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Tell us about the significance 
of  relationships in small 

business banking. 

1

San Diego’s comeback economy boosts a 

vibrant community of  entrepreneurs whose 

expertise is driving business development 

in industries from high tech to micro brewing. 

These small businesses are growing with the help 

of  financial institutions that specialize in their 

unique needs. We’ve asked a select group of  ex-

perts from these financial organizations to share 

their insights into the world of  small business 

banking and finance.  

Tory Nixon
President San Diego Division
California Bank & Trust
Strong and collaborative relationships are at the heart 
of  our work with small businesses. The local teams of  
seasoned small business banking professionals here at 
California Bank & Trust specialize in different sizes and 
types of  businesses. We provide expertise with all types 
of  lending and banking services to small businesses. 

Small businesses are the engine of  the California econo-
my. At California Bank & Trust, our relationship philos-
ophy is focused on understanding individual businesses 
and their contribution to the local and global economy so 
we can be a valuable resource to them as they operate and 
grow their business.

The professional bankers at California Bank & Trust are 
backed by major resources, yet maintain local decision 
making authority and regional market and industry ex-
pertise. We are committed to providing clients with valu-
able business and economic insights and to connecting 
small businesses with the beneficial business relationships 
they need to succeed. We focus on knowing our customer, 
their business and community. California Bank & Trust 
is a top lender in both SBA 7(a) and 504. We also are a 
preferred Small Business Administration (SBA) lender.

Steve O’Connell
CEO
North Island Credit Union
Relationships are essential to success. Successful businesses 
know how to build and maintain positive relationships with 
their clients, their employees and their partners. As a finan-

cial institution providing business services to business 
owners, we have the distinct honor of  partnering with 
many bright and successful leaders. These business own-
ers are busy running their businesses, while we are look-
ing for opportunities to improve their financial position 
and help solve their financial challenges. Being a smaller 
financial institution, North Island Credit Union operates 
under a community banking model, treating small to mid-
size businesses as VIPs. We know each and every one of  
our business members—we know their operational needs, 
their challenges, their growth objectives and, in many 
cases, their families.

Don Schempp
SVP/Manager
Torrey Pines Bank, Carlsbad
I am certain most would agree that small business 
is a key driver of  the health of  our economy and a 
vital engine necessary to propel job creation. Since 
our inception, we at Torrey Pines Bank have been a 
consistent, active financial resource to help business 
owners and entrepreneurs succeed. In addition to our 
financial capacity and breath of  product offering, our 
relationship based approach is where we provide real 
value for our clients. Relationship banking is of  the ut-
most importance when working with small businesses. 
Business owners depend on having a bank they can rely 
on to weather changes in economic cycles and seize op-
portunities when they arise. Having a banking relation-
ship manager who knows the local market gives small 
business owners a key financial resource to foster their 
success. We pride ourselves in the long-lasting personal 
relationships we have forged with our clients and the 
referrals they offer which has nurtured our growth. 

Kurt Chilcott
President/CEO
CDC Small Business Finance

Banking and other lending relationships start with trust. 
Small business owners need to have confidence that 
their lending partner has their best financial interests 
at heart and the expertise to meet the capital needs of  
their company. This applies to the smallest of  loans (e.g. 
microloans, SBA Community Advantage loans) up to 
larger loans like SBA-504 financing used to buy com-
mercial/industrial buildings that sometimes cost over 
$20 million. A big part of  the trust factor is reliability; 
you’ve got to be able to deliver on your promise, which 
translates into structuring a loan that meets a business 
owner’s objectives and closing that loan in a timely 
manner. Once you’ve developed a solid relationship, it’s 
important to stay proactive, looking for ways to assist 
small business owners with their next challenge.

Dino D’Auria
Executive Vice President/
Chief  Banking Officer
Silvergate Bank
Making sure you have a good banking relationship is key 
to supporting your business growth plans. A well-in-
formed banker can meet your needs in a timely manner 
and can represent you to the bank to assist in getting 
additional funding for growth. Also, in tougher times, 
information and a game plan are critical to maintaining 
a good working relationship with your bank. Surprises 
will do you no good. Small business banking is unique 
in that it really requires banking professionals who 
understand the nuances and challenges faced by small 
businesses. Professionals who know that a balance sheet 
may not tell the whole story, and who have the ability 
to understand the company’s business plan, provide 
support along the way. A good business banker can 
accelerate business growth by providing proper loan 
capital for funding that growth. They may also provide 
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THIS IS CALIFORNIA BANKING TM

Member FDIC   ©2014 California Bank & Trust

A BANK A BANK A BANK 
FOR EVERY STAGEFOR EVERY STAGEFOR EVERY STAGE

OF BUSINESSOF BUSINESSOF BUSINESS

calbanktrust.com

What do you need for your company 
to be Business Strong™? 

Companies – big and small -- face different needs at different times 
in the life of their business. California Bank & Trust bankers will 
personally work with you to deliver the tools, services, and financial 
solutions your business needs for every stage of your business:

Growth • Expansion • Established • Mature • Exit
Through our business life cycle planning process, we can help you 
with where you want to grow or where you want to go. 

Call 1-800-CALIFORNIA (1-800-225-4367) to find out.
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throughout California and San Diego. California Bank & 
Trust provides small businesses with valuable business 
and economic insights and also connects them with the 
beneficial business relationships they need to succeed.

Steve O’Connell 
CEO 
North Island Credit Union 
Small businesses are fundamental to the health of  our 
local economy. As a member-owned, local, financial 
institution, North Island Credit Union has the duty 
and obligation to provide the resources necessary to 
support the needs of  those in our community, a great 
deal of  which are small businesses. Small business is a 
key segment to us, because it is key to San Diego. We 
value those who live, work and own businesses in our 
community and do so by offering cost-effective, personal 
banking services to exceed their needs. 

Don Schempp 
SVP/Manager 
Torrey Pines Bank, Carlsbad 
San Diego County is comprised primarily of  small to 
medium-sized businesses and it is these businesses that 
have contributed significantly to the growth and success 
of  our region as well as our bank. Torrey Pines Bank 
is built to serve this market and will continue to put a 
major emphasis on providing quality service to these 
business operators and other professionals who service 
them. We have a vision for the continued growth of  our 
company and we will only be able to realize that growth 
if  we continue to tailor our business model to the needs 
of  the local community. The “core” of  our client base is 
made up of  local businesses. The underlying foundation 
of  our exceptional growth is our highly satisfied clients 
who advocate on our behalf  with their peers with their 
referrals and testimonials.

Kurt Chilcott 
President/CEO 
CDC Small Business Finance 
Small businesses truly are the backbone of  our econo-
my. They’re leading us out of  the recession by invest-
ing in their operations, growing and creating jobs. So 
helping small business is all we do, 24/7. It’s core to our 
mission and passion statement:  Making a difference…
one job, one small business, one community at a time. 
We want to be a resource to entrepreneurs who want to 
do everything from start a business to expand it to meet 
growing customer demand. Providing capital is integral 
to entrepreneurial success, which always leads to more 
jobs and greater economic development. 

Dino D’Auria 
Executive Vice President/ 
Chief  Banking Officer 
Silvergate Bank 
Many small businesses can’t afford to hire good financial 
advisors. This puts them at an immediate disadvantage 
when it comes to growing their business. Silvergate 
Bank has experienced bankers that can assist in re-
viewing company growth plans and ensure that the 
balance sheets are properly structured to meet antic-
ipated growth. Community banks like Silvergate are 
unique—because they understand small business, they 
are able to focus on customizing products and services 
to support each client’s individual needs. And because 
they are small local institutions, they are more focused 
on the relationship and growing with the customer over 
time. Often, a bank that doesn’t focus on small business 
will try to make the client fit pre-established packages 
of  products and services that provide more than the 

and leasing and small business administration loan 
programs. Often times a business will rely on a line 
of  credit or term loan for working capital. We also 
offer specialty financing programs for niches includ-
ing nonprofit/municipal lending, franchise lending, 
resort financing, and asset based lending. As the client 
typically has their deposits with us, we have designed 
a suite of  treasury management products and services 
delivered by a Treasury Management professional who 
knows their business and provides on-site consulting 
and tailor-fit deposit solutions. 

Kurt Chilcott 
President/CEO 
CDC Small Business Finance 
We offer a full range of  loan products that can help 
small business owners get started and then grow their 
company over many years. We providing financing that 
helps entrepreneurs buy a business, get working capital, 
buy inventory, buy their own building, do tenant im-
provement and purchase large equipment. We can lend 
as little as $20,000 up to more than $20 million. Many 
of  our offerings are Small Business Administration 
(SBA) programs that feature lower rates than conven-
tional banks and longer payback terms. Specifically, 
these include SBA microloans, Community Advantage 
loans and SBA-504 loans.

Dino D’Auria 
Executive Vice President/ 
Chief  Banking Officer 
Silvergate Bank 
Silvergate Bank offers a comprehensive range of  prod-
ucts designed specifically for small businesses. These 
include revolving lines of  credit and accounts receivable 
lines of  credit—to support the growth of  accounts 
receivable and inventory as you grow your sales. For 
smaller ticket accounts, we offer merchant services 
where our clients can offer their customers the ability 
to use a charge card to purchase a product or service. 
We also offer term loans to support capital equipment 
purchases or business acquisitions. Through our cash 
management products a business client can speed up 
collections or consolidate funds to ensure maximized 
interest earnings on savings accounts or perhaps lower 
their borrowing cost by reducing the amounts borrowed 
for working capital. 

Tory Nixon 
President San Diego Division 
California Bank & Trust 
California Bank & Trust has been helping small busi-
nesses thrive in California for more than 60 years. Cali-
fornia Bank & Trust firmly believes that small business-
es are vital to the nation’s economy and are an engine 
of  job creation in our communities. We’ve built the bank 
and our services to be the premier financial services pro-
vider to small businesses in California. It is our size and 
financial strength that allows us to serve the many small 
businesses throughout San Diego and California.

California Bank & Trust provides small businesses with 
a personal and unique banking experience through a 
focus on superior customer service, and a deep econom-
ic and financial understanding of  the specific regions continued on page A30
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new contacts for business whether that’s a new poten-
tial customer, a supplier for business resources, or some 
feedback on a business plan that makes all the difference. 

Tory Nixon 
President San Diego Division 
California Bank & Trust 
California Bank & Trust offers a full range of  financial 
products and services to small businesses throughout 
California. Specifically, California Bank & Trust pro-
vides financial services in the areas of  small business 
lending, checking and cash management tools like 
remote deposit, online and mobile banking, merchant 
services, credit card, fraud prevention, international 
banking and wealth management services. 

California Bank & Trust also has an extensive Business 
Resource Center on its website for business owners and 
entrepreneurs. There is a wealth of  information cover-
ing a wide range of  topics from starting a business to 
financing, marketing, technology, insurance, human re-
sources and more. California Bank & Trust also recently 
launched a Small Business Blog, covering a variety of  
business and financial topics for small businesses. Recent 
topics include developing top talent, tips for taking your 
company global and how to use technology to improve 
cash flow.

California Bank & Trust also is involved in supporting 
local businesses through our sponsorship of  worshops 
provided through Accion San Diego—a nonprofit 
micro-lender dedicated to connecting entrepreneurs 
with the accessible financing. Also, our TEAM initiative 
(Tools, Education, Access and Mentorship) is designed 
for minority and women business owners in mind. You 
can find out more by visiting our website at www.cal-
banktrust.com. 

Steve O’Connell 
CEO 
North Island Credit Union 
North Island Credit Union is a full-service finan-
cial institution with a business banking division led 
by professional business bankers. We are known for 
serving our business members as an extension of  their 
staff, looking for opportunities that will help our small 
businesses create efficiencies, save money and grow. As 
a local business banking leader, North Island Credit 
Union focuses on supporting the needs of  San Diego 
businesses with local decision making and personal-
ized service. We offer a full-range of  business banking 
products, all of  which support businesses from start up 
to growth to succession planning. As a member-owned 
financial institution, we have the added advantage of  
offering very personalized service, coupled with highly 
competitive pricing, both of  which are challenging to 
find from other business banking providers.

Don Schempp 
SVP/Manager 
Torrey Pines Bank, Carlsbad 
Torrey Pines Bank provides small business owners 
with a broad range of  financial solutions to help them 
balance their assets and liabilities. Businesses frequently 
have debt that’s tied to the commercial space for their 
business and all the contents inside of  the building 
they need for its operation, like equipment financing, 

What makes the small business 
market a key segment for you?

3

What products do you  
offer to support a small  

business life cycle?

2
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 TORREYPINESBANK.COM

*Source: CDC Small Business Finance
Torrey Pines Bank is a division of Western Alliance Bank. Member FDIC.

IF YOU NEED TO TALK ABOUT YOUR BUSINESS
TALK WITH US. | 858.523.4600

  

GARY CADY
CEO

JOHN MAGUIRE
President & COO
jmaguire@torreypinesbank.com

HONORS SMALL BUSINESSES 
EVERY WEEK
At Torrey Pines Bank we are focused on providing our clients with the tools, resources and products they need to succeed. 
Our bank was built to help businesses of all sizes grow, spurring job growth and community vitality. 

                                          ACTIVE LENDER
                                                  Top ranked community bank SBA 504 lender for nine consecutive years.*

                                                         EXCLUSIVE EDUCATIONAL FORUMS
                                                         Our Aventine Network is an opportunity for local business leaders to 
                                                     meet and discuss strategies critical for winning in today’s complex and 
                                                     competitive environment.

                                                                      BUSINESS INSIGHT REPORT
                                                                           A customized tool used to analyze key financial aspects to provide 
                                                                           a competitive edge for small business owners.

                                                                               FINANCIAL SUPPORT TO SMALL BUSINESS 
                                                                               ORGANIZATIONS including
                                                                                    ACCION San Diego  |  SCORE  |  Small Business Administration

                                                                                            INDUSTRY EXPERTISE
                                                                                                   Teams of professional bankers who cater to
                                                                                                   the needs of industry–specific businesses and 
                                                                                                               professionals with a higher level of personalized service                       
                                                                                                      and knowledge.

                                                                                              STABILITY
                                                                                                                    Our Management team has been leading the    
                                                                                                                    Bank’s growth since its founding.

                                                                                              STABILITY                                                                                              STABILITY                                                                                              STABILITY
                                                                                                                    Our Manageme                                                                                                                    Our Manageme
                                                                                                                    Bank’s growth since its founding.                                                                                                                    Bank’s growth since its founding.                                                                                                                    Bank’s growth since its founding.                                                                                                                    Bank’s growth since its founding.

CELEBRATING 11 YEARS 
THIS MAY
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ufacturing or distribution business, professional service 
company and growing defense contractors. These types 
of  clients typically need financing to support growth. 
Our experienced bankers can custom-tailor a financing 
package to support their needs for daily working capital 
or provide longer term financing to support equipment 
purchases or potential competitor acquisitions. Most 
businesses do well to purchase their own building and 
we can provide aggressive financing through the SBA 
programs to assist with a long term goal of  owning real 
estate. With our personalized branch banking services, 
we can also assist a small business in being efficient at 
collections and money management. We do well where 
we can add value and small business clients typically 
need help in all of  these areas. 

Tory Nixon 
President San Diego Division 
California Bank & Trust 
According to the California Bank & Trust 2014 Small 
Business Survey, an overwhelming majority of  small 
businesses throughout San Diego (89 percent of  re-
spondents), felt their business was moving in the right 
direction. In addition, 88 percent expected growth over 
the next year with 54 percent expecting that growth to 
be 5 percent or more over the next 12 months and 26 
percent projecting growth rate of  more than 10 percent 
over the next 12 months.

The results show a stronger business environment 
than 2013. Businesses not only are optimistic and have 
healthy growth rates; they also are making capital 
investments and leveraging new technologies to market 
and sell their products.

At the industry level, we are seeing increased demand 
and growth opportunities in a number of  industries. Of  
note are professional, scientific and technical services, 
manufacturing, health care and social assistance, and 
transportation and warehousing.

Don Schempp 
SVP/Manager 
Torrey Pines Bank, Carlsbad 
The growth opportunities for small business in San 
Diego County are many and varied as far as industry 
sectors. A few sectors that are ripe for growth oppor-
tunities are high-tech services, medical research and 
health services, real-estate related services, micro-
breweries, specialty retail and professional accounting 
and legal services. San Diego County is a “hot bed” for 
start-ups and entrepreneurs. These are all a part of  the 
region’s broader growth initiatives. Small businesses 
should garner an understanding of  the region’s focus 
so they can tweak their plans to align with the region’s 
potential. Local chambers have access to this regional 
information as do other organizations such as the San 
Diego Regional Economic Development Corporation, 
the San Diego Tourism Authority and SANDAG.

Kurt Chilcott 
President/CEO 
CDC Small Business Finance  
Manufacturing has good upside for growth as we con-

continued from page A28

What industry sectors do you 
think have growth opportunities 

for small business, and why?

5

customer needs and end up costing more as well.  

Tory Nixon 
President San Diego Division 
California Bank & Trust 
California Bank & Trust works with a wide range of  
small businesses throughout California, representing 
a range of  industries throughout the state. At the core 
of  our work with clients, is a collaborative relationship 
where we have a clear understanding of  the business vi-
sion and strategy of  our clients. We can then help them 
determine the banking and financial needs that help 
them accomplish their business goals. It is this collabo-
ration that delivers financial guidance and resources for 
our clients.

Steve O’Connell 
CEO 
North Island Credit Union 
North Island Credit Union was built to serve San Diego 
and operates arm-and-arm with all of  the wonderful 
people and businesses in our community. Our ideal busi-
ness customer reflects the principles and values our city 
was founded on: morals, hard work and solid relation-
ships. If  you own a small business in San Diego and you 
are interested in working with local professional bank-
ers who can help you navigate your business towards 
your goals, then North Island Credit Union is for you. 

Don Schempp 
SVP/Manager 
Torrey Pines Bank, Carlsbad 
An ideal small business client for Torrey Pines Bank is 
one that values how we differentiate ourselves through 
a higher level of  personalized service—what we like to 
call a relationship, for the long term. Our commitment 
to provide professional and personalized service is of  
the utmost importance, regardless of  the size and the 
makeup of  the client. Our goal is to provide “best in 
class” value-added banking services to our customers 
and to help facilitate growth of  their operation, for the 
good of  their personal pursuits and our local economies. 
When our client is looking for new opportunities and 
needs a sounding board, they know their banker has 
the experience to help them as they are making critical 
decisions.

Kurt Chilcott 
President/CEO 
CDC Small Business Finance  
Actually, we’re a nonprofit lending organization, a 
mission-driven lender, not a bank, so we’re often able to 
help small businesses or provide a unique loan structure 
that banks and other traditional lenders cannot. We 
have more discretion in working with small businesses 
and often use a different credit process. Our purpose is 
economic development so we are looking to help grow-
ing small businesses that create jobs and invest in their 
communities. We finance all types of  small businesses 
including start-ups. The bottom line for us is having 
confidence in the entrepreneur’s ability to service the 
requested debt.

Dino D’Auria 
Executive Vice President/ 
Chief  Banking Officer 
Silvergate Bank 
An ideal small business client could be a growing man-

tinue to emerge from the recession. Health care provid-
ers—doctors, dentists, physical therapists—continue 
to pursue financing and wholesale and retail sectors 
are not far behind. And in San Diego, it’s been fun for 
us to be part of  the growing microbrewing industry.  
We’ve provided financing to a dozen or so microbrewers 
countywide, including Stone Brewing Co., Pizza Port, 
Hess and Oggi’s. These efforts have led to the creation 
of  hundreds of  jobs.

Dino D’Auria 
Executive Vice President/ 
Chief  Banking Officer 
Silvergate Bank 
Information technology, particularly in the defense indus-
try and medical product manufacturing and distribution, 
has tremendous growth opportunities. Every day I am 
amazed at the niches in these industry sectors that have 
carved out unique lifestyle companies that support a grow-
ing employee base and many family incomes. San Diego 
has the resources many of  these companies look for—from 
a depth in entrepreneurial business formation and growth, 
to educational facilities and a skilled and educated work-
force. These companies thrive on innovation and diversity 
and San Diego offers a solid base in both. 

Supplement Facts

Supplements Editor 
Patti Anderson

Senior Account Executive 
Lauren Mannella

Account Executive 
Rick Bushree

Production 
Rich Babiarz

San Diego Business Journal 
4909 Murphy Canyon Road 

Suite 200 
San Diego, CA 92123

Phone 858.277.6359

Fax 858.277.2149

E-mail sdbj@sdbj.com

Web site www.sdbj.com

What makes an ideal small 
business client for your bank?

4



May 19, 2014 www.sdbj.com Page A31 2014 SMALL BUSINESS BANKING & FINANCE

Determining whether to own or lease your company’s real estate and/
or equipment can be complicated—and you don’t want to make a 
decision that negatively impacts your organization.

“Typically, if  the item has a short life like computers, business owners should 
consider leasing,” says Santiago “Chico” Perez, SBA sales manager at Cali-
fornia Bank & Trust. “If  not, and they have the money to put down, buying 
usually makes more sense and saves money.”

The size of  the company doesn’t matter as much as having the necessary down 
payment, he says. In the past, a lot of  small companies just didn’t have that 
cash. Recent trends, however, show that more businesses today have the cash 
on hand to buy real estate or equipment.

What are the Advantages to Owning your Commercial  
Real Estate? 
If  you own your commercial property, you can eliminate exposure to market 
increases for rental expenses. You also are able to use it as a long-term vehi-
cle to build equity in an appreciable asset. The business can control operating 
costs as they pertain to occupancy expenses, and owning provides a tax defer-
ral to current income through depreciation of  the fixed asset.

Banks can offer both owner-occupied financing, as well as multi-family and 
commercial financing. 

Why Might it be Better for Business Owners to Lease? 
If  you lease real estate, it allows the business and owners to retain capital for 
short and midterm expenses. The company has more working capital that can 
be put to use growing the business, often for higher ROI. If  the company is 
growing rapidly, you also may have additional space needs that require flexibil-
ity in location and size.

In addition, any instability and fluctuations in the local real estate market are 
borne by the landlord. 

How can a Company Know When to Buy — or not  
Buy — Equipment? 
It’s better to take ownership for long-term life equipment with little technolo-
gy obsolescence, such as office furniture, large manufacturing equipment with 
limited electronics, etc. There also are tax incentives to owning equipment, by 
way of  accelerated depreciation that can benefit a highly profitable enterprise.

Own Vs. Lease
Deciding if  You Should Own or Lease  

Your Real Estate and Equipment

Keep in mind, however, that if  you purchase equipment through ownership, 
it requires a higher equity injection, which reduces your working capital to 
support growth.

Equipment with high technology changes that make it obsolete in a few years, 
usually less than five, is better to lease. Examples include computers and their 
accessories as well as electronics. This in turn allows the lessee the ability to 
return older equipment without a penalty at lease termination. You can work 
with your business banker to review specific objectives and design a lease that 
works for your needs. For instance, terms can vary with possible early buyout 
options available in case the company’s needs change.

Also, your lease payments are deductible on your income statement, and they 
don’t impact the balance sheet if  the lease is an operating lease. 

How do You Advise Business Owners Who are Concerned 
About Possible Interest Rate Increases? Should That Play into 
the Decision? 
Interest rates have been, and are, at all time lows — but this won’t last. Most 
leases are at fixed rates, and interest rates definitely should play into a borrow-
er’s decision.

Are Other Outside Market Forces Impacting Own Versus 
Lease in California? 
Real estate prices are high and on the rise because of  the lack of  inventory and 
businesses being flush with cash. This helps industries with cash to buy, but 
others without cash may be forced to lease.

Wherever you want to take your business, you’ll need to consult with your 
banker to find the right solution for your real estate and equipment needs. That 
expert financial guidance is invaluable when weighing the pros and cons of  
owning versus leasing.

Submitted by California Bank & Trust
By Santiago “Chico”  Perez 
Santiago “Chico”  Perez (santiago.perez@calbt.com) is 
SBA sales manager at California Bank & Trust.
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Small Business—it’s what the American dream was built on. It’s what our 
ancestors believed in. Small business is and will always be where dreams 
become realities. There’s nothing more American than someone taking a 

little idea, adding some hard work and achieving greatness. And, as a financial 
institution, there is nothing that gives us more joy than seeing our members 
prosper. Our loan officers offer support during the struggles, the difficult 
decisions, the exhaustion and the celebrations of  our members time and time 
again. We do so when we stop by their business, when they stop by ours or 
when we stumble across one another at a local spot waving hello.

“Serving others by providing financial resources and opportunities is very 
honorable and comes with a great deal of  responsibility,” said Steve O’Connell, 
CEO at North Island Credit Union. “I can’t tell you how humbling it is to be 
a part of  providing the financial solutions necessary for families and busi-
ness owners to live happy and healthy lives. This is one of  the reasons why I 
decided to join North Island Credit Union—to help others achieve their goals. 
What I didn’t realize, however, was how amazing it would be to have the priv-
ilege of  interacting with business owners who have put everything they had 
into their idea, holding on for dear life along the way. I also didn’t realize how 
important a good financial partner was, until starting to work with members 
to help them solve their financial needs, ultimately seeing positive results.”

Over the past twenty years, we have seen many changes that have affected busi-
nesses. In today’s world, many businesses have the opportunity to use digital plat-
forms to expand their market, digital processes to compress accounts receivables, 
real time transactions allowing for better cash flow, and more. Immediate access to 
information is expected and now necessary to properly run a business. Financial 
institutions are finding the need to stretch and/or redirect resources to meet the 

Small Business: The American Dream

growing needs of  consumers and businesses. Websites with easy navigation and 
mobility, like North Island Credit Union’s, is now the norm. 

“I once read a quote by Albert Einstein, ‘Strive not to be a success, but rather 
to be of  value.’  This is the perfect quote for a financial institution, especially a 
credit union, as our primary goal is to add value to our members,” said 
O’Connell.

We already know that small businesses are great. We know that small busi-
ness owners work harder than most. We know that small business owners put 
everything into their business, ultimately feeling the results of  their efforts 
quite personally. What could be more honorable?  That’s why we thought that 
in light of  Small Business Month, we would take the opportunity to thank our 
small businesses, the owners, the employees, the partners and their custom-
ers, for reminding us what it’s really like to be an American with our segment 
we’re calling – 10 reasons to celebrate San Diego Small Businesses:

10 Reasons to Celebrate Small Businesses:
 10. Small businesses employ nearly half  of  the private work force in the  
 U.S. and pay more than 40 percent of  the private payroll, according to   
 the U.S. Small Business Administration.

 9. Doing business with a small business makes you feel as if  you are part of  
 their family.

 8. Small businesses often employ family members, sharing gifts of  the trade  
 from generation to generation.

 7. Small businesses typically support other small businesses, keeping local 
 economies moving.

 6. You always feel the local spirit when partnering with a small business.

 5. Small businesses often grow their own produce and manufacture their  
 own products, making the final outcome fresh and creative.

 4. Small businesses have vested interest in the communities they serve.

 3. Small businesses typically give those starting in business the experience  
 and skills necessary to succeed.

 2. Small business owners are known for working harder than most, putting  
 their ideas on the line day in and day out.

 1. Small business is and will always be known as the best way to achieve  
 “The American Dream.”

To all of  the small businesses in San Diego. We honor you, we appreciate you 
and we celebrate you during Small Business Month.

Submitted by North Island Credit Union

Call (800) 293-6494 to learn how North Island Credit Union can help you 
achieve your small business dreams today.
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On the heels of  National Small Business 
Week (May 12-16), San Diego entrepre-
neurs can take advantage of  special SBA 

financing programs offered by CDC Small Busi-
ness Finance to buy their own building, expand 
their company and create jobs.

SBA Green Loan—this financing program  
provides higher lending amounts for small business owners who want to buy or upgrade com-
mercial/industrial buildings and make them more energy efficient. Buildings over $20 million 
can be financed using this unique program offered jointly by a bank and CDC Small Business 
Finance. Small business owners need only demonstrate a projected 10 percent reduction in 
energy costs by deploying one or more energy-saving improvements (e.g. insulation, lighting, 
heating/air conditioning).

VetLoan Advantage Loan—military veterans who own small businesses can save up to $3,000 
with this program. Incentives apply to several types of  loans:

SBA-504 loans are used to purchase commercial/industrial buildings. Vets can take advantage 
of  a low-down payment (typically 10 percent), long-term fixed rates (now 5.07 percent). CDC 
will issue a cash rebate up to $3,000 for any funded loan to help veteran owners offset loan 
expenses.

Community Advantage loans provide up to $250,000 for working capital, equipment, inven-
tory, tenant improvements and business acquisition. CDC will waive the packaging fee for 
veterans, a savings of  up to $2,500.

SBA Microloans provide up to $50,000 for working capital, equipment, inventory, tenant 
improvements and business acquisition. CDC will waive the 2 percent loan fee for veterans, a 
savings of  up to $1,000.

Small Businesses Can Capitalize on Special Loan Programs, Incentives
The SBA-504 loan program offers additional advantages, including:

• Cash preservation
•Tax savings
• No balloon payments

To qualify for an SBA 504 loan, businesses must be: 
• Owner-operated
• For profit
• Organized as a sole proprietorship, corporation, partnership or LLC
• Have a business net-worth below $15 million and a net-profit after taxes below $5

million within the last two operating years

Community Advantage is an excellent loan choice for new and existing businesses that need 
between $20,000 and $250,000 in business capital. The loan can be used to start or expand a 
business. The SBA guarantees a portion of  each loan. This allows CDC to make loans that may 
not be available through banks. To be eligible, applicants need to show their ability to repay 
the full loan amount and meet other guidelines.

Small business owners can find out if  they qualify for a loan by contacting one of  CDC’s loan 
experts at 800.611.5170, or visit www.cdcloans.com.  CDC Small Business Finance can also be 
found on Twitter @CDC_Loans and LinkedIn.

Submitted by CDC Small Business Finance 
By Kurt Chilcott, President/CEO, CDC Small Business Finance

CDC Small Business Finance, a nonprofit, is the nation’s leader in providing 
SBA-504 loans to small businesses, including those that have traditionally 
struggled getting access to capital. Over 30 percent of  CDC’s loans go to 
women-, minority- and veteran-owned small businesses. In 36 years, CDC 

has helped more than 10,000 entrepreneurs buy their own facilities, expand their businesses and create 
nearly 130,000 new jobs. 

Discover the benefits of SBA financing

From $20,000 to over $20 million

Mike Sarthou
*Real Estate Loans
Direct: 619.243.8608
msarthou@cdcloans.com

Merri Adams
*Real Estate Loans
Direct: 619.243.8665
madams@cdcloans.com

Susan Lamping
Community Advantage/
Microloans
Direct: 619.243.8639
slamping@cdcloans.com

• Buy a business
• Buy your own building*
• Get working capital
• Buy inventory
• Do tenant improvements

Need $$$
to Buy or

Grow a Small
Business?

Need $$$
to Buy or

Grow a Small
Business?

http://www.linkedin.com/company/111566?trk=tyah&trkInfo=tarId%3A1397580368758%2Ctas%3ACDC%20Small%2Cidx%3A2-1-2
http://www.cdcloans.com/
http://cdcloans.com/small-business/start-buy-expand-a-business/community-advantage-loan/
http://cdcloans.com/small-business/buy-or-build-a-commercial-building/
http://cdcloans.com/contact/loan-experts/
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San Diego County Credit 
Union® (SDCCU®) has 
a successful track record 

of  serving its more than 260,000 
customers with all of  their financial 
needs. Originally chartered in 1938 
as San Diego County Employees 
Credit Union, SDCCU was formed 
to provide for the financial needs of  
local county government employees. 
Today, more than 75 years later, 
we provide breakthrough banking 
products to anyone who lives or 
works in San Diego, Riverside or 
Orange counties.

SDCCU may not be a “small busi-
ness” by definition, but we are San Diego’s largest locally-owned financial 
institution and BEST credit union. We attribute this success to our forward 
thinking approach to the financial industry, our continued focus on serving 
customers’ needs and our commitment to helping our hometown thrive.

SDCCU is proud to support more than 75 nonprofit organizations and com-
munity events each year. Our partnerships with these philanthropies allow 
us to help shape the lives of  those in our communities through volunteerism, 
financial support and creating public awareness. Giving back is part of  who we 
are, which is why we would like to help small businesses succeed in every way 
possible. We offer business checking accounts, sweep savings accounts, Visa® 
business credit cards, commercial real estate and SBA 504 loans, business auto 
loans and leases, merchant services and company benefits for employees. 

With a competitive lending program, SDCCU has offered commercial loans for 
over a decade for apartments, retail, industrial and office properties. SDCCU 
is also one of  the top five residential real estate lenders in San Diego County. 
“SDCCU doesn’t hide our already low fees and many of  our loans are available 
with no points. With historically low rates, now is a great time to purchase 
commercial real estate, get a vehicle or equipment loan or refinance an existing 
loan,” says Teresa Halleck, President and CEO of  SDCCU. “We understand 
Southern California because we live, work and play here, too. We don’t have to 
check in with out-of-state headquarters to make decisions—we make decisions 
locally every day,” stated Halleck.

SDCCU customers have access to over 30,000 surcharge-free CO-OP ATMs 
that can be easily located via the ATM locator service found at sdccu.com and 
the mobile banking app. That’s more than most big banks offer. Speaking of  
big banks, SDCCU outpaced several notable big banks and credit unions with 
the launch of  SDCCU Mobile Deposit for personal accounts, a check-depos-

San Diego County Credit Union, Serving  
Southern California Small Business for Over 75 Years

it app available for Internet Branch online banking users with Android™, 
iPhone® and BlackBerry® devices. This service offers a new level of  conve-
nience to customers who may be too busy to visit a branch or ATM to make a 
check deposit and will be coming soon for business accounts.

With a steadfast commitment to technology and innovation, SDCCU is leading 
the way in providing breakthrough banking products that meet the demands 
of  today’s busy small business owner. For added customer service and acces-
sibility, SDCCU added mobile live chat services for customers banking via 
smartphones, making SDCCU the first of  two U.S.-based companies at the 
time, to offer live chat capabilities for both iPhone and Android mobile devices. 
Consumers who carry mobile devices can connect in real-time to a SDCCU 
representative via a secure instant message.  

While most appreciate mobile accessibility, SDCCU recognizes that for small 
business owners, it is important to have face-to-face interaction with your fi-
nancial institution. In 2013, SDCCU expanded its network to 33 branches with 
the addition of  new branches located in North Park, Sports Arena and a new 
more convenient location in Escondido—and we’re continuing to grow!

In addition to mobile and face-to-face accessibility, SDCCU offers a complete 
array of  eServices to give convenient 24/7 access to information from any-
where customers can access online banking. Some of  these services include 
eNotices, eTax Forms and eReciepts. With eNotices, most notices, letters and 
other account related correspondence are available via the security of  online 
banking. It is also faster than receiving a notice through traditional mail. eTax 
Forms take away the stress of  trying to find important tax forms during tax 
time. eReciepts allow members to keep track of  transaction receipts by saving 
them in online banking for future reference.

SDCCU has been named San Diego’s BEST Credit Union for 14 years straight 
by readers of  the U-T San Diego. SDCCU was also selected as San Diego’s 
BEST Financial Planner, Mortgage Provider and Place To Work—all for the 
fourth year in a row—in the U-T San Diego reader’s poll. SDCCU is the right 
choice for small business owners, and all Southern Californians, seeking a re-
sponsible, trustworthy financial partner with integrity. 

Submitted by San Diego County Credit Union

San Diego County Credit Union is San Diego’s largest locally-owned financial  
institution serving San Diego, Riverside and Orange counties and has assets of  $6.5 
billion, over 260,000 customers, more than 30 convenient branch locations and 30,000 
surcharge-FREE ATMs. SDCCU provides breakthrough banking products that meet  
the demands of  today’s lifestyle and delivers banking services that save customers money.  
SDCCU is leading the way, offering FREE Checking with eStatements and S 
DCCU Mobile Deposit, mortgage loans, auto loans, Visa® credit cards and business 
banking services, Federally insured by NCUA and an equal housing lender. For more 
information, visit www.sdccu.com.
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Your bank is one of  your company’s 
most valuable business relationships. 
Whether you are evaluating your 

current relationship or looking for a new bank, 
the following guidelines can help ensure you 
receive maximum benefit from your financial 
institution.

Does your bank customize financial solutions specific to your industry and business?  Look 
for a banker that asks intuitive questions about your business, goals and cash flow operations. 
This is a sign of  a pro-active bank that will work to support your business rather than selling 
packaged banking products (with fees) you do not need. 

What are the benefits of  local vs. national banks? National banks generally have a higher tol-
erance for risk. However, when it comes to decision-making, a local bank specializing in small 
business will look at your company uniquely to understand its financial needs. This adds value 
to your business with faster response time and customized solutions. 

Is your bank helping to maximize your liquidity? If  your operating accounts carry higher 
balances, account analysis will allow you to aggregate balances and activities from multiple 
accounts to offset monthly service charges. You should compare your earnings credit rate 
(ECR) with other institutions since a higher ECR can save you thousands of  dollars annually 
in bank-related costs. Some banks allow earnings credits to be applied to other costs, such as 
payroll services, check printing and merchant services. 

Is your bank helping to manage your cash more efficiently?  For example, the Automated 
Clearing House (ACH) streamlines your payables and receivables by collecting and disburs-
ing funds electronically.  Lockbox services allow your customers to send customer payments 
directly to the bank for processing, reducing operating expense and giving faster access to 
receivables. Lockbox may also provide real-time access to customized information reporting 
and reduced float time. Consider the benefits of  online banking, which allows you to manage 
your money remotely via your office, home or smart device, and remote deposit capture, which 
allows you to make deposits from your office via a secure desktop scanner or mobile device. 

Does your bank help mitigate risk and prevent fraud?  Look for a bank that ensures that elec-
tronic communications are secure, such as encrypted emails, in order to restrict interception of  
sensitive information. Some banks, including Silvergate Bank, offer wire token authentication 

How to Make Sure your Bank is Adding Value Where it Matters Most
to provide online wire customers with tokens that generate unique identifiers specific to them 
every time they send a wire. Similarly, see if  your bank offers customizable alerts and notifi-
cations which let you proactively monitor your account through balance and large withdrawal 
alerts. Positive Pay monitors potentially fraudulent activity and may quickly expose fraudulent 
checks. Dual control allows customers to require that requests submitted by one user must be 
approved by another. 

Convenience is important when it comes to your banking. Find out whether your bank can 
support you with easy and low-cost options such as remote deposit from your office, mobile 
small business banking, online banking and customized reporting. 

With advances in technology and new ways of  doing business, you need to know whether your 
bank is ready to assist you with innovation and change. For example, at the core of  Silvergate 
Bank’s success over the past 26 years is its focus on innovation and ability to proactively sup-
port our business customers as new market impacts occur. Despite increasing regulation, we 
continue to make substantial investment in digital technology and innovative practices, while 
delivering a banking experience the old fashioned way—with a focus on our relationship with 
our customers. 

Finally, do you know the financial strength of  your bank?  If  a bank is under-capitalized, its 
lending ability may be constrained and in severe cases depository funds could be at risk. There 
are several third party sources to confirm your bank’s rating, such as Bauer Financial, The 
Findley Reports, Highline and IDC Financial Publishing Inc.

Your bank’s financial position, understanding of  small business and ability to support your com-
pany with value add services and products, can give you a strong competitive edge. Knowing what 
questions to ask provides a good starting checklist as you evaluate your banking relationship.

Submitted by Silvergate Bank
By Saomorn Pang, Business Development Officer, Silvergate Bank

Saomorn Pang is a Business Development Officer with Silvergate Bank, a San 
Diego-based bank that specializes in meeting the needs of  small businesses through a 
comprehensive offering of  lending  products and personalized banking services. For 
information, visit the bank website at www.silvergatebank.com, or call (800) 595-5856. 

858.362.6300

At Silvergate Bank, our business banking team 
is ready to help redefine your business banking 
experience with the highest level of personal service, 
products and solutions to help your company grow.

MEET OUR GROWING TEAM
OF BUSINESS BANKING EXPERTS

Business Banking, Redefined.

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

A Special Invitation to Women Business Owners!
Please join Silvergate Bank on May 21 for an exclusive women-owned business luncheon
featuring national guest speaker, author and coach Wanda Allen who will present:
 
“If the Fortune is in the follow up, why don’t you consistently do it?”

Wednesday, May 21, 2014
11:30 a.m. to 1 p.m.  
Attendence is free. Reservations required.

Call for location details and to RSVP:
Sandra Astorga-Cardona
sastorga@silvergatebank.com
858.362.6302 ext 112

Bottom Row:
Dino D’Auria, Exec. VP Chief Banking Officer
Sharon Trapolino, Sr. VP North County  
 Regional Manager
Top Row:
Casey Hopkins, SBA Loan Representative
Bryan Shull, VP Branch Manager
Saomorn Pang, Business Banking Officer
Scott Yates, VP Branch Manager
Matt Varela, Business Lending Officer
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For more information contact Justin Neglia at 619.237.1960 or jneglia@sandiegosymphony.org

w w w. s a n d i e g o s y m p h o n y. o r g

Treat Yourself, Treat Your Client.
Entertain in style at the

Champagne Chalet
 Includes 30 seats and 15 parking spaces per concert.

Full service catering available.
Availability is very limited, so Reserve Now!

Includes 30 seats and 15 parking spaces per concert.
Full service catering available.

Availability is very limited, so Reserve Now!

 Includes 30 seats and 15 parking spaces per concert.
Full service catering available.

Availability is very limited, so Reserve Now!

MIX & MINGLE CHALET SEATING AMAZING VIEW



May 19, 2014 www.sdbj.com Page A37 2014 SMALL BUSINESS BANKING & FINANCE

myisland.com

SMALL BUSINESS
to them.

BIG BUSINESS
to us.

Giving businesses the
treatment they deserve.

Call (800) 293-6494 to reach
our full-service business

banking office today.

• Local Decision Makers
• Commercial Real Estate Loans up to $10 million
• Business Loans & Lines
• Equipment Financing

• Cash Management
• Merchant Services
• Remote Deposit
• Payroll

FULL-SERVICE BUSINESS BANKING
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Become a part of what keeps this region 
moving forward. Our IMPACT San Diego 
program will connect you with passionate, 
capable and engaged leaders throughout the 
public and private sectors. IMPACT, a series 
of nine full-day, issues-focused education 
sessions, is designed to give participants a 
greater understanding of our region’s critical 
issues and key players.

 “As members of this society, it is   
 imperative that we continue to learn   
 about our ever-changing community.   
 LEAD is a catalyst for learning about our  
 diverse and vast community; it broadens  
 one’s view of the San Diego region.”  
     – Sherri Sarro, Captain,  
     San Diego County Sheriff’s Department

619.280.5323

Monthly sessions begin in September;  
the application deadline is Friday, June 13.

Visit LEADSanDiego.org to apply now.

APPLY FOR IMPACT SAN DIEGO TODAY!

Leadership  
begins with LEAD.

Donovan’s sets the standard of � ne dining excellence.

LA JOLLA
4340 La Jolla Village Drive

SAN DIEGO GASLAMP
570 K Street

PHOENIX
3101 E. Camelback Road

donovanssteakhouse.com  ◆  Reservations: 877-698-6666  ◆  Private Events: 877-266-6336
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