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Many thanks for that kind introduction, Mary Lynn.
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rIm glad I have this opportunity to join my colleagues in the

Private Bank in wishing you the very best for the coming
holidays, and for a healthy and prosperous New Year.

Is it just me or does it seem to you, too, that the holiday
season has come along even faster than usual this year?

was almost shocked when my wife reminded me that it's time

to pick up tickets for the local production of the Dickens
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Classic, A Christmas Carol. Dickens, particularly, makes me
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think not only of how fast time passes, but also of how much
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things change over time.
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You know, Dickens was lucky he lived in Victorian England
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when he wrote A Christmas Carol. He'd be hard pressed to
come up with that classic story in the U.S. today:

· Tiny Tim would be arguing with his HMO about the
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appropriate course of treatment;
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· Bob Cratchit would be considering an early retirement
package stemming from company downsizing;

· Mrs. Cratchit would turn down the offer of a Christmas

goose on the basis of excessive fat content;

· And Scrooge? Well, Scrooge would probably be a
member of the House Budget Committee.
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Anyway, holidays or no, change doesnlt stop. . .or even slow

¡d

down.

We in the banking business can certainly attest to that. Just
this past year, we've seen a record number of mergers. . .

some of them bringing really big changes indeed. Welre also
seeing the barriers between commercial and investment
o

banking continue to fall. And all the while, technology is
bringing new wrinkles to almost everything we do.
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When the financial pundits and so-called banking experts look

at how these changes are affecting the industry and the
individual institutions involved, they obviously focus on the

bottom line. They tell us consolidation is good for the industry
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because it will make for more - quote - effective com petition - unquote. They say mergers are good for the individual

institutions because they wil be able to reduce expenses. Too
often, what gets lost in all the analysis and projections is the
effect of all this change on the customer.

Well, at Citibank we haven't lost sight of the customer.

Of course, we want to keep expenses down. And we pride

ourselves on being efficient. . .but not at the cost of being
effective. . .and certainly not at the cost of providing you with

the best service in the business.
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Heaven knows, Citibank is not resistant to change. But, we're

working to put the riQht kinds of change to work for you. We
aren't worried about being the biggest bank, and welre not

interested in getting into every line of business the regulators
or our resources permit.

We know that focusing on meeting our customersl needs is the
best way to take care of our bottom line. . .that's true today

and it's the one thing we can be sure wil not change. . .not
next week, next year, nor in the next century.

Our chairman, John Reed, has put us on record as not

intending to join the current merger frenzy. We are quite
happy with our franchise as it now stands. Citibank has a
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worldwide network and a consumer bank that simply can't be

matched. We are well ahead of the competition in terms of
reach, technology, product offerings and service. The Private
Bank, of course, is a very important component of our

business. I can assure you that our senior management is
committed to providing the leadership and allocating the
resources necessary to keep it on top.

Private bank clients expect and demand, and we think

deserve, much more today than a bank that is simply a safe
repository for your money . You want a bank that understands

your priorities and is capable of acting on them -- a bank that
can apply skilled management, a broad range of product

offerings and global presence to get the most out of your
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resources. Citibank is committed to doing that - to building
and maintaining our relationship with you by performing at the

highest level possible, always in your interest. We want you to

~l

have a strong sense of trust and confidence in the advice and

recommendations of our Private Bank professionals, and we
work hard to earn your confidence.

One of the key strengths we bring to our relationship is our

global capabilties. Our Private Bank alone is in more

countries - 32 - than the vast majority of U.S. banks - and I

don't mean their private-banking arms, I mean the entire

institution. But it's more than that. You have access to - and
our Private Bankers take full advantage of - our entire global

network - now almost 100 countries -- along with an
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impressive array of products, services and investment
markets.

Some of the more interesting of those markets include the
emerging countries of Latin America, Asia, and Central and

Eastern Europe. I thought it might be appropriate to talk a bit
about those regions. We'll look at the strides those emerging
countries have made over the last several years, as well as

the challenges that lie ahead. i wil also touch on what
Citibank is doing in those regions, our own plans for the future,

and what it all means for you as our Private Bank clients.

8

l _"'' ,1' 'i...

Let's take a few minutes to go over briefly what's been

happening in Asia and Latin America. That will give you some

context for what Citbank is doing in those regions today.

The success story that is the emerging countries of Asia is

well documented.

I'm sure you know about South Korea, for example, going in

one generation from an agrarian economy with a per-capita
income of less than $500 to an industrialized one with a per-

capita income of more than $8,500. And Taiwanls emergence
as an export powerhouse. Last year its trade with America

alone was worth $42 bilion. And you are no doubt aware that
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Hong Kong is one of the world's most vibrant financial centers.
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Singapore and Thailand and even the lesser-developed
countries of the Philippines, Indonesia and India have similar

tales to telL. And they've all been told widely.

The economic emergence of Asia's developing countries is

truly one of the major stories of the last twenty years. And,
right now, we're at the beginning of a very similar story. . .but

it is taking place in Latin America. Despite the turmoil of the
last year, the positive and irreversible changes brought about

by the economic reforms of the early 1990s should not be
underestimated. New economic policies eliminated or put in

check many of the problems that have long crippled the

region, including low exports, high inflation, chronic budget
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deficits, currency instability, poor creditworthiness and capital
flight.

First, trade liberalization, as evidenced by such intra-regional

trade agreements as the Mercosur in the south and the
revitalized Andean pact in the north, is forcing Latin American

companies to become more efficient. Freer trade has also
spurred a wave of cross-border investment. Chilean

investment in Argentina, for example, jumped from $100

million in 1991 to $2.7 billion in 1994.

Second, state-owned companies are not the drain on national

treasuries they once were, thanks to the hundreds of

privatizations that have taken place since the beginning of the
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1990s. And tens of bilions of doiiar~ in capital have been
raised in the process. That capital has been used to reduce
budget deficits or has been invested in badly-needed

infrastructure.

Third, the fiscal situation has improved. During the latter part
of the 1980s, before the current wave of reform, public
expenditures in the region exceeded government revenues by

about five percent of GDP. Since 1990, thanks to budget cuts,
privatizations and tax reform, the region's government budgets

have been in near balance. An important result has been
precipitous drops in inflation rates. Average inflation dropped

from 130% in 1989 to 14% in 1994, and 17 out of 22 countries
in Latin America currently have single-digit inflation rates.
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Argentina and Brazil alone went from inflation rates exceeding
2,000% just a couple of years ago to 2% and 25%,

respectively, today.

I think it is fair to say that in some important ways, Latin

America is where Asia was 15 or 20 years ago.

But to tighten that resemblance and to sustain its economic
turnaround, Latin America will have to address its deeperseated problems of wide income disparities, low productivity

and anemic savings rates.
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It is also important to keep in mind that despite Asia's
enormous commercial and financial growth, political turmoil
~;
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could pose a risk to its continued stability.
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This year's events in Mexico and China underscored the risks
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inherent to investment in emerging markets. Investors should
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exercise normal caution and recognize that each country is at
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a different stage of economic reform. Emerging markets
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cannot be viewed as a single entity. They must be analyzed
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country by country, industry by industry, company by
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company, and case by case. It is also important to keep in
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mind that emerging countries are often a long-term play - and
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patience is key to a successful investment strategy.
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Now, I'd like to tell you about Citicorp businesses in Asia and
Latin America.

Our commitment to Asia and Latin America is very strong and

long-standing. The breadth and depth of our businesses there
is impressive in and of itself. But it's in just one piece - albeit

an important piece - of a global network unequaled among
U.S. banks. Second, our reputation in Asia and Latin America,

both in consumer and corporate banking, is unsurpassed.
That reputation brings business our way and also enables the

bank to attract the best talent. Last, and probably most
important from your standpoint, is that these advantages give

you as Citibank clients a high degree of insight and expertise,
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and access to investment markets and products that other
private banks and their clients simply don't have.

We opened our first South America branch in 1914 in

Argentina; we are celebrating our seventy-fifth anniversary in

Peru this year; and we have been operating in Chile since
1916.

Citibank is the third-oldest bank in Peru, among the top twenty
largest banks in Brazil, the largest fiduciary in Colombia, and
the biggest foreign bank in Argentina.
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When the debt crisis hit in 1982, most other international

financial institutions got out of Latin America. Citibank chose
to stay. We honored our history and long-term commitment to
the region, to our local employees and to our customers. And
in the process we carved ourselves an important place in the

region's future.

In Asia, we have been open for business since 1902, when we

established offices in Hong Kong, Manila, Shanghai, Singapore
and Yokohama. We're back in China for the third time, and
we're using the same name, which is not Citibank, but

"Wha chi ying Hahng." The story behind that has something

to do with Betsy Ross. We went into China as the fiscal agent
of the U.S. government, and established branches jointly with

17
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the Consulate. We generally occupied the first floor and the
Consulate the second floor, so they hung their flag out their

window. The local business registrar came by to enter us in
his books, and he couldn't read our English nameplate on the

front door. He knew that companies in China always had a
flag to represent the company name, but this one was up so

high he had a hard time making out what it was. Undaunted
by his task, he made a decision and went back and registered

us as "Wha chi ying Hahng," the bank of the flowered flag.

guess from that distance, Betsy's stars looked like carnations.
Since that name pre-dates all of todayls domestic Chinese

bank names, we continue to use it. Our credit card activities
alone in Asia have attracted three million customers and have
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earned a dominant position in every major market in the

region.

Citibank has built

an extensive network of offices and

branches throughout both regions, and we regard Asia and
'," Latin America as a major pieces of our global business

, ~' strategy. The bank has branches or offices in 26 countries or
territories in Latin America and 25 in Asia -- by far the most
extensive networks in both regions.

Our product and service offerings are the most diverse and

broad-based offered by anyone in both regions. Everything
from multicurrency accounts and mortgages to asset

m~lnagement and cross-border finance.
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We're not the only ones wh~ find Citibank's performance in the

regions commendable. In 1994, Citibank won the Brazilan
national quality award, and in Euromoney's February 1995

poll of the largest 150 Asian companies, Citibank was the only

name consistently in the ranking. We've been named best

foreign exchange bank 17 years straight. The list of awards
and citations is far longer than you want to listen to today.
/

Both Asia and Latin America continue to playa key role in
Citicorpls strategy. We have unique local-currency franchises
throughout both regions that serve the needs of individuals,
.'

businessesi investors and governments. About one-third - or
25,000 - of all Citibank staffers now work in Asia and Latin

-' -'"

20

"-

L '"
"\

America. And the two regions contribute about 25% of
Citicorpls total revenues.

Citibank has banking relationships with thousands of corporate

clients, who value our local presence, global network and

international expertise. We offer these clients banking
services that include cash management, trade financing,
foreign exchange, and derivatives.

On the consumer side of our Asia and Latin American
business, our growing franchise consists of over 3 million

accounts in 26 countries, and almost 300 branches. Most of
our accounts are targeted to an upscale market, and we've

been increasingly successful in getting permission to provide
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an array of services at least equal to our locally-based

competitors. The Private Bank has offices in 15 countries,
including both regions' most important economies - Brazil,

Mexico, Argentina and Chile in Latin America and Hong Kong,
Singapore, Taiwan and Korea in Asia.

I think it's obvious that we're very proud of what we're doing

and what we can offer our clients in Asia and Latin America.
We are also very proud of the fact that the Citibank experience
in Asia and Latin America is being duplicated elsewhere, most

recently in Eastern Europe.
i
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I would be remiss if I didn't at least touch briefly on our

activities there.
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Citibank is the only American bank - and one of the few

international banks - with qperations spanning the entire
region. That gives us a unique competitive advantage. We
currently have offices in seven countries, namely, the Czech

Republic, Hungary, Kazakstan, Poland, Romania, Russia and

Slovakia. Our headcount in the region has gone from a few
dozen overall in 1991 to 250 in Poland, 235 in Hungary and
165 in the Czech Republic today. Our assets have gone from
under $600 milion to about $1.5 billion during the same
period. We have played å: critical role in trade, wholesale and
investment banking in Eastern Europe, and we are using our

advanced technology and repútation for superior service to get

into consumer banking. Our operations in the region have
been profitable from day one.
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What does that tell you? Well, I believe it is another indication
of Citibank's wilingness and ability to go into markets early

and to handle the risks that such a move entails. We do it
because we see potential for profit, of course.. . .but also
because we believe we should be there for our customers.

Citibank's performance in, Eastern Europe, as in Asia and Latin

America, is clearly reflective of the bank as a whole. First, it
exemplifies our commitment to being everywhere in the world

'. i

our clients need us to be. It also reflects our ability to take the
long view, yet remain very cognizant of -- and very much a

part of - the here and now.
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Of all our strengths -- including globality and the unsurpassed

breadth and depth of our capabilities - it is our strength of
commitment that is probably the most important to you as

clients of the Private Bank.

I'm 'sure you've heard our slogan. . . "The Citi Never Sleeps" I
donlt know of any part of Citibank where that phrase is more

fitting than in the Private Bank.

It may no longer be true that the sun never sets on the British
Empire, but it's an undisputable fact that, every minute of

every day Citibank is open for business.
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It is also a fact that we are constantly working to make an

already unsurpassed array of products and services even
better.

But I think what makes "The Citi Never Sleeps" most relevant

to you is the absolute assurance that we can and do use all of
our global access and resources to provide you with the very
best possible service. . .every day and everywhere.

That's what it all comes dòw,. to. . .thatls why we're in

business. And that doesn't change.

Thank you. I'LL be glad to take any questions you have.
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