


The behaviour of each of person working in the Bank and the Group is key to furthering
eco-sustainability. In the belief that each person can make their own meaningful
contribution, BPM is specifically committed to raising environmental awareness among
all employees.
The table below shows just some of the Bank’s initiatives:

Area of
intervention

Cassa Mutua
Assistenza del

Description

Activation of the intranet section of Cassa
Assistenza in order to reduce printing on

Results

Currently, only one-third of members receives
hard copy pamphlets, while the rest use the

 Eco-friendly materials and measures used in the production cycle:

e o o o

Personale paper materials. company intranet system.

Faresolidale Use of certified socio- and eco-friendly ~Greater awareness among other Bank offices
Eco Offset' materials for flyers and gadgets as to the use of these materials.
pertaining to Faresolidale activities.

Ge.Se.So., the Use of low-consumption lighting, appliances  Limited and lower environmental impact.

Group company
that manages
the company
canteen

and class-A machinery as well as eco-friendly
detergents.

Periodical checks of pipes and faucets and
mindful use of water to limit wastefulness.
Implementation of a centralised laundry
service to clean employees’ clothing in order
to limit energy and detergent use.

Selection and preparation of food menus
using less oiland condiments and application
of consumption benchmarks to limit daily
leftovers.

Waste recycling and disposal by a company
meeting the parameters guaranteed by
the List of Suppliers of the Procurement
Department.

recycled and/or certified paper;
low-pollution ink and solvents;
reduction of waste and excess;
recyclable product packing materials and deliveries made with eco-vehicles;

constant monitoring of the work process to minimise harm to the environment.

The programme’s eco-objective is guaranteed by an eco-friendly printing company located in Curno that has
been responsible for the project and has made available its high-level products and services, while adopting a
work cycle that conserves raw materials and energy.

ENVIRONMENT
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A HIGH QUALITY FUTURE.
Sustainable growth: BPM invests
in solutions that improve its
offer of avant-garde products,
while protecting the environment
in which it operates.



SOCIAL RESPONSABILITY
REPORT

2007 TARGETS

In the introduction to the 2007 Social Responsibility Report, we underscored the
importance of 2008 for BPM, as social responsibility reporting will begin to head in
a direction that ultimately leads to the adoption of social responsibility policies.

This direction is only possible because of our work to date and, again in 2007,
as often occurred in previous years, nearly all of the improvement targets set
in the 2006 Social Responsibility Report have been achieved, or have been set
again for 2008.

These include the project to create local laboratories for social dialogue between
local players and company personnel, which will be included in the more
comprehensive activities to be carried out as part of the focus on customers.
The bank has also taken significant steps with respect to the environment,
by looking into projects to improve energy efficiency and create systems that
generate and save energy.

These projects, given their breadth and the commitment they require, will be
fully completed over the next few years.
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FROM 2007 TARGETS TO THE SUSTAINABILITY PLAN

As stated in the introduction, the new direction we are taking in 2008 will
encompass an internal organisation process for social responsibility activities.
In practice, this will entail three major changes:

e increased focus on the definition of objectives, in which we will make
projects with the most impact on meeting stakeholders’ expectations a
priority, in accordance with a clear and consistent strategy;

e more continuous and coordinated management, in which we will ensure
constant and accurate monitoring of stated objectives, so that they are
pursued over time and using the established methods. Any difficulties will be
noted in good time, so that the necessary corrective measures can be taken;

e higher quality reporting, in which the above improvements will enable us
to prepare more precise and relevant social reports, as the measurement of
results will be more in line with the work performed.

These new aspects of the social responsibility plan are significant, because
they will generate an improvement in the quality of our commitment to social
responsibility. However, we feel the need to once again emphasise that these
changes should not diminish the importance of our awareness or efforts to date,
as in the future we will try to make explicit what was formerly implicit, in an
attempt to manage in a more organised manner issues that we have previously
left to opportunity assessments as specific needs arise.

2008 will be a year of transition, as for the first time we introduce a system
of environmental and social targets to be integrated with the bank’s business
targets. At the date of the 2007 Social Responsibility Report, this stage of the
project is still underway. Accordingly, we have decided to provide information
on general work areas on which we will focus for 2008, with the intention of
identifying more precise targets over time.
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Below is a chart of the three strategic areas in which we have organised the
plan, and on which we will focus in a series of macro—-targets. The three areas
are based on our mission and are integrated with the social responsibility
targets stated in the 2006 Social Responsibility Report, with key words from
the Business Plan.

The macro-targets are based on internal discussion involving all top
management and operating managers. They have been approved by the Board
of Directors. Each of these macro-targets will include more specific content
once the planning activities mentioned above are complete. In the next social
responsibility report we will report on the results achieved.
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BANCA DI LEGNANO S.P.A. e
- BANCA DI LEGNANO

THE BANK
In 2007, Banca di Legnano (BL) celebrated 120 years of business. Founded
in December 1887 to meet the financial needs of the manufacturing industry
which, at that time, played a fundamental role in the economic life in the area
north of Milan, the bank has always stood apart as a leading bank in the upper
Milan area.

After the second world war, BLwas very active in the reconstruction, contributing
to the development of modern Italian industry during the economic boom. It was
at that time that Banca Commerciale Italiana became a majority shareholder in
Banca di Legnano.

In 2001, the bank joined the Banca Popolare di Milano Group.

BL’s commercial policy focuses on consolidating and expanding its market
shares in the provinces where it is traditionally present and expanding
them to surrounding areas. It pursues these objectives through a process
whereby efficiency is continuously increased and its commercial network is
progressively expanded. Over the past few years, it has reached the provinces
of Como and Novara.

“ IDENTIFICATION 2007 Year-End Figures

DISTRIBUTION NETWORK: MARKET SHARES:

111 retail branches Branches 0.3%
Deposits 0.2%

HEADCOUNT: Loans 0.2%

831 resources (including temporary staff/contractors)

Direct deposits: Euro 2.7 billion
CUSTOMERS": Indirect deposits: Euro 4.0 billion
over 160 thousand, of which Customer loans and advances: Euro 3.0 billion
nearly 90% are private individuals Net profit for the year: Euro 90.5 million

™ Figures are not comparable with 2006 due to the differences in the data following the IT migration.
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SOCIAL RESPONSIBILITY REPORT

Customers

In December 2007, Banca di Legnano had over 160 thousand customers, the
majority of which were private individuals (nearly 90%).

To more specifically meet their needs, in 2007, it focused substantially on its
range of products and pushed for the intense development of digital services
for retail and corporate customers, partly with the aim of freeing resources to
be used for customer care.

The development of relationships with local institutional and trade players
(guarantee consortia) continues.

To improve communications with customers, BL has used statements of account
to provide information not directly related to the banking business, such as
information on social and cultural initiatives that the bank has carried out or
sponsored.

BL continued to manage the eight Patti Chiari initiatives, as part of the project
in which the bank participates since its inception within the Italian Banking
Association.

Its participation has enabled it to obtain quality certification since 2004 and
maintain it for 2005-2007, when the certification company CISQ.CERT was
responsible for quality inspections, verifying the correct application of the Patti
Chiari guidelines.

In 2008, Banca di Legnano will participate in the new “Cambio Conto”
(“Account Change”) initiative with the two-fold aim of aligning itself with the
parent bank’s decisions and providing customers with the chance to enjoy an
additional service (account transferability) based on market transparency and
clearness principles.

In 2008, participation in the Patti Chiari program will also extend to the “Account

Change” and “Faro—Accessible ATMs” initiatives. In addition, the questionnaire
used to survey customers’ knowledge will be updated.

BANCA DI LEGNANO



B
BANKS AND Ci
Human resources

In 2007, bank personnel remained substantially stable compared to 2006.
53 people were hired and 54 left the bank. The Regional Areas employed 81% of
human resources, slightly down on 2006.

The percentage of university graduates out of total employees continued to
rise, reaching 22.1%. At the end of 2007, the average age of personnel was
41.5 years (41.6 in 2006).

FIGURES
Total employees 807 808 790
of which men (%) 71.4% 73.6% 74.8%
of which women (%) 28.6% 26.4% 25.2%
Average age 41.4 41.6 41.3

BREAKDOWN BY STRUCTURE

Branch network 654 | 81.0% 645 |79.8% 622 |79.0%
Headquarters 153 | 19.0% 163 | 20.2% 168 | 21.0%
Total 807 100.0% 808 [100.0% 790 100.0%
EDUCATION

University degree (long or short course) 178 | 22.1% 166 |20.5% 153 | 19.4%

High school diploma 537 | 66.5% 548 | 67.8% 541 | 68.5%
Middle school certificate

or middle school diploma 92 | 11.4% 94 | 11.6% 96 | 12.2%
Total 807 (100.0% 808 (100.0% 790 [100.0%
TURNOVER

Incoming 53 48 32
Outgoing 54 32 52
Incoming less outgoing -1 16 -20

In 2007, the bank took the first step in a project aimed at increasing the
integration of central offices and the commercial network. During a training
weekend in Rapallo, General Management, members of the Management
Committee and Regional Area Managers discussed the best ways to encourage
growth among their employees in an integrated way.
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A similar conference has been planned for Central Office Managers as well.

To reassure employees on maternity leave that they will find their positions upon
their return, they have been temporarily replaced by workers under fixed-term
contracts. In addition, part-time employment contracts have been offered to
women returning from maternity leave. Cancer prevention activities have also
continued for women in the workforce.

In 2007, there was another significant increase in training, with a total of 5,398 days
of training, equal to 6.63 per person (8.43 for the commercial network only).

Many training activities have focused on Customer Relationship Management
(CRM), an event seen as a way of encouraging personal growth through an intense
training campaign mainly relating to interpersonal relationships.

COURSE CONTENT (man days)
2007 2006 2005
Procedures 676 3,027 530
Professional skills 3,906 836 2,116
Seminars & other initiatives 816 272 190
Total 5,398 4,135 2,837

CassadiRisparmio diAlessandriacontinued toimplementsocialand recreational
activities for employees. Each year it receives funding from the bank.

Again in 2007, the annual event with bank retirees was held with awards for
employees who have been with the bank for 25-35 years. In addition, the 2007
incentive plan provided for retiring employees to sponsor their children.

The bank also funds the Associazione Mutua Integrativa Assistenza Malattia
(MIAM “Integrative Illness Fund Association™), and provided an extraordinary
contribution during the year.

Community

In 2007, the bank continued its publishing activities with a volume entitled “/
giorni che hanno fatto la Lombardy” (“The Days that Made Lombardy”) marking
one hundred twenty years since the foundation of the bank. The bank also
celebrated its anniversary with other cultural events, including the organisation
ofan exhibit of engravings and copper engravings of Buffon’s “Histoire naturelle”
by Pablo Picasso in 1931 in Paris. At the same time, it unveiled the “Battito
d’acqua” sculpture by renowned Japanese artist Susumu Shingu, which is on
display in Banca di Legnano’s forecourt, in Largo Tosi, Legnano.

BANCA DI LEGNANO



Bancadilegnanoisafounding member of the Fondazione Comunitaria delTicino
Olona, set up on 10 February 2006 to promote social solidarity by encouraging
the improvement of the quality of life in the community through civil, cultural,
social, environmental and economic development. The foundation has already
launched four tenders, including one in 2006 with grants of Euro 313,750 and
three in 2007, for Euro 250 thousand, Euro 100 thousand and Euro 150 thousand,
respectively.

SOCIAL OUTREACH (Amounts in Euro)
School, culture and healthcare 260,111 189,553 159,141
Solidarity 24,400 15,543 8,850
Associations 150,484 75,880 27,330
Other 125,681 102,985 136,280
Total 560,676 383,961 331,601
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CASSA DI RISPARMIO OB 515 Suiorin s
DI ALESSANDRIA

THE BANK

Cassa di Risparmio di Alessandria (CRAL) was set up in 1838 to promote the
development of the area in which it operates with a constant focus on meeting
the needs of local families and businesses, with particular attention to small
and mid-sized companies. The bank has also developed its tie to the local area
by offering countless treasury services to the public administration.

Following the 1990 reform, banking activities were separated from local non-
profit activities, laying the foundation for the creation of Cassa di Risparmio di
Alessandria S.p.A. and the Cassa di Risparmio di Alessandria Foundation. The
bank joined the BPM Group in September 2004.

CRAL considers its local roots a strength. The widespread, even presence of 87
bank branches in provinces where the bank has historically been located and
other surrounding areas where it has recently expanded encourage contact with
the communities where it operates.

“ IDENTIFICATION 2007 Year-End Figures

DISTRIBUTION NETWORK: MARKET SHARES:

87 retail branches Branches 0.3%
Deposits 0.1%

HEADCOUNT: Loans 0.1%

608 resources (including temporary staff/contractors)

Direct deposits: Euro 1.9 billion
CUSTOMERS: Indirect deposits: Euro 2.2 billion
over 110 thousand, of which Customer loans and advances: Euro 1.7 billion
85% private individuals Net profit for the year: Euro 15.1 million
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SOCIAL RESPONSIBILITY REPORT

Customers

Cassa di Risparmio di Alessandria had 113,545 customers at 31 December 2007,
including nearly 97 thousand private individuals and 17 thousand small and
mid-sized companies.

To meet the needs of specific customer segments, in 2007, in synergy with the
parent bank. Cassa di Risparmio di Alessandria developed new products (e.g.,
the prepaid Carta Je@ns card and the online Crabanking service for private
individuals and companies).

In terms of lending in 2007, the bank has focused specifically on a series of
subsidies and incentives to increase the use of energy from renewable sources,
with targeted loans to companies and private individuals.

New collaboration agreements were signed with trade associations in the
different provinces where the bank has a presence, with a view to increasing
commercial penetration in the various market segments.

Relationships with trade associations and underwriting syndicates continued
with specific attention devoted to both conferences and seminars for
entrepreneurs and through agreements to promote loans and other products.

2007 also saw the implementation of the integration process of the bank’s IT
system with the parent bank’s. This should lead to fruitful synergies with a
positive impact from a commercial, organisational and cost standpoint.

Anew “Treasury Service Centre” has been created to oversee all administrative,
legal and operating functions on behalf of entities for which the bank provides
treasury/cash services, to improve the quality of the service and contain costs.

In terms of complaints, CRAL is developing a company culture that is focused on
customers’ needs throughout the entire relationship and even more significantly
for unsatisfied customers, to reduce conflict. In 2007, it received 93 complaints
and four requests for information and documentation. It also received seven
compounding complaints.

Also in 2007, the bank was involved in nine lawsuits relating to securities
trading. Eight of these related to previous complaints.

CASSA DI RISPARMIO DI ALESSANDRIA



Human resources

In line with the parent bank, Cassa di Risparmio di Alessandria chooses
to manage its personnel on the basis of correct and transparent internal
communications processes.

To this end, it pursues and implements internal policies that are aimed at:

e considering people as company assets;

e valuing the expertise, professionalism and personal characteristics of
workers for individual and company growth;

e discussing/learning about sectors in which the parent bank operates to take
advantage of existing expertise. To this end, the parent bank has seconded
many employees to its subsidiary.

Since 2005, the workforce has remained substantially the same in terms of total
amounts and individual categories, totalling 581 employees at the end of 2007.
However, in contrast with this numeric stability, CRAL personnel significantly
changed in 2007, both in the ways they work and the number of branches
located in the expansion area.

The bank pursues equal opportunities and has seen sharp growth in junior
managers who are women, rising from 9% of junior managers in 2006 to 10.7%
in 2007. In addition, the bank also balanced the ratio of women to men in its
category of employees holding “University degrees (long or short course)”,
with growth in the number of women with degrees confirmed again in 2007
(from 19.3% in 2006 to 20.8% in 2007), reaching parity with men.

Lastly, turnover was inverted on the past two years, coming in at a positive
balance of 5 in 2007.

FIGURES

2007 2006 2005
Total employees 581 576 580
of which men (%) 46.1% 46.9% 47.2%
of which women (%) 53.9% 53.1% 52.8%
Average age 43.2 42.5 42.5

BREAKDOWN BY STRUCTURE
2007 % 2006 % 2005 %
Branch network 418 | 71.9% 409 | 71.0% 410 | 70.7%
Headquarters 144 | 24.8% 143 | 24.8% 153 | 26.4%
Qutside the structure 19 | 3.3% 24 | 4.2% 17 | 2.9%
Total 581 100.0% 576 [100.0% 580 [100.0%
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EDUCATION

2007 % 2006 % 2005 %
University degree (long or short course) 130 | 22.4% 125 | 21.7% 122 | 21.0%
High school diploma 422 | 72.6% 422 | 73.3% 426 | 73.4%
Middle school certificate
or middle school diploma 18 | 3.1% 18 | 3.1% 21| 3.6%
Other 1| 1.9% 1| 1.9% 1| 1.9%
Totale 581 (100.0% 576 [100.0% 580 [100.0%
TURNOVER
2007 2006 2005
Incoming 26 33 50
Outgoing 21 37 59
Incoming less outgoing 5 -4 -9

In 2007, the bank completed its first survey of expertise, involving commercial
network branch managers. This was the first step in the creation of a professional
development system that will prioritise relationships between the bank and
people, supporting professional growth and focusing on the needs of individual
people to achieve commercial and strategic objectives.

All bank structures were involved in the IT migration of procedures. Five sites
were created (commercial, credit, finance, training and structures) which, in
synergy with the parent bank, detailed all needs and necessary stages in the
transformation of bank procedures.

In 2007, two macro periods were created for training, each with its own
specific aspects.

The first period, which ran until the end of May 2007, mainly involved training
for commercial network employees, which was mandatory in some instances,
on various commercial issues (credit, portfolio, foreign) and ISVAP pensions.
During the second period, which ran from June to October, training focused on
issues relating to procedural integration. The intense course schedule involved
over 350 people, mainly from the commercial network.

As in previous years, the bank confirmed its participation in meetings,
conferences and workshops managed by its usual training partners (THE
ITALIAN BANKING ASSOCIATION, Informa, ITA, etc.), although to a lesser extent
than in 2006. It mainly concentrated on the most important issues that could
not be postponed, such as the protection of personal data, Target 2, Basel 2,
anti-money laundering, etc.
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COURSE CONTENT

Procedures 3,509 282 131
Management skills 4 46 132
Sales and marketing 10 470 88
Professional skills 787 662 548
New-hire training 52 50 582
Remote training 684 388 410
Languages - - -
Seminars & other initiatives 10 10 26
Total 5,056 1,908 1,917

TRAINING BY CATEGORY

Managers 7 7 1
No. of days 9 9 1
Officials 933 120 120
No. of days 1,217 617 551
Clerical 1,901 315 340
No. of days 3,830 1,282 1,365
Total 2,841 442 461
No. of days 5,056 1,908 1,917
Community

In collaboration with the Cassa di Risparmio di Alessandria Foundation, the bank
has published the book “Monferrato: lo scenario del Novecento” (“Monferrato
in the Nineteen Hundreds”), the fourth volume in a series on Monferrato, an
important hilly area in the region whose culture, environment and tourism
have played a crucial role in redefining the economic and social aspects of
Alessandria.

SOCIAL OUTREACH (Euro)
School, culture and healthcare 236,282 282,870 116,000
Other 90,340 60,850 24,000
Total 326,822 343,720 140,000
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External Affairs

The weekly television show “Oggi per Domani” continued, which deals
with topics of interest for the Piedmont and Liguria economies. In addition,
conferences were organised for specific business sectors in collaboration with
trade associations and local professional groups.

Lastly, with the prefectures of the provinces in the region, the bank participated
in the Piedmont memorandum of understanding to prevent bank crimes. This
should increase collaboration between banks and the police against the risk
of burglary, which is included among the risks regulated by Legislative decree
no. 626/94.

CASSA DI RISPARMIO DI ALESSANDRIA
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BANCA AKROS

THE BANK

In 2007, Banca Akros celebrated its tenth anniversary. It was founded out of the
awareness of the limits set by the traditional banking model and the specific
needs of customers no longer satisfied with commercial banks.

Initially controlled by the holding company Akros Finanziaria, in turn
owned by a group of two hundred businesspeople, one of Italy’s first public
companies, Banca Akros was acquired in 1998 by Banca Popolare di Milano.
Bank management encouraged this change, as the holding company’s mission
had been fulfilled, and management saw the acquisition as an opportunity to
develop the bank’s vocation and identity.

At the foundation of the relationship between Banca Popolare di Milano and
Banca Akros that has developed over time on the basis of knowledge and
collaboration are two unalienable pillars: the separation of duties and the
banks’ complementary nature.

Distinguishing between their respective areas of expertise while maintaining
complementary businesses means reaffirming the specific expertise and focus
of Banca Akros in the investment and private banking sectors for high profile
customers. Its strategy is based on innovation and specialisation, with deep-
rooted domestic operations integrated with the significant development of
activities in all international markets.

‘ ‘ IDENTIFICATION 2007 Year-End Figures

DISTRIBUTION NETWORK: Direct deposits: Euro 0.7 billion
3 Branches Indirect deposits: Euro 2.4 billion
Customer loans and advances: Euro 0.3 billion

HEADCOUNT: Net profit for the year: Euro 46 million
258 resources (including temporary staff/contractors)

CUSTOMERS:
approximately 1,400
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SOCIAL RESPONSIBILITY REPORT

Customers

Offering the best service first and foremost means understanding the customer’s
needs, the effectiveness of all available tools and the potential of each solution
offered. Above all customer needs, Banca Akros places confidentiality at the top
of the list, a difficult concept to express, as it is the result of an overall approach
to the relationship between the bank and its customers. Second, it focuses on
profit from financial markets, which should not be realised through customers,
but with them.

Banca Akros targets high net worth individuals with individual and customised
asset management packages, wealth management advisory services and order
collection services on domestic and international markets.

The bank has its registered office in Milan and branches in Rome and Turin. It
offers services to roughly 1,400 customers, mainly in Lombardy and Northern
Italy.

At the end of 2007, assets under management exceeded Euro 2.3 billion, with
average assets per customer of approximately Euro 1.6 million.

The bank pursues its aim of offering customers the best possible service
by focusing on stated and perceived requirements and by implementing a
coordinated series of organisational measures, such as:

e High private banker to customer ratio, so as to ensure that each customer
receives the necessary time to discuss in-depth their risk/yield profile and
consequent investment strategies.

e Soundwork group stability, so as to offer customers continuous relationships
over time, encouraging a high level of loyalty, even in particularly difficult
markets.

e High degree of transparency, so as to ensure that customers’ investments
are correctly valued. In 2007, Banca Akros only received one complaint;

e Rapid execution of international orders at the best possible prices, to ensure
optimal order management. The bank made this commitment to protecting
customers before the implementation of the EU “MiFID” directive in Italian
regulations using the SABE system (best execution automated system).
SABE enables the bank to find the “real best price” on a wide variety of
diversified trading venues, without being limited to one or two markets.
The same type of service is offered to financial brokers and their retail
customers.

e Organisation of meetings between customers and private bankers, to
consolidate their trust relationships. The most successful of these have
been the many modern and contemporary music events organised on behalf
of FAI (the Italian Environment Fund) and certain sporting events (sailing,
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horse racing and golf tournaments). In 2007, the bank also sponsored
“round tables” on current economic and financial affairs at its offices in
Rome and Turin.

Human Resources

The workforce of Banca Akros has remained stable from 2005 to 2007, reaching
243 employees at the end of 2007.

Given the nature of its services, professional profiles are typically high, with a
constantly growing number of university graduates, which was 44% at the end
of 2007.

FIGURES

Total employees 243 244 241

of which men (%) 65.0% 63.1% 64.7%

of which women (%) 35.0% 36.9% 35.3%

Average age 39.3 39.3 38.3
EDUCATION

University degree (long or short course) | 107 | 44.0% | 103 | 42.2% 98| 40.7%

High school diploma 121 49.8%| 124| 50.8%| 126| 52.3%

Middle school certificate

or middle school diploma 15 6.2% 17 7.0% 17 7.1%

Total 243 | 100.0% | 244 | 100.0% | 241 | 100.0%
TURNOVER

Incoming * 24 21 16
Outgoing ? 25 18 15
Incoming less outgoing -1 3 1

* Hired under open-ended contracts.
2 Mainly voluntary resignations.
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As with all companies that offer sophisticated professional services, the value
created by Banca Akros largely depends on the quality of its human capital,
which needs to be carefully cultivated and enhanced.

Activities carried out to this end meet a variety of needs:
e use of all organisational levers, such as:

— continuous training, using both traditional methods and through
professional practice (learning by doing);

— incentives for empowering employees in decision making and rewarding
each employee’s merits to ensure awareness and participation;

— continuousmonitoringthatthe statedvalues, suchasnon-discrimination,
discipline and mutual respect, are upheld, also with the aim of fostering
team spirit;

— broad and complete training programs that exploit the complementary
natures of private and investment banking.

e investing in young people: Banca Akros recruits recent university and high
school graduates for work experience and then hires them.

e investing in technology to improve efficiency and ensure high quality work
and customer service, minimising operating risk. IT expenses make up roughly
one third of all administrative costs (excluding personnel expenses).

Community

Banca Akros strongly believes in the importance of its relationship with the
community. It has always supported Italian artistic and cultural initiatives.

In recent years, the bank has promoted and sponsored the work of young artists
by organising one-person shows at its office in Milan. It has also promoted and
sponsored modern and contemporary art exhibits.

For many years, Banca Akros has sponsored the organisation of modern and
contemporary music concerts and modern art conferences through which
FAI (the Italian Environment Fund) finances it activities. As a result of its
commitment, FAl has named Banca Akros a “Corporate Golden Donor”.

This year, in a tribute to the sixtieth anniversary of the Italian constitution, the
bank sponsored the “Giovani di sana and robusta costituzione” (“Young people
with a healthy and robust constitution”) initiative, a series of meetings held to
inform students from four Milanese schools of the historical and ideological
origins, as well as the principles and values, of the Italian constitution. The project
received the high patronage of the Prime Minister, the President of the Republic,
the Lombardy Region, the Province of Milan and the Municipality of Milan.
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External Affairs

Banca Akros has promoted a unique European initiative by participating in
the creation of an independent financial research company (ESN — European
Securities Network) that involves leading banks in many European countries.
This network makes Banca Akros one of the few banks that can offer its
customers truly pan—-European research that covers not only the most important
listed companies, but also mid-sized and small cap companies, thereby helping
increase stakeholders’ financial knowledge.
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BIPIEMME GESTIONI SGR S.r.A. (\\\\\\\\\\\\%) BIPIEMME

THE COMPANY

Bipiemme Gestioni SGR is an asset management company that was set up
in 1984.

Its offer of products and services, which cover all customer requirements, has
expanded over time with significantly innovative products, such as quantitative
management funds, ethical funds and an open-ended pension fund integrating
public pension coverage.

At the end of 2007, assets totalled roughly Euro 19 billion, making Bipiemme
Gestioni SGR one of the Italian market’s largest asset management companies.
The high quality of its services has earned the company many awards.

Bipiemme Gestioni’s mission is to “offer tailor-made solutions and tools for all
asset management needs, such as investment funds, funds of funds, pension
funds and asset management schemes, through professional, innovative and
transparent management, while optimally diversifying customers’ portfolios
based on their risk profile and length of investment.”

‘ ‘ IDENTIFICATION 2007 Year-End Figures

DISTRIBUTION NETWORK: ASSETS UNDER MANAGEMENT :

56 placement agents, of which Euro 19 billion, of which:

5 of the BPM Group 58.8% funds

41.2% individual portfolio management

HEADCOUNT:

119 resources (including temporary staff/contractors) MARKET SHARE OF INVESTMENT FUNDS:

CUSTOMERS:

2.0%

over 250 thousand, of which NET PROFIT FOR THE YEAR:
169 institutional customers Euro 10.5 million

BIPIEMME GESTIONI SGR S.P.A.



AWARDS RECEIVED IN 2007:

ranked 1st in the “Grand Prix Eurofonds 2008” of best European asset
management companies as best Italian asset manager with between 16 and
25 funds;

recipient of the “Special Triple A Award” at the “Milan Finanza Global Awards”
for best average rating of funds under management and for the BPM Corporate
Bond Fund;

BPM Tesoreria Fund ranked 1st in the “High Yield Category”, as “Best Euro
Bond Fund”;

BPM Corporate Bond Fund ranked 1st in the “Morningstar Awards Italy 2008”;
BPM Mix ranked 1st by the Lipper “Fund Awards Italy 2008” as best 3rd and
sth year fund in the “Mixe assets: EurConservative—Eurozone” category.

SOCIAL RESPONSIBILITY REPORT

Customers

Bipiemme Gestioni SGR has over 250 thousand private and institutional
customers, roughly 3 thousand in individual portfolio management.

The following chart and table break down assets under management by product
and customer type.

ASSETS UNDER MANAGEMENT AT 31 DECEMBER 2007: EURO 18,971.5 MILLION

58.70%

2.09%

. Cash accounts

26.82%

Asset management mandates

. Pension fund

. Investment funds

0.15% . Asset management - securities
7 7-24% M recail
4.79% . Asset management — funds

0.21%
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BREAKDOWN BY CUSTOMER AT 31 DECEMBER 2007 (in millions of Euro)

Amount %
Institutional customers 3,904.8 21%
Other 15,066.7 79%
Total 18,971.5 100%

Amount Number
TRADITIONAL INSTITUTIONS * 534.1 31
Private savings banks 159.2 14
Open-ended pension funds 39.6 5
Pre-existing pension funds 319.4 10
Bank foundations 15.9 2
OTHER INSTITUTIONAL CUSTOMERS 3,370.70 138
Banks and other financial service companies 658.5 13
Insurance companies 2,154.3 20
Non-profit organisations 263.4 31
Corporate customers 144.9 49
Other ** 149.6 25
Total 3,904.8 169

* Classification of Prometeia.
** “QOther” includes the “BPM Obiettivo Rendimento” fund reserved for institutional customers, which
is considered alone.

In 2007, the company streamlined and innovated its product portfolio.

The company launched two new products featuring innovative management
methods. The first is asset management in profit taking funds and the second
is the “Obiettivo Rendimento” (“Objective Yield”) investment fund to manage
companies’ liquidity with a total return approach.

In collaboration with Etica SGR, the company is also marketing a new ethical
equity fund called “Valori Responsabili Azionario” (“Responsible Equity Fund™).
Lastly, it has expanded its Arts and Trades open—ended pension fund in light of
the recent integrative pension reform.
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The company distributes its investment funds within the BPM Group (captive
channels) via bank branches, the website and a network of private bankers, and
outside the group (non-captive channels) through third party banks, insurance
companies, stock brokerage companies and networks of financial consultants.
At 31 December 2007, Bipiemme Gestioni SGR enjoyed a distribution network
of 56 placement agents, including five belonging to the BPM Group.

PLACEMENT AGENTS
Number

Banks 42
Insurance companies
Foundations

Asset management companies
Online

Other

Financial consultant networks
Total 56

N B, WW ~r B

Investment fund assets broken down by captive and non-captive distribution
channels have developed as follows:

Year Non-captive Captive
2007 9.4% 90.6%
2006 6.2% 93.8%
2005 5.8% 94.2%

Bipiemme Gestioni SGR signed an important partnership agreement with Banca
Etruria which, in June 2007, entailed the understanding that Banca Etruria
would invest in Bipiemme Gestioni with a holding of 4.99% while the asset
management company acquired the individual asset management business
unit from Banca Etruria. This partnership also provides for the distribution of
BPM Funds by Banca Etruria.
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Human Resources

In 2007 Bipiemme Gestioni SGR’s workforce grew by seven employees, from 110
employees in 2006 to 117 at the end of 2007.

With the aim of attracting the most skilled professionals and offering top quality
services, the company enjoys a highly cooperative internal environment and
rewards its employees in line with best market practices.

FIGURES
Total employees 117 110 110
of which men (%) 62.4% 60.9% 60.0%
of which women (%) 37.6% 39.1% £40.0%
Average age 39.8 39.0 38.3
EDUCATION

University degree (long or short course) 54 | 46.2% 49 | 44.5% 49 | 44.5%

High school diploma 54 | 46.2% 52| 47.3% 52| 47.3%
Middle school certificate

or middle diploma 9 7.6% 9| 8.2% 9| 8.2%
Total 117 [ 100.0% | 110|100.0% | 110 |100.0%
Community

In collaboration with the Milan Diocesan Museum — Sant’Ambrogio Foundation
— Bipiemme Gestioni SGR organises the cultural initiative “Un Capolavoro per
Milan” (“A masterpiece for Milan”) which, each year, brings to Milan a piece of
artwork from other areas that is not easily accessible to the public at large.
After the masterpieces of Caravaggio and Mantegna, in 2007, the Annunciation
by Antonello da Messina was brought from Sicily’s Regional Gallery in Palazzo
Abatellis, Palermo.

2002 Ecce Homo by Antonello da Messina 15,000
2003 Annunciation by Domenico Beccafumi 20,000
2004 The Capture of Christ by Caravaggio 50,000
2006 The Holy Family by Andrea Mantegna 50,000
2007 The Annunciation by Antonello da Messina 50,000
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SOCIAL OUTREACH (Euro)
2007 2006 2005

School, culture and healthcare ‘ 26.000 ‘ 30.000 ‘ 30.000

Moreover, since 2000, together with the parent bank, Bipiemme Gestioni SGR
has organised the Economy and Savings Forum, an annual, high level meeting,
devoted to economic conditions and financial markets, with particular attention
to changes in investors’ attitudes and needs, and the way in which players
arrange to meet them.

The event is reserved for customers and big names in economics and finance.

External Affairs

For several years, through the Communication and External Relations
Department, Bipiemme Gestioni SGR has been handling all contact with the
media so as to make the spreading of news to the general public as effective as
possible, by means of:

e press releases that are sent to financial/national newspapers, magazines
and press agencies;

e meetings with financial journalists to directly discuss the company’s
activities and the various initiatives that it promotes;

e a website that provides all of the information that a customer might need
on the products and services provided by the company, as well as the latest
news on the economy.

Institutions

Bipiemme Gestioni SGR has ongoing contact with the Supervisory Authorities,
trade associations and external consultants that handle matters relating to
the correct management of the company and relations with the Bank of Italy,
CONSOB, COVIP, and with various trade associations and external consultants
which handle matters relating to financial products.

Within the Italian Banking Association and Assogestioni, the company follows
work group activities on pertinent issues.
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CUSTOMERS

Total number of customers

2007 1,026,702
2006 1,027,623
2005 1,032,743
RETAIL CUSTOMERS
Number of retail customers
2007 916,086
2006 920,085
2005 928,497
Breakdown by age
Age groups 2007 2006 2005
<18 1.31% 1.33% 1.55%
19 to 25 years 3.69% 3.82% 3.98%
26 to 45 years 34.91% 35.67% 36.23%
46 to 65 years 34.71% 34.46% 34.34%
Over 65 years 25.38% 24.71% 23.90%
Breakdown by gender
Men 49.51%
Women 50.49%
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ATTACHMENTS

Breakdown by length of relationship

Length 2007 2006
< 1year 4% 3%
1-5 years 16% 17%
6—10 years 18% 19%
More than 10 years 63% 60%
Total 100% 100%

CORPORATE CUSTOMERS
Number of corporate customers

Type 2007 2006 2005
Small businesses 101,580 98,465 96,825
Mid-sized companies 8,684 8,637 7,140
Large companies 352 436 281
Total 110,616 107,538 104,246

Breakdown by length of relationship

Length 2007 2006
<1year 10% 9%
1-5 years 34% 35%
6—-10 years 21% 22%
More than 10 years 35% 33%
Total 100% 100%

Small Businesses: Breakdown by Business Activity

Business activity 2007 2006 2005
Agriculture 2,692 2,557 2,486
Industry 17,303 17,065 17,472
Skilled trades 22,435 21,543 20,681
Services 24,594 23,621 13,953
Commerce 14,053 13,862 20,049
Other 20,503 19,817 22,184
Total 101,580 98,465 96,825
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Customer Satisfaction: summary of 2007 feedback activities

Topic Customers Number Methodology Frequency
concerned
Customer Satisfaction Private 4,000 Phone Annual
individuals interviews since 2005
Customer Satisfaction Private 24 Individual Ad hoc
interviews
Customer Satisfaction Private 450 Phone Annual (new)
interviews
Customer Satisfaction Small 1,500 Phone Annual
Businesses interviews since 2005
Customer Satisfaction SMEs 20 Individual Ad hoc
interviews
Customer Satisfaction SMEs 600 Phone Annual (new)
interviews
Reasons for and Professionals 25 Focus group  Ad hoc
expectations of the and one-person
MyBusiness account companies -
current and
prospective
customers
Customer Satisfaction Customers 1,000 Phone Quarterly
We@bank interviews
Complaints received
Type 2007 2006 2005
Current accounts 547 624 560
Investment products 317 595 666
Financing products 522 355 814
Payment and collection services 706 581 475
Insurance policies 31 36 43
Miscellaneous 173 134 142
Total 2,296 2,325 2,700
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ATTACHMENTS

Awareness of Patti Chiari

In 2007, the bank continued to survey the public’s awareness of Patti Chiari as part of
its customer satisfaction survey on a sample basis. The results show a slight drop in the
percentage of customers who knew about the initiative.

2007 2006 2005
| am aware of the initiative 42.6% 44.2% 44.2%
“I have only heard of it” 38.6% 38.2% 38.5%
“l am well aware of the initiative” 4.0% 6.1% 5.8%
I am not aware of the initiative 57.4% 55.8% 55.8%
Foreign Customers
Country of origin 2007 2006 2005
Eastern Europe 9,437 8,181 7,318
Rest of Europe 2,835 2,303 2,148
Africa 8,121 7,912 7,686
Asia 8,691 8,194 7,857
South America 5,921 5,725 5,484
Rest of the world 986 923 856
Total 35,991 33,238 31,349
We@bank: use of BPM’s We@bank site
Description 2007 2006 Trend

Monthly average number of customers who use
the secure pages on the site (i.e., after log-in

with password) 110,500 92,000 +20.1%
Customers using the site at least once per year 158,637 130,560 +21.5%
Percentage of active customers out

of registered customers 75% 72% +3 p,p,
Total annual page views 9,086,464 9,481,985 —4.2%
Requests for information (current account

balance, movements, outcome of orders, etc.) 10,803,471 9,605,119 +12.5%
Customer orders 109,687 79,066 +38.7%

Banking orders (bank transfers, bank slips,
automatic transfers, payments against notice, etc.) 1,748,554 1,131,608 +54.5%

Online trading (stock market trades) 440,675 406,927 +8.3%

Transactions in funds (purchases, sales and switches) 26,006 25,667 +1.3%
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MEMBERS AND SHAREHOLDERS

Breakdown of Share Capital at 31 December 2007

Total shareholders of which members | of which non-member
shareholders

Type of Number Shares | Number Shares Number
shareholders of share- held |members held of
holders non-member

share-

holders
BPM
employees* 8,515 11,346,987 7,960 11,289,833 555 57,154
Group
employees * 375 259,138 318 229,204 57 29,934
Customers 39,558 54,514,162 28,610 46,939,465 10,948 7,574,697
Institutional
investors ** 287 231,102,060 7 3,718,347 280 227,383,713
Large members/
share-holders *** 61 30,386,988 17 5,483,728 44 24,903,260
Strategic
partners **** 16 22,773,395 12 16,268,760 4 6,504,635
Other 44,984 64,651,501 10,354 12,693,278 34,630 51,958,223
Total 93,796 415,034,231 47,278 96,622,615 46,518 318,411,616

* Including under-age children.

** Qualified operators (insurance companies, banks, trusts, etc.) and undertakings in collective
investment (funds, pension funds and SICAVs).

*** Shareholders with at least 100,000 shares, not included under institutional investors.

**%*% |ncluding four shareholder partners in the CM-CIC Group, which at 31 December 2007 had
submitted an application for membership.

Breakdown of Foreign Shareholders

Type of shareholders Number of Shares held
shareholders

Funds 104 52,517,320

Pension funds 26 10,821,133

Other qualified operators 95 124,574,660

Total 225 187,913,113
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ATTACHMENTS

Regional Breakdown of Members and Shareholders

Total shareholders of which members | of which non-member
shareholders

Number Shares | Number
of share- held of
holders members non-member
share-
holders
Milan and
Province 41,048 98,894,073 29,178 49,724,851 11,870 49,169,222
Lombardy 15,905 25,080,275 9,195 15,215,545 6,710 9,864,730
Lazio 4,686 7,661,053 2,037 1,821,195 2,649 5,839,858
Puglia 2,520 1,791,719 1,127 948,966 1,393 842,753
Emilia
Romagna 8,971 13,787,064 3,070 7,922,104 5,901 5,864,960
Piedmont 4,772 13,576,070 1,243 4,199,298 3,529 9,376,772
Other
regions
and abroad 15,894 254,243,977 1,428 16,790,656 14,466 237,453,321
Total 93,796 415,034,231 47,278 96,622,615 46,518 318,411,616

Membership admissions and cancellations/forfeitures

2007 2006 2005
Approved members 635 735 545
Applications rejected 2 o 0
Excluded members (*) 19 14 8
Terminated members (**) 3,671 4,880 4,410

(*) Due to “breach of contract with the bank”.
(**) Due to “total loss of equity holdings” or death.

BPM Rating

Rating agency Long-term Short-term Outlook Date of last
debt debt revision
Moody’s A1 P-1 Stable 21 Dec o7
Fitch Ratings A F1 Stable 13 June 08
Standard & Poor’s A- A-2 Stable 30 Nov o7
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Analysts’ coverage in December 2007

List of analysts

Banca IMI Dresdner Kleinworth JP Morgan

Banca Leonardo Euromobiliare KBW

Centrosim Exane BNP Kepler
Cheuvreux Goldman Sachs Lehman Brothers
Citi HSBC Mediobanca
Deutsche Bank Intermonte Merrill Lynch

Summary of Analysts’ Ratings with Recommendations

Hold 44.4%
Sell 27.8%
Add 27.80/0

Total coverage

Year Number of analysts

2007 18
2006 15
2005 12

Participation in General Meetings

Type of members 2008/0 2007/S 2007/0 2006/0
In Byproxy In Byproxy In By proxy
person person person
BPM employees 997 41 1,940 90 1,012 44 1,287 156
Group employees 52 3 27 2 45 4 57 5
Under-age children o 337 o] 635 o] 354 (o] 493
of BPM employees

Under-age children
of BPM Group
employees o 2 o 2 o 4 0 5

Total employees 1,049 383 1,967 729 1,057 406 1,344 659
Total other members 762 721 399 390 755 811 1,430 1,924

Grand total 1,811 1,004 2,366 1,119 1,812 1,217 2,774 2,583

Total voters 2,915 3,485 3,029 5,357

O = Ordinary general meeting; S = extraordinary general meeting
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HUMAN RESOURCES

ATTACHMENTS

Average age 2007 2006 2005
Men 44.6 44.8 44.8
Women 40.3 40.0 39.4
Average age 42.8 42.8 42.5
New hires 2007 2006 2005
Men 164 104 93
Women 154 67 67
Total 318 171 160
Ratio of women/men 0.94 0.64 0.72
Resignations/terminations 2007 2006 2005
Men 211 218 195
Women 27 39 41
Total 238 257 236

Course content

Training

Participation

% of

participation
out of total

Duration
in man days

Duration
in hours

Remote training (FAD) 33,058 66.3 10,999 87,993
Professional training 9,588 19.2 10,244 81,949
Initiatives/ 3,870 7.8 865 6,920
Miscellaneous

Procedural training 1,147 2.3 4,271 34,170
Communications 750 1.5 1,313 10,504
Managerial training 730 1.5 794 6,350
Languages 521 1.0 744 5,954
Seminars/ 190 0.4 350 2,800
conferences

Total 49,854 100.0 29,580 236,640
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Breakdown by education

2007 | a6 | mes |
e e e

University degree

(long course) 637 661 1,298 625 601 1,226 618 571 1,189
High school 2,421 1,807 4,228 2,462 1,748 4,210 2,571 1,743 4,314
Middle school 550 319 869 568 311 879 580 318 898
Total 3,608 2,787 6,395 3,655 2,660 6,315 3,769 2,632 6,401
University degree

(long course) 17.7% 23.7% 20.3% 17.1% 22.6% 19.4% 16.4% 21.7% 18.6%
High school 67.1% 64.8% 66.1% 67.4% 65.7% 66.7% 68.2% 66.2% 67.4%
Middle school 15.2% 11.4% 13.6% 15.5% 11.7% 13.9% 15.4% 12.1% 14.0%
Total 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0%

Breakdown by position

2007 | 2006 | 2005 |
R S T e
4 99 94 3 97 109 5 114

Managers 95

Junior managers 1,670 674 2,344 1,709 626 2,335 1,791 596 2,387
Clerical 1,769 2,082 3,851 1,777 2,012 3,789 1,787 2,006 3,793
Other 74 27 101 75 19 94 82 25 107
Total 3,608 2,787 6,395 3,655 2,660 6,315 3,769 2,632 6,401
Managers 2.6% 0.1% 1.5% 2.6% 0.1% 1.5% 2.9% 0.2% 1.8%
Junior managers 46.3% 24.2% 36.7% 46.8% 23.5% 37.0% 47.5% 22.6% 37.3%
Clerical 49.0% 74.7% 60.2% 48.6% 75.6% 60.0% 47.4% 76.2% 59.3%
Other 2.1% 1.0% 1.6% 2.1% 0.7% 1.5% 2.2% 0.9% 1.7%
Total 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0%

Breakdown by structure

2007 | =006 | 2005 |
oo i Tl i T | i T e

Local structure 2,123 1,841 3,964 2,169 1,804 3,973 2,212 1,796 4,008
Intermediate structure 315 102 417 338 92 430 357 98 455
Central structure 1,122 643 1,765 1,110 5900 1,700 1,146 544 1,690
Outside the structure (*) 48 201 249 38 174 212 54 194 248
Total 3,608 2,787 6,395 3,655 2,660 6,315 3,769 2,632 6,401
Local structure 58.8% 66.1% 62.0% 59.3% 67.8% 62.9% 58.7% 68.2% 62.6%
Intermediate structure 8.7% 3.7%  6.5% 9.2% 3.5%  6.8% 9.5% 3.7% 7.1%
Central structure 31.1% 23.1% 27.6% 30.4% 22.2% 26.9% 30.4% 20.7% 26.4%
Outside the structure (¥) 1.3% 7.2% 3.9% 1.0% 6.5%  3.4% 1.4%  7.4% 3.9%
Total 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0%

(*) Including personnel on maternity leave and sabbatical.
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ATTACHMENTS

SUPPLIERS

The amounts shown refer to turnover. They are not organised as in the past. Total goods/
services actually received and invoiced in the year are presented more realistically in
accounting terms and by supplier.

Breakdown by type of supply (in thousands of Euro)

Type of | wes ]

supply Number Amount Number %  Amount

Services 2570 86.3% 156,178 54.4% 2630 86.8% 161,184 55.4%
Properties 265 8.9% 36,434 12.7% 246 8.1% 39,281 13.5%
Technologies 143 4.8% 94,637 32.9% 155 5.1% 90,362 31.1%
Total 2,978 100.0% 287,249 100.0% 3,031 100.0% 290,827 100.0%

Breakdown by geographical area

(in thousands of Euro)

2007

Region / Geographical area Operating Turnover % oftotal Operating Turnover % of total

suppliers turnover suppliers turnover
North-West Italy 1,794 224,621 78.2% 1,909 229,301 78.8%
North-East Italy 306 24,984 8.7% 319 18,154 6.2%
Central Italy 496 24,667 8.6% 452 30,987 10.7%
Southern Italy 305 5,472 1.9% 262 5,496 1.9%
Islands 20 2,411 0.8% 22 481 0.2%
Abroad 57 5,095 1.8% 67 6,408 2.2%
Total 2,978 287,250 100.0% 3,031 290,827 100.0%

Breakdown by turnover
v (in thousands of Euro)

Range Num. Amount Amount .| Amount Num. Amount

* .
*) sup- turnover turnover turnover suppliers turnover
pliers

Up to

100,000 2,357 25,666 16.4% 214 3,833 10.5% 78 2,358 2.5% 2,649 88.9% 31,857 11.1%
From 100,000

t0 500,000 166 33,893 21.7% 41 9,918 27.2% 33 6,821 7.2% 240 8.1% 50,632 17.6%
From 500,000

t01,000,000 28 20,275 13.0% 4 2,627 7.2% 12 8,544 9.0% 44 1.5% 31,446 10.9%
Over

1,000,000 19 76,344 48.9% 6 20,056 55.0% 20 76,914 81.3% 45 1.5% 173,314 60.3%

Total 2,570 156,178 100% 265 36,434 100.0% 143 94,637 100.0% 2,978 100.0% 287,249 100.0%

(*) In Euro.
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ENVIRONMENT

Electricity
Annual consumption 2007 2006 2005 2004
KWh? 128 128 126 130
Kcal? 30,550* 50,200 43,400 43,500

(*) The sale of the Galfa tower, which is heated with diesel, along with the relatively temperate winter
conditions, explains the difference on 2006.

Water
Annual consumption 2007 2006 2005 2004
M3/year 276,525 380,150 405,000 448,000
Consumption
per head
(m3-annual/ 43.00 60.00 63.00 69.00

average number
of employees)

Paper
Annual consumption 2007 2006 2005
Kg 1,180,872 1,136,964 1,167,498

Only print-out paper and that used for internal purposes is considered.
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ATTACHMENTS

Photocopies
Annual number of photocopies 2007 2006 2005
Black and white 8,019,880 5,098,745 5,422,794
Colour 554,065 535,940 453,277

The bank’s photocopy centre, which photocopies material for all bank divisions, has three
black and white photocopiers and two colour photocopiers.

The grammage of the paper used for black and white copies has been reduced from 8o
g/m2 to 75 g/m2 thanks to better photocopy technology, while the paper used for the
colour photocopies is 100 g/m2.

Company car kilometres
Annual kilometres 2007 2006 2005
Km - petrol 5,833,753 3,977,566 2,100,210
Km — diesel 2,748,721 1,857,705 1,017,147
Total 8,582,474 5,835,271 3,117,357

Recovery and disposal of separated waste

(ke)
Tipologia rifiuti 2007 2006 2005
Urban and similar waste * 131,291 170,680 145,024
Spent oil (in litres) 4,450 840 4,940
Non-dangerous waste 2 1,338,575 1,094,418 953,739
Dangerous/special waste 3 8,159 9,474 8,705
Total 1,482,475 1,275,412 1,112,408

* Packaging in mixed materials.
2 Paper, cardboard, plastic and toner.
3 Sanitary waste, batteries and neon.
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GLOSSARY

ASSET:
the tangible and intangible resources of a company.

ASSET ALLOCATION:
the spread of available funds among different financial instruments.

ASSET MANAGEMENT:
the act of managing a portfolio of financial assets.

ATM:
an automated teller machine that enables customers to withdraw/deposit
amounts, make payments and request information.

AUDITING:
the activity of controlling a company’s activities and accounts carried out by an
in-house board or independent external firms.

BACK OFFICE:
the office providing administrative services not in direct contact with customers.

BANKING:
activity generally carried out in the ambit of banking.

BASEL 2:

the new international accord regulating the capital requirements of banks on
the basis of which the financial institutions of member countries must have
enough capital set aside to reduce the risks to which they are exposed (credit,
market and operational risks). In terms of credit risk, the banks must calculate
the capital requirement for risk activities entered into with their customers
based on the credit-worthiness of these latter, summarised by external rating
agencies (assigned by specialised companies) or calculated internally through
the use of preventive methods recognised by the Regulators.

BENCHMARK:
a standard of reference for measurement.
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BROKER:

an individual or a firm that sells and purchases securities and financial
instruments (or other goods in a wider sense) on behalf of its customers and
charges a commission.

BUSINESS (SEGMENTS OF):
business understood as productive activity as a whole.

CAPITAL MARKET:

the market for trading mid- to long-term financial instruments allocated to
structural financial needs; the definition refers to the advisory and placement
services as a whole provided to companies by financial intermediaries.

CAR POOLING:
method of transport in which a private automobile is shared between a group of
people in order mainly to cut down on transport costs.

CLAIM:
within the ambit of an advertising campaign, it is the main promise made to the
consumer.

COACHING:
process through which an individual is assisted in developing and optimising his
or her skills and personal aptitudes in order to encourage maximum performance.

COMMERCIAL BANKING:

ordinary banking activity carried out with individual and business customers;
it does not include advisory or specialist activity such as Corporate Finance,
Capital Markets or M & A.

COMPLIANCE:
accordance with the rules, laws and regulations.

CORPORATE
customer segment made up of mid—and large-size enterprises.

CORPORATE BANKING
banking activity carried out in the business area and reserved to mid— and
large-size enterprises.

CORPORATE GOVERNANCE:

the instruments and regulations that govern a company, particularly in reference
to the transparency of documents and company deeds and the completeness of
disclosures to markets.

COST-TO-INCOME RATIO:

refers to the ratio of productivity determined by the ratio between operating
costs and net interest and other banking income.

CRAL:
the staff social club.



CSR:
Corporate Social Responsibility.

CUSTOMER RELATIONSHIP MANAGEMENT (CRM):
the organisational model that focuses on functional and operational activity in
the relationship with the customer.

CUSTOMER SATISFACTION:
the main objective of a marketing-oriented company whose efforts seek to
establish a quality relationship with the customer.

DERIVATIVES:
financial instruments whose value is derived from the value of an underlying asset.
Futures, forwards, options and swaps are all types of derivative instruments.

E-BANKING:
the customers’ use of an electronic network to conduct a wide range of banking
transactions.

E-COMMERCE:
the use of electronic networks for the sale and purchase of goods and/or services.

FAIR VALUE:

the International Accounting Standards defines it as “the amount for which
an asset could be exchanged, or a liability settled, between knowledgeable,
willing parties in an arm’s length transaction”. In essence, it is valuation at
“market” value.

Focus GRouP:

the method of quantitative research for collecting suggestions, opinions and
ideas pertaining to an issue, product or service. This is essentially a type of
discussion in which a group of people is invited to participate and led by a
moderator who proposes the issued to be analysed.

FUNCTIONAL GENOMICS:
the science developed thanks to the spread of bioinformatics and other complex
systems such as microarrays and that deals with proteins and their interaction
with the metabolism.

HOLDING COMPANY:
a company that holds shares in other companies.
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INFORMATION & COMMUNICATION TECHNOLOGY (ICT):
the functional area that deals with managing data processing and communication
systems and services.

INSIDER TRADING:

the use of confidential information acquired directly or indirectly by virtue
of a privileged position or a shareholding held in a company or as a result of
exercising a public function or profession to obtain a profit when trading listed
securities.

TEMPORARY WORK:

a work relationship in which the agency placing the worker hires the worker
and sends him or her to the company that uses the worker (i.e., the company to
which the worker provides his or her activity).

This three-sided relationship is managed through two agreements, one for the
supply of temporary work services (between the agency providing the worker
and the user company) and the other for the supply of temporary work (between
the agency providing the worker and the worker himself).

INTERNAL AUDITING:

independent and objective control and advisory activity aimed at improving
the efficiency and effectiveness of an organisation through the valuation
and development of control, risk management and corporate governance
processes.

INTERNAL DEALING:

purchase, sale, subscription or trading transactions on the securities of a
listed company by directors, auditors and top managers within the company
(so—called relevant persons) or shareholders with a more than 10% holding in
the company’s capital.

INTERNET:

the worldwide network of interconnected computers through which information
is exchanged and is accessible to all users through the same standard of
communication.

INTRANET:
a local network that uses the same technology as the Internet.

INVESTMENT BANKING:

activities such as brokerage in financial instruments on one’s own behalf or
on behalf of third parties and the advisory and security (shares and bonds)
placement services provided to companies.



INVESTOR RELATIONS:
relations with investors in listed companies.

Know How:
the knowledge of and technical experience in a specific issue.

LEASE AGREEMENT

agreement through which the lessor grants the lessee for a fixed term the use
of a good purchased or commissioned by the lessor according to the choice and
instructions of the lessee, with the faculty of this latter to acquire ownership of
the good at pre-determined conditions at the end of the lease agreement.

MANAGEMENT:
managers with decision-making powers on strategies.

MARKET ABUSE:

allactivities whose purpose is to endanger the integrity of financial markets with
the direct consequence of undermining the trust of investors. These activities
entail the use of privileged information and market manipulation.

MARKED-TO-MARKET:
a valuation method on the basis of which the value of a financial instrument is
determined daily based on current market prices.

Mission:

the underlying macro-objective and the expression of every company’s reason
for existing. In compliance with declared values, the mission reconciles typically
itemised values with collective ones to increase the well-being, quality of life
and integration of the company.

MOBILITY MANAGEMENT:

an approach to mobility whose objective is to reduce the number of private
vehicles in circulation in favour of alternative means of transport, thereby
improving access to urban centres and reducing pollution.

ON-LINE:
anything connected to an electronic system.

OPA (TAKEOVER BID):

a cash bid for the purchase of financial products. The takeover may be voluntary
(the offer is made by the predator company) or mandatory (the offer is imposed
on the predator company under law); this latter type of takeover may be
“friendly” (the directors of the target company approve the bid) or hostile (the
directors of the target company oppose the bid).
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RELATED PARTIES:

in general (save for any other sector rules) the definition of a related party can be
found under IAS 24 (referred to also in CONSOB regulations). A party is related
to an entity if: 1) directly, or indirectly through one or more intermediaries, the
party controls, is controlled by, or is under common control with the entity (this
includes parents, subsidiaries and fellow subsidiaries); 2) has an interest in the
entity that gives it significant influence over the entity; or 3) has joint control over
the entity; 4) the party is a joint venture in which the entity is a venturer; 5) the
party is a member of the key management personnel of the entity; 6) the party is
a close member of the family of any individual referred to in point 5; 7) the party
is an entity that is controlled, jointly controlled or significantly influenced by or for
which significant voting power in such entity resides with, directly or indirectly,
any individual referred to in points 5 and 6 (e.g., subsidiaries or associates); 8)
the party is a post-employment benefit plan for the benefit of employees of the
entity, or of any entity that is a related party of the entity.

PARTNER:
one or more parties in a business relationship.

PARTNERSHIP:

a relationship characterised by a tight collaboration in which two or more
organisations share the same objectives and make their operational resources
available for the achievement of such objectives. Partnerships encourage
dialogue and the exchange of ideas, key factors in correctly assessing and
managing risk.

PAvourT:
portion of earnings distributed to shareholders as dividends.

PERFORMANCE:
term used in finance to indicate performance.

POS (POINT OF SALES):
equipment present in many retail environments that makes it possible for the
payment of purchases via ATM card or credit card.

PRICE SENSITIVE (OR PRIVILEGED) INFORMATION:

non—public information directly or indirectly concerning the Issuer or the listed
financial instruments issued by this latter, which, if made public, could have a
significant effect on the price of the financial instruments.

PRIVATE:
generally refers to high net worth individual customers.



PRIVATE BANKING:

banking activity dedicated to the private segment offering personalised service
composed mainly of trust asset management and the offering of high added-
value and customised products and services.

PUBLIC COMPANY:
alisted companywhose shares are held by a multitude of investors, consequently
there is no majority shareholder.

RATING:

an evaluation made by a private specialised agency on the credit-worthiness
of a bond issuer on international financial markets, i.e., the likelihood that the
issuer will punctually pay its debt.

REAL ESTATE FINANCE:
finance transaction structured in the real estate sector.

SOCIAL RESPONSIBILITY:
the corporate strategies adopted by a company to increase its economic value
while respecting the environment and the legitimate needs of shareholders.

RESTYLING:
non-structural changes made to renew an outward or inward image.

RETAIL BANKING:

banking activity aimed at SMEs and households. It entails traditional finance
management provided to a mass market and characterised by a highly fragmented
deposit and loan activity.

ROE (RETURN ON EQuITY):
index that measures the yield of the capital of a company and is calculated as
the percentage ratio between the net profit and the equity at year-end.

DIRECT DEBIT:
a payment tool whereby an amount is automatically debited from a current
account and credited to another.

RISK MANAGEMENT FUNCTION:
corporate function that oversees risk management.

ROAD SHOW:

initiatives taken by a company to publicise its new corporate strategies generally
through itinerant meetings.
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ROE (RETURN ON EQUITY):
index that measures the yield of the capital of a company and is calculated as
the percentage ratio between the net profit and the equity at year-end.

RSI (SOCIAL RESPONSIBILITY):
the corporate strategies adopted by a company to increase its economic value
while respecting the environment and the legitimate needs of shareholders.

ASSET MANAGEMENT COMPANIES:

companies authorised to promote, establish, organise and manage the portfolio
of a mutual fund (collective asset management) while maintaining its assets
separate from those of the fund. They may also manage funds set up by other
management companies.

SICAV (OPEN-END INVESTMENT FUND):

undertaking whose sole object is the collective investment of savings collected
through the public offering of its own shares. It is similar to a mutual fund,
however, unlike a mutual fund the investor is a shareholder with the right to
vote and influence the management policy of the company.

SIM (STOCKBROKER COMPANY):
a joint-stock company that undertakes solely stockbrokerage activity.

SMALL BUSINESS:
a market segment referring to small- and mid-sized companies.

RELEVANT PERSONS:
persons that have regular access to privileged information on disclosures of
transactions on financial instruments.

S&P/MIB:

index that measures the performance of 40 equities listed on markets organised
and managed by Borsa Italiana and aims to replicate the broad sector weights
of the Italian stock market. All equities listed on the stock exchange and on
the new market may be included in the basket. The S&P/MIB index offers a
comprehensive representation of the economic fabric, classifying the ten main
market sectors by using the Global Industry Classification Standard (GICS)
developed by Standard & Poor’s and Morgan Stanley Capital International
(MSClI) in 1999.



STAKEHOLDERS:

in arestricted sense, these are well-identifiable individuals and groups on which
a company depends to survive: shareholders, employees, customers, suppliers
and key government agencies. In a wider sense, however, stakeholders are well-
identifiable individuals that can influence or be influenced by product, policy
and work process organisation: local groups, government entities, business
associations, competitors, trade unions and the press (R. E., Freeman, Strategic
Management: a Stakeholder Approach, Pitman, Boston, 1984).

STAFF FUNCTIONS:

units comprised of specialists in various corporate functions that work with
the gerarchical structure (“line” functions); the units are autonomous from the
gerarchical structure and support its activity.

SUSTAINABLE DEVELOPMENT:

the ability to guarantee development while upholding the shared values of
the “individual” and the “environment”; this definition goes beyond the one
contained in the Brundtland Report whereby sustainable development is
“development that meets the needs of the present without compromising the
ability of future generations to meet their own needs”.

TARGET2 (TRANS EUROPEAN AUTOMATED REAL-TIME GROSS SETTLEMENT EXPRESS
TRANSFER SYSTEM):

an interbank gross payment system implemented in the Euro zone. It is composed
of a shared platform created and managed by Banca d’ltalia, Deutsche bank
and Banque de France.

TARGET:
an objective to be achieved.

THIRD SECTOR:

the sector between the public sector (first sector) and the private sector (second
sector) able to provide goods and services that are not driven by the logic of
profit. These are organisations that pursue “an important mission (inspired
by specific values and laid out in their articles of association) in relation to a
certain community and that fully devote their resources to the achievement of
that mission” (“White Paper on the Third Sector”). In Italy, the Third Sector is
composed mainly of volunteer organisations, social co-operatives, associations
that promote social work and civic foundations.

TOP MANAGEMENT:
the highest-level executives of a company.

TOTAL CAPITAL RATIO:
the minimum total capital ratio expressed as the ratio between regulatory
capital, including subordinated Tier Ill loans, and total risk-weighted assets.
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TRADING:
the sale and purchase of financial instruments traded on financial markets.

TRADING VENUE:
MiIFID classifies three main groups of trading venues: regulated markets,
systematic internalisers and multilateral trading facilities (MTF).

TURNOVER:
with reference to employees, indicates the percentage of hires
(incoming turnover) and dismissals (outgoing turnover) in a given year.

1SO 9001:

this standard certifies the system of quality achieved by organisational
management, certifying the compliance of the internal production process,
from the planning and development phase, to the supply and production phase,
to the testing and installation phase and finally to the assistance phase.

1SO 14001:

the ISO 14001 logic falls within the 14000 series of international voluntary
standards for improving environmental management within a company or other
organisation. 1SO 14001 “Environmental management systems — Requirements
with guidance foruse” is the only mandatory regulation, while the others are simply
guidelines. The standard specifies the requirements for an EMS (Environmental
Management System) so that organisations may devise policies and establish
objectives, keeping in mind legislative provisions and the information on
significant environmental impact.

WEALTH MANAGEMENT:
personalised management of significant asset portfolios.

WELFARE:
this term is chiefly associated with the British Welfare State after WWII.

WORK AND LIFE BALANCE:
expression to describe the balance between an individual’s work and personal life.






COMMITMENT TO THE PLANET. IN BLACK AND WHITE.

For this edition, Banca Popolare di Milano
shows its tangible commitment to supporting
the environment by using Shiro Alga Carta, a
natural and unique paper product in terms of
its innovation and eco-friendliness. The product
is made using excess algae from the lagoon of
Venice and 50% FSC-certified cellulose sourced
from sustainable forests where the wood is
processed in full respect for the eco-system. On
the one hand, the product preserves the lagoon
by keeping its waters clean and on the other it
replaces a significant part of cellulose with a
natural alternative resource.









