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The singular force that drives our business

Relationship



We believe relationship banking is about holding our 

customers and our communities at the core of all that

we do. It begins with exceptional customer service, but

is much more. Relationship banking means engaging with customers,

helping businesses and individuals prosper, maximizing opportunities

for our customers, and investing in our communities. Relationship

means knowing our customers and anticipating needs so that we

provide the right services when a young family wants to buy a first

home, when a business owner prepares to expand overseas or buy

an office building, and when a client plans for retirement. Relation-

ship is about all of these things, but mostly it’s about trust. We feel

honored that more than 1.6 million families and organizations trust

us as their financial services provider. We are committed to managing

our business in a way that keeps our customers at the core of what

we do and earns their trust. We are a proud member of the BNP

Paribas Group, a global leader in banking and financial services and

one of the strongest banks in the world, rated AA by Standard &

Poor’s. As part of a group of companies that operates in 84 countries,

we are able to provide our customers the expertise and strength 

of one of the world’s most respected financial services companies.
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Bank of the West benefitted from a combination of 

positive factors in 2010. Our strong financial condition

and capital ratios allowed us to continue to be a reliable 

financial partner through the crisis and to attract 

additional business from new and existing customers.

We are honored by the trust that over 1.6 million 

families and organizations have placed in us as their

financial partner, and are committed to maintaining 

a relationship that is worthy of that trust with each of

them. The vitality of our franchise was demonstrated by

our nearly four percent growth in consumer households

and our core deposit growth of 11 percent. We are

strongly committed to being a “relationship” bank, 

and the decisions of our customers to deepen their 

relationships with us are the highest expression of their

satisfaction and trust.

As the US economy began to recover, we were able 

to assist our customers in rebuilding their savings and

investing in their businesses. Commercial loan demand

remained slow in 2010, but increased late in the year,

and our small business lending increased dramatically.

Commercial deposits were solid throughout the year

and were up by 18 percent over 2009. Support services

for commercial clients, including cash management,

corporate cards, capital markets and foreign exchange,

also experienced meaningful increases over the 

prior year.

We also are fortunate to offer our customers access to

the range of capabilities of our parent company, BNP

Paribas, which is one of the largest banks in the world

Message from
the Chairman
& CEO
All of us at Bank of the West offer our 

thanks to our customers, clients, community

partners and colleagues. We all can take

pride in our good performance in 2010,

posting four quarters of solid and steadily 

rising profitability, delivering award-winning

customer service and positioning the Bank

for continued success in the future.



with assets of $2.7 trillion at year end 2010. The 

financial crisis of 2008 and 2009 reinforced the 

lesson that asset size alone does not guarantee 

financial strength. BNP Paribas offers the outstanding

combination of not only being a global bank with a

presence in more than 80 countries,

but also being one of the strongest

banks in the world, rated AA by

Standard & Poor’s.

Our relationship approach to 

banking was recognized once again

in 2010. J.D. Power and Associates

ranked Bank of the West “Highest 

in Customer Satisfaction with Retail

Banking in California” – the third

year in a row that Bank of the West has received this

award in the region. Our business banking services were

recognized by the prestigious consulting firm Greenwich

Associates for excellence in both small business and 

middle-market business banking. We are inspired by

these awards and appreciate the recognition of our 

colleagues’ efforts. We are collectively committed to 

delivering an excellent banking experience today and 

to maintaining our differentiated customer service.

At Bank of the West, we believe that our people are a

competitive advantage of the organization and that an

exceptional team is essential to supporting clients in our

relationship-based business model. During the past year,

I was pleased to welcome a number of new members 

to the Bank, most especially our President and Chief 

Operating Officer Maura Markus. Maura joined us 

with 22 years of domestic and international banking 

experience as well as a true passion for the foundations of

exceptional service and relationship-based banking that

have made Bank of the West successful. We also were

proud to welcome four new directors,

Richard Daniel, Michael Drake, 

Geraldine Knatz and Tim Taylor, 

who bring impressive judgment 

and experience, as well as 

geographic diversity to guide 

our strategic growth.

In 2010, we began to see welcome

signs of economic growth, which 

are so important to the financial 

well-being of our customers and communities. The 

continued positive performance of our core businesses,

our practice of sound credit decisions and continued 

investments in our infrastructure, combine to provide 

us with a strong platform for delivering the very best 

in products and services and contributing to the future

growth and success of all of our customers.

J. Michael Shepherd

Chairman and CEO

March 31, 2011

Bank of the West 

financial results

strengthened 

meaningfully

throughout 2010.
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COMMERCIAL BANKING

Our consultative approach to banking is designed to 

anticipate our customers’ needs and to support their

long-term financial health. As a relationship bank, 

we offer our middle-market commercial clients a full

range of credit and deposit solutions, with expertise 

in agribusiness, equipment finance, commercial real 

estate, government banking and church finance. Our

commercial bankers are based in cities throughout 

our 19-state retail footprint, and we also have a 

representative office in New York City.

Our National Banking division provides full 

relationship banking for companies with 

revenues of $50 million and up. Many large 

customers like General Atomics Aeronautical 

Systems, Inc. and AVID Health have benefited

through our syndication of larger loans with

other banking partners, including our parent. 

Partnership with our parent, BNP Paribas, 

provides an added dimension of global advisory

expertise and service value. Through the BNP

Paribas Global Trade Network, for example, we

provide efficient trade finance in 54 countries. 

In many cases we coordinate with BNP Paribas in 

supporting the needs of domestic and multinational

clients. In 2010, we enhanced this effort,  meeting 

new product and service needs of BNP Paribas’ U.S. 

corporate customers, and making available BNP Paribas

products, such as market-linked FDIC-insured CDs, to

Bank of the West customers. BNP Paribas has a large

presence in the energy industry, a field where we serve

middle-market partners. To meet demand generated by

the growth in oil drilling in the Williston Basin of North

“As we grew we noticed that our former bank really

didn’t care, and after we’d spoken to several others,

Bank of the West came with a team, with questions

about us, our goals and passions, our history in 

aviation, what makes us tick. Our deal closed quickly

and seamlessly. They’ve become a strategic partner;

they own our growth vision as we do and anticipate

what we need next – terrific service. There’s a sense 

of enthusiasm. They really live ‘relationship banking’

– that’s rare.”

Kathryn Brewer is CFO of Leading Edge Aviation Services, the leading painting

company for America’s airlines, and a new customer in 2010. 

Relationship banking creates a business

partnership that fosters mutual benefit

and success.

Maximizing
opportunities for
our customers
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Dakota, Denver-based drilling pipe provider CTAP LLC,

our customer since 2005, sought an increase in its line

of credit to augment inventory and working capital.

Our intimate knowledge of the business enabled us to

grant the increase. CTAP CEO Duke

Altschuler has been pleased with

the relationship. “This bank really

knows our industry and our 

business,” he says. “They are 

a true partner in our business,

which is quite dynamic and requires

close attention to inventory and

cash flow.”

SPECIALIZED BANKING

In addition to providing general commercial banking

services, we have developed expertise in a number of

market niches in which we believe in-depth knowledge

and experience greatly benefit our customers.

Our extensive experience in equipment finance 

includes manufacturer leasing programs across 

industries as well as lease portfolio servicing and back- 

office processing. In 2010, we worked with Seth Eisner,

General Manager of Microsoft Financing, to establish 

a relationship with Microsoft Corporation to service 

its large vendor lease portfolio.

“We selected Bank of the West on the basis of their 

experience, systems, financial strength and reputation,”

he says. “The standards of service required by Microsoft

and our customers dictate we partner with a highly 

experienced portfolio manager and servicer with 

sophisticated systems and the 

flexibility and detail in reporting 

that a large portfolio requires.”

With a portfolio of $3 billion in 

agriculture loans, we are the #2

agribusiness commercial bank in 

the country, and we maintain a 

significant presence in the nation’s

most productive farming regions. 

We believe steady support for our

clients in all economic conditions is critical to building

trusting relationships. We serve the needs of food-

related businesses from organic farms such as Pacific

Ridge Farms growing strawberries and vegetables in

Ventura County, California, to the international cash

management and financing requirements of Diamond

Foods, one of the nation’s largest

processors of nuts, potato chips,

popcorn and other snack foods. 

“The partnership we forge with each customer enables us to tailor 

solutions that address a company’s total spectrum of financial 

needs. This consultative relationship approach sets us apart. We

combine this relationship approach with award-winning cash 

management service, strong capital markets product knowledge 

and expertise in particular market segments including agriculture, 

real estate, government and church banking.”

Mike Stead, EVP/ Capital Markets

As the nation's #2

agribusiness bank, 

we have a strong 

presence in key

farming regions.
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COMMERCIAL BANKING

We support greenhouse businesses nationwide, 

including Florida’s Costa Farms, and a wide variety of

nut and tree fruit growers and processors. From a base

in Napa Valley, our wine industry experts finance and

support growers and wineries in California and the

Northwest. In the Plains states, we bring expertise to

the financing of livestock feeding, swine and poultry.

With a portfolio of $1.3 billion in loans, we are the 

nation’s leading specialty bank lender to

churches, and our thorough understanding of

the business dynamics of religious organizations

has produced a superb record over 20 years of

helping congregations develop facilities that 

further their ministries. Even during the recent

economic downturn, all of our church customers

were secure because their bank debt had been

prudently held at levels they could manage.

Our customers can also count on our deep 

experience in commercial real estate and 

construction, for both commercial and 

residential development. For a client taking 

advantage of the decline in land values, we 

financed in late 2010 a $21 million project for Beverly

Hills-based NK Studio City LLC to build a 125-unit

apartment complex in Studio City, California, to be

ready for occupancy in 2012.

Government banking, our newest special area of 

focus, develops public finance, cash management, 

and investment relationships in the public sector with

states, counties, cities and special districts. Government 

banking experts partner with branches to serve 

“The bank is our most important partner – we could

not have done what we’ve done without them. It’s a

relationship we have with individuals, people who

take time to understand what you do. If we’re buying,

subdividing or building, the bank is very well geared

to our timeframe. We use the whole bank – commer-

cial accounts, construction financing, credit lines, and

personal accounts of employees. Their technology has

kept up with our 500 partnerships – we have offices

all over the U.S. and they can assist us everywhere.” 

Edward P. Roski, Jr. is Chairman and CEO of Majestic Realty, one of the 

nation’s largest privately-held real estate developers and a 45-year 

Bank of the West customer. 

Large companies want their bankers 

to know their businesses and place

customer interests first.

Successful 
relationships are
built on trust and
outstanding service
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governments such as Sweetwater County and Natrona

County, Wyoming, as well as larger entities such as

states whose relationships are managed centrally.

DEPOSIT, CASH MANAGEMENT AND 

INVESTMENT SOLUTIONS

Our commercial banking solutions

extend well beyond lending. Many

companies turn to us for capital

markets, cash management, foreign

exchange and global trade services.

Our approach is to fully understand

each client company and its 

objectives in order to provide 

a customized solution for 

each customer.

In today’s business environment, optimizing the use of

excess operating capital is critical to profitability. Our

capital markets capabilities ensure that our commercial

customers have access to the best advice on how 

derivatives, fixed-income investments and depository 

solutions fit with their specific needs. From commercial

paper and money market investments to Treasury 

securities, CDs and bonds, our fixed-income team is

highly adept at safely putting corporate capital to 

productive use.

Working with our derivatives specialists, customers 

including a dairy in Visalia, California, a developer in

Omaha and a restaurant in San Diego took advantage 

of interest rate swaps to reduce their borrowing costs 

in an uncertain rate environment.

To support companies that operate internationally, we

provide custom foreign-exchange hedging solutions

and strategies to mitigate currency risk concerns.

Commercial credit cards are a valuable tool for manag-

ing business expenses. Collectively, our rapidly growing

commercial card customers spent

62% more on their cards in 2010

than in 2009, an indication that 

corporate spending is being 

managed more efficiently.

Cash management and treasury

services are critical for efficient 

companies. And just as they did 

in 2008 and 2009, more than

10,000 middle-market company 

executives provided feedback in the Greenwich 

Associates study that resulted in Bank of the West 

being awarded 12 prestigious business banking and

cash management awards.

Our customer-focused, full relationship model for bank-

ing enables the development of strong, results-oriented

partnerships between the bank and our middle-market

company customers. Whatever their financial and 

advisory needs may be, we are proud to play a part 

in making our commercial customers successful.

In today's business

environment, 

optimizing the use

of capital is critical

to profitability.
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SMALL & MEDIUM ENTERPRISE
BANKING

Business owners come to us for one overarching reason

– a trusted relationship. While every bank offers 

products and services designed to support small and

medium businesses, our approach is to listen to our 

customers and understand the opportunities and 

challenges they face. Our bankers are adept at 

combining professional and personal services in the

right mix to meet each business’s unique needs.

An 11-year customer, DataSafe, Inc. is an 

information management company serving the

San Francisco Bay Area. DataSafe completed two

major financings with us during 2010, including 

expansion of their warehouse. “Bank of the West

could have provided a conventional real estate

loan like any bank,” says owner Tom Reis. 

”Instead, their team took the time to understand

the intricacies of our project, suggesting a 

comprehensive arrangement – construction, 

real estate and equipment loans all under one

30-year bond, financed at rates half of those

available through a conventional loan.”

Throughout 2010, we expanded business 

banking services to keep pace with customers’ needs.

We added 23 business bankers in Los Angeles, San 

Francisco and Denver, and we anticipate continued staff

additions in 2011.

As a Certified Preferred SBA Lender, we guided many

businesses through the lending process for SBA loans

that range from $25,000 to $5 million. Dozens of client

companies were able to acquire offices, manufacturing

and storage facilities, while creating jobs to help 

communities recover. 

“When we were looking for a building to accommodate

our growing business, our agent recommended we talk

to Bank of the West about buying. As we started look-

ing into an SBA loan, others also recommended Bank

of the West. Our bankers were extremely helpful with

the SBA loan process. They understood the complexi-

ties of SBA lending, providing electronic documents

and signatures, which was how a technology-oriented

company like ours wanted to do business.”

Erik Orton, owner of Commstructure Consulting, a telecommunications 

consulting firm in Oregon City, Oregon, bought a historic commercial building

on Main Street.

Economic growth depends on the ability of

entrepreneurs and midsized firms to secure

the capital to build their dreams. 

Helping
businesses and 
individuals prosper
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LifeQual is a mental health services business in Portland,

Oregon. Founder and owner Vijay Shankar sought to

purchase a building to expand his practice and better

serve his community.  “Commercial real estate loans

typically take 60-90 days to complete,” he says. 

“The seller gave me 30 days to

close, or the deal was off the table.

My team at Bank of the West

worked nights and weekends to 

hit this deadline. The bank really

went the extra mile for me.”

Our new SBA loans more than 

doubled in 2010 compared to

2009, as we helped our customers

understand that low interest rates and relatively low

property values, combined with government incentives,

made SBA loans particularly attractive.

Creation’s Garden Natural Products, in Valencia, 

California, sought a bank that could help it during 

a period of rapid growth. Company founder Dino

Guglielmelli wanted to work with a financially strong

bank that would be a consultative partner with flexible

lending options. Our team took the time to study his

company’s needs and to develop a package of services

for him. The bank’s customized credit proposal ensured

he would have the working capital his growing 

company needed and equipment financing to cut his

capital expenditure costs. The bank’s deposit, cash 

management and merchant services also provided the

one-stop shopping experience he prefers.

Our partnerships with customers

rarely end with a loan. These 

relationships generally include

checking and savings accounts, plus

credit cards and cash management

services that enable small and

medium-sized businesses to 

manage their cash flow – and their

business – effectively. Equipment

leasing and insurance are also available.

Small and medium-sized businesses are the cornerstone

of our communities and our economy. We have a long

tradition of building relationships with business owners,

whether they are entrepreneurs, franchisees, or partners

in a family business. As the economy recovers, we see

tremendous opportunities to continue lending, provide

deposit products and share tailored 

financial advice to help businesses 

evolve and thrive.

“How do we know our efforts to help customers’ businesses grow are working?

In addition to receiving awards for excellence in overall customer satisfaction

in small business/middle market customer service, and cash management

from financial consulting and research firm Greenwich Associates in

2010, we took great satisfaction in seeing our customers grow their

dreams into successful enterprises. We were honored to be with them

every step of the way.”

Matt Bierman, SVP/ Small Business Banking Manager

Our new SBA loans

more than doubled

in 2010 compared

to 2009.
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WEALTH MANAGEMENT

Supporting the sophisticated needs of individuals and

families with wealth requires both a deep understanding

of financial services and a strong desire to connect 

personally with clients to understand their goals and

partner in their achievement. 

Our private client advisors enjoy working with their 

customers at a detailed level to ensure that the 

critical foundation steps, including goal setting and

planning, are accomplished at the start of every 

relationship. With access to a broad team of 

subject-matter experts, advisors then coordinate

the design of a customized solution that 

efficiently integrates asset allocation, investment

management, trust services, retirement planning,

insurance and risk management.  

This team-based approach to meeting needs

helps ensure that our clients receive the best 

possible advice and a fully coordinated approach

to their financial services needs. Our approach

results in a positive client experience in addition

to better coordination of financial assets and 

liabilities, avoidance of unnecessary fees and 

a broad diversification of assets designed to optimize

clients’ portfolios and meet their unique short- and

long-term needs and goals.

Often the clients of our wealth management services are

entrepreneurs who appreciate the personal engagement

and creative solutions made possible through Bank of

the West. Todd Crosland of Salt Lake City is the founder

of Interbank FX, an online foreign exchange brokerage

that leads the industry in global accolades. Serving 

over 40,000 customers from more than 140 countries

“I can’t imagine banking anywhere else. I have multiple

personal and business accounts, including one with

BNP Paribas for European travel, and an investment

portfolio. I’ve had both business and home loans. My

business and life are inseparable, and the personal

service I receive from Bank of the West gives me peace

of mind that I never found in any other bank. The

bank takes very good care of me, my friends and my

family – my sister, my children and grandchildren are

all customers.”

Tilly Abbe has taught more than 10,000 young children in 40 years as founder

and owner of Ballet with Miss Tilly, San Francisco’s best-known ballet school.

Careful planning, advice and wise investments

protect principal and build upon it.

Providing
guidance on the 
journey to individual
financial goals
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worldwide, Crosland has partnered with us in financing

both his business and his personal needs. 

“Bank of the West has been particularly supportive of

my growing business as well as incredibly attentive 

in regard to my personal finances,” he says. “Their 

services inspire confidence, 

reliability and overall 

satisfaction, making it a very 

successful relationship.”

INVESTMENTS SERVICES

Serving the entire Bank of the

West retail banking network,

BancWest Investment Services

is a full-service securities 

brokerage firm and a subsidiary

of the Bank. With $6.8 billion

in assets under management, BancWest Investment

Services offers a broad range of investment and 

insurance products that assist clients in reaching their 

financial goals. Experienced financial advisors provide

access to mutual funds, managed money accounts, 

exchange-traded funds, market-linked CDs, life insur-

ance, IRAs, annuities, and services such as retirement

planning, investment allocation advice, educational 

savings planning and insurance needs analysis.

INSURANCE SERVICES

BW Insurance Agency, Inc. is a full-service insurance

agency and a subsidiary of the bank. Licensed to do

business in 49 states, insurance

professionals from the agency

provide customized insurance

solutions for each client. A full

range of personal and business

insurance coverage is supported

including: automobile, home-

owner’s, life, group health,

commercial property, general 

liability, bonding, and worker’s

compensation. Insurance 

services are offered through select Bank of the West

branches and dedicated agency offices in nine states.  

As a national independent agency, BW Insurance 

partners with insurance companies to offer our 

customers high quality 

insurance at a 

competitive price.

The team-based approach

to meeting needs helps 

ensure that our clients 

receive the best possible

advice and a fully 

coordinated approach.
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“Our Wealth Management model holds the client at the center

of everything we do. We understand that wealthy individuals

have unique financial needs and so the quality of the service

we provide, our solutions and our advisory services have 

all been designed to meet those sophisticated needs. Our 

private client advisors focus on planning and goal setting 

to provide customized solutions for the accumulation, 

preservation and management of wealth.”

Jim Fujinaga and Carolyn Paul, SVPs/Wealth Management



PERSONAL BANKING

We believe that our customers’ relationships with us

should be about more than entrusting us with deposits

and borrowing funds. We do those important things

well, but when you are a relationship bank you focus 

on helping people achieve their financial dreams, on

helping people manage their finances conveniently, on

helping people and their communities prosper.  

Relationship banking means talking with our customers

when and where they want. We demonstrate

commitment to diverse communities by the

breadth of our services and the many channels

customers can use to conduct business with us.

In 2010, we improved our online banking 

service. Online account openings jumped more

than 140%, and the number of customers using

our online bill pay service increased 10%. We

added a money transfer feature that allows 

customers to safely send money via email to pay

a landlord, a babysitter, or to split the restaurant

bill with friends. We introduced mobile banking

features that allow customers to check account

balances, receive alerts regarding account 

activity and transfer money between accounts. In a solid

affirmation that we are keeping pace with consumers,

20,000 customers signed up for mobile banking in the

first five months following launch. 

Customers want choices in managing their money, so

we are investing in online and mobile services as well 

as in telephone banking and ATMs. We continue to 

improve our access channels so that we can deliver

“When our home near Boulder was destroyed by 

wildfire, we lost almost everything except our clothes

and our indomitable spirits. The folks in the branch

weren’t just outstanding bankers who did our 

complicated home financing, but world-class friends

who gave me space in the branch as an oasis to get

our lives back. Manager Lisa Evans distinguished 

herself beyond measure and rekindled hope daily; we

laughed when tears were near. We have a relationship

with Lisa that I count on.”

Boulder native Doug Looney, at his new home, is a retired senior writer for

Sports Illustrated.

Personalized banking is the objective we strive

to achieve, offering service that acknowledges

individual needs.

Engaging
customers one
person at a time

12



through these channels the great customer experience

people appreciate in our branches.

When Dr. Eric Chapa decided to find a new bank he

called several. Each bank in Stockton, California, that 

he contacted referred him to their website for more 

information. When he reached

Bank of the West, he got personal

service from the outset. Branch

manager Penny Wong-Rogers took

the time to respond personally. It

was service Dr. Chapa wanted and

valued from our bank, and soon

after he transferred his personal

and business accounts.

Whether customers prefer to bank

with us in person, online, over the phone or on the 

go, we are gratified that they like the experience. For

the third year in a row, we were ranked “Highest in 

Customer Satisfaction with Retail Banking in California”

by J.D. Power and Associates in 2010. We are honored

by this award, and we work tirelessly every day to 

exceed customers’ expectations.  

PACIFIC RIM BANKING

Our Pacific Rim Banking Division provides multilingual

service for individuals and businesses through offices in

key U.S. cities and 19 specialized branches located in

Asian-American communities in California. Conducting

business in Mandarin, Cantonese, Taiwanese, Japanese,

Korean, Vietnamese and English, our nearly 200 Pacific

Rim relationship managers understand Asian national

and regional cultures and take pride in offering a full

range of domestic and interna-

tional products and services for

individuals and businesses.

We provide credit and deposit

services – including cash 

management, foreign 

exchange, and trade finance –

for many Asian-American 

entrepreneurs and business

owners with operations in both

the United States and Asia. To better serve U.S. client

subsidiaries of Asia-based companies, we operate 

representative offices in Tokyo and Taipei, allowing us

closer contact with our domestic clients’ corporate 

parents, subsidiaries and suppliers in Asia. 

We are growing to meet the demand

for our style of relationship banking.

We are passionate about serving 

customers, and that passion

sets Bank of the West apart.

“At Bank of the West we’ve made a commitment to provide an alternative

service delivery experience that’s just as satisfying as the face-to-face 

service in our branches.With our new mobile service, and upgrades to 

online, phone and ATM services, our customers tell us we’re succeeding”

John Finley, SVP/ Internet Banking Channel

Online account openings

jumped more than

140%; customers using

online bill payment 

increased 10%.
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CONSUMER FINANCE

Our prudent credit philosophy and transparent approach

to home loans, vehicle loans and credit cards provided

ready access to the credit our customers needed in 2010,

and helped dealerships, cardholders and homeowners 

recover and thrive in the aftermath of the downturn.

We’re very active in the field, serving more than half a

million customers.

CONSUMER LENDING

Sound underwriting, straightforward products 

and a personalized approach to mortgage lending

helped provide homebuyers and refinancing 

customers with extra confidence in an uncertain

environment. Our mortgage delinquency rate is

roughly half the industry’s 8.9% average.

Even in an unstable housing market, customers in

record numbers turned to us to help them buy

and refinance homes in 2010. Molly Schmidt

Nowara, a defense attorney in Albuquerque, 

financed her home with us in the neighborhood

where she grew up. Molly’s mortgage was also an

important milestone for us as it marked the first

time in a single year we had originated more than $2 

billion in new mortgages.

We saw our consumer credit card accounts increase 

by 17% in 2010, with a 24% increase in overall usage, 

and we are proud to share that our cards were already

aligned with most of the standards in the new federal

CARD Act, which became effective in 2010. Debit card

usage continued to rebound over the course of the year

in line with the trend of consumer spending.

“From the first moment I went to Bank of the West, 

I felt at home. Josh Sanchez, my mortgage loan 

officer, was absolutely excellent – he was accessible, 

professional, thoughtful, knowledgeable, efficient, 

patient, and enormously helpful. He is a joy to work

with and a tremendous asset to Bank of the West. 

But the superb service did not just stop at Josh –

every person I worked with at Bank of the West was

friendly, professional, and skilled.”

Attorney Molly Schmidt Nowara bought her first home in her favorite 

Albuquerque neighborhood, where she grew up and years later also 

went to law school.

Steady lending to meet consumer market demand

is tempered by careful risk management.

Balancing
prudent credit
standards with
ready access
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INDIRECT LENDING AND INVENTORY FINANCE

Bank of the West financing for cars, boats and RVs 

is available through more than 4,000 dealerships 

nationwide, including from Rich and Sons RV in Grand

Island, Nebraska, who more than doubled their RV loan

volume through us between 2009

and 2010. As the #1 RV lender 

in the nation, we help dealers 

maximize sales and respond to

changing market conditions. When

other lenders pulled back from the

automotive market, we remained

engaged. RV and automobile sales

have revived, and we are even

more actively assisting dealerships

obtain financing for their customers.

By getting to know our customers, we have developed

deeper relationships with many dealers and now finance

their inventory floor plans and support their other 

business banking needs. We provide Nelson’s RV with

inventory financing for their four locations in Boise and

Caldwell, Idaho, as well as finance a large percentage 

of their retail customers. We also finance inventory for

dealerships in other lines of business. N&S Tractor Co. 

a Merced, California, agricultural dealer, turned to

Dealer Financial Services for inventory financing after

the manufacturer’s finance company increased rates.

We underwrote credit for the company’s inventory

needs and arranged  an interest rate swap that provided

our client with added financial benefits.

Our subsidiary Essex Corporation provides direct 

consumer lending for boat 

and RV purchases. Essex is the

preferred lender for members of

Costco and Sam’s Club, and for

vehicle purchases made through

eBay. In 2011, Essex becomes the

preferred lender for purchasers of

the new all-electric automobile

from CODA.

Whether it’s a loan to purchase 

a first home, a boat for family fun or an RV for travel,

providing a steady source of financing is a key factor 

in our commitment to serving our customers. We’re

proud of our strong tradition of supplying 

consumer credit solutions for individuals 

and dealerships nationwide.

“We are a trusted and reliable provider for customers making major financial

decisions, such as purchasing, refinancing or renovating their homes or buying 

a new car. We take our responsibility seriously and strive to meet the individual

needs of each customer. Our committed national presence and conservative

credit standards help ensure that we can always be there to provide a broad

range of lending products for our customers.”

Karen Mayfield, SVP/ National Mortgage Sales Manager

In recent years we 

have become the #1

RV lender in the 

nation, helping dealers

maximize sales.
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COMMUNITY SUPPORT

We maintain a spirit of local commitment that grows

from our deep roots in community banking. We 

believe our charitable investments and community 

development lending contribute directly to the 

economic health of our communities. We also 

encourage employee engagement through volunteer

work, including service on boards of directors and 

committees of local nonprofits. 

Our Bank established a performance target in 2002 

to make $75 billion in loans, investments and

contributions in direct support of low- and 

moderate-income people and communities 

by 2015. By the end of 2010, we had loaned, 

invested and donated $66.1 billion, or 88.2% of

this goal. Our Bank, along with our Charitable

Foundation and employees, donated $6.5 million

to more than 2,000 organizations during 2010.  

INVESTING IN PHILANTHROPY

To celebrate successes in philanthropy, we 

presented the first Bank of the West Philanthropy

Awards in 2010, honoring nine California 

nonprofit organizations in three categories – 

“Innovation in Philanthropy,” “Community 

Impact,” and “Team Member Commitment.”

The “Team Member” award, which recognized Boys 

and Girls Clubs of Greater Sacramento, focused on 

charities whose leadership includes a bank employee. 

Much of our corporate philanthropy today focuses on

education and job training. Our $25,000 donation to

Jewish Vocational Service, for instance, helps youth 

with disabilities, displaced workers and underemployed

people from the Bay Area by supporting specialized

training programs, job placement, career counseling

and case management necessary to find and succeed 

in meaningful jobs. 

Participating in the Bay Area United Way’s

Week of Caring, teams of bank employees 

helped the San Francisco Food Bank pack 

vegetables, set up a rummage sale for the East 

Bay Crisis Nursery, and completed grounds 

restoration in the Presidio, among a dozen 

other projects assisting local service charities.
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Healthy communities result from efforts 

to bolster businesses, support community

organizations, and help individuals.

Investing
in our communities
makes us all better

Senior Relationship Manager Romie Basra was part of a 

team that packed food for distribution to food pantries and 

community organizations.



We encourage team members to sponsor charitable

grant applications for nonprofits with which they 

volunteer. We are proud of 

the strong commitment of 

employees to the communities

we serve. 

Bank of the West is also proud

to offer team members the 

opportunity to have their 

personal donations matched 

by our company. 

Nonprofit organizations often

become our customers as our

relationship develops. The California Teaching Fellows

Foundation, for instance, a Fresno nonprofit that places

student teachers in local schools, came to our commer-

cial bankers when their former bank was unable to 

extend their credit. Our flexible services enabled 

them to solve a temporary cash flow challenge. 

We also recently provided a construction loan, line 

of credit and grants for the Mt. Evans Hospice in 

Evergreen, Colorado. The hospice is our long-term 

customer, and our bankers have served on the hospice

board and sponsored development efforts for years.

FINANCIAL EDUCATION

Financial education and literacy are a core emphasis 

for the bank. In 2010, we built on longstanding 

relationships with Junior Achievement organizations

across our service footprint. In addition to providing

$100,000 in grants to JA groups, the bank supported

150 bankers in teaching Junior Achievement’s 

curriculum on entrepreneurship and the importance 

of self-reliance.

Our volunteers taught students with a curriculum in

which the  students become “adults for a day“ and 

create a monthly budget reflect-

ing their unique life situation.

Mad About Money is a bank-

sponsored live theater production

that teaches students about 

saving, budgeting and managing

credit. During 2010, we 

supported the delivery of this 

program to middle school 

students in Iowa, Kansas, 

Minnesota and Nebraska.

ENVIRONMENTAL ADVANCES

By introducing new technology throughout the bank,

we were able to retire a paper-based system that 

required couriers and overnight delivery services 

to transport documents from branches to operation 

centers saving thousands of gallons of fuel and 

hundreds of trees annually.

COMMUNITY EVENT SPONSORSHIP

In 2010, we became the “official bank” of the Pac10

collegiate sports league, building upon our already

strong support for university athletics. Community

events, too, serve an important role, and we are proud

to sponsor special events that contribute to community

well-being, ranging from free public concerts in Omaha

and Des Moines, to Cheyenne Frontier Days and our

signature Bank of the West Classic women’s professional

tennis tournament held each July at Stanford University.

In 2010, our Bank, 

Charitable Foundation

and employees made 

charitable donations 

to more than 2,000 

nonprofit organizations.
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MESSAGE FROM THE PRESIDENT
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I have had the opportunity throughout my career to 

work in the banking industry around the world, and I can 

honestly say there is a unique feel to the way service is

provided by Bank of the West. What makes this bank

stand out is the dedication our employees have to our

customers and communities. Providing great service 

at Bank of the West means knowing our customers, 

understanding their financial goals,

delivering the best solutions and,

most importantly, building lasting

relationships.

These priorities are the core of how

our 9,500 team members conduct

business every day, and I feel 

extremely proud to have the 

opportunity to be a part of this

great team. 

Delivering on the promise of relationship banking and

great service requires the personal commitment and 

dedication of individuals who believe in the importance 

of the goal. In my position as President of the Bank, I 

have the privilege of regularly hearing from customers

about our team members having gone the extra mile 

to bring to life our commitment to these ideals. Our 

dedication to customers runs deep. Day in and day out,

our employees strive to meet the unique needs of our 

customers – from a major real estate developer whom

we’ve served for more than four decades, to the founder

of a ballet studio who has entrusted us with both her

wealth management and business banking relationships,

to a customer in Boulder, Colorado, who needed not only

financing, but a place in our local branch to get his life

back in order after his home was destroyed by fire.

Dedication, partnership, commitment. These are the

words I hear used to describe the strength of relationships

our team members forge with communities and 

customers. Our business and corporate customers 

receive this same kind of personalized attention that

combines both a personal connection and the breadth

of products and services to address our customers’ 

specific needs. One of the most satisfying indications of

our success in building these trusted relationships is the

number of customers who actively recommend us to

their family and friends. With a “net

advocacy rating” that is one of the

highest in the industry and which

continues to grow, I am certain that

Bank of the West has an approach

to service that sets us apart.

In financial services, the competitive

landscape has changed in recent

years, yet consumers and businesses

can still choose from more than

8,000 institutions across the country. We realize our 

customers have many choices, and we work hard every

day to demonstrate our dedication to great service and

to earn their business.

We greatly value the relationship we have with all of our

customers, and we appreciate that they have chosen 

our bank as their trusted

financial partner.

Maura Markus,

President and 

Chief Operating Officer

March 31, 2011

In financial services,

the competitive 

landscape has

changed a great deal.



In 2010, Bank of the West received several industry awards
that demonstrate our commitment to customer satisfaction.
We thank our loyal customers for the honor of serving them
and our employees for their hardworking efforts that made
these recognitions possible.

For the third year in a row, Bank of  the West was ranked "Highest in 

Customer Satisfaction in Retail Banking" in California by J. D. Power

and Associates. 

J.D. POWER AND ASSOCIATES

Bank of  the West was recognized with twelve national and regional 

awards of  excellence by financial consulting and research firm Greenwich

Associates for 2010, for overall satisfaction in small business/middle market

customer service, relationship manager performance, cash management, 

and financial stability.

GREENWICH ASSOCIATES
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OUR AWARDS

Bank of the West received the highest numerical score among retail banks in California in the proprietary J.D. Power and Associates 2010 Retail Banking Satisfaction
StudySM. Study based on 47,673 total responses measuring 8 providers in California and measures opinions of consumers with their primary banking provider. 
Proprietary study results are based on experiences and perceptions of consumers surveyed in January 2010. Your experiences may vary. Visit jdpower.com.



FINANCIAL HIGHLIGHTS

STRONG CREDIT RATINGS

Credit ratings* are a key measure of capital

strength and financial stability. They are 

also recognition from rating agencies of a

strong balance sheet and consistent financial

performance.

* long-term deposit ratings

Moody’s                                   A1

Standard & Poor’s                     A+

Fitch                                          AA-

Agency                                    Rating

As of December 31, 2010

STRONG CAPITAL POSITION

Bank of the West is one of the largest commercial banks in

the United States. Our capital position exceeds regulatory

requirements.

Tier 1 Leverage 
Ratio                             11.22%               5.00%

Tier 1 Risk-Based 
Capital Ratio                  13.32%               6.00%

Total Risk-Based
Capital Ratio                  14.59%             10.00%

Bank of the West    Well-Capitalized
Q4, 2010                 Requirement

AUDITED FINANCIAL STATEMENTS

The financial highlights immediately below are extracted from the bank’s audited financial statements for

2010. These detailed financial statements are available in print or online at:

https://www.bankofthewest.com/about-us/our-company/annual-reports.html
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(dollar amounts in thousands)                         2010                               2009                          2008

Net interest income                            $ 1,783,045                   $ 1,704,645              $ 1,749,346

Total noninterest income                          358,682                         158,408                    279,016

Total noninterest expense                      1,354,005                      1,329,713                 1,273,298

Net income (loss)                                      184,600                       (403,356)                      92,143

Return on average assets                              0.31%                           (.63)%                        .15%

Total assets                                          57,652,826                    60,000,590               66,890,239

Total loans and leases                          43,115,160                    44,476,351               47,194,511

Total deposits                                      39,547,244                    40,205,146               37,261,171

Total risk based capital ratio                      14.59%                          11.08%                    10.44%   



RETAIL AND COMMERCIAL LOCATIONS

Branch Locations - 662
Commercial and Corporate Banking Offices - 54
Agribusiness Offices - 15
Real Estate Industries Offices - 10

Offices - 79

New York

Honolulu

San Francisco 
HQ

Tokyo

Taipei

Based in San Francisco,

we have representative 

offices in New York, Taipei

and Tokyo. Our sister

bank, First Hawaiian Bank,

is based in Honolulu.
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Michael Shepherd
Chairman & Chief Executive Officer

Maura Markus
President & Chief Operating Officer

Gerard Denot
Vice Chairman
Commercial Banking Group

Thibault Fulconis
Vice Chairman
Finance Group

Michael Bracco
Senior Executive Vice President 
Chief Administrative Officer

Donald Duggan
Senior Executive Vice President
Chief Information Officer

Scott Germer
Senior Executive Vice President
Risk Management

Andrew Harmening
Senior Executive Vice President
Regional Banking Group 

Russell Playford
Senior Executive Vice President
Chief Risk Officer 

Vanessa Washington
Senior Executive Vice President
General Counsel and Secretary

Paul Wible
Senior Executive Vice President
National Finance Group

Duke Dayal
Executive Vice President
Chief Financial Officer

Gilles Karpowicz
Director of Audit and Inspection

EXECUTIVE MANAGEMENT COMMITTEE

Left to right: Gerard Denot, Mike Bracco, Maura Markus, Scott Germer, Vanessa Washington, Michael Shepherd, Thibault Fulconis, Gilles
Karpowicz, Andrew Harmening, Russell Playford, Donald Duggan, Duke Dayal, Paul Wible
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SENIOR MANAGEMENT COMMITTEE

EXECUTIVE VICE PRESIDENTS

Thomas Anderson
President, BW Insurance Agency, Inc.

Lynne Anstadt
Branch and Customer Service

Chris Ball
Deputy General Counsel

Dan Beck
Controller

Ross Biatek
General Auditor

Bob Dalrymple
Great Plains Division

Richard Davis
Southern California Division

Michelle Di Gangi
Small & Medium Enterprise Division

Bernard Digeon
Commercial Banking Group 
Risk Manager

Ted Dunn
Syndications

Eric Eisenberg
Central Operations
Transaction Processing

Joe Ford
Chief Security Officer

Tani Girton
Treasurer

Mark Glasky
National Banking Division

Raj Gopal
Enterprise Risk Management Architect

James Hanna
Chief Technology Officer

Bruce Heysse
National Finance Group
Direct Lending

Arcinee Hovanessian-Hermiston
Chief Credit Officer

Jim Kennedy
Specialized Depository Division

Allen Kirschenbaum
Real Estate Industries Division

John Krenitsky
Chief Compliance Officer

Stew Larsen
Mortgage Banking Division 

Maria Lazzarini
Northern California Division 

Carole Merchant
National Finance Group
Indirect Consumer Lending 

Dan Mikes
Church Loan Division

Paul Nakae
Real Estate Industries Division

Jerry Newell
Equipment Finance Division

Yukinori Nishio
Pacific Rim Banking Division

Patrick Poupon
Cash Management Division 

Brad Rasmus
Midwest Division

Martin Resch
Financial Modeling

Michael Robinson
Rocky Mountain Division

George Stanfield
Southwest Division

Michael Stead
Capital Markets

Roger Sturdevant
Agribusiness Division

John Thomason
Corporate Real Estate

Bill Williamson
Northwest Division

Dan Wilson
National Banking Division 
Area Manager

Gina Wolley
Regional Banking Group Administration
and Branch Support

SENIOR VICE PRESIDENTS

Mark Beecher
National Finance Group
Sales and Marketing

Sue Bulloch
National Finance Group
Financial Manager

James Fujinaga
President & CEO
BancWest Investment Services

Jill Gonzalez
Card Services

John Hyche
Syndications

Richard Lewis
National Finance Group
Risk Officer

Lori Rivers
National Finance Group
Projects and Systems

Andrew Rosen
Chief Marketing Officer

Dan Rosenbaum
Corporate Development

George Saleh
Operations Manager
Operations and Systems

23



BOARD OF DIRECTORS

Bernard Brasseur
Risk Manager (retired)
Bank of the West

Francois Dambrine
Head of U.S. Retail Banking
BNP Paribas, Paris 

Richard Daniel
Vice Chair and CFO (retired)
Bankers Trust 

Gerard Denot
Vice Chairman
Commercial Banking Group
Bank of the West

Walter A. Dods, Jr.
Chairman (retired)
First Hawaiian Bank
Chairman, Alexander & Baldwin, Inc.
Trustee, Estate of S.M. Damon

Michael Drake, M.D.
Chancellor
University of California, Irvine

Stuart A. Hall
President & CEO (retired)
Liberty Northwest

Guido van Hauwermeiren
Head of Coverage for International
Strategic Clients Corporate and 
Investment Banking
BNP Paribas, Paris

Conrad W. Hewitt
Chief Accountant, Securities and 
Exchange Commission (retired)
California Superintendent of Banking,
and Commissioner of Financial 
Institutions 1995-98

Geraldine Knatz
Executive Director
Port of Los Angeles

Vivien Levy-Garboua
Senior Advisor
Direction Générale
BNP Paribas, Paris

A. Ewan Macdonald
Chairman & CEO (retired)
Del Monte Foods 

Maura Markus
President & COO
Bank of the West 

Yves Martrenchar
Head of Distribution, Markets and 
Solutions
Retail Banking
BNP Paribas, Paris 

Isao “Steve” Matsuura
Chairman (retired)
Sanwa Bank California

Rodney R. Peck
Senior Partner 
Pillsbury Winthrop Shaw Pittman

Frank Roncey
Head of Risk Management 
BNP Paribas-Americas, New York

J. Michael Shepherd
Chairman & CEO
BancWest Corporation 
Chairman & CEO
Bank of the West

Tim Taylor
President & CEO (retired)
Public Service Co. of Colorado

Admiral Robert L. Toney
U.S. Navy (retired)

Jacques H. Wahl
Senior Advisor to the Chairman (retired)
BNP Paribas
Former Director & President
Banque Nationale de Paris
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CORPORATE ADDRESS

Bank of theWest
180 Montgomery Street
San Francisco, CA 94104
Phone: 415.765.4800
www.bankofthewest.com

GENERAL INFORMATION

Contact for news media and for
general information:

Jim Cole
Corporate Communications
Phone: 415.399.8268

For financial information about 
Bank of the West and BancWest 
Corporation contact:

Duke Dayal
Chief Financial Officer
cfo@bankofthewest.com

REPRESENTATIVE OFFICES

New York 
Bank of the West
787 7th Avenue, 31st Floor
New York, NY 10019

Tokyo
Bank of the West
Gran Tokyo North Tower, 42nd Floor
9-1 Marunouchi, 1 Chome, 
Chiyoda-Ku
Tokyo 100-6742, Japan

Taipei 
Bank of the West
Taipei 101 Tower
Room D, 72F-1, No. 7
Xin Yi Road Section 5,
Taipei, Republic of China

Headquartered and chartered in San Francisco, California, Bank of the

West is a full-service commercial bank with $58 billion in assets and $39.5

billion in deposits at December 31, 2010. The bank operates more than

700 branch and commercial banking offices in 19 states – Arizona, 

California, Colorado, Idaho, Iowa, Kansas, Minnesota, Missouri, Oklahoma,

Oregon, Nevada, New Mexico, Nebraska, North Dakota, South Dakota,

Utah, Washington, Wisconsin and Wyoming. Bank of the West originates

commercial, small business and consumer loans and leases, offering a wide

range of banking, insurance, trust and investment solutions for individuals

and businesses. Subsidiary Essex Credit Corporation offers loans on marine

pleasure craft and recreational vehicles. See www.bankofthewest.com.

Bank of the West is a subsidiary of BancWest Corporation, a bank holding

company with assets of approximately $72.8 billion at December 31,

2010. Headquartered in Honolulu, Hawaii with offices in San Francisco,

BancWest Corporation also owns First Hawaiian Bank, with $15.2 billion in

assets at December 31, 2010 and 63 branches in Hawaii, Guam and

Saipan. See www.bancwestcorp.com.

BNP Paribas (www.bnpparibas.com) is one of the strongest banks in the

world, rated AA by Standard & Poor’s. BNP Paribas has a presence in more

than 80 countries and more than 200,000 employees, including more

than 15,000 in North America and 160,000 in Europe. It ranks highly in its

three core activities: Retail Banking, Investment Solutions and Corporate 

& Investment Banking. In Europe, the Group has four domestic markets

(Belgium, France, Italy and Luxembourg) and BNP Paribas Personal 

Finance is the leader in consumer lending. BNP Paribas is rolling out its 

integrated retail banking model across the Europe-Mediterranean zone. 

In its Corporate & Investment Banking and Investment Solutions activities,

BNP Paribas also enjoys top positions in Europe, a strong presence in the

Americas and solid and fast-growing businesses in Asia.


