und 
 stützen Sie sich auf 20 Jahre Erfahrung,  

45 Spezialisten und bereits über 30 Milliarden 
Schweizer Franken Kundenvermögen. 

Tel. 0800 40 40 80 – www.sarasin.ch

Nachhaltiges Schweizer Private Banking seit 1841.
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Labeled Fund Solutions
Der Erfolg trägt Ihren Namen

Für weitere Informationen wenden Sie sich bitte an Ihren 
Credit Suisse Kundenberater oder an folgende Adressen:

CREDITSUISSE CREDITSUISSE
Labeled Fund Solutions Labeled Fund Solutions
Postfach 800 5, rue Jean Monnet
CH-8070 Zürich L-2013 Luxembourg 
Schweiz Luxembourg
Tel.: +41 44 332 49 00 Tel.: +352 43 61 61 484
labeled.funds@credit-suisse.com labeled.funds@credit-suisse.com
www.credit-suisse.com www.credit-suisse.com

Dieses Dokument wurde von der CREDIT SUISSE (nachfolgend «Bank») mit grösster Sorgfalt und nach bestem Wissen und Gewissen erstellt.
Die Bank gibt jedoch keine Gewähr hinsichtlich dessen Inhalt und Vollständigkeit und lehnt jede Haftung für Verluste ab, die sich aus der
Verwendung dieser Informationen ergeben. Die in diesem Dokument geäusserten Meinungen sind diejenigen der Bank zum Zeitpunkt der
Redaktion und können sich jederzeit und ohne Mitteilung ändern. Ist nichts anderes vermerkt, sind alle Zahlen ungeprüft. Das Dokument dient
ausschliesslich Informationszwecken und der Nutzung durch den Empfänger. Es stellt weder ein Angebot noch eine Empfehlung zum Erwerb oder
Verkauf von Finanzinstrumenten oder Bankdienstleistungen dar und entbindet den Empfänger nicht von seiner eigenen Beurteilung. Insbesondere
ist dem Empfänger empfohlen, allenfalls unter Beizug eines Beraters, die Informationen in Bezug auf die Vereinbarkeit mit seinen eigenen
Verhältnissen, auf juristische, regulatorische, steuerliche und andere Konsequenzen zu prüfen. Dieses Dokument darf ohne schriftliche
Genehmigung der Bank weder auszugsweise noch vollständig vervielfältigt werden. Es richtet sich ausdrücklich nicht an Personen, deren
Nationalität oder Wohnsitz den Zugang zu solchen Informationen aufgrund der geltenden Gesetzgebung verbieten. Mit jeder Anlage sind
Risiken, insbesondere diejenigen von Wert- und Ertragsschwankungen verbunden. Bei Fremdwährungen besteht zusätzlich das Risiko, dass
die Fremdwährung gegenüber der Referenzwährung des Anlegers an Wert verliert. Zu beachten ist, dass historische Renditeangaben und
Finanzmarktszenarien keine Garantie für zukünftige Ergebnisse sind. © 2006 by CREDIT SUISSE 
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Wir ergänzen Kompetenzen und gestalten Prozesse neu.
Sie gewinnen mit einem wegweisenden Konzept. 

Das Aufbrechen der Wertschöpfungskette erlaubt Ihnen, einzelne Prozesse an die
Credit Suisse auszulagern. Sie entscheiden, welche Funktionen Sie selbst übernehmen
– von der Fondsleitung und Fondsadministration über die Vermögensverwaltung bis hin
zur Depotbanktätigkeit. Unsere umfassende modulare Produkt- und Dienstleistungs-
palette bietet Ihnen die dafür notwendige Flexibilität. Und setzt damit neue 
Standards für eine maßgeschneiderte Zusammenarbeit. Dadurch profitieren Sie gleich
zweifach: zum einen durch einen starken Partner, der Sie zuverlässig beim Erreichen
Ihrer Ziele unterstützt; zum anderen, indem Sie sich voll auf Ihre Kernkompetenzen
konzentrieren können.

Indem wir nicht nur unsere Interessen, sondern vor allem auch unsere Kompetenzen
zusammenlegen, kreieren wir einen nachhaltigen Mehrwert. Finanzintermediären 
ermöglichen wir die Realisierung eines eigenen Fondsprodukts. So erhalten sie die
Chance, ihre eigene Produktpalette zu erweitern und neue Ertragsmöglichkeiten 
konsequent auszuschöpfen. Institutionelle Anleger beraten wir bei der Wahl einer 
geeigneten Anlagestruktur mit dem Ziel, Eigenanlagen effizienter zu verwalten.
Fondsgesellschaften bieten wir interessante Outsourcing-Möglichkeiten, um auf-
sichtsrechtliche Anforderungen einfach und effektiv zu erfüllen. 

Meilenstein der Architektur: 

Solomon R.Guggenheim war ein erfolg-

reicher Industrieller. Durch seine

Bekanntschaft mit der Baronin Hilla Rebay

entdeckte er seine Liebe zur Kunst. 

Ihrer Passion für avantgardistische Malerei 

war es zu verdanken, dass Guggenheim

zu einem der wichtigsten Mäzene 

des 20. Jahrhunderts wurde. Großzügig 

förderte er Künstler und gründete 

eine der bedeutendsten Sammlungen der 

Welt. Mit einem eigenen architektonisch 

wegweisenden Museum von Frank Lloyd

Wright wollte Guggenheim seine einzig-

artigen Schätze einer breiten Öffentlichkeit

zugänglich machen – der Grundstein 

für eines der größten Kulturvermächtnisse 

der Moderne war gelegt. Der Name

Guggenheim wird noch für lange Zeit 

unzertrennlich damit verknüpft bleiben. 

Wertschöpfung

Das Konzept der Labeled Fund Solutions basiert auf einer einfachen Idee:
Gemeinsam mit Ihnen strukturieren wir die Wertschöpfungskette von Anlagefonds
neu und bieten Ihnen damit mehr Flexibilität und einen klaren Wettbewerbsvorteil.
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Wir erkennen und analysieren Ihre Bedürfnisse.
Sie profitieren von individuellen und intelligenten Lösungen.

Bei der Credit Suisse stehen Sie im Mittelpunkt. Das ist für uns gelebte Realität. 
Jeden Tag. Wir legen größten Wert auf umfassenden Service – von der Beratung
über die Konzeption bis hin zur Umsetzung von Fondslösungen. Wir nehmen uns
Zeit, Ihre Bedürfnisse zu verstehen und zu analysieren. Auf Basis dieser ganzheitlichen
Beratung erzielen wir optimale Lösungen und bauen eine langfristige, erfolgreiche
Partnerschaft auf.

Bei der Realisierung Ihrer maßgeschneiderten Lösungen spielt vor allem die Wahl des
Fondsdomizils und der Fondsstruktur eine wesentliche Rolle. Für Fondslösungen mit
verschiedenen Fondsdomizilen verfügt die Credit Suisse über interdisziplinäres Fach-
wissen und langjährige Erfahrung mit Partnerschaften im Bereich Labeled Fund Solutions.
Und auch hier gilt das Prinzip höchster Qualität. Der Name Credit Suisse bürgt dafür. 

Am Anfang stand die Vision: Wenn die 

richtigen Partner zusammenarbeiten, 

können sie Großes erreichen. Wilhelm

Maybach war ein talentierter Erfinder 

und Konstrukteur. Als technischer Zeichner

sammelte er seine ersten Erfahrungen 

bei Gottlieb Daimler. Dabei verlor er seinen

persönlichen Traum nie aus den Augen:

ein Auto zu konstruieren, das den Maßstab

für die Zukunft setzen und seinen 

Namen tragen würde. 100 Jahre später

stellt Daimler-Chrysler die imposanten

Luxuswagen her, die im Andenken an den

geistigen Vater und technischen Ent-

wickler noch immer unter dem Namen

Maybach vertrieben werden. Ein Name, 

der auch in Zukunft für eine bisher unbe-

kannte Dimension der individualisierten

Fahrzeugmanufaktur steht. 

Einblick

Als weltweit aktive, renommierte Finanzdienstleisterin und führende Fondsanbieterin
in der Schweiz verfügen wir über ein vielschichtiges Fachwissen. Dank unserer 
langjährigen Erfahrung bieten wir Ihnen Professionalität und Fachkompetenz. 
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Terraces for cultivation are part of a 

tradition handed down over thousands of

years. The Inca Indians built supporting

walls at altitudes of over 4,000 meters

with the aim of reclaiming rough ter-

rain. These “andenes” stretching for tens

of thousands of kilometers made it 

possible to create fields on steep slopes,

often at inclines of over 60 degrees,

and prevented washout due to erosion.

In China, South America, and the

Mediterranean region alike, people all

over the globe meet the greatest of

challenges by actively structuring their

environments – thus creating the basis

for and securing stable yields.  
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General Investment Product Disclaimer
The information and views contained in this document are those of the Issuer or are derived from sources believed to be reliable. This document
may, however, not replace a personal conversation with your relationship manager, which is recommended by Credit Suisse before the invest-
ment decision. Please ask your relationship manager about supporting information regarding this investment product such as the full terms or the
simplified prospectus. If available, Credit Suisse will provide such supporting documents upon request.

This document constitutes marketing material and is not the result of a financial analysis or research and therefore not subject to the “Directives
on the Independence of Financial Research” (Swiss Bankers Association). The content of this document does therefore not fulfill the legal 
requirements for the independence of financial analyses and there is no restriction on trading prior to publication of financial research. Until the
issue date the terms listed herein are indicative and may be amended. This document does not constitute an offer or invitation to enter into any
type of financial transaction. The Issuer has no obligation to issue this investment product. The prospectus requirements of Art. 652a /Art. 1156
of the Swiss Code of Obligations are not applicable. Credit Suisse does not make any representation as to the accuracy or completeness of this
document and assumes no liability for losses and tax implications arising from the use hereof. In connection with this transaction, Credit Suisse
may pay to third parties, or receive from third parties as part of their compensation, one-time or recurring remunerations. In receiving payments
by third parties Credit Suisse interests may be adverse to those of the holders of this investment product, and such activities and payments could
therefore adversely affect the investors’ return on the investment product. Detailed information on these payments or potential conflicts of 
interests can be found in the list “Remunerations” and in the Credit Suisse “Summary Conflicts Policy.” Both documents and more details about
these payments may be obtained upon request from your relationship manager.

In certain circumstances, some investments may not be immediately realizable, which means that the sale or liquidation of these investments may
prove difficult or at times impossible. International investments (in particular in emerging markets), investments in smaller companies, invest-
ments in funds or investment strategies that focus on a sector, country, or region, as well as other specific investments where the investment
guidelines permit the use of debt or derivative instruments, carry specific risks.

Structured Derivatives
This document is not a simplified prospectus as stated in Art. 5 of the Swiss Federal Act on Collective Investment Schemes. This investment
product does not constitute participation in a collective investment scheme. Therefore, it is not supervised by the Swiss Financial Market 
Supervisory Authority FINMA and the investor does not benefit from the specific investor protection provided under the Federal Act on Collective
Investment Schemes. The investment instrument’s retention of value is dependent not only on the development of the value of the underlying 
asset but also on the creditworthiness of the Issuer (Issuer risk), which may change over the term of the structured product.

This investment product is a complex structured derivative and involves a high degree of risk. It is intended only for investors who understand 
and are capable of assuming all risks involved. Before entering into any transaction, an investor should determine if this product suits his or her 
particular circumstances and should independently assess (with his or her professional advisers) the specific risks (maximum loss, currency risks,
etc.) and the legal, regulatory, credit, tax, and accounting consequences. The Issuer makes no representation as to the suitability or appropriate-
ness of this investment product for any particular investor nor as to the future performance of this investment product. Historical data on 
the performance of the investment product or the underlying assets is no indication for future performance. No representation or warranty is
made that any indicative performance or return indicated will be achieved in the future. 

Where not explicitly otherwise stated, the issuer has no duty to invest in the underlying assets and investors have no recourse neither to the un-
derlying assets nor to any payouts of the underlying assets. The price of the investment product will reflect the customary fees and costs charged
on the level of the underlying assets (e.g. index calculation fees, management fees, administration fees). Certain built-in costs are likely to 
adversely affect the value of the investment product prior to maturity. 

The investment product may not be offered to the public in any jurisdiction in circumstances which would require the Issuer of the investment
product to prepare or register any further prospectus or offering document relating to the investment product in such jurisdiction, in particular
where the Issuer would be required to do so under the EU Directive 2003/71 concerning prospectuses to be published when securities are 
offered to the public or admitted to trading in the European Economic Area (the Prospectus Directive) or any legislative, regulation, or other meas-
ure implementing the Prospectus Directive. Neither this document nor any copy may be sent, taken into, or distributed in the United States or 
to any US person or in any other jurisdiction except in circumstances that will result in compliance with any applicable laws and regulations and 
which will not impose any obligation on Credit Suisse. This document is issued solely for information purposes and for the recipient’s sole use, and 
the document may not be reproduced, either in whole or in part, without the written permission of Credit Suisse. Copyright © 2009 Credit Suisse
Group AG and/or its affiliates.

CREDIT SUISSE AG 
Investment Banking 
Derivatives & Structured Products 
Uetlibergstrasse 231 
8070 Zurich 
Switzerland 

www.credit-suisse.com/structuredproducts

Structured Products
Enhance your investment opportunities

9

S
tru

ct
ur

ed
 P

ro
du

ct
s

A practice known as drifting outdates

even the rafting trade. While around

950 B.C. the legendary King Solomon

was sending timber rafts across the

seas, timber was traditionally transport-

ed by drifting via rivers or rivulets. 

Ditches were excavated and reservoirs

and ponds were built especially for 

the purpose of storing water during peri-

ods of short supply. By actively inter -

vening in the structure and order of their

environment, people ensured that 

the transport and trading system of the

time could function well, cre ating the 

basis for sustainable economic progress.  

Structured Products
Helping clients thrive

Structured products are a combination of a traditional investment (equities, 
currencies, bonds, commodities, or funds) and one or more derivatives that 
are structured into one securitized instrument. These investment instruments
can be tailored to your specific market view in order to match your desired 
risk profile and expectations.

Structured products have been a key feature of international
financial markets for many years. Yet, they are often consid-
ered overly complex. In reality, however, structured products are
instruments that can be used as flexible alternatives to the
traditional investment categories while providing additional at-
tractive features, such as capital protection, yield enhancement,
participation, leverage, or a combination of these. The redemp-
tion value of a structured product follows the development of
one or more underlying assets. The selection or creation of a
desired structured product, however, needs to be looked at
within a portfolio context and should be suitable to your over-
all asset allocation, investment horizon, and risk appetite.

Credit Suisse offers a vast range of these structured in vest-
ments covering all asset classes, including equities, fixed 
income, foreign exchange, commodities, and funds, under-
pinning Credit Suisse’s long-term engagement and expertise
dating back more than 15 years when the bank’s first struc-
tured products were launched. Nowadays the structured
product offerings of Credit Suisse can be bought “off the
shelf” or are individually tailored to clients’ needs.  

Recognizing our clients’ wish for more transparency, we here-
with aim to provide you with an overview of Credit Suisse’s
most popular offerings of structured products in the four major
categories of the SSPA: 

Capital Protection 
Yield Enhancement 
Participation 
Leverage 

This classification has been established by the Swiss Struc-
tured Products Association (SSPA). Credit Suisse is an active
member of this trade association and welcomes the associa-
tion’s quest for creating industry standards and transparency
on investing in structured products. 

To learn more about structured products, you can also visit 
our website: www.credit-suisse.com/structuredproducts

Rigorous risk approach

Recent Awards

Our rigorous approach to risk exposure and our expertise in crafting

complex solutions have produced results that are appreciated 

not only by our clients but also by leading industry associations 

and trade publications:

Best Bank in Switzerland 

(Euromoney Awards for Excellence 2009)

Best Global Investment Bank 

(Euromoney Awards for Excellence 2009)

Best Global Wealth Manager 

(Euromoney Awards for Excellence 2009)
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Risk and return characteristics Category Description

Risk

Return

Credit Suisse groups its structured products into four main cat-
egories: Capital Protection, Yield Enhancement, Participation,
and Leverage. Each category contains a varying number of
product types which can be found in more detail from page 17
onwards in this brochure. We hereby adhere to the classification

Leverage Products 
Leverage products provide the opportunity to generate leveraged profits while making a rela-
tively small initial investment. The risk of most leverage products, however, is a total loss of the 
initial investment. Leverage products are therefore only suitable for investors with a high risk 
appetite. Leverage products can also be used to hedge risks, in which case they reduce the risk
of a portfolio. Market expectation should be a strong up- or downwards move, and products are
best used as short-term speculative investments requiring daily supervision or as a hedge.

Participation Products
Participation products offer unlimited, usually unleveraged participation in the performance 
of one or multiple underlyings. Participation products offer no capital protection or in some 
instances a conditional capital protection, in which case the protection is granted only if a 
predefined “condition” is met (i.e. a barrier has not been hit). These products are suitable for 
investors with a moderate to increased risk appetite. Market expectation should be a directional
move (up or down) over the lifetime of the product.

Yield Enhancement Products
Yield Enhancement products offer a limited (capped) upside, usually in form of a fixed coupon 
(or a discount). Investors renounce an unlimited participation in favor of a recurring coupon pay-
ment. Yield Enhancement products offer no capital protection or in some instances a conditional
capital protection, in which case the protection is granted only if a predefined “condition” is met (i.e.
a barrier has not been hit). These products are suitable for investors with a moderate to increased
risk appetite and the expectation of markets moving sideways over the lifetime of the product. 

Capital Protection Products
Capital Protection products offer the protection of the invested capital (between 90% and 100%
thereof) at maturity. In addition, they offer a return potential linked to the development of an 
underlying, in the form either of a participation, a recurring coupon or a bullet payment at 
expiration. Capital Protection products are suitable for risk-averse investors. These products
can be structured to perform in rising or falling markets and should be chosen in accordance 
with market expectations over the lifetime of the product.

as established by the Swiss Structured Products Association
(SSPA, www.sspa-association.ch), which is commonly ac-
cepted as the standard in the Swiss market. The chart below 
outlines, in broad terms, the risk and return characteristics 
of each product category. For each of the structured product 

categories, Credit Suisse has developed an icon to help clients
navigate our product offerings. You will find these icons again
later in the brochure where we describe each product category
in more depth. You will also find these icons on product pro-
motional marketing materials for ease of reference. 

Structured Products Categorization
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Capital Protection Products

Capital Protection products offer the protection of the invested
capital (between 90% and 100% thereof) at maturity. In ad-
 dition they offer a return potential linked to the development 
of an underlying, either in form of a participation, recurring
coupon, or a bullet payment at expiration. Capital Protection

products are suitable for risk-averse investors. These products
can be structured to perform in rising or falling markets and
should be chosen in accordance with market expectation over
the lifetime of the product.

Capital Protection products are suitable for risk-averse investors.
At maturity the investor receives a minimum redemption equivalent
to the capital protection level. Additionally, the investor may
participate in a positive or negative performance of the underlying.

The traditional Japanese art of creating

rock gardens is based on masterfully

combining water, moss, sand, or stone.

What seems to be a random arrange-

ment of the various elements creates

extremely surprising and yet always very

precisely calculated perspectives. In 

the famous Zen temple of Ryōan-ji in

Kyoto, the 15 centrally placed stones

cannot be viewed as a whole from any

viewing angle. The overriding concept

originates from the 15th century and

bears testimony to the mastery of com-

position – the skill of creating structures

that perfectly combine symmetry and

harmony, stability and durability.  

1918
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The asterisk (*) denotes a product that deviates from the generic SSPA payoff. Investors should refer to the product term sheet for more details.

0
Strike

Profit

Loss
Un
de
rly
ing

Equities 
Commodities 
Funds

Capital Protected Units (CPU) offer capital protection at maturity and a participa-
tion in the performance of the underlying. 

Brief Description Underlyings Market View

The product may trade at a consider-
ably lower value than the protected 
redemption amount during its lifespan
Loss potential if capital protection 
is less than100%

Bear CPU    
Asian Style CPU*  
Callable CPU* 

Capital protection at maturity 
Unlimited upside potential 

Benefits Risks Related Products

Market Expectation
Rising underlying 
Rising volatility 
Sharply falling underlying possible

Characteristics
Unlimited participation in a positive performance of the underlying 
Any payouts attributable to the underlying are used in favor of the strategy 
Minimum redemption at expiry equivalent to the capital protection 
Capital protection is defined as a percentage of the nominal (e.g.100%) 
Capital protection refers to the nominal only, and not to the purchase price 
Value of the product may fall below its capital protection during its lifetime

Capital Protected Units (CPU)

FX 
Funds

Capital Protected Notes (CPN) offer capital protection at maturity and a participa-
tion in the performance of the underlying. 

Brief Description Underlyings Market View

The product may trade at a consider-
ably lower value than the protected 
redemption amount during its lifespan 
Loss potential if capital protection 
is less than 100%

Bear CPN  Capital protection at maturity 
Unlimited upside potential 

Benefits Risks Related Products

Capital Protected Notes (CPN) 

Uncapped Capital Protection (1100) 

Equities 
FX

Bull Notes offer capital protection at maturity and a participation in the performance
of the underlying. 

Brief Description Underlyings Market View

The product may trade at a consider-
ably lower value than the protected 
redemption amount during its lifespan
Loss potential if capital protection 
is less than100%

Bear Notes 
Lookback Bull/Bear Notes*

Capital protection at maturity 
Unlimited upside potential 

Benefits Risks Related Products

Bull Notes

Equities 
Commodities 
FX 
Funds

Capped Capital Protected Units offer capital protection at maturity and a participa-
tion in the performance of the underlying up to a cap. 

Brief Description Underlyings Market View

The product may trade at a consider-
ably lower value than the protected 
redemption amount during its lifespan
Maximum return is limited 

Early Redeemable CPU* Capital protection at maturity 
Upside potential 

Benefits Risks Related Products

Capped CPU

0

Profit

Loss
Un
de
rly
ing

Cap

Market Expectation
Rising underlying 
Sharply falling underlying possible

Characteristics
Any payouts attributable to the underlying are used in favor of the strategy 
Limited profit potential (cap) 
Minimum redemption at expiry equivalent to the capital protection 
Capital protection is defined as a percentage of the nominal (e.g.100%) 
Capital protection refers to the nominal only, and not to the purchase price 
Value of the product may fall below its capital protection during its lifetime 
Participation in a positive performance of the underlying up to the cap

Capped Capital Protection (1120)

41
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Participation Products  

Participation Products offer unlimited, usually unleveraged
participation in the performance of one or multiple underlyings.
Participation Products offer no capital protection or in some 
instances a conditional capital protection, in which case the
protection is granted only if a predefined “condition” is met 

(i.e. a barrier has not been hit). These products are suitable
for investors with a moderate to increased risk appetite. Mar-
ket expectation should be a directional move (up or down)
over the lifetime of the product.

Participation Products are suitable for investors with a moderate 
to increased risk appetite who want unlimited participation in 
the performance of the underlying. The risk corresponds to the risk
of a direct investment in the underlying.

Whether, as the legend says, it really

was the kobolds (goblins) who contami-

nated the mineral, thus giving their

name to cobalt, remains unknown. What

is sure is that the Egyptians knew

about the benefits of the chemical ele-

ment, which can be used to color 

glass, ceramics, and porcelain blue. As

nowadays cobalt is used for car bat teries

and magnets, demand for the element

has grown enormously in recent times.

The valuable substance, which can 

only be found in a few places on earth,

is derived using sophisticated pro cess-

es – and the skill of experts who extract 

it from complex ore structures. 
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Leverage Products   

Leverage Products provide the opportunity to generate lever-
aged profits while making a relatively small initial investment.
The risk of most Leverage Products, however, is a total loss 
of the initial investment. Leverage Products are therefore 
only suitable for investors with a high risk appetite. Leverage

Products can also be used to hedge risks, in which case they
reduce the risk of a portfolio. Market expectation should be a
strong up- or downwards move, and products are best used
as short-term speculative investments, requiring daily supervi-
sion or as a hedge.

Leverage Products are suitable for investors with a high risk
appetite. They are commonly used for short-term speculation
or for hedging purposes. A small initial investment allows 
for leveraged returns. 

Thinking of skyscrapers, one thinks 

of New York – with almost 6’000 of

them, this city remains a leader in 

the international highrise stakes. More

than 10’000 inhabitants share each 

one of the metropolitan area’s roughly

800 km2. It’s no wonder that these 

people are fleeing upwards and seeking

sanctuary in the orderly design of 

the highrise. It is a systematic structure

derived from the city’s functional 

efficiency: horizontally, with its grid-like

street plan, spreading across most 

of the city’s five boroughs, and vertically,

mastering dynamic developments 

with ‘towering’ measures.
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unique 
in europe

By promoting knowledge- 

and skill-sharing, Eurapco gives

all its Partners access to more

broadly based expertise.

unified 
in one goal 
Eurapco is an alliance of independent European companies from the

financial services industry, active mainly in insurance. The Alliance con-

sists of seven Partners that operate in 17 countries across Europe. By

learning from their involvement on the international stage, Eurapco

members aim to sharpen their competitive edge in their local markets.   

Through close cooperation, Eurapco’s Partners encourage the system -

atic exchange of skills, knowledge and resources at European level.

They contribute to the creation of sustainable value and concrete com-

mercial benefits by: 

exchanging knowledge through networking, 

supporting the transfer of skills and resources,  

supplementing management development programs and

joint operations. 

In order to achieve these goals, Eurapco has established a multitude of

common activities that cover the major lines of its Partners’ insurance

business, including life assurance, non-life and health insurance, and

their respective support functions such as human resources, IT, rein -

surance, procurement and marketing.   

Different Partners and business areas bring a great diversity of know-

how, methods and skills. Belonging to Eurapco means being part of a

multinational and multicultural group of successful industry players – a

great help in an increasingly open European market. The opportunity to

exchange and share models, technologies, products, services, tools and

resources brings a great advantage for the successful operating insurers

of tomorrow.  

5

seizing opportunities 
to create value together
The insurance markets in most lines of business and throughout Europe

are in an ongoing state of flux. Consolidation, open borders and the

internationalisation of the industry bring many changes and confront

insurance companies with a never-ending series of new challenges, such

as new technologies, innovative distribution channels and constantly

changing customer habits.   

In today’s competitive economic environment, knowledge is one of the

keys to success. Having the right information with the right people at the

right time is essential for service-oriented insurance companies. Those

that have introduced systematic knowledge management processes

have the best chance of a successful future because the amount of

information that needs processing grows larger every day. As European

insurance markets converge, companies that know how other organi -

sations deal with different markets can learn from them and gain an 

advantage in their home market.   

The Eurapco Alliance has found the solution for these tasks: why not

actively profit from the local experiences of other successful insurance

companies in Europe? Why not share and learn from each other’s exper-

tise? As strong players in their national markets Covéa, Eureko, Friends

Provident, Gothaer, Länsförsäkringar, Swiss Mobiliar and Caser joined

forces between 1992 and 2005. The result is a dynamic platform for

market, product and process exchange.   

Today, Eurapco continues to apply this systematic approach. The Alliance

operates with the commitment of all of its Partners, making it a genuine

network of cooperation and integration with one single goal: to create

value together. 

3

strength through 
diversity
The partner companies have worked together to develop a strong foun-

dation for cooperation. In their home markets, each of our Partners is 

recognised for its strength, values, and the services delivered to clients. 

Covéa SGAM was founded in 2003 to intensify cooperation between

MAAF, MMA and other French mutual companies. Its main objective is

to create a new economic model in accordance with mutual insurance

values which is capable of meeting future economic challenges. With

the arrival of AZUR-GMF, Covéa has reached a considerable size, making

the group a significant player on the French market, number two in non-

life and number twelve in life in terms of market share. More information:

www.maaf.fr, www.mma.fr, www.gmf.fr 

Eureko B.V. is a privately-owned financial services Group, that employs

over 20,000 people in 10 countries. The Eureko Group includes Achmea

(Netherlands), Friends First (Ireland), Interamerican (Greece) and Império

France. Eureko also holds a strategic investment in PZU, Poland’s largest

insurer. Eureko’s strategy is to consolidate its well-established Dutch

position whilst seeking further growth opportunities in Central and 

Eastern Europe, and to that end in March 2007 announced an agreement

with Garanti Bank of Turkey to acquire share holdings in the banks insur -

ance companies. More information: www.eureko.net  

Friends Provident was established in 1832 and now ranks as one of the

UK’s most successful and progressive financial services groups. The

company has developed into a broadly based financial services provider

with a presence in three different sectors: UK life and pensions, interna-

tional life and pensions and asset management. Friends Provident is the

market leader in socially responsible investments. More information:

www.friendsprovident.co.uk   
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Gothaer Group was originally established in 1820 and is today one of the

largest mutual groups in Germany. The Group was restructured in 2001

into one single insurance mutual, the new Gothaer Versicherungsbank

VVaG, which now heads the Group. As one of the first nationwide 

mutual insurers Gothaer covers a full range of products such as life, 

health, property and casualty and direct business. Gothaer ranks number

nine in the German non-life market. More information: www.gothaer.de 

The Länsförsäkringar Insurance Group comprises 24 regional companies

and the jointly owned Länsfõrsäkringar AB. Länsfõrsäkringar AB con-

ducts life and non-life insurance operations, banking, mutual fund, asset 

management and animal insurance. It is Sweden’s largest non-life in -

surance group and sixth-largest life insurance group, with the country’s

most satisfied insurance customers for the second year in a row. More

information: www.lansforsakringar.se 

The Swiss Mobiliar Group is one of Switzerland’s major insurance

groups and the third largest Swiss non-life insurer. It has a mutual 

status and covers the full range of insurance and occupational benefit

needs. Swiss Mobiliar Insurance Company offers all lines of non-life 

insurance and leads the Swiss market in property insurance and rein -

surance for pension funds. More information: www.mobiliar.ch 

Caser is a Spanish insurance and pension management company mainly

owned by 37 Spanish savings banks. Caser is number seven in the non-

life Spanish market and number eleven in the life market. With clients

contracting their insurance policies through 16,000 branches of the saving

banks and 45 branches owned by Caser, the Group is distinguished by a

strong presence in the market, stability and the quality of its services.

More information: www.caser.es 
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Are you facing local business challenges that can best be solved by

looking across the border and learning from insurance experts in other

European markets? If the answer is yes, then Eurapco is the right 

address for you.   

Besides its many activities, Eurapco provides a constantly updated 

online platform. www.eurapco.com offers invaluable information that 

in cludes details of Eurapco activities, with a view to enhancing cooper -

ation between Partners.   

www.eurapco.com also gives direct access to the Eurapco Employees

Benefit Network section, where clients and Partners can find useful

information about the employee’s benefits solutions.  

Moreover, Eurapco offers its Partners a member’s area that includes:

a comprehensive document library, 

contact points,

an event calendar, 

a request corner,

all the latest publications and news about Eurapco, its Partners and

the insurance industry.  

If you are interested in finding out more about our multiple services and

various activities, contact us at our Zurich offices on +41 44 287 95 00

(phone), +41 44 287 95 01 (fax) or at info@eurapco.com. We will be

pleased to inform you personally about our activities or to send you

further information.   

Eurapco

Genferstrasse 11

8027 Zurich

Switzerland

www.eurapco.com

10

contact us 
and reap the benefits

A unique combination of various elements

brings remarkable results. With Eurapco’s

help, Partners are able to blend their indi -

vidual know-how and strengths, and greatly

benefit from the broad cultural and eco nom ic

diversity of the pan-European network.

finding 
the perfect match

9

Delivering tangible benefits – from strategic to operational – is Eurapco’s

central objective. By knowing each other well, Eurapco Partners can

help each other in various strategic ways that might include support for

an initial public offering or assistance with the merger of two of their 

asset management companies. At an operational level, Partners transfer

business models, tools and products from one country to another and

cooperate in a wide range of segments.   

Through workshops, study visits, peer seminars and benchmark studies,

Eurapco has a systematic process that involves specialists from all its

Partners. Fourteen Business Groups and forums are responsible for

various activities in the following areas: 

Assistance

Communication

Employee Benefits

Health

Human Resources

Information Technology

Life & Pensions

Knowledge exchange forms a foundation for deeper cooperation that

leads to valuable benefits for the Partners. Either through jointly operated

commercial activities, which generate income for Partners – e. g. the

Employees Benefits Network or the marine business – or through 

mutual support that generates costs savings in areas such as interna-

tional motor claims handling and cross-border cases of fraud.

Eurapco also provides a perfect platform for staff secondment, enabling

Partners to support one another by supplying employees with specific

expertise to help resolve manpower issues. With its courses for both 

senior executives and the next generation of senior managers, Eurapco

also enhances the development of Partners’ managers through interna-

tionally known business schools.

Marketing & Distribution

Motor

Non-Life Actuarial

Commercial Lines Non-Life

Non-Life Reinsurance

Procurement

Marine
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success story 7 important dates insight
Eurapco Newsletter September 07

helping people excel
interview with Philip Moore

looking for innovation
IT Directors Meeting June 2007

transforming the web 
creating a new direct sales tool

Date Event Location

September 6 Marketing & Distribution Forum Meeting Paris

6–7 Data Warehouse and Data Integration Techniques Workshop Madrid

11 Employee Benefits Quatrem’s Annual Broker Meeting Paris

12–14 HR Forum Champéry

14 Employee Benefits Steering Committee Meeting Paris

14 Health Business Group Meeting Zurich

17 Motor Business Group Meeting Paris

18 Telematics / Pay as you drive Workshop Paris

18 Eurapco Partner Committee Meeting tba

19–20 Bancassurance Workshop Nyon

20–21 International Motor Claims Handling Group Meeting La Rochelle

20–21 ALM & Risk-Based Capital Workshop London

23–27 Eurekans Management Development Programme, 

Action Learning Workshop Amsterdam

25 Commercial Opportunities Project Meeting Zurich 

25–26 Underwriting Forum (Life) Zeist 

26–27 Agriculture Workshop Stockholm

27 Human Resources Group Meeting Amsterdam

27–28 IT Facilitators Meeting Paris

28 EU Legislation Forum Meeting Amsterdam

October 1 Employee Benefits Broker Seminar Germany

1 Employee Benefits Broker Seminar Geneva/Zurich

3–5 Eurapco Effective International Communication Course, Part I Zurich

8 Non-Life Reinsurance Group Meeting Niort

9 Workshop PMLs for Motor Liability Niort

10 Risk Management Forum Meeting Athens

12 Actuarial Non-Life Group Meeting Stockholm

16–17 Bancassurance Workshop Tilburg

16–17 Procurement Business Group Meeting tba

17–18 Life & Pensions Business Group Meeting London

17–18 IT Directors Meeting Amsterdam

18–19 Marine Group Strategy Meeting tba

24 Eurapco/AIG GBN Sales Meeting Cologne

25 Employee Benefits Network Members Meeting Cologne

25 Commercial Lines Business Group Meeting Cologne

25 Employee Benefits Group Meeting Cologne

November 6–7 Workshop Commercial Lines Small & Medium Enterprises tba

8–9 Eurapco Effective International Communication Course, Part II Zurich

14 Bancassurance Workshop Cologne

22–23 IT Security Meeting Madrid

28–29 Private Line Non-Life Meeting tba

28–29 Eurapco Partner Committee Meeting Paris

December 1–12 IT Strategy and Architecture Meeting Paris

11 Bancassurance Workshop Stockholm

13 Human Resources Group Meeting Cologne

ashridge 
executive educa-
tion programme
This annual training programme challenges 

participants to broaden their vision and think

anew, as they work closely together with indi -

viduals from the Alliance on important projects

sponsored by the Partners.

22 participants from 12 countries took part this year in the annual

Ashridge Programme for top management within the Eurapco Alliance.

Two intensive weeks of training, at the prestigious Ashridge Business

School, included participants discussing and analysing strategic projects

sponsored by the Partners. 

This year the projects were:

Developing strategies for a dysfunctional UK life assurance market

(sponsored by Friends First)

Understanding the impact of climate change on society and on a

company’s risk profile (sponsored by Eureko)

Strategic development of an Equity Release proposition for Eurapco

Partners (sponsored by the Eurapco Life & Pensions Business Group)

Valérie Cantone-Le Tohic from Covéa in Paris described the Ashridge

Programme as an event in which you “loose all your markers from one

day to the next.” The participants spent 12 hours per day with people they

had never met before, attending classes

and working on important projects, far

from family, home office, country and

often not even working in their native

language. While the transition can be a

shock at first, it usually results in a fas-

cinating professional and personal experience which creates an amazing

level of solidarity between all participants.

It was an experience from which Valérie returned with “a lot of energy,

a new perspective on insurance issues and topics, many useful tools and

a more open mind,” all of which will be a great help in her position within

research and innovation for Covéa. 

For more information: henrik.gradin@eurapco.com

“Now I know better, 

what my strengths and

my weaknesses are.”

gofit week: a week
of good health
During the Gothaer “GoFit Week“ on 23 to the 

26 of April in Cologne and the “GoFit Day” May 2

in Göttingen, over 2,400 Gothaer employees were

able to learn about and experience a full range of

health-related services. The GoFit supervisor,

Marco Burnus, felt that the event was a great

success due to “the strong acceptance and use

of the offered services, which showed us that we

achieved our goal of sensitising co-workers and

high-level personnel about the importance of 

promoting health throughout the organisation.”

Employees had a full range of services and check -

ups to choose from. They were able to meet with

health care professionals to check the muscle tone

of their backs and stomachs, measure their level

of body fat and even test their endurance, as well

as receive a profile of their risk for cardiovascular

disease. Additional services provided included

breath and eye tests, inoculations and even med-

ical consultations. Employees were also given the

opportunity to sign up for one free individualised

training session offered during the GoFit Week. 

Overall, the entire GoFit Week was an event very

well received by the employees and manage-

ment. In fact, Dr Herbert Schmitz, Chairman of the

Board of Gothaer Health Insurance AG, praised

the entire programme stating that “the offered

services were of high quality and created a very

good working climate throughout the week. I truly

want to complement everyone involved in the or-

ganisation and the execution of the GoFit Week.”

For more information: marco_burnus@gothaer.de

success story 7 important dates insight
Eurapco Newsletter May 07

knowledge exchange
seizing new opportunities  

recycling insurances
a world’s first for Eurapco

voluntary commitment
how we can change the world

Date Event Location

May 07 – 11 Eurekans Management Development Programme – Module 3 France 

10 – 11 IT Security Meeting Amsterdam

15 – 16 Eurapco Partner Committee Meeting Tilburg

15 – 16 Tif Benchmarking Result Workshop Paris

21– 22 Liability Underwriters Workshop Paris

22 – 23 Direct Sales over the Internet Workshop Stockholm

23 – 24 Fraud Group Meeting Reading

23 – 24 Retention Strategies on Car Portfolios Workshop Zurich

25 Econometrics in Brand Management Workshop Stockholm

27 – 28 Eurapco Ashridge Executive Programme Ashridge

29 – 30 Employee Benefits Technical Seminar Dublin

30 Board Meeting London

30 – 31 IT Facilitators Meeting Stockholm

30 Dynamic Financial Analysis (DFA) Workshop Stockholm

31 Employee Benefits Broker Event on Captives Dublin

June 05 Procurement Business Group Meeting Stockholm

05 Alternative Reinsurance Solutions Workshop Tilburg

06 IEBD Steering Committee Meeting Frankfurt

07– 08 Customer Contact Centres Workshop Salisbury 

12 – 13 Bancassurance Peer Seminar Madrid

13 Achmea Sailing Event for IEBD Clients Amsterdam

13 – 15 IT Directors Meeting Nice

14 Commercial Lines Business Group Meeting Amsterdam

14 – 15 Life & Disability Claims Handling Workshop Stockholm

29 Motor Business Group Meeting Stockholm

July 07– 08 Marketing Event for IEBD Key Clients Belgium

August 28 IT Strategy and Architecture Meeting Stockholm

September 06 Marketing & Distribution Forum Meeting Paris

11 Quatrem Annual Broker Event Paris

17 Motor Business Group Meeting Paris

18 Telematics / Pay as You Drive Workshop Paris

20 – 21 International Claims Handling Group Meeting La Rochelle

20 – 21 ALM & Risk Based Capital Workshop London or Dorking

23 – 27 Eurekans Management Development Programme, The Netherlands

Action Learning Workshop

25 – 26 Underwriting Forum (Life) Amsterdam

26 – 27 Agriculture Product Workshop tba

27 Human Resources Group Meeting tba

getting rid of
waste – at no cost
For many years, Sweden has taken the lead in

environmental engagement. Today, Länsförsäk-

ringar together with The Keep Sweden Tidy

Foundation has taken a further step to improving

environmental quality by introducing a world

premier: Recycling Insurance.

Länsförsäkringar (LF) is owned by its customers. It is therefore part of

the company’s mission to reduce the risk of injuries and environmental

damage in the ground, water, and air. At the first insurance company in

the world to introduce Recycling Insurance, insurance holders can once

a year get rid of scrap and environmentally hazardous waste entirely free

of charge.

Supporting sustainability in the business

Recycling Insurance provides an entirely new dimension to the problem

of waste. From now on, policyholders can pay full attention to their oper -

ations and leave the handling of hazardous waste to LF, The Keep 

Sweden Tidy Foundation, and

the transport and recycling

contractor. This means that

scrap and hazardous waste

from agricultural and forestry

operations being carried out on the property will be taken care of, along

with that from the property’s households. The service also includes the

legal reporting of hazardous waste management and advice on various

environmental questions.

Recycling Insurance is included as a part of the basic coverage for three

different types of insurance:

Agriculture

Horse Activity

Forest Properties

LF has introduced a unique approach to a challenge that becomes more

and more global in the future. They have developed something that over

time will mean a major step toward a society that is sustainable in the

long run, and also set an important example of how to open up new busi-

ness areas in a highly competitive market.

For more information: 

anders.sverkman@lansforsakringar.se

“Recycling Insurance provides

an entirely new dimension to

the problem of waste.”

leading the way
in pet insurance
Sweden is well known for many things, but one

area of leadership that might surprise you is animal

insurance. In Sweden there is a long history of

providing animal insurance, which has aided the

development of the veterinary profession. Veter -

in ary care in Sweden is highly specialised, and

today it is possible to perform complicated sur-

geries and therapies on even the smallest animal.

Seizing new business opportunities

As a result, the costs are rising and more and

more owners are considering insurance. For many

animal owners caring for their pet is like caring for

another family member, and so it is important to

them to have enough coverage to ensure their

“loved one” gets the best treatment available.

Agria has recognised this need for many years,

and so offers products that are highly developed

and customised. In fact, it is planning to offer its

products in other countries within Europe, such

as the U.K. and Norway. 

Surprising market potential

Agria is a daughter company of LF and has recently

acquired the British company Pet Partners. Keys

to Agria’s success have been its close customer 

relationships, detailed market knowledge and 

strategic alliances with animal organisations. 

For more information: 

anders.mellberg@agria.se

success story 7 important dates insight
Eurapco Newsletter May 2008

expanded 
More Partners on board

advanced 
Stronger presence in the east

enhanced
Welcoming new team members

Date Event Location

May 6–7 Life Broker Market Workshop Stockholm 

13–14 Eurapco Partner Committee Meeting Cologne

15 Health Business Group Meeting Paris

15– 16 International Motor Claims Handling Group Cologne

16 ANLG General Linear Model Workshop Amsterdam

20–21 Life & Pension Group Meeting Paris

21–22 Fraud Insurance Group Meeting Amsterdam

22–23 Customer Contact Centres Workshop Prague

26–27 Liability Underwriters“Commercial opportunities: Recall”Workshop Stockholm

26–27 ANLG Dynamic Financial Analysis Workshop Paris

29–30 WS Motorcycle Insurance Amsterdam

June 4–5 IT Facilitators Meeting Madrid

4–5 HR Group Meeting Stockholm

5–6 IT Security Workshop Paris

6 Commercial Line Non-life Group Meeting Stockholm

10 Procurement Business Group Meeting Cologne

11 IT Directors Meeting London Heathrow

12 Motor Business Group Meeting Madrid

15–27 Ashridge Executive Education Programme Ashridge

September 4 Marine Business Group – 1 day Business Meeting Zurich

9 IT Strategy & Architecture Meeting Zurich

18–19 Workshop: Business Opportunities in Motor Insurance Paris

(Motor Business Group)

24–25 HR Group Meeting Nyon

26 Motor Business Group Meeting Athens

30 Commercial Line Non-life Business Group Meeting Madrid

October 1–2 Life & Pension Group Meeting Zurich

2 IT Directors Meeting Zurich

7–8 Commercial Lines International Desk Meeting Madrid

15–16 Risk Management Forum Meeting Cologne

17 Health Business Group Meeting Amsterdam

22–23 Marine Business Group Annual Strategy Meeting Madrid

23 Procurement Business Group Meeting Bern

an electrifying 
project
As a consequence of the Eurapco Board 

Symposium in 2007, the Commercial Line 

Non-Life Business Group (CLG) conducted 

a brainstorming session that identified a great

commercial opportunity: the combination of re -

new able energy with recycling insurance cover.

Favourable regulatory regimes have driven the growth of new wind power

projects across the European Union in the last five years. In addition, future

growth is secured thanks to the 2020 20 target of the European Union.

The target means that 20% of all energy produced within the European

Union by the year 2020 should come from renewable energies. The main

renewable resource for this European initiative will come from setting up

new wind farms using more efficient wind energy converters. However,

the European Union member states are responsible for introducing 

mechanisms that will enable them to reach their individual targets. It is

expected that between 2010 and 2020 about 50 billion euros will be in-

vested in renewable energies to achieve the targets. Germany (29.6%)

and Spain (20.9%) are the largest investors in wind energy projects and

Spain has the leading position in solar cell plants.

Eurapco Partners look forward to a bright renewable energy future

The CLG strongly believes that renewable energies (defined for the 

project as wind, solar and biomass) are a future market for Partners in

Eurapco and has therefore decided to launch a new project: Renewable

Energies. The main objective of the project is to identify a platform for

the Partners in Eurapco to commercially co-insure these energy plants

and issue recycling insurance cover for these installations. Gothaer has a

leading position in Germany (more than 30% of the market) and Europe

on insuring wind energy and so they will lead the project as knowledge

and commercial leader amongst the Partners. Länsförsäkringar, which

has more than five years of experience in recycling insurance, will con-

tribute this part to the project. The project leader, Klaus Schreiber (Gothaer),

and Eurapco project management are now in the middle of the first two

steps of the project: an inventory of the current level of knowledge and

business experience amongst the CLG members regarding renewable 

energies and recycling insurance.

This project will be presented to the CLG in September 2008.

For more information:

martin.lundberg@eurapco.com

opening of the
MM@cadémie
In September 2007, the MM@cadémie was laun-

ched by the MMA CEO Christian Baudon. The

Academy is designed to facilitate internal changes

after the merger of Azur/MMA and to prepare

the organisation for future market developments.

In pursuing these goals, the MM@cadémie is

 de ter  mined to act as a scout, visiting other com-

panies in order to gain knowledge, to develop and

provide valuable benchmarks, to efficiently con tri -

bute to solving the problems identified and, last

but not least, to deliver the outcomes of those

missions.

Everyone can participate

Within MMA, a strategic committee with 13 selec-

ted members from the different departments is

responsible for the new institution. To regularly

share knowledge and information, a website has

been set up where all employees can become a

part of a virtual community. Three times per year,

the MM@cadémie will organise forums about

 certain topics that help to implement changes

 within the company.

Eurapco is very happy to support and supplement

the sharing of knowledge and the creation of new

ideas within the Partner companies, wherever

possible.

For more information: 

mithra.sarrafi@groupe-mma.fr

success story 7 important dates insight
Eurapco Newsletter December 07

revealed
the secret of Mobiliar’s success

referred
international experience at Eurapco

repatriated
24 hours per day

Date Event Location

January 17–18 IT Facilitators Meeting Zurich

24 Employee Benefit Steering Committee Meeting Zurich

31–1 Life & Pension Group Meeting Nyon

February 6 –7 Health Business Group Meeting Madrid

6 –7 IT Directors Meeting Paris

8 Motor Business Group Meeting Paris

19 Procurement Business Group Meeting London

28 Employee Benefits International Client Day Rotterdam

March 10 –11 Actuarial Non-Life Group Meeting Bern

12–13 HR Group Meeting Paris

13 Marine Business Group 1-Day Business Meeting Bern

May 15–16 International Motor Claims Handling Group Cologne

16 Health Business Group Meeting Paris

21–22 Fraud Insurance Group Meeting Apeldoorn

21–22 Life & Pension Group Meeting Paris 

29–30 IT Security Workshop Paris

the place to be: 
HR Forum 2008  
Forty Human Resources professionals from the

Eurapco partner companies spent an invigorating

two days discussing the challenges ahead for

their respective organisations. 

Professor Lynda Gratton of the London Business School shared her 

research on future global trends, the next generation, “Generation Y” and

her recent findings about so-called “hot spots” – places or times where

exceptional cooperation creates great energy and productivity. All partici-

pants have experienced this within their organisation but the challenge is

to understand the phenomenon in order to encourage the deployment

of creativity, productivity and innovation.

The four elements in a hot spot 

relationship between close friends or acquaintances

informal socialisation practices that encourage informal connections

across boundaries 

all the latent energy contained within the cooperative mindset 

and cross-boundary working is released

productive hot spots abound with active, public and explicit 

commitments between the members

With the energy and input from Lynda Gratton we immediately started to

take the new ideas further. At the Forum we started three projects which

will be incorporated into the 2008 business plan for the Eurapco HR

Group. The first is about learning and understanding “Generation Y” better

in order to attract, employ and develop them in the insurance business.

The second project is about enhancing the international mindset to

achieve more international

exchange. The third project,

employee insight, is about

getting more information

about our employees to predict future development and change strategy

as a result. By understanding their needs and motivation we can increase

retention and staff satisfaction, have more targeted recruitment and con-

tribute to a stronger and more differentiating branding. 

For more information: 

henrik.gradin@eurapco.com

“Exceptional cooperation creates

great energy and productivity.”

standing out
from the rest
In the first half of 2007, the Risk Management

Group met at the Eurapco Forum in Cologne. The

meeting set out to examine the organisational

characteristics of client-oriented risk management

in different insurance companies and to further

identity the oppertunities this instrument presents

in terms of customer loyalty and acquisition. 

A total of 17 representatives of Achmea, Swiss

Mobiliar, Mentor/Interamerican and Gothaer took

advantage of the opportunity: in presentations of

their best-practice products they shared their local

know-how and experiences. The participants 

agreed that consulting services in risk areas such

as fire, theft, the environment, job and product 

safety as well as IT offer opportunities to highlight

the insurers’ competencies and to clearly differ-

entiate them from their competitors. 

The workshop ended with a presentation by guest

speaker Ralf Quick of GenRe, who discussed the

future challenges facing the insurance business

viewed by a reinsurance company. Among other

worldwide trends, the business is going to con  -

tinue changing due to increasing globalization, 

further consolidation processes and Solvency II.

For more information: 

bernd_meyer@gothaer.de

important dates insight
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Developing Eurapco’s assignment

New markets with new chances

From sharing to gaining IT expertise

review

announcement

forecast

success story 7

Giving the opportunity to exchange know-

how among such a talented group of people,

this Workshop without doubt offered great

value for its participants and strengthened

the feeling that we can all gain from coop-

eration. I would like to thank all the active

participants. In fact, this is not the end, and

I hope that we will pursue further steps

within our special subcommunity. Let’s

keep the wheels rolling! 

For more information: 

petri.suhonen@tapiola.fi

the benefits of sharing IT expertise 
Sharing knowledge has been a reality for as long as the IT Community has existed. Recently

Tapiola joined Eurapco, and the Partners agreed that there is a lot to share regarding 

IT issues: technologies as well as business-related solutions and enterprise-level findings,

which lead the way to sustainable advantages.

Most of the IT technologies, vendors and

methodologies are used globally. The IBM

Insurance Application Architecture (IAA) is

one of them, with currently four users

among the Eurapco Partners: Swiss Mobiliar,

Achmea/Eureko, Länsförsäkringar and the

newcomer Tapiola. The IAA model works as

a reference model for IT solutions to run

insurance business and is used by nearly

150 insurance companies worldwide.  

Strong individual engagement

I had the opportunity to meet my colleagues

within the IT Facilitators Group and the IT

Architecture & Strategy Group. Of course it

was a challenge to present all the ongoing

and past activities in order to identify in

which areas Tapiola could profit from its

Partners and, of course, vice versa. An open

and relaxed atmosphere encouraged the

exchange and helped cover truly interesting

subjects. As a result the IAA was identified

as a good opportunity to share knowledge.

Together with Ronald Polderdijk from

Achmea who took the place of the Chair-

man, the agenda, dates and participants

were quickly agreed on. As a result the IAA

Meeting took place in December 2008 in

Amsterdam – months before the planned

dates – thanks to Ronald!

Let’s keep rolling

In December, 17 participants from the Part-

ners, and Fabien Osmont from Eurapco

came together at IBM Amsterdam. Only a

few of us had met before, but the introduc-

tion was candid and smooth. It was exciting

so see that the presentation of everyone’s

specific knowledge found great interest

among the Partners and led to intensive

discussions about the different approaches

and solutions. Even during the breaks small

groups brainstormed for ideas while others

increased their knowledge about the Partner

companies. Everyone’s great interest to

learn and profit from each other was very

impressive. 

The Group was lucky to be hosted by IBM,

first because of the meeting place but also

because of the dinner that offered the par-

ticipants the opportunity to get to know

each other even better and that created the

perfect surroundings for doing business.

learning by listening

In 2008 the IT Group set up 14 Workshops

or Meetings. Triggered by the IT facilita-

tors, new areas of exchange are regularly

identified and quickly explored. This IAA/

IIW Workshop is a very good example 

of the quality of the exchange but also 

of every Partner’s individual benefits.

Indeed, the results that were reported

were impressive and very concrete: 

Tapiola identified new ideas to imple-

ment in their own system according to

Swiss Mobiliar’s experiences.

Swiss Mobiliar received material from

Eureko that enabled them to make clear

cost savings.

Eureko puts the gains from the event at a

minimum of 30 man-days of consulting.

The clear involvement of every participant,

the willingness to share without limits,

and the very good organisation were clear

success factors of the Workshop. 

For more information: 

fabien.osmont@eurapco.com

Date Event Location

May 6 NLRG Meeting Berne

6–7 IT Datawarehouse Workshop Stockholm

11 Eurapco Board Meeting Madrid

11–12 Eurapco Symposium 2009 Madrid

14 –15 International Motor Claims Handling Meeting Stockholm

14 ANLG GLM Workshop Paris

14 –15 Renewable Energy Board Meeting Cologne

25–26 ANLG Dynamic Financial Analysis Workshop Berne

26–27 General Liability Underwriters Workshop Espoo, Finland

27 Life & Pensions Group Meeting Stockholm

27–28 Peer Seminar: Dynamic Distribution: 

Organisations, Strategies and Challenges ahead Berne

27–28 Fraud Group Meeting Espoo, Finland

28 HBG Meeting Cologne

June 2–3 HR Group Meeting Madrid

4–5 IT Facilitators Meeting Amsterdam

9 Marine Baltics Board Meeting Amsterdam Airport

10 Actuarial Methods Seminar – Dynamic Hedging tbd

10 IT Strategy & Architecture Meeting Espoo, Finland

23 –24 Use of the extranet Madrid

24 Marine Group: Claims handling WS Paris

25 IT Directors Meeting Stockholm

July 2–10 Ashridge Executive Education Programme Ashridge

September 2 Business Groups Chairmen Meeting Zurich Airport 

Conference Centre

8 Marine Group 1 day Meeting Zurich Airport

15 –16 Direct Sales over the Internet Madrid

16 PBG Meeting Zurich

16 –17 IT Facilitators Stockholm (tbd)

22–23 IT Strategy & Architecture Meeting Madrid

October 1 HR Group Meeting Berkhamsted, Ashridge 

– Eurekans Mod 1

7–8 Life & Pensions Group Meeting Madrid

8–9 Legal Aid Workshop Paris

13 –14 Eurapco IEBD Member’s Meeting Zeist

14 NLRG Meeting Amsterdam

15 –16 Brand Management Meeting Zurich

21–22 Risk Managment Forum Meeting Athens

22 Health Management Workshop Bratislava

23 HBG Meeting Bratislava

23 EPC Meeting Zurich

27–29 Annual Marine Group Meeting Madrid

important dates

Date Event Location

December 10–11 HR Group Meeting Amsterdam

11–12 IT IAA/IIW Workshop Amsterdam

January 12 Commercial Lines Group/

Renewable Energy Project Business Plan Zurich

16 IT Strategy & Architecture Meeting Cologne

21–22 IT Facilitators Meeting Berne

27–28 Legal Aid Insurance Workshop Amsterdam

February 4–5 Risk Management Forum Meeting Zurich

5 IT Directors Meeting Cologne

March 6 Communication Forum Meeting Zurich

10 ANLG Nat Cat Workshop Amsterdam

11–13 Effective International Communication Course – Part 1 Zurich

23–24 Risk Management Seminar/Making the uninsurable insurable Zurich

25–26 Marine Group Meeting plus study visit to Pilatus Aircraft Ltd Berne

26–27 Actuarial Non-life Group Meeting Paris

April 23–24 Effective International Communication Course – Part 2 Zurich

May 14–15 International Motor Claims Handling Meeting Stockholm

25–26 ANLG Dynamic Financial Analysis Workshop Berne

26–27 General Liability Underwriters Workshop Helsinki

27–28 Fraud Group Meeting Espoo, Finland

June 10 IT Strategy & Architecture Meeting Espoo, Finland

11–12 IT Facilitators Meeting Amsterdam

25 IT Directors Meeting Stockholm

insight

Reaching new markets in the East

The motor business goes new ways

Eurapco has a new Chairman

welcome

innovation

expansion

spain’s ageing population
new solutions for 

Over the last few decades, the life expectancy in Spain has spectacularly increased. 

Yet this trend has not been accompanied by an increase in the birth rate. Thanks to its

 experience as a leader in the insurance industry, Caser offers innovative and effective

solutions that cover a broad spectrum of scenarios to address this reality.

success story 7

Creating synergies: Caser Residencial

In 2004, Caser created the subsidiary

Caser Residencial by acquiring Metroces,

one of the leading operators in the nurs-

ing home market. The objective of Caser

Residencial is to create a nationwide net-

work of nursing homes and to take advan-

tage of the synergies existing between

this and the insurance sector. In the pri-

vate sector, Caser Residencial has man-

aged to develop an integral management

model and a shareholder composition

that has made it a very solvent company

with proven experience, characterised by

a high level of quality and a capacity for

innovation in an expanding branch. Caser 

Residencial has 10 residential complexes

located in different parts of Spain with

more than 1,500 beds and 600 employ-

ees. A new nursing home has been built

in Murcia, adding 289 beds. The company

has a total of 80 million euros in assets. 

In 2007, it had a 26 million-euro turnover

and a 1.9 million-euro profit. Its services

include nursing homes, assisted living

apartments, day centres and telephone

assistance. Caser is a perfect example of

how to take advantage of the synergies

between the insurance sector and the

ageing population, transforming it into an

indisputable success story.

It is predicted that by 2016, three out of ten

people over the age of 65 will be over 

80 years old. Moreover, the number of

dependent individuals with medical and

other vital needs that must be satisfied

with real and immediate solutions will

increase massively. The ageing of the pop-

ulation is a wonderful opportunity from a

business point of view. This is how we have

seen it at Caser for several years now.

Engaging from a dual perspective

Today, most of the people that reach the age

of 65 are in optimum physical and mental

condition. In fact, life expectancy has grown

by about 20 years. Therefore, the likelihood

that these people will require some form of

assistance is gradually increasing. Caser

has been a pioneer regarding the needs of

an ageing population. Caser offers solutions

from a dual perspective:

initially through an analysis of the situation, 

subsequently by offering and planning the

services and products required to properly

care for the people in need.

False expectations become a threat

In 2008, Caser published its Second National

Study on Dependence, which revealed that

more than half of the Spanish people do not

actually know what dependence implies.

The results also showed a lack of aware-

ness about the importance of saving to

 prevent this situation. In fact, only 37% of

Spaniards are willing to save for this pur-

pose. In general, the study revealed a great

deal of ignorance surrounding the Depend-

ence Act, which took effect on 1 January,

2007. While two out of three dependent

 persons expect some form of economic

assistance, the government guarantees pri-

marily the provision of services.  

Offering the right solution

As far as solutions are concerned, Caser is

one of the first companies to offer them by

launching, in 2008, an insurance product

with a series of benefits if the insured were

to become dependent. Depending on the

insured’s age at the time of subscription,

the premium can be as low as 10 euros 

per month. If an insured was to become

dependent, a lifelong monthly benefit would

be paid out in order to cover the costs,

regardless of how long the coverage is

needed. 

For more information: esanz@caser.es 

(Ernesto Sanz, Life and Pensions Director) 
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Sarasin: Anlagebroschüre

brochure investment productslorem ipsum

    Zusammen 
        wachsen für den 
gemeinsamen Erfolg

Aktive Vermögensverwaltung  

mit der Bank Sarasin

Nachhaltiges Schweizer Private Banking seit 1841.

�

Anzahl Sarasin Fonds, 

die ihren Benchmark schlagen 

(in Prozent)

Durchschnittliche Outperformance von 

Sarasin Fonds gegenüber dem Benchmark 

(in Prozent)

 Sarasin Fonds  Durchschnitt (Europa)

 Sarasin  Durchschnitt (Europa)

3,7

2,5

63

40

30 40 50 60 70

2 3 4

Quelle: EDHEC, styleanalytics.com, April 200�. Die Berechnungen basieren auf  

der letzten Studie, welche Daten von April 2007 bis April 200� ausgewertet hat. 

Fünf verlässliche Gründe für 
  das Wachstum Ihres Vermögens

Was uns auszeichnet: Fünf gute Gründe

Die Wahl des richtigen Partners für die Verwaltung Ihres Vermögens ist vielleicht die wich-

tigste Entscheidung, die Sie als Anleger treffen müssen. Dafür stehen Ihnen vielfältige 

 Möglichkeiten zur Verfügung: grosse und kleine, diversifizierte und fokussierte, lokal und 

international tätige Vermögensverwalter. Gerne würden wir Sie beraten, um herauszufinden, 

ob wir der richtige Partner für das Wachstum Ihres Vermögens sind. 

Unsere Stärken sind Ihre Vorteile

Als echtes Traditionshaus zeichnen wir uns 
durch einen der langjährigsten und erfolg-
reichsten Erfahrungsausweise in der Verwal-
tung von privaten und institutionellen Vermö-
genswerten aus. Mit dieser Expertise bieten 
wir einer exklusiven Kundschaft ausgezeich-
nete Beratungs- und Vermögensverwaltungs-
dienstleistungen an. Fünf herausragende 
Qualitäten wissen unsere Kunden dabei 
 besonders zu schätzen:

1. eine stabile Organisation

2. eine nachhaltig thematische 

 Anlagephilosophie

3. einen einzigartigen Anlageprozess

4. hervorragendes Research

5. echte Unabhängigkeit

Als Kunden stehen Ihnen verschiedene Mög-
lichkeiten zur Wahl, um von den Vorzügen 
 unserer Vermögensverwaltungskompetenz zu 
profitieren. Zum Beispiel über unsere

• individuelle Vermögensverwaltung,

• ausgezeichneten Kollektivanlagen,

• erstklassigen Beratungsdienstleistungen.

Ganz gleich, wofür Sie sich entscheiden: Als 
Sarasin Kunde partizipieren Sie in jedem Fall 
an unserem Erfolg. Und der wächst beständig, 
wie zahlreiche international renommierte 
Auszeichnungen belegen. In der Schweiz, in 
England und auch im Mittleren Osten erhielten 
wir oder unsere Tochtergesellschaften in den 
vergangenen Jahren Top-Auszeichnungen für 
Vermögensverwaltung und Private Banking.

�

 Über Wachstum

Ob durch Vermehrung, Ausdehnung oder Vergrösserung: Die grösste, überlebenswichtige 

Stärke aller Organismen ist ihre Fähigkeit zu wachsen. Was in der Natur gilt, ist letztlich 

auch ein universelles Gesetz. Denn in der Wissenschaft, Wirtschaft oder an der Börse trifft 

es gleichermassen zu: Nur wer in der Lage ist, nachhaltig zu wachsen, bleibt auf der Spur 

des Erfolgs. Und damit dauerhaft an der Spitze. 

Wachstum – vom Antrieb der Natur 
  zum Motor Ihres persönlichen Erfolgs

Wachstum ist überall

Alles wächst. Schnell wie das Känguru, das 
seine Körpergrösse ab der Geburt um das 
60 000-Fache steigert. Oder langsam wie die 
Agave, die bis zu ihrer Blüte mehrere Jahr-
zehnte benötigt. Kontinuierlich wie die Anzahl 
der globalen Megastädte oder sprunghaft wie 
der Bedarf an wichtigen Ressourcen. Gewaltig 
wie die Bevölkerung unseres Planeten oder 
gemächlich wie die Verbreitung von Bildung 
und Wohlstand in der Welt. 

Bis 2050 wächst die Bevölkerung voraus-
sichtlich von heute 6,5 Milliarden auf 9,� 
Milliarden Menschen an – und verschiebt 
sich immer mehr in die neuen Märkte Asiens 
und Lateinamerikas. Mit dieser dynamischen 
Entwicklung wachsen auch die Bedürfnisse 
und Wünsche von immer mehr Menschen. 
Und damit die Mittel und Möglichkeiten, um 
das Wachstum erfolgreich, nachhaltig und in 
unserem Sinn voranzutreiben. 

Ein starker Antrieb als solide Basis

Wachstum kann sich selbst überlassen oder 
gezielt gefördert werden. Die Ergebnisse 
 unterscheiden sich drastisch: Nur wer nach-
haltig wirtschaftet, kann auch in zehn Jahren 
noch ernten. Als führender Vermögensver-
walter mit dem Anspruch, aktiv und stets 
 vorausschauend für unsere Kunden da zu 
sein, leitet uns der sichere Blick für relevante 
Trends, für Prozesse und Strukturen und für 
die immer enger verknüpften thematischen 
Bezüge in unserer Welt. Denn eines ist sicher: 
Wer nur aus der Vergangenheit schöpft, weiss 
noch lange nichts über die Zukunft. Entschei-
dend ist vielmehr die Fähigkeit, bevorste-
hende Entwicklungen und künftige Wachs-
tumspotenziale frühzeitig zu erkennen und 
bei ihrer Entfaltung aktiv zu begleiten. 

Deshalb ist es wichtig, stabile Rahmen-
bedingungen für eine ertragreiche Ernte zu 
schaffen und zu erkennen, ob ein Investment 
oder ein Partner tatsächlich auf soliden Pfei-
lern ruht und neben überdurchschnittlichem 
Fachwissen individuelle Stärken wie Intuition, 
Vorstellungskraft und Erfahrung mitbringt. 
Auf den folgenden Seiten möchten wir Ihnen 
die Gelegenheit bieten, einen solchen Partner 
kennenzulernen. Viel Vergnügen!

Das dauerhafte Wachstum Ihrer Erträge ist unser Ziel;  

die nachhaltige Vermehrung Ihrer Anlagewerte der Weg  

dorthin. Damit Sie die Früchte und das gesunde Wachstum  

Ihrer Vermögenswerte geniessen können, setzen wir unsere  

gesamte Organisation und Erfahrung, unsere disziplinierten 

 Anlageprozesse sowie unsere unabhängige und klare 

 Anlagestrategie voll für Sie ein. 
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Was uns auszeichnet: Echte Unabhängigkeit

Nur wirklich unabhängiger Rat 
  ist langfristig auch guter Rat 

Wer Kunden dauerhaft einen Mehrwert durch Beratung bieten möchte, muss wirklich frei und 

unabhängig sein. Doch jeder erfolgreiche Anleger weiss: Echte Unabhängigkeit muss erst 

erarbeitet werden. Wir sind seit 1841 dem Anlagegeschäft verpflichtet und vermeiden 

 konsequent Interessenkonflikte, die sich aus Investment-Banking-Transaktionen ergeben 

können. Wahre Unabhängigkeit – ein unschätzbarer Wert für uns und für Sie.

Intellektuelle Unabhängigkeit

Geistige Unabhängigkeit ist vielleicht das 
kostbarste Gut, das wir uns Tag für Tag neu 
verdienen müssen. Nur wer wirklich bereit  
ist, auch etablierte Denkmuster und Vorstel-
lungen in Frage zu stellen, gewinnt eine 
 unabhängige Perspektive. Uns immer wieder 
selbstkritisch zu hinterfragen, zählt für uns 
ebenso dazu wie das Hinterfragen von 
 Mehrheitsmeinungen.

Kapitalmässige Unabhängigkeit

Seit Generationen weist die Bank Sarasin eine 
sprichwörtliche Kapitalstärke auf, die weit über 
die gängigen regulatorischen Anforderungen 
hinausgeht. Diese Philosophie teilen wir mit 
unserem Hauptaktionär, der Rabobank, die 
über ein AAA-Rating verfügt. Was auf den ersten 
Blick als konservativ erscheinen mag, stellt 
unserer Meinung nach die beste Basis für 
solides künftiges Wachstum dar.

Geschäftspolitische Unabhängigkeit

Unsere geschäftspolitische Unabhängigkeit 
ergibt sich aus eindeutigen und verlässlichen 
Bekenntnissen. Wir sind kein Anbieter aller 
erdenklichen Finanzdienstleistungen. Statt-
dessen haben wir uns gegenüber unseren 
Kunden klar und verbindlich dazu verpflichtet, 
erstklassige Anlageberatung und aktive Ver-
mögensverwaltung anzubieten. 

Im Unterschied zu anderen Finanzanbietern 
konzentrieren wir uns dabei ausschliesslich 
und in jeder Beziehung auf das Anlagege-
schäft. Für manchen ein limitiertes Angebot – 
für uns und für unsere Kunden hingegen eine 
eindeutige Positionierung, die zur wertvollen 
Vertrauensgrundlage wird.

Unabhängigkeit wird 

gesucht: Viele unserer 

Experten werden in 

den Medien regelmässig 

als Meinungsführer 

eingeladen. 

12 Fonte: Banca Sarasin.

Evoluzione delle relazioni con i Clienti dal 2006 al 2008 

La notevole crescita dei nostri Clienti rispecchia 

l’accuratezza e l’impegno con cui gestiamo i patrimoni. 

Con un successo superiore alla media.

2006 S2 2008 S2

(in 1000)

Evoluzione dei patrimoni gestiti tra il 1997 e il 2008

Da anni sulla cresta dell’onda: l’aumento delle  

masse gestite è stabile. Questo trend positivo è la  

testimonianza di una soddisfazione reciproca,  

nonché di rapporti solidi e duraturi.

1997

23,3

2000

41,4

2003

48,6

2008 S12007 S2

2006

73,3

2008 S1

81,4

2007 S1

(in miliardi di CHF)

Investire responsabilmente 
  nelle tendenze del futuro

Da sempre, il nostro impegno è dedicato ai Clienti ed al loro successo. Annoverata tra le più 

antiche banche private svizzere, Banca Sarasin ha sempre orientato la propria filosofia 

 d’investimento in funzione di quella dei propri Clienti. Per una crescita duratura nel tempo 

e sostenibile, supportata da trasparenza e responsabilità.

Tre principi della nostra filosofia 

d’investimento

1. Lungimiranza e prudenza

La maggioranza della nostra Clientela predi­
lige investimenti prudenti e si prefigge obiet­
tivi di lungo termine. La stessa cosa vale per 
noi. Nell’ambito della nostra strategia, ricer­
chiamo investimenti dotati di potenziale di 
crescita, mantenendo al contempo estrema 
rigorosità nel valutarne la qualità. La nostra 

filosofia di gestione dei rischi è di tipo con-

servativo ed è orientata sul lungo termine. 
Applichiamo tale principio con successo da 
oltre 160 anni. Vogliamo, infatti, garantire la 
massima trasparenza dei rischi collegati 
agli investimenti, onde consentire ai nostri 
Clienti di meglio comprenderli, assumerli  
e gestirli o, se del caso, di adeguarli alle 
mutate esigenze. 

2. Trasparenza e chiarezza

I nostri Clienti apprezzano una strategia 

 d’investimento chiara ed indipendente, imple­
mentata tramite prodotti liquidi e trasparenti. 
Noi siamo della stessa opinione. Non inve­
stiamo per principio in fondi non trasparenti 
e non utilizziamo strumenti difficilmente 
 comprensibili e non prontamente liquidabili. 
Per mantenere una totale trasparenza nella 
nostra politica di investimento, applicata  
sia alla gestione patrimoniale, sia a fondi e 

investimenti «tailor made», diamo estrema 
importanza ad una reportistica personaliz­
zata e di ottima qualità, che miglioriamo 
costantemente. Inoltre, la completa traspa-

renza riguardo alle commissioni ed ai costi di 
transazione è per noi un presupposto inscin­
dibile dalla filosofia aziendale.

3. Sostenibilità ed approccio tematico

La maggior parte dei nostri Clienti è inte­
ressata a una performance sostenibile nel 
lungo periodo, piuttosto che a sensazionali 
risultati a breve termine. Ciò vale anche per  
noi. Probabilmente è proprio per questo che 
i nostri Clienti apprezzano l’esperienza supe­
riore alla media dei nostri collaboratori e le 
nostre forti convinzioni, che difendiamo con 
orgoglio. Ad esempio, siamo convinti che gli 
investimenti ecologicamente e socialmente 
compatibili non solo non abbiano ripercus­
sioni negative sui risultati, ma addirittura 
consentano di migliorarli sensibilmente nel 
lungo periodo. 

Il nostro orientamento a lungo termine si 
riflette anche nella nostra politica d‘investi­
mento: investiamo in tematiche con buone 

prospettive di crescita evitando attività di 
trading ingiustificate. Come voi, anche noi 
siamo coscienti che, oltre a convinzioni 
chiare, il successo a lungo termine richiede 
anche molta pazienza.

La nostra filosofia 

d’investimento non è solo 

efficace, ma anche 

responsabile. Nessuna 

altra banca è stata  

eletta «Best Bank for 

Ethical Investment»  

dalla rivista «Euromoney» 

oppure premiata più  

volte dal Financial Times 

con un Sustainable 

Banking Award. 

Ciò che ci contraddistingue: una filosofia d’investimento tematica e sostenibile

�

Seit Jahren führend im Vermögensverwaltungsvergleich

Quelle: EDHEC, styleanalytics.com, April 2008. Die Berechnungen basieren auf der letzten Studie,  

welche Daten von April 2007 bis April 2008 ausgewertet hat. 

Das Ergebnis ist eindeutig: Im Vergleich mit anderen Schweizer Vermögensverwaltern und 
Fondsmanagern nimmt Sarasin einen Spitzenplatz ein – seit Jahren. 

Die von EuroPerformance und EDHEC Risk and Asset Management Research Centre durch­
geführte umfassendste wissenschaftliche Analyse belegt dies eindrücklich. Die Studie 
 berücksichtigt alle Fondsmanager in Europa und basiert auf dem Konzept der «Alpha-

 Intensität». Dieses wurde massgeblich durch den Ökonomie­Nobelpreisträger William Sharpe 

 begründet und misst auf monatlicher Basis die risikoadjustierten Mehr- oder Minderrenditen 
von Fondsmanagern. Dazu berechnet es über die jeweils letzten drei Jahre für jeden Fonds­
manager zwei Indikatoren, deren Kombination die Alpha­Intensität ergibt:
 
1.  das «durchschnittliche Alpha», das der durchschnittlichen, risikobereinigten Zusatzper­

formance sämtlicher Fonds der Managementgesellschaft entspricht,
2.  die «Alpha-Häufigkeit», die den prozentualen Anteil an Fonds mit einem positiven Alpha  

der Managementgesellschaft misst.

Rang

1

2

3

4

5

6

7

8

9

10

Unternehmen

Sarasin

Vontobel

Swisscanto

LODH

Pictet

UBS

Swiss Life

Credit Suisse

Julius Baer

BCV Asset Management

Alpha-Häufigkeit

�2,59 %

�3,58 %

41,�1 %

48,12 %

44,�7 %

29,55 %

28,89 %

24,8� %

28,�2 %

12,80 %

Ø Alpha

2,2�

1,84

1,22

0,95

0,91

0,�1

0,�1

0,49

0,37

0,22

Endergebnis

3,�5 %

2,91 %

2,91 %

1,9� %

2,10 %

2,13 %

2,08 %

2,08 %

1,30 %

1,74 %

Unser Anliegen: Ihr Erfolg

Bei der Vermögensverwaltung steht der Kunde im Fokus; bei Sarasin steht er im Zentrum 

allen Schaffens. Ihr Erfolg – und damit vor allem das Wachstum Ihrer Vermögenswerte – ist 

unsere wichtigste Aufgabe. Ein Ziel, das in unserer Unternehmensphilosophie fest verankert 

ist und seit über 160 Jahren die Grundlage für unsere Kernkompetenzen bildet. 

Am Anfang stehen Sie – 
  und Ihr wachsendes Vertrauen in uns 

Gemeinsame Ziele ebnen den Weg

Bei Sarasin setzen wir alles daran, dass Ihr 
Wachstum gezielt und nachhaltig geschieht: 
Der Schutz und die Vermehrung der von uns 
verwalteten Vermögenswerte und die inten­
sive Zusammenarbeit mit Ihnen sind unsere 
wichtigsten Ziele. Aus dieser engen Interes­
sengemeinschaft, aus einem konsistenten 
Anlageprozess und einem stabilen und erfah­
renen Team von Anlageprofis resultieren an­
haltende Erfolge und erwächst letztlich das 
Vertrauen unserer Kunden. 

Zukunftsorientiert aus Tradition

Die Verpflichtung, verantwortungsvoll und 
 vorausschauend zu investieren, ist seit vielen 
Jahren unser Leitprinzip – lange vor der Unter­
zeichnung der «Principles for Responsible 
Investment» durch die UN im Jahr 200�. Mit 
einer Tradition für ökologische und soziale 
Finanzanalysen und mit der Lancierung  
der weltweit ersten Umwelt-Effizienz-Anlage 
konnten wir uns als Wegbereiter für nach­
haltige Anlagen einen Namen machen. Noch 
heute erreicht der Fonds das beste Risiko­
Rendite­Verhältnis seiner Kategorie und trägt 
zusammen mit unserer nachhaltigen Produkt­
palette dazu bei, dass wir in diesem Bereich 
zum Marktführer geworden sind. 

Marktführer in vielen Bereichen

Gemeinsam mit Ihnen verfolgen wir die 
 gemäss Ihren Anforderungen laufend über­
wachten Wachstumsziele – allerdings nicht 
um jeden Preis, sondern stets mit grosser 
 Verantwortung und Weitblick. Und übrigens 
bereits seit vielen Jahren mit überdurch­
schnittlichem Erfolg: Über zwei Drittel unserer 

Flaggschifffonds besitzen ein AA- oder AAA-

Rating bei Standard & Poor’s und mindestens 
drei Morningstar­Sterne. Eine Bewertung, dank 
der wir weltweit zu den Besten zählen. 

Experten mit Verantwortung

Wir sind überzeugt, dass die Grenzen des Ver­
mögenswachstums vor allem anderen durch 
Phantasie und Know­how gesteckt werden. 
Denn hinter jeder Analyse und Beurteilung 
stehen zunächst Menschen. 

Menschen, die mit ihrem überdurchschnitt­
lichen Einsatz, ihren herausragenden Ideen 
und ihren aussergewöhnlichen Fähigkeiten 
zum Erfolg beitragen. Bei Sarasin sind dies 
Experten mit einer erstklassigen Ausbildung 
und mit langjähriger Erfahrung. Sie stehen für 
ausgewählte Anlagen, für erstklassige Bera­
tungsservices und für vertrauenswürdiges 
Private Banking. 

Aktiv durch die Bank 

Sarasin betreute 

Vermögen sind in den 

letzten Jahren konti­

nuierlich angestiegen. 

Sogar während der 

Kreditkrise von 2007 bis 

2008 wuchsen sie dank  

starker Neuzuflüsse  

in unsere nachhaltigen, 

thematischen und 

prognosefreien Anlagen 

um über 100 Prozent. 
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Ci concentriamo su ciò che sappiamo fare 
meglio. Grazie a questa consapevolezza il 
mercato ci annovera da anni tra le banche 
private d’avanguardia a livello mondiale, 
 riconoscendo la nostra capacità di unire la 
forza di un moderno istituto finanziario con i 
valori di una banca privata di lunga tradizione. 

Le nostre soluzioni d’investimento: Selezionate e rinomate

Numerosi premi e riconoscimenti ufficiali  
lo testimoniano in modo inequivocabile. Inol­
tre, anche grazie alle nostre approfondite 
conoscenze, con cui elaboriamo nuovi pro­
dotti e soluzioni, negli ultimi anni abbiamo 
assunto un ruolo di eccellenza nell’industria 
finanziaria.

In una partnership di successo, gioca un 
ruolo determinante un colloquio approfondito 
con ciascun Cliente, effettuato a cadenza 
regolare. La consulenza in Sarasin comprende 
i seguenti aspetti:

• Rivalutazione del patrimonio 
• Gestione patrimoniale
• Previdenza
• Finanziamenti
• Asset Protection

Controlli periodici

I nostri consulenti Vi affiancheranno, propo­
nendovi soluzioni e strumenti idonei a mas­
simizzare la crescita nel lungo termine. La 
relazione con i nostri Clienti è impostata sul 
lungo periodo grazie ai nostri collaboratori, 
fedeli negli anni, che si impegnano con fiducia, 
discrezione e affidabilità.

Le esigenze, i desideri ed i sogni variano  
da persona a persona e spesso cambiano 
durante le diverse fasi della vita. Al fine di 
 elaborare un programma finanziario ad hoc, il 
nostro processo di consulenza strutturato pre­
vede l’esatta determinazione della situazione 
iniziale di ciascun Cliente. Ciò avviene attra­
verso l’individuazione dei seguenti parametri: 

Individuare le Vostre esigenze

• Patrimonio iniziale 
• Analisi degli impegni finanziari
• Identificazione degli obiettivi di crescita 
• Individuazione del profilo di rischio 
• Esigenze di liquidità
• Orizzonte temporale dell’investimento 

Crescita sistematica con
  un processo di advisory strutturato

Quanto più le Vostre esigenze sono specifiche, tanto piú complesse e strutturate sono le 

soluzioni da scegliere. Ancor più importante è quindi poter contare su criteri e processi di 

qualità. Con la nostra consulenza sistematica creiamo le premesse per una gestione efficace 

dei Vostri valori patrimoniali e per una crescita armonica. 

Servizi globali

Presupposto per l’efficacia dei processi, è 
una relazione trasparente con i propri part­
ners. Come Cliente di Banca Sarasin, i nostri 
consulenti Vi aiuteranno ad ottimizzare i 
Vostri investimenti, tenendovi regolarmente 
informati sugli sviluppi dei mercati e sulle 
opportunità di investimento. Tale approccio 
personalizzato, in sinergia con l’attenzione 
alla performance ed alla dedizione del nostro 
staff, costituisce le fondamenta per un suc­
cesso comune. Ovunque Voi siate e qua­
lunque sia il Vostro profilo di investimento, 
Banca Sarasin è in grado di offrire una con­
sulenza globale.

Approccio sistematico ai servizi di consulenza

I Clienti costituiscono da sempre il focus del 
nostro processo di consulenza. I Vostri obiet­
tivi e le Vostre esigenze determinano i criteri 
della nostra offerta. Il colloquio personale ed 
il regolare scambio di vedute, costituiscono 
le basi per una reciproca fiducia ed una part­
nership di lungo periodo.

Un processo di consulenza consolidato
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