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PRIVATEBANCORP

N O,

BUILDING ON MOMENTUM

OUR RESULTS HIGHLIGHT OUR ABILITY TO BUILD UPON PAST SUCCESSES
As we continue to position ourselves as the bank of choice for commercial
middle market companies, we are building market share, improving
performance and generating value for our sharebolders.

2012 ANNUAL REPORT

FOCUSED ON OUR FUTURE
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building

Five vears ago, we set out to create an important, Chicago-
based commercial middle market bank wit
to building client rel
and creating value for our shareholders. To that end, 2012
was a year <’>f solid progress, consistent execution and

h a commitment

ionships, serving our communities

strong momentum

PrivateBancorp is well-positioned today thanks to
consistent focus and strong execution of our key priorities:
We have built quality relationships by leveraging the expertise
of our teams, strengthened overall asset guality and have

rransformed our balance sheet to that of a commercial middle
market bank. Importantly, we are building a strong, more
profitable organization to drive long-term sharcholder value.

Being the bank of choic
As L reflect on our accomplishments in 2012, 1 believe our
success lies in our dedication to building mutually beneficial
client relationships, as well as addressing our (‘.imﬂmgeg with
a clear and direct path to outcomes. With thar focus, during
2012 we have:

- Doubled earings per share *O $0.88 at December 31, 2012,

from $0.43 at December 31, 2011, and net income to over
$64 mitlion in 2012 from about $31 million in 2011

» Grown 5 13 percent or about $1 billion

:d deposits 17 percent or $1.8 billion

[nd a b percent increase in net revenue year-over-year
mithion

Materially improved asset quality by reducing non-performing
assets by over 42 percent or $165 million

e




We are building the bank of choice for commercial and
industrial and commercial real estate clients — middle
market companies with $10 million to $2 billion in annual
sales that are mostly family owned and privately held. In fact,
we have added over 1,100 new client relationships since we
began our transformation five years ago. We also serve the
personal needs of the owners and executives of our client
companies, and families in all the communuities where we
have a presence.

We are client-focused across our business groups and
dedicated to being a trusted advisor that is responsive to our
clients’ needs with a customized set of product solutions built
for the commercial middle market. We do not try to serve
every client segment, but rather to be the best at serving the
clients who are drawn to our differentiated, relationship-
focused approach.

We have built teams that embrace the advisor role
and understand the difference they make for our clients
and our Company. Our people matter and we have a special
culture that values the contributions of each member of our
teams. By staying true to our mission, we are one of the top
50 commercial banks in the United States, and we continue
to gain market share as we build an important bank in
Chicago and all of the communities we serve.

Building for the long term

Our view is toward building for the long term. While |
believe the macroeconomic environment in Chicago and
the Midwest is improving, there are challenges hampering
a stronger recovery. So while many clients have realized a

better position from the modest economic improvement,
plans and investments are impacted by the uncertainties,
and that weighs on our loan growth.

Additionally, the banking landscape is increasingly
competitive as more banks pursue the coveted middle
market client. Resulting pricing pressure as well as the
ongoing low-rate environment put a particular burden on
asset-sensitive banks like ours. Our approach is to build
market share with selectivity and discipline through
active client development. Chicago, in particular, is a
large and fragmented banking market, which presents us
with opportunities to gain market share as we continue to
be recognized for our differentiated position serving the
middle market.

Our specialty businesses give us a national presence in
industry segments that value specific expertise. Our regional
banking markets outside of Chicago have locally recognized
bankers who are empowered to serve their clients. Taken
together, these give us the platform to build our important
and distinctive middle market bank.

Delivering a full-service commercial bank

Five vears ago, we began the transformation of PrivateBancorp.
Today, we confidently say we are a commercial middle market
bank, with a portfolio mix that is 64 percent commercial
and industrial and 28 percent commercial real estate and
construction at December 31, 2012, a balance reversed
from its 2007 position. The strength of a more diversified
commercial and industrial portfolio has been critical to

our ability to manage through our challenges and position
our company for the improved performance we have today.
Our clients turn to us not only for financing, but also for
product solutions that provide us with deposit-gathering
and fee-generating opportunities.
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path to success.

Forging a

The banking landscape has changed significantly since |
first was elected 1o the Board of PrivateBancorp, Ine. more
than 20 vears ago. Yet one thing remains certain: with a
clear vision, a defined strategy and a focused team under
scperienced and dedicated leade
natmost all economic conditions.

ship, it is

the direction of

possible to succee
Our bank has a vision to be a leading commercial

middle market bank in the markets and industries we serve.
Our strategy is butl around a client-centric, relationship-
driven model that allows us ro serve as a trusted advisor to
ients. Management and the Board are aligned in our
vision and steategy, and thar commitment is what helped us
wearher the financial erisis of recent years, gain market

ks

share and rebuild sharebolder value.

key moves

We realized some important goals in 2012 that will
contribute o our abiliry to maintain momentum in growing
our Company. The successtul equity and debt transactions
i October allowed us to redeem our TARP shares in a
'«:%mrs*;\%'midfsr—h‘zs.ndsi\f manner. Positive response to ihc

capital raise gives us confidence in the value of what we

are i?l‘“@ﬂfﬁil&},

5 “Building on M

Additionally, we have made significant progress in
addressing credit portfolio challenges and improving the
overall strength of our asset quality. This has been a two-

pronged approach. Not only have we worked diligently
and deliberately to dispose of problem assets, bur we
have been very focused on strengthening cur credit risk
framework as we build our portfolio for the future.

Determined leadership

Make no mistake, risk is an inherent part of our business.
(.,.zm:‘,fu.iy evaluating risks is key to our busines
Your Board of Directors understands this responsibility and

decisions,

takes our oversight duty very seriously.

1, personally, wish to thank all of our Board members
for their time, commitment and support of anm‘(‘imnu,ss)
We are fortunate at PrivateBancorp to have a Board of
dedicated and engaged professionals who represent a variety
of thoughts and perspectives and are able o drive thoughrful
discussion and reasoned decision making. Our commitree
chairs lead focused review and analysis of their assigned
areas of oversight.

Together we engage in ongoing self-assessment
processes and refine our practices as appropriate to enhance
our effectiveness and strengthen our accountability to
shareholders. One example of this is our recommendation
to move to annual election of directors. We believe giving
shareholders a stronger voice in Board governance will
only make us better.




Future focused

As we look ahead, the macro economic landscape continues
to require careful navigation. With fewer growth opportunities
available in a persistently sluggish economy, the market for
banking services is extremely competitive. We recognize
and accept these challenges and are determined to be the
commercial middle market bank of choice.

With all of this in mind, we will not lose sight of what
matters most: building shareholder value by developing lasting
and profitable relationships with our clients, managing our
risks, supporting our communities and creating a workplace
that is challenging and engaging for our employees.

Our people make it possible
I also wish to thank the PrivateBancorp employees for
their efforts that have allowed us to build our Company
over the last several years and return to the business of
strengthening profitability. Our dedicated employees are
at the heart of our ability to continue our momentum and
generate future value.

Thank you to our shareholders for your confidence
and support of PrivateBancorp.

James M. Guyette

2012 Annual Report
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The successful execution of our commercial middle
market strategy — which marked its five-year anniversary
in November 2012 — has led to over 1,100 new client
relationships, the transformation of our loan and deposit
portfolios and enhanced cross-sell. At year end, we had
over $14 billion in assets, $10 billion of total loans and
$12 billion of total deposits.

Trusted advisor

. o . Lot boas bio bk
Our growth primarily is organic but bas big bank
— client by client. We have offices IBpOTIant 10 s,

We’

Fre OF

in 10 states and a delivery model a companm

that reaches farther than that,
allowing us to take our specialty

Manuel Valdes

businesses to clients who truly
value that expertise, wherever
they are based. Throughout
2012, we funded over $1 billion
in loans to new credit clients, most of those commercial
and industrial clients, who make up about 75 percent of our
total revenue.

Our healtheare and specialized industries groups -
including construction and engineering, asset-based lending,
security alarm finance and insurance — had an exceptional
vear, building a national presence and strong position, We set
ourselves apart in our markets by providing a deep level of
service so that we become a trusted advisor to each client.
Senior attention and empowering relationship managers to
make key decisions strengthens our ability to anticipate our
clients’ challenges, meet their needs and help them move
toward their business objectives.

1k oacts i
FOSOMT

7'

Finding unique solutions

A clear example of the benefit of this approach to our clients is
our relationship with Chicago-based Frontera Foods, Inc.,
founded by acclaimed Chef Rick Bayless. Frontera Foods
produces and markets more than 65 Mexican food products
using all-narural ingredients and time-honored cooking
methods. The recession was tough
on many companies and Frontera
Foods was no exception. As
Frontera Foods President and Chief
Executive Officer Manuel Valdes
tells it, bankers Brian Greenblatt
and Alison Murphy saw a way

tregred as g

to help Frontera Foods gain
working capital to buy key goods
in larger quantities, thus lowering
production costs.

“Because they know our
business at an intimate level, they
can propose ideas and be resourceful,” Valdes explained.
“They don’t wait for us to come to them with a need. They look
for opportunities to solve business problems. They are unique
in that approach. They are always asking, ‘How can we assist
you to grow your business and make it more profitable?”™”

The PrivateBank has a suite of products across all lines

of business that was built to deliver exactly what our clients
need. That gives us the opportunity to deliver capabilities
not normally found at banks our size. As Frontera Foods’
Valdes notes, “The PrivateBank acts like a small bank,
but has big bank resources. That is important to us. We're
treated as if we’re a company two or three times our size.”

2012 Annual Report 9
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Our commercial-focused capabilities, including treasury
management, capital markets and syndications, continue
to provide important fee revenue for the bank, contributing
to a 13 percent increase in non-interest income in 2012

as we do more for our clients and address their needs. That
includes delivering the breadth of our services to clients

to serve their personal needs as
well. Within our Private Wealth
group, we provide trust,
investment and private banking
Services to ['he owners aﬂd

“You want to be abl

executives of our commercial business, This

clients and other high-net- bive and continue 1o

worth families who appreciate
our customized approach to
wealth solutions and our client-
centric relationship model. In
fact, referrals from commercial
bankers to Private Wealth

were up 9 percent year-over-year as we strengthen those

Peter Krug Jr.
Prosids

fent, C

relationships. Additionally, we have expanded our custody
services within Private Wealth. Together, these initiatives
helped boost our assets under management by 21 percent
to $5.2 billion at December 31, 2012.

Building rewarding relationships

At Magellan Development Group, the firm behind the
Lakeshore East “village within the heart of the city”
development in Chicago, co-Chief Executive Officers Joel
Carlins and Jim Loewenberg are long-time personal clients
of The PrivateBank. As we executed our transformation
strategy and added capabilities to serve professional real
estate developers, we were able to do more for Magellan,
including financing for components of the Lakeshore East

T o Byorvrds apsdres spas o
person di the bank wio unders

P Rood i

development. The pair credits The PrivateBank’s ability
to see their vision and create solutions that helped them

i realize goals for the development.

“Lakeshore East is our biggest project,” Loewenberg
explained, noting the development consisted of condos
and townhomes, retail space, a hotel, a park and more.
“We wouldn’t be sitting here today

it wasn’t for The PrivateBank.

They were able to get it done.”
Working with clients like

Magellan, our Commercial

Real Estate Group added over
$200 million in new lending
relationships in 2012 and had
over $1 billion in client deposits
at year end as we have worked

to position ourselves to serve an
industry that is regaining strength.
The Commercial Real Estate team
has been able to bring new approaches to clients that have
allowed us to win new business. Our team will continue

to be selective in developing relationships with professional
developers and entrepreneurs interested in a full banking
relationship with us.

Within our Community Banking Group, we are able
to build important granular deposits through our branch
network, our mortgage ream was a key driver to our 2012
fee-income growth and our small-business banking team
added more than 100 new clients in 2012 as we leverage
our commercial middle market platform to serve companies
under $10 million in annual sales. We work wirh our
commercial banking clients to offer personal banking
and mortgage services to their employees, creating a value-
added benefit to the relationship.

2012 Annual Report 11
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ness teamm, like our commercial middle

Our small bust

eam, aims to be a trusted advisor to-clients such
o Industris ne, (CHFLD), a
o of tood flavorings that was f()mﬂd@d

t Food Ingredients, |
IHinois, bre
in 1986, and its Mtw company, Fontana Flavors, Inc.,
fouaded in 2003 and based in Janesville, Wisconsin, Peter
§'s" , President s:.)i' Fontana Flavors and Director of Sales
at CIFILL y advisors
o @iy business — its attarney, its accountant and its banker.

Krug

ralks about the importance of three ke

“You want to be able to have a go-to person at the
rards vour business,’
r Krug Sr., President of CIFII and Chief

{?‘h -er at Fontana Flavors, work with Sohila
%%u sitiess Banking Relationshipdtanager who
wancing for both companies. “This means
we can continue to hire and continue to grow,” notes Krug.

>

< who unders

. Per

by %‘.i

he says. Krug and

ke
oy

Piston Automotive, based in Detroit and formed by
former professional basketball star Vinnie Johnson in 1995,
is a supplier to the automobile industry, which is subject to
its own industry cycles and was particularly impacted by the
most recent r dge of
our Michigan commercial middle market team, including
Relationship Manager Ron Valentine, is a source of
confidence for Piston Automotive’s leadership team. Or
as Johnson put it, “The automotive industry is a i

sion. The depth of industry knowle

g“ﬂ

a
intensive industry that requires access to working capital.
key member of Piston Automotive’s team is a supportive ;m(i
anding banker who takes the time to understand our
needs and as well as industry cycles. The PrivateBank has
always raken the long-term view of our relationship, which
is important in both weak and strong economic times.”
Seeing the big picture with our clients and having the

underst

ability to solve for their needs ~ that is what it means to be
a trusted advisor at The PrivateBank.
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O Larry Richry

As we have byl the business in the last fve years, we also

have nureased a coltare designed to create an engaged and |

motivated team, We define our values around four pillars:
Peaple, Vision, Teamwork and Building Our Future,

PEOPLE We recognize the strengths and perspectives of
wvery team member and commit to creating an engagi
and - meaningful workplace.

VISION We hold important a singular focus on doing our
bestin the relentless parsuit of our goals.
TEAMWORK We embrace a collaborative, respectful,

{&i‘(?i}i\zi?i&%? 3 and %1}3}3}3;5 epvironment.

BULDING BUR FUTURE We are engaged in the success of our

ize our responsibility to our clients,
ourr shareholders and gur communities,

Company and recogt
¢ ¥ =4

phasis on upholding our responsibility
Jur employees volunteer a minimum

We place particular e
toGur communities.
of 10 hours with activities that support our Community
Reinvestment Act obligations. In 2012, we launched a special
FEmployee Volinteer Day in IHinois, where 300 of our team
embers taught the Money Savvy Generation financial

Heeracy program in about 20 Chicago schools.

Teaching financial literacy

Stucties show the profound need for improved financial

“3

fireracy. Gme in 12 1.5, houssholds is unbanked and a

quarter of all households have used an alrernative financial

service such as gmv - lending in the last year, according
FIC,
[he average score of high school students taking a basic
st 15 69 percent, according to the U.S.
Department of Treasury and Department of Education,
which jointly administered the test to some 80,000 high
school students in 2012,

to the | ‘he need extends to our children as well.

financial Hrer

itdirg on Moment

We recognize that, as a bank, we have a special ability
to reach into these communities and to provide education
on the importance of good personal finance and banking
habits. The best place to start is with children, giving them
the tools they need to be financially responsible for life.
The PrivateBank was proud to partner with the Big
Shoulders Fund in 2012 to bring this innovative program
to the schools. The Big Shoulders Fund works to provide
support to Catholic schools in the neediest areas of Chicago.

Helping rejuvinate neighborhoods

We aisi) taunched a program with Bethel New Life, an
organization dedicated to revitalizing Chicago’s west side
communities. The PrivateBank has created the Entrepreneurial
Loan Fund to support a new small business development
initiative by Bethel New Life. Thirty entrepreneunrs were
selected from 160 applicants to take part in a 15-week
intensive training program sponsored by Bethel New Life. The
program was open to applicants from the west side Chicago
neighborhoods served by Bethel who want to start a new
business that will help fuel job creation in these communities,

Helping where we are

We also get involved with activities that support important
causes and help keep our communities vibrant, such as Toys
for Tots in Atlanta, Pedal the Cause in St. Louis, the Beverly
Turkey Trot in Chicago and many more. The PrivareBank
team contributes thousands of volunteer hours each vear in
support of our communities.

Fven during the most challenging times in the last five
years, we cmn’mucd to Invest in our communities. We look
forward to continuing this support as we work together to
make our neighborhoods, towns and cities strong, vibrant
places to live and work.
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Selected Financial Data
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Selected Financial Data (continued)

AS OF DECEMEBER 31

(Dollars in thousands) 2512 20” 201{1 2{}99 2{)08
CREDIT QUALITY® L ..
Non-performing I'qaﬁs” $ 138780 § 259883 § 365 131919
ORED , . msm . 120709 8 23823
Total non- perf@rms gassets % 0B & 385 5ET1 4 454608 % 155,742
Restrictired loans a{éerum : nterest @ 60980 100,909 . w5 - .
Net charge-offs . % otosz 3 161782 % 89,850 $ 125798
Total non-performing | loans tc) tﬂtat Ioans 1.37% 288% 437% _16b%
Total non- performmg assets to tota assets - k o 311% 1.56%
Allowance for loan \osses to totai !oans ' 1505 . 2\13% - 141%
BALANCE SHEET meuusur .

$ 10,005,519

10,740,119
9,046,625

 Non- mterest bearing dep@ s 0, 711693

Brokered depossts 993455 815,951 ' 2,654,768
Longterm debt . 3 ABB9s | agogos 618,793
By 100706 1,296,752 | 605566
CAPITAL RATIOS , . .
Total risk-based capital 1313%  1408% 10.35%
,Txerlnswbased/capxtal 1048% 12.38%  126%
e as0% 0 11339 117%
ommon ec . gEpw gAY 4.54%
'Tangiblevcommc)n‘édu i e  4.50%
Average eq'un;yjto a'v‘:ep e asse o . 1012% . 1029%  TM%

The financial information presented is derived from, and should be read in conjunction with, the Company’s consolidated financial statements as filed
with the Securities and Exchange Commission in its 2012 Form 10-K, which also can be found on the Company's web site at www.theprivatebank.com.
o))
(2)
(3) Excludes covered assets.
4)
(5)

Computed as total non-inferest income less net securities (losses) gains and loss on early extinguishment of debt.

This is a non-U.S. GAAP financial measure. Refer to the Non-U.S. GAAP Financial Measures informaticn beginning on page 22.

Computed as total equity less preferred stock, goodwill and other intangibles divided by outstanding shares of common stock at end of year.
Y Z y

Computed as non-interest expense divided by the sum of net interest income on a tax equivalent basis (assuming a federal income tax rate
of 35%) and non-interest income.

(6) For purposes of the Company’s presentation, the Company calculates risk-weighted assets under current capital requirements and no

under the recently proposed rules issued by banking regulators. Our calculation may differ from other companies, as this is not a reguldtory
mandated capital ratio.

(7) Computed as tangible common equity divided by tangible assets, where tangible common equity equals total equity less preferred stock,
goodwill and other intangible assets, and tangible assets equals total assels less goodwill and other intangible assets.
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Consolidated Statements of Financial Condition

on - 2012, $493.0 million 490,148
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Consolidated Statements of Financial Condition (continued)

AS DF DLCEMBER 31

(Amounts in thousands, except per share data) 2{]12

PERSHAREDATA ,

Par value . S Norie . None
Liquidation value .
Stated value

i . fla
£ 1og 4 LDOV

SHARE BALANGES

Shares authorized 174000 0 so00 5,000
Shares issued ase L 856 - 3536
Shares outstanding 3B 2536 '

esyebaee

n/a = not applicable

The financial information presented is derived from, and should be read in conjunction with, the Company’s consolidated financial statements as filed
with the Securities and Exchange Commission in its 2012 Form 10-K, which also can be found on the Company’s web site at www.theprivatebank.com.
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Consolidated Statements of Income

YERRS ENDED

share data) 2 Q ! 2

T INCOME
including

eposits in banks

Provision for loan an,
. Het interest

an and covered lban losses

NON-INTERES
At and inve
Nioligage banl

18140
i
14,286
15008
ol
6917
1218

her income




Consolidated Statements of Income (continued)

(Amounts in thousands, except per st
NON-INTEREST EXPENSE
Salaries and employee benefits
Net Ocmpancy expense

Technology and re lated c:ests
Marketing
Professional ser\uces :
Outsolirced servicing casts = 1
 Net foreclosed property expenses; -
Postage, telephone and dehvery
Insurance o
\Loan and colleotson expens&s o

Net income attnbutable ’to non»coatrol!mg mterests
Net income attnbutable ta ccntrol[mg mtere

Basic earnmgs (IQ
Diluted sarnings (loss) ¢ share
Cash dividends dec!ared e
Weighted- average comman shares outstandmg

Weighted- -average dtlu’ted common shares outctahdmg '

e

2010

149,863
29,935
10,224

8,501
12931
7,807
15,192
3,659
26,534
14,623

3497
15186
11631
13670

(12,09()) '

0in

ol

) 004
7io5 70,024
72074 70,024

The financial information presented is derived from, and should be read in conjunction with, the Company’s consolidated financial statements as filed
with the Securities and Exchange Commission in its 2012 Form 10-K, which also can be found on the Company's web site at www.theprivatebank.com.
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Non-U.S. GAAP Financial Measures

CGAAP based

AP and non-U.

report contains both V.S, G
wial migasures. Th

st inchme, net tErest margin, ner revenue, dperating profit

and efficiency ratio atl on a fully raxable-equivalent basis, Tier 1

common equity to risk-weighted assers, rangible common equity

o tangible assets, tangible equi'-f“ to risk-weighted assets, rangible

assers and tangible book value. We believe that
ese non-1Ls, \5‘\Az financial measures will provide

information ;m-h;% to investors in understanding our underlying

operational performance, our business and performance trends,

and facilitates comparisons with the performance of others in
the banking mdustiy.

We use net interestincome on a taxable-equivalent basis in

caleulating various performance measures by increasing the interest

cempt assets to make it fully equivalent to

LUeine ea rred on tas

interest imcome earned on mxai‘:!c investments assuming a 35% tax

fate. Management belisves this measure to be the preferred industry

measuremint of ter interest income, as it enhances comparability

vising from taxable and tax-exempt sources

S5t ICOE

FOonet in
and accordingly believes that providing this measure may be useful

f)} peer o }rﬂ@d{'(‘«(}%) Urposaes.

lition to capital ratios defined by banking regulators,

we also consider various measures when evaluating capital utilization

and adequacy, including Tier 1 common equity to risk-weighred

assers, rangible common equity to tangible assets, tangible equity w

ese non-U.S. GAAP mmmai measures include

tangible assets, tangible equity to risk-weighted assets and tangible
book
capital ratios definéd by banking regulators for both absolute and

value, These calculations are intended to eomplement the

comparative purposes. All of these measures exclude the ending
balances of goodwill and other intangibles while certain of these
ratios exclude prvferwd capital components. Because U.S. GAAP

does not include capital ratio measures, we believe there are no

comparable U.S. GAAP financial measures to these ratios. We believe
these non-U.S, GAAP financial measures are relevant because they
provide information that is helpful in assessing the level of capital
available to withstand unexpected market conditions. Addinonally,
presentation of these measures allows readers to compare cerrain
aspects of our capitalization to other companies. However,
because there are no standardized definitions for these ratios, our
caleulations may not be comparable with other companies, and this
may affect the usefulness of these measures to investors.

Non-1.S. GAAP financial measures have inherent limitations,
are not required to be uniformly applied and are not audited.
Although these non-U.S. GAAP financial measures are frequently
;,

limitations as analvtical tools and should not be considered in

cholders in the evaluation of a company, they have

used by sta

lsui&tmn or as a substitute for analyses of results as reported
under 1.5, GAAP.
{ared Financial Statements in their en

As a result, we encourage readers to consider
our C unml rirety and not

to rely on any single financial measure.

THE FOLLOWING TABLE RECONCILES NON-U.S. GAAP FINANCIAL MEASURES TO U.S. GAAP

2012

2¢ “Building on Momentuy

8117608

5 409984 §
o

2010 2009 2008

8 71w

3 !&9"’ , 2%




Non-U.S. GAAP Financial Measures (continued)

AS OF AND FOR YEARS ENDED DECEMBER 3

(Dollars in thousands, except per share data} (Unaudited) 2{“2 20” 201& 2089 2@38
EFFICIENCYRATIO , . : ' . .
US GAAP nonmterest expense @ % @e7is S s0ooyy 8 p99BOR & Sazdls & 196196
Net revenue - I $ 533847 $ 508231 § 497780 00066 $ 235568

Efficiency ratio (n)/(d} ' 61.28% 59489 B0.1¢ 61,8 _ 8326%
- TIER 1 COMMON. HTAL” . . f

U.S. GAAP total equity $ 1207166 % 1296752 $ 122791 605,566
Trust preferred securities 244795 044793 244,79; 192667
Less: accumulated othercampzehenswe mcome, . . . .

net of tax. o 5 o 48060 ¢ ABBor . 00078 27,568
Less: d\sa!lowed deferred tax assets .. . . -

94,621

94 57 o
, 16840

Less: non- controI mg tntares: 133

Txer 1 common capjtal (e) . ‘ $ 899728 % § ‘418,.306";

_TANGIBLE COMMON ‘enum
U.S. GAAP total equity

$ 1507166 % 1096752 § 1 605,566

Less: goodwill 94 . 94571 95,045
Less; othet intan 12 g8 15353 _6b4a
. Tangible equity 0w, B nmsen 503,977
Less: preferred - ey e

3§ 445807

Tangible common equity $ 1099817

TANGIBLE ASSETS
U.S. GAAP total assets

§ 1005715

| $12465601 $ 10,005,519

WEIGHTED ASSETS«;{B‘?:; .

§ 11,080,061

PERIOD- END commsns&smﬁseﬂ‘rsmmm g s gpas 0 Fiany 33,568
BBOW . 80A% 454%
78%%  oedy 500%
0 risk-weighte , . BBY% 1w0e0% 1o - 5.47%
Tangi ble commo'n eqmty’ ) /grbfeasset% (g)/ (h) - e e 4.50%
Tangible book value (&) /() % iape 5 13ig g 13.28

The financial information presented is derived from, and should be read in conjunction with, the Company’s consolidated financial statements as filed
with the Securities and Exchange Commission in its 2012 Form 10-K, which also can be found on the Company’s web site at www.theprivatebank.com.

2012 Annual Report 23




Board of Directors Executive Committee

i1 ¥ RICHMAN { 2
Charman, PrivateBancorp, Inc., Prasident & Chief Executive Officer Head of Specialized Industries

siclant & Chief Exacutive Officer, Hiinois Commercial Banking
oyce North America, Inc K

President, Personal Client Services RRISTIN

HEIDERGER

fficer

ommercial Real Estate G BE
Chief Strategy

@]

Head of Financial Planning and Analysi

ateBank

Chairman, The Priv
and Trust Comp
Norman Bobi

ER4L gt
Principad, Rober
& Associates

-meritus dent, lHinois Commercial IE (WOONNOR
Bancorp, inc. & E:wpem ty Bamkmg Deputy General Counse

HARMEL PIRZADA
Chief Credit Risk Officer Corporate Treasurer

Chief Risk Officer

Prasid ~xacutive Officer,
PYS Chemi

Head of Community Banking Head of National Banking
B aRD R

Farmer President, ERTTE BARNETT
Hyatt Hotels Corporation Head of Internal Audit Head of Spacialty and Suburban
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Golder Rauner, LLC Chief Credit Ofticer

TR
S TCR

ommercial Real E

Financial Officer, Head of Services
pen Invastmants, Inc.

unting Officer and Controller
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Chief Information Officer
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*PrivateBancorp, Inc. Executive Officers
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, Statements contamed in thts Annuat Repart that are not hasto cal vels of reguilatory capital: urfcert yzregardmg implicatio

 facts may constitute forwardﬁlagkmg statements within the meaning . other changes in regulatory requnrements

may ncgatlvely aﬁect our revern

kactors which could cause actual resutts tO differ from those reflectéd
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nd Ongomﬂ elevated forec(osed

_ property experise; con nued
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