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Centura Was a Leader In:
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Sales Culture Evolution
=>» Started 7 years ago with daily sales routines

Customer Profitability
= Among the first U.S. banks to operationalize this

€ Channel Development

= Firstin NC and among first in U.S. to offer online
banking

Capital Deployment
= Adopted EVA in 1994
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June 5, 2001:
Merger closes
with Royal Bank
of Canada

Feb. 2000: Triangle Bancorp.

March 1998: Pee Dee State Bank
June 1995: First Southern Savings Bank

Dec. 1992: Orange Fed. Sav. Bank
Feb. 1999: First Coastal Bank

Oct. 1996: First South Bank

Dec. 1993: First Charlotte
Nov. 2, 1990: Peoples

Bancorp. and Planters
Corp. form Centura 10 year EPS CAGR > 12%
Banks, Inc.
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h;:? Centura Who we are now

RBC

\ Centura
RBC

Transition well received by
customers and employees

No customer loss

Actually, gaining business from
affiliation with RBC Financial
Group
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Our place in the competitive

A Centurs

environment

@ 47' |argest bank in assets in U.S. as RBC
Centura

@ 7t Jargest in assets as part of RBC
Financial Group

& Strong player in one of the most
competitive banking states in the U.S.




New branding

RBC
N Centura
RBC

=» Rolling out new signage
in next 30-60 days
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’?11'- Centura P&CB — U.S. platform

RBLC

800,000 personal and commercial clients

RBC Centura

= 241 retail and business branches in five Southeastern
states (North Carolina, South Carolina, Virginia,
Georgia, and Florida)

= Assets of US$13.4 billion (6/30/01)

National niche business lines:

= RBC Prism Mortgage — 235 offices in 30 states
= RBC Builder Finance — 12 offices in 10 states
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Growing Profitable Relationships and
Expanding Our Presence in the U.S. Through:

@ QOrganic growth
= Cross-selling under a strong integrated brand

=>» Building national lines of business in niche, high-
growth segments where we have competitive
advantage

= Leveraging full RBC capabilities

@ |ntegration of highly selective acquisitions in
the Southeastern U.S.
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1. Grow revenue

2. Manage cost

3. Manage risk

4. Explore acquisitions

Scorecard and tracking introduced to enable
proactive monitoring of these critical value drivers

Director of Integration appointed

Corporate strategy and goals communicated to all
staff through 30+ franchise-wide town hall
meetings
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Our Long-Term Goals:

® Revenue growth: 6-8%
@ Expense growth: 3-4%

@ Earnings growth: 10+%
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Leveraging RBC’s Success In:

& Customer Relationship Management program
& Account Manager Investments role
Knowledge Based Industries

RBC Builder Finance

= Opened offices in Chicago and N. Virginia since
merger

RBC Prism Mortgage

= Rolling out ARM product for combined mortgage
operation

= Rolling out HELOC product for RBC Prism customers
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Rl REC Cross-sell and referral
opportunities
P&CB Linked to Other
Parts of RBC
Prism RBC Dain
Financial Rauscher

Corp.

RBC

Prism Builder | RBC Liberty
Finance Centura Insurance
SENB Royal Bank,
New York
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&, BBC Integration and cross-sell actions:

w5l Centura

REC RBC Liberty Insurance

Head of Insurance appointed for RBC Centura
from RBC Insurance

Creditor Insurance Product introduced

0

RBC Liberty Insurance Specialist role introduced
October/01 to work with RBC Centura branches

Direct Marketing for RBC Prism mortgage
customers

®

Banking office opened in RBC Liberty
headquarters
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%, B8C Integration and cross-sell actions:

Sl Centura

REC RBC Dain Rauscher

@ Centura Securities link to RBC Dain
Rauscher

=> Build and take brokerage operation and wealth
management to new level

=» Consider opening regional offices in Raleigh
and Charlotte

@& Commercial Bankers in Dain Rauscher
offices

@& Corporate and Investment Banking referrals
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A Centura Manage costs
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RBC Centura

SFNB client conversion completed August 17

Strategic Sourcing and Process Review opportunities being
captured

& Treasury Management

RBC Prism

Secondary marketing and servicing synergies with RBC Centura

Integration of human resources, finance and marketing

functions

RBC Builder Finance

e RBC Builder Finance lending platform to be used for all Builder
Finance activity across RBC Centura

@ |ntegrating human resources and finance functions
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@ Chief Credit and Risk Officer appointed from RBC
Financial Group

@ |ntegrating RBC Prism, RBC Centura Builder
Finance and KBl into RBC Centura’s credit
processes

@ |ncorporation of RBC Credit Management
standards and practices

@ Enhanced portfolio management, scoring, and
credit monitoring processes
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| RBC Southeast high growth

Centura

market

Change In Active Residential Addresses
By State From 1996 To 2000
NC Ranks Fourth With 363,015 Additional Addresses

Change
325k to 600k
150k to 225k
100k to 150k
50k to 100k
<50k
Lost Addresses
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- Source: US Postal Service

Expected population growth

from 2000 to 2005
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Change
> 25k

10k to 25k
5k to 10k
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Atlanta, Georgia Area

<25k

<Losses

Current combined population
of NC, SC, GA, & FL > 35 million
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N centur Explore acquisitions
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Planting seeds and getting to know banks in the
Southeastern U.S.

South Carolina
= Contiguous state to North Carolina
= RBC Liberty Insurance in Greenville, SC
Georgia
= Atlanta largest and fastest growing MSA in
Southeastern U.S.
Florida

= Compelling demographics — projected to pass New York
as 3'Y most populous state in the U.S. by 2025

= “Snowbird” synergies

[ ]
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Conclusion

RBC
Centura

Four months into it
Lots of early wins
Expect to meet 2001 plan

Optimistic outlook for building
highly profitable U.S. banking
operation

RBC
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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.
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