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Item 7.

Item 9.

Financial Statements and Exhibits

(c)  The exhibit listed on the Exhibit Index accompanying this Form 8-K is furnished herewith.

Regulation FD Disclosure

On May 1, 2003, certain executives of the Regional Community Banking business of The PNC Financial Services Group, Inc. (the “Corporation”) gave a
presentation to investors at the Goldman Sachs Bank Field Trip in Tenafly, New Jersey. This presentation was accompanied by a series of electronic slides that
included information pertaining to the financial results of the Corporation. A copy of these slides is attached hereto as Exhibit 99.1.

In accordance with the Securities and Exchange Commission’s (“SEC”) Release No. 33-8176, the information being furnished under Item 9 of this Current

Report on Form 8-K (“Form 8-K”) is being furnished pursuant to Item 12, “Disclosure of Results of Operations and Financial Condition,” of Form 8-K. In
accordance with the SEC’s Release No. 33-8216, compliance with the Item 12 requirements is met by including such disclosures under Item 9.




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 thereunto
duly authorized.

THE PNC FINANCIAL SERVICES GROUP, INC.
(Registrant)

Date: May 1, 2003 By: /s/ Samuel R. Patterson

Samuel R. Patterson
Controller




EXHIBIT INDEX

Number Description Method of Filing

99.1 Slide presentation for Goldman Sachs Bank Field Trip Filed Herewith



@ PNC

The PNC Financial Services Group, Inc.

Goldman Sachs
Bank Field Trip

Tenafly, NJ
May 1, 2003
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@ PNC
Neil Hall

Chief Executive Officer
Regional Community Banking




Today’s Discussion

Regional Community Banking
» Strategic overview
» Regional President Model
» Execution
- Business Banking
- Customer experience

» Summary
rQ&A
» Branch visit

Neil Hall
Pete Classen

Jeff Schmidt

Dan Tuccillo and
Ellen van der Horst

Neil Hall




Regional Community Banking

Franchise

2002 Revenue - $2.2 Billion

Regional Community Banking

Other
Businesses

2002 Business Highlights

Serves two million relationships
¢ 1.8 million households
» 193 thousand businesses

High quality loan portfolio
b Home equity (average) $7 hillion
» Business banking (average) $3 billion
» Other commercial (averagey $1 billion
b

Net charge-offs to
average loans 0.31%

Stable deposit base

» Total average deposits $35 billion
» Average transaction
deposits $23 billion
{47% of transaction deposits are DDA)

Efficiently managed
» Efficiency ratio 49%




Our Aspiration ...

To be a leading
regional bank

We recognize
our challenges

We’re building
on our
strengths

» With fast growing checking account customer base
» Demonstrated success in increasing share of wallet
- Loans
- Deposits
- Investments

» Growing share in low growth footprint
» Balancing business investments with earnings growth
» Generating assets within desired risk profile

» A highly committed workforce

» A growing base of customers to increase share of wallet
and cross sell

» An efficient business model and technology platform

» An established, integrated, multi-channel distribution
network




Growing the Business

Our people make the difference

Committed - Satisfied ™ :_
Employees - Customers , Growth _




Building a Highly Commuitted
Workforce

Committed employees will “sell” PNC

Your Company as a Place to Work Willingness to Recommend PNC
Compared to Other Companies Products and Services
545 545

44%" HAT; 59%




Proven Success 1in Growing
Valuable Customer Base

Best source of sustainable value is growing checking relations!

» 97% of businesses and households have a checking account need

» 70%+* consider their checking bank to be primary financial service
provider

» Favorable economics: Fee revenues and low-cost funding source

Branch and Customer Trends Deposit Funding Advantage
Mumber of .L:
Branches Interest Expense

on Deposits to

2002 Total Average Deposits

PNC 1.48%

Peer median 1.68%




Focus on Customer Acquisition

Strategies

» Competitive and attractive product offerings

» Advertising positions PNC as the “bank of choice” for checking
» Targeted channels that leverage our business mix

Checking Relationships Acqguired Sources of Customer Acquisition
Thousands Established Branches

- Woarkplace Banking
- University Banking
150
100
50

In-Store

Loan Direct Mail
Chairman’s Challenge
Hew Branches

2000 2001 2002 Checking R
n




Improving Retention

Strategies
» Focus on drivers of customer satisfaction

» Utilize a segmentation approach
» Enhance customer experience

Improved Customer Satisfaction Checking Relationship Attrition
Onerall Satisfaction with PHNC

2000 2001 2002




Building Deeper Relationships

Strategies

» Increase customer loyalty and commitment to gain their trust
» Knowledgeable employees enabled by customer insight

» Personalized solutions built from superior conversations

Commitment to PNC of Customers Surveyed
29%

Improved Customer Loyalty Net Growth in Checking Relationships
T ds=

26%
100

2000 2001 2002




An Efficient Business Model

Investment in single operating
platform complete

Customer database
World-class call center

Continued enhancement of
web-banking

Genesis

Balance future investments
with efficiency

Continue investments that
enhance customer experience
or extend reach

2002 Operating Efficiency

Community
Banking
Segment
LIS Bancorp 43%
Fifth Third

National City
Bank One

Bank of New York
Wachovia
KeyCorp
FleetiBoston
Wells Fargo
SunTrust




Today’s Discussion

Regional Community Banking
» Strategic overview Neil Hall
» Execution
- Business Banking Jeff Schmidt

- Customer experience Dan Tuccillo and
Ellen van der Horst

» Summary Neil Hall
rQ&A
» Branch visit




I PNC’s Regional President Model

Regional
Community
Banking

PNC Wholesale
Advisors i e Banking
Nine Regional

Presidents




Teamwork Enhances Wealth

Management Revenue Growth
PNC Advisors benefits from quality leads
Contribution of Referred Business to

Total Wealth Management Sales in New Jersey
25%

20%
15%
10%

5%

0%

2001 2002 1Q03

Sales are measured by estimated first full year annualized revenue from sale




Rapid Product Development
Capabilitics

ComMMERCIALCASHPLAN

PNC Bank Treasumy MANAGEMENT

January 2003 February 2003 March 2003 ~-. 4 April 2003

Identification of > Product D -3 Marketing > Product Launc_'
Product Need & Development ~ Strategy - b
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Business Banking

An unwavering focus on execuftion

Strategic Drivers

» Build on our dedicated sales force strategy
» Grow customers through targeted acquisition
» Deepen relationships through cross-selling

» Generate quality assets by utilizing customer insights to
enhance borrowing experience




Execcution Strategics

We leverage our insights and technology plafform to
deliver personalized solutions for small businesses

{ Integrated Channels |




Enhancing the Customer Experience
and Improving Efficiency

» Utilized dedicated in-bound call unit

— Increased Sales and Service contacts by 145% past two years

» Leveraged Consumer Loan Center to deliver 24 hour
turnaround for small business loans

— 73% increase in applications processed per employee

— Improved customer commitment by 38% through enhanced
borrowing experience
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Putting the Strategy Into Practice

Qur investiments in People and Technology,
coupled with our emphasis on Teamwork,
create a Differentiated Customer Experience

: Customer

Teamwork Technology




Empowering the Front Line

Execution Consistent Across All Channels and Distribution Points

Integrated Merchandising / Building " Customer Cohversation
|  Deeper -

 Relationships /
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Summary

Aspirations

» A growing customer base

» Moderate risk, high return business
- High-quality loan portfolio

- Lower funding costs than peers

» Grow earnings: 7 —-11%




G PNC




Peer Group of Super-
Regional Banks

Ticker

The Bank of New York Company, Inc. BK

Bank One Corporation ONE
Fifth Third Bancorp FITB
FleetBoston Financial Corporation FBF
KeyCorp KEY
National City Corporation NCC

The PNC Financial Services Group, Inc. PNC
SunTrust Banks, Inc. STI
U.S. Bancorp usSB
Wachovia Corporation WB
Wells Fargo & Company WFC




