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Rhonda Wallace (left), commercial banker at
Citizens First Bank, meets regularly with business
owner Carof Rutledge to discuss how the bank
can support her plans for future growth,
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Richard E. Anthony
Chairman of the Board
and Chief Executive Officer
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SYNOVUS 2007 ANNUAL REPORT

Dear Shareholders,

[ recently asked a customer what he thought
were the most important qualities of a success-
ful company, and, without hesitation, he said
he thought they were passion and locus. In
the new world of Synovus, these words best
describe our “personality.”

Our team members have always had
a passion for taking care of their custom-
ers. Fostering that kind of commitment
is easier when those on the front line are
not only empowered to own the rela-
tionship but also have the products and
services to meet any customer need.
Our Customer Covenant compels us to
deliver service at Synovus in that manner,
and, therefore, we can create a customer
experience that is unmatched in the financial
services industry.

With the completion of the TSYS spin-

off, the focus on our strengths and resulting

Our team has a passio
and our model empower

priorities has never been sharper, While TSYS
gained much-needed strategic flexibility with its
independence, Synovus has gained a renewed
clarity around our future. Having received a
$484 million dividend from TSYS, our capi-
tal position is extremely strong and serves
as an additional source of strength and flex-
ibility. The “new” Synovus intends to fully
leverage three competitive strengths that set
us apart from other financial organizations:
our decentralized delivery model, our pres-
ence in the best Southeastern markets and our
talented, passionate people. QOur aspiration is
to become the top performing regional bank
in the Southeast.

Small and middle market business custom-
ers are especially attracted to our community
bank model because we combine responsive-
ness with a consultative approach to serving
others. Qur emphasis on commercial custom-
ers does not minimize the significance of our

other lines of business. Financial Management
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The “new” Synovus intends to fully leverage three competitive strengths
that set us apart from other financial organizations: our decentralized
delivery model, our presence in the best Southeastern markets, and our

talented, passionate people.

expansion than in past years as we concentrate
on current expense management and resolu-
tion to credit issues.

As the saying goes, "people bank with
people.” Our team members are our most
important competitive strength. The way
we treat our team members is translated into
the way they treat our customers. That's
why we are committed to a people-focused
environment at Synovus, where we invest
in the growth and development of individu-
als throughout their careers. | have always
admired the spirit that our team members
have to make others successful. The culture of
Synovus is alive and strong.

While leveraging our competitive strengths
and focusing on commercial banking as a key
strategic initiative for 2008, two other priori-
ties deserve much attention this year. There
is no doubt that last year was both histori-
cal and challenging for our company, but it
also provided a perfect backdrop for tackling
fundamentals. Addressing credit quality and
expense management are the highest impera-

tives for our team.

SYNOVUS 2007 ANNUAL REPORT

The credit challenges we are facing at
Synovus primarily relate to the deterioration
in residential housing that began last summer.
We do not have any exposure to the exotic

and complicated instruments that have resulted

business line, support function and process
to find additional opportunities for efficiency,
productivity and revenue production over the
long term. Changes are being made to ensure
that we are an industry leader in this highly
competitive world of financial services.

As we embark on this exciting, new chap-
ter in the history of Synovus, we view this as
a time of great opportunity for our organiza-
tion. | am convinced that we will look back
and recognize year end 2007 as a baseline

from which we began a period of great accom-

Becoming a trusted advisor to operating businesses in the Southeast will
lead us to a position as the premier commercial bank in our region.

in significant losses for many institutions.
However, many of our construction and devel-
opment customers in West Florida and Atlanta
have suffered and we continue to work with
them in this slow housing market. We have a
plan in place to recognize pockets of weakness
and to liquidate properties quickly. Additional
resources have been put in place to manage
credit, and we will leave this cyclical downturn
stronger than we entered.

We must run a tight, efficient organiza-
tion to reach our performance expectations.
Expense management is receiving a heightened
level of attention this year. We are currently

engaged in a company-wide review of every

plishments. We have much to be excited about.
Thank you for your continued interest and

support of our company.

Sincerely,

\w_?\m

Richard E. Anthony
Chairman of the Board and
Chief Executive Officer




190d3H IVANNY £00Z SNAONAS

Jueg 0ot doj, e se smzedew pynrgoen
pue { Y10 01 S31LIOUNN 10§ SIDE]{ 153G, DY) JO dU0 Fulaq foj dulzeSew
Ainguy ppiy 341 ‘AB010Uyd3] JO 35N IA1D3YI pue uolieAouUl BUIALID
10 42UV HUILIMY U SazN \mm&c:%wﬁ yupg ‘auizedew yaapu xo:zEL__o?_.
woly uonudodar sresedas FUIPH|DUL SIOUOL |BIIAIS PIAIIDII SNAOULG

"Auedwiod 1no J0O 5531139 310D 3y AJIPOD puE SI3QLUSL Wed)
Yam UONDRISIUE SIOPEI| J0) PIEPURIS 3Y] 135 YdIym ‘Sjapow sanjea alelodiod
pue suonedadxg diyssopea] mau uno payuawadl pue padojsasp snaouig

"S1IWI0ISND
AN 16) 22U3U3AXI JUDISISLOD JI0W B PUR IDUIUIAIOD SE ||am Se 'ADUDIDYYD
$3)R247 SIFYIBLW 32IY} ISILY) JO Yoed Ul syueq 4no Suinquuor)y Aeq edwie|
PUE BIUR[1Y 'SUIQOY JIUIEM —SIa)JRU ING JO 321Y) Ul Sy Ueq JO S133Ieyd
3y} 'I1EPIJOSUOD 01 UOIIU3IUL IY) PIJUNCULE PUR 'PIIEPI|OSUCD SNAQUAG

“|etua1od ||ny su az)jeat pue ansind o} pauorsod 131ag 3 pue ‘fjiga | 16aiens imeah
el i Auedusod 4ae3 uids SaS) 41 wo Bunnsas sansunuiodde ay) 1noge Mseisnyiua Lioq
316 AUOYIUY Preyty (77 PU UBWLIRY ) STAGUAS pUe UOSUIIO] [iyd (73 BUB UeLIey) SASH

‘Budnd JuiBeuew AJjeaiEaens pue sasuadxa Suifjoiuod
‘soonoerd Sunumiuspun pautjdstp 8uisn Aq Ansnpul s8eRuow ayy un aeak
a[nejoa Ajensnun ue Suunp Ajiqeiyosd paureruiew afediuop snacuig

"800T Bundg AQ sjueq snaouiqg [je 01 19Rpodd 341 IO |jo1 ||Im pue
‘Auedwion) 15U 3 Jueg 1541 SUIYIY Yitm Buijueg 3j1qopy payoune| SNACUAG

“SUO1IRD0|
19MIEW P212A0D AJYBNY Ul SALDURIQ MAU g UI PaI[nsal uolsuedxa youelq 19N

uid100] 1no ut 5)13vew Jolew 67 ul suonedo| Jurjuey
2BA] SPAOUAG BUIAIR 'S1931BW Al U PIPPE 212M SIDYJ0 Juljueg d1eALL]

1e24 Jo11d ) IIA0 ISEIIDUL INUIAI 90T
e Ul pa3ynsad syueq ano oiul dnold 58elsyoiq [18131 N0 Jo UONBIANUL Y |

2234 snotasad oy 4340 dseasdul uod siseq
x1s e ‘diysuonejau 1ad s1onpoiad g¢-¢ padeisae am 'Bunjueg |RIDISWWOT) U|

“on¥ 2 Buisealdul
SURO| [BILISRPUI PUE {BI2IIWIOD YUM "YIMOIE PImOys 'SIDIAIIG JUBLDIIN
pue FuIpua] paseq-13ssy ‘siaiepy (eitdey Sulpnour ‘Sujueq [BIDISWIWOT)

‘sagedwod uspuadapur A0y
"oreaedas Funeald ‘GAGL HO-ulds 01 PaioA SI01D3LI(] JO PIROY| SNACUAG

‘Auedwod FUIP[oy yueq e se AIESIIAIUUY YIGE N0 PIIRIGI|ID SNAOUAG

aoueib e 1e /00




Questions and Answers with our executive leaders—Why do our customers need Synovus?

Our ultimate goal is to provide value to our shareholders, achieved through talented financial services experts leveraging our unique decentralized
model to deliver unmatched customer service. Great customer experiences lead to growth, and, ultimately, shareholder value. We spoke to some
of Synovus’ top leaders about how our competitive strengths and strategies for growth contribute to enhanced customer experiences.

How does Synovus create a customer experience
that stands out from the competition?

Fred Green, Synovus
President and Chief
Operating Officer, is a
28-year veteran of the
banking business.

8 SYNOWVUS 2007 ANNUAL REPORT

Zoé. more than ever, our decentralized
model gives us an edge on our competi-
tors by allowing us the flexibility 1o address
pressures brought on by the fuctuating econ-
omy and concerns over credit. Our model
allows us to attract and retain the best bankers
in our markets, equip them with a broad array of
products and services that match large regional
and national competitors, and give them the
local decision-making authority so important to
building lasting relationships.

As regional and national banks continue to
consolidate, their ability to retain stable, senior
leaders becomes more challenging. There is a
revolving door of market leaders who are trans-
ferred to different areas, or leave to go work
for other banks. Their offices are left dark

and empty as they are frequently traveling for

corporate meetings miles away. On the contrary,
customers can go into Synovus banks and have
direct contact with local CEOs, whose tenure
at our company alone make them distinct in our
markets. Our senior leaders are active in sales, in
touch with customers and involved in the daily
business of running the bank. They build refa-
tionships with longevity, and that creates a high
level of trust and confidence with customers.
Community banks claim local ties as a
strength, but often fall short in terms of product
offerings. Conversely, larger banks tout expan-
sive services, but are losing their local touch.
Empowered by our model, Synovus can do
both. With a complete line of services that spans
from traditional retail products to sophisticated
commercial and investment services, there is no

customer need that we can't meet.
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Why does having an empowered local banker
matter to a business customer?

w:m.:nmm owners depend on their bankers to
provide the financial resources necessary
to see their dreams fulfilled. When a customer
“looks good on paper,” it becomes a relatively
easy decision for us to establish the banking
relationship and begin providing the financial
services required. But frequently, hard data about
a customer’s creditworthiness can be difficult
to obtain. In these situations, a loan decision,
for example, may depend on more subjective
information that can only be generated through
close interaction with the borrower, knowledge
of their business and an understanding of the
market. That's classic relationship banking. And
that's where Synovus excels.

Because Synovus commercial bankers are
given the latitude to make the best decisions
for their local bank and community, they have
the power to tailor solutions for customers
that might not fit into the box at other banks.
Through our relationship-based approach, our
bankers understand the customer’s need and the
reasons behind it. They aren't just order takers,
wuorking off a checklist of qualifiers for approval.
They are knowledgeable, confident, adaptable
and willing to search for solutions ... espe-
cially in times when the full picture just can't be

conveyed on paper.

SYNOVUS 2007 ANNUAL REPORT

When we arm empowered bankers with
our comprehensive array of commercial offer-
ings, like cash management and international
banking, asset-based lending, capital markets,
Business OnLine Access, Remote Express
Deposit, investrnent, trust and advisory services,
the result is a truly end-to-end banking solution

for any business owner's needs. Expert commer-
cial bankers serving their communities, backed
by the power of a multi-billion dollar financial
services company, perfectly position Synovus
to become the premier commercial bank in the
Southeast.

At Synovus, we believe there is a science
and an art to great commercial banking. The
“science” of it involves the policies, procedures
and formulas we follow that govern sound
and fair business practices. The fine “art” of
commercial banking is in the personal relation-
ships our bankers and investment experts have
with their customers, It's a banker's ability to
use what he or she knows, coupled with good
judgment, discernment and the power to take
action based on what's best for customers that

equals an experience we can offer better than

Mark Holladay is Executive Vice President and
Chief Credit Officer at Synovus. With 30 years
of solid experience in banking, his focus is on
achieving our goal of becoming the premier

commercial bank in the Southeast.
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How will Synovus’ non-banking lines of business
contribute to growth and enhance customer
relationships in the future?

ustomers needing financial management
services have become one of the maost
sought after segments in the industry. We recog-
nize the growing revenue potential in the wealth
management business. But, at Synovus, we see
Financial Management Services (FMS}) as much
more than just a single revenue source. It is the
icing on the cake that can take Synovus banks to
the next level with our customers, better posi-
tioning them to win in their markets and become
the premier commercial bank in the Southeast.
We don't think customers looking for finan-
cial guidance should have to run from bank to
brokerage to insurance agency to get help. Our
goal is to maintain a holistic view of our custom-
ers, where everyone in the company, across all
lines of business, works together to provide the
ultimate customer experience. FMS is not viewed
as a separate line of business at Synovus. It is an
extension of our bank teams, formed through a
strategic partnership that thrives on collaboration,
Synovus' customer-centric, decentralized service
model allows us to deliver financial management
services better than the competition.
We've seen the power of our model as we
spent the last 18 months shifting from centralized

SYNOVUS 2007 ANNUAL REPORT

delivery of FMS services to a more integrated
approach partnering with the banks. We have
been significantly more successful selling finan-
cial planning services with brokers on location, as
part of the bank teams. Moving brokers into the
banks simplifies the referral process and creates
a more seamless experience for customers. The
proof is in the numbers. FMS revenues were
$89.5 million in 2007, up 9% over 2006. So, we
don't maintain our decentralized model just to be
different; we do it because it works,

In 2008, FMS lines of business will be
putting more emphasis on integration, further
leveraging the power of Synovus' decentral-
ized model. Our Capital Markets Group will
continue to partner with commercial bankers to
provide financing for corporate and municipal
customers. We also see potential in interest rate

protection products and insurance products, both

Bart Singleton serves as Executive Vice President of Synovus
and President of Financial Management Services, directing
our mortgage, capital markets, insurance, trust—including
Family Asset Management, brokerage, and financial planning
tines of business. He has spent 24 years developing
investment solutions for his customers.

which generate good revenue, A new insurance
strategy for Synovus has emerged which desig-
nates Financial Consultants as our primary sales

force for individual life products. Life insurance
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How is the retail customer experience different

at Synovus?

ike commercial banking, we take retail

banking personally. We seek one-on-one,
responsive relationships between our bankers
and our customers. Within each of our commu-
nities, we have developed banking teams of
exceptional caliber, and our customer-centric,
decentralized model empowers our retail team

members to generate a better customer experi-

ence than our competitors.

At Synovus, we compete effectively for our
fair share of mass retail, with our recent invest-
ments in branch upgrades, sales and service
training for team members, and broader, more
competitive retail product offerings, but our defi-
nition of retail is more focused than the general
mass market of our larger competitors. Our
primary retail targets are smalil business owners
who are attracted to our local approach and exper-
tise and can be served through the local branch;
individuals who need Private Client Services; and
employees of businesses who already bank with
us. QOur delivery model perfectly positions us to
reach out to these groups, as it empowers our
highly skilled bankers to custamize solutions and
make decisions locally.

Our delivery model appeals to small busi-

nesses and sole proprietorships that still rely

Leila Carr is Executive Vice President and Chief Retail
Officer at Synovus. She utilizes her 25 years of broad
banking experience to direct initiatives that maintain
Synovus'edge in the market based on the exceptional
customer experience our retail teams are providing.

on the local branch banker for their operating
and credit needs. They are also attracted to our
consultative approach and ability to custom-
ize solutions using a comprehensive array of
small business products and services. And while
competitors equate convenience with large branch
networks, we believe in offering the ultimate
convenience: bankers that go to the customers.
Qur team members spend much of their time on
location at our small business customers’ offices,
learning about those companies and how we can
help them grow and succeed.

Our retail growth will also come from
tapping into our commercial banking base of
customers for additional business. Synovus
has built a large commercial customer base
already attracted to our delivery model, We see
particular potential for Private Client Services,
as business owners seek the same expertise in
managing their personal finances as they do
their business finances. Relationship-building
skills and expertise in the key planning issues
that affect afffuent customers and business
owners are instrumental to getting this busi-
ness. Therefare, we have introduced our Private
Client Accreditation Program, a stringent,
comprehensive certification process enabling

private bankers, financial consultants and trust
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How does Synovus’ focus on people translate
into customer satisfaction, and, ultimately, into
shareholder value?

~: any business, customers want to be served
by confident, well-trained professionals who
are sincere, caring, concerned and positive. This
approach leads to a high level of trust between
the customer and the team member, and ulti-
mately, the company as a whole. In banking,
trust is everything.

Clearly, how team members feel about
their work and their company matters. But
attitude can be difficult to quantify. You won't
find it as a line item on a balance sheet, or on
a cash-flow statement. So, what is the value of
a team member’s passion about what they do?
At Synovus, it s priceless. Our team members’
job satisfaction and pride in their work perme-
ate the customer experience. Satisfied team
members lead to more satisfied customers, Syno-
vus' performance is maximized when each team
member works every day to make customers,
communities and fellow team members success-
ful, and feels pride in doing so.

We intend to be the premier commercial
bank in the Southeast, and we need the “cream
of the crop” to get us there. This is a tall order,
but we're committed to keeping our bar for

talent high. Our customer-centric, decentralized

SYNOVUS 2007 ANNUAL REPORT

delivery model is perfect for attracting and
retaining talented financial services experts who
have a desire and a drive to develop personal
relationships with customers. When we really
know our customer, then we can do more than
just sell products. We can make our products
truly work for them.

Competition for talent intensifies every
vear. Leveraging the attraction of our deliv-
ery model, we offer programs like Gateway
to Leadership, a corporate management associ-
ate program designed to bring to Synovus the
best among college seniors as a pipeline for
future leadership.

Lee Lee James is Vice Chairman, Chief People Officer
and Corporate Secretary of Synovus, For the past 22
years at Synovus, she has worked every day to create
an enwironment that demonstrates respect for the
worth of each individual ieam member and make
Synovus the employer of choice in its communities.

Career development, reward, recognition
and celebrating successes are critical elements
in creating a healthy, strong winning team.
Through high-caliber training and development
provided by our Center for People Develop-

ment and our talent management initiatives,

we provide many opportunities for our team
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2008 va\ INnitiatives = “Asweembark on this exciting, new

To outperform our industry peers in key measures of growth and w h—dm—u._”mq :a ._”Tm :-m.ﬂo q< O.ﬁ. m<= O<CM~
profitability by: ;

- weview this as a time of great
» Strengthening credit structure and practices, leading to improved . . . "
credit qualiy - opportunity for our organization.

» Continuing the execution of our Commercial Strategy to

increase diversification of our loan portfolio

m RICHARD E. ANTHONY, CHAIRMAN

“ AND CHIEF EXECUTIVE OFFICER, SYNOVUS
_
_

» Maintaining a strong focus on net growth in consumer
households and commercial relationships by increasing business

development activities

» Increasing and identifying new sources of fee income across all

lines of business

» Aggressively managing expenses by engaging in productivity

exercises to simplify and improve work processes !

» Leveraging the performance of every team member by clearly

defining accountability measures and equipping managers with

the tools to provide exceptional leadership to their teams

18 SYNOVUS 2007 ANNUAL REPORT
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The Synovus Family of Companies

Charies W. Garnett
Regional CEQ)
Columbia, South Carolina

The Nationat Bank of South Caralina
(olumbia, SC
(harles W, Garnett, President & CEQ

W. Luther Taylor
Regional CED
Pensacola, Florida

Bank of Pensacola
Pensacola, FL
Thomas B, Carter, CEQ

Bank of Tuscaloosa
Tuscaloosa, Al
James B. lemming, Chairman & (0

Community Bank and Trust
Enterprise, AL
H. Lamar Loftin, President & CEO

First Commaercial Bank
Birmingham, Al
Nefson Bean, President & CEC

First Commercial Bank of Huntsville
Huntsville, AL
(Chartes E. Kettle, Chairman & CEQ

First Florida Bank*
Naples, FL
Dominic A. Dimaio, Market President

First National Bank of Jasper
Jasper, AL
L. Gwaliney McCollum, Jr, Chairman & CEO

Sterling Bank
Montgamery, AL
W. AlanWorrell, Chairman, President & CEQ

Synovus Bank of Tampa Bay
Tampa, FL
David W. Dunbar, CEG

Vanguard Bank and Trust Company

Valparaiso, FL
M. Gary Roberts, President & CEQ

SYNOVUS 2007 ANNUAL REPORT

Donald D. Howard
Regional CEQ
Alpharetta, Georgia

Bank of Coweta
Newnan, GA
D. Seven Suipling, President & CEO

Bank of Notth Georgia
Alpharetta, GA
Kessel 0. Stelling, Jr., President & CEQ

Citizens & Merchants Bank
Douglasville, GA
Jamnes H, Mathis, President & CEO

Citizens Bank & Trust of West Georgia
Carrollton, GA
JamesT. Edgar, President & (EQ

Citizens First Bank
fRome, GA
0. Copeland, President & CEO

(ohutta Banking Company
Chatsworth, GA
Michae! M. Sarvis, (0

(ohutta Banking Company of Tenn,
(hattanooga, TN
Michael £. Haskew, ity President

Georgia Bank & Trust
Calhoun, GA
Larry Roye, President & (EQ

The Bank of Nashville
Nashville, TN
). Hunter Atkins, President & CEO

Trust One Bank
Memphis, TN
James P Farrell, Chairman, President & CEO

Commercial Bank
Thomasville, GA
Thomas ). Callaway IIl, President & CEQ

First Coast Community Bank
Fernandina Beach, FL
lames M. Townsend, President & (EQ

First Community Bank
Tifton, GA
John M. Davis, President & CEQ

First State Bank and Trust Company
Valdosta, GA
David A. Durland, President & CEO

Sea Island Bank
Statesboro, GA
Wayne D. Aldns, President & (EO

Security Bank and Trust Company
Albany, GA
Mark J. Lane, President & CEO

Sumter Bank and Trust Company
Americus, GA
Randalph B. Janes, Jr,, President & CEQ

Synovus Bank of Jacksonville
Jacksonville, FL
William ). Hammel, President & (EQ

The Coastal Bank of Georgia
Brunswick, GA
1. Keith Caudefl, President & CEO

The National Bank of Walton County
Monroe, GA
Benjamin E. Garrets, President & (20

Tallahassee State Bank
Tallahassee, FL
Sharon E, Weeden, President & CEQ

Frederick D. Jefferson
Regional CEQ
Thomasville, Georgia

Athens First Bank & Trust Company
Athens, GA
1. William Dauglas, President & CEQ

Stephen A. Melton
Regional CEQ
Columbus, Georgia

(B&T Bank of East Alabama
Phenix City, AL
Ranald J. Smith, Presidens & CEQ

Synovus provides commercial and retail

banking, as well as investment services, to
qustorners through 37 banks, 332 branches
and 440 ATMs, and other Synovus offices

in Georgia, Alabama, Seuth Carolina,

Horida and Tennassee,

(B&T Bank of Middle Georgia Synovus Mortgage Corp.
Warner Robins, GA Michael L. Padafino,

Gary M. McLure, President & CEQ President & (EO

Columbus Bank and Trust Company
Cotumbus, GA
Stephen A, Melten, President & CEQ

Commercial Bank and Trust
LaGrange, GA
Robert L. Carmichael, Jr, President & CEQ

), Barton Singleton

Executive Vice President, Synovus,
and President,

Financial Management Services
Synovus Financial Management Services
Columbus, Georgia

*Second Quarter 2008: First Florida Bank will merge with Synovus Bank of Tampa Bay.

(reative Financial Group, Ltd.
Robert W. |aw, President & CEQ

GLOBALT Investments
William H. Roach, President

Synovus Insurance Services
J. Barton Singleton, President

Synovus Securities, Inc.
1. Barton Singleton, President

Synovus Trust Company
George G, Flowers, President
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SYNOVUS

Post Office Box 120
Columbus, Ceorgia 31902
SYNOvUs.com




