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Synovus is a diversified financial services holding company with more than $31 billion in assets based in Columbus, Georgia. Synovus
provides integrated financial services including banking, financial management, insurance, mortgage and leasing through 39 banks and
other Synovus offices in Georgia, Alabama, South Carolina, Florida and Tennessee; and electronic payment processing and related
services through our 81% ownership of TSYS, one of the world’s largest companies for outsourced payment services.
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Dear Shareholders,

Our company has enjoyed a long history of strong financial
performance, but 2006 stands out as one of our very best years,
with powerful results. Diluted earnings per share was $1.90,
16% higher than the previous vear, and our return on assets was
an exceptional 2.07%. We are proud of our team members’
accomplishments, especially because these results demonstrate
their ability to grow our business organically while continuing to
please our customers. The desire to achieve this balance drives
everything we do at Synovus.

We are foriunate to operate in a healthy region of the coun-
try. The Southeast has an cxcellent business climate, with popu-
lation growth above national averages. We continued to focus
on lucrative markets in this region in 2006. QOur Atlanta
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presence was bolstered by the Riverside Bank acquisition in
Cobb County, and we entered the Charlotie, North Carolina
Mectropolitan Statistical Area (MSA) when National Bank of
South Carolina opencd in Rock Hill, South Carolina, a commu-
nity just 25 miles south of the city. We also expanded into the
Naples, Florida market through the addition of First Florida
Bank—and the bank’s Winter Park office gives us a foothold into
the Orlando MSA. De novo expansion placed us in Augusta,
Ceorgia, and we achieved positive market impact from our move
into Chattanooga, Tennessee.

Some may wonder why we are interested in expanding into
large markets like Atlanta, Charlotte and Orlando, where there is
no shortage of banking and financial services companies compet-
ing for business. We belicve our responsive, community bank

model offers something unique 1o these metropolitan arcas.
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Strong, community-focused teams in each market are excited

about building customer relationships and mecting needs ina

more personal, streamlined way. Most importantly, our decen-
walized approach gives aur bankers the power to make decisions
that are right for the nuances of their own market.

While earning record profits in 2006, we were still able to
reinvest in expansion within our existing footprint, We opened
17 new banking offices, all in high-growth arcas. We are now
managing this expansion more proactively than ever to ensure
that our resources are most effectively allocated. The pace of
expansion has also accelerated as a result of our live-year busi-
ness plan (see graphic below), Our current new branching activ-

ity is more than four times greater than recent years.

- =
S=YEAR PLAN

Become the premier commercial bank
in the Southeast

Leverage our footprint to gain market
share and grow core deposits by
11-13% each year

lmprove business Ime integration
and performance

Contmue to differentiate ourselves
through people practices

Aggrcssnve]y pursue emerging
business opportunities

Dwermfy TSYS' revenue sources

Coming into 2006, we posttioned our balance sheet 1o
benefit from higher short-term interest rates. For a majority of
the year, our net interest margin was strengthened by the
Federal Reserve's actions. As we look to the near-term, these
favorable conditions will abate. Qur industry will face some
potential headwinds, with margin pressure at the wp of the list,
If the economy does slow, loan growth and credit quality could
also be affected.

The priorities established in our five-year plan address
these potential pressures on our performance. Executive leader-
ship and bankers throughout the company believe that our most
important competitive edge is our responsive, community bank
madel. We are using the positioning term “Community Bank-
ing, Powerfully Connected” to illustrate the power of commu-

nity bank delivery combined with the specialized expertise,
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product array and financial strength of a more than $31 billion
asset regional bank.

Strategically, the best opportunity 10 apply this differentia-
tor is through service to small and middle market businesses,
These companices typically view their bank as a trusted advisor,
and their owners and executives value quick answers on credit
and timely problem resolution. They also want solutions driven
by industry knowledge and sophistication when required.
Therefore, our top opportunity for growth in every community
lics in this segment of businesses that are locally owned
and operated. In our planning over the past two years, we
established an objective to become the “premier commercial
bank in the Southeast " Attaining this aspiration will enable us
10 offset the possible lack of loan growth if commercial
real estate lending slows. Also, middle market companies
provide channels to connect customers to a higher number of
services. In 2006, excluding acquisitions, we achieved 12.2%
growth in commercial loans, 9.4% increase in commercial
deposits and a significant increase in asset-based lending—
resulis that are right on track with our plan. Deposit growth and
fee income will continue to receive a boost as our execution of
this strategy unfolds.

Our retail plan continues to have a positive impact. Retail
enhancements have enabled us to optimize the investment
we've made over the years in team members and new branches.
In 2006, excluding the impact of acquisitions, retail core
deposits increased an impressive 14.1%, and retail loans grew
6.8% . Home equity lines of credit, our primary retail loan prod-
uct, grew by 11.9%. Reaail fee income, excluding the impact of
acquisitions, grew 11.7% over the prior year. We opened
92,622 new checking accounts, compared to 82 970 in 2005,

Retail effectiveness is essential for maintaining balance in
our growth and funding. In 2007, our sights will be set on
improving the mix of our deposit growth to products that
provide the most value for the company.

TSYS was once again an exceptional contributor to
Synovus' protitability, as 32.7% of our net income came from
the payments processing line of business. However, in light of
continuing consolidation of domestic credit card issuers, a
portion of TSYS profits came from the financial impact of an
carly contract termination fee of a large client.

While TSYS continues with extremely strony operating
performance, the need to diversify into other revenue sources is
a top priority. International expansion ts a critical aspect of this
strategy, as is movement into other forms of pavments services.

Interestingly, both our banking and payments processing
units have diversification abjectives in their respective stra-
tegic agendas. Synovus owns §1% of TSYS, and we are moving
toward deciding the best ownership structure to facilitate TSYS
expansion through acquisitions. Careful thought must be given
to this opportunity because the long history of Synovus’ strong
performance has in part been attributable wo TSYS ownership.

In 2007, we will focus on initiatives in five areas that power
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LEADERSHIP URPOATE

In Qctober 2006, the Synovus Board of Directors
elecied Richard E. Anthony as Chatrman of the Board
and Chicl Executive Officer of Synovus, following
James H. Blanchard’s retirement. The board also
promoted Fred L. Green, 1 to President and Chief
Operating Officer from his previous position of Vice
Chatrman. These leadership changes were the next
steps in the implementation of a long-range succession

planning process that began in 1999,

- /

our Glrcng!]\.&‘ and create ;.:mwth apportunities as we continue o

fulfill our five-year strategic plan:

Commercial Banking — An important component of our
Commercial Banking strategy is the acceleration of our commer-
cial and industrial loan growth {(Cxl) with cross sales of our
specialty products o include services like corporate cash
management, leasing, capital markets and asset-based lending.

Market Expansion — We will continue to enlarge our foot-
print with a strategic combination of building new branches in
current high potential markets and reaching into new markets.

Customer Growth — We will expand our customer base by

becoming banking consultants whao proactively communicate to

our retail and commercial customers about products and services
that meet their specifie financial needs.

Positive Productivity — We are committed to managing
expenses aggressively to get the best possible return on our
investments.

People Practices — Finally, we will constantly improve our
People Practices to create the kind of workplace that auracts and
retains the best talent.

Details about our 2007 initiatives are outlined later in this
annual report.

Every year presents its own set of challenges, and our lead-
ership team is excited about opportunities to improve as a
company. Changes and enhancements must always be centered
on creating an even better customer experience than ever. We
are proud of our heritage, and our team members are anxious 1o
build on our reputation of being a leader in our industry.

Support for Synovus comes from many sources, but none
are more important than our owners, the shareholders. We thank

you for your i(ml.,-tcrm commitment Lo our company.

Sincerely,

ol Boittoonsy

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

ASALUTE TO Jvi BLANGCHARD

{ter more than 36 years of service, James H.

Blanchard retired as an executive of Synovus

in October 2006. Jim's career spanned peri-
ods of histaric grawth and prosperity lor the company. He
defined a clear vision for Synovus and set the bar high for
what the team could collectively achieve. He led with
strong principles, a warm heart and a passion for people,
and he earned a high level of trust and respect in the indus-
try and throughout the country. Though no longer a
Synovus team member, Jim remains as a director of both
Synovus and TSYS and as Chairman of TSYS' Exccutive
Committee. He generously lends his time to nurwuring
business relationships and sharing his icadership philoso-
phy both inside and outside the company. We wish him
continued success, and we celebrate with him and his

family the beginning of this exciting new chapter in his life.

Jim Blanchard with Richard Anthony
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A POWERFUL YEAR:

The first 12 months of our five-year plan vielded
solid progress in all six of our key focus areas.
Here are some of the major milestones for the year,

BECOME THE PREMIER
COMMERCIAL BANK IN THE
SOUTHEAST

* Excluding acquisitions, our %.4% increase in commercial
deposits, 12.2% prowth in commercial loans and significant
increase in asset-based lending affirm that our integrated

approach to commercial banking works.

* Teamwork and collaboration between
our Montgomery, Alabama-based
Sterling Bank and Synovus’ Cash
Management Group enabled us

1o carn the State of Alabama's

bustness in 2  competitive
Request for Proposal (RFP)
process. The account is the
largest Tor the bank and
cntails detailed cash manage-
ment for the state under

complex requirements.

* As we began o see slowing in
Commercial Real Estate and contin-
ued diversifying revenue streams, we
retooled and bolstered our infrastructure to
better support acquisition and growth of Commer-
cial and Industrial loan (Cx1) business. Activities included
developing a more aggressive commercial banking plan of
action; creating a Commercial Product Leaders Council,
establishing a talent recruiting strategy specifically for Cxl
bankers; forming a comprehensive training and incentive

program; and designing mechanisms for tracking progress.

® The integration of traditional offerings with specialized,

commercial-focused products and services in 2006 has been

well received. We extended $120 million in new loans in our

asset-based lending operation. Our leasing diviston fully
regionalized its Cal stafi, putting these weam members in the

focal banks to help customers obtain the business assets they
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2006 IN BEVIEW

need to compete and grow. Small business eredit scoring was
also introduced to our C&l offering, which has made us more
efficient and responsive to customers.

¢ Remote Express Deposii—or RED—is helping us redefine the
commercial bank of the future. We launched this technology
in 2006 and gained high marks from businesses whose cash
management requirements necessitate timely deposits, Wich
RED, a device about the size of a loaf of bread, customers can
scan checks for deposit to their accounts from the conven-

icnee of their own office.

LEVERAGE SYNOVUS
GEQGRAPHIC FOOTPRINT

¢ We continued to add strong community

banks to the Synovus family, with a strategic

eve on high-growth opportunities. In addi-

tion to building 17 new branches, we

acquired Riverside Bank, located in up-

market arcas north of Adania, and

merged it into Bank of North Georgia to

strengthen our foothold and create a

maore comprehensive service platform for

customers. We also increased our presence

in Tampa Bay, Jacksonville and Savannah,
and centered the Augusta community, Our
acquisitton of First Florida in Naples positioned
us in three new dynamic Florida markets.

¢ This kind of expansion into new, high-growth areas and
within our existing strategic markets viclds more revenue
opportunities. Excluding the impact of acquisitions, total core
deposits grew by 11.1%. Additionally, home equity lines of

credit increased 11.9%, while fee income grew 9.8%.

IMPROVE BUSINESS LINE
INTEGRATION AND
PERFORMANCE

* 2006 brought a greater push to also integrate specialiy lines
of business into our retail banking model—promating beter
service for the customer and creating additional revenue

streams for the bank. We incorporated retail investment sales




experts and mortgage loan originators into local banking
tecams to deliver a comprehensive set of solutions to
customers. One carly result: an increase in retail brokerage
revenue of 9%. Svonovus Mortgage kept pace with the
Southeast's population growth, closing $1.55 billion

in mortgages.

* We repositioned Private Clicnt Services as a
core banking strategy, leveraging existing

hank infrastructure, sales leadership and

resources 1o grow profits at a double-
digit rate, This change also drove an
increase in investment fee income
from affluent and high net worth
customers and the acquisition of
new customers within attractive,
high-opportunity bank markets.

* We expanded services per house-

hold by 12 basis points as we in-

creased the number of products being
utilized by existing and new customers.
Through diligent, organic growth, we
increased our average services per relation-
ship to 3.22 from 3.10, comparatively high for
the industry.

¢ By integrating our commercial services for Cal customers,
our bankers have direct access 1o specialty line experts who
make it casicr for locally based businesses to obtain asset-
based loans, capital markets services, interest rate swaps, leas-

ing and other business-locused financial expertise.

AGGRESSIVELY PURSUE
EMERGING BUSINESS
OPPORTUNITIES

* In 2006, we pursued opportunities in mobile banking, elec-
tronic payments and contactless cards. A new partnership
with Firethorn Holdings puts Synovus on the leading edge of
mobile banking, Using Firethorn's maobile technology plat-
form, our customers will be able to wransfer funds, pay bilis
and obtain account balances simply by making the connec-

tion with their cell phone or ather mobile device.

® Through our strategic partner, Total Technology Ventures,
we enjoyed a $6 million growth in value from an investment
that uses cutting edge technology to improve products and

services in the financial services industry.

CONTINUE TO DIFFCERENTIATE
THROUGH PEQPLE PRACTICES

¢ Offering a great place to work is key to hiring and retaining
the kind of talent required to consistently deliver unmatched
customer expericnces. In 2006, we enhanced our Leadership

Institute to meet the changing needs of our business; created

inconperated retafl
fnvestment salles eperts
and mertgree loan erfighmters
finto loea) banlking teams te deliver
& comprehensive set of solutions to
eustomers. One carlly resull: an
inerease in retafll brokermge revenue
off 9%. Symevus Mertgage kept
pace with the Sewudhensts
$1.55 bilien f®

a new QCateway to Leadership management associate
program, bringing top cellege graduates into Synovus to
create a pipeline of future leaders; and we conducted another
company-wide team member survey to identify key areas for

improvement in 2007,

¢ Another major milestone for 2006

We

was the creation ol a regional

Human Resources organization

comprised of leadership from

the local banks. This new

structure establishes a foun-

dation to better manage

talent  throughout the

organization, nurture the

professional development

of team members, and

streamline some of the

costs of doing business.

* QOur reputation as a great
place to work was affirmed by
a number of awards received

throughout the year. Once again,

we were honored to be named one of
FORTUNES "100 Best Companices to Work
For in America." Synovus and associated banks also

made the lists of "Best Places to Work in Georgia,” “Best
Places for Minortties 10 Work," "Georgia's Top 50 Compa-
nies,” “Banking’s Top Performers of 2006," “100 Best Corpo-
rate Citizens of 2006, and "Best Performing Banks,”

TSYS

* The company set a new industry record for a single-phase
conversion for Capital One Financial Corporation’s portfolio

of Visa and MasterCard accounts.

* TSYS is the number one processor for transaction-enabied
healthcare accounts, supporting more than 11 million
accounts for one of the largest healthcare organizations in the
United States.

* The acquisition of London-based Card Tech, Lid. expanded
TSYS' geographic footprint 1o 76 countries, the largest

expansion of its kind in the company’s history.

* TSYS also had gains in the Asia-Pacific region. TSYS increased
its equity stake in China UnionPay Data Co., Lid. (CUP
Data), a subsidiary of China's anly siate-sanctioned payments
network. In Japan, TSYS became the first third-party proces-
sor to support innovative dual-currency debit cards.
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LOOKING AHEAD:
20027 AND BEYOND

As we advance through our five-year plan with {huilt from scratch) is always a possibility if an appropriate
. - . - . acquisition is not available. Our goal for 2007 is to open
the ultimate goal of reaching $50 billion in o ) )

at least 20 new branches in high potential locations, exclud-

assets by 2010, we'll focus on several key areas ing acquisitions.

that will drive revenue and increase market share * Earlicr this vear we completed a merger of The Citizens
Bank, bascd in Fort Valley, Georgia, and CB&T Bank of
Middle Georgia in Warner Robins. The combined banks,
now under the CB&T Bank of Middle Ceorgia name, provide

both now and in the future.

COMMERCIAL BUSINESS

our customers pumerous advantages, including size, depth of
* Maturation of our Cxl organization is a priority of our five- experience and the convenience of more locations.
vear strategy, with the expectation to reach $5 billion in
cumulative Cgl loan growth by CuSTOMER GROWTH
2010, In 2007, we are
continuing to build an

* We plan to open 100,000 new checking accounts in 2007 and

off our Cad

@hganizat O ngisa)

expert team of profes- increase services per household by 12 bhasis points to 3.34

sionals to  cultivate through branch expansion and aggressive sales efforts.

- opportunitics for new * Our new Commercial Product Leaders Council will maximize
pl‘l@flty g@al f@ te accounts. We expect the business potential for each Synovus product by coordi-
ﬁ(&iﬂf@? 555 billiongin to grow our Cal loans nating the delivery of our full range of services with the
@mﬂh{iﬂw@ @hﬂ l@a‘m by 10%, commercial engagement of Product Leaders and Commercial Bankers.
RO []W 2010, deposits by 12% and * To expand the channels we use (o reach new customers, we

double our asset-based will look for opportunities to leverage Web-based marketing

lending commitments. and husiness development tools.

* We continue 1o explore ways

to develop and leverage customized industry products based

PEOPLE
PRACTICES

on local market demographics, such as building on our Cxl

Te epand the
channels we use (o
icachfncwlcustemeiomwel
willl leelk for eppertunites
o leverage Web-based
aarketing and business

expertise serving German companies in the Greenville,

. o We will implement new
South Carolina market that supply BMW North Amer- o p ¢
. . ) , communication processes
ica; and meeting the capital markets needs of faith-
- . 1o encourage greater team
based organizations in Atlanta. ’ .
member commitment and

* We will continue to focus on improving Csl banking cooperation  within  our

traintng in the areas of product knowledge, sales and

company. We will elevate

credit to further enhance our customer relationships. the level of accountahility

of our managers to cffectively

MARIKET EXPANSION

communicate \\'ith and CNCoLr-

* Reail banking remains a priority for 2007 and beyond. We age feedback from their teams.

want to grow market share at all of our banks, and we also * We will enhance the efficiency and
want to be in high potential arcas that represent compounded effectiveness of our new Human Resources delivery model 1o
growth appertunities, We expect further expansion in Atlanta give the finest services 1o team members and meet the talem
and other larger cities throughout the Southeast. e novo needs to grow our business.
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* To continually nurture leaders for our growing, changing
organization, our Leadership Expectations model will be
revised and supporting development programs will be restruc-

tured w expand learning beyond our core leadership training.

TSYS

= International business continues to represent strong opportu-
nitics for new revenues—nparticularly in China, as the coun-
try's payment network expands rapidly. TSYS expects to be a
"best-practice” player in these markets. TSYS will also expand
its business landscape and grow international revenues by
introducing innovations and taking advantage of market
opportunities for growth across Europe, the Asia-Pacific

region and Latin-America.

EXKPERIENCING THE POWER:

¢ Preferences, convenience and value are on the minds of TSYS
clients—and their customers—in an increasingly mobile and
electronic world. The TSYS team is turning its innovative
spirit toward supporting new form factors that promote
convenience and confidence—moving beyond the traditional
magnetic swipe card. For example, TSYS is now the number

one processor for contactless cards.

¢ TSYS is creating centers of excellence and innovation labs to
develop new ideas collaboratively with its clients. The
company is focused on develeping a vision for the next

generation of payment technology.

CUSTONVIER SUCCESSES

ur Customer Covenant sets high expecta-

tions for doing business with our family of

companies. And it is only through our
unigque Community Banking, Powerfully Connected
delivery approach that we can mcet those expectations
like no other financial services company. Our locally
managed relationships, backed by a multi-billion dollar
holding company with a wide array of high quality
products and services, made all the difference to three
Synovus customers, Their stories on the following
pages demonstrate the power in our approach to
cxpanding into new markets, delivering depth and
breadth in commercial banking, and creating unparal-

icled customer experiences.
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OUR CUSTOMER
COeVENANT

We pledge to serve every customer with
the highest levels of sincerity, fairness,
courtesy, respect and gratitude, delivered
with unparalleled responsiveness,
expertise, efficiency and accuracy.
We are in business to create lasting
relationships, and we will treat our
customers like we want to be treated.
We will offer the finest personal service
and products delivered by caring team
members who take 100% responsibility
for meeting the needs of each customer.

- /
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SUCCESS IN
EAVANNAF

We accelerate growth in
new markets by first
assembling the right team
of experienced bankers
who alrcady have strong
relationships in their
communities. Our entry
into Savannah, Georgia is
a great example. There was
no time to waste getting
up and running there, as
customers, like Dr. John
Howard, needed a
powerful banking resource
to meet growing business
needs without sacrificing
the responsiveness that
comes with local bank

relationships.

8 SYNDVUS : 2006 ANNUAL REFPORT

Ken Rabitsch, commercial banker at Seailsland .
Bank, Dr. Jahn Howard and Jerry Barton, city od
president of Sea Island Bank, are looking at plans%-
for additional Howard Dental Group sites in |
developing areas up and down the coast.

ur entry into Savannah, Georgia was powerful for
customers like Dr. John Howard of Howard Dental

Group. He had aspirations 10 expand his practice into

a management group supporting voung dentists throughout the
coastal region, but his local community bank was not able 10
accommodate his growing need for linancing.

Howard wrined 1o the larger regional banks o help him
accomplish his business expansion, but found that he did not fit
into their customer model either. "Their guidelines were strict,
and they wouldn't budge. Even though they knew me, it didn't
appear that they had any authority 1o be flexible,” he said.

Savannah was already high on Synovus’ list of desirable new
markets. Enthusiastic about fulfilling the needs of customers like
Howard, we expedited the search for a local management team




Using Sea Island Bank’s merchant credit card services,
Howard Dental Group offices can conveniently accept
payments from customers via Visa and MasterCard.

by leveraging the connectiens that our Statesboro, Georgia-
based Sea Island Bank CEO Wayne Akins had with bankers in
Savannah, and we were able to build a solid team of experienced
talent who already had footholds in the Savannah community.

When Sea Island Bank officially opened in Savannah,
Howard moved his business, His banking team has provided
innovative financing options for four new locations and several
office renovations, and he also uses Sea Island’s cash manage-
ment services, merchant credit card processing and online
banking. According to Howard, Sea Island Bank has been the
ideal partner.

"Al Sea [sland Bank, we get the best of both worlds,” he
said, “It’s like we have a team of friends’ at the bank who roll up
their sleeves every day to help us succeed. We get the personal
service that only a locally-run bank can provide, plus the back-
ing of a regional holding company that can provide services
beyond what most community banks offer.”

Dr. Howard {right} and Chief Firancial Officer

Jeff Couper use Sea Island Banl's Business Online
Access and cash management services to manage
budgets and ensure that they are in a position to take
atvantage of possible new business ventures.
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EOMIVIERCIAL BANKING

MIDBLE
MARKET
APPEAL

Our decentralized model
is appealing to business
owners like Synovus’

First Commercial Bank

of Birmingham customer
David Caradine who
values responsiveness and
personal relationships with
local decision makers,

but also needs specialized RS inglastettzzed]lend @tﬁiﬂ@fdﬁﬁﬂn
SOV fC .ﬂf?mr d il-'lﬁl T -

. YD hvitC ,t_n,!_gpa
solutions beyond N ', : e

h - oA . . . : - . *oLeks

traditional banking.

avid Caradine's relationship with First Commercial

G Bank in Birmingham began in 2001 with traditional

banking products: deposit accounts and a line of

credit to support his truck leasing company. In 2004, Caradine
had an opportunity to cxpand his business and needed specialty
financing for third party leases. First Commercial Bank brought
Synovus Leasing into the picture, and Caradine was on his way.
Then, in late 2006, Caradine partnered with Terry Nicholson
forming RB Capiral, LLC to purchase a portion of a truck
accounts receivable portfolio from a commercial finance com- |
pany. The bold move required even more specialized expertise, l
this time from Synovus Capital Finance. Synovus offered Cara-
dine a flexibte solution that matched his company's assets 10 his

{inancing needs. With asser-based lending, Caradine achieved
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greater borrowing power than he would have using a traditional
cash flow banking approach.

Caradine’s needs go well beyond financing 10 include serv-
ices like cash management, lockbox, online banking and our
recently introduced Remote Express Deposit service which
ailows business customers to scan their own documents on site
and clectronically deposit them.

"Our business is cash intense. We manage our books o the
penny every day. The daily detail we get from Firse Commer-
cial's online cash management product puts time sensitive infor-
mation at our fingertips,” Caradine said. "Remote Express
[Deposit has also been a huge timesaver. We're Jocated in a rural
arca—it is nearly a 40 minute drive to the bank-—and with
Remore Express Deposit, we can make deposits without ever
leaving the office.”

Caradine's banking relationship has evolved from tradi-
tional to a customized, sophisticated and profitable solution
that can grow and change as his needs change. It resulted from
good relationship management and teamwork all along the way.
His local commercial bankers and the specialty product experts
at Synovus have partnered to make Caradine’s aspirations for his

business a reality.

Remote Express Deposit allows Caradine’s office
manager to scan checks electronically on site and
make deposits without going to the bank,

Caradine previews the interior of a refurbished truck, part of the
business that first led him to First Commerciat Banl and Synovus.
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THE CUSTOVER EXPERIENCE

ALL IN THE
FEAMILY

Our customers' financial
lives encompass many

dimensions, and standard

solutions are not enough.
At First Community Bank
in Tifton, Georgia, local
bankers and specialized
product experts from
Synovus are working
together to create unique
solutions to meet the

Short family's needs.

n 1941, J.P. Short opened Short and Paulk Supply Company

with aspirations to pass on the business to future gencrations of

his family. The company thrived, and when his son, Jordan 11,
took over the business, the Shorts moved their banking relation-
ship from a local community bank tw a larger regional bank which
they thought could better serve the company’s growing needs.

But bigger, in that case, wasn't necessarily better. Though the
regional bank had greater resources, it drifted away from local
relationship management. So in 2001, the Shorts scarched for a
new banking partner that offered empowered local bankers who
could also help grow the building materials supply company they
worked so hard to establish.

First Community Bank in Tiften had just what the Shorts
needed. Fager to carn their business, CEO Butch Davis gathered
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a team of specialists who made a compelling presentation o the

Shorts that demonstrated how a partnership with First Commu-
nity, backed by the resources of Synovus, would help protect
their business and their loved ones.

Convinced, the Shorts decided to make the move. The
Tifton team immediately began delivering the unparalleled serv-
ice codified by Our Customer Covenant. Private and commer-
cial bankers and rtrust, insurance and investment specialists
review the family’s consolidated relationship regularly. They
share ideas and perspectives with the Shorts and with one
anather, developing solutions that can help the Shorts manage
the family’s assets and continue the success of the business, with
grandson Jay now at the helm.

“Our family gets great service and smart solutions from the
banking team at First Community,” Jay said. "We turn to them
often for suggestions on how (o best handle our finances. They
have helped my dad with trust and estate planning, and Marion
Holland in Private Banking recently helped us establish our
children’s college funds™*”

S0 now, as Jay's children, J.P. and Jackson, ages twelve and
nine, recently opened their first savings accounts, the Short family
tradition at First Community continues into the fourth generation.

“The registered broker-dealer offering brokerage products for Synovus is
Synovus Securities, Inc., member NASI/SIPC. Investment products and services
are not FDIC insured, are not deposits of or obligations of any Synovus
Financial Corp. (SFC) bank, are not guaranteed by any SFC bank and involve
investment risk, including possible loss of principal amount invested. Synovus
Securities and First Community Bank are bath members of the Synovus family of
companics,

Young Jaclkson Short, here with banker Calvin McMitlan, feels at
home at First Community, and just opened his first savings account.

e
- s o s
ol

Gayle Short visits with her banking team often. She is seen here
with Helland, discussing options for college savings pians.
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First Florida Bank

EXECUTIVE Richard E. Anthany Mark G. Holladay _
MANAGENMENT Chairman of the Board and Chief Executive Officer Executive Vice President and Chief Credit Otficer

Fred L. Green, Il Thomas J. Prescott
President and Chief Operating Officer Executive Vice President and Chief Financial Officer

Elizabeth R. James Calvin Smyre
Vice Chairman and Chief People Officer Executive Vice President, Corporate Affairs

(. Sanders Griffith, 1l

Senior Executive Vice President, General Counsel and Secretary
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Charles W. Garnett

Regional CED
Columbia, South Caroling

COoLUMBIA, SC

The National Bank of South Caralina
Charles W. Garnett, President & CED
nationalbankse.com

W. Luther Taylor
Regional CEO
Pensacola, Florida

BIRMINGHAM, AL

First Commercial Bank

Nelson Bean, President & CEC
firstcommercialbank.com

ENTERPRISE, AL

Community Bank and Trust Company
H. Lamar Loftin, President & CEQ
cht-alabama.com

HUNTSVILLE, AL

First Commercial Bank

Charles E. Kettle, Chairmar & CEQ
fch-hsv.com

JASPER, AL

First National Bank of Jasper
L. Gwaltney McCollum, Jr.,
Chairman & CEO
fnb-jasper.com

MONTGOMERY, AL
Sterling Bank

W. Alan Worrell,
Chairman, President & CEQ
sterlingmontgomery.com

TUSCALODSA, AL

Bank of Tuscaloosa

James B. Flemming, Chairman & CEQ
bankoftuscaloosa.com

MAPLES, FL

First Florida Bank

Robert 0. Smedley, President & CEQ
firstflondabank.com

PENSACOLA, FL

Bank of Pensacola
Thomas B. Carter, CEQ
hankofpensacala.com

TAMPA, FL

Synovus Bank of Tampa Bay
David W. Gunbar, CEO
synovusbankfl.com

VALPARAISO, FL

Vanguard Bank and Trust

M. Gary Roberts, President & CEQ
venguardbank.com

Donald D. Howard
Regional CED
Alpharetta, Geargia

ALPHARETTA, GA

Bank of North Georgia
Kessel 0. Steliing, Jr, CED
banknorthgeorgia com

CALHOUN, GA

Georgia Bank & Trust

Larry Roye, President & CEQ
ghtcathoun.com

CARROLLTON, GA

Citizens Bank & Trust of West Georgia
James T. Edgar, President & CEQ
chtwga.com

CHATSWORTH, GA
Cohutta Banking Company
Michael M. Sarvis, CEQ
cohuttabank.com

COVIMNGTON, BGA

First Nation Bank
Stephen C. Wood, CEQ
firstnationbank com

DOUGLASVILLE, GA

Citizens & Merchants Bank

James H. Mathis, President & CEQ
citizens-merchantsbank.com

NEWNAN, GA

Bank of Coweta

0. Steven Stripling, President & CED
bankofcoweta.com

PEACHTREE CITY, GA

Peachtree National Bank

Richard V. Spink, President & CEQ
pchnb.com

ROME, GA

Citizens First Bank

D Copeland, President & CEQ
citizensfirst-rome.com

CHATTANOOGA, TN

Cohutia Banking Company of Tennessee
Michael E. Haskew, President
cbe-tn.com

MEMPHIS, TN

Trust One Bank

James P Farrelt

Chairman, President & CEQ
trustibank.com

NASHVILLE, TN

The Bank of Nashville

J. Hunter Atkins, President & CEQ
bankofnashville.com

Frederick D. Jefferson
Regional CEO
Thomasville, Georgia

FERNANDINA BEACH, FL

First Coast Community Bank

James M. Townsend, President & CEQ
feebank.com

JACKSGNVILLE, FL

Synovus Bank of Jacksonville
William J. Hammel, CEQ
synovushankjax.com

TALLAHASSEE FL

The Tallahassee State Bank

Sharon £. Weeden, President & CEQ
talstatebank.com

ALBANY, GA

Security Bank and Trust Company
Mark J. Lang, President & CEQ
securitybank-athany.com

AMERICUS, GA

Sumter Bank & Trust Company
Randolph B. Jones, Jr., President & CEQ
sumterbank.com

ATHENS, GA

Athens First Bank & Trust Company
J. William Douglas, President & CEC
athensfirstbank.com

BRUNSWICK. GA

The Coastal Bark of Georgia

J. Keith Caudell, President & CEQ
coastalbankofga com

MONROE, GA

The National Bank of Walton County
Benjamin E. Garrett, President & CEQ
nbwe.com

STATESBORO, GA

Sea Island Bank

Wayne D, Akins, President & CEQ
seaistandbank.com

TIFTON, GA

First Community Bank

John M. Davis, President & CEQ
firstcommunbanktifton.com

THOMASVILLE, GA

Commercial Bank

Thomas J. Cailaway LI, President & GO0
bankch.com

VALDOSTA, GA

First State Bank and Trust Company
David A. Durland, President & CEO
fsbte.com

Stephen A. Melton
Regional CEC

Columbus, Georgia

COLUMBUS, GA

Columbys Bank and Trust Company
Stephen A Melten, President & CEQ
celumbusbankandtrust.com

LAGRANGE, GA

Commercial Bank and Trust Company
Robert L. Carmichael, Jr.

President & CEQ

combarkirust.com

WARNER ROBINS, GA

CB&T Bank of Middie Georgia
Gary M. McLure, President & CEQ
chthank.com

PHENIX CITY, AL

CB&T Bank of East Alabama
Ronald J. Smith, President & CEQ
cotbankea.com

Paul M. Todd
Executive Vice President
Calumbus, Geargia

Synovus Mortgage Corp
Michael L. Padalina,
Prasident & CEQ
synovusmortgage.com

Creative Financial Group, Ltd.
Robert W. Law, President & CEQ
cfghd.com

GLOBALT, inc.
William H. Roach, President & CEQ
globalt.com

Synovus lnvestment Advisors, Inc.
William H. Roach, President

Synovus insurance Services
Carter L. Mize, President
SYNOvUSINSUrance.com

Synovus Securities, Inc.
J. Barton Singleton, President
SYNOVUS.COM/SSI

Synovus Trust Company
George G. Flowers, President
SIOVUS CoM/SiC

Philip W. Tomlinson
Chairman & CEQ

Columbus, Georgia

TSYS
M. Troy Woods, President & 00
tsys.com
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SHAREHOLODER

BOARD OF DIRECTORS

INEOBMATION

2

Richard E. Anthony

Chairman of the Beard and

Chief Executive Officer,
Synovus

& .
Richard Y. Bradley

Attorney at Law.
Bradley & Hatcher

Frank W. Brumley
Chairman of the Board &nd
Chief Executive Qfficer,
Daniel Island Company

James H. Blanchard
Chairman of the Board and
Chief Executive Officer
{Ret.). Synovus
Chairman of the Executive
Committee, TSYS

Daniel P. Amos
Chairman of the Board and
Chief Executive Dfficer,
Aflac Incorporated

Iy

Elizabeth W. GCamp Gardiner W, T. Michael Goodrich
Fresident and Garrard, Jr. Chairman of the Board and
Chiefl Executive Officer President, Chief Executive Officer,
OF Management, Inc. The Jordan Company BE&K, Inc.

Mason H. Lampton Elizal;eth C. Ogie

2

V. Nathaniel

P

Alfred W. Jones, Il

Fred L Green, il

President and Chief Hansford’ Chairman of the Baard and Chairman of the Board, Private Investor
Operating Officer, President {Rev.), Chief Exacutive Officer, Standard Concrete Products
Synoviis North Georgia College Sea Island Company

Chairman of the Board,
The National Bank
of South Carolina

and State University

ADVISDRY DIRECTORS

.
Dr. Melvin T. Stith
Dean of Whitman School
of Management,
Syracuse University

J. Neal Purcell

Vice Chairman — Assurance
(Ret), KPMG LLP

H. Lynn Page
Yice Chauman of the Board
{Ret.l, Synovus,
Columbus Bank and
Trust Company, TSYS

EMERITUS DIRECTORS

@

William B. Turner, Jr.
Vice Chairman of the Board
and President.

W, . Bradley Co

Elizabeth PB. James

Vice Chairman and Chief
People Officer, Synovus

Philip W. Tomlinson

Chairman of the Board and
Chief Executive Officer,

Joe E. Beverly
vice Chairman of the Board
{Aet), Synovus
Chairman of the Boar,
Commercial Bank

James D. Yancey
Chairman of the Board
{Ret }, Synovus
Chairman of the Board,
Columbus Bank and Trust
Company

C. Edward Floyd, MD
President, Floyd Medical
Associales, PA

Lovick P. Corn

Advisory Ditector
WC. Bradley Ce

Richard H,
Bickerstaff

Manager, Broken Arrow
Land Company LLC

/1

John P lliges, 1
Senior Vice President [Ret ).
The Robinson-Humphrey
Company, Inc.

John T. Qliver, Jr.
Vice Chairman of the
Executive Committee {Ret ),
Synovus
Chairman of the Board
(Rex.). First National Bank
of Jasper

Robert V. Royall
Former U §. Ambassador 10
Tanzania; Chairman of the
Roard {Ret.), The National

Bark of South Carolina

John L. Moulton

Senior Parther (Ret.),

Muoulton, Lane and
Hardin, Inc

Roy M. Greene, Sr.
President, Greene
Communications, inc.
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Loyce W. Turner William B. Turner George C.
Chairman of the Board Chairman of the Executive Woodruff, Jr.
{Ret). First State Bank and ~ Committee (Ret.). Synovus Real Estate and Personal
Trust Company Advisory Director, W, C. Invastments

Bradley Co

“Lead Qirector




General Offices

Synovus

P.0. Box 120

Columbus, GA 31902-0120
{706} 649-2311

Stock Trading Information

Synovus common stock is traded on the New York
Stock Exchange (NYSE) under the symbol “SNV".

Price and volume information appears under the
abbreviation "SyncvusFn!” in NYSE daily stock quota-
tion listings.

Dividend Reinvestment and Direct Stock
Purchase Plan

The Synovus Dividend Reinvestment and Dirgct
Stock Purchase Plan provides a comprehensive package
of services designed to make investing in Synovus
stock easy, canvenient and more affordable.

To request &n enroliment package for the Dividend
Reinvestment and Direct Stock Purchase Plan, of for more
information, please visit us at synovus.com on the Inter-
net or call our automated request line at (800} 503-8903.

New investors. You can join the Plan by making an
initial investment of at least $250, which includes your
enrollment fee of $15.

Synovus Shareholders. You tan participate by
submitting a completed enrollment form. If your shares
are held in a brokerage account, you must first register
some or all of your shares in your name.

Dividend Reinvestment. You can invest afl or a pant
of your cash dividends to accumulate more shares
without paying fees.

Optional Cash Investments. You can purchase addi-
tional shares by investing between a minimum of $50
at any one time and 3250,000 in total per calendar year.
[f you wish, we can withdraw funds automatically from
your bank account each month to purchase shares.
Purchases are made weekly or more often if volume
dictates. Fees are lower than those typically charged by
the financial services industry.

Safekeeping. You can deposit your cartificates with
us fer safekeeping at no cost 1o you. You can request a
certificate anytime at no cost.

Gifts and transfers of shares. You can make gifts or
transfers to others.

Safe of shares. Whenever you want, you can sell
some or all of your shares at fees lawer than those typi-
caily charged by the finangial services industry. Shares
are sold weekly or more often if volume dictates.

Form 10-K

A copy of the Company’s 2006 Annual Report on
Form 10-K, filed with the Securities and Exchange
Commission, is available at no charge upon written
request to Investor Relations at the address below.

Form 10-K SEC and NYSE Certifications

Synovus has filed the Chief Executive Officer and
Chief Financial Officer certifications required by

Stock Performance Graph

The follewing graph compares the yearly percentage change in cumulative shareholder return on Synovus stock with
the cumutative total return of the Standard & Poor's 500 Index, the Keefe, Bruyette & Woods 50 Bank (ndex and the
KBW Regional Bank Index for the last five fiscal years {assuming a $100 investment on December 31, 2001 and
reinvestment of all dividends). In the preceding year, Synovus selected the KBW 50 Bank Index as the index with which
to compare its perfermance. As the KBW 50 Bank Index is no langer published. Synovus is replacing it with the KBW

Regiona! Bank Index.

COMPARISON DF S-YEAR CUMUL ATIVE TOTAL RETURN

G
=

Synovus

S&P 500 O $100 $78 $100 s $117 3135
KBW 50 O $100 $93 3125 $137 $139 $166
KBW ..

Regional Bank - - $100 $104 $146 5166 $167 182
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Online Stock Purchase and
Information

You can now purchase your initial shares
online at synovus.com and easily get current
information on your shareholder account 24
hours a day, seven days a week. You will
have access to:

* View account status

* Purchase or sell shares

» View book-entry information

» Request certificate issuance

= Establish/change your PIN

» View payment history for dividend

* Make address changes

« Dhtain a duplicate 1099 tax form

* Aequest a dividend check replacement
= Aieceive annual meeting material

L electromically J

Section 302 of the Sarbanes-Oxley Act of 2002 as
exhibits to its 2006 Annual Report an Form 10-K and
submitted to the NYSE in 2006 she Chief Executive
Officer’s annual certification that he is not aware of
any violation by the company of the NYSE corporate
governance listing standards.

Notice of Annual Shareholders’ Meeting

10 a.m. Eastern time, Apri! 25, 2007, in the Bill
Heard Theatre at the Columbus RiverCenter. Log on to
synovus.com 10 join our annual shareholders’” meeting
via a live Webcast on the Internet,

Investor Relations

Analysts, investors and others seeking additional
financial information not available at synovus.com
should contact:

Patrick A. Reynolds

Senior Vice President

Director of Investor Relations

Synovus

PO.Box 120

Columbus, GA 31902-0120

{706} 649-4973 = Fax: {706) 644-8065
email: snvir@synovus.com

Shareholder Services

Current shareholders requiring assistance should
contact Mellon tnvestor Services as listed below:

U.S Mail
P0. Box 3315
South Hackensack, NJ 07606-1915

Registered Mail or Overnight Delivery
480 Washington Blvd.
Jersey City, NJ 07310

Telephone Inquiries
1-800-503-8903

filed wilh the 5 and Exchange G
reterred to herein or contemplated by such statements

SYNOVUS® SYNOVUS FINANCIAL CORP® and the styhized H logo are federaliy registered service marks of Synovus Financial Corp., which also owns a number of ather federally registered service merks. Total System Services. Inc.® and
TSYS® are federally registered service marks of Total System Services, lnc., whith 2156 owns a number of service marks which are registered in the LS. and other countries. All ather products and company rames are rademarks or federally
registered trademarks of their respective companies © Copyright 2007 Synovus Financial Corp. Al nights reserved

Cautonary language regarding forward-locking statements: This annual report 10 shareholders contains forward-looking statements, which by their nature involve risks and uncertainties. Please refer to Synavus” Annual Repart on Form 10-K
1 for informatian concerning forward-looking statements, under the caption "Safe Harbor Statement,” ang for a description of certain factors that may cause actual results to difer from goals
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