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0800-0900 Welcome Coffee & Registration ititienEdeia
0900-0905 Hugh Fasken Retail Banker International Welcome & Opening
Editor, Retail Banker International Remarks
VRL KnowledgeBank
Titien Ahmad
Head of Content Asia Pacific
VRL KnowledgeBank
0905-0925 Anténio Horta-Osério Keynote Address
Chief Executive The Challenges Ahead for Retail Banking
Abbey The rapidly changing market
What's the right model to survive?
0925-0940 Dr David Doyle Overview of the European Financial Services Market
Member of the Board A Perspective From Brussels
The Kangaroo Grouprussels Single European Payments Area (SEPA) — hidden
advantages and strategic opportunities
MiFID — next steps
What's coming down the pipeline at EU level?
PLENARY The Innovators: Breaking the Mould
SESSION. Winning Strategies, Products and Campaignatihth&die of Retail Banking
0940-1055
0940-1000 V Vaidyanathan Bridging the Technology Chasm
Executive Director How constraints are fostering creativity
ICICI Bank Capitalising on the convergence of technologies
Using new technologies for maximum customer
satisfaction
1000-1020 Andy Stewart An Emerging Business Architecture for the Retall
Partner, Head of Financial Services EuropeBank
Fujitsu Services Major design principles
Capabilities that need to be developed
Technology architecture implications
1020-1040 James Alexander Social Lending: Where Did It Come From and
Co-Founder & Director; COO Green Thing Where Is It Going?
Zopa.com/Green Thing Freeforming and the rise of the self relianeconsum
Zopa and the future of social lending
Some challenges for retail consumer finance
1040-1055 Q&A
1055-1120 Coffee in the Exhibition Area
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PLENARY The Big Issue: Multi-Channel Distribution Branches — and advice — in an online world
SESSION2 Dial M for Money: the impact of mobile phone-based
1126-1230 ChairRay CainConsultant & Author of ‘Th m-banking, m-payments and m-remittances
Business Case for Mobile Banking’ Repol Diversification — the 21st Century gold rush
1120-1140 Federico Sforza Branch Revolution: Developing a Multi-Specialist,
Head of Multi-Channel Management Multi-Format Retail Branch Network
UniCredit Group - Hypovereinsbank The need for a change: the specialist attack
The vision: becoming a multi-format, multstspeciali
bank
The transformation engine: getting to real results
1140-1200 Walter Heimberger The Branch as the Heart of a Multi-Channel
Head of Channel Management, Branches &Approach
Self-Service How can the advisor spend more time on active
Erste Bank sales?
How the channels serve the customers and support
the advisor
Shifting cash handling to the self-service area
1200-1220 Dr llieva | Ageenko The Role of De Novos in Driving Transformation
Senior Vice President and Director of De Novos drive organic growth
Emerging Trends & Applications Multi-channel ideas to support growth
Wachovia Playbook for success
1220-1230 Q&A
1230-1340 Lunch in the Exhibition Area
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PLENARY Loyalty! Loyalty! Loyalty! Keeping the The need for customer service excellence in a
SESSIONB Customer Happy (Or Just Keeping the commoditised, competitive banking world
1340-1435 Customer) Cross selling — benchmarking successful products,
marketing and distribution in one
A rewarding experience: engaging customers
through loyalty programmes and incentivisation
1340-1400 Brendan Nevin Segmenting for Success
Director of Strategy & Marketing Making Segmentation Work in Personal and Business
Bank of Ireland Markets
Financial services approach to segmentation
Need for deep customer insights in creating segment
propositions
Bringing a segment proposition to life
1400-1420 Arup Mukhopadhyay Loyalty Programmes with a Difference
Executive Vice President and Group Head -Case Studies From Abu Dhabi Commercial Bank
Retail Banking Diminishing impact of one-dimensional loyalty
Abu Dhabi Commercial Bank programmes
Bankwide loyalty — the ‘TouchPoints’ promise
Giving new meaning to the chip on the card
1420-1435 Q&A
1435-1500 Coffee in the Exhibition Area
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PLENARY Marketing — Standing Out From the Crow Customers: identification, segmentation and
SESSIOM implementation
1500-1640 Differentiating the all-important brand
Customer Relationship Management: a golden age
for retail banking IT?
1500-1520 Ali Fuat Erbil Mobile Banking and Mobile Marketing
Executive Vice President A new delivery channel
Garanti Bank A new marketing media
A case study and live demo
1520-1540 David M Bennett All Brands Are Born Equal
Senior Manager, Brand Strategy, Group The Power of Brand - a Key Differentiator ialFinanc
Marketing Services
Emirates NBD Group Creating brand dominance within competitive
markets
Building a compelling brand personality
Brand valuation...fact or illusion?
1540-1600 Popke Rein Munniksma Virtual Worlds
Team Leader 3D Experience The Next Real Step
ABN AMRO Be there: ABN AMRO'’s first steps and experiences
Towards real experience - how to harvest the
potential
The future: ABN AMRO'’s vision on this channel
1600-1620 lan Carrington The Growth of the Internet
Head of Financial Services, Europe How do Consumers Look for Financial Servicés?Produc
Google The growth of the web and why
How consumers search for financial products
How can you influence them?
1620-1640 Q&A
1915 Cocktail Reception
2000 Retail Banker Internatior@alobal Awards Dinner 2008
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0800-0900 Welcome coffee & registration ibitimnesdtaia
0900-0910 Hugh Fasken Retail Banker International Welcome & Opening i&emar
Editor, Retail Banker International
VRL KnowledgeBank
Titien Ahmad
Head of Content Asia-Pacific
VRL KnowledgeBank
0910-0930 Trevor Williams The Future Economic Landscape & Retail Banking
Chief Economist How is the future macro economic landscape likely t
Lloyds TSB evolve?
How will this interact with retail banking demand?
Financial market economics in a changing world —
demographics, globalisation
PLENARY Products and The Need For Product Customer acquisition through ‘headline’ products
SESSIOD Innovation Fees and charges in a transparent world
0930-1100 Bundled and packaged accounts — the way forward?
0930-0950 Kevin Mountford Rise of the Aggregators
Head of Savings & Current Accounts Consumer behaviour
Moneysupermarket.com Price vs value
Loyalty within financial services
0950-1010 Daniel Ayala Consumer Remittances: Innovation and Differentiatio
Senior Vice President & Group Head Globalthe Banking Industry
Remittances Services A US Banking Perspective
Wells Fargo Global consumer remittance flows
Non-bank financial service providers dominate the
landscape today
Learn how banks in the US are effectively focthésg
opportunity
1010-1030 Theo Moumtzidis Innovation’s Role in the Strategy — Execution
Managing Vice President Continuum
First Manhattan Consulting Group Innovation is the widely considered key to success
The focus has been on genenatiogative ideas
Robert Vokes Innovation is often neither aligned with strategy n
Managing Vice President executed well
First Manhattan Consulting Group
1030-1100 Round Table Discussion: Can We Trust Our Banks Anymore?
Chaired b¢hris SkinnerChairman, The Nature of Trust in a Post Sub-Prime World
The Financial Services Club Examining the first major run on a UK bank iceotery
Fraud and identity theft
Mortgages and negative equity
The US perspective
1100-1130 Coffee in the Exhibition Area
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PLENARY Climate Change: The Rise of Ethics, The New banking strategies for a new world — evolving
SESSIONG Environment and Sustainability in Retail the business model
1130-1240 Banking Integrating Corporate Social Responsibliigy into t
heart and mind of banking
The raft of new ‘green’ banking products — are they
what the mass market really wants?
1130-1150 James Stacey Leading By Example
Head of Sustainable Business Environment and Climate Change
Standard Chartered Bank Clarity in commercial objectives
Substance over rhetoric — the importance tf a holis
strategy
Understanding and influencing the market
1150-1210 Jennifer Morgan Getting to True Green: How Can Financial
Sustainable Business Manager — Global Findrashucts and Services Make a Real Difference?
WWF What is the context of retail banking and déur globa
environmental challenge?
Principles of Green Product Innovation
What action is required?
1210-1230 Ryan Brightwell Green Products and Loans: Obligation, Opportunity
Ethics Adviser or Opportunism?
The Co-operative Bank What is the role of ethical consumerism?
Do carbon offsets have a role to play?
The business case for ethical products and services
1230-1240 Q&A
1240-1340 Lunch in the Exhibition Area
PLENARY Mergers, Acquisitions and Cross Border Market consolidation: distinction throughacquisiti
SESSION Expansion Global opportunities — breaking new markets
1340-1455 Organic and ‘green field’ growth in foreign markets
1340-1400 Nasrin Janmohamed The Hidden Challenge
Vice President, Global Strategic Business - Market consolidation — root cause, pace and
Capgemini direction
Structural changes redefine the competitive
landscape introducing complexities
Strategies that will dictate pace of valuéaealisat
1400-1420 Alastair Campbell Standard Chartered’s Expansion in
Global Product Head, Consumer Transaction How have recent acquisitions affected Standard
Banking Chartered Bank’s market position?
Standard Chartered Transitioning our strategy and organisatioteto crea
value
Driving further change and creating new bt
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1420-1440 Robert Wright Retail Banking in Albania
Board Member for Retail Banking How Raiffeisen Bank Became No.1
Raiffeisen Bank Managing change
Making a difference
Delivering the promise

1440-1455 Q&A

1455 Closing Remarks
Hugh Fasken
EditorRetail Banker International
VRL KnowledgeBank

* Subject to final confirmation
VRL KnowledgeBank reserves the right to anteguaimena
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