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Businesses today face a complex challenge:
How to get the attention of busy customers.
Breaking through can create a huge competitive
advantage.

Fortunately, Pitney Bowes has the answer:
Customer communications management.

It's the 21st-century version of what we've always
done. Help companies grow by communicating
more effectively with their customers. Only now
we're doing it with exciting new technologies that
enable businesses to engage each customer
Individually, as an audience of one. Whether the
business has a few customers or millions.

Making it personal.
That’s how businesses grow.
Pithey Bowes is leading the way.
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Murray D. Martin
Chairman, President and
Chief Executive Officer

Fellow Shareholders:

This was an especially productive year for our company. We solidified our growth strategies

and completed the work of identifying our most attractive market opportunities. Our continuing
transformation of Pitney Bowes into a leaner, more focused company began to produce the desired
results. We far surpassed our goals for reducing the company’s overall cost structure, which enabled
us to make strategic investments in the business. Revenue trends improved in the third and fourth
quarters, and we expect a return to growth in 2011. We also launched a number of groundbreaking
products, including Volly™ a secure digital delivery service that reinvents the way businesses and
consumers interact with each other.

After a rigorous analysis of our most attractive growth opportunities, we are sharpening our focus on
customer communications management (CCM), a $54 billion market where our expertise in physical
and digital communications and the credibility of our brand give us special advantages. In addition,
CCM gives us plenty of room to grow beyond our core business, because it encompasses much more
than physical mail.

Businesses today face incredible challenges in communicating with their customers and prospects.
First, they must be able to create personalized communications that get the attention of their audience.
Second, they must have the technological expertise to be able to coordinate multiple communication
channels, so they can use whichever ones prove most effective with a particular audience. Finally,

they must be able to do all this while getting the greatest possible return on their investment.
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Customer communications management is about helping businesses turn these challenges to
their advantage, so they can build stronger customer relationships and sustain profitable growth.
A company that helps them accomplish this delivers enormous value. No company has more CCM
expertise than Pitney Bowes.

CCM encompasses three broad sets of capabilities, each meeting a different need. They include
the need to:

* Understand each customer well enough to know what to communicate.
* Deliver the message through each customer’s preferred channel.
* Track the customer’s response and use it to tailor the next communication.

Our capabilities already extend across the entire CCM spectrum. For several years we have been
expanding in areas like data quality, location intelligence and predictive analytics. These technologies
help businesses better understand their customers and prospects, which is a critical step in

creating more effective communications. We are already widely recognized as leading innovators

in multichannel document creation and output. We are continuing to build on our expertise in

these areas.

Our ability to integrate CCM solutions creates even greater value for our customers. A good example
is the end-to-end solution we are building for TSYS, one of the premier providers of electronic payment
and statement services for financial institutions and other types of companies around the world.

Using our business intelligence software, TSYS will soon offer its customers the ability to sell space
on their statements for precisely targeted advertising. Advertisers will be able to buy space selectively,
on just those statements whose recipients match the profiles of the people they want to reach. For
advertisers, it is a more strategic way to use transactional statements for marketing. For businesses,
it represents a potentially sizable new revenue stream. TSYS already uses Pitney Bowes technology

to create and send millions of physical and digital statements each month on behalf of its customers.
Business intelligence represents additional value it can now provide.

Our acquisition of Portrait Software in 2010 immediately strengthened our claim to leadership in
CCM, by adding to our already impressive capabilities in insight-driven customer communications.
Portrait's sophisticated technologies transform customer communications from a largely outbound
discipline into a dynamic, two-way process that leverages whatever mix of channels a customer
uses. For example, we can now provide a company's call center representatives with up-to-the-
minute insight based on a customer’s previous interactions with the company: the last direct mail
offer the customer was sent, what was said during the last call with a different rep, or the fact that
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the customer just visited the company’s website. This level of insight eliminates the organizational
amnesia that customers find so frustrating. It also enables companies to create new offers that
are relevant and timely, leading to a better customer experience and a more profitable outcome
for the business.

Our new Connect+™ communication series demonstrates our deep understanding of customer

needs. The advanced technology and simple user interface of Connect+ make it easy for mailers to
print customized, full-color marketing messages on envelopes at the same time as postage. Research
shows that such messages increase by as much as 69 percent the likelihood that envelopes will be
opened. Market reception of the Connect+ series contributed to our turnaround in equipment sales

in the latter half of 2010.

| have already mentioned our new Volly secure digital delivery service, which marks our entrance
into the consumer side of CCM. Volly meets the complex communication needs of both consumers
and businesses. For consumers, Volly provides a way to reduce clutter while organizing their
bill-paying and shopping from a single, secure online location. Catalogs, coupons, special offers,
monthly statements — Volly makes them all accessible from almost anywhere via computer,
smart phone or tablet.

For businesses, Volly provides a secure delivery channel at a fraction of the cost of printing and
delivering physical mail, while integrating seamlessly with their existing mailing operations. Most
important, Volly keeps their brand front and center as they use its capabilities to deepen their
customer relationships.

The financial and industry press gave Volly an enthusiastic reception upon its launch at the start of
2011. Volly should be available to consumers in the second half of the year.

Meanwhile, our strategic transformation initiatives continue to yield increasing cost savings. We are
investing a portion of those savings in technology and process improvements to serve our customers
better and to increase our capacity for growth.

Through our Global Sales Force Automation project, we are using sophisticated software to connect
our sales representatives across geographies and lines of business. Having a more integrated view of
our customers allows us to be more responsive, improving customer satisfaction and driving revenue
growth. This disciplined approach is especially critical as we migrate to a culture oriented toward
collaborative selling across business units.
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Enhancements to our website have made it easier for our small-business customers to buy products
online. Other technology investments are improving productivity and response time in field service.

These are just some of the steps we have taken over the past year to become more agile, efficient and,
above all, responsive to the changing needs of our customers. In the ever-evolving CCM marketplace,
companies need partners who can be counted on to put all the pieces together, from innovative
technology solutions, to efficient, dependable support. In short, they need partners like Pitney Bowes.

Pitney Bowes celebrated its 90th anniversary in 2010. Our longevity is unusual in any business
environment, and our continuing success over such a span even more so. | believe our history
contains valuable lessons for our future, because the traits that have enabled us to succeed will
be indispensable as we address the uncertainties yet to come.

For 90 years, Pitney Bowes has been defined partly by its technology, but even more by its values.
Today, our commitment to innovation, integrity and service to the community is stronger than ever,
and fully documented in our annual Corporate Responsibility Report. That commitment is not an
abstraction, but a daily driver of the decisions and actions of our more than 30,000 employees. For all
of us the challenge of “making it personal” has a further dimension: to see every connection as a new
opportunity, and to make every interaction a positive one, for the greater good of our customers, our
company, our shareholders and our communities. | am proud of the way we have met the challenge
for the past 90 years. | am even prouder of how we are meeting the challenges of the 21st century.

Our company lost a valued director and friend in December when John S. McFarlane passed away.
John joined our Board of Directors in 2000. We will miss him as we continue to value the contributions
he made to the company. | personally am grateful to have known him.

Moy M

Murray D. Martin
Chairman, President and
Chief Executive Officer
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Imagine a whole new way
for consumers and businesses
to communicate

Consumers are so busy these days, they can barely keep up with

all the information flowing into their mailboxes and email accounts.
No wonder it's hard for businesses to get their attention and build
strong relationships. That's why we created Volly," a secure digital
delivery service: to meet the complex needs of consumers and
businesses alike.

With Volly, consumers can save time and gain more
control over their lives. They can pay bills, browse
catalogs and track coupons, all from one secure
online location. Because Volly is totally opt-in,
consumers receive only what they know will
Interest them. In turn, businesses get to

engage directly with each individual customer

while promoting their company brand

and reducing costs.

Scan this code
to learn more
about Volly.™

Don’t have a
code reader?

Download at
www.volly.com/QR
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Michael Monahan
Executive Vice President and
Chief Financial Officer

Financial Highlights from Our CFO

This annual report showcases how Pitney Bowes is helping companies grow by connecting with their customers

in more personalized, engaging ways. We believe that customer communications management presents the best
opportunities for sustained growth and value creation by leveraging our historical strengths in physical communications
and our emerging capabilities in digital communications.

In 2010, we laid the foundation for taking advantage of these opportunities by transforming our operations, processes
and cost structure, and the ways we will deliver market value going forward. In May we presented a view of our business
focused on the specific attributes and requirements of each of our customer segments. This included differentiated
market realities, growth prospects and investment requirements for both our Small and Medium Business (SMB) and
our Enterprise customer groups.

As part of the Strategic Transformation Program, discussed in this letter in 2009, we took decisive actions to drive
efficiencies, build new capabilities and support growth opportunities. These actions enabled us to navigate the uneven
global business climate, while continuing to create capacity to invest in the business. The growing benefits from our
transformation and increased market demand for our mailing and production mail equipment, software and mail
services helped anchor the improving trends that emerged across both the SMB and Enterprise customer groups in
the second half of the year.

The swift and disciplined implementation of our plans also allowed us to identify opportunities for incremental
transformation. This enabled us to achieve $120 million of benefits from the program, net of system and related
investments, significantly exceeding our original target of $50 million in net benefits for 2010. We are now projecting
that by 2012 net annualized benefits from our Strategic Transformation initiatives will exceed our original estimate
by $100 million, resulting in a range of benefits of $250 million to $300 million on a pretax basis. We are on track

to deliver these increased benefits, while the pretax costs associated with this program remain within our original
projected range. We have narrowed the range of expected program costs to $300 million to $350 million, as we have
completed more of the planned actions.

Our revenue for 2010 was $5.4 billion, a decline of 3 percent, on both a reported and constant currency basis. For the
year, our adjusted earnings per share was $2.23 per diluted share. Our earnings per diluted share from continuing
operations on a generally accepted accounting principles (GAAP) basis was $1.50, which included $0.59 per diluted
share for restructuring and asset impairment costs primarily associated with the Strategic Transformation Program.
Our GAAP earnings also included $0.13 per diluted share for non-cash tax charges primarily related to out-of-the-
money stock options and health care legislation.

We continued to generate superior free cash flow. For the year, our free cash flow was $962 million, which benefited
from improved working capital and reduced capital expenditures. Of our cash generated, we paid $320 million in
dividends to our shareholders, reduced debt by $171 million from year-end 2009, and used $100 million to repurchase
our common shares outstanding.
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We are committed to providing our shareholders with excellent returns, and are pleased that in February our Board
of Directors decided to increase our dividend to $0.37 per common share for the first quarter of 2011 and to increase
our authorization for repurchase of our common shares from $50 million to a total of $150 million. This marks the
29th consecutive year that we increased our quarterly dividend.

In 2011 our focus for transformation is on continuing to create the capacity to support and accelerate growth. That is
why we are projecting a return to revenue growth through a number of initiatives that are designed to further stabilize
our base business and drive new opportunities. We have been successful in transforming and diversifying our sources
of revenue while maintaining high recurring revenue levels and superior operating margins. This has resulted from
broadening the elements of the customer communication value chain in which we participate and building a robust,
variable-cost infrastructure to support these new growth opportunities.

We are changing as our transformative journey continues, and stand poised to grow and deliver shareholder and
customer value in new ways in 2011 and beyond.

Michael Monahan

Executive Vice President
and Chief Financial Officer

Summary of Selected Financial Data

For the year 2010 2009 2008

(Dollars in thousands, except per share amounts)

As reported

Revenue $ 5,425,254 $ 5,569,171 $ 6,262,305
Income from continuing operations $ 310,483 $ 431,554 $ 447,493
Diluted earnings per share from continuing operations $ 1.50 $ 2.08 $ 2.13
Net cash provided by operating activities $ 952,111 $ 824,068 $ 1,009,415
Depreciation and amortization $ 303,653 $ 338,895 $ 379,117
Capital expenditures $ 119,768 $ 166,728 $ 237,308
Cash dividends per share of common stock $ 1.46 $ 1.44 $ 1.40
Average common and potential common shares outstanding 206,752,872 207,322,440 209,699,471
Total assets $ 8,444,023 $ 8,571,039 $ 8,810,236
Total debt $ 4,292,742 $ 4,439,662 $ 4,705,366
Stockholders’ deficit $ (96,581) $ (3,152) $ (303,594)
Total employees 30,661 33,004 35,140
As adjusted

EBIT $ 918,175 $ 950,278 $ 1,136,085
Income from continuing operations $ 460,884 $ 473,399 $ 583,233
Diluted earnings per share from continuing operations $ 2.23 $ 2.28 $ 2.78
Free cash flow $ 962,307 $ 889,094 $ 908,739

EBIT to interest 4.6 4.7 5.2
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Reconciliation of Reported Consolidated
Results to Adjusted Results

For the year 2010 2009 2008

(Dollars in thousands, except per share amounts)

GAAP income from continuing operations before income taxes,

as reported $ 534,577 $ 693,176 $ 713,177
Restructuring charges and asset impairments 182,274 48,746 200,254
Maplinfo purchase accounting — - 492
Other income and expense — 4,450 5,712

Income from continuing operations before income taxes, as adjusted 716,851 746,372 919,635
Provision for income taxes, as adjusted 237,643 251,505 315,647
Preferred stock dividends of subsidiaries attributable to

noncontrolling interests 18,324 21,468 20,755

Income from continuing operations, as adjusted 460,884 473,399 583,233
Interest expense, net 201,324 203,906 216,450
Provision for income taxes, as adjusted 237,643 251,505 315,647
Preferred stock dividends of subsidiaries attributable to
noncontrolling interests 18,324 21,468 20,755
EBIT $ 918,175 $ 950,278 $1,136,085
GAAP diluted earnings per share, as reported $ 1.41 $ 2.04 $ 2.00
Loss from discontinued operations 0.09 0.04 0.13
GAAP diluted earnings per share from continuing operations,

as reported 1.50 2.08 2.13
Restructuring charges and asset impairments 0.59 0.15 0.69
Tax adjustments 0.13 0.05 (0.04)
Maplnfo purchase accounting - — —

Diluted earnings per share from continuing operations, as adjusted $ 2.23 $ 2.28 $ 2.78
GAAP net cash provided by operating activities, as reported $ 952,111 $ 824,068 $1,009,415
Capital expenditures (119,768) (166,728) (237,308)
Free cash flow 832,343 657,340 772,107
Payments related to restructuring charges 119,565 105,090 102,680
Reserve account deposits 10,399 1,664 33,359
Pension plan contributions —_ 125,000 —
Discontinued operations - — 593
Free cash flow, as adjusted $ 962,307 $ 889,094 $ 908,739

The sum of the earnings per share amounts may not equal the totals above due to rounding.

Management believes this presentation provides a reasonable basis on which to present the adjusted financial information. The Company’s financial results are reported in accordance
with generally accepted accounting principles (GAAP). The earnings per share and free cash flow results are adjusted to exclude the impact of special items such as restructuring charges
and asset impairments, which materially impact the comparability of the Company's results of operations. The use of free cash flow has limitations. GAAP cash flow has the advantage of
including all cash available to the Company after actual expenditures for all purposes. Free cash flow is the amount of cash that management could have available for discretionary uses if it
made different decisions about employing its cash. It adjusts for long-term commitments such as capital expenditures, as well as special items such as cash used for restructuring charges
and contributions to its pension funds. All of these items use cash that is not otherwise available to the Company and are important expenditures. Management compensates for these
limitations by using a combination of GAAP cash flow and free cash flow in doing its planning.

The adjusted financial information and certain financial measures such as EBIT and EBIT to interest are intended to be more indicative of the ongoing operations and economic results of the
Company. EBIT excludes interest and taxes, and as a result has the effect of showing a greater amount of earnings than net income. The Company believes that interest and taxes, though
important, do not reflect management effectiveness as these items are largely outside of its control. In assessing performance, the Company uses both EBIT and net income.

This adjusted financial information should not be construed as an alternative to our reported results determined in accordance with GAAP. Further, our definition of this adjusted financial
information may differ from similarly titled measures used by other companies.
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Directors and Corporate Officers*

Directors

Rodney C. Adkins

Senior Vice President,
Systems and Technology Group
International Business
Machines Corporation

Linda G. Alvarado
President and

Chief Executive Officer
Alvarado Construction, Inc.

Anne M. Busquet
Principal
AMB Advisors, LLC

Anne Sutherland Fuchs
Group President

Growth Brands Division
Digital Ventures

J.C. Penney Company, Inc.

Ernie Green

President and

Chief Executive Officer
Ernie Green Industries, Inc.

James H. Keyes
Retired Chairman
Johnson Controls, Inc.

Murray D. Martin
Chairman, President and
Chief Executive Officer
Pitney Bowes Inc.

Eduardo R. Menascé
Retired President,
Enterprise Solutions Group
Verizon Communications Inc.

Michael I. Roth
Chairman and

Chief Executive Officer
The Interpublic Group of
Companies, Inc.

David L. Shedlarz
Retired Vice Chairman
Pfizer Inc.

David B. Snow, Jr.
Chairman and

Chief Executive Officer
Medco Health Solutions, Inc.

Robert E. Weissman
Retired Chairman
IMS Health Incorporated

Corporate Officers

Murray D. Martin
Chairman, President and
Chief Executive Officer

Leslie Abi-Karam

Executive Vice President

and President,

Mailing Solutions Management

Patrick M. Brand
Vice President and President,
U.S. Mailing

Gregory E. Buoncontri
Executive Vice President and
Chief Information Officer

Amy C. Corn
Vice President, Secretary
and Chief Governance Officer

Daniel J. Goldstein
Executive Vice President
and Chief Legal and
Compliance Officer

Steven J. Green
Vice President — Finance
and Chief Accounting Officer

Michael Monahan
Executive Vice President
and Chief Financial Officer

John E. O’Hara
Vice President and President,
Pitney Bowes Business Insight

Vicki A. 0’'Meara

Executive Vice President
and President,

Pitney Bowes Management
Services & Government and
Postal Affairs

Helen Shan
Vice President — Finance
and Treasurer

Joseph H. Timko
Executive Vice President
and Chief Strategy and
Innovation Officer

Johnna G. Torsone
Executive Vice President and
Chief Human Resources Officer

*Information as of March 1, 2011

Stockholders may visit the Pitney
Bowes corporate governance website
at www.pb.com under Our Company —
Leadership + Governance for information
concerning the Company’s governance
practices, including the Governance
Principles of the Board of Directors,
charters of the committees of the board,
the Company’s Business Practices
Guidelines and the Directors’ Code of
Business Conduct and Ethics.
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PITNEY BOWES INC.
PART I

ITEM 1. - BUSINESS

General

Pitney Bowes Inc. was incorporated in the state of Delaware on April 23, 1920, as the Pitney Bowes Postage Meter Company. Today,
Pitney Bowes Inc. is a provider of mail processing equipment and integrated mail solutions. We offer a full suite of equipment,
supplies, software, services and end-to-end solutions which enable our customers to manage and integrate physical and digital
communication channels. Our growth strategies focus on leveraging our historic leadership in physical communications with our
expanding capabilities in digital and hybrid communications. We see long-term opportunities in delivering products, software,
services and solutions that help customers grow their business by more effectively managing their physical and digital

communications with their customers. In this report, the terms “we,” “us,” “our,” or “Company” are used to refer collectively to
Pitney Bowes Inc. and its subsidiaries.

For more information about us, our products, services and solutions, visit www.pb.com. Also, our annual reports on Form 10-K,
quarterly reports on Form 10-Q, current reports on Form 8-K and any amendments or exhibits to those reports are available, free of
charge, through the Investor Relations section of our website at www.pb.com/investorrelations, as soon as reasonably practicable after
such reports are electronically filed with, or furnished to, the Securities and Exchange Commission (the SEC). The information found
on our website is not part of this or any other report we file with or furnish to the SEC.

We file annual, quarterly and current reports, proxy statements and other information with the SEC, and these filings can be obtained
from the SEC’s website at http://www.sec.gov. This uniform resource locator is an inactive textual reference only and is not intended
to incorporate the contents of the SEC website into this Form 10-K.

You may read and copy any document we file with the SEC at the SEC’s Public Reference Room at 450 Fifth Street, NW,
Washington, DC 20549. You may also request copies of the documents that we file with the SEC by writing to the SEC’s Office of
Public Reference at the above address, at prescribed rates. Please call the SEC at (800) 732-0330 for further information on the
operations of the Public Reference Room and copying charges.

Business Segments

We conduct our business activities in seven reporting segments within two business groups, Small & Medium Business Solutions and
Enterprise Business Solutions, based on the customers they primarily serve. We are a global company with operations in the United
States and internationally. See Note 18 to the Consolidated Financial Statements for financial information concerning our reporting
segments and the geographic areas in which we operate. The principal products and services of each of our reporting segments are as
follows:

Small & Medium Business Solutions:

U.S. Mailing: Includes the U.S. revenue and related expenses from the sale, rental and financing of our mail finishing, mail
creation, shipping equipment and software; supplies; support and other professional services; and payment solutions.

International Mailing: Includes the non-U.S. revenue and related expenses from the sale, rental and financing of our mail
finishing, mail creation, shipping equipment and software; supplies; support and other professional services; and payment
solutions.

Enterprise Business Solutions:

Production Mail: Includes the worldwide revenue and related expenses from the sale, support and other professional services
of our high-speed, production mail systems, sorting and production print equipment.

Software: Includes the worldwide revenue and related expenses from the sale and support services of non-equipment-based
mailing, customer relationship and communication and location intelligence software.

Management Services: Includes worldwide revenue and related expenses from facilities management services; secure mail
services; reprographic, document management services; and litigation support and eDiscovery services.

Mail Services: Includes the worldwide revenue and related expenses from presort mail services and cross-border mail
services.

Marketing Services: Includes the revenue and related expenses from direct marketing services for targeted customers.




Support Services

We maintain extensive field service organizations to provide servicing for customers’ equipment, usually in the form of annual
maintenance contracts.

Marketing

We market our products and services through our sales force, direct mailings, outbound telemarketing and independent distributors
and dealers. We sell to a variety of business, governmental, institutional and other organizations. We have a broad base of customers,
and we are not dependent upon any one customer or type of customer for a significant part of our revenue. We do not have significant
backlog or seasonality relating to our businesses.

Credit Policies

We establish credit approval limits and procedures based on the credit quality of the customer and the type of product or service
provided to control risk in extending credit to customers. In addition, we utilize an automatic approval program for certain leases
within our internal financing operations. This program is designed to facilitate low dollar transactions by utilizing historical payment
patterns and losses realized for customers with common credit characteristics. The program defines the criteria under which we will
accept a customer without performing a more detailed credit investigation, such as maximum equipment cost, a customer’s time in
business and payment experience.

We closely monitor the portfolio by analyzing industry sectors and delinquency trends by product line, industry and customer to
ensure reserve levels and credit policies reflect current trends. Management continues to closely monitor credit lines, collection
resources, and revise credit policies as necessary to be more selective in managing the portfolio.

Competition

We are a leading supplier of products and services in the large majority of our business segments. Our meter base and our continued
ability to place and finance meters in key markets is a significant contributor to our current and future revenue and profitability.
However, all of our segments face competition from a number of companies. In particular, we face competition from products and
services offered as alternative means of message communications and for new placements of mailing equipment from other postage
meter and mailing machine suppliers, and all of our mailing products, services and software face competition. As we expand our
activities in managing and integrating physical and digital communications we will face competition from other companies looking to
digitize mail, as well as those providing on-line payment services. Leasing companies, commercial finance companies, commercial
banks and other financial institutions compete, in varying degrees, in the markets in which our finance operations do business. Our
competitors range from very large, diversified financial institutions to many small, specialized firms. We offer a complete line of
products and services as well as a variety of finance and payment offerings to our customers. We finance the majority of our products
through our captive financing business and we are a major provider of business services to the corporate, financial services,
professional services and government markets, competing against national, regional and local firms specializing in facilities and
document management throughout the world.

We believe that our long experience and reputation for product quality, and our sales and support service organizations are important
factors in influencing customer choices with respect to our products and services.

Research, Development and Intellectual Property

We make significant investments in research and development operations. We have many research and development programs that
are directed toward developing new products and service offerings. As a result of our research and development efforts, we have been
awarded a number of patents with respect to several of our existing and planned products. We do not believe our businesses are
materially dependent on any one patent or any group of related patents or on any one license or any group of related licenses. Our
expenditures for research and development were $156 million, $182 million and $206 million in 2010, 2009 and 2008, respectively.

Material Suppliers

We depend on third-party suppliers for a variety of services, components, supplies and a large portion of our product manufacturing.
We believe we have adequate sources for our purchases of materials, components, services and supplies for products that we
manufacture or assemble.



Regulatory Matters

We are subject to the regulations of postal authorities worldwide, related to product specifications and business practices involving our
postage meters. From time to time, we will work with these governing bodies to help in the enhancement and growth of mail and the
mail channel. See “Legal Proceedings” in Item 3 of this Form 10-K.

Employees and Employee Relations

At December 31, 2010, we employed approximately 21,600 persons in the U.S. and 9,100 persons outside the U.S. The large majority
of our employees are not represented by any labor union, and we believe that our current relations with employees are good.
Management follows the policy of keeping employees informed of decisions, and encourages and implements employee suggestions
whenever practicable.

Executive Officers

See Part III, Item 10. “Directors, Executive Officers and Corporate Governance” of this Form 10-K for information about Executive
Officers of the Registrant.

ITEM 1A. - RISK FACTORS

In addition to other information and risk disclosures contained in this Form 10-K, the risk factors discussed in this section should be
considered in evaluating our business. We work to manage and mitigate these risks proactively, including through our use of an
enterprise risk management program. In our management of these risks, we also evaluate the potential for additional opportunities to
mitigate these risks. Nevertheless, the following risks, some of which may be beyond our control, could materially impact our brand
and reputation or results of operations or could cause future results to differ materially from our current expectations:

Our revenue and profitability could be adversely affected by changes in postal regulations and processes.

The majority of our revenue is directly or indirectly subject to regulation and oversight by postal authorities worldwide. We depend
on a healthy postal sector in the geographic markets where we do business, which could be influenced positively or negatively by
legislative or regulatory changes in those countries. Our profitability and revenue in a particular country could be affected by adverse
changes in postal regulations, the business processes and practices of individual posts, the decision of a post to enter into particular
markets in direct competition with us, and the impact of any of these changes on postal competitors that do not use our products or
services. These changes could affect product specifications, service offerings, customer behavior and the overall mailing industry.

An accelerated decline in the use of physical mail could adversely affect our business.

Changes in our customers’ communication behavior, including changes in communications technologies, could adversely impact our
revenue and profitability. Accelerated decline in physical mail could also result from government actions such as executive orders,
legislation or regulations that mandate electronic substitution, prohibit certain types of mailings, increase the difficulty of using
information or materials in the mail, or impose higher taxes or fees on mailing or postal services. While we have introduced various
product and service offerings as alternatives to physical mail, we face competition from existing and emerging products and services
that offer alternative means of communication, such as email and electronic document transmission technologies. An accelerated
increase in the acceptance of electronic delivery technologies or other displacement of physical mail could adversely affect our
business.

Reduced confidence in the mail system could impact our mail volume.

Unexpected events such as the transmission of biological or chemical agents, or acts of terrorism could have a negative effect on
customer confidence in a postal system and as a result adversely impact mail volume. An unexpected and significant interruption in
the use of the mail could adversely affect our business.

We depend on third-party suppliers and our business could be adversely affected if we fail to manage suppliers effectively.

We depend on third-party suppliers for a variety of services, components, supplies and a portion of our product manufacturing. In
certain instances, we rely on single sourced or limited sourced suppliers around the world because the relationship is advantageous due
to quality, price, or there are no alternative sources. If production or service was interrupted and we were not able to find alternate
suppliers, we could experience disruptions in manufacturing and operations including product shortages, higher freight costs, and re-
engineering costs. This could result in our inability to meet customer demand, damage our reputation and customer relationships and
adversely affect our business.



Market deteriorations and credit downgrades could adversely affect our cost of funds and related margins, liquidity, competitive
position and access to capital markets.

We provide financing services to our customers for equipment, postage, and supplies. Our ability to provide these services is largely
dependent upon our continued access to the U.S. capital markets. An additional source of liquidity for the company consists of
deposits held in our wholly-owned industrial loan corporation, The Pitney Bowes Bank (the Bank). A significant credit ratings
downgrade, material capital market disruptions, significant withdrawals by depositors at the Bank, or adverse changes to our industrial
loan charter could impact our ability to maintain adequate liquidity, and impact our ability to provide competitive offerings to our
customers.

A portion of our total borrowings has been issued in the commercial paper markets. Although we continue to have unencumbered
access to the commercial paper markets, there can be no assurance that such markets will continue to be a reliable source of short-term
financing for us. If market conditions deteriorate, there may be no assurance that other funding sources would be available or
sufficient.

We may not realize anticipated benefits from our Strategic Transformation.

In 2009, we announced that we were embarking on an initiative called Strategic Transformation, a program focusing on how we
improve the way we go to market and how we interact with our customers while also reducing the company’s cost structure to make it
more flexible. The initiatives are aimed at optimizing our cost structure and efficiency through new system implementation,
outsourcing programs, and headcount reduction. If our new system implementation or outsourcing programs are not successful, the
savings from Strategic Transformation may not be sustainable.

Failure to comply with privacy laws and other related regulations could subject us to significant liability.

Several of our services and financing businesses use, process and store customer information that could include confidential, personal
or financial information. We also provide third party benefits administrators with access to our employees’ personal information.
Privacy laws and similar regulations in many jurisdictions where we do business, as well as contractual provisions, require that we and
our benefits administrators take significant steps to safeguard this information. Failure to comply with any of these laws, regulations
or contract provisions could adversely affect our reputation and business and subject us to significant liability.

The failure of our information technology systems could adversely impact our operating results.

Our portfolio of product, service and financing solutions increases our dependence on information technologies. We maintain a secure
system to collect revenue for certain postal services, which is critical to enable both our systems and the postal systems to run reliably.
The continuous and uninterrupted performance of our systems is critical to our ability to support and service our customers and to
support postal services. Although we maintain back-up systems, these systems could be damaged by acts of nature, power loss,
telecommunications failures, computer viruses, vandalism and other unexpected events. If our systems were disrupted, we could be
prevented from fulfilling orders and servicing customers and postal services, which could have an adverse effect on our reputation and
business.

Our inability to obtain and protect our intellectual property and defend against claims of infringement by others may negatively
impact our operating results.

We rely on copyright, trade secret, patent and other intellectual property laws in the United States and similar laws in other countries
to establish and protect proprietary rights that are important to our business. If we fail to enforce our intellectual property rights, our
business may suffer. We, or our suppliers, may be subject to third-party claims of infringement on intellectual property rights. These
claims, if successful, may require us to redesign affected products, enter into costly settlement or license agreements, pay damage
awards, or face a temporary or permanent injunction prohibiting us from marketing or selling certain of our products.

If we fail to comply with government contracting regulations, our operating results, brand name and reputation could suffer.

Many of our contracts are with governmental entities. Government contracts are subject to extensive and complex government
procurement laws and regulations, along with regular audits of contract pricing and our business practices by government agencies. If
we are found to have violated some provisions of the government contracts, we could be required to provide a refund, pay significant
damages, or be subject to contract cancellation, civil or criminal penalties, fines, or debarment from doing business with the
government. Any of these events could not only affect us financially but also adversely affect our brand and reputation.



ITEM 1B. - UNRESOLVED STAFF COMMENTS

None.

ITEM 2. - PROPERTIES

Our world headquarters is located in Stamford, Connecticut. We have facilities worldwide that are either leased or owned. We have
limited manufacturing and assembly operations in our Danbury, Connecticut and Harlow, United Kingdom locations. Our principal
research and development facilities are located in Shelton, Connecticut and Noida, India. We believe that our manufacturing,
administrative and sales office properties are adequate for the needs of all of our operations.

ITEM 3. - LEGAL PROCEEDINGS

In the ordinary course of business, we are routinely defendants in or party to a number of pending and threatened legal actions. These
may involve litigation by or against us relating to, among other things, contractual rights under vendor, insurance or other contracts;
intellectual property or patent rights; equipment, service, payment or other disputes with customers; or disputes with employees.
Some of these actions may be brought as a purported class action on behalf of a purported class of employees, customers or others.

Our wholly-owned subsidiary, Imagitas, Inc., is a defendant in several purported class actions initially filed in five different states.
These lawsuits have been coordinated in the United States District Court for the Middle District of Florida, In re: Imagitas, Driver’s
Privacy Protection Act Litigation (Coordinated, May 28, 2007). Each of these lawsuits alleges that the Imagitas DriverSource
program violates the federal Drivers Privacy Protection Act (DPPA). Under the DriverSource program, Imagitas entered into
contracts with state governments to mail out automobile registration renewal materials along with third party advertisements, without
revealing the personal information of any state resident to any advertiser. The DriverSource program assisted the state in performing
its governmental function of delivering these mailings and funding the costs of them. The plaintiffs in these actions were seeking
statutory damages under the DPPA. On December 21, 2009, the Eleventh Circuit Court affirmed the District Court’s summary
judgment decision in Rine, et al. v. Imagitas, Inc. (United States District Court, Middle District of Florida, filed August 1, 20006),
which ruled in Imagitas’ favor and dismissed that litigation. That decision is now final, with no further appeals available. With respect
to the remaining state cases, Imagitas filed its motion to dismiss these cases on October 8, 2010. Plaintiff’s opposition brief was filed
on December 6, 2010, and Imagitas filed its reply brief on December 22, 2010. Although the plaintiffs are still contending that the
cases filed in Ohio and Missouri can proceed, they have admitted in their response that the reasoning in the Rine decision does require
that actions based on Minnesota and New York laws be dismissed. We are awaiting a decision by the District Court on the motion to
dismiss.

On October 28, 2009, the Company and certain of its current and former officers were named as defendants in NECA-IBEW Health &
Welfare Fund v. Pitney Bowes Inc. et al., a class action lawsuit filed in the U.S. District Court for the District of Connecticut. The
complaint asserts claims under the Securities Exchange Act of 1934 on behalf of those who purchased the common stock of the
Company during the period between July 30, 2007 and October 29, 2007 alleging that the Company, in essence, missed two financial
projections. Plaintiffs filed an amended complaint on September 20, 2010. On December 3, 2010, defendants moved to dismiss the
complaint. Oral argument on that motion is scheduled for April 15, 2011.

We expect to prevail in the legal actions above; however, as litigation is inherently unpredictable, there can be no assurance in this
regard. If the plaintiffs do prevail, the results may have a material effect on our financial position, future results of operations or cash
flows, including, for example, our ability to offer certain types of goods or services in the future.

ITEM 4. - (REMOVED AND RESERVED)



PART II

ITEM 5. - MARKET FOR THE COMPANY’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS
AND ISSUER PURCHASES OF EQUITY SECURITIES

Pitney Bowes common stock is traded under the symbol “PBI”. The principal market is the New York Stock Exchange (NYSE). Our
stock is also traded on the Boston, Chicago, Philadelphia, Pacific and Cincinnati stock exchanges. At January 31, 2011, we had
21,844 common stockholders of record.

The following table sets forth, for the periods indicated, the high and low sales prices, as reported on the NYSE, and the cash
dividends paid per share of common stock.

Stock Price Dividend
High Low Per Share
For the year ended December 31, 2010
First Quarter $ 24.76 $ 20.80 $ 0.365
Second Quarter $ 26.00 $ 21.28 0.365
Third Quarter $ 25.00 $ 19.06 0.365
Fourth Quarter $ 24.79 $ 21.19 0.365
$ 1.46
For the year ended December 31, 2009
First Quarter $ 27.46 $ 17.62 $ 0.36
Second Quarter $ 26.25 $ 20.71 0.36
Third Quarter $ 25.57 $ 20.38 0.36
Fourth Quarter $ 26.41 $ 22.44 0.36
$ 1.44

In February 2011, our Board of Directors authorized a half-cent increase in our quarterly common stock dividend to $0.37 per share,
marking the 29™ consecutive year that we have increased the dividend on our common stock. This represents a one percent increase
and applies to the common stock dividend with a record date of February 18, 2011. We expect to continue to pay quarterly cash
dividends. There are no material restrictions on our ability to declare dividends.

See Equity Compensation Plan Information Table in Item 12 of this Form 10-K for information regarding securities for issuance under
our equity compensation plans.

Share Repurchases

We periodically repurchase shares of our common stock to manage the dilution created by shares issued under employee stock plans
and for other purposes in the open market. In May 2010, the Board of Directors approved an expansion of our share repurchase
authorization to $150 million. During 2010, we repurchased 4.7 million shares at a total cost of $100 million and at December 31,
2010, had $50 million of authorization remaining under this program. The following table summarizes our share repurchase activity
under active programs during 2010. There were no share repurchases during the fourth quarter of 2010.

Total number of Approximate dollar

Total number of shares purchased as value of shares that may

shares Average price part of a publicly yet be purchased under

purchased paid per share announced plan the plan (in thousands)
Beginning balance $150,000
July 2010 1,248,943 $23.39 1,248,943 $120,786
August 2010 1,770,826 $20.21 1,770,826 $85,000
September 2010 1,667,535 $20.99 1,667,535 $50,000

4,687,304 $21.33 4,687,304

In February 2011, our Board of Directors approved an increase of $100 million in our share repurchase authorization to $150 million.





