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GORDON M. NIXON, PRESIDENT & CEO

Thank you, Amy and thanks everyone for joining us.
I am pleased to be here today as our wealth management business, which you will hear lots more
about, is an important growth segment for our organization.
As you know, and have recently seen from the U.S. banks’ third quarter results, it continues to be
a very challenging time for global financial services, and more specifically to businesses that are
market-sensitive.
Notwithstanding these pressures, we are continuing to focus on building our business for longterm growth and I am encouraged by RBC’s competitive position.
Starting with Slide 4, we are the clear leader in Canada and continue to leverage our domestic
strength to build globally competitive businesses. Today, you will hear how RBC Wealth
Management contributes to both elements of this approach.
Our focused long-term strategy is centred on the principle of diversification as we aim to generate
approximately 75 percent of earnings from retail, including banking, wealth management and
insurance, and approximately 25 percent from wholesale through the cycle.

This strategic mix mitigates risk, contributes to earnings stability, and will help us continue to
deliver long-term value to our shareholders.
Our strong capital position and financial strength are key competitive advantages in today’s
environment. Over the past few years, we have sold assets, de-risked the balance sheet and
we’ve built up a strong capital position in anticipation of economic and financial instability in the
Euro-zone and the United States. This provides us with significant flexibility to take advantage of
opportunities, without compromising our financial strength – critical in today’s unstable
environment.
This financial strength has also enabled RBC to continue executing on its long-term strategy, in
which RBC Wealth Management certainly plays an important role.
Turning to Slide 5, let me explain why we are actively growing this segment.
To start with - on a macro level, as you all know, favourable industry trends continue to present
attractive dynamics for growth.
For example, demographic trends in developed economies continue to drive demand for
retirement-related products, for solutions, and for advice.
Globally, high net worth individual wealth is expected to grow by at least 8 percent annually over
the next five years, driven especially by a growing number of high net worth individuals from
various emerging economies.
Another reason we are growing this segment is due to its low capital intensive nature, making it
an excellent complement to our banking and Capital Markets segments which require more
balance sheet to grow and meet clients’ needs.
Additionally, within the financial services spectrum, the regulatory environment for wealth and
asset management remains relatively stable giving us the ability to invest in this segment with
some degree of certainty and confidence.
Finally, the soundness and reputation of the Canadian financial system as a whole represents a
significant advantage globally.
Clearly the long-term fundamentals are strong, despite current headwinds of uncertain markets
and low interest rates. At RBC, the prospects for growth are even more compelling.
To start, RBC’s strength, stability and brand give us an exceptional competitive advantage both
here in Canada and abroad, particularly as we are building our global presence.
The breadth and depth of RBC’s wealth and asset management capabilities are perfectly suited
to meet the sophisticated needs of high net worth clients globally, and the strength of our
businesses, including Canadian Banking, International Banking, Insurance and Capital Markets,
enable us to provide unmatched advice to our clients for all their financial goals.
And, as George and his team will explain, we’ve been focused on building this segment for a long
time and have an extremely strong on which we will continue to build its growth.
With that, I will now turn it over to George Lewis and his team.
GEORGE LEWIS, GROUP HEAD WEALTH MANAGEMENT

Thank you Gord, and welcome everyone.
We are pleased to be meeting with you today to provide an overview of our strategic plan to build
a leading global wealth and asset manager.
Now, as we execute our ambitious five year plan, which I will discuss later in my remarks,
leadership will be a critical component and I’m very fortunate to have such a talented team, many
of whom are with us today.

In addition to John Montalbano and John Taft who Amy introduced at the outset, we also have:
David Agnew, Paul Patterson, Stuart Rutledge, Gay Mitchell and Ingrid Versnel as well as
members of my global functions management team here in the room and Barend Janssens who
is joining us on the phone from Singapore.
Turning to Slide 7. The three key elements of our plan are:
Number one, building a global high-performing asset manager – this business is already our most
profitable and we plan to extend its global reach;
Expanding our share in the High Net Worth and Ultra High Net Worth markets by extending our
leading position in Canada and broadening our presence in these client segments globally; and
finally;
Leveraging RBC and RBC Wealth Management’s strengths and capabilities, which will provide
both revenue growth and cost management opportunities.
Now, before we go into more detail about our growth strategy, I think it is important to highlight
our achievements to date.
Looking at Slide 8, our success comes from our holistic value proposition and our differentiated,
relationship-based approach which gives us the ability to introduce additional RBC products and
solutions to our clients.
Through this approach, we have grow to be a leading player in both Canada and abroad, as
demonstrated by our ranking as the sixth largest wealth manager in the world.
Slide 9 shows RBC’s history in wealth management. Even before we established a global focus
for this segment in 2007, RBC had been building in Canada and internationally. In the 2007 to
2009 period, we focused on delivering strong financial performance in extremely challenging
market conditions and strengthening the position of our individual businesses – that included
taking advantage of our competitors’ challenges in the U.S to strengthen our advisor base there
as well as and securing our leadership of the wealth and asset management business in Canada
through the acquisition of Phillips, Hager & North in 2008.
Beginning last year, we developed an integrated segment strategy and launched our revitalized
organizational structure to achieve our goal of establishing RBC as a global leader in wealth and
asset management by 2015.
As you can see from the posters in the room, and as you’ve probably seen in the media, we
recently launched our new global brand.
Increasing our global brand presence is a critical component of our growth strategy and we
believe this is an opportune time to attract and retain clients and client-facing professionals
looking for the strength, stability and integrity that our business and brand embodies.
As we build our global business, we will also continue extending our lead in the Canadian
market, together with our partners across RBC.
As you can see on Slide 10, our wealth and asset management businesses serve affluent, high
and ultra high net worth clients with integrated advice across investments, banking, credit, tax,
trust and custody and delivers asset management and trust solutions to both individuals and
institutions.
Our segment does not include Canadian branch investments - mutual fund advice and
distribution, Canadian Private Banking or our self-directed brokerage, RBC Direct Investing.
While we work closely with each of these businesses, they are all housed in our Canadian
Banking segment in our view, to best leverage client and distribution opportunities.
Insurance is a separate segment for RBC unlike some of our Canadian peers who include it
within their wealth management segments. We do actively partner with our Insurance segment to
offer clients life insurance, annuities and segregated funds which represent important elements of
estate and retirement planning.

Turning to Slide 11, one can see that even though we define and report our segment more
narrowly than our Canadian peers, RBC Wealth Management is larger even without adjusting to
compare “apples to apples”.
Now, to assist you in a better comparison with our Canadian peers, we have included in the
earnings chart shown here, the contribution from our RBC Direct Investing, Private Banking and
Insurance businesses.
Turning to Slide 12, we primarily benchmark against global players with a similar definition of
wealth management, most of whom are shown here. In establishing our long term financial
goals, we are guided by financial performance especially in terms of pre-tax margins attained by
the best in this group, which are not necessarily the largest in terms of client assets.
Slide 13 reflects our new revitalized organizational structure, which was designed in 2010 to
enable us to successfully execute our five year growth strategy.
As part of the change to accelerate growth, we moved from four business units to six, including
four geographic wealth businesses and two global solution businesses - Global Asset
Management and Global Trust to highlight our world-class capabilities in each.
We also created two global support teams in Global Wealth Services as well as Operations and
Technology to improve our efficiency and effectiveness by both lowering costs and by leveraging
client and product-related revenue opportunities across our segment.
Now, I want to turn to our financial performance and drivers of financial performance on Slide 15.
Despite the challenging environment in recent years, we have consistently grown our client
assets since 2007; both through organic growth and acquisitions like Phillips, Hager & North and
more recently, BlueBay Asset Management.
Over the same period, we continued to shift our business towards a more favourable revenue mix
with a greater emphasis on recurring fee-based revenue. In fact, since 2007 we have increased
the proportion of fee-based revenue from 52 to 59 percent of the segment total.
Slide 16 highlights our earnings over the same period, along with the performance of the S&P
500 and U.S. 3 month T-bill rates. Based on this market data, you can clearly see how
challenging the environment has been for global wealth managers and their clients and, as you
read every day in the paper, today’s environment continues to present significant near-term
headwinds for our business.
We also show Adjusted Cash Earnings to highlight the fact that acquisitions result in non-cash
expenses as it relates to the amortization of intangibles. This means that as acquisitions become
a greater focus, we will continue to generate greater cash earnings for capital generation and
dividends from the segment than suggested by reported GAAP earnings.
In response to your questions, we have also highlighted certain accounting volatility,
compensation accounting and tax adjustments which have impacted our recent results. On slides
57 and 58 of the appendix we provide a detailed reconciliation of these impacts and we would be
pleased to address these further during the question period.
In order to gain a clear understanding of our results, I think it is important to step back and
discuss the key drivers of our financial performance, as highlighted on Slide 17.
First, wealth management businesses are significantly impacted by market returns as fee-based
revenue is driven by the level of client investment assets.
To give you a sense of the impact, a change of one percent in equity markets at the margin would
impact RBC Wealth Management annual earnings by over $10 million dollars.
Second, interest rates are key drivers of our results.
The current low rate environment, which is expected to remain for some time, results in spread
compression on deposits and lower fee-based revenue due to fee waivers on our U.S. money

market funds. This environment significantly affects earnings, as there are relatively lower costs
associated with spread revenue compared to transaction and fee-based revenue.
To quantify the impact that interest rates have on our business, a 100 basis point increase in
rates is estimated to have a full year after-tax impact of $130 to $150 million dollars in earnings.
Lastly, transaction revenue has been negatively impacted by reduced investor confidence driven
by uncertainty in the global equity and debt markets.
While some clients increase their trading activity during uncertain markets, this would be more
typical of self-directed investors rather than clients of full-service firms such as RBC Wealth
Management.
Turning to Slide 18, which shows the relative contribution of our businesses, there are a number
of takeaways from this slide. First, there are significant pre-tax margin differences among the
various businesses in RBC Wealth Management. As Global Asset Management and Wealth
Management – Canada are our highest margin businesses and significantly exceed their
respective industry averages, continuing to extend our lead in both of these businesses, is a key
element of our strategy.
Second, higher margins in the asset management industry and in RBC Global Asset
Management, in particular, are one of the reasons we have focused our acquisition activity in this
business.
Finally, as you can see, we have built a sizable business in the U.S. from a revenue perspective,
and are very focused on improving operating margins, and leveraging the capabilities of RBC and
RBC Wealth Management that are not available to others in the challenging U.S. market. And
John Taft will expand on this further in his remarks.
So that gives you a sense of our progress to date, I would not like to share our five year growth
plan on Slides 20 and 21.
As highlighted, we are aiming for $2 billion dollars in earnings by 2015. We know this is a very
ambitious plan, but given the dynamics of this business, including the relatively low risk and low
capital - intensive nature, which Gord spoke to earlier, we believe it is appropriate to set
aggressive goals.
We expect the growth to come from three main drivers – organic growth, leveraging acquisitions
and market drivers.
Forty to fifty percent of our growth is expected to be organic, driven by our four largest
businesses: Global Asset Management, Canadian Wealth Management, U.S. Wealth and Global
Trust, including the impact of cross-segment initiatives enabled by our integrated strategy and
structure.
Later in the presentation, my team and I will expand on these areas.
The second key component of our growth strategy involves leveraging our acquisitions. In
particular, we are building on our BlueBay acquisition where we are already seeing some good
traction.
Lastly, a key part of our growth plan is driven by assumptions of improving market conditions.
This is the only element of the plan that is behind schedule!
To achieve our 2015 goal, we assume that interest rates will return to a more normal level - up at
least 150 basis points, and that average market returns will revert to 5 to 6 percent per annum.
In addition to our business-specific plans, on Slide 22, we highlight our three global support
teams who will drive cross-segment initiatives.
First, we have dedicated ultra high net worth relationship teams lead by Gay Mitchell in Canada
and Mike Lagopoulos internationally.

Their mandate is to broaden and deepen relationships with existing UHNW clients and attract
new ones who are re-examining relationships with their existing financial institutions in these
turbulent times.
Moving to Global Wealth Services. Their objective is to provide best-in-class product and service
support for our geographic wealth businesses in order to increase the productivity of our clientfacing advisors, drive an excellent client experience and develop a highly integrated client offering
and strong referral program among the different component of RBC and RBC Wealth
Management..
Additionally, our Operations and Technology team is building and maintaining a best-in-class
technology platform and identifying global efficiency opportunities.
One example of how we intend to leverage these central capabilities across our geographic
businesses is shown on Slide 23, which involves growing our loan book to $25 billion dollars by
2015.
Since 2006, we have generated 10 percent annual growth in our loan book from key international
markets like New York, London and Hong Kong, through our network of credit specialists and
private banking relationship managers.
However, the fact is, most of our high and ultra high net worth clients do not currently borrow from
us and our loan book represents only 2 percent of our client assets – low relative to a peer group
average of 5 to 7 percent.
We see opportunities to grow in this area as extending credit is an important component in a
comprehensive wealth management offering.
Additionally, we like this business as margins are healthy, credit quality is extremely strong and
offering credit solutions has proven to strengthen the overall client relationship.
This credit initiative is just one of a number of initiatives, including both revenue and cost
programs, that are being implemented across our businesses and support groups, with specific
action plans and monitoring to ensure we stay on track for this element of our 2015 goal.
Furthermore, we are motivated to stay on track. Our senior leadership team, comprised of more
than 50 key members of our different businesses and support groups, are directly engaged in the
overall success of RBC Wealth Management, not just their individual unit, with 50 percent of their
deferred compensation tied to the growth of our segment’s bottom-line.
Now, as mentioned earlier, leveraging acquisitions is a key driver of our growth strategy. Let me
take a few moments to demonstrate our tack record of success in this area by focusing on
Phillips, Hager and North.
As you will see on Slide 24, this acquisition has been successful as measured by our strategic
and financial objectives at the time of the acquisition.
In just 3 years we have almost doubled PH&N’s retail assets under management to over $15
billion dollars, a significant component of RBC Global Asset Management’s overall #1 position in
the fund industry, and most of this growth driven by net new sales. The acquisition gave us a
leadership position in the Canadian institutional market and brought us the management talent to
integrate our U.S. institutional business and create a global platform. It also made us the #1
overall fund company in Canada.
From a financial perspective, we are pleased with the contribution from PH&N, especially within
the context of the market and economic conditions seen over the last few years. We have
generated a return on investment of 8 percent, which will continue to grow over time given the
nature of this business. Our pre-tax margins are over 50 percent, which as you saw on Slide 18 is
significantly higher than the industry average for asset managers, and our talent retention and
attraction has been excellent.

One of the reasons this acquisition was successful was the seamless integration that occurred
between PH&N and RBC Asset Management under the leadership of John Montalbano. As John
will discuss soon, we are already seeing similar success with our BlueBay acquisition.
Going forward, we look to further expand our asset management capabilities through strategic
acquisitions.
As Gord mentioned, we have the financial flexibility and the strength to benefit from disruptions in
the market and we will take our time and be opportunistic in the current environment.
With that, I will now turn it over to John Montalbano, who will discuss our Global Asset
Management business.

JOHN MONTALBANO, CEO RBC GLOBAL ASSET MANAGEMENT

Thanks George,
Good morning everyone, I am pleased to be here today to discuss our strategy to continue
building our position as a global leader in asset management.
We’ve undergone quite a transformation in the last several years. As you will see on Slide 26, in
2007, we were already a leading Canadian asset manager with close to 90 billion dollars in
assets under management.
In four short years, we have expanded our capabilities through both strong organic growth and
key strategic acquisitions.
We now have more than 250 billion dollars in retail and institutional assets under management
globally.
On Slide 27, you can see that we have a proven history of strong financial performance and have
continued to deliver shareholder value, notwithstanding the tough market conditions experienced
in the past few years.
Our scale and scope are key differentiators when it comes to operating efficiency. As George
highlighted, in a recent industry study we were ranked in the top-tier for profitability – and were
1.5 times more profitable than industry average.
This translates into an extremely attractive business for RBC Wealth Management, since our
asset management business delivers approximately 45 percent of the segment’s earnings.
Turning to Slide 28 let me highlight some of the key drivers of success for asset management,
how we are performing relative to those drivers, and why we can continue to succeed and deliver
value to our clients and shareholders.
First, delivering strong and consistent investment performance is critical to any manager’s
success, and it’s something that we do quite well. We’ve invested carefully in talented and
dedicated people, as well as the resources they depend on to deliver value to clients.
Our funds have a strong track record of industry-leading performance, with over 70 percent of
assets under management having either 1st or 2nd quartile performance over the past 10 years.
We have consistently been recognized by Lipper, with the award for Best Overall Fund Family in
Canada going to RBC or PH&N in 4 of the last 5 years.
Client service and strong relationships with distribution partners are also key drivers of success.
Our commitment to delivering excellent service to our clients is a core value. As a result,
institutional clients and consultants have rated PH&N top quartile in terms of quality of service for
the past 5 years and at RBC Asset Management, the legacy mutual fund business, we continue
to experience among the lowest redemption rates in the industry at 1.1 percent of assets.

Growing and retaining assets is of course a critical component of success, and we are growing
our long-term assets faster than the overall investment fund industry. Our long-term assets have
grown 15 percent over the past 12 months, compared to the industry at 11 percent and was
broadly based across our entire fund family.
We benefit from our strong relationships across RBC’s multi-channel distribution network, the
largest in Canada. RBC’s retail branch network is a powerful and valued partner to us, with 75
percent of our sales coming directly from Canadian Banking as a whole.
We also work closely with all advice-based distribution channels within RBC, including Dominion
Securities RBC PH&N Private Counsel and our other international wealth divisions. As I will
discuss momentarily, a wonderful opportunity exists for us to deepen our relationships across the
entire RBC network.
We are fortunate that RBC Global Asset Management’s overall asset mix as a business is wellbalanced between equities and fixed income to the extent that market volatility has a relatively
benign impact on our mid to long-term financial performance – allowing us to confidently extend
our view in the management of the business. Balanced funds represent 29 percent of our longterm assets, versus the industry average of 22 percent.
Our commitment to meeting the evolving needs of investors with new and innovative investment
solutions ensures that our fund offerings remain relevant. This is a great strength of ours and over
the last 10 years, we have significantly expanded our capabilities across asset classes and
portfolio solutions.
Our recent launch of laddered bond ETFs speaks to our ability to enter into new areas of
opportunities with minimal risk to our financial position. In this case we worked closely with DS,
RBC Capital Markets and RBC Direct Investing to fully understand the inherent size of the
opportunity, as well as the operational and financial investments required to make a sustainable
entrance into the ETF space.
A final key driver is cost management, it is of utmost importance to us as we plan for significant
growth. Our growth projections include the maintenance of our profit margins well above industry
averages. Our ambitious growth plans will not be at the expenses of eroding shareholder value.
Moving to Slide 29, today, our asset management business benefits from a diverse client base.
We manage money for more than two million Canadians and well over 500 institutions around
the world.
Over the past few years, we have not only grown the size of our business, but have broadened
our geographic investment coverage. We will continue to enhance our global product suite to
meet the needs of our clients in Canada, the U.S., Europe, Latin America and Asia.
I would now like to spend a few minutes discussing specific businesses in RBC Global Asset
management. We have industry-leading retail capabilities in Canada, a strong presence in the
North American institutional market, and growing global capabilities to target the institutional and
high net worth client segments.
Let’s start with our retail business on Slide 30.
In Canada, given our distribution and product strength we have leading retail capabilities that
have established us as the largest fund company, with 15 percent market share and more than
110 billion dollars of assets under management.
Our strength in Canada is driven by having the largest and most integrated advice-based retail
distribution network. With unrivalled breadth in our dedicated retail sales force, Investment and
Retirement Planners as well as licensed professionals in branches and call centre roles, we have
the ability to collaborate across businesses and to serve all client segments through multiple
distribution channels, including RBC’s self-directed platform, RBC Direct Investing.
As you can see, our ability to grow long-term Canadian mutual funds is demonstrated on Slide
31. Since the markets bottomed in 2009, investors have continued to shift their allocations back

towards long-term funds. RBC Global Asset Management has been able to capture a
disproportionate share, over 25 percent, of industry long-term sales since 2009.
We are focused on extending our Canadian retail strength using both our RBC and PH&N fund
families to reach all client segments through our multiple distribution channels.
Turning to Slide 32, The addition of Voyageur Asset Management in the U.S. and Phillips, Hager
& North in Canada, has enabled us to broaden and grow our institutional client base across North
America and recently we have launch a Luxembourg-based fund family to capitalize on existing
opportunities with offshore institutional investors.
We are an institutional leader in Canada of fixed income and liability-driven investment solutions
which is an area with strong growth prospects. Today, more than ever, institutional investors look
to match their investment strategies with their anticipated liabilities.
Turning to Slide 33, looking at our international asset management capabilities, our combination
with BlueBay Asset Management was a significant step in building our global business.
As you know, BlueBay is a U.K-based leading global fixed-income firm, specializing in corporate
credit and emerging market debt, with both long-only and alternative capabilities.
BlueBay brings new institutional clients along with a sales team that has established broad
relationships across 35 countries including the U.K., Europe and Asia which will help further
expand RBC’s geographic reach.
We are very pleased to be able to offer the internationally recognized expertise of BlueBay Asset
Management to RBC’s clients and prospective Canadian and U.S. investors. BlueBay offers
investors the ability to diversify income sources and access new investment opportunities,
particularly in emerging markets.
BlueBay’s industry-leading product development capabilities are a great fit with RBC Global Asset
Management as we have been able to provide seed capital for the development of new
innovative products for delivery within the RBC network in Canada, the U.S. and abroad.
On Slide 34, you can see that there are significant opportunities to introduce and increase GAM
products in RBC’s distribution channels.
Currently, only 20 percent of the long-term assets administered by Canadian, U.S. and
International Wealth Management businesses are managed by RBC Global Asset Management.
For some of our global competitors this figure is 40 percent or more.
In our Canadian Wealth Management business, we have achieved significant success, increasing
long-term fund share to 44 percent from zero, in just over a decade. There is a clear opportunity
for us to further increase the proportion of RBC-managed products that are used by our Wealth
Management advisors and clients, especially in our U.S. and international businesses.
Obviously, these opportunities must earn the confidence of clients with world-class investment
performance and service.
Lastly, turning to Slide 35 and to summarize going forward, we are focused on growing our
worldwide presence by building a global high performing asset management firm.
First and foremost, through increased collaboration with our RBC partners in Canadian Banking,
Insurance and Capital Markets, we are leveraging the breadth and depth of RBC’s capabilities to
provide value-added services and solutions to both individual and institutional clients.
On the Canadian retail investment fund side we are looking to capitalize on retirement trends and
the increased demand for income-generating products. With our strong capabilities in providing
retirement-oriented solutions we have already begun to see the benefits as evidence by our longterm fund sales. In addition to our opportunities to further our ties with existing clients at RBC as I
discussed, we have also made significant investments in people and services to meaningfully
increase our share of the 3rd party investment advisors channel. In 2011 we hit a record of $2
billion in gross sales with 3rd party advisors.

On the institutional side, we are focused on increasing our market share by strategically adding
depth of expertise and broadening our range of mandates. Through the collaboration of RBC,
PH&N and BlueBay across the organization.
In the U.S., we are looking to grow institutional market share by accelerating BlueBay’s growth
and further partnering with RBC Capital Markets to provide customized products to serve the
unique needs of RBC clients.
Globally, as mentioned, we are focused on building our non-North American asset management
capabilities by broadening the breadth of our product suite and service offering to serve the
needs of our rapidly growing wealth businesses.
Clearly we have a lot of organic growth potential, but to reach our “top fifty” goal in this highmargin, low capital–intensive business. We will look to further expand our asset management
capabilities through strategic acquisitions.
Now I will pass you to John Taft to go over our Wealth Management U.S. business.

JOHN TAFT, CEO WEALTH MANAGEMENT – U.S.

Thanks, John and good morning everyone.
It is my pleasure to be here to talk to you about our wealth management business in the U.S.
As you can see on Slide 37 our Private Client Group which we call PCG, is our largest business
and has evolved to become the 6th largest full-service national advisory firm by financial advisors
and the 7th largest wealth manager as measured by assets in the U.S.
We achieved this through top-tier growth over the last decade that has enabled us to become a
truly national firm through both acquisitions and strong recruiting.
I should note that we had exceptionally strong recruiting through the financial crisis, as record
levels of top-performing advisors were attracted to the strength and stability of RBC as well as to
the breadth of our wealth management capabilities. In fact, we recruited advisors with $200
million dollars in production during this period, starting in the middle of 2008.
To be a global leader in Wealth Management it is critical to have a meaningful presence in the
United States. We have established this presence and have broad coverage with advisors
serving clients in 42 states.
With the growth we have experienced, PCG has achieved the scale necessary to compete with
the larger scale, more traditional U.S. brokerages, and we continue to differentiate ourselves in
the market with our high quality service and with breadth of product offerings, backed by the
strength of RBC.
Our success is driven by our unique combination of a small firm culture along side the resources
of a global financial institution and this is extremely attractive to both clients and to advisors.
Most recently, J.D. Power and Associates awarded us top marks for overall investor satisfaction a significant accomplishment and a testament to our progress in the U.S.
Now that we have achieved scale in our PCG business, our key objective is to improve
productivity and efficiency.
On Slide 38 you’ll see that RBC Wealth Management U.S. is also comprised of two other
complementary businesses – International Wealth; and, Correspondent and Advisor Services, or
CAS.
Together with PCG these businesses create a powerful distribution network for us to deliver
advice and services to our clients.

Each of these businesses deliver full service wealth management advice, products and services
to clients either directly, through RBC client-facing advisors or indirectly, through correspondent
brokers or registered investment advisors (RIAs) that work with CAS clients.
Our International Wealth business was moved into Wealth Management – U.S. as a part of our
transformation just over a year ago, and is an important business for us given the increased
interest from foreign clients who are attracted to the strength and stability of RBC. Going forward,
we see opportunities for increased collaboration between this business and our largest business,
PCG.
Our Correspondent & Advisor Services business, partners with independent broker-dealers and
independent RIAs. These firms and RIAs work with RBC to leverage our back office systems,
products, and services in order to serve their clients’ needs.
Since the end of 2008, assets administered by CAS Financial Advisors have grown from 22
billion to 36 billion U.S. dollars at the end of the third quarter. This increase was driven in part by
the acquisition of JP Morgan’s RIA business, by business development, and by market growth.
Turning to Slide 39, as you can see we have been growing our assets under administration and
improving our revenue per financial advisor. As George mentioned, we have a significant
opportunity to improve our profitability, although we do not expect to reach the same performance
levels as our Canadian brokerage business as the U.S. industry dynamics are significantly
different.
For example in Canada, clients tend to consolidate their business with a single advisor, whereas
in the U.S. clients tend to spread their investments across multiple brokerage firms and advisors.
Our focus for growth in the U.S. is on gaining a greater share of wallet by becoming a primary
advisor. Clients with whom we have a primary relationship will do more business with us than with
any other financial institution.
We have made significant progress as our share of wallet has steadily improved from 50 percent
in 2004 to 63 percent in 2010 and the likelihood of one of our clients referring their Financial
Advisor has gone from 59 percent to 79 percent over the same time period.
This focus over the next four years will help drive revenue per advisor from our current level of
approximately $630 thousand U.S. dollars to over $1 million U.S. dollars. We will achieve this
through increasing advisor productivity, which I will touch on a little later.
Improvements in pre-tax margin will again be driven by our shift from growing advisors to
retaining advisors, improving productivity and increasing operating efficiencies. An improvement
of 5 percentage points to our pre-tax margin, from 8 per cent to 13 percent, would add
approximately $45 million U.S. dollars to our earnings.
Turning to slide 40, we have a focused strategy to improve our pre-tax margins and profitability
that centers on four key areas:
Increasing advisor productivity;
Improving operational efficiencies;
Leveraging RBC capabilities; and
Growing our complementary distribution channels.
To increase advisor productivity, including revenue per advisor, we have taken steps to grow feebased assets by simplifying our pricing, developing more packaged solutions, and using
technology to make it easier for financial advisors to do business. We are also enhancing our
suite of credit and cash solutions to allow us to deepen our client relationships, which is one of
the drivers of share of wallet which I talked about earlier.
We also offer advisors innovative practice development programs to improve productivity – the
more time a financial advisor has, the more time they can spend with clients, which improves

client satisfaction. These programs have been designed to assist different segments of financial
advisors depending on what level they are at in their career. For example:
FA Forward – is a program that helps take our lower-producing Financial Advisors to the next
level.
Jump Start – targets Financial Advisors with $500 thousand dollars in production to $1 million
dollars in production and focuses on segmenting their book to focus more on profitable business
and on client planning.
Top Gun – is designed for our high-end Financial Advisors, where they focus on team
effectiveness as well as book management and business planning.
We are continuing to invest extensively in technology to automate processes as well as
implement client relationship management tools that enable advisors to service their clients more
efficiently. For example, we have reduced the number of potential manual touch points in our
Wire Transfer process down to 8 from 23. This is all about freeing up time for advisors and
support staff so they can focus less on administrative tasks and more on their clients.
By collaborating across our businesses, we have been able to develop innovative investment
solutions for our clients as well as grow our complementary distribution channels to scale. For
example, CAS is now leveraging the practice management tools developed for PCG to help its
clients, and therefore grow its own revenue.
We are also focused on leveraging existing RBC relationships. For example, we have created
and are aggressively growing an institutional middle markets fixed income joint venture with RBC
Capital Markets in which advisors sitting in PCG branches serve the needs of Tier II, Tier III and
Tier IV, institutional clients that are below RBC Capital Markets’ target client market.
Finally, we are also looking at additional bolt-on acquisitions for CAS, similar to the JP Morgan
acquisition, to further grow this attractive business.
In our International Wealth business, we are increasing the number of advisors and relationship
managers to continue to expand our presence serving foreign clients. Additionally, we are
analyzing our capabilities with the intent of introducing them to our Private Client Group where it
makes sense. We are setting up a referral process between PCG and our International Wealth
business, in an effort to better serve and retain those clients with more sophisticated needs.
In conclusion, I am extremely pleased with our progress. We have achieved significant scale and
we have a clear plan for future growth. We are shifting from growing or acquiring advisors to
retaining advisors and we are focusing on driving improved productivity – to revenue of $1 million
dollars per advisor – and we are focused on achieving efficiencies to drive stronger operating
performance measured primarily by pre-tax operating margins.
With that, I will now hand it back to George to talk about our other businesses, starting with
Global Trust and Wealth Management – U.K.
Thank-you.

GEORGE LEWIS, GROUP HEAD, CANADIAN BANKING

Thank you John. Turning to Slide 42, as I mentioned earlier, as part of our transformation in 2010,
we have established a separate Global Trust business headed by Paul Patterson, to highlight our
world-class off-shore trust capabilities, which is a key differentiator of our client offering
particularly outside North America.
Our value proposition of “providing integrated wealth management solutions through teams of
professionals with complementary expertise” is unmatched in this industry.

By leveraging our world-class trust capabilities, we are also building our wealth management
business in the U.K. with a focus on both domestic clients as well as our traditional base of
international clients with interests in the U.K.
As you can see from Slide 43, we have a very diverse revenue stream driven by our ability to
serve an international client base in our Global Trust business.
International high and ultra net worth individuals value our diversified product offering, multijurisdictional wealth management planning capabilities and our differentiated value proposition all
of which provide a clear competitive advantage.
Importantly, given an environment of increasing global regulation, our strength in professional tax
planning and expertise in structuring on-shore and off-shore affairs provides our clients with the
sound advice they are looking for in managing their global wealth.
And in recognition of our success the Society of Trust and Estate Practitioners recently awarded
us Institutional Trust Team of the Year.
Turning to Slide 44. Global Trust’s growth plans involve increasing market share and
strengthening existing client relationships and improving overall efficiency.
First, in order to grow market share we are expanding our product offering to develop solutions
for more clients across the RBC Wealth Management segment.
International clients continue to value off-shore jurisdictions for their wealth solutions, and we are
targeting clients in both developed and in emerging markets.
In markets such as Eastern Europe and the Middle East for example, we are building client
relationships.
These clients are drawn to stable, transparent and regulated financial centers in order to protect
their wealth for future generations.
The second key to our growth is broadening client relationships. Clients value our approach,
accessing the full complement of wealth management solutions through one touch point, their
Primary Relationship Manager.
We intend to support our growth by improving our processes, making it easier for clients and our
professionals to transact business while driving our costs lower.
To do this, we have created “centers of excellence” to take administrative and non-client facing
responsibilities away from our client-facing professionals in order to increase their time with
clients. In addition, we are investing in technology to transform and improve our overall
operational processes and business efficiency.
We are also investing in our people and solutions to improve the client experience and make our
client professionals more productive. For example, we recently streamlined our client on-boarding
process.
Finally, to be a truly global wealth and asset manager you need a significant presence in the U.K.,
which contains 10 percent of the world’s wealth, with ultra high net worth clients representing one
of its fastest growing segments.
At present, it is a very fragmented market - one with no clear leader and many small and medium
size players. In fact, the largest player in the U.K. has only one-third of the assets of our
Canadian wealth management business.
While many of our European and U.K. competitors are focused on shoring up capital and
strengthening their balance sheets, our strong financial position sets us apart and gives us a
tremendous opportunity.
Leveraging the strength and capabilities of our Global Trust and Global Asset Management will
also help build our U.K business.

Our U.K. growth plan begins with organic growth. We currently have 30 relationship managers in
the U.K. and we intend to actively recruit another 70 over the next 5 years. These individuals
work with our investment, trust, tax, credit and banking teams, to attract and retain clients and
broaden our business.
Now as we learn more about the on-shore wealth management market in the U.K. and as the
competitive and regulatory environments evolve, we would be open to a complementary
acquisition to accelerate our growth in this market.
At the same time, we are also making significant enhancements to our product offerings to better
service our U.K clients, by building on the strength of our current offering which is predominantly
focused on clients with international needs.
With that, I would now like to discuss our Canadian business beginning on Slide 46.
We are the largest and most comprehensive wealth manager in Canada and we are continuing to
build on our leading positions.
Our domestic business includes our full-service brokerage, Dominion Securities; our discretionary
investment counsellor, RBC PH&N Investment Counsel, and our Estate and Trust Services
business.
We also have an international wealth business to service non-resident clients who wish to
diversify their wealth geographically and use Canada as a jurisdiction, similar to the international
wealth business John spoke about in the U.S. This is an important business for us and
increasingly we are seeing more interest as foreign investors are attracted to the strength and
stability of Canada and RBC.
The success of our Canadian businesses is clearly demonstrated by our financial performance
which you will see on Slide 47.
David Agnew and his Canadian Wealth Management team have continued to grow client assets
notwithstanding the market headwinds, and improve advisor productivity, as measured by
revenue per investment advisor. In fact, our Dominion Securities advisor productivity is
approximately 35 percent higher when compared to the average of our bank-owned peers.
As John Montalbano demonstrated, we have significantly expanded our product offering, which
has had notable benefits for Wealth Management – Canada.
We have also further developed the wealth management offering within Wealth Management –
Canada itself.
What separates RBC from our peers, and continues to lead to market share gains, is our ability to
go well beyond traditional investments through collaboration with our partners across the
organization to offer our clients a full suite of wealth management products and services for all
their needs.
Our highly experienced and professional staff are qualified to provide comprehensive tax,
retirement, banking, credit and estate planning for our personal and corporate clients.
This has helped us successfully grow RBC’s overall high net worth share to 17 percent today,
making us the leader in the market and closer to our 2015 goal of 20 percent.
We continue to target and grow our high net worth client base through our strong cross-sell ability
and referral programs and by leveraging common infrastructure and technologies.
To give you an example, Canadian Banking, through its in-branch Private Bankers and mobile
Investment and Retirement Planners, have referred over 3 billion dollars in business to RBC
Wealth Management year to date, a considerable increase from prior years.
These referrals followed from an assessment of the client’s ‘Home of Best Fit’, where our partners
in Canadian Banking determined that client needs were more complex than what could be served
through the branch channel.

We are focused on improving these collaborative efforts, but before I go into those details, let me
provide some insight into the strengths of our Canadian Wealth Management business which are
highlighted on Slide 48.
First is our ability to attract and retain clients. Advisors and clients choose to do business with us
because we offer best-in-class products and services. This is demonstrated by our ability to
attract new clients and our number one market positions across all of our Canadian businesses.
In addition, our DS client satisfaction and likelihood to recommend survey showed that the
majority of our clients are satisfied with the service they receive from their advisor and 53 percent
are willing to recommend our services.
This underlies the second reason we are winning in Canada - our strong value proposition. This is
based on our integrated service approach in making Wealth Management - Canada an
exceptional place for our clients to do business and for our investment advisors to grow their
business. This includes our ability to attract high-producing advisors which is fundamental to our
growth in client relationships.
When attracting competitive hires, we offer many advantages, including;
The backing and full support of RBC as well as reinvestment in Wealth management – Canada
businesses;
Our wide range of investment solutions backed by the expertise of our two global businesses –
RBC Global Asset Management and RBC Capital Markets;
Our deep resources in Wealth Management services;
The breadth and strength of our training program; and
The strengths of our partnerships across RBC and cross-platform collaboration.
High advisor satisfaction rankings are important in retaining and recruiting and in the Investment
Executive’s recent Brokerage Report Card, DS investment advisors ranked DS #1 overall, for the
fifth year in a row, compared to all other bank-owned brokerages.
In addition, RBC’s brand, market position and strong financial results also support our recruiting
initiatives and ensure that we will continue to attract top talent. Given the strength of our existing
business, and our ability to attract top talent from the competition, we are not focused on
acquisitions in this area of RBC Wealth Management.
As well, we have made significant investments and dedicated resources over the past ten years
to become the leader in comprehensive services for high and ultra high net worth individuals and
their families.
For example, we created a group called Wealth Management Services, specifically to help
advisors offer value-added services beyond money management and more oriented towards tax
and estate planning.
Our broad base of 150 wealth management services professionals is industry-leading; they are a
dedicated, cross-Canada group of accredited professionals who serve investment advisors,
investment counsellors and Private Bankers in providing customized, unique add-on wealth
management solutions to clients, ensuring an ‘all-inclusive’ wealth offering. We have seen
significant success with this approach.
More then a third of our clients have a full RBC Wealth Management financial plan, and the
percentage of investable assets held with RBC increases when our teams have prepared this
plan. In addition, close to 45 percent of our clients receive some form of wealth management
advice in areas like: estate, tax and retirement planning - in addition to the investment advice they
receive from their wealth management advisor.
Slide 49 demonstrates the breadth and depth of RBC’s wealth offerings and distribution in
Canada with all client segments covered by either Wealth Management or Canadian Banking,
and universal access to the products of RBC Global Asset Management.

A significant component in achieving our 2015 objective, is gaining greater market share in the
high and ultra high net worth segments.
For example, there are over 560,000 high net worth households in Canada who represent close
to 60 percent of investable assets and deposits.
Turning to Slide 50, we hope to extend our lead in the high and ultra high net worth segment by
focusing on three key areas.
Firstly, we have a significant opportunity to further collaborate and grow referrals to uncover the
wealth in our client base and grow market share.
As an example, we recently identified over 10,000 potential high net worth clients that reside in
Canadian Banking who do not yet have an investment, trust or broader wealth management
relationship with RBC Wealth Management.
A strong referral relationship with our banking partners is integral to our growth strategy and we
have a number of key initiatives to drive this growth.
To give you an example, we are seeing tremendous opportunity in the estate and trust industry as
global demographics shift towards aging populations. In fact, according to Investor Economics, it
is estimated that over $700 billion dollars in wealth will be transferred over the next 10 years.
To capitalize on this trend, we developed the RBC Estate Experience program to help our
advisors in Canadian Banking and Wealth Management work together to better service our
clients and retain a greater proportion of the ‘assets in motion’.
We are seeing tremendous success. In 2004, this initiative accounted for 5 percent of our Estate
and Trust revenue which is now close to 25 percent.
We are also further strengthening our partnerships through two-way referral programs to anchor
client relationships with RBC to an even greater extent, which increases client loyalty and
ensures all their financial needs are managed in-house.
This year, David and his management team launched a ‘Back to the Bank’ initiative with
Canadian Banking. Since its start, we have made more than 7,000 referrals to retail banking and
close to 1,000 referrals to commercial banking which led to new business for our Canadian
Banking segment.
We also continue to work with RBC Capital Markets in referring ultra high net worth clients, or,
business owners who require investment banking advice.
Secondly, we will continue to attract top talent and expect to continue to grow the number of
client-facing advisors at roughly 40 advisors per year, consistent with our pace over the last five
years. These high-performing advisors bring in on average, approximately $30 million dollars of
revenue annually, which should grow as they introduce their clients to our investment and wealth
management solutions and full slate of products and services.
At the same time, we often see about 15 of our advisors retire annually. But, we have a strong
track record for retaining those assets as retirees typically transfer their book of business to high
qualified colleagues.
Lastly, we will expand our product solution set including credit and insurance and will leverage
RBC GAM’s expanding capabilities for our high net worth segment and develop additional
services and support.
We will continue to generate strong organic growth and aim to increase RBC’s overall market
share of the high net worth market in Canada. Over the last few years we have made significant
progress, increasing our share from 15 to 17 percent and our objective is to be at 20 percent by
2015. Because of this effort, we expect the Canadian Wealth Management business to be a
significant driver of RBC Wealth Management’s overall organic growth to 2015.

Turning to Slide 52. In addition to our strong, established businesses, we are continually looking
ahead for future growth opportunities, including our longer-term strategy to build Emerging
Markets.
As you can see, our strategy for Emerging Markets varies slightly depending on each region and
our capabilities and history of operating in each of these markets.
In the case of Latin America, we are building on the strength and expertise acquired over the last
century.
In EMEA we are expanding our distribution capabilities and our market footprint. As you may
have heard we just acquired a small Swiss-based U.S. registered investment advisor team; and
In Asia, which is a relatively newer region for us from a wealth perspective, we are focused on
building scalable infrastructure to support future growth.
Across all of these regions however, we are focused on building an integrated offering for our
high and ultra high net worth clients and have a strong leadership team in place to oversee our
Emerging Markets strategy.
In conclusion, as you’ve heard this morning, we are very committed to our goal of building a
leading global wealth and asset manager and we have a comprehensive plan to help us achieve
our objectives.
As we highlighted, our businesses are facing significant headwinds in the current environment.
Notwithstanding these pressures, we are focused on executing our long-term strategy and
delivering value to our shareholders.
To recap, asset management is a key business for us, representing approximately 45 percent of
our segments’ earnings and we intend to continue growing this business into a global high
performing asset manager by leveraging acquisitions, enhancing the penetration of our Global
Asset Management solutions in each geographic wealth business and capitalizing on retirement
trends in developed markets.
Second, we are focused on expanding our high and ultra high net worth market share across all
of our businesses. We have identified significant untapped high net worth clients domestically and
also outside of Canada, and as you’ve heard today, RBC’s capabilities are extremely well suited
to serve this growing global client base.
Finally, we believe we can leverage RBC and RBC Wealth Management to drive productivity in
the U.S., grow and improve efficiencies in Global Trust and provide clients with unmatched
products and services and capitalize on the strength, stability and brand of RBC.
With that I will open it up for our question and answer period.

