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Item 7—Financial Statements and Exhibits.

c. Exhibits.

The following exhibits are furnished in accordance with the provisions of Item 601 of Regulation S-K.

Exhibit Description
(1) Slide presentation by the Chairman & Chief Executive Officer, dated March 18,2003
) Slide presentation by the Executive Vice President & Group President, Global Mailing Systems, dated March 18,2003
3) Slide presentation by the Executive Vice President & Group President, Pitney Bowes Business Services, dated March 18,2003
4) Slide presentation by the Executive Vice President and Group President, Information Based Solutions and Document Messaging
Technologies, dated March 18,2003
5) Slide presentation by the Executive Vice President & Chief Financial Officer, dated March 18,2003

Item 9 - Regulation FD Disclosure

On March 18,2003, management of Pitney Bowes Inc. conducted a web-cast presentation for the investment community to review growth strategies
and business opportunities that was simultaneously available via the internet. This meeting included presentations by corporate and business unit
management. During the meeting Michael Critelli, Pitney Bowes Inc.’s Chairman & Chief Executive Officer, Murray Martin, Vice President & Group
President, Global Mailing Systems, Karen Garrison, Executive Vice President & Group President, Pitney Bowes Business Services, Matthew Kissner,
Executive Vice President and Group President, Information Based Solutions and Document Messaging Technologies, and Bruce Nolop, Executive Vice
President & Chief Financial Officer each gave slide presentations, copies of which are attached as Exhibits 1,2, 3,4 and 5, respectively, and incorporated
herein by reference. The web-cast and the attached slide presentations are also available for viewing under the “Investor Relations” page on our website
located at http:\\www.pb.com, although we reserve the right to discontinue that availability at any time.



Signatures

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.

PITNEY BOWES INC.
March 19,2003
/8/ B.P. NOLOP

B. P. Nolop
Executive Vice President and Chief Financial Officer
(Principal Financial Officer)

/S/ A.F. HENOCK

A. F. Henock
Vice President—Finance
(Principal Accounting Officer)



Ei= PitneyBowes

Engineering the flow of communication
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Chairman & Chief Executive
Officer
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Engineering the flow of communication



Observations

* Constant Communication With Customers s
Essential

* Businesses Underestimate Their
Communication Costs

* Business Generally Don't Appreciate the
Range of Communication Solutions Provided
by Pithey Bowes



Creation /
Finishing Presort/
Work Sharing

Data Processing Fulfillment

Printing

List Management Consolidation

Creative Services Retail /Delivery

Originate = Produce = Distribute =+ Receive =Update

Copy/Print Integrated
Outsourcing
Facilities

Management Digital on

Demand

Commercial Transaction

Printing Archival/ Management
Retrieval




Growth Strategies

R
SRt T

Lip L ."ﬁﬁa 'I:"-?

Expansion M'a-'n'a-gémeni- Penetration  Selling

ENHANCE CORE BUSINESSES




Fundamentals of Success

* Passion to Help Organizations Communicate
Effectively

* Exceptional Technology and Know How
* Global Distribution Network
* Diverse, Talented Workforce

* Highly Ethical Standards



Five Changes

* Become More Integrated

* Introduce More Discipline into Business
Processes

* Integrate Acquisition Capability with Focused
Growth Strategy

* Diversify Customer Base and Solutions

* Think Big About Future Opportunities



More Integrated

* Disengaged From Non-Core Businesses

* Common Mission for Core Businesses

* QOrganize as “One Company” with Common
Infrastructure

* Enterprise Relationship Development Group

* Integrated Re-Branding Campaign



More Discipline

* Incorporate Six-Sigma Performance
Excellence Tools

* Streamline Infrastructure

* Review General and Administrative Expenses



Acquisitions

® Focused Acquisition Strategy in Mail and
Document Management

* Demonstrated Success
= |dentifying Opportunities
= Completing Acquisitions

= Integrating Acquisitions



Diversification

® Increased Leasing and Rental Initiatives

Expanded Value Proposition
* Upgraded Sales Capabilities

® Deliver Innovations More Quickly



Think Big

¢ Company-Wide, Top-Down Planning
* Not Business as Usual

® Stay Focused on Core Businesses



Market Opportunities - Criteria

* Markets are Energizing and Compelling
* Markets are Large and Growing

* Possess or Acquire Critical Capabilities For
Success

* Ability to Become Market Leader
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Understanding the Mail Stream

¢ Stable Postal Rates Mean Higher Volumes

* Mail Volumes Are Large
= 400 Billion Pieces Worldwide

* Opportunities to Add Value to Mail Pieces
= Targeted and Personalized Mail

= Direct Interaction Between Mailers and
Postal Service

= Consolidation of Mail to Reduce Cost and
Increase Efficiency



Drivers of Mail

* Electronic Networks Generate Malil

* Mail and Documents Connect Organizations
to Their Customers

* Mail Gets Through to Intended Recipients



Mail Value Chain
$80 Billion U.S. Opportunity

Creation /

Finishing Presort/

Printing Work Sharing

Data Processing Fulfillment

List Management Consolidation

Creative Services Retail /Delivery

QOriginate =+ Produce == Distribute == Receive =+Update



Mailstream Expansion Opportunities

® Intelligent Mail

* Work Sharing Services

* Postage and Carrier Payment Financing



Work Sharing Services

Presort / Work Sharing




Document Management Value Chain

Qriginate==Produce == Distribute =+ Receive =Update

Copy/Print Integrated
Outsourcing

Facilities

Management Digital on

Demand
Commercial Transaction

Printing Archival/ Management
Retrieval

$90 Billion U.S. Opportunity



Document Management

Content Transaction
Management Communications

® Internal and Customer * Regular Communications
Facing Material to Customers
- Training Materials - Customer Bills
= Technical Documents - Customer Statements
- Sales Collateral - Letters




Global Penetration

* European Mailing Market Transition

- From Monopoly to Competition
- New Postal Competitors

* Emerging Market Opportunities
- Japan
- China
= India
- Brazil



Cross-Selling

®* Focus on Enterprise Customers
* Expand Presence Internationally

* Leverage Technology-Based Tools



Pithey Bowes Advantages

* Expertise in Comprehensive Communication
Processes

® Broad Range of Communication Solutions

* Opportune Time to Execute Growth Plan

* Well Positioned to Win Against Competition
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Engineering the flow of communication

Murray D. Martin

Executive Vice President &
Group President, Global Mailing
Systems

Global Mailing Systems

Mailing Solutions Regions
Mail Finishing United States Customers
Mail Creation Canada SOHO
Distribution EAME® to |
Solutions APLA* Large Business
Mail Services

1] SN S

“Europe, Africa & Middle East “Asia Pacific, Latin America, Japan and Australia




Pithey Bowes Legacy of Leadership

1950's - 1970's 1980's 1990's 2000's

Mechanical Meters Electronic Meters Digital Meters IntelliCode™
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POSTAE LS ONE # IntelliLink™

Internet and Distributed
Computing Solutions




Special Services

= Delivery Confamation:
= Signature ConfEmmath

Instant
System Updates

= Software Dovnloads
= Protect You From Hear
Term Obsolescence

IntelliLink™

Postal & Carrier Rate
Updates

= Online Rate Updates “
= Online S&iuﬂa‘(ﬁlaﬁs Updates %
= Ho MoreBate PROMSs!

1 Postal

Payment Solutichs

= Po=tage By Phane
= Management Reporting

Features On-Demand

= Envelope Ad Downloads
= Postal Inscription
Downloads
gparimental Accourting
,—.}"Enhancernerls

Exclusive -
Pithey Bowes
Mail Services

= My Account At pb.com
= Professional Services




DM Series™ Global Launches

2002 2003 2004
DM1000 %wuu. O
DM900
pmsoo @ oMs00 @D @
pms50 @D
pmso0 @
pma00 O ® 0
pm330 @ ® O
DM230 @ ® O ©
S S ©
Software Releases ‘ ‘ ‘ ‘ ‘ ‘

| @United States © Europe ®Canada A Software |




PSI National Network

February 3, 2003
Indianapolis, IN

M PSI Sites
A 2002 Sites

i - 2003 Sites




PSI Group, Inc.




Channel Expansion

* Increasing GMS Customer Penetration —
Cross Sell

* Expand Existing Direct Channels
* Develop Alternative Channels

* Build Alternative Channel Brands & Product
Differentiation



Key Global Areas of Focus

® European Mailing Services
* Global Postal Strategy
* Developing Markets

* Enterprise Customers



Growth Strategies
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Karen Garrison

Executive Vice President &
Group President, PB Business

Services

Business Services Outsourcing Forecast

30 -
25 i $23.4 $24.T
$21 .1 $22.1 .
@ Contracted Print
— 20 - Services
c
I A Facilities
E Management
i ] B Statement
10
$6.6 $6.9 §7.2 $7'?. Printing
. _*_
69 $2.6 $2.6 $2.6 $2.7
B & & =
0

2003 2004 2005 2006

Source: CAP Ventures




Business Services - US Market Segments

Copy/print Facilities General Archive/ Transaction Digital on Integrated
mgmt commercial Retrieval & doc. mgmt demand :
services print Content
. . mgmt = Hardoopyl
= hailraom = Commercial : electronic bill = “arighle data
SRrYICES offzet press * Electranic and =tmt
Wk records = Dyramic
= Paper-bazed presentment S
re.f.l;rds = Labels mmt and Firtoaulat kitting
i * Findregulator
mait * Kitting :’rﬁ:;ng it SR Eliiment
= Graphic = Fulfillment _ : ; = Invertory
providers design andl = Archive and * Direct mail shogen
= Equip. maint. distribution storages = Ancillary
retrieval zepvices
Example documents _
* Sales = Pitzh bonk = Wark eting = Heatth = Telephone bill = Benefits kits = Same azinall
presentation * Incoming / collatersal records = 401K = Investaor previous
* Price list Outgaing * Brochure * Business statement infarmation segments
= Cthet "one off' mail piece = Poster records * Prospectus packages
materials
Distinguishing technology
* Fleet mgmt = Postage = 5.5 color = Whork floeey * Dynamic = Web-enabled = ot ki
= Weh-enabled prepayment sheet-fed m it capture of distributed = Integrating
jok routing * [mbound! offzet press = Doc. and into. to batch prirt mgemt tech. from all
outhound mail = Computer ta data capture, processing = Digtal previous
tracking plate indexing, ® Data extract., = Do, symts, across
= Automsted content mmt repUrpoEing, repositaries lifecycle
warehousing presentmernt = XML dynamic



Evolving Customer Needs

Busiriess Process

Mission Critical
Communications
- Transaction

- Content
- Targeted
Document Solutions Provider
Professional Consulting
Investment in ADF and BRS
EBPP
Secured Mailrooms
Document Solution Centers
Desktop Publishing Word Processing
On-Line Job Submission-Printit
Imaging
- dMail
Records Management
Mailroom Management
- Incoming
- Outgoing
- Return Mail
CopyiFax
Records Management

Provide Integrated Mail & Document
Management Solutions (MDIA)

Integrate Technology

Optimize Base




Business Services Global Penetration

i ‘ Sermain ) *.‘
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® [Document Solution Cernters ! Digital Printing / Imaging
B High “aolume Statement Printing

% High vaolure Digitd and Offset
A Prirt on Demand
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Transactional Mail Case Study

Customer Challenges PBMS Solution

Responsiveness Centralize Process Management
Profitability Consolidate Operating Environments
Leverage Optimize Hard Copy & Digital Delivery
Location 1

Digital D nt

Document Factory e Be.iﬂz,‘;,““"
Location 2 Document Output High Integrity
Composition Management Production

Statements/Checks

Location 3 y

* Integrate Pitney Bowes™ Capahilities Into a Single-Source Salutinn
* Leverage Fitney Bowes' Strengths to Minimize Customer’s Risk of Change
* Mlanage, Control & Balance Critical Hard Copy Communications with Digital Migration
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Matthew S. Kissher

Executive Vice President and Group
President,

Information Based Solutions and
Document Messaging Technologies




Matthew S. Kissner
Primary Areas of Responsibility

Financial and Credit Services

® Document Messaging Technologies (DMT)

Corporate Marketing and Branding

Corporate Quality and Six Sigma




DMT Business Update
Progress

® Bell & Howell International Acquisition and Integration
® MailCode Acquisition and Integration
® Major New Product Introductions

®* Software and Services Revenue Growth

* Equipment Revenue Growth




Product Leadership

Advanced Productivity System Advantages

Greater Productivity at Equivalent (and even lower) Speeds
25% Thicker Mail pieces, 50% More Envelope Capacity
Switch Applications in One-Third the Time

Six Sigma Quality Mail Content (high integrity due to multiple
factors including file-based processing)

Easy to Learn and Use Interface (Direct Connect software)

Superior Uptime (combined effects of design, motors,
diagnostics and remote monitoring)

PB capabilities exceed those of major competitor driven
by advanced design and extensive software capabilities




Comprehensive Coverage
Operating Environment Typical Price
Offfce € > \tiroown € 3 Production Facility Production Gtandard
or Lettershop {preces/ month]  confiquration)
APS B o000 650000
Flowiblaster _ 4,000,000 $400,000
89 Series _ 2,000,000 $250,000
Yitesse _ 1,000,000 $200,000
D10 _ 1,000,000 $125,000
DI2000 e — 150,000 $60,000
DIg75 _ 75,000 $36,000
DIS00 fimtastniottasmasen | 60,000 $23,000
DI350/400 _ 30,000 $9,000
DI200 — 2,000 $3,000




Industry Transformation
Traditional Sources of Value

| ) hine Speed
'+ Durability (MTBF)
. Footprint
* Cost Per Piece




Industry Transformation

New Customer Value Equation

vith CRM Systems
1olding

'+ Bill Boarding

= Variable Content

+  Piece Tracking

ﬁse Cost

Set-Up Time
+  Productivity
+ Easeof Use

Delivery Confirmation
+  Fully Executed Files

+  Remote Monitoring
+  Multi-site Cperations
+  Job Scheduling

+  Durability (MTEF)
+  Footprint
+  CostFerPiece




Business Imperative
Expand Market Definition

A ($12 billion annual expenditures)

Value = Implementation
Planning and Execution

= System Conversions

Imbedded = Integration with Core
and = Delivery Assurance [Enatyysems
Add-on = Coding, Testing and
: Dncume.".t Quality Assurance
Software Composition

= Cust Anplicati
= Factory Optimization kil bl

Practices
= Six Sigma Integrity _ Call Center
Systems Control - Customer Relationship
Management

Mail Piece Tracking - Archive and Retrieval

Digital Presentment

Price and Revenue




Shift to Solutions

= |mprove Late Fes Collections

= Finishing, Inserting =  Reduce Fraud in High-Value Mail
*  Document Composition = Minimize Dunning Motices

= Print Stream Manipulation =  Promote Customer Self-Service
= Data Quality &

Improve Cash Management

* Flle-Besed Pracessing = |mprove Returns From Mail Campaigns

5 Sq’tmg _ = Ensure Legal and Regulatory

= Digital Document Delivery Compliance

= Track and Trace = |mprove Effectiveness of Customer
= Shop Floor Control Communications Across Multiple

= Incoming Sortation Channels

= Return Mail = |mprove ROl of Existing Enterprised
Communications Infrastructure




Solution Implementation

Managing the Document Life Cycle

Enterprise
Customer .
Database,

:. &,

Document
Composition

Inbound Print

Carri % ' —
Track & Trace Network 8 = \ Stream &
R Data
aﬂ!e;: Sales/Order L o \ Quality
Business pod . Managemert .\ ations >
Reply ; R - e-Messaging
@, Enterprise ...
Regulatory pu Y :
Compliance Systems Marketing
- : ..--"'.... g
B o - / Printing
o § " Finance Call Center . e
Customer EEE T
Outbound '. W Finishing/
Track & by Insertion

Trace Sorting




Management Actions

Enhance the Core Corporate Growth Plan

® Priority on Share Shift ®* Emphasis on
Cross-Selling

® Better Sales Integration

with Mailin
g ® Unified Focus on Software,

Applications and
Professional Services

Targeted Vertical

Segments
®* Product Line ® Professional Services
Rationalization Focus on Practices




Branding

“While we have continued to
innovate, we believe our public
image is frozen in time.”

- M. J. Critelli




Branding
Objectives

®* Elevate the Relevance of Pithey Bowes as “Business
Critical”

® Change Perception of Company from Equipment Seller to
Solutions Provider

® Drive Cross-Sell Efforts Across Business Units

® Open New Doors to “C-Suite” Executives




Branding
Customer/Market Research

Advantages Limitations

® Ingenious at Uncovering * Low Awareness in C-Suite
Ways to Improve

Communications Flow

Recognition Limited to

Postage Meters
¢ Expert at Marrying

Advanced Hardware and
Software

Limited Understanding of
PB Value Proposition

® Tradition of Integrity and

s ;
Kept Promises Inconsistent Image




Brand Equation

From To
Just a Meter - Leaders, Knowledgeable About
Company Flow of Communication

Low Profile, Low - Innovative, Dynamic,
Energy Confident

Single Point, Solutions Provider for
Device Supplier - Improving Key Business
Communications Processes

Low-Level - Senior Management
Decision-Makers Relationships




New Tagline

Use of skillful planning and Ensuring smooth,
management to put technology to continuous operational
work for practical reasons performance

N\ /

Engineering the flow of
communication

I

Transfer of information,
sending and receiving
messages, making
conhections and building
relationships which bring
businesses and their
customers closer together




Corporate Advertising

Tewwa days,

Even the smallest error in communication can lead to confusion.
Odds are, it's costing your business money every day.
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Brochure

You just sentithree separate bills to.one
househeld and an introductory
offer to a six-year customer.
Nice work, big guy.




Branding
Gauging the Impact in 2003:

¢ Improve C-Suite Awareness of Pithey Bowes Brand by
20%

® Increase Wall Street and Media Understanding of Pitney
Bowes Value Proposition by 20%

® Increase Customer Awareness of Pithey Bowes
Solutions Beyond Meters by 10%

¢ Ensure Understanding of Full Pithey Bowes Value
Proposition by at Least 40% of Customer-Facing
Employees
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Bruce P. Nolop

Executive Vice President
& Chief Financial Officer

Supplies
. Tu Business
Services

Services
13%

b
Rentals | M. Capital
19% Captive ™ Services
Financing ~ 4%
1%




Revenue Growth

B Rentals & Financing | 1 Sales [l Business & Support Services

$5,000 -
$4,000 -
$3,000 -
$2,000 -

$1,000 -

$0 -




Busi S ' Portfoll

Revenue Operating Profit

Capital
Services

Capital
Services

Global
Mailing
P Global

Mailing

25%



Business Segment Revenue Growth

Bl 2001 [ 2002

$3,500
$3,000
$2,500
$2,000
$1,500
$1,000

$500

$0

Global Enterprise Capital
Mailing Solutions Services



; hic Portfoll

Revenue Operating Profit

United United

Stat:-s ' States
T9% 87 %




$1,000 - 24.6%

$800 -

$600 -

$400 -

$200 -

$0 -
2000 2001 2002




. -
L]
- . 4 - s W

I | Capital Services Portfolio
$2.45
$2.50 - __ -

$2.25

$2.00 -

$1.50 -

$1.00 -

2000 2001 2002 2003

*Excludes Special ltems



Long-Term Growth Targets
12% - / /

Acquisitions 8-10%
] |/

6%
4-6%
3% A Organic
0% .

Revenue Earnings Per Share



Earni ~onsiderati

Long-Term Positives Short-Term Challenges

* Digital Products

Sluggish Economy

¢ Qutsourcing Trends Capital Services

®* Cost Reductions Business Processes

* Acquisition Synergies Benefits Expense




SS&A Expense Ratio

Bl 2001 [ 7 2002

40% -
33.2% 33.6%

30% - 269% 26.8%

20% A

10% -

6.3% 6.8%

0% -

SSEA SGEA Service



Balance Sheet (12/31/02)

$8.7 billion $4.2 hillion

$9,000 -

Equity

Short-Term

$6,000 -

Long-Term

Debt
Rental Asscts

Captive
Finance

$3,000 -

Capital
Services
Short-Term
Lighilities

$0
Assets Liabilities Capital



Coverage Ratios

EBITDA/Interest EBIT/Interest

8.0 -

| &,
6.0 +
4.0 + _ |
20 +
0.0 - } l - : }

2001 2002 2001 2002




Debt Structure

As of 12131102

Fleating Long-Term

32%

58%

Average Interest Rate = 4.6%



Return on Capital

2002 Excluding Special Items

30%

25% T

20%

15%

10%%

5% -+

EBITDA EBIT After-Tax



$2,500 —

$2,000

$1,500

$1,000

$500

%0

Captive Capital Rental
Finance Services Assets



$1,600 —
$1,200
$800
%490 $232
! ] $81
$0 : : - 2 =
Leveraged Finance  Imagistics Other
Leases Leases Financing Assets



Capital Services Portfolio*

2002 2003 2004 2005 2006

Earnings Per Share $0.23 $0.16 $0.08 $0.07 $0.05
Free Cash Flow $ 214 3183 $148 $ 68 (% 6)
Net Investment $1,000 $585 $477  $400 $347

After-Tax ROI 7% 7% 7% 7% 7%

*Excludes Imagistics Financing



Acquisitions Impact (2002)

Including Excluding
Intangibles Intangibles

EBIT $40 $51
Free Cash Flow $19 $19
Earnings Per Share 3¢ 6 ¢
EBIT / Investment 7% 9%
EBIT / Net Investment® 27% 32%

*Net Investment Excludes Goodwill



Free Cash Flow (2002)

Excluding Special ltems

$1,200

$1,000 -

$800 |

$600 -

$400 -

$200 -

$0 -

$1.024 million $682 mitiion

Deferred
Taxes

Depreciation
&
Amortization

Dividends

$342 million
Netincome Working Capital
Finance

Receivables

Rental Assets
Other CAPEX

Sources Uses Free Cash Flow



Cash Sources and Uses (2002)

Excluding Special ltems

$1,400 -
$521 million $1,203 million
$1.200 | Stock issuance — ”
' Cash & Other ;
Investments | Restructuring
$1,000 - Debt Acquisitions || Payments
Increase :
$800 1 $682 mitiion
$600 -
Free Cash S
$400 | Flow Pension

Contribution
$200 |

Dividends

$0 -
Sources Financing Uses



Free Cash Flow (2003-2006)

500
. $3.9 billion $2.3 bitlion
$4.000 | co—
$3.500 - - Deferred Taxes Discretionary
: Depreciation
$3.000
Amortization
$2,500 Dividends
$2,000 1 Naliicsms $1.6 biition
$1,500 1 | Working Capital
$1,000 Rental Assets Finance
Receivables
$500 - Other CAPEX
$0 -

Sources Uses Free Cash Flow



Cash Sources and Uses (2003-2006

$3,500 - $0.8 billion $3.3 biliion
$3,000 Dabt Increase
$2.5 billion
$2,500 - Acquisitions &
Capital Share
$2,000 Services Repurchase
$1,500 Free Cash
o Restructuring
| P. ts
e Dividends aymen
$500
$0 -

Sources Financing Uses



Growth Plan Impact

More Services More International
Revenue Revenue

50%
40%

30%

= -
| | - 1
T T 1

2002 2006

20%

10%

0%
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