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When it Comes to Borrowing,
Patience is a Virtue

ByMarnie Nemcoff

These days, perhaps more than ever, having
patience is most definitely a virtue. And from
where I’m standing, nowhere is patience needed

more than when you apply for a mortgage loan.
Whether you’re looking to purchase a home or refi-
nance your home, being a borrower in today’s market
may make even the most tolerant among us lose our
cool.

But that doesn’t mean you should shy away from pur-
chasing or refinancing. Interest rates are still historically
low and home prices are more or less stable. Instead,
what it means is that you should be prepared for your
loan approval and funding to take at least a month and
you should expect curveballs to be thrown your way
during the process.

The first thing to prepare for is the fact that, online,
you may see interest rates that are absolutely incredible.
However, what the fine print may or may not explain is
that those rates apply to 15 day lock-ins for borrowers
with very high credit scores and a lot of equity. This
sounds great at first glance, of course, except for the fact
that it is next to impossible to fund a loan in 15 days
especially given the changes in the lending industry.

The reasons these quick turnaround loans are impos-
sible are many. First, new rules mandate that before you
can be charged for an appraisal on your home you must
acknowledge and sign certain disclosures. This means

you must receive and understand your Truth in Lending
Statement and your Good Faith Estimate (GFE) before
the appraisal takes place at your expense.

The new GFEs have become incredibly confusing. If
you’re purchasing a home for example, some seller’s
costs will be included (which as the buyer you’re not
responsible for). This makes your closing costs look
higher than they actually are. They are also confusing as
they do not include your monthly property taxes, insur-
ance or any HOA fees. You need to make sure you
understand your GFE before signing. Obviously, signing
immediately for your receipt of these becomes problem-
atic if you need time to sit down with your mortgage
professional to clarify (which I highly recommend).

The next delay that might occur is with the appraisal
itself. It can take days for the appraiser to view the
property. Moreover, unless your agent is there to edu-
cate them on comparable sales in the area where you’re
buying, the appraisal may come back grossly inaccu-
rate. It is important to note that your mortgage profes-
sional is not permitted to select your appraiser. Apprais-
ers are randomly selected from a panel and, unfortu-
nately, your mortgage professional can’t guarantee that
the appraiser is from your area or even familiar with
your area. Nor can we guarantee that the appraiser
selected will be the most experienced available. That’s
why you’ll need to rely on your REALTOR to ensure that
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By Denise Carriero

If you’re like millions of Americans, you
may have an elderly parent or relative
with Alzheimer’s disease or some form

of dementia – a loss of mental function
that impairs a person’s memory and think-
ing skills. This means you may need to
make a dizzying array of decisions for a
loved one who’s no longer capable of
making them. Among the most challeng-
ing is taking care of financial matters.

Whether your loved one is here in the
San Fernando Valley or elsewhere in the
U.S., you may want to consider finding a
financial professional who can introduce
you to an elder services specialist – a per-
son who has been specifically trained to
provide both financial and life manage-
ment support to help meet the needs of
seniors. These specialists can review your
loved one’s situation in conjunction with
their other advisors – such as attorneys or
accountants, and complete a comprehen-
sive health and wellness assessment and
develop a customized plan for helping to
meet the physical, medical, financial, legal
and psychological needs of customers.

Those who have been most successful
supporting loved ones with dementia share
a common approach to financial matters.
Here are some of the best ideas from those
who’ve faced this challenge:

Talk – Early and Often
This could be described as “hugging the

elephant in the room.” Coming together as
a family to talk with a parent about a topic

as personal as managing finances can
appear difficult, yet not having conversa-
tions about finances can lead to even more
difficulty down the road.

While dementia interferes with a per-
son's daily functioning, in the initial stages
a person with dementia is still capable of
making decisions and sharing preferences.
It’s important to determine your loved one’s
wishes early on – from long-term care to
handling day-to-day expenses. By under-
standing the state of their finances today
and how they would like money to be
managed going forward, you’ll be in a bet-
ter position to provide more direct help as
needed by your loved one.

A common mistake made by family
members trying to help a parent with
dementia is to ask a barrage of questions to
gather information. When that happens, the
parent can become defensive and embar-
rassed about the inability to remember
facts.

Instead, strive to conduct a conversation
that allows your loved one to feel comfort-
able and encourages them to point you in
the right direction on topics such as where
accounts are located, what money is avail-
able for expenses, and preferences for
future care and estate planning. People
with dementia often have the ability to
remember information – such as where
money is saved, their insurance coverage,
etc. – even when they have less ability to
decide on the best actions to take.

Reassure your loved one that you’re
there to help. Everybody has a personal
preference when it comes to managing

finances. Make sure you understand your
loved one’s preferences by asking “Does
this work for you?” rather than judging pref-
erences.

Help Organize Financial, Legal Documents
When it comes to helping a family

member with finances, information is vital.
Offer to spend time reviewing personal
finances – determine income, savings,
assets and insurance – and ensuring legal
documents are in place, including a power
of attorney, health care directives and a
will.

At that same time, help prepare a sum-
mary of expenses faced today and going
forward when costs associated with the dis-
ease increase. Begin to identify what’s
needed to best meet your loved one’s wish-
es. You may find an insurance policy that
covers an in-home care provider or long-
term care needs, which will help avoid
overbuying insurance.

Build a System of Advocacy, Safeguards
As dementia takes hold, the risk of your

loved one making a mistake, such as forget-
ting to pay a bill, increases. Establishing
processes such as automatic bill payment
can help. Yet more important is a system of
advocacy – people who can keep an eye
on financial decisions and gradually
increase the level of support provided as
needed.

Look for ways to watch over your loved
one’s financial decisions – such as deter-
mining if a financial services provider
enables a third-party to receive copies of

account statements and spending alerts.
Also, find ways to make it easier for your
loved one, such as consolidating accounts
and setting a time each month to review
bills to be paid.

Form aTeam of Supporters
While family and friends can provide

primary support, they often don’t have an
objective viewpoint and skills to meet all
the needs of a family member with demen-
tia. It’s a good idea to have a team of pro-
fessionals to consult for help. Work with
your loved one and family members to
identify the resources you collectively
need, such as a care provider, accountant,
attorney and financial services provider.

While the prospect of caring for a loved
one with dementia can be challenging, tak-
ing these steps can help make managing
finances easier, and support you in provid-
ing the care your loved one needs.

Denise Carriero is
senior vice president
and regional trust
manager for the Wells
Fargo Private Bank.
A 25-year veteran of
the financial services
industry, she oversees
a team of trust and
fiduciary specialists,
including elder serv-

ices specialists. Contact her directly via
Denise.m.carriero@wellsfargo.com, or at
(805) 777-8375.
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Serving as Financial Caregiver When
Dementia Affects a Loved One
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By Rodney Fingleson

You might think that buying new or
used equipment for your business
would be out of the question these

days. However, two Acts that passed in
2010 (The Tax Relief, Unemployment
Insurance Reauthorization and Job Cre-
ation Act of 2010 and The Small Business
Jobs Act of 2010) can affect the ability to
expense equipment and save your busi-
ness money. These Acts provide tax
incentives that allow businesses to imme-
diately write-off much of the cost of fixed
assets instead of having to depreciate
them over time. By working with your
lender and obtaining an equipment loan
using an Equipment Finance Agreement
(EFA) and having the option to immedi-
ately expense the costs of equipment pur-
chases, a business could pre-fund its loan
for several months.
Many businesses might be able to

deduct the entire purchase price of the
equipment. These deductions are in place
for the 2010, 2011 and 2012 taxation
years, with the greatest tax savings taking
place in 2011.
These Acts allow for:

Section 179 expensing for qualified real
property acquisitions up to $500,000 for
tax years beginning in 2010 and 2011. The
maximum equipment purchase being
$2,000,000. In 2012, up to $125,000 of
qualifying assets may be expensed with a
$500,000 investment limit. The Acts also
extend the treatment of off-the-shelf com-
puter software as qualifying property if
placed in service before 2013. In addition,
qualified Section 179 property includes up
to $250,000 of the cost of qualified lease-
hold improvement, restaurant and retail
property.

FirstYear Bonus Depreciation allows a
taxpayer to claim 100% first-year bonus
depreciation on the cost of qualified proper-
ty when purchased and placed in service
after September 8, 2010 and before January
1, 2012. 50% first year bonus depreciation
may be taken for assets acquired and placed
in service during 2010, prior to September
9, 2010. Bonus depreciation may be taken
as additional depreciation on qualified prop-
erty (new equipment) after having expensed
immediately part of its cost.
Below is an example of the purchase of a

$550,000 piece of equipment using section
the179 deduction and bonus depreciation:

2011 eligible new equipment purchase:
$550,000
• First year write-off using
Section 179 = $500,000
• First year bonus
depreciation = $50,000

• Total first year deduction = $550,000
• Tax Savings at
30% tax rate = $165,000

Working with your bank to finance your
equipment at a purchase price of
$550,000:
• $550,000 with a
5 year loan at 8% = $669,121
total principal plus interest
• Monthly loan payments = $11,152
• Section 179 deduction and
bonus depreciation of $165,000

= approximate prefunding of
loan for 15 months

To qualify for the current Section 179
deduction, equipment must be purchased
and put into use between January 1, 2011
and December 31,
2011. Eligible
equipment
includes, but is not
limited to equip-
ment purchased for
business use, busi-
ness vehicles, com-
puters and "off-the-
shelf" computer
software and office

equipment/furniture.
Businesses interested in taking advan-

tage of Section 179 deductions and bonus
depreciation on equipment purchases
should contact their lenders and tax con-
sultants.

Rodney Fingleson is Chairman of
Gumbiner Savett Inc. He has been in the
U.S. accounting industry for almost 30
years where he has assisted private compa-
ny clients with both tax and accounting
services, management and financial con-
sulting, and purchase and sale negotiations.

Gumbiner Savett Inc., is an accounting, tax
and business advisory firm located in Santa
Monica. For more information, call
(310) 828-9798 or visit www.gscpa.com.

Mr. Fingleson recently drafted this article
for Mission Valley Bank to share via the
Bank’s Community and Client Financial
Education efforts. If you found this article of
interest, visit www.missionvalleybank.com,
and subscribe to MVB’s eNews to view and
receive additional, timely and informative
financial information right to your inbox.
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Use The Tax Relief Act to
Save on Your Equipment Loan
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By David Orr

SBA Loans offer flexible terms and
competitive rates – plus, because
they are partially guaranteed by the

U.S. Small Business Administration, loan
terms can frequently be extended longer
than with conventional commercial
financing. This makes it easier for your
business to qualify.

SBA Loans come in several programs,
but the two most common programs are:

1. SBA 7(a) program provides financing
to businesses for: Business expansion or
acquisition; The purchase of major business
assets including machinery with up to
100% financing and owner occupied real
estate with up to 90% financing; Long term
working capital. Loan amounts go as high
as $5 Million. Repayment terms are up to
10 years for working capital, 15 years for
machinery and equipment, and 25 years
for real estate. SBA 7(a) loans are fully
funded by the lender, but supported by a
government guaranty from the SBA of up to
90% of the loan amount.

2. SBA 504 program provides financing
for the purchase of major business assets,
usually owner occupied commercial real
estate or machinery and equipment. Loan
amounts generally go up to $5.5 Million.
Repayment terms are up to 25 years for real
estate and 15 years for machinery and
equipment. Down payments are as low as
10%. SBA 504 loans come in two por-
tions: Your lender provides a standard loan
for typically 50% of the purchase price or
appraised value; A second loan of up to

40% is provided via a government backed
bond issue.

Many businesses are eligible for SBA
financing if they meet the right criteria.
Businesses must be established and based
in the United States; a corporation, limited
liability corporation, partnership, or sole
proprietorship that operates for profit.
Owners must be actively involved in the
business operations and occupy 51% or
more of existing commercial property
when financing real estate or occupy 67%
or more of completed property when
financing construction

Applying for any loan can be intimidat-
ing but it helps when you know the
process. The following are some of what
you need to know and do to begin the
process. It’s also helpful to know what fac-
tors influence the decision of a lender
when your application is reviewed. So how
do lending institutions assess your applica-
tion? The answer generally depends on the
type of funding you are seeking and what
assets you can provide for collateral. Busi-
ness loan applicants must have a reason-
able amount invested in their business. This
ensures that, when combined with bor-
rowed funds, the business can operate on a
sound basis. Working Capital and Collater-
al are two important factors in evaluating
an application. Working Capital is defined
as the difference between current assets
and current liabilities. Collateral is an
additional form of security which can be
used to assure a lender that you have a sec-
ond source of loan repayment. Assets such
as equipment, buildings, and accounts

receivable are considered types of collater-
al.

Once you have decided to apply for an
SBA loan, you will need to collect the
appropriate documents for your application
(bank statements, property deeds, financial
statements, tax returns, etc.). When your
documents are in order, you should
approach banks and other lenders that offer
SBA loans. Manufacturers Bank is a Pre-
ferred National Lender. Many financial
institutions have dedicated departments
and personnel ready to assist you with the
SBA lending process. Not all lenders are
the same. Going into a loan process with
all of the proper and up-to-date information
at hand not only speeds what can be a
lengthy process, but also gives the loan offi-
cer a positive initial view of the client.
Come in prepared so that you can explain
where you've been and where you want to
go. Put a package together that includes
three years of business tax returns, three
years of personal tax returns on all owners
of a business, a current balance sheet and
an income statement that is no older than
90 days. Also include your current receiv-
ables and payable aging and one or two
pages explaining the reason you need to
borrow the money, what sales look like
going forward and how the money will be
paid back. For a commercial real estate
purchase, provide property information
such as a purchase contract or escrow
agreement and a tax bill.

Small Business Administration Lending
guideline are enhanced and changed fre-
quently to reflect current economic needs.

While SBA loans are typically used for
expansion and acquisition, under certain
circumstances, they can be used to refi-
nance existing debt. Notably, and in recog-
nition of looming issues in the commercial
real estate refinance market, Congress
recently expanded the scope of the SBA
504 program to allow the product to be
used for owner occupied commercial real
estate refinance. In February, SBA imple-
mented a temporary refinancing program
enacted under the Small Business Jobs Act
of 2010. This program was further
enhanced in March to allow small busi-
nesses facing maturing commercial real
estate mortgages or balloon payments, to
refinance with an SBA 504 loan. The SBA
504 refinance program allows more small
businesses to secure stable, long-term
financing and avoid potential foreclosure
on mortgages approved before and during
the recession that were based on inflated
real estate values.

The Small Business Administration web-
site is very robust and provides potential
borrowers with a wealth of information at
www.SBA.gov.

David Orr is
Senior Vice President
& Regional Manager
of Manufacturers
Bank. For more
information,
contact him at
(818) 380-0909 or
dorr@manubank.
com.

Should You Try an SBA Loan?
Banking & Finance

By Tim Weaver

Many small companies suffer from
the same critical problem: a lack
of adequate, ongoing working

capital. The usual cause: cash flow gaps
that occur between the time of the sale of
a product or rendering of a service and
customer payment.

Unfortunately, many of these small busi-
nesses suffer the frustration of being denied
a business loan or line of credit from a tra-
ditional bank. The reason for these rejec-
tions is that most conventional banks
underwrite the requests guided by histori-
cal cash flow and balance sheet strength.
If the business doesn’t qualify, it is forced to
seek financing from a non-conventional
source, usually a high-priced factoring
company.

The United States Small Business
Administration (SBA) has a loan program to
help with this frustration: SBA CAPLine.
This program is relatively unknown as few
lenders choose to participate because of
the high risk associated with the product if
not properly managed. In 2007, Celtic
Bank chose to offer the SBA CAPLine to
their borrowers. At Celtic Bank the most
popular CAPLine program is the Standard
Asset-Based Line.

Standard Asset-Based Line: This pro-
gram provides a line of credit based on the
assets of the business and is specifically
designed for businesses unable to meet
credit standards associated with long-term
financing. Inventory and/or non-fixed
assets may be taken as collateral and the
underwriting for this product is much more
flexible in regards to historical cash flow

and debt service coverage than a conven-
tional bank program. It provides financing
for cyclical growth, recurring and/or short-
term needs. Repayment comes from con-
verting short-term assets into cash, which
is used to pay back the lender. Your busi-
ness can continually draw from this line of
credit, (based on existing assets), and repay
as the cash cycle dictates. Typical indus-
tries Asset Based loans work best for are:
Apparel, Consumer Electronics, Food
Products (excluding produce), Staffing, IT
Consulting, Janitorial services,
Trucking/Transportation, other service ori-
ented companies, as well as manufacturers
or warehousers of most products sold to
distributors and/or retailers.

ExportWorking Capital Program: This
program while slightly different than the
SBA CAPLine program, is essentially used
for the same function but involves foreign
transactions. There are few companies that
fit into this program but it can provide tem-
porary working capital for businesses that
export goods and services. The line may be
used for daily operating expenses such as
paying suppliers, inventory or production
of export goods for transactions related to
exporting purposes. Good candidates for
an Export Working Capital Line are high
volume international exporters. In order to
qualify for the Export Working Capital
program, the business must have credit
insurance that covers foreign accounts
receivables.

CAPLines in general use a formula of
eligible accounts receivable and inventory
to calculate the appropriate lending
amount. The CAPLine program or the
Export Working Capital program are great

alternatives to traditional ‘factoring’ which
can be much costlier. As with most SBA
loans there are some associated fees as
well as marginally increased interest rates
to obtain this line of credit; the fees and
interest are used to help offset the risks
associated with irregular borrowers. Taking
this into account, a CAPLine or Export Line
will usually remain the least expensive
option over a typical factoring line which is

usually double the
interest rate or more.

TimWeaver is
with Celtic Bank.
For more information,
please contact
him directly at
(818) 483-5630.

A Loan Program to Ease
Small Business’ Frustrations

your appointed appraiser is professionally
educated about home prices and sales in
your area as an inaccurate appraisal will
certainly present another delay.

Next, you need to be prepared that the
lender will request copies of almost every-
thing except your first-born. Your income
tax returns, pay stubs, investment account
statements, bank statements and proof of
any other income you have will be
required. My advice to prevent delays dur-
ing this stage is to have copies of everything
ready before you apply for your loan.

Finally, whatever you do, don’t make a
big purchase on credit anywhere near the
time that you’re applying for a mortgage
loan. The lender will run your credit right
before the close of escrow and a debt
appearing during the escrow period may
lower your score or cause your overall debt
to increase which, in turn, can throw off
the approval.

Don’t get me wrong, it’s a great time to
buy a home or refinance, just do yourself a
big favor and prepare for the process to
take a minimum of 30 days. Prepare your
documents before applying for a loan. And
remember, your mortgage professional
wants to close your loan for you as quickly
and seamlessly as you, so we’ll do every-
thing in our power to move the process
along, as expediently as is reasonably pos-
sible. Happy house hunting!

Marnie Nemcoff is the Vice President of
Marketing for Matadors Community Credit
Union (MCCU), a full-service, not for profit
financial institution serving the San Fernan-
do Valley since 1963. MCCU has been
named Best Bank/Credit Union three years
in a row by the L.A. Daily News. They have
branches in Northridge and Chatsworth.
For more information, please contact
MCCU at (818) 993-6328 or go online to
www.matadors.org.
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The country's economic health is
steadily improving and on a path to
sustained economic expansion in

2011, according to the Economic Adviso-
ry Committee of the American Bankers
Association.
"The economy is transitioning from

reliance on monetary and fiscal stimulus to
a sustained expansion in the private sector.
Businesses and consumers are feeling more
confident about the economy, and job
growth will accelerate as layoffs diminish
and small business hiring picks up," said
Stuart G. Hoffman, acting committee chair-
man and chief economist of PNC Financial
Services Group Inc.
Private sector job growth will improve

this year and accelerate toward the end of

2011. While total job creation was disap-
pointing in 2010, the economy did experi-
ence 12 straight months of private-sector job
growth. The EAC foresees another 2.1 million
new jobs in 2011, well beyond the 1.1 mil-
lion new jobs the economy added in 2010.
Consumer and business spending will

pick up along with job growth, the EAC
said. Strong exports and capital expendi-
tures will also continue to fuel the expan-
sion, even as weak housing and state and
local government financial difficulties
restrain the pace of expansion. With con-
sumer spending strengthening, along with
strong business capital equipment spend-
ing, the EAC expects real GDP to grow by
3.3 percent in 2011.
Job growth will push the unemployment

rate down close to nine percent by year

end. "There are still too many people unem-
ployed and even growth in real GDP of 3.3
percent will take only a moderate bite out
of the unemployment rate. Even stronger
private-sector employment growth is need-
ed if we are to achieve a self-sustaining eco-
nomic expansion," said Hoffman.
The committee believes the downside

risks and upside potential are balanced.
Downside risks to the forecast include
much higher oil prices, state and local gov-
ernment financial woes and sovereign debt
problems in parts of Europe. Wealth gains
from a rising stock market, stronger global
growth fueling exports, and vastly
improved corporate balance sheets are pos-
itive factors that could stimulate economic
growth faster than the committee's forecast.
The EAC predicts that in 2011, loans to

consumers will expand by 2.7 percent and
loans to businesses will grow by 4.3 per-
cent. "Bank lending is growing and will
help finance the economic expansion," said
Hoffman.
The committee's consensus is that con-

sumer price inflation will remain tame this
year, in the 1.0-1.5 percent range. The
group does not expect the Fed to raise its
federal funds rate this year. The bank econ-
omists expect the Fed to complete its $600
billion in "quantitative easing" in the first
half of this year, and not initiate another
round of Treasury security purchases.
"Low inflation rates have given the Fed

the necessary flexibility to implement this
stimulus and thereby support faster econom-
ic and job growth this year," said Hoffman.
The EAC consensus is that while short-

term interest rates will remain virtually
unchanged, the 10-year Treasury note rate
is expected to rise slightly from 3.3 percent
to 3.7 percent by year end. The 30 year
fixed mortgage rate is expected to rise from
4.8 percent to 5.3 percent by year end.

Information for this article was provided
by the American Bankers Association. The
ABA represents banks of all sizes and char-
ters and is the voice for the nation's $13 tril-
lion banking industry and its two million
employees. Learn more at aba.com.
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Pick-up in Private Sector Job Growth Forecasted

VICA is pleased to announce the newest inductees
into the 

San Fernando Valley Business Hall of Fame
presented by Wells Fargo and Thomas Properties Group

Join VICA as we honor these community leaders!

Call 818.817.0545 or visit www.vica.com for more information
Sponsorships available!

Thursday, June 9
6-9:30 p.m.

Sheraton Universal Hotel
333 Universal Hollywood Dr.

Universal City

The automated teller machine (ATM)
revolution has made banking more
convenient today than ever before.

With the touch of a few buttons, you can
withdraw cash, make deposits and trans-
fer funds virtually anywhere an ATM is
located.
The Bank's Role
To ensure customer safety at ATMs,

banks are putting ATMs in areas that are
visible by passers-by, trimming landscape
to prevent potential criminals from hiding,
and installing or upgrading lighting that is
bright enough for use at night.
Some banks also have installed cam-

eras, rear-view mirrors, panic buttons and
special signs. And most banks limit the
amount of cash that can be withdrawn on
a daily basis.
The Customer's Role
Bank customers should always use

common sense when using an ATM. These
tips are a start, but the best advice is simply
not to use an ATM if you feel at all uncom-
fortable doing so. ATMs provide conven-
ience, buy they haven't replaced the bank
teller. If you prefer, conduct your business
in the bank lobby.
Exercise care when using an ATM, and

follow these general rules:
Protecting Your ATM Card
• Always protect your ATM card and

keep it in a safe place, just like you would
cash, credit cards or checks.
• Do not leave your ATM card lying

around the house or on your desk at work.
No one should have access to the card but
you. Immediately notify your bank if it is
lost or stolen.
• Keep your Personal Identification

Number (PIN) a secret. Never write it
down anywhere, especially on your ATM
card.
• Never give any information about

your ATM card or PIN over the telephone.
For example, if you receive a call, suppos-
edly from your bank or possibly the police,
wanting to verify your PIN, do not give that
information. Notify the police immediately.

Information was provided by the ABA
Education Foundation.

ATM Safety



Finding the right personal bank means
assessing your needs first. Whether
you're looking for a new bank or just

want to evaluate how well your current
banking relationship is meeting your
needs, answering the following questions
can help you identify your "banking per-
sonality" and perhaps make your shopping
a bit less of a chore.

1.What is your goal in establishing a
banking relationship? Answers may include
"to save money," "to have a checking
account," "to get a loan," or all of the above.

2. How much money can you keep on
deposit each month and how many checks
will you write? This will help you figure out
how complex or simple an account you
might need. "Packaged" or "multi-service"
accounts offer a variety of services for one
fee, while "no frills" accounts offer a mini-
mum number of services at an extra-low
price. Other accounts might be designed
cafeteria-style: you choose from a variety of
services and pay as you go.

3. Will you be buying a home or car or
making another large purchase in the near
future? You'll want to find out about the
variety of loan products offered.

4. If you hope to save for a big expense
or toward your child's (or your own!) future
education, you'll also want to find out how
many savings products are offered. Many
banks now offer uninsured investments,
such as mutual funds, as well as the more
traditional insured deposit accounts.

5. What time of day do you expect to do
most of your banking? Some people prefer
to visit the bank during their work hours,
while others prefer a bank located close to
home that they can visit over the weekend.

6. Do you like the convenience of auto-
mated teller machines and other types of
electronic services — like banking through
your personal computer, or do you prefer to
deal directly with bank personnel? Answer-

ing this question will help you determine if
you'd be happier at a bank with an exten-
sive branch network emphasizing regular,
evening, or weekend hours, or one that
focuses more on electronic services like
ATMs and PC banking.

Now that you have the answers to these
questions, call or visit several banks near
your home or office — more and more
banks even offer information over the Inter-
net. Shop your current bank first if you
think your relationship isn't all it could be.

Perhaps they have introduced new
accounts or services you aren't even aware
of that would better suit your needs. Let
them know if the level of service or conven-
ience don't meet your expectations and
give them the opportunity to design a rela-
tionship that works for you.

Compare fees and service charges at the
banks you're considering, as well as inter-
est rates on loans and deposit accounts.
What does each charge for services like
cashiers checks, safe deposit box rental
and ATM use?

Because price isn't the only — or even
most important — factor for most people in
choosing a bank, take a minute to think
about how comfortable you feel at each
institution. Are your questions answered
quickly and accurately? Do customer serv-
ice personnel offer helpful suggestions?Will
the hours and locations save you time and
meet the demands of your lifestyle?

Finally, look for an institution that is fed-
erally insured. This means your deposits
will be protected by the FDIC. The FDIC
has temporarily raised its coverage amount
from $100,000 to $250,000 per depositor
per insured bank through Dec. 31, 2013
(IRAs and certain retirement accounts are
protected up to $250,000.) Look for FDIC
stickers on bank doors and teller windows.

Information provided by the ABA.

AN ADVERTISING SUPPLEMENT TO THE SAN FERNANDO VALLEY BUSINESS JOURNAL April 11, 2011 29

Bob Jones, Secretary/Treasurer Rod Jones, CEO President

Member FDIC  | 0411

1-877-4-CBBANK

www.cbbank.com

Jones Lumber Company is a full service and building materials supplier providing fast,  
quality service to commercial contractors, professional builders and industrial clientele 
for over 80 years in the Southern California area.

Finding The Right Bank
For Your Family

Banking & Finance

Credit Dos and Don'ts
DO know the power of credit. Banks

look at your credit history as an
indication of your future financial

behavior. By using credit wisely, you can
build a good credit history making it easi-
er to get loans with low interest rates, rent
an apartment, purchase a car or home,
and may even help you get a job.

DO read the fine print on the credit
application. The application is a contract,
so read it carefully before signing. Credit
card companies are very competitive so
interest rates, credit limits, grace periods,
annual fees, terms and conditions may vary.

DO pay at least the minimum due and
contact your creditor if you have trouble
making payments. This will help you to
avoid late fees and a rising APR. To pay off
your balance quicker, pay more than the
minimum due. If you are unable to make
the minimum monthly payments, let your
creditor know so they can work with you to
create a more manageable payment plan.

DO be wary of anyone who claims they
can "fix" your credit report. The only thing
that can fix a credit report is time and a pos-
itive payment history.

DO order a copy of your credit report
annually. You have the right to know what
is in your credit report. The Fair Credit
Reporting Act requires each of the three
major credit bureaus to provide you with a
free copy of your credit report at your

request each year. To get a free copy of
your credit report, visit www.annualcred-
itreport.com.

DON'T feel pressure to get a credit card.
If you don't want one, you have the right to
say "no." Under the new CARD Act 2009
consumers aged 18-21 cannot be solicited
for credit. If you no longer wish to receive
prescreened offers, opt out by calling 1-
888-5-OPTOUT (1-888-567-8688) or visit
www.optoutprescreen.com.

DON'T pay your bills late. Late pay-
ments can affect your credit rating and
increase your balance.

DON'T spend more than you can afford.
DON'T ignore the warning signs of cred-

it trouble. If you pay only the minimum
balance, pay late, use cash-advances to
fund daily living expenses or transfer a lot
of balances you might be in the "credit"
danger zone. Talk to a financial counseling
organization to regain control of your
finances.

DON'T share your credit card number.
Never give out credit card or personal infor-
mation if you have not initiated the transac-
tion. Be aware of identity theft and phishing
scams that ask for credit card numbers. If
you suspect that your identity has been
compromised, file a complaint with the
Federal Trade Commission by calling 1-877-
ID-THEFT (1-877-438-4338); TDD: 202-
326-2502, or visit www.ftc.gov/idtheft.
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