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The American Bankers Association 
has released the following tips to help 
small business owners best position 
themselves to obtain small business 
bank loans. By building a mutually 
beneficial relationship with a bank, 
learning how to prepare for the loan 
process and effectively evaluating 
offers, small business owners will be 
better equipped to navigate today’s 
lending environment.

Get to know bankers 
at several financial 
institutions in your 
community. 

Before requesting a loan, find out 
which financial institutions in your 
market make loans to firms like yours. 
Not all banks specialize in business 
loans. Some specialize in lending only 
to firms in certain industries. Others 
lend only to those in certain stages 
of  the business life cycle (no startups, 
for example). Work with bankers who 
understand your industry and find 
out how the current financial crisis 
has affected credit availability in your 
community. Not all banks have been 
equally affected by today’s financial 
crisis.

Another reason to deal with banks 
experienced in your industry relates 
to the financial advice they can offer. 
Because these bankers work with 
firms facing the same industry-related 
problems that may challenge you, 

they’re in a better position to provide 
helpful advice and financial products 
tailored to your firm’s needs. Many 
times the advice a banker gives is far 
more important than the product or 
service they sell. Seek a banker who 
can give financial advice that will 
help you survive and thrive in today’s 
economy. In turn, you should reward 
that banker with your business and 
your loyalty.

Be able to articulate 
your firm’s “value 
proposition” to its 
target markets and  

your business plan to reach 
them.
If  you can’t clearly articulate why 
other companies or customers should 
do business with you and how you’ll 
effectively compete in your chosen 
target market segments, the chances 
of  getting a loan are slim. Develop a 
business plan that has three different 
scenarios: best case, most likely case, 

Develop  
at least two ways  
to repay the loan. 

Bankers look for primary and secondary 
loan repayment sources. For the sake 
of  your business, you should, too. You 
are in the best position to determine 
possible repayment alternatives. Be 
sure to discuss these options with 
your banker before the loan is made. 
Secondary repayment resources could 
include the pledging of  business 
or personal collateral as well as the 
addition of  a loan guarantee by the 
firm’s owners, suppliers or customers. 
The more certainty that the banker has 
that the loan will be paid “as agreed,” 
the more likely it will be that you not 
only receive a favorable loan decision, 
but also the best interest rate. Smart 
business owners understand that now 
is the time to think about alternative 
repayment sources, not when their 
business gets into trouble.

and worst case. You want the banker 
to understand all three since you’re 
asking for support through good 
times and bad. Also, be prepared to 
discuss in detail the assumptions that 
underlie each of  these scenarios.

Think  
like a  
banker.

Understand the risks of  operating in 
your industry. Have a plan to mitigate 
those risks and share it with your 
banker. Bankers are going to do a 
risk analysis anyway, so it’s important 
to help them. Most likely, you can 
provide a perspective that the banker 
hasn’t considered. It’s important for 
the banker to see that you recognize 
the risks of  operating in your industry 
and that you have a plan for dealing 
with them.

If  you can’t clearly articulate why other 
companies or customers should do business 
with you and how you’ll effectively compete 
in your chosen target market segments, the 

chances of  getting a loan are slim. 

to
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A little more than ten years ago, we 
were given the opportunity to 
launch a new bank that would 
provide the business owners 
and professionals of  San Diego 
something unique – a local 
business bank that offered higher 
levels of  service and financial 
capacity with access to decision-
makers. We assembled a team of  
seasoned banking professionals, 
and together, on May 23, 2003, 
we opened Torrey Pines Bank 
(TPB). Starting with $20 million in 
initial capital, a single office, seven 
employees and the support of  our 
parent company Western Alliance 
(WAL), looking back, to say we 
succeeded beyond our expectations 
would be an understatement. 
Today, we have grown to 11 full-
service offices, including expansion 
into the Los Angeles and San 
Francisco Bay area markets, close 
to 250 full-time employees, and 
assets exceeding $2 billion. 

Companies that reach a certain 
age are vulnerable to platitudes. 
Fortunately for us, we have 
achieved our growth by building 
an exceptional reputation. In 2012 
we were one of  only 35 California 
banks to be recognized by the 
Findley Reports for achieving 
“Super Premier” performance. 
In 2011, we were named Most 
Admired San Diego Company by 
San Diego Metro and Development 
Partner of  the Year by the San 
Diego Housing Federation. And 
recently, we were honored as the 
Supplier Partner of  the Year to the 
Neighborhood Market Association. 
I’ve also enjoyed the humbling 
experience of  being named 2012 
Most Admired CEO by a local 
business publication – an honor I 
accepted on behalf  of  the entire 
TPB and WAL team. 

Along with our business success, 
we also take pride in our ability 
to contribute to the vitality of  
the community from which we 
started. We owe our success to 

Just Getting Started
the communities we call home and 
we welcome the opportunity to give 
back whenever we can. Like most 
banks, we are required to invest in the 
community, but we’re distinct in that 
we’ve donated over $2 million to local 
charities, and foster community and 
economic development as a part of  
our business strategy. As San Diego 
County’s number one community 
bank, SBA 504 lender for eight 
consecutive years1, we know the 
impact our lending has for helping 

businesses create jobs and stimulate 
the local economy.

Of  course, being one of  the fastest 
growing California and U.S. banking 
start-ups in the past ten years would 
have been impressive in good times; 
but, the near collapse of  the financial 
markets and the general business 
slow-down of  the Great Recession 
retreated many rising tides. And yet, 
through that turmoil, we kept growing 
and lending. In fact, during the height 
of  the recession we experienced our 
greatest surge of  lending to local 
businesses. We saw opportunities 
to serve more customers at a time 
when they were most in need of  a 
conscientious financial partner. 

How were we able to do this? Before 
there was an economic storm we 
adhered to the same prudent banking 
fundamentals we had when we started. 
We had a long term vision and 
protected it over short term interests. 
Our bedrock principles helped us 
remain viable for our clients. 

It’s easy for me to imagine other 

companies and financial institutions 
being envious of  our good fortune, 
but very little of  our success is owed 
to sheer luck. From day one, every 
initiative, every decision, has been 
the result of  a customer-centric 
strategy. We are led by an all-star 
team of  seasoned bankers, and we tap 
their experience to provide careful 
guidance to our clients as we help 
advise them in their business thinking 
and consequences of  such thought. 
We ask more questions and dive 

deeper into their businesses to fully 
understand their needs and challenges. 
We explore every opportunity and 
carefully consider all the possible 
consequences of  the choices they 
may choose to make, and advise them 
accordingly. 

Like our clients, we don’t like surprises, 
and as a result, we are rarely caught 
off  guard by shifts in the market or 
economic turbulence.

Setting aside all the financial metrics 
we could use to measure our success, 

Submitted by Torrey Pines Bank

By Gary Cady
CEO
Torrey Pines Bank
www.torreypinesbank.com

1 Small Business Administration

we are most gratified that so many 
of  our customers consider us 
valued partners in the growth of  
their endeavors. They trust us with 
their dreams, and we do our best to 
help bring those visions to fruition. 
Relationship banking is a profoundly 
satisfying business to be in. 

While staying committed to core 
banking principles and growing to 
serve more clients, Torrey Pines 
Bank has never been about brick 
and mortar and cold business 
models. Our business is built on 
the values of  honesty and integrity 
that lead us to fair dealings with 
our customers.

These tenets allow us to evolve, 
grow, and expand with a compass 
that navigates us towards ethical 
conduct in business and our 
personal endeavors. These are 
uncompromising values that will 
help us endure over time. That is 
a very good thing because as we 
approach our ten-year anniversary, 
we’ll remind ourselves that as far as 
we have come, there is still much for 
us to learn about the communities 
and people we serve. There are still 
so many customers who can benefit 
from our approach, and so many 
new ways we can serve them, that 
are yet to be discovered. Our first 
ten years have been astounding, but 
it’s just a beginning – we’re just 
getting started.

While staying committed to 
core banking principles and growing to 

serve more clients, Torrey Pines Bank has never 
been about brick and mortar and cold business 

models. Our business is built on the values 
of  honesty and integrity that lead us to fair 

dealings with our customers.
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Torrey Pines Bank is an Affiliate of Western Alliance Bancorporation.

FOR A COMPLETE LIST OF OFFICE LOCATIONS PLEASE VISIT US ONLINE                                                                       TORREYPINESBANK.COM

NEED TO TALK ABOUT YOUR BUSINESS?
TALK WITH US. | 858.523.4600

SDBJ 04.15.2013 full page 4/c

STEVE BLACK
SVP/Relationship Manager 
direct: 858.523.4656
sblack@torreypinesbank.com

PAT TROPIO 
SVP/Relationship Manager 
direct: 858.523.4659
ptropio@torreypinesbank.com

KEVIN DAMKO
SVP/Commercial Real Estate Lender
direct: 858.523.4651
kdamko@torreypinesbank.com

At Torrey Pines Bank we bring your most complex projects 
vigor, financial support and a close relationship with local 
veteran bankers that brings peace of mind in all economic times.

THE POWER TO 
BUILD
The Shamrock Group knew Torrey Pines Bank had the financial power and 

resources to transform their vision of The Plaza at the Border into reality. Their 

retail shopping center has brought $50 million in annual sales to the district, 

created 250 construction jobs and will create over 300 full and part time retail jobs.
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Financial Resources for 
Women in Business

Today, nearly 30 percent of  businesses are owned by women. And there’s one topic we hear 
over and over again: Obtaining financing is a daunting task. In fact, many business owners tell 
us they don’t know what resources are available to help them access capital. 
We want to help women business owners understand their options so they can get started 
and grow. Here are a few of  the growing number of  organizations that provide resources: 

Financial service providers that have a special focus on women-owned businesses:  
More and more financial institutions are adding services and programs specially geared 
toward helping women learn about financing options and how to obtain small business loans. 
At Wells Fargo, for example, we recently committed to lend $55 billion to women-owned 
businesses by 2020, in addition to offering financial education, advice and access to tools and 
other resources.

U.S. Small Business Administration (SBA): 
The SBA operates Women’s Business Centers across the country – a network of  educational 
centers to assist women in starting and growing small businesses. When a business owner is 
ready for a loan, she may want to consider an SBA loan. SBA loan products, such as SBA 7(a) 
and 504 loans, can be good options for credit-worthy small business owners who may not able 
to obtain conventional loans or loan terms that meet their business needs.
National Association of  Women Business Owners (NAWBO) San Diego Chapter: 
NAWBO is a valuable resource helping to propel women business owners into greater 
economic, social and political spheres of  power worldwide.
Once you’re ready to apply for a loan, there are a few questions any lender will ask: How 
much do you need? What will you do with the financing? How will you pay it back? To 
help maximize your chances of  securing a loan, make sure to do your homework before 
approaching a lender. 

How much do you need? 
Having a precise answer is the first step in proving that you’re prepared. If  you aren’t sure 
how much to ask for, revisit your business plan and business financials first. Look at what you 
have available, and calculate what you’ll need to reach your goals.

Why do you need it?
Lenders are interested in knowing whether you’re seeking financing to solve a problem, or to 
seize an opportunity. Be prepared to explain clearly what you intend to do with the loan and 
why you expect the venture to succeed.
You should maintain a current business plan that evolves as your business grows. If  you’re 
just getting started, you can find plenty of  guidance on how to write one at Wells Fargo’s 
Business Insight Resource Center: www.wellsfargobusinessinsights.com 

How will you repay your loan?
You’ll need to start with a good understanding of  your current financials and how much 
cash your business generates now. Then prepare cash flow projections. Include principal and 
interest payments in the forecasts, and keep the loan terms within bank policy guidelines. 
If  the loan is secured by collateral, be prepared to explain what tangible assets you can offer 
as a guarantee. In addition to collateral, how much cash will you personally put into the 
business? When outlining your debts and assets, include your personal financial information 
to help the lender get a sense of  your personal financial stability.

What are your unique qualifications? 
Finally, be prepared to discuss your own business qualifications. Because the success of  a 
small business largely depends on leadership, your skills and knowledge are an important part 
of  your company’s profile. 
When you’ve done your research, have all your documents, and can credibly answer your 
lender’s questions, you’ve greatly improved your chances of  securing capital and launching 

your business. Also, make sure to take advantage of  the available 
resources. The more you know about your options, the better chance of  
success.

Submitted by Wells Fargo
By Steve Bernstein, Wells Fargo’s Southern California business banking 
president 
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*Credit decisions subject to credit quali�cation. O�er only valid for vehicles �nanced with new Equipment Express® loans approved and booked from 4/16/13 through 6/30/13. To qualify, customers must 
complete loan documentation requirements and deposit the loan check within 30 days of loan approval date. This o�er is not valid for businesses located in the state of Connecticut. Gift card mailed 
within 60 days of loan check issue date. Gift card is subject to terms and conditions of the issuer. The value of the gift card will be reported as income to the IRS, state, and local tax authorities if required 
by applicable law, and the recipient is responsible for any federal, state, or local taxes due on this gift card.

© 2013 Wells Fargo Bank, N.A. All rights reserved. SBS60-0087 (881741_08047)

Get a $150 Visa® gift card for every vehicle 
financed with an Equipment Express® loan*

Take advantage of flexible financing terms and 
payment schedules.

A Wells Fargo Equipment Express loan makes it easy to:
 •  Make vehicle purchases for your business, up to $100,000.

 •  Buy anytime within 60 days of your loan approval.

 •  Choose from flexible term options and monthly payments.

An Equipment Express loan is also a great option for 
financing new or used business equipment. 

Talk to us about this and our Appreciation Advantage� o�er by 
calling 1-877-436-4170, or contact your local banker today.

wellsfargo.com/appreciation

881741_08047 10x6.625 4c.indd   1 4/3/13   12:17 PM
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Federally insured by NCUA. 

(877) 732-2848

*Quali�ed borrowers will skip payments in July and August throughout the term of their loan, provided they remain in good 
standing per program quali�cations. Nominal one-time $95 funding fee applies to participate in the Summer Saver program. Not 
eligible for other skip payment o�ers. Contact SDCCU® for details.

Summer Saver Summer Saver Summer Saver Summer Saver Summer Saver Summer Saver 
Auto Auto Auto LoanLoanLoan

It’s not big bank banking. It’s better.™

Skip July & August Payments

Save your summer by keeping your cash

Skip your auto loan payments every July & August*

Take a vacation from your payments

™
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Knowing your Local Banker: 
An Excellent Resource for Financing your Business

Submitted by California Bank & Trust
To discuss your business banking and financing 
needs with a professional expert dedicated to your 
success; call your local CB&T business banker at  
(800) 225-4367 or learn more by visiting us online 
at calbanktrust.com/sandiego.
Member FDIC

Although access to capital has been a challenge for businesses in recent years, particularly 
for smaller businesses, banks have proudly been and are standing ready to provide  
financing to help businesses expand, grow and manage their cash flow. The results of  two 
recent California Bank & Trust (CB&T) surveys of  small business owners showed that 
half  of  the respondents will seek additional capital this year to expand their business or  
increase staffing. This is refreshing news, suggesting that businesses continue to thrive  
and expand even after difficult economic times.  

When it comes time to arrange for financing, who do you turn to? 
One of  the best ways to assure that you will be provided the right financing opportunities, 
pricing and terms is to build a relationship with a local banker who truly understands your 
specific needs and the unique challenges of  doing business in the San Diego area.
At CB&T, we specialize in business banking and are proud to call San Diego our home. We 
are the largest bank headquartered in San Diego with a 60-year tradition of  serving local 
communities throughout the state – taking great pride in being voted “Best Bank” by readers 
of  the San Diego Union Tribune for two years in a row.

Access to Local Decision Makers
CB&T certainly offers a wide range of  sophisticated financial solutions; however, it’s our 
professional expertise and dedication to building strong client relationships that best 
embodies our spirit of  serving local San Diego businesses.
Our experienced business bankers are available to meet regularly with you and your team, to 
take a proactive role in understanding your business and industry, and to work with you to 
identify the financial solutions that best meet your business needs.
When it comes time to finance your business, the relationship you build with your bank and 
your banker can represent an important asset in raising the capital you need to expand your 
business – whether you’re looking for a loan, line of  credit, SBA funding, or other financing 
solutions.
What’s more, we make lending decisions right here in San Diego, so you’ll have access to 
local decision makers who are available to discuss your needs and objectives directly with you. 

That’s a level of  access you won’t find at many larger financial institutions with headquarters 
outside the region.

Spotlighting Relationships, not Transactions
At CB&T, we understand the unique nuances of  doing business in San Diego. With more 
than 25 offices throughout the area, we’re dedicated to building long-term relationships in 
the communities we serve.
As one of  California’s leading banks, we offer sophisticated business-banking products, such 
as international finance, merchant services, cash management technology, and more. We are 
also a “Preferred SBA Lender” as designated by the U.S. Small Business Administration.
Yet it’s building strong long-lasting business banking relationships that we focus on most. 
While many other institutions may review their performance based on transaction volume, 
we put the spotlight squarely on our client relationships.
Our clients enjoy the best of  both worlds – strong financing solutions with first-class service, 
plus access to professional expertise and local decision makers. This can make all the difference 
when it comes time to arrange for the financing you need to expand your business.

When You’re Strong, We’re Strong
For more than 60 years, we’ve helped San Diego businesses through good times and bad. Over 
those years we’ve learned that our strength is driven by your success, which is why we are so 
committed to building strong business banking relationships one client at a time.

Meet 
the team.
Josh, Jim and Fred are seasoned banking 
professionals. Their team approach is simple— 
listen, collaborate, and advise. The result is a smart, 
personalized solution for every type of client need.

We’re banking on the businesses.

Josh Banks
Branch Manager
Escondido
760.520.0408

Jim Horton
Regional Manager
Carlsbad
760.448.8309

Fred Baranowski
Market Manager
Escondido
760.520.0409

Member FDIC.
Equal Housing Lender. awbank.net



Don’t ask for loans 
that should be funded 
with equity injections.  
Bankers aren’t paid to 

take equity risks; they get 
paid to make loans that will 
be repaid on time. 
The amount of  equity you need to 
operate your business will depend 
on several factors. One of  the most 
important relates to your industry 
and what role your business plays in 
that industry. The amount of  equity 
required for a manufacturer will be 

different from that required to run 
a wholesale distribution business. 
Retailers in the same industry will also 
have different equity requirements. 
The stability of  the industry is also 
an important factor influencing the 
amount of  equity needed. Firms in 
stable industries need less equity 
than firms operating in industries 
undergoing rapid change. The reason 
is that firms in stable industries 
can carry a higher level of  debt due 
to the greater certainty of  their 
revenue streams. Another factor that 
determines the amount of  equity 

required for your business relates 
to your firm’s business model. Some 
firms offer easy credit terms to build 
market share and increase sales. Other 
firms operate on a cash-only basis. 
The sales terms your firm offers its 
customer base has an important impact 
on the amount of  equity that your 
business will need to operate. If  your 
product or service is in great demand, 
consider asking your customers for 
upfront deposits on pending orders 
or extending favorable pricing terms 
to customers who pay their invoices 
within 10 days of  receipt. Another 

option is to ask suppliers for favorable 
terms of  sale. Ask if  they’ll let you pay 
invoices later with no interest or give 
you discounts for paying invoices early. 
Any additional customer or supplier 
financing reduces the amount of  
permanent working capital that needs 
to be funded with equity contributions 
from your firm’s shareholders.
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Five Tips:

5

Another factor 
that determines 
the amount of  
equity required 

for your business 
relates to your firm’s 

business model.

Member FDIC
SBA Preferred Lender.   

© 2013 California Bank & Trust 

calbanktrust.com

BUSINESSBUSINESSBUSINESS

THIS IS CALIFORNIA BANKINGTHIS IS CALIFORNIA BANKINGTHIS IS CALIFORNIA BANKINGTMTMTM

STRONGSTRONGSTRONG
More than 60 years of banking in California has taught us a thing or two about what’s 
needed to maintain and grow a strong business. We want to share these tips and 
tools with you. Our experienced, professional bankers are available to listen and offer 
guidance to help make your business stronger. After all, this is California banking.

Call 1-800-CALIFORNIA (1-800-225-4367) to reach your local CB&T banker.

Continued from page S21
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Among the greatest challenges faced by small businesses is finding that their borrowing 
needs are often overlooked or considered too risky by large financial institutions. 

While stringent lending criteria is a key hurdle in today’s lending climate, the biggest 
obstacle faced by small companies is that all too often banks and lenders simply don’t 
understand their business and how to meet their needs. This is where the creativity and 
personal attention of  a community bank that specializes in small business lending can make 
a crucial difference to a company’s ability to access the capital it needs to be successful.

Take for example a San Diego contracting company that needs several hundred thousand 
dollars in financing for working capital. The company is growing, with more revenue 
projected, but has an immediate shortfall in funds to cover interim operating costs. This 
company approaches several large banks, who provide a list of  lending criteria on both the 
deposit side (i.e., the minimum in account balances the company needs to have with that 
institution), and on the lending side (usually about 10 requirements).   

Because the company’s upcoming revenue growth is not reflected on its financials yet, and 
because it is a contracting company that is perceived to be high risk, the big banks turn 
down its request for financial assistance. This decision is made by underwriters who have 
never even spoken to the customer.

Now, consider the same company approaches a San Diego bank specializing in small business. 
That bank is staffed with professionals who understand small business. Those professionals 
meet with the customer, listen to understand his business and unique needs, and then work 
with the bank’s team of  lending professionals to find possible lending solutions. The bank 
– in this case Silvergate Bank – put its creativity and business knowledge to work, and 
ultimately provided the customer with two credit facilities totaling $403,000 using a state-
sponsored special guaranty program. 

Unfortunately, the specialty guaranty programs designed to help small businesses are an 
often overlooked area by large banks. Community banks, on the other hand, have a dedicated 
department or specialists who are familiar with all of  these programs and are able to help 
find the best match for each borrower’s particular needs. 

Another challenging lending requirement that small businesses face with larger banks is 
collateral – typically large banks look for the loan to be secured by an owner-occupied real 
estate asset. Most small businesses, especially those that are newer, do not yet own their 
facilities and lease, instead. This immediately makes them ineligible for a loan. 

Once again, that borrower has more options with a community bank that is willing to be 
creative. As an example, a local power company wrapping up its R&D phase approached 
Silvergate Bank for a $200,000 working capital line of  credit. After understanding the 
company’s business and unique needs, Silvergate Bank was able to extend $200,000 in 
working capital, using special guaranty programs and outside investor real estate collateral. 

In conclusion, where a small business banks is not only one of  the most important decisions 
it will make, it is also one of  the most important relationships it will form. 

When interviewing for a bank, be thorough. Expect a high level of  service and know that 
the service you receive during this process is a good indication as to what you can expect 
afterward. Your new bank should help you transition your accounts so you can still focus 
on your business. 

Finally, even if  you don’t have a lending requirement now, anticipate that you will have one 
later. Ask your bank candidates what their lending process is like, what programs they offer, 
and how they believe they can meet your needs over time.  

Community Banks Can Fill  
Lending Void For Small Businesses

Submitted by Silvergate Bank

By Derek Eisele, Vice Chairman/Chief  Lending Officer, Silvergate Bank

Derek Eisele is vice chairman and chief  lending officer with Silvergate 
Bank, a San Diego community bank specializing in the needs of  small 
business. For information visit www.silvergatebank.com. 

www.silvergate.com
La Jolla, La Mesa, Carlsbad and Escondido.

858.362.6300

Silvergate Bank offers the latest in 
online and digital banking services while still 
providing expert personal attention to help your 
business grow.  Our investment in technology 
and the very best financial services talent 
means our customers have access to:

- Online business and personal banking

- Mobile banking

- Remote deposit with Silvergate Office Deposit

- Lock box services

- Customized business banking programs

- Relationship bankers that care about your 
 business

Business Banking, Redefined.

WHERE DIGITAL CONVENIENCE
AND PERSONAL SERVICE MEET.

Celebrating 25 years of serving San Diego.



We would like to thank 
our sponsors for their support 

of  this supplement.

PLATINUM SPONSOR

GOLD SPONSORS
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By Jim Horton, Senior Vice President & Regional Manager, AmericanWest Bank

About AmericanWest Bank
Taking a chance. That’s what every business owner does in the beginning. 
They take a mere concept, nurture it and shape it into something that has 
value for others. And where there’s value, there is also a need to secure it, 
grow it and leverage it—there’s a need for a bank whose sole mission is 
to serve the people who make business happen. That’s the core value at 
AmericanWest Bank.

We’re banking on the businesses and the people who make business happen.

AmericanWest Bank is a business-focused community bank. We are financially strong and 
well-positioned for the future.  Visit us at any of  our seven area locations:

• San Diego
- University Town Center:  4445 Eastgate Mall, Suite 110, 858-625-9050
- Downtown: 701 B. Street, Suite 100, 619-231-8500
- Point Loma:  1350 Rosecrans Street, 619-243-7900

• Escondido:  355 West Grand Avenue, 760-520-0400, 
• Carlsbad: 5901 Priestly Drive, Suite 160, 760-448-8300
• Carmel Valley: 12770 High Bluff  Dr., Suite 180, 858-523-1940
• Palm Desert:  42005 Cook Street, Suite 310, 760-346-6139
Or anytime at  www.awbank.net

You may also call Regional Manager Jim Horton directly at: (760) 448-8309.

continued on page S27      

Do you remember that feeling before walking into class to take a big test? It was 
probably somewhere between a gut check and a sinking feeling accompanied by 
questions zipping through your mind: Did I study enough? Will I be able to recall the 
information? Why didn’t I take more notes in class? Maybe that last one was just me, 
but you get the idea.

At social functions I’ve had business owners tell me that asking for a loan or line of  
credit brings back that same anxiety. It used to perplex me and I would assure them 
there must be some kind of  simple misunderstanding with their banker. But over the 
years I’ve come to recognize it as an opportunity because he/she likely is not matched 
up with the right banker.  

I am always surprised when people accept that uncomfortable feeling as inevitable. It’s not.

I’ve been a banker in San Diego County my entire career and I’m passionate about 
helping local businesses reach their financial goals. One of  the kernels of  knowledge 
I’ve picked up along the way is how vital it is for a business to be matched up with the 
right bank to support all of  their financial needs. Luckily for you, there are many good 
bankers to choose from in San Diego County.

So how do you know when it’s a good fit? 

Here are four tried-and-true factors to consider: 

•  Apply the Golden Rule. You know from running your business that customer 
service is priority #1. Expect the same in banking. Regardless of  the size of  your 
business or the industry, you deserve high-quality personal service. If  we’re doing 
our job right, we are ready and willing to earn your business.

•  It’s Not You. It’s Me.  As in our personal lives, a business relationship must work 
for both parties. There are reasons to switch banks such as your business needs 
have outgrown your current bank, or maybe you feel like you are being sold the 
hot new product instead of  honoring what your business needs to be successful. 
Regardless of  the reason, don’t be afraid to “break up” for a better match.

•  Expect the Best. It is equally important to pick the best. Choose a banker with 
the credit expertise to understand your financials and who is involved in the entire 
process. You are best-served when the person you’re talking to is the same one 
writing up and structuring your deal. 

•  Are you on a first name basis?  You should be on a first name basis with your 
banker and the team at your local branch. Your banker should be a trusted advisor 
and a resource year-round, not just when your loan or line is up for renewal—
think of  it as anytime access to free expertise.

Working closely with local businesses and helping them achieve success is why I built 
my career in banking. It’s exciting to play a small role in moving our economy forward. 
That’s why I’m at AmericanWest Bank. 

As a business-focused community bank, we’re fully committed to local businesses—
large and small. The products and services you create, promote, sell and service, as 
well as the many people you employ, forms the foundation of  our local economy.  

Our team is comprised of  highly-experienced local bankers who understand the 
importance of  taking a hands-on approach with every customer. By this I mean our 
Relationship Managers work one-on-one with every customer and prospect. We get 
to know their businesses—from understanding their short and long-term goals to 
knowing how they bring their product to market. Only then do we tailor our lending, 
depository and treasury management products to suit their specific needs. This 
approach is a difference-maker in my mind because every business is unique and should 
be treated as such.  

At the end of  the day I encourage you to remember your value as a customer. When 
you’re matched up with the right banker she/he will proactively recommend financial 
solutions to make the best use of  your hard earned money and propel your business 
forward.

Find Your Fit in Banking
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Are banks lending?  Yes, bank lending has rebounded for plain vanilla products and for 
borrowers with “cookie cutter” profiles. A borrower who falls outside those limited profiles 
and products likely will have substantial difficulty finding bank financing regardless of  
whether the borrower is otherwise well qualified. At BofI Federal Bank – although we 
serve the “cookie cutter” borrower well with a suite of  standardized products – we focus 
on providing unique lending solutions based upon common-sense underwriting standards, 
informed by deep industry and market knowledge for our target markets.

We have some of  the lowest, if  not the lowest, rates on conventional mortgages, yet we 
focus our consumer lending on the single family high-end jumbo mortgage market, where 
the typical borrower’s financial situation is complex and often fluid. Our commercial lending 
group focuses on permanent multifamily lending, lines of  credit to a diversified group of  
real estate investors, lender finance, and a broad array of  financial products targeted to serve 
health care finance companies.

Few high-end home buyers have “cookie cutter” financial situations. Regardless of  high credit 
scores, lower loan to value and ample liquidity, the affluent self-employed borrower has a far 
more difficult time obtaining financing than borrowers who have a less complex financial 
situation. Factors that impact the availability of  credit to high-end home buyers include 
volatility of  income and property values, complex business tax returns, earnings volatility, 
and unique property features such as acreage. Our underwriters understand complex 
situations and are equipped with the ability to utilize product features like asset depletion and 
asset pledge programs that are tailored to the luxury home buyer.

Our commercial lending group doesn’t try to be all things to all people, but it provides 
unique value to our target market segments. By way of  example, one type of  borrower who 
is currently underserved in the marketplace is the non-traditional real estate investor that 
may be purchasing homes in bulk to rent, buying homes to refurbish and sell, making loans 

to other real estate investors, or buying mortgage notes in bulk. These borrowers are often 
looking for flexible lines of  credit that can facilitate and expand their business. BofI Federal 
Bank has been a long-time leader servicing these investors nationwide.

One area where BofI has significantly strengthened its depth of  experience and product 
suite is in health care finance. Health care is a highly fragmented industry with many lower 
and middle-market companies that play vital roles in the delivery of  health care, but these 
companies are often challenged to meet capital needs for expansion and modernization. We 
are active in helping lower and middle-market health care companies expand and modernize 
through our suite of  lending and factoring solutions specifically targeted to serve them.

In the multifamily lending space, we have seen increased demand for financing from private 
equity investors buying properties for short-term investments. We offer flexible terms and 
financing on mixed-use properties, mobile home parks and student housing. Investors seem 
particularly interested in our ability to look at all aspects of  a property and the complete 
borrower profile to make a thoughtful underwriting decision.

Lending in Today’s  
Environment – a Diversified 
Perspective from BofI Federal Bank

Submitted by BofI Federal Bank
By Gregory Garrabrants 
BofI Federal Bank is a diversified financial services company with over $2.8 
billion in assets that provides innovative banking and lending products and 
services to our personal and business banking customers throughout the United 
States. We operate our bank from a single location headquartered in San Diego, 
California. Because we do not incur the significantly higher fixed operating 
costs inherent in a branch-based distribution system, we are able to provide a 

better value to our customers. This means our interest rates on deposit products are generally among 
the highest available and our loan products feature attractive rates and fees.

888-410-8685 
www.bo�federalbank.com

BOFI FEDERAL BANK 
CAN DO THAT.

continued on page S27      
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When it comes to handling a small business’ banking needs, 
you’d be surprised by what North Island Credit Union can, and will, do for you.

We welcome all 
locally based businesses

“I didn’t know a credit union 
could do that!”

Commercial real estate loans 
from $500K to $15 million

Account Choices
Checking (four options)
Sweep ◆  Zero balance 

Business money market

 800/293-6494  myisland.com

Branches Countywide Federally 
insured by 
NCUA

Business Loans and Lines
Commercial real estate loans

Operating lines of credit ◆  Equipment loans
Government-guaranteed loans

Cash Management
ACH origination ◆  Wire transfers

Remote deposit capture
Courier and armored car

Other Services
Payroll ◆  Benefi ts packages
Merchant card processing

Business credit cards

Reserve your Spot 
as an Expert Panelist in the

Print/Digital Roundtable Q&A Supplement
SMALL BUSINESS BANKING & FINANCE

May 6th
 

Additional upcoming Banking & Finance Supplements with Guest Article and Roundtable 
Panelist Opportunities:
August 19 – Large Vs. Community Banks - A series of questions will be asked to 
help educate our reader on the differences between a community bank vs. a large bank.
November 25 – 2014 Banking Forecast – An outlook into banking and the economy 
as we head into the new year.

Contact Lauren Mannella 
Senior Account Executive 
Banking 
858.277.6595 
lmannella@sdbj.com

SPACE DEADLINE: April 19
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We don’t get to know your
business sitting behind a desk

At Bank of America, we’re dedicated to finding the best  
solutions to help your business meet its objectives, now and 
into the future. That means understanding your company 
from every angle. Not just as experts in the business  
marketplace, but as members of our community. 

We’ll work with you to match the right services and products 
to the unique needs and challenges you face, from checking 
to merchant services, from credit to cash management.

To learn more, visit bankofamerica.com/smallbusinessbanker. 
We’ll be happy to set up a time to meet. Your place or ours.

Karen Harrison
Senior Vice President
Small Business Banking
619.876.8360
karen.harrison@bankofamerica.com

Clifford Cho
Market Executive
Business Banking
619.515.5546
clifford.cho@baml.com

For information on fees and other costs related to business checking and payroll services, please visit bankofamerica.com/smallbusiness.
Bank of America, N.A. Member FDIC. © 2013 Bank of America Corporation. All rights reserved.

Buying a Home in Today’s Market
Getting Started

San Diego County Credit Union® (SDCCU®) is one of  San Diego’s 
top home loan lenders. SDCCU recognizes that buying a home is 
one of  the largest purchases that most people will ever make and 
it is important to understand as much as possible about the process 
before deciding to purchase a home. To help you feel confident about 

the home buying process, SDCCU offers free educational information with Home Buying 
Central at sdccu.com. This online tutorial walks you through the process of  purchasing or 
refinancing a home from start to finish. 
The first step to purchasing a home is deciding if  it is financially feasible. Keep in mind that 
there will be upfront costs as well as the monthly mortgage and insurance payments. At 
sdccu.com there are a variety of  financial calculators available to easily determine what you 
can afford and what your monthly payments may be.

Unique Loan Programs
SDCCU’s strength in the market allows them to lend on property types that other lenders 
may deny. SDCCU offers home loans that require as little as 3 percent down, saving buyers 
money. The reduced out of  pocket costs make it possible for more consumers to get into a 
home. Fixed and adjustable loans offer zero point options and FREE 60-day rate locks. The 
unique No Closing Costs 5/5 Adjustable Rate Mortgage (ARM) gives flexibility, stability and 
no closing costs on loans up to $1.5 million, valid on purchases and refinances. The initial 
low rate is fixed for the first five years and can only change once every five years, with a 
maximum cap of  5 percent over the life of  the loan making it considerably more stable than 
other ARMs. Limit one offer per household with a maximum closing cost credit of  $10,000.

Pre-Qualified vs. Pre-Approved
Getting pre-qualified is like getting an estimate on how much you can likely afford. Pre-
qualification is based on information you give the lender about your income, assets and 
liabilities, and serves more as a guide rather than an official lender approval.
Getting pre-approved means that you fill out a loan application and provide your salary and 
credit information; the lender then checks your assets and pre-approves you to start shopping 
for a home within your budget. This is a very useful tool, especially in a highly competitive 
housing market. When you find your dream home, you can present the seller with your pre-

approval document, showing them that not only are you serious about the purchase, but 
you’ve already been pre-approved for financing. It could make the difference in getting the 
house you want.

Expect the BEST 
Credit unions like SDCCU are able to help consumers find the path to home ownership. 
“Home prices in San Diego are very high, leaving many buyers out of  the market,” said San 
Diego County Credit Union president & CEO Teresa Halleck. She continued, “At SDCCU, we 
are committed to helping customers achieve long-term goals in addition to improving their 
present financial situation.”
SDCCU’s attention to customer service has earned numerous awards and accolades over the 
years. Most notably, the U-T San Diego Readers Poll honored SDCCU as BEST Credit Union 
for the thirteenth consecutive year, and BEST Financial Planner, BEST Home Loan Provider 
and BEST Place To Work for the third straight year. 
SDCCU’s award for BEST Home Loan Provider is backed by the great rates and services they 
offer. SDCCU is one of  Southern California’s most active lenders because they have created 
several attractive loan programs for homeowners. In addition to being a leading lender, 
SDCCU is historically one of  the top five among all real estate lenders doing business locally.

Customer Benefits
SDCCU offers the free personalized services of  dedicated real estate professionals with one 
goal in mind: to assist you with the home buying and selling process and get you into the 
home of  your dreams! Special benefits include a dedicated advocate to guide you through 
the process, 20 percent cash reward on your agent’s real estate commission and one year of  
discounts on products and services offered in cooperation with SDCCU, including appliances, 
home security, moving and storage services and more!

Submitted by San Diego County Credit Union 
For more information on SDCCU’s programs, rates or to get pre-approved, visit sdccu.com, 
call (877) 732-2848 or stop by any of  their 29 convenient locations.
SDCCU is federally insured by NCUA and is an Equal Housing Lender. Offers subject to change 
without notice. Real Estate Brokerage Services provided by Prudential Realty.

SPACE DEADLINE: April 19
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