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Preface

Our Values & Principles

This year's Annual Report focuses upon our Values & Principles.
They capture the inherent culture of Synthes and have been,
are, and will be at the core of our activities as a company and
as individuals. Guided by these Values & Principles, we make
every effort to deliver on our mission of improving patient care.

Patient Driven Surgeon Focus

Striving every day to
improve patient care

Listening to surgeons
and helping them
achieve the best possible
patient outcomes

Innovation

' Quality

Constantly developing
breakthrough products,
services, and better

ways of doing business

Maintaining the highest
standard of excellence
in all that we deliver to
internal and external
customers

Education Partnership Integrity

Continually educating
and developing

our customers and
employees

Leveraging the insights
of surgeons, the AO,
strategic partners and
our global network
of Synthes employees

Acting ethically and
respectfully at all times
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Business Review. Regional Highlights

Quality

Maintaining the highest
standard of excellence
in all that we deliver to
internal and external
customers




A milestone for the region was the inauguration of the CMF business
in India. This was done in conjunction with an AO course and a Synthes
symposium on sub-condylar fractures at the International Congress
for Oral and Maxillofacial Surgery in Bangalore, where 800 surgeons
attended. These events gave our CMF division a real jump-start and
we are looking forward to adding people, service and products to
serve our CMF customers in India.

Another highlight was our launch in the first half of 2007 of the PFNA
Japan (Proximal Femoral Nail Anti-rotational nail) which was a great
success. This is our first product which is specifically adapted for the
unique qualities of the Asian femoral anatomy; it is an intramedullary
nail used to treat proximal fractures of the femur.

The AO has created a dedicated group of surgeons to consider Asia-
specific training and product needs. With the establishment of the
AO Asia Pacific Trauma Expert Group, we look forward to an expan-
ded offering of dedicated Asia-specific product lines with the addition
of tibia plates, distal radius plates and an orthognathic CMF system.

In order to more appropriately react to market needs, we have crea-
ted two additional sub-regions that are led by separate Synthes ma-
nagers (North-Asia and South-East Asia). This should allow us to train
the people in our sales force, along with our distributors’ employees
in an equally professional way. We will also improve our response time
by increasing the number of inventory holding offices, as well as ac-
celerating our rate of new product introduction. New offices with
better warehousing capabilities as well as training facilities have alrea-
dy been opened in Singapore, India, Malaysia, China and Australia.

Our goal is clearly to expand our activities in this important region.
Apart from the launch of new products and more educational activi-
ties, we will also focus on individual country-specific challenges. One
such challenge is to establish better reimbursement environments in
countries where this is not yet the case (such as India), and also to
provide adequate solutions for an ever increasing number of people
with osteoporosis in the emerging markets. This will be a major task
for us for the coming years.
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Latin America

Once again our result in Latin America was outstanding. In local cur-
rencies, sales in this region grew by almost 19%. This result was pri-
marily due to our strong performance in Brazil and Colombia. There
is still great potential in Latin America because of the large populati-
on, continued economic growth and the relative political stability of
the region as a whole.

Six countries in Latin America have Synthes sales organizations; nine
other countries are covered by distributorship agreements, and two
distributors service the Caribbean region.

The Spine business unit has shown the most growth as the result of
new product introductions combined with close cooperation with AO
Spine Latin America. Power Tools also showed exceptional growth
due to specialized training of the sales force and the support from a
dedicated regional repair facility based in Costa Rica.

Our results in some countries are influenced by our long-term strate-
gy of sustainable, ethical business operations. Synthes has a clear po-
licy that does not allow for kickbacks and other unprincipled business
practices and we will always operate according to these principles.

Apart from the increase in our sales force to keep up with the increa-
sed demand, we now have an excellent training organization in pla-
ce. It allows for our own trainers to train other local trainers and make
sure that product and technical knowledge is distributed evenly
among our sales people and surgeons.

Our relationship with the AO Foundation continued to be very strong.
With their help almost 2,500 surgeons have been trained in over 50
courses in 2007. We are also complementing AO courses with Syn-
thes-courses that are more technology and new product oriented.

We expect this region to continue to grow at a substantially higher
rate than more mature markets. In addition, we expect to increase
market share as a result of the training programs mentioned above,
combined with other initiatives that improve the level of service and
overall efficiency of our Latin American operations.
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