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Who we are
A Minneapolis-based, full-service, regional brokerage and 
investment banking firm
3,900 employees with a strong management team and 
entrepreneurial culture
Building the firm:
� 1909: Kalman & Co. is founded in St. Paul, MN
� 1929: J.M. Dain & Co. is founded in Minneapolis, MN
� 1933: Rauscher, Pierce & Co. is founded in Dallas, TX
� 1972: Dain, Kalman & Quail (DKQ) holds its IPO
� 1973: DKQ acquires Bosworth Sullivan of Denver, CO
� 1981: Interra Financial Group (IFG), Dain Bosworth’s parent company, 

acquires Rauscher, Pierce, Refsnes
� 1981: IFG, later Dain Rauscher Corp. (DRC), is listed on the NYSE
� 1985: Irv Weiser joins the firm as President and is named CEO in 1990
� 1998: Dain Bosworth and Rauscher Pierce Refsnes merge
� 1999: Wessels, Arnold, Henderson & Co. of Minneapolis acquired
� 2000: RBC acquires Dain Rauscher (DRC)
� 2001: RBC Dain Rauscher acquires Tucker Anthony Sutro (TA)
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What we believe

A firm built on strong values:
Clients first
Trust through integrity
Excellent service to clients and each other
Great people working together to win
Leadership in our communities and industry
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Institutional asset 
management
Leverage of retail  
fee-based WRAP 
programs
Equity, fixed income 
and balanced 
strategies
Top-quartile 
performance

Wealth 
management focus 
with financial 
planning & value-
added advice and 
products
US$0.5 to $3 
million of 
investable assets 
is our target 
market
Highly productive 
Investment 
Executives

Largest national 
franchise off of Wall 
Street
Sector-focused 
middle-market public 
banking
Tier II & III 
institutional 
brokerage 
US$300 - $500 
million in trading 
inventory

Correspondent
Services

5%
Transaction 
processing and 
product support 
for 175 third-party 
brokerage firms
Leverages PCG 
investments
Focus on small to 
midsize full-
service 
broker/dealer

Fixed Income
Capital Markets

20%

Asset
Management

5%

Private Client
Group – Retail

70%

What we do

Client Focus Spectrum

Wealth management business lines and current revenue mix:
Retail Institutional

Phase I – RBC Dain Rauscher platform



4

Strategic priorities

Grow RBC’s U.S. wealth management 
platform:

� Integrate Tucker Anthony Sutro
� Increase market share in chosen markets
� Investigate organic Southeast expansion 

(RBC Centura markets)
Leverage the support infrastructure
Contain costs in a difficult market 
environment
Position for market recovery
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Entering phase II of U.S. 
expansion strategy

Phase I – RBC Dain Rauscher

Phase II – Tucker Anthony Sutro

Time

RBC foothold in the U.S.
Focused on geography, 
customers, returns and 
management Follow on acquisitions to 

complement existing 
capabilities and generate cost 
savings
Leverage lower cost base and 
enhance returns
Implement cross-selling 
initiatives and other revenue 
growth strategies
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Tucker Anthony Sutro: 
Executing the U.S. strategy

1,100 IEs
500,000 Accounts
85 Offices in Central and 
Western U.S.
US$55 billion AUA

900 IEs
300,000 Accounts
80 Offices in Northeast and West 
Coast
US$45 billion AUA

Retail expansion consistent with strategic initiatives:

Phase II – Tucker Anthony Sutro add-on
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Tucker Anthony Sutro: 
Executing the U.S. strategy

National in Scope, Regional in Spirit
Top-10 U.S. full-service retail brokerage 
Leverages back office, technology, and product investments
Generates RBC 
brand awareness
Pro-forma 
Statistics:
� 2,000 IEs
� 800,000 

accounts
� 160 offices in 

36 states
� US$100 billion 

AUA

Retail expansion consistent with strategic initiatives:

Phase II – Tucker Anthony Sutro add-on
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Tucker Anthony Sutro: 
Executing the U.S. strategy

Fixed Income Capital Markets
RBC Dain Rauscher becomes 
a top-5 middle-market 
municipal underwriter
Adds presence in PA, NY, and 
CA, all top-5 issuers of 
municipal securities
Diversifies business mix:

� Fixed income market 
counter-cyclical to equities

� FICM having record year in 
2001 (>20% pre-tax margins)

� Nearly US$200 million in pro-
forma net revenues projected 
for fiscal 2001

TAS strengthens fixed income & asset management units 
as well: 

Asset Management

Leverages money market mutual 
fund complex
Expands pool of assets for retail  
WRAP program internalization

11.54.76.8Retail Cash
23.28.814.4Total:

1.71.30.4High Net Worth
$10.0$2.8$7.2Institutional

Total
Tucker

Anthony
RBC
Dain

AUM: 
US$ in billions

Phase II – Tucker Anthony Sutro add-on
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Cost containment & 
leverage

TAS integration is right time to “right-size” the platform:
Right-size 

TAS
Right-size 
RBC Dain

Right-size 
Platform

� Over US$60 million in 
fixed cost synergies 
identified

� Synergies to be fully 
included in fiscal 2003 
results

� Moving TAS from a third-
party clearing firm to RBC 
Dain Rauscher’s self-
clearing platform 

� RBC Dain compensation 
plans to reduce TAS 
comp. rate by more than 
100 basis points

� US$30 million of cost 
containment initiatives 
identified and realized in 
2001

� Staff area headcount is 
down 3% YTD

� Additional headcount 
and cost reductions 
planned for 2002

� Approximately 70% increase 
in revenue and production 
activities with only 20% 
growth in support headcount 

� Committed to a flat 
management structure 

� Will pare back unprofitable 
business units and branches 
during 2002

� Permanent cost takeouts 
expand margins and ROE

Leverage

Phase II – Tucker Anthony Sutro add-on
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North-South leverage

Peter Armenio, President & COO of RBC Dain 
Rauscher came from RBC Investments
Working with Canadian colleagues in Global Private 
Banking to provide solutions for Dain’s ultra high 
net worth clients
Benefiting from RBC’s strong balance sheet
Increasing efficiency by leveraging RBC’s 
technology and other capabilities:

� Strategic sourcing
� Procurement leverage
� Real estate

� Common U.S. employee benefit plans
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East-West leverage

Cross-selling:  Phase II growth opportunity
The Fixed Income Group has worked with RBC Centura 
partners on sourcing and selling business
PCG is in discussions to manage part of Centura’s 
existing securities business
Voyageur Asset Management has had discussions to 
manage assets  for RBC’s Canadian clients and Centura
Leveraging RBC Centura banking products and 
capabilities is yet another potential opportunity 
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Growth opportunities

Right Markets:  Focused on in-market growth via recruiting 
and wallet share

� Increasing market share in CA, TX, NY, and MA markets is a strategic 
focus and a huge opportunity

� Open to small in-market acquisitions to grow presence in high potential 
areas

� Investigate potential organic growth in the Southeast via Tucker Anthony 
and/or RBC Centura

9
10
12
24
10

Branches

$51108Massachusetts
$51125New York
$70178Texas
$76209California
$83232Minnesota

Gross Prod.
(US$ mil.)IEs

Pro-forma
Top Markets
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Shareholder value chain

Cost 
Takeouts

• TAS 
synergies

• Right-sizing  
• North-South

Diverse
Business

Shareholder
Value

Long-term

Growth

P/E

Expansion

Margin 

& ROE

Expansion
� Drops to the 

bottom-line
� Non-cyclical
� Positioned for market 

recovery

Focused
Growth

� Recruit Investment Executives
in high-potential markets

� Exploit cross-selling ideas
� Small in-market acquisitions
� Positive demographic trends

� Geographically
� Equity / fixed 

income balance
� Fee-based focus
� Scale = less 

operating  leverage

Lower B
eta
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Conclusion

Tucker Anthony Sutro integration is the #1 
priority

On target to meet fiscal 2002 acquisition 
financial goals despite deteriorating 
market conditions through aggressive 
cost cutting

Confident that when the markets recover, 
RBC Dain Rauscher will deliver solid 
performance for RY shareholders
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Caution regarding forward-
looking statements

Royal Bank of Canada, from time to time, makes written and oral forward-looking statements, included in this presentation, the 
Annual Report, in other filings with Canadian regulators or the U.S. Securities and Exchange Commission, in reports to 
shareholders and in other communications, which are made pursuant to the “safe harbor” provisions of the United States Private 
Securities Litigation Reform Act of 1995.  These forward-looking statements include, among others, statements with respect to 
the bank’s objectives for 2001, and the medium to long term, and strategies to achieve those objectives, as well as statements 
with respect to the bank’s beliefs, plans, expectations, anticipations, estimates and intentions.  The words “may,” “could,” 
“should,” “would,” “suspect,” “outlook,” “believe,” “anticipate,” “estimate,” “expect,” “intend,” “plan,” and words  and expressions of 
similar import are intended to identify forward-looking statements.

By their very nature, forward-looking statements involve inherent risks and uncertainties, both general and specific, and risks 
exist that predictions, forecasts, projections and other forward-looking statements will not be achieved.  The bank cautions 
readers not to place undue reliance on these  statements as a number of important factors could cause actual results to differ  
materially from the plans, objectives, expectations, estimates and intentions expressed in such forward-looking statements.  
These factors include, but are not limited to, the strength of the Canadian economy in general and the strength of the local 
economies within Canada in which the bank conducts operations; the strength of the United States economy and the economies 
of other nations in which the bank conducts significant operations; the effects of changes in monetary and fiscal policy, including 
changes in interest rate policies of the Bank of Canada and the Board of Governors of the Federal Reserve System; changes in 
trade policy; the effects of competition in the markets in which the bank operates; inflation; capital market and currency market 
fluctuations; the timely development and introduction of new products and services by the bank in receptive markets; the impact 
of changes in the laws and regulations regulating financial services (including banking, insurance and securities); changes in tax 
laws; technological changes; the ability of the bank to complete strategic acquisitions and to integrate acquisitions; unexpected 
judicial or regulatory proceedings; unexpected changes in consumer spending and saving habits; and the bank’s anticipation of 
and success in managing the risks implicated by the foregoing.

The bank cautions that the foregoing list of important factors is not exhaustive.  When relying on forward-looking statements to 
make decisions with respect to the bank, investors and others should carefully consider the foregoing factors and other 
uncertainties and potential events.  The bank  does not undertake to update any forward-looking statement, whether written or 
oral, that may be made from time to time by or on behalf of the bank.


