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RBC

To become the trusted partner of
private clients worldwide,
providing personalized,
comprehensive financial solutions
delivered in any way they choose.
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® Executing a strategy based on this vision

® 3 components:
=> Relationship management.
= Global focus primarily U.S. & U.K.
= Comprehensive financial solutions.

® Excellence in execution will ensure the
shareholder is well rewarded

Strategic Component #1 — Relationship Management
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® Acquired retail distribution and divested
non-retail or non-relationship management
businesses

® 4 acquisitions:
= Dain Rauscher = E&Y Jersey
= Tucker Anthony Sutro = E&Y Guernsey

® 4 divestitures:
= RT Group Retirement Services
=> Bull & Bear Securities
= RT Capital
= RT Realty




Strategic Component #2 — Global focus primarily US & UK
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9 months 2000 9 months 2001

Canadian
85% u.s. Canadian
) 1% 64%

International
14%

International
11%

U.S. Represents 25% of Wealth Management Revenues
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Wealth Management
" priorities

Canada

® Maintain #1 or #2 market share positions in
all segments largely through organic
growth

® Better align clients and advisor offerings

® Develop leadership in the financial
planning segment
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Wealth Management
" priorities

USA

® |Integrate Tucker Anthony Sutro and enhance
returns

® Increase market shares in Tucker Anthony
Sutro markets (particularly Boston, NY, San
Francisco & L.A. areas)

® Expand organically in RBC Centura markets

Europe

® Continue to build global private banking
(GPB)




Priority #1 In Canada — Market Share L eadership
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® Maintain #1 or #2 share in all domestic
business units:
Private Client Division: #1 full service broker
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= Private Counsel: #1 Investment Counsellor
= Personal Trust: #1 estate & trust provider

=> Action Direct: #2 discount broker

= Royal Mutual Funds: #1 no load manager and
#2 overall (launching new load family Oct. 29)
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Global Private Banking: #1 among domestic
competition

Priority #2 1n Canada — Segmentation

| RBC Aligning clients with

I Investments

advisors

® Creating distinct value propositions by
business:
=> Right relationship management skills
=> Appropriate product offerings
=>» Pricing & minimum fees
=» Manage profitability




Priority #3 In Canada — Financial Planning Market

2| RBC Create one Financial
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Planning sales force

® Significant growth opportunity:

=» Joint platform between P&CB and RBC
Investments

= $300BN+ in assets in this market

=» Dominated by non-bank FlIs

= Launch November 1st

= 1,500 Financial Planners

=» Regulated under RMF Inc. MFDA license
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Priority #4 — Grow U.S. and U.K. Wealth Mana
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mestments — Continued focus on growth

® US.:
= Dain Rauscher/Tucker Anthony Sutro

® U.K.:

= Reviewing onshore acquisition to create a
consolidation opportunity

=> To provide additional cross-selling, fill product
and service gaps and create expense synergy
opportunities
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Private Client Division

Fee revenues up 19% vs. 2000 Fees 20%
% Revenue of Revenues

Fees** 11.7% /

15 7 of Revenues /
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00— Sovereign
=& Managed Account Program
@ Access

* 9 months ended July 31, 2001 Total

**Does not include mutual fund trailers
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15% account growth vs. July 2000
548,000
490,239
365,703
293,458
231,630
1997 1998 1999 2000 2001YTD*
*9 months ended July 31, 2001
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\Wealth Management Businesses Continue to GGrow
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Investments Global Private Banking

18% compound annual growth rate in fees

Fees & other income
(in $ millions)

288

215

161 178

139

122

1996 1997 1998 1999 2000 2001

YTD*
*9 months ended July 31, 2001
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\Wealth Management Businesses Continue to Grow
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 Imvestments Global Private Banking

® New Global Private Banking initiative

= Merging RBC Private Counsel, RBC Private
Bank & Trust into Global Private Banking

=> Significant synergies

=>» Share best practices in investment counselling
& relationship management
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\Wealth Management Businesses Continue to GGrow

REC

.' Investments Royal Mutual FundS

Market share up 68 basis points in 2001

in percent (%)
g7s 883 8.74

8.59 /

8.06

8.66

1996 1997 1998 1999 2000 Sept
* Source: IFIC 2001
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y mestments - Continuing to watch costs

® Cost cutting program well underway to
offset market weakness

® Committed to continuing cost management

= Significant synergies gained via Private
Counsel and Personal Trust integration into
Global Private Banking

= Reducing technology, marketing and
operations expenses across all business units

= Rightsizing Action Direct and Private Client
Division
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Growth & Profitabili
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Delivering Shareholder Value through Four Profit Engines
Dijstribution

Canada u.s.
Private 2{=]
Client
Group

International
Global
Private

Banking

Dain
Rauscher

RBC Global Asset Management

RBC Investments Functional Units

Growth & Profitabili
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RBC . Strongest performing wealth
| management franchise

Cash net income growth for Wealth Management segment?!
(9 months 2001 vs. 9 months 2000)

RY ex. RBC Dain
BMO CM D Rauscher
-5.5%
-9.8%
-14.6%
-20.7%

1 cash earnings (accrual for CM as cash earnings not available); BNS not included as it does not
disclose a stand-alone wealth management segment; TD does not include TD Waterhouse and RY
results exclude RBC Dain Rauscher, which was not in 2000 results

19 Cdn GAAP
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S8 mestmens - Assets under administration

AUA have grown by 28% per annum
332
in $ billions
248
205
184
163

95

1996 1997 1998 1999 2000 2001YTD*
*9 months ended July 31, 2001
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By 2010:

® At least $1 trillion in private client assets
under administration:
= Currently $332 billion (July 2001)
= 13% p.a. growth required

® At least $1 billion in profits:
= $250 million in 9 mos. 2001
= 14% p.a. growth required
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Caution regarding forward-

stments

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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