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What’s most 
important  
to you?



INVESTMENT AND INSURANCE PRODUCTS: NOT FDIC INSURED • NOT A BANK DEPOSIT • 

NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY • NO BANK GUARANTEE • MAY LOSE VALUE

Getting your family financially 
ready for higher education

College Bound

INVESTMENT AND INSURANCE PRODUCTS: NOT FDIC INSURED • NOT A BANK DEPOSIT • 

NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY • NO BANK GUARANTEE • MAY LOSE VALUE

Reaping the reward for all  
your hard work

Selling Your Business

Diapers, life insurance  
and 529 plans

Bringing Up Baby

INVESTMENT AND INSURANCE PRODUCTS: NOT FDIC INSURED • NOT A BANK DEPOSIT • 

NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY • NO BANK GUARANTEE • MAY LOSE VALUE



INVESTMENT AND INSURANCE PRODUCTS: NOT FDIC INSURED • NOT A BANK DEPOSIT •
NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY • NO BANK GUARANTEE • MAY LOSE VALUE

Citigold®
®®®

 lets me experience 
a premium level of banking.

• Priority attention to all your requests through an enhanced service process

• Pricing advantages with preferential rates, discounts and waived fees

• Help in building wealth with a Citigold Personal Wealth Management Financial Advisor

• More rewards with the highest maximum Citi ThankYou® points available

Banking and wealth management delivered with exceptional service, 
special benefits and preferred access to Citi resources 

Special offer for employees of [Company Name]. To learn more, contact us:

[Your Name]     [FC Name] 
(123) 456-7890    [FC Address] 
your.name@citi.com

You can also visit citiatwork.com or call  1-888-CITIBANK.

Citi® at Work

Terms and conditions of accounts, programs, products and services are subject to change.
Citigold provides its clients access to enhanced levels of services and benefits from Citibank, N.A. and its affiliates in the U.S. Citibank provides banking and lending services, including the Citigold Account package. Citigold Relationship 
Managers and Private Client Relationship Managers are employees of Citibank, N.A. and are employees and registered representatives of CGMI. 
Citi Personal Wealth Management is a business of Citigroup Inc., which offers investment products through Citigroup Global Markets Inc. (“CGMI”), member SIPC. Insurance products are offered through Citigroup Life Agency LLC (“CLA”).

In California, CLA does business as Citigroup Life Insurance Agency, LLC (license number 0G56746). CGMI, CLA and Citibank, N.A. are affiliated companies under the common control of Citigroup Inc.
First mortgage products are made available through CitiMortgage, Inc. CitiMortgage does business as Citicorp Mortgage in N.M. Home Equity Loans and Lines of Credit are made available through Citibank, N.A.
©2012 Citibank. Citibank, N.A. Citi, Citibank with Arc Design, Citibank. Citi ThankYou® and Citigold are registered service marks of Citigroup Inc. 

Citigold. The more you do, the better it gets.

As you grow with Citigold, you may be entitled to a higher level of service with the personal attention 
of a Relationship Manager. This experienced professional:

• Takes the time to understand you, your preferences and your goals

• Connects you with experts and resources throughout Citi to help streamline and simplify your financial life

• Provides proactive, hands-on support and looks out for your needs

• Works closely with your Citi Personal Wealth Management Financial Advisor

Getting started
To begin enjoying the benefits of Citigold, simply open a Citigold checking account with a minimum of $500. Monthly service fees are waived for the first two  

months. Because your benefits increase as you do more with Citi, you’ll continue to have service fees waived if your combined average balance of eligible linked 

deposit and retirement accounts is $50,000, or you have a minimum of $100,000 across all eligible linked Citi accounts, including investments at Citi Personal  

Wealth Management and loan balances (excluding first mortgages). Ask for details.

Access and service Advice and guidanceRecognition and benefits

Your requests receive priority attention through an 

enhanced service process. Citibank applications can 

get fast-track processing. You’ll also have exclusive 

access to highly experienced Citigold Customer 

Service Representatives for your banking needs. 

You will receive preferred rates, waived fees  

and discounts on selected products, services and 

transactions. You can also earn the highest number 

of ThankYou® Points when your checking account 

is enrolled into Citi ThankYou® Rewards.1

Your Citigold team will provide you with tailored 

financial information, education and special events. 

You’ll have guidance and support from Citibank 

banking specialists. You can receive ongoing advice 

from Citi Personal Wealth Management Financial 

Advisors. And you can tap into Citi’s global 

resources and analyst insights.



NEUBERGER BERMAN

Neuberger Berman LLC 
605 �ird Avenue
New York, NY 10158-3698
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We encourage you to learn more about Neuberger Berman 
and how we can work together. 

For more information, please contact your 
Neuberger Berman representative or visit www.nb.com

GLOBAL HEADQUARTERS

New York, New York
800.223.6448

REGIONAL HEADQUARTERS

Hong Kong, China
+852 3664 8800

London, United Kingdom
+44 20 3214 9000

Tokyo, Japan
+81 3 5218 1930

ADDITIONAL PRIMARY PORTFOLIO 

MANAGEMENT CENTERS

Chicago, Illinois
Dallas, Texas

Equity and Fixed Income AUM Outperformance Note: Firm equity and fi xed-income Assets Under Management (“AUM”) outperformance fi gures are based upon the aggregate assets 
for all Neuberger Berman LLC and Neuberger Berman Fixed Income LLC traditional equity and fi xed-income strategies that are included in each fi rm’s institutional separate account 
(“ISA”), managed account/wrap (“MAG”) and private asset management/high-net-worth (“PAM”) composites. The AUM outperformance results are based on the overall performance 
of each individual investment strategy against its respective strategy benchmark and results are asset weighted so strategies with the largest amount of assets under management 
have the largest impact on the results. As of 6/30/2012, seven equity teams/strategies accounted for approximately 51% of the total fi rm equity (PAM, ISA and MAG combined) assets 
refl ected, and eight strategies accounted for approximately 65% of the total fi rm fi xed income (PAM, ISA and MAG combined) assets refl ected. The performance of the individual 
PAM equity teams/strategies is generally shown as a supplemental exhibit to the PAM Equity Composite. The respective ISA, MAG and PAM composite reports, as well as the PAM 
Management Team supplemental performance exhibits are available upon request. Individual strategies may have experienced negative performance during certain periods of time. 
Hedge fund, private equity and other private investment vehicle assets are not refl ected in the AUM and product outperformance results shown. AUM outperformance for ISA and MAG 
strategies is based on gross of fee returns. Gross of fee returns do not refl ect the deduction of investment advisory fees and other expenses. If such fees and expense were refl ected, 
AUM and products outperformance results would be lower. Investing entails risk including possible loss of principal. Past performance is no guarantee of future results.
This document is issued for use in Europe and the Middle East by Neuberger Berman Europe Limited, which is authorised and regulated by the UK Financial Services Authority (“FSA”) 
and is registered in England and Wales, Lansdowne House, 57 Berkeley Square, London, W1J 6ER. Neuberger Berman is a registered trademark.
This document is being made available in Asia by Neuberger Berman Asia Limited (“NBAL”), a Hong Kong-incorporated investment fi rm licensed and regulated by the Hong Kong Securities 
and Futures Commission (“SFC”) to carry on Types 1, 4 and 9 regulated activities, as defi ned under the Securities and Futures Ordinance of Hong Kong (Cap.571) (the “SFO”).
This document, and the information contained in it, is being made available in Australia by Neuberger Berman Australia Pty Ltd (CAN 146 033 801), holder of Australian Financial 
Services Licence No. 391401 (“NB Australia”), to a person defi ned as a “wholesale client” under section 761G of the Corporations Act 2001 (Cth) and applicable regulations, and 
other such persons to whom disclosure would not be required under chapter 6D and Part 7.9 of the Corporations Act 2001 (Cth) (“Wholesale Investor”), for informational and 
discussion purposes only. This document is intended only for the Wholesale Investor to which it has been provided, is strictly confi dential and may not be reproduced or redistributed 
in whole or in part nor may its contents be disclosed to any other person (other than such Wholesale Investor’s agents or advisers) under any circumstances without the prior written 
consent of NB Australia.
This document, and the information contained herein, is not, and does not constitute, directly or indirectly, a public or retail offer to buy or sell, or a public or retail solicitation of an 
offer to buy or sell, any fund, units or shares of any fund, security or other instrument (“Securities”), or to participate in any investment strategy.
The Wholesale Investor who receives this document should not consider it as a recommendation to purchase any Securities mentioned in it. To the extent that information in this 
document constitutes fi nancial product advice, it is general fi nancial product advice only, and provided only by NB Australia to Wholesale Investors. This document does not take into 
account the Wholesale Investor’s investment objectives, fi nancial situation and particular needs (including fi nancial and tax issues) as an investor. Any Securities mentioned in this 
document will only be available to a Wholesale Investor to whom the provision of a disclosure document prepared in accordance with Australian law is not required. The Wholesale 
Investor to which this document is provided should not rely on the information contained in this document in making any future investment decision.
This document has been issued for use in Japan and Korea by Neuberger Berman East Asia Limited, which is authorized and regulated by the Financial Services Agency of Japan and 
the Financial Services Commission of Republic of Korea, respectively. Please visit https://www.nb.com/Japan/risk.html for additional disclosure items required under the Financial 
Instruments and Exchange Act of Japan.
Neuberger Berman LLC is a Registered Investment Advisor and Broker-Dealer. Member FINRA/SIPC. The “Neuberger Berman” name and logo are registered service marks of 
Neuberger Berman Group LLC. 
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We are an independent, employee-controlled 
investment manager in service to our clients. We 
partner with institutions, advisors and individuals 
throughout the world to customize solutions that 
address their needs for income, growth and capital 
preservation. With more than 1,700 professionals 
focused exclusively on asset management, we are 
deeply grounded in original, fundamental research 
and offer an investment culture of independent 
thinking. Founded in 1939, Neuberger Berman 
today provides solutions across equities, fi xed 
income and alternative investments.

90% 
of the fi rm’s equity 
and fi xed income AUM 
outperformed their 
benchmarks over 10 years2

26 years

$194
billion1

assets under 
management 

Portfolio managers 
average 

of industry experience

Top 3
Fund Family

A Barron’s

1760

number of 
employees 73

years
old

400
investment 

professionals 

over

employee 
owners 

323

1Includes $91 billion in Equity assets, $89 billion in Fixed Income assets and $14 billion in Alternatives assets 
under management.

2 As of 6/30/12: 42% of the total fi rm equity and fi xed income Assets Under Management (“AUM”) 
outperformed on a 3-year basis and 74% on a 5-year basis. The AUM outperformance results are based on 
the overall performance of each individual investment strategy against its respective strategy benchmark, 
and results are asset weighted so strategies with the largest amount of assets under management have 
the largest impact on the results. Individual strategies may have experienced negative performance during 
certain periods of time. See disclosures at the end of the material for additional information regarding AUM 
outperformance statistics. Indexes are unmanaged and are not available for direct investment. Investing 
entails risks, including possible loss of principal. Past performance is no guarantee of future results.

over
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 Volatility Simplified
New information streaming in real time is spawning widely divergent interpretations. Historic levels of volatility and correlations can 
handcuff an investor from making tactical portfolio adjustments. 

Go Anywhere with the Neuberger Berman Global Allocation Fund.

A Three-ProNGed APProAch
An integrated investment process that combines both top-down asset allocation decisions with bottom-up security selection in an 
effort to deliver diversified sources of return and risk.

NeuBerGer BermAN  
GloBAl AllocATioN FuNd

class A
class c 
institutional class

NGlAX
NGlcX
NGliX

BeiNG There

The portfolio management team of the 
Neuberger Berman Global Allocation 
Fund looks to take advantage of the 
relationships between asset classes 
and geographies and tactically shift 
allocations to invest in the best values 
around the world.

We strive to be invested in the right 
places at the right times.

This multi-asset class portfolio is 
designed to deliver lower volatility and 
lower correlation to the world markets 
than traditional global balanced funds.

Let us navigate the volatility for you. 

Japan earthquake 
and tsunami

U.S. recovering  
fiscal cliff

 “Arab Spring” uprising

Austerity protests 
in Greece intensify; 
S&P downgrades 
nine Eurozone 
countries

Set broad equity vS bond expoSure

 Our neutral point is 50% MSCI World Index/ 
50% JPM Global Govt Bond Index.

Set allocationS within Stock marketS, 
bond marketS and currencieS

 Tactical calls on where to over/underweight 
asset classes and geographies.

build a bottom-up Stock portfolio

 Invests globally seeking value, earnings  
quality, operational efficiency and favorable 
price dynamics.

M0236_Volatility Opportunity_Final.indd   1 8/27/12   4:14 PM

 It’s the Real Thing
Neuberger Berman Core Bond Fund 

Do you kNow what 
you owN iN your 
iNtermeDiate-term  
BoND FuND?

In today’s unpredictable markets 
some investors have looked to 
intermediate-term bond funds 
to help mitigate their portfolio 
risk. However, a large majority 
of the funds in the Morningstar 
Intermediate Bond universe have 
significant exposure to “riskier” 
assets which potentially can add 
volatility to an investment looking 
to lower it. 

The Neuberger Berman Core 
Bond Fund is a traditional fixed 
income strategy—focused on U.S. 
investment-grade securities—that 
has delivered consistent long-
term performance.

283 Funds

62 Funds

1
   FUND

Morningstar Intermediate-Term 
Bond Universe

<10% allocation 
to Non-U.S. securities

<1% allocation to below 
Investment-Grade securities

Top quartile rolling 
3-year annualized 
performance for 23 
of the past 24 months*

157 Funds

Multiple SourceS of Value added

Including asset allocation, sector rotation, 
security selection and interest rate/
duration positioning

riSk controlled

Many small “bets” with an emphasis  
on monitoring tail risk 

experienced teaM

Portfolio managers average 20 years of 
investment experience and are supported 
by over 100 investment professionals

Source: Morningstar.
*  May 2012 was the only month outside the top quartile, where performance ranked in the 26th percentile. 

Number of funds reflects oldest share class with credit/country exposure data since 2011.

for Broker-dealer uSe onlY. not for diStriBution to tHe puBlic.

NeuBerger BermaN  
Core BoND FuND

Morningstar RatingsTM

institutional 	 Class a	
The overall Morningstar ratings for Neuberger Berman Core Bond Fund—Institutional Class for the 3-, 5- and 
10- year periods ended June 30, 2012, were 4 stars (out of 1,015 intermediate-term bond funds), 4 stars (out 
of 880 intermediate-term bond funds) and 4 stars (out of 606 intermediate-term bond funds), respectively. 
The overall Morningstar ratings for Neuberger Berman Core Bond Fund—Class A for the 3-, 5- and 10- year 
periods ended June 30, 2012, were 3 stars (out of 1,015 intermediate-term bond funds), 2 stars (out of 880 
intermediate-term bond funds) and 3 stars (out of 606 intermediate-term bond funds), respectively.

Class a NCraX

Class C NCrCX

institutional Class NCrLX

M0243_NB Core Bond Fund Sales Idea_0812_Final.indd   1 9/4/12   12:49 PM
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FinanCial analysis and rePorting

Tishman speyer developed web-based systems to capture revenue 
streams, drive efficiencies and provide timely and accurate 
reports on building operations and finances. The state-of-the-art 
global accounting system is fully integrated with general ledger 
accounts receivable, accounts payable and operating budgets. This 
comprehensive approach includes:

Financial Reports—Budget reforecast, balance sheet reports, variance 
reports,  job cost reports and operating statements.

Lease Data System—houses all pertinent lease information for each 
lease in our portfolio, including lease abstracts, clause detail report, 
critical data reports and square footage reports.

Purchase Order System—completely interfaced with the general ledger 
accounts, handles the creation and approval for purchase orders.

 
tenant relationshiPs—

dediCated to Customer serviCe

with more than 4,000 tenants, Tishman speyer views each tenant as 
a client and goes to extraordinary lengths to anticipate their needs 
and exceed their expectations. some of the ways that Tishman speyer 
property-management specialists manage their tenant relationships 
include: 

Internal Audit Program—a comprehensive annual audit evaluating 
different aspects of operating a building, from reviewing leases to the 
collection of supervisory fees.

Tenant Satisfaction Survey—designed for Tishman speyer, this electronic 
survey provides a multidimensional analysis examining key components 
of customer satisfaction and helps us obtain critical information for 
developing an effective leasing strategy. property managers are charged 
with creating and implementing an action plan to improve conditions at 
each property.

Tenant Portal—Tenants are provided with access to a property website 
that displays news and events, tenant manuals and building information. 
Tenants can also enter tenant work-order requests via the portal.

Angus—Tenant work-related response time is reduced via the firm’s 
web-based request service system. This system routes work orders from 
the Tenant portal directly to property engineers’ BlackBerries. Tenants 
are able to monitor the progress of their request and are notified both 
when an engineer has received the request and when the work order is 
completed.

risK management and emergenCy PreParedness

maintaining a safe and comfortable work environment is a key component 
of property management. Tishman speyer rises above industry standards to 
prepare for crises and minimize the financial impact on behalf of investors 
and tenants alike. standard programs include:

Emergency Procedure Guidebook and Training—a property-specific manual 
that provides building staff members with checklists of their respective 
responsibilities in the case of a property emergency. 

Control Board—all Tishman speyer-managed properties have access to an 
emergency call center 24 hours a day, 7 days a week, 365 days a year.

Department of Homeland Security Information and Analysis Center—
Tishman speyer is part of a network that receives and shares with its tenants 
ongoing security information and actionable intelligence.

Web-based Emergency Notification System—allows key property 
management personnel to send a single message to thousands of tenants 
via all of their communication devices simultaneously and globally.

Pandemic Planning—every property follows a strict set of standards for 
preparing for a possible crisis.

Tishman speyer 

is a world leader  

in The managemenT  

and operaTion of  

firsT-class real esTaTe.

A vertically integrated operating firm, Tishman Speyer offers 

investors the benefits and resources of a global platform with 

hands-on property development and operating expertise. Property 

management retains direct control and execution of value-added 

initiatives to provide investors with the highest risk-adjusted returns 

throughout market cycles. 

Tishman Speyer’s in-house property-management specialists are 

responsible for more than 150 buildings reflecting over 74 million 

square feet of Class A office, residential and mixed-use properties 

in 38 markets around the world. With a reputation as a best-in-

class operator, the firm also manages the properties and facilities of 

several national and regional corporate headquarters on behalf of 

third parties. 



property management
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“The information that we receive 
from other PIE members is very 
helpful and serves as an impetus  
for change in California by  
providing concrete examples of  
statewide and local strategies for 
achieving education reform.” 
Arun Ramanathan, The Education Trust—West

‘ ‘‘ ‘‘ ‘‘ ‘
“ConnCAN worked 
many times with other 
national- and state-level 
PIE-net organizations to 
share research and policy 
work, including drafts of 
legislative language and 
data on teacher quality, 
school funding, and  
public charter schools.”  
Alex Johnston, ConnCAN

14

1,400
downloads

March 26th release of “The  
Race to Reform: How Educa-
tion Reform Advocates are 
Leveraging Race to the Top”

Game Changers  
newsletter launched in 
April

subscribers by year’s end

600

450
500%

600%

September 15th release of a 
guide for launching state-based 
education reform advocacy  
organizations, “Rabble  
Rousers Revisited”

www.pie-network.org website

@pienetwork Twitter account
downloads

increase in unique visitors from 
2009 to 2010

increase in followers during 2010

PIE Network outreach
Alex Johnston, Robin Steans, 
Mike Petrilli, and Richard Lee 
Colvin participate in a panel 
discussion on “The Race to 
Reform” in Washington, D.C. 

Policy Innovators in Education (PIE) Network 
2010 Annual Report 

Better Together

24

ConnCAN’s Alex Johnston 
campaigns with Ed U. Cation in 
Connecticut’s gubernatorial race. 

CONNECTICUT
Important victories for students as reform takes the spotlight
ConnCAN (Connecticut Coalition for Achievement Now)

“In 2010, through the “Our Race to the Top” campaign, we secured three 
victories on behalf of Connecticut’s students: teacher evaluations tied to 
student performance, alternative pathways for great teachers to become 
principals, and the adoption of the Common Core standards. In our “Vote 
for Ed!” campaign, we elevated the issue of education reform in the gov-
ernor’s race, making education one of the most hotly contested issues of 
the campaign season.”
Alex Johnston, CEO

ConnCAN’s public and private leadership was instrumental in the  •	
 passage of Connecticut’s education reform legislation. While  
 Connecticut was not among Race to the Top’s winners, Public Act  
 No. 10-111 ties teacher evaluations to student achievement, and the  
 State Board of Education adopted Common Core State Standards.

The “Vote for Ed!” campaign presented ConnCAN’s idealized  •	
 candidate for governor: Ed U. Cation. Through a Gubernatorial  
 Candidates Forum, a voter survey, television ads, yard signs, and  
 bumper magnets, ConnCAN’s education policy priorities became  
 some of the most intensely debated issues in the governor’s race.

ConnCAN’s 2009 investigative report,   •	
 “The Tab,” was used as the blueprint for   
 a ConnCAN school finance bill that   
 did not meet success in the legislature,   
 but compelled the state board to publicly   
 acknowledge Connecticut’s current school  
 finance system is broken. This led to   
 formation of an ad hoc committee tasked  
 with reporting solutions to the next 
 governor. ConnCAN is now assembling a   
 broad coalition of supporters for school   
 finance reform. 
 

Top Priority for 2011
“In 2011, through our “Get Smart Connecticut” 
campaign, we are proposing two bold solutions 
to Connecticut’s education crisis: fix our out-
dated, illogical school funding system so we can 
stop wasting precious education dollars; and end 
last-in first-out hiring practices to make sure that 
when teacher layoffs happen, they do the least 
damage possible to students,” says Johnston.
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“As Delaware moves ahead, Rodel 
will focus on offering support and 
maintaining the urgency needed  
to prevent us from sliding  
backwards,” says Herdman. “As 
we face the substantial challenge 
of moving from idea to implemen-
tation, our top priority is to hold 
all stakeholders—including  
ourselves—accountable to the 
promise and commitment we 
made to Delaware’s children.”

‘‘ ‘‘ Delaware
Rodel sets Delaware’s winning ‘Race’ pace 
Rodel Foundation of Delaware

“With Race to the Top, we have seen more movement in the last sixteen 
months than we have seen in the last six years. We have seen the state move 
on a range of critical policy levers: new standards, new assessments, and 
teacher evaluations. Our next priority is making sure these changes move 
student performance.”
Paul A. Herdman, President and CEO

The Rodel Foundation helped shape Delaware’s winning application   •	
 for Race to the Top by working with and supporting Gov. Jack   
 Markell, the Delaware Department of Education, educators, and the   
 business community.

Rodel supported the development and implementation of Delaware’s   •	
 Partnership Zone Initiative, a bold reform plan geared to transform   
 Delaware’s chronically low-performing schools. 

The •	 Delaware Performance Appraisal System was changed to  
 require evidence of student growth for teachers to earn tenure- 
 like protections after Rodel provided significant support. 

Rodel	organized	and	funded	the	annual	Vision	2015	Leadership	 •	
 Forum, “Delaware’s Race to Deliver,” keynoted by New York City   
	 Schools	Chancellor	Joel	Klein	and	attended	by	more	than	500	 
 educators, business and community leaders, elected officials, and   
 concerned citizens.

Top Priority for 2011
“As Delaware moves ahead, Rodel will focus on offering support and maintain-
ing	the	urgency	needed	to	prevent	us	from	sliding	backwards,”	says	Herdman.	
“As we face the substantial challenge of moving from idea to implementation, 
our top priority is to hold all stakeholders—including ourselves—accountable 
to the promise and commitment we made to Delaware’s children.”

The Kuumba Academy Char-
ter School in Wilmington is 
one of 26 schools in the Vision 
2015	Network,	a	project	of	the	
Rodel Foundation of Delaware. 
(photo credit: Kathy Atkinson)
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Connected
As One

14 15

In FY11, the Audit Functional Leaders of the 
Americas joined forces to build and secure ap-
proval of the Attest strategy. 

What’s next in FY12?  
This year will be all about bringing the strat-
egy to life.  The audit teams will be looking for 
ways to win new cross-border attest clients as 
well as launch a number of programs designed to 
strengthen existing relationships and bring more 
value to clients.  

Over the past year, the ACG initiative has delivered 
several important new ways to connect. For start-
ers, the Leadership Development Summit was 
attended by 110 LCSPs from all over the Region. 
Deloitte Client Experience (DCE) labs helped a 
range of client teams enhance their client relation-
ships. And the Americas Pursuit Center (APC) 
supported more than 20 cross-border pursuits in 
the Region.

This work is showing real results. Overall, ACG 
portfolio clients outperformed the D300 (exclusive 
of Public Sector and Attest to better compare to 
the ACG portfolio) by 685 basis points in FY11.
 

Americas Attest Strategy

Americas  
Client Growth (ACG)

Interested?  
Tim McCarty, Partner, Deloitte United States,  
Americas Attest Strategy Initiative Leader     
  

What’s next in FY12?  
In the coming year, the ACG initiative will expand 
DCE labs to more portfolio and other strategic 
clients. ACG will also bring a much-needed industry 
perspective to how we go to market by working 
closely with the new Americas Industry initiative, 
with support from the DTTL Clients and Industry 
group. 

Interested?  
Gary Coleman, Partner, DTTL, Americas Client 
Growth Initiative Leader

The Attest initiative is working to increase our growth in the markets we serve, defend 
our portfolio of clients, and improve our capabilities to better serve our clients – all 
with a constant focus on building stronger relationships among Americas Region member 
firms. The initiative will also support a successful implementation of the Global AERS 
Transformation in the Region.  

The ACG initiative was created to spur profitable growth with a portfolio of high potential  
clients in the Region by providing increased client-facing support to LCSPs in account strategy,  
professional development, pursuits, and relationship building. 

Americas Pursuit Center 

Cross border opportunities supported since •	
formation in December 2010: 22 

Total revenue value for wins supported to •	
date: More than $48 million

Supported pursuits for Americas Client  •	
Growth (ACG) Top 50 clients: 16 pursuits

The mission of the APC is to provide world-
class pursuit capabilities to help account teams 
across the Region compete more effectively and 
boost win rates – one proposal at a time. 

Initiatives
Connected 
for clients
and people
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By the numbers

We are the Americas

Milestones

Initiatives

What’s next

  Participating in the school reminded me of just 

how important it is to make sure we’re helping the 

next generation of leaders grow.  Plus, it was a fresh 

approach to teaching the concepts senior managers need 

to lead.     

Enrique Paez
Talent & Quality Managing Partner, Deloitte Mexico

The Americas Senior Manager School was an ideal environment 

for me to learn the skills I need to take my career to the next 

level.  I was able to interact with all types of people in an envi-

ronment that simulated challenging real-world scenarios.  And 

having senior leadership on hand was an added bonus.  

Shelley Jahnke
Senior Manager, Calgary Americas Senior 

Manager School:  
Connecting as one
In November 2010, 134 senior managers from 

across the Americas member firms and functions 

participated in the first-ever Americas Senior Man-

ager School. The three-day session was based 

on a cross-functional, cross-member firm interac-

tive  simulation, followed by a session outlining 

the strategy behind the ACA and the Americas 

initiatives. Twenty partners and directors (from all 

Americas member firms) acted as coaches and 

“cast members” during the simulation.

Content

4 5

2,055

29
134

4,000 
Life to date  

Americas Region  
incremental revenue  

Total number  
of submissions to 

Americas-wide Innova-
tion Quest: More than 

Number of  
countries within the 

Americas RegionNumber of  
senior managers  

who attended the 
Americas Senior Man-
ager school in Dallas

Life to date
incremental earnings

Global  
Fortune 500  
companies  

headquartered in the 
Americas Region

FY11 YTD  
Equivalent Americas 

Region total  
headcount

FY11  
Americas Region  

aggregated revenues

Number of  
Americas Client Growth  

initiative target clients assigned 
an Americas Lead Client Service 

Partner (LCSP), in addition to 
member firm LCSPs 

% of Americas  
Region member firms 

with videoconferencing 
capabilities

Number of  
partners:  

more than 

Americas Region 
By the numbers

$197M

$12.6B

49

64,940 
$65.1M

100%

156
Life to date  

Americas assignments– 
professionals deployed 
to member firms within 

the Region: 

266

Already, the Americas Region has generated a number of initiatives that are 
contributing to the Region’s success.  And the momentum we’ve created 
will continue into FY12, with aggressive goals already in place, and new 
strategies being put into motion to make sure we reach those goals.  

There are also some big new initiatives on the way.  In FY12, look for 
initiatives in the areas of Industry, Technology, and Procurement to sharpen 
and focus our existing capabilities.  

The Americas Region continues to be one of the most exciting engines of 
innovation within the Deloitte network of member firms and a working 
example of the As One strategy in action. If you want to be a more active 
part of it, here are three easy ways to get involved. Explore a global 
deployment.  Talk to your manager about getting involved in 
cross-border projects. Reach out to an initiative team. Because 
this isn’t just about serving clients better.  It’s also about making sure 
our people have all the tools they need to build the careers they want.  
And that starts with you.

What’s next
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What a difference   a year makes

One year ago, we made a decision to change the way 
we do business in the Americas.  When we signed the 
Americas Cooperation Agreement (ACA), we agreed to 
do the same thing our clients are looking to do—seize 
new opportunities by collaborating across borders.  We 
took that step as much for Deloitte as for our clients, 
who are embracing globalization and expect us to help 
show the way, no matter where they want to go.  Just 
as important, the ACA was designed to serve up new 
opportunities for our people to develop personally and 
professionally.  

How far have we come?  How far do we have to go?  
Click to hear more.

John Levis
Managing Director—Americas
Deloitte LLP

In our never-ending pursuit to look for new 
ways to support our clients around the world, 

the Americas Region provides an innovative 
approach to borderless client service.  This isn’t 

about merely signing a formal agreement.  It’s 
about approaching our business in a different way.  

Through our initiatives, we demonstrate our ability 
to redefine ourselves and adjust to the ever-changing 
needs of operating in a global organization.  That’s the 
power of one.  And we’re putting it to work today.

Barry Salzberg
Chairman, Deloitte Americas LLC

The power of one

FY10 Annual Review
The Americas Region

As one
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Why
The ACA is designed to help Deloitte make the best 
use of the combined power of its member firms 
in the Americas.  In practice, that means several 
important things.  For one, whether we’re serving 
clients or pursuing new business opportunities, it’s 
easier to identify and connect with the right team 
members when you need them—wherever they are.  
It also means that project teams are staffed with a 
diverse group of talent that is better aligned with 
client needs.  It’s an approach that is already resulting 
in more wins from clients who value an integrated 
global approach.

How
The ACA allows member firms to pool resources 
across regions.  It also provides a structure for our 
people to participate in cross-border activities as the 
need arises, with minimum delay and an easier de-
ployment and return.  The ACA also formally links the 
leaders of the member firms in the Americas Region, 
ensuring an even higher level of executive-level com-
mitment and collaboration.  

There are a few key things you need to know about how the Americas Cooperation  
Agreement (ACA) changes our approach to doing business in the Americas member firms.

First things first... Milestones
Americas Cooperation Agreement signing ceremony in Miami •	
Americas Executive approves funding for five initiatives for FY10•	

Americas Region sectio•	 n of Deloitte Resources launched
Regional Mobility initiative identifies global deployment partner contacts and talent leader contacts •	
from each member firm
Hosted first meeting of International Financial Reporting Standards (IFRS) initiative leaders •	
across the Americas Region

Americas Consulting Strategy approved; implementation committee formed•	
First Americas LCSP summit takes place, including client CEO panel •	

Launched Americas IFRS Knowledge Center

Mid-Market/Private Company (MMPC) initiative leaders hold first meeting

Client Growth initiative holds kickoff webinar with Americas Lead Client 
Service Partners (LCSPs)

New Finance Transformation Americas Integrated Market Offering (IMO) 
initiative approved and launched

Americas Executive approves four new initiatives for FY11—Attest Strategy, Enterprise Risk •	
Services (ERS) Strategy, Americas Financial Advisory (AFA) transition, and Tax Strategy
Americas member firm CEOs approve pilot for Milestone Schools•	
International Financial Reporting Standards Americas Integrated Market Offering (IFRS IMO)  •	
initiative refreshes strategy to focus on seven priorities for FY11

Americas Consulting Strategy leadership summit held in Dallas, Texas (United •	
States); key leaders appointed and focus areas prioritized
Regional Mobility Committee formed to act as advisors on key mobility efforts •	
across the region

MMPC initiative launches market segmentation pilot with Food & Beverage industry segment •	
Client Growth initiative finalizes FY11 client portfolio•	
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Who
The Americas Region is made up of seven member 
firms:  Brazil, Canada, Caribbean/ Bermuda, Chile, 
Latin American Countries Organization (LATCO), 
Mexico, and the U.S.  

Vision and goals

Our collective vision
Align our actions, strengthen our practices, and 
build mutual trust and confidence, enabling us to 
serve our clients better and to grow our competi-
tive market share. 

Our goals

Target and pursue clients•	
Develop talent•	
Share knowledge•	
Address growth markets/service line  •	
white spaces

Enable mobility•	
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Here you’ll find a quick reference list of key clients 
where cross-border teaming has made an impact, 
along with links to more detailed information on the 
Americas Region section on Deloitte Resources.  The 
client names featured here are just a sampling of our 
more than two dozen client wins, generating over 
US$85M in revenue.**  

The complete details on all the Americas success 
stories are available on the Americas Region section of 
Deloitte Resources.

**This list represents a sampling of recent successes; wins such as Goodyear and the Cayman government involving the Caribbean/Bermuda 
member firm were not included but can be read on the Americas Region section of Deloitte Resources.

The ACA only matters if it makes a  
difference for our clients and our people.   

Fortunately, we’re already seeing the benefits 
of cross-border collaboration, working as one 

with our clients and with each other.   

Teaming
across borders

Teaming across borders

Brazil, Canada, U.S.

Internal audit services 
for this large, privately 
held Brazilian conglom-
erate are expected to 
reach US$3.5 million in 
revenues.  

Canada, U.S.

Transaction banking 
services win represents an 
important breakthrough 
with this client as our 
relationship evolves from 
audit to non-attest and 
consulting services.  

Brazil, Chile, LATCO, 
Mexico

Significant CRM and sales 
process project brings 
together professionals 
from primarily Argentina 
and Mexico for US$1.2 
million.  

Canada, U.S.

Deloitte Canada teams 
with expertise from  
Deloitte U.S. to win a 
heated competition to 
provide a range of con-
sulting and ERS projects.  
Initial fees have already 
reached CAN$40 million 
and are expected to grow.

Brazil, U.S.

Following a large merg-
er, Shell selected our 
organization to provide 
M&A and Tax services 
from teams across the 
U.K., U.S. and Brazil, 
for more than US$1.5 
million.

Canada, U.S.

ERS teams from Deloitte 
Canada and the United 
States are joining forces 
to improve the online ca-
pabilities of this Canadian 
province’s service func-
tion, generating revenues 
of CAN$850,000.

Canada, Chile, LATCO, 
Mexico

Cross-border collections 
and recovery engage-
ment is estimated to 
surpass US$500K across 
all functions.  

Canada, Chile, LATCO

Gold mining company 
chose our organization 
for industry knowledge 
matched with global 
delivery capabilities, 
language skills and a 
cultural match.  Initial 
revenues expected to be 
US$1.2 million.  

LATCO, U.S.

Leading global computer 
networking services pro-
vider selects our organiza-
tion to help integrate its 
Latin American business 
onto common global 
SAP platform.  Project 
revenues estimated to be 
US$4.4 million.

LATCO, U.S.

Global electronics, con-
sumer health care, and 
pharmaceutical company 
selects our organization 
for internal audit ser-
vices.  Initial fees will be 
US$100,000 for the calen-
dar year, with potential for 
annual contract renewal.

Canada, U.S.

One of the largest  
Canadian electric 
utilities engages our 
organization for a 
security and privacy 
initiative that is valued 
at US$6.4 million.  

Global win, with LATCO 
and U.S.

Americas tax and  
accounting expertise 
was key in this global 
win, with Argentina and 
Brazil playing an impor-
tant role.  

Brazil, Canada, Mexico, U.S.  
(other DTT member firms 
include United Kingdom, Ger-
many, and Central Europe)

Cross-border supply chain 
project and global order 
management process proj-
ect are expected to exceed 
a combined US$10 million 
in fees in first year.  

AVON

Scotiabank

Telmex
Internacional

Dell

Service New
Brunswick

Votorantim

Hydro-Québec

Shell World Bank

KinrossGlobal Crossing Philips

Suncor
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New opportunities for Americas member firms  
translate into new opportunities for the people of 
Deloitte—and new ways to achieve client growth in 
the region.  The Regional Mobility initiative creates 
deployment experiences that not only enrich assign-
ees, but also help member firms bring more value to 
their clients.  

The Regional Mobility initiative was launched in FY10, 
and the team has successfully built a strong founda-
tion by forming the Regional Mobility Committee, with 
partners from each member firm represented.  The 
committee created a detailed mission and strategy and 
has developed an approach to planning deployments 
at a granular level in each member firm for FY11—by 
function, region, office, and service line.

“By dramatically expanding opportunities for 
our professionals through regional deploy-
ments, the Regional Mobility initiative will 
broaden their experience—and help develop 
future firm leaders.  And by offering our cli-
ents teams of professionals who are rich with 
cross-cultural knowledge and insights, we 
will deepen client service.  We look forward 
to working with Americas member firms 
and the other initiatives to contribute to cli-
ent growth and professional development in 
FY11.” 

Ray Lombardi, partner, Deloitte United States, and lead for the 
Regional Mobility Initiative 

Regional Mobility

The initiative team and committee members will work 
closely with the leadership team of each member firm 
to identify inbound and outbound deployment op-
portunities and establish targets.  Each member firm 
will also increase its connectivity to outbound as-
signees to ensure a rewarding deployment 
and repatriation experience.
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“Together, we can bring the 
power of our strong cross-
functional and cross-regional 
capabilities—that is, the 
power of One Deloitte—to 
become a leader in the IFRS 
services market in the  
Americas.”  

Bruce Mescher, partner, Deloitte Brazil, 
and lead for Americas IMO - IFRS

Americas Integrated Market Offering Initiative 

International Financial  
Reporting Standards

The purpose of the International Financial Report-
ing Standards (IFRS) initiative is to build a consistent 
understanding of IFRS, develop coordinated go-to-
market strategies, and increase collaboration across 
member firms and their functions in the Americas 
Region. The initiative is making significant progress in 
those efforts—and has already seen strong results.

Despite regulatory uncertainty in many markets, the 
Americas member firms’ IFRS revenues doubled from 
US$46 million in FY09 to an estimated US$90 million 
in FY10. Marketplace successes include cross-border, 
multiple country wins with clients such as Ace Insur-
ance, AES, Bunge, FEMSA, Mabe, Industria Metalurg, 
Pescarmona, TD Bank, and Votorantim Industrial. 
Other wins in FY10 successfully laid the groundwork 
for building IFRS networks within the Americas and 
supported an increase in the number of region-
ally important wins and pursuits. The initiative also 

established an Americas IFRS Knowledge Center, for 
sharing best practices, thought leadership/ eminence, 
tools and methodologies.

The team has refreshed its strategy based on the 
current market landscape and is working toward a 
set of seven strategic priorities in FY11, which include 
strengthening and leveraging the regional IFRS net-
work to bring the member firms’ cross-functional ca-
pabilities to clients, as well as increasing cross-border/
cross functional wins and opportunities. At the same 
time, the initiative plans to increase IFRS knowledge 
sharing, effectively collaborating with other Americas 
Region initiatives and raising IFRS on CxO agendas.
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Opportunity  

by the numbers

6,050 

US$200B

29

Partners, principals, and directors

Languages

FY10 Projected Americas  
Region Aggregated Revenues 

Global Fortune 500 
companies headquartered 
in the Americas Region

Estimated market for 
professional services in Americas

FY09 aggregated revenues for member 
firms in the Americas Region 

 = 48% of the total revenues for the 
network of member firms

Countries covered through the  
Americas member firms:By the numbers

more than

English

SpanishFrench

Portuguese

Number of success stories shared:

More than two dozen, totaling more than 

US$85M in revenue

US$11.48B 69,544

FY10 YTD Equivalent Americas 
Region Total Headcount

50
Global Fortune 500 
companies with opera-
tions in all geographies 
served by member 
firms in the Americas 
Region

37%
Percentage of global GDP  
represented by countries 
within the Americas Region

175

Argentina,  Bahamas, 
Barbados, Bermuda, Bolivia, 
Brazil, British Virgin Islands, 
Canada, Cayman Islands, 
Chile, Colombia, Costa Rica, 
Dominican Republic, 
Ecuador, El Salvador, 
Guatemala, Honduras, 
Jamaica, Mexico, 
Netherlands Antilles and 
Aruba, Nicaragua, Panama, 
Paraguay, Peru, Trinidad and 
Tobago, Uruguay, U.S., 
Venezuela



Thinking aheadLooking back
at 2008

To start thinking ahead 
close the book on the past 
and turn over a new leaf

For a look back 
close the book and 
flip your perspective
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Continuing momentum

’07 ’08

The Deloitte Student Business Forum gathered 66 students from 
over 20 countries at the International Institute for Management 
Development in Lausanne, Switzerland. In between networking 
and team-building events, the students tackled a real-world 
business challenge, led by partners from Deloitte member firms.

Deloitte Southern Africa’s 
Tip-offs Anonymous® 
program continued to be 
a leader of independent 
and anonymous hotlines 
and disclosure services in 
Southern Africa, with 
approximately 320 clients 
as subscribers to the 
service.

For the sixth year, Deloitte 
France and the Invest in 
France Agency cosponsored 
an event at the World 
Economic Forum in Davos, 
Switzerland, with interna-
tional business executives 
and French government 
leaders. The discussion on 
European and French 
economic policy and markets 
encouraged global com-
panies and organizations 
to share their experiences 
investing in the European 
Union, particularly in France.

Deloitte Canada’s new Analytic & 
Forensic Technology lab opened 
in Toronto. This is the largest private 
forensic lab in Canada and incorpo-
rates state-of-the-art technology for 
conducting forensic investigations 
and analysis for clients.

The United States, Southern 
Africa, and CIS member firms 
reeled in employees with 
Deloitte film festivals.

The Deloitte Research Fellows Program 
announced the class of 2007, with representatives 
selected from Australia, Canada, Denmark, Nether-
lands, the United Kingdom, and the United States. 
The program, run by Deloitte Research in the 
United States and the Global Public Sector industry 
group, is designed to enhance thought leadership 
capabilities of member firm professionals.

Deloitte United States 
began work on a state-
of-the-art learning and 
leadership develop-
ment center, expected 
to open in 2011 in 
Texas.

DTT signed the World Economic 
Forum “CEO Climate Policy 
Statement to G8 leaders,” 
delivered to G8 leaders at their 
meeting in Japan.Deloitte Australia launched 

The Deloitte Leadership 
Academy, a unique online 
learning and networking 
initiative for senior executives. Delegates of the Deloitte Touche 

Tohmatsu Annual World Meeting 
saw firsthand how Cisco’s advanced 
teleconferencing technology is saving 
money and keeping employees closer 
to home. Cisco was one of 35 Silicon 
Valley companies that opened its doors 
to discuss innovative practices with 
meeting delegates.

Deloitte Germany established a foundation focused on 
helping children and young adults become valuable contribu-
tors to an increasingly knowledge-based society. In one of its 
first projects, the foundation presented an award to German 
universities for the best career services effectively linking 
education and business.

Left to right, Deloitte France CEO Jean-Paul Picard,  
French Minister of Finance Christine Lagarde, and 
DTT Vice Chairman Amadou Raimi.

Deloitte Germany CEO 
Prof. Dr. Wolfgang Grewe 
(far left) and Allianz 
SE Chairman Henning 
Schulte-Noelle (far right) 
with representatives of 
the winning universities.
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As of June 2008

500
number of user-created Deloitte groups on 
Facebook and Deloitte videos on YouTube

4,239
number of Deloitte professionals 
on LinkedIn

12,900,000
number of results if you search for Deloitte 
on Google
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68% 
of the energy used is 
generated from dark green 
renewable sources, such as 
wind or solar power.

At Deloitte United Kingdom

Deloitte by the numbers

50 member firms posted in

aggregate more than 

2,500 international 

opportunities that could be 

filled through a mobility 

assignment.

More than 1,540 partners 
and professionals were on
international assignment. 

In FY08

With over 8,000 professionals now part of Deloitte China, the member firm has risen to the fourth-largest member 
firm by head count, behind only the United States, United Kingdom, and Canada in the Deloitte global network. 

The member firm in the Commonwealth of Independent States grew by 38.6 percent in FY08.

Overall, Deloitte member firms serve over 80 percent of the 2007 Fortune Global 500.

In FY08, Deloitte member firms collectively hired more than 41,000 people.

The Global Careers website has over 7 million visits per year and posts more than 10,000 jobs 
around the world.

Deloitte provides 24/7 
global access to over 
60,000 e-learning courses
available for all Deloitte 
member firms.

In FY08, Deloitte professionals 
around the world participated 
in these courses more than 
900,000 times.

1

Looking back at the year’s accomplishments 
is as important as looking in your rearview 
mirror. An essential exercise, of course, but it’s 
critical to focus on the road ahead.

For Deloitte member firms around the world, 
there are many accomplishments from fiscal 
year 2008 to celebrate, including the sixth 
consecutive year of double-digit growth. 
But even as we pause to appreciate the 
achievements, we’re looking beyond the 
horizon to see what’s next.

So, we’ll brake just long enough to give you 
a snapshot of 2008 for the Deloitte member 
firms—both the nuts-and-bolts data and some 
fun facts. When you’ve had your fill of 2008, 
we invite you to give this book a flip and take a 
look at how we’re getting ready for tomorrow.

For the convenience of the reader, a member firm of Deloitte Touche Tohmatsu (DTT) in a particular country is identified in the body of this 
report by the word “Deloitte” coupled with a country name (e.g., Deloitte Greece), in lieu of using the actual legal name of the member 
firm of DTT in that country. In many countries, services may be provided by the actual member firms but could also be provided in addition 
by—or solely by—subsidiaries or affiliates of the Deloitte member firm in that country, which are often organized as separate legal entities. 
Each of these separate legal entities is liable for its own acts or omissions and not those of other separate legal entities. 

Additionally, for purposes of this publication only, individuals are identified by their name and the nomenclature discussed above for 
referring to a Deloitte member firm, whether that individual is a partner, principal, shareholder, member, director, or employee of that 
Deloitte member firm or one or more of its subsidiaries or affiliates (e.g., James Patrick, Deloitte Ireland). For example, and specifically with 
respect to the United States, Deloitte & Touche USA LLP is the member firm of Deloitte Touche Tohmatsu. Services in the United States are 
provided by Deloitte & Touche LLP, Deloitte Tax LLP, Deloitte Consulting LLP, and Deloitte Financial Advisory Services LLP. All of these U.S. 
entities are referred to in this publication as “Deloitte United States.”

Deloitte refers to one or more of Deloitte Touche Tohmatsu, a Swiss Verein, and its network of member firms, each of which is a legally 
separate and independent entity.  Please see www.deloitte.com/about for a detailed description of the legal structure of Deloitte Touche 
Tohmatsu and its member firms.

Deloitte provides audit, tax, consulting, and financial advisory services to public and private clients spanning multiple industries. With a 
globally connected network of member firms in 140 countries, Deloitte brings world-class capabilities and deep local expertise to help 
clients succeed wherever they operate. Deloitte’s 165,000 professionals are committed to becoming the standard of excellence.

Deloitte’s professionals are unified by a collaborative culture that fosters integrity, outstanding value to markets and clients, commitment to 
each other, and strength from cultural diversity. They enjoy an environment of continuous learning, challenging experiences, and enriching 
career opportunities. Deloitte’s professionals are dedicated to strengthening corporate responsibility, building public trust, and making a 
positive impact in their communities.

Looking back is important
but the future beckons

1

Peering 
around the corner

There’s a reason movers and shakers are the 
ones that get things done. It’s because they are 
always in motion, looking beyond the obvious.   

Perpetual motion takes many forms at Deloitte. 
For the 165,000 people of the member firms, 
it takes the form of opportunities that keep 
people always moving ahead, in a direction that 
feels comfortable yet challenging. In the pages 
ahead, you’ll find a few profiles of movers and 
shakers who give us a glimpse into their fast-
moving lives and careers.

In work with clients, always moving means 
anticipating their needs and helping them reach 
their goals. Here we can share only a few client 
stories, but we hope you will find the common 
thread: a passion for client service excellence.

And when we take a broader view of the world 
around us, we see our communities constantly 
evolving. While their needs change, our 
commitment to serve them remains the same.

Travel the world with Deloitte professionals as 
they describe what inspires them. Watch their 
videos at www.deloitte.com/annualreview/video.

This publication contains general information only, and none of Deloitte Touche Tohmatsu, its member firms, or its and their affiliates are, by means of this publication, 
rendering accounting, business, financial, investment, legal, tax, or other professional advice or services. This publication is not a substitute for such professional advice 
or services, nor should it be used as a basis for any decision or action that may affect your finances or your business. Before making any decision or taking any action 
that may affect your finances or your business, you should consult a qualified professional adviser.

None of Deloitte Touche Tohmatsu, its member firms, or its and their respective affiliates shall be responsible for any loss whatsoever sustained by any person who relies 
on this publication.

© 2008 Deloitte Touche Tohmatsu.

Designed and produced by DTT Global Communications, New York.

Contact us
annualreview@deloitte.com

www.deloitte.com/annualreview2008

10%
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Looking beyond 
your own backyard

Recent work focusing on translational 
medicine—the practice of extending 
clinical research into day-to-day patient 
care—was typical of the work Deloitte 
United States and Deloitte Canada had 
performed for Alberta Health Services 
– Capital Health. But going to the next 
phase—that was something different.

“We needed to show them that we 
could go beyond planning to imple-
mentation, even though we’ve never 
done this type of work before,” says 
Deloitte U.S. consulting principal and 
project lead Keith Strier. 

Strier knew that when it came to 
innovations in health care delivery, 
some of the best practices were in 
Asia. “So we thought, why not take 
the client to witness these practices 
firsthand?”

So they did, in South Korea and Japan, 
where Strier and his team led Capital 
Health and collaborators from the 
University of Alberta through visits with 
leaders from top translational programs 
at some of the leading biomedical 
research institutes and digital hospitals.

“We are always looking for innova-
tion,” says Donna Strating of 
Alberta Health Services – Capital 
Health. “Deloitte showed us that 
sometimes we need to look beyond 
our borders—even beyond our hemi-
sphere—to find the best solutions.”

Sometimes it takes a broader, more global perspective 
to get a client to think about you differently. That’s 
what Deloitte member firm partners in Canada and 
the United States were going for with Alberta Health 
Services – Capital Health, one of Canada’s largest 
integrated health systems.

“Deloitte showed us that sometimes we 
need to look beyond our borders—even 
beyond our hemisphere—to find the best 
solutions.”

Life with clients

Donna Strating, Vice President, Information System & CIO, 
Alberta Health Services – Capital Health
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How has traveling changed you?
It’s humbling. Traveling helps you realize your place 
in the world. You form a much different view when 
you see the many challenges going on around the 
globe. 

Coming back to Adelaide after traveling through 
parts of Africa, I’ll never forget the time I saw 
someone kicking a photocopier in frustration over a 
paper jam. I remember thinking that in the scheme 
of what’s going on in the world, a paper jam isn’t 
worth getting wound up over.

Did you ever eat anything you never 
thought you would?
 
When I was in China I thought I was eating some 
sort of sausage, and found out later it was snake. 
And it didn’t taste like chicken.

With two young sons, how do you 
balance your schedule so that you can 
spend time with them?
I’m pretty ruthless when it comes to that. Unless it’s 
critical, I minimize weekend work time. Almost every 
weekend we’ll do something special with the kids. 

It must be hard to leave them behind 
each morning. What makes you look 
forward to coming to work every day?

That’s a really easy question. I love that every day when 
I come into the office, I have no idea what I might end 
up doing. That might seem bizarre, but I embrace it.

Life 
on the road
Somewhere between making partner at 28, constant traveling, closing 
deals, and eating snakes, Deloitte Australia partner David Hill still finds 
time to watch “Thomas the Tank Engine” on television with his two sons.  

Life at Deloitte

To learn more about Hill’s global journey, 
beginning with an international assignment, visit 
www.deloitte.com/annualreview/davidhill.

What do David Hill’s sons Eddie 
and Oliver think their father does 
at work every day? “They just 
know that I have a computer,” 
Hill says.
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Sixth consecutive year of double-digit 
revenue growth
Sustainable growth in revenue and 
earnings enables Deloitte member firms 
to provide superior services to their clients 
and exciting career opportunities for their 
people.

Aggregate revenue of Deloitte member 
firms for the year ended 31 May 2008 
was US$27.4 billion, an increase of 18.6 
percent in U.S. dollars over the previous 
year. It was the highest in six consecutive 
years of double-digit revenue growth from 
continuing operations. Revenue growth 
was 13 percent when measured in local 
currencies. 

Strong regional growth
Each region reported double-digit revenue 
growth, reflecting the Deloitte network’s 
balanced financial strength. 

Member firms in the Americas region 
grew by 12.9 percent to US$13 billion, 
or 47 percent of the total. Member firms 
in Central and South America grew by 
14 percent.  

In Asia Pacific, the fastest-growing region, 
member firm revenues increased by 30.3 
percent to US$3.2 billion, or 12 percent 
of the total. Revenue from the Deloitte 
China practice grew by 28 percent, driven 
by the country’s economic growth and 
the Deloitte organization’s strategic 
interest in that country.

Revenues from member firms in the 
Europe/Middle East/Africa region 
increased by 22.6 percent to $11.3 
billion, or 41 percent of the total.

Aggregate member firm 
revenue growth 
(in billions of US$)

$18.2

+12.5% +10.5% +15.5% +18.6%

$20.0

$23.1

$27.4

$16.2

+10.0%

FY04 FY05 FY06 FY07 FY08

Balanced growth across all four 
businesses
Each of the four businesses—audit, tax, 
consulting, and financial advisory—all 
achieved double-digit revenue growth 
across the member firms. This balanced 
growth reflects the unique value of 
a multidisciplinary approach to client 
service. Financial advisory, consulting, 
and tax all grew in aggregate by greater 
than 20 percent, while audit—the 
largest functional area, representing 
46 percent of the total—grew by 14.8 
percent.

Life Sciences and Health Care 
industry group leads growth
Member firms reported strong revenue 
growth in each industry group. The Life 
Sciences and Health Care group in 
aggregate across the member firms 
grew by 22 percent to US$1.8 billion, 
and Real Estate grew by 19 percent to 
US$1.5 billion. The Financial Services 
industry group, the largest in the 
Deloitte network, had aggregate 
revenues of US$6.1 billion.

Aggregate member firm 
revenue by functional area  
(in billions of US$)

FY08

20.4%

22.2%

14.8%

Growth*

Audit Financial Advisory

Consulting

*  From FY07 to FY08
 Note: Because of rounding, numbers may not
 tally with the total.

FY04

$16.2

3.8

3.9

7.4

1.2

FY05

$18.2

3.9

4.3

8.7

1.3

FY06

$20.0

4.3

4.5

9.8

1.5

FY07

$23.1

5.0

5.2

11.0

1.9

$27.4

6.0

6.3

12.7

2.4 26.6%

Tax

Aggregate member firm 
revenue by geographic region 
(in billions of US$)

30.3%

22.6%

12.9%

Americas Europe/Middle East/Africa

Asia Pacific

*  From FY07 to FY08
 Note: Because of rounding, numbers may not
 tally with the total.

3.2

11.3

12.9

2.5

9.2

11.5

2.1

7.7

10.3

1.8

7.3

9.1

1.6

6.7

7.9

Growth*

$16.2
$18.2

$20.0

$23.1

$27.4

FY08FY04 FY05 FY06 FY07

Financial information

Aggregate member firm revenue by industry group (in billions of US$)

Consumer Business & Transportation

Energy & Resources

$2.10

$5.25

$1.79

$6.14

Financial Services

$3.94

$1.93

$1.50

$3.32

Life Sciences

Manufacturing

Public Sector

Telecommunications, Media & Technology

Other 

Real Estate

$1.50
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As part of a multimedia advertising campaign Deloitte United Kingdom
launched in March 2007, a wrap of the IMAX cinema in London plays on
Deloitte’s ability to view a problem from all angles.

Living the brand
A vibrant and compelling brand is essential to the strength and
success of the Deloitte organization and helps to move the
organization closer to becoming the standard of excellence. But it is
brand in a special sense. “Brand, for Deloitte, is not a commercial
instrument,” says Ludo De Keulenaer, DTT Managing Partner,
Brand. “It’s not about our ‘product,’ or even what Deloitte does. It’s
about who we are and what we stand for.”

For Deloitte member firms the brand expresses the network’s unique
value proposition. It is the distinctive experience that comes from
being served by the organization’s people, the commitment to service
and integrity those people embody, and the trust and respect they
collectively generate among investors, in the capital markets, and in
their communities. Behind it all lies a tradition of quality,
independence, and excellence, reflected in the Deloitte Shared Values.

“It’s not for nothing,” says De Keulenaer, “that Deloitte places so
much emphasis on its people. The people of Deloitte carry the brand,
and it is their actions and interactions—across everything they do—
that deliver the Deloitte brand experience.” Developing the capabilities
and potential of the Deloitte organization’s nearly 150,000 people is
therefore seen as integral to building the brand. “It’s a perfect
symbiosis: the energy and creativity of the Deloitte people drive the
business and the brand, while the unparalleled breadth and diversity
of the network allow them to pursue careers of extraordinary richness
and variety. It’s why member firms listen with such care to their
people’s aspirations and priorities. We’ve seen this, especially, in the
area of ethics and sustainability. It’s very important to Deloitte
people—and so, of course, to our brand.”

Ethics and sustainability are issues of increasing importance
throughout the Deloitte network. They are reflected in how member
firms serve clients, how they run their own organizations, and what
role they seek to play in the communities to which they belong. As De
Keulenaer puts it: “The Deloitte network is an astonishing storehouse
of talent and expertise. Mobilizing this talent to make the
environment—and indeed the world—a better place is a basic
responsibility. This is the Deloitte brand.”

50

In 2007, for DTT and Deloitte member firms worldwide, the road was marked
with milestones of accomplishments. The journey through this review shows a
glimpse into the member firms’ accolades from the year and progress being made
in all business segments and industry sectors—moving the organization closer to
its vision of being the standard of excellence. 

Deloitte in 2007, 
at a glance

Teaming with Deloitte friends—some 1,000 from Deloitte United Kingdom joined in a 5.6 kilometer corporate charity run in London’s Battersea Park in July
2007—adds special fun to a work-life-fitness event.
Contributed by Jo Westhead, Deloitte United Kingdom
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2007 Print Media Merit Award for best designer

Dan Lange
The importance of talent

“The tax practices in the member firms are
enjoying outstanding growth, which creates
outstanding career growth opportunities for
Deloitte people. I attribute that success to the
focus on people, clients, marketplace, and
quality. The starting point in this process is a
significant investment in people. As they
grow professionally, they continue to bring
high-quality services to clients, and these
services in turn lead to a competitive edge in
the marketplace. 

“Deloitte member firms are great places to
work. People enjoy working for an
organization that helps them to develop
rapidly, to be recognized and rewarded for
their efforts. The Deloitte culture stresses
teaming; learning and development; and
broad, flexible career choices. Examples of
this include embarking on ‘second careers’
within the organization and global
assignments in other countries. This kind of
diversity of opportunity is important to the
development of professionals.

“To ensure the freshness and consistency of
this culture, Deloitte engages in a lot of
global networking, client events, training, and
leadership events. Member firms share best
practices on a regular basis, so the culture
keeps pace with the continual changes in the
business environment, regulations, and
technology.

“Throughout the world, there is a shortage of
people coming out of the universities with an
interest in tax. One of Deloitte’s imperatives is
to help students see the benefits of a career
in tax. We look for students who seek diverse
and challenging experiences, who want to
make greater use of technology and technical
knowledge in solving business problems.

“Once we attract such people to the Deloitte
organization, member firms are proactive in
satisfying their interests and objectives, so
they are constantly growing and want to
remain with the organization. It is this
constant innovation that allows Deloitte
people to flourish.”

“ I wake up every morning excited about going to work.”
Dan Lange
Global Managing Partner, International Tax Services, Deloitte United States
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Travelers’ hometown mileage signs form a monument at Bellinghausen
Station on King George Island, Antarctica. 
Contributed by Norman Fisch, Deloitte Luxembourg
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Drawing talent by demonstrating
eminence, multiculturalism, and diversity
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Deloitte Touche Tohmatsu Worldwide Member Firms 2006 Review

The journey
Becoming the standard of excellence

Audit.Tax.Consulting.Financial Advisory.
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Many of Deloitte member firms’ 600 new partners in 2005 visit the Great Wall during the October
Global New Partner Seminar in Beijing.
Contributed by Luis Gallardo, Deloitte Touche Tohmatsu
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“Reducing poverty builds healthy and
dynamic workforces. It creates purchasing
power, boosts productivity and eases social
tensions. And at a time when businesses
spend much of their time fighting the
perception that they are responsible for many
of the world’s ills, playing a stronger role in
the fight against poverty would show that
business can be part of the solution. 

This sense of what business can do for
others—and what it must do for itself—is at
the heart of the Global Compact corporate
citizenship initiative that I launched six years
ago. What started as a simple call to action is
today a multi-stakeholder partnership in
which some 2,000 companies, from more
than 80 countries, are working together to
advance 10 universal principles in the areas of
human rights, labour standards, the
environment and the fight against corruption.

Through the Compact, companies are
integrating the principles into their mission
statements and activities. They have been
spreading awareness about HIV/AIDS in the
workplace, and in the wider community. They
have provided micro-finance for rural
entrepreneurs, and assistance to small- and
medium-sized local enterprises. They have
taken steps to ensure transparency and more
ethical management of their supply chains. 

Our challenge now is to scale up what works,
and to build on the pilot projects we have
started in several places. For example, business
can play a key role in many large-scale “quick
wins”—such as universal access to anti-malaria
bednets or the provision of locally produced
school meals. These would save and improve
millions of lives in just a few years.

At the same time, we continue to look to
Governments of developing countries to put
in place the necessary incentives,
infrastructure, policies and property rights
protections. We look to them for effective
governance and to uphold the rule of law.
Only in this way will capital and business
activity flow to more than just the handful of
countries that receive the lion’s share today.
Only in this way will we realize the full
potential of business in supporting the Goals.
Business cannot grow if States falter or fail.”

Excerpted from “The Business Contribution to
the Millennium Development Goals,” given
on 14 June 2005.

hçÑá=^åå~åI=pÉÅêÉí~êóJdÉåÉê~ä=çÑ=íÜÉ=råáíÉÇ=k~íáçåëI=áë=íÜÉ=Ñáêëí=íç=ÄÉ
ÉäÉÅíÉÇ=Ñêçã=íÜÉ=ê~åâë=çÑ=rk=ëí~ÑÑK=^ãçåÖ=Üáë=éêáçêáíáÉëI=íÜÉ=pÉÅêÉí~êóJ
dÉåÉê~ä=Ü~ë=ëçìÖÜí=íç=ÄìáäÇ=ÅäçëÉê=é~êíåÉêëÜáéë=ïáíÜ=Åáîáä=ëçÅáÉíóI=íÜÉ
éêáî~íÉ=ëÉÅíçêI=~åÇ=çíÜÉê=åçåJpí~íÉ=~Åíçêë=ïÜçëÉ=ëíêÉåÖíÜë=ÅçãéäÉãÉåí
íÜçëÉ=çÑ=íÜÉ=rkK=

få=íÜÉ=ÉñÅÉêéíÉÇ=~ÇÇêÉëë=ÄÉäçï=çå=qÜÉ=_ìëáåÉëë=`çåíêáÄìíáçå=íç=íÜÉ
jáääÉååáìã=aÉîÉäçéãÉåí=dç~äëIÒ=ÜÉ=ëéÉ~âë=íç=íÜÉ=áãéçêí~åÅÉ=çÑ=íÜÉ
éêáî~íÉ=ëÉÅíçêÛë=êçäÉ=áå=ÖäçÄ~ä=ÅÜ~ääÉåÖÉëK

Photo by Sergey Bermeniev, courtesy of the UN.
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Welcome to Deloitte University!

As part of our global family, I’d like to invite you to host your next  
meeting or event at our Leadership Center.

Friendly smiles are contagious and courteous service is our standard. 
You’ll be surrounded by people that share our same values, and  
collaboration and innovation run rampant. DU has transformed  
learning with its innovative resources and expanded networking  
opportunities. Our experienced team cares about your needs and will 
ensure that your visit is a pleasant and memorable one—including 
seamless transportation to/from campus, superb dining experiences, 
DFit workouts, leading technology, an abundance of networking  
opportunities, and a learning environment where leaders thrive and 
ideas prosper.   

We are committed to serve you in every way possible. We hope you 
will make Deloitte University your “home away from home”. 

Pete Sackleh
Chief Customer Officer
Deloitte University

Our 700,000 square foot 

(65,000 sq. meters) facility  

is located on 107 acres in 

Westlake, Texas, conveniently 

located just 15 minutes  

from Dallas Fort Worth  

International Airport.

Our state-of-the-art facility includes:

•	35 classrooms

•	36 team rooms

•	An amphitheater

•	A grand ballroom and a junior ballroom

•	Three restaurants

•	A fully-equipped gym (DFit)

•	A technology help desk (Cyber Center)

•	800 guest rooms

•	2-mile jogging trail

•	Multi-purpose recreational fields (volleyball, soccer, etc.)

•	Basketball court

To learn more, visit www.DeloitteUniversity.com

Welcome

Explore DU

Deloitte University
Coming Together As One.

Why DU

We are ready to 
serve you

Sometimes it’s the intangibles that make all the 

difference. While we have great amenities and 

service, it’s the participants that make our home 

unique. Bringing your meeting to our “As One” 

facility will promote a feeling of belonging and 

pride in a culture that values its people.  

Deloitte University has hosted a variety of programs from 5 people to 1,000 

people since our offi cial opening in October 2011. We have learned a lot and 

are ready to host your event. Please keep us in mind throughout the year—

even during our heaviest training periods we could accommodate groups of 

50 with some fl exibility. Our doors are open. 

Types of Events

We can host a variety of events 

to meet your needs. For example:

• Learning Programs

• Leadership Meetings

• Client Meetings & Tours

• Strategic Positioning Events

• Recruiting Events

• Alumni Events

• Industry Events

Contact Us
To schedule your event at DU, contact:

Theresa Kane
tkane@deloitte.com
+1 682 388 6109

Meeting Package

Our $460 per person/per night meeting 

package applies to all guests (U.S., global, 

clients, etc.) and is comparable to standard 

market rates but includes additional 

benefi ts that will enhance your experience.

The DU meeting package includes:

• Executive standard accommodations 

• All meals with many food choices

• Audio Visual and technology

• Ground transportation to/from campus

• Unlimited Starbucks coffee and 
gourmet snacks

• Health club access including classes

• Internet access and all phone calls

• DU sponsored networking events such 
as charity casino evenings, onsite ball 
games, etc. 

About Deloitte
Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, 
a UK private company limited by guarantee, and its network of member fi rms, 
each of which is a legally separate and independent entity. Please see www.deloitte.com/about 
for a detailed description of the legal structure of Deloitte Touche Tohmatsu Limited and its member fi rms. 
Please see www.deloitte.com/us/about for a detailed description of the legal structure of Deloitte LLP 
and its subsidiaries.

Copyright © 2012 Deloitte Development LLC. All rights reserved.
Member of Deloitte Touche Tohmatsu Limited

  I think that this program has been one of the best courses 
I’ve ever attended. The facilities are incredible and the sense of 
culture is tangible. I believe that Deloitte University is an 
excellent investment for the global � rm and that our people 
should take advantage of it. 

– DTTL Global LCSP Program

 As Managing Director–Global Consulting, I have had the 
opportunity to both host and participate in meetings at Deloitte 
University. It is an exceptional facility created for our people that 
embodies our collaborative culture, ability to problem solve and focus 
on innovation. These elements are present in every aspect of DU, from 
the way it’s designed to the experiences you have while you are there.

– John Kerr, Managing Director, Global Consulting, Deloitte
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“
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“
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Lead From The Front  
Owners & Our People

Our People

$

1

40,000+

70 COUNTRIES300M

We seek to hire the best people  
and get them off to a fast start.  
New hires will have the opportunity  
to experience DU in their first  

INVESTMENT in our people.  
We are cultivating tomorrow’s 
leaders today.

have experienced DU.

Visitors from 

professionals attended DU 
in the first year.90 DAYS

Celebrating DU’s
First Year

Superior Performance

GOLD LEED 
CERTIFIED

Facility Notables

DFit

Guest Experience

4.7 out of 5 guest satisfaction results

2 Miles

15
48 36,678

BIKING TRAIL 

Treadmills

Bikes  
(Spin, mountain,  

recumbent, upright)
Visitors in DFit 
since opening

amphitheater, ball rooms, 
networking, dining, and 
social venues combined

acre campus in 
Westlake, Texas 

SQ FT facility 

ORGANIC/
LOCAL 
FOOD 

176SEATS

107

700,000 

800 guest 
rooms

square 
feet
each

300

www.deloitteuniversity.com

About Deloitte
Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, a UK private company limited by guarantee, and its network of member firms, each of which is a legally separate and independent entity. Please 
see www.deloitte.com/about for a detailed description of the legal structure of Deloitte Touche Tohmatsu Limited and its member firms. Please see www.deloitte.com/us/about for a detailed description of the legal 
structure of Deloitte LLP and its subsidiaries. Certain services may not be available to attest clients under the rules and regulations of public accounting. 
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15’x 20’dimensions of Media Wall

Client & Business Growth  
Helping Our Clients Capitalize On What Lies Ahead

Strategic Positioning 
Where Ideas Prosper

1

115

Idea Lab featuring  
Moments that Matter

205,274 Media Wall touches

HELP DESK 
tickets resolved

This is the most amazing learning 
facility I’ve ever seen. 
–CEO, Bluescape Resources 

A place where you can create the capacity 
to think and co-create brilliant ideas. 
–Steven Rice, EVP, Human Resources  
Juniper Networks

8,689
18,943

Followers Friends
PRINT, MEDIA, 
TV coverage

83,595,245 MEDIA impressions

6,449178,809 
PORTAL visits

22,827 
MOBILE APPS 
downloaded

Technology

Clients visits

Networking & Community Service

Learning

1,000,000
LIVE LEARNING HOURS of the 
4 million total learning hours

20INDUSTRY SECTORS 
host advanced and  
mastery-level programs.

90%

DU is leader led
90%

77%
50%

REACH to offices 
worldwide via  
teleconference  
capabilities

Our own senior professionals make up 
the following percentage of faculty.

Manager and above

Senior Manager and above

Partners, Principals, and Directors

35
36

Classrooms

Team rooms

160
Campus-wide  
networking events

22 38
1,570

Community  
Involvement events  
including Build-A-Bike, 
Charity Casino events, 
and a blood drive 

Bikes

Pounds of food

Donated:
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Zhang Capital Management

Logo and website design

Zhang Capital Management

142 West 36th Street, Suite 1000
New York, N.Y., 10018
jake@zhangcapitalmanagement.com
Tel: 646-452-9950     Fax: 212-386-7910

A New York State registered investment advisory firm
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brand Identity, logo design

404.231.2230  o
678.488.0958  m

404.231.2140  f

judy@watsongroup.net
www.watsongroup.net

Judy Watson
Principal
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METRO NY CLIENT SATISFACTION RESULTS
Arthur Andersen

design, layout, photography, print production



THE ANDERSEN/TATHAM BREAKTHROUGH PERFORMANCE ENGINEERING BOOTCAMP
Arthur Andersen

design, layout



AWARDS

The Communicator
2007 Print Media Merit Award 
for best designer

IABC Gold Quill
Award of Merit 2009
Publication design category




