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E V E R T R U S T  F I N A N C I A L  G R O U P

SEEING THE opportunity
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With the current focus on corporate governance, it is

precisely the right time to communicate the detailed

vision of your Company. Below are four financial tar-

gets that we use internally to measure the success of

our business plan. By meeting these four targets con-

sistently, over the long-term, EverTrust should rank

among the top-quartile of financial institutions in

terms of performance.

Future quarterly and annual announcements of

our performance will include updates of these criteria

— a report card of the long-term growth objectives

for which we are holding ourselves accountable.

1. EARNINGS PER SHARE (DILUTED) 

This is a key measure that drives increases in the share
price of equities. We believe that as our business units
grow and generate new revenue, we should be able to
target a double-digit annual growth rate in our EPS. 

2. NONINTEREST INCOME AS A 

PERCENTAGE OF NET REVENUE

Our core strategy is to diversify our business so earnings
are less dependent upon the interest rate spread. A good
measure of the success of this diversification strategy 
is the amount of noninterest income we generate as a
percentage of net revenue. We’re currently at 18% and,
longer term, we see 25% to 30% as our target.

3. RETURN ON EQUITY 

High-performing companies with capital ratios in the 
8% to 9% range typically target a return on equity 
at or above 15%. We are focused on improving ROE
through increasing our net income and reducing our 
capital-to-assets ratio.

4. NET REVENUE GROWTH  

Robust revenue growth is critical to EverTrust as we 
continue growing into our infrastructure. Each new dollar
of revenue flows more directly to net income, thus driv-
ing increased profitability for the Company. We believe
our net revenue growth has the potential to increase 
at a double-digit rate over the next few years.
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Performance figures for earnings per share and return on equity were not available for EverTrust
Financial Group until 2001 when the Company operated one full year as a public company. 
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In 2003, EverTrust Financial Group’s net income increased
23% as compared to 2002. We believe these results validate
our strategy and demonstrate our ability to capitalize on
opportunities. This report introduces two sets of measurements
for which we will hold ourselves accountable — performance
relative to our goals and relative to that of carefully selected
groups of high-performing peers.
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To see the complete picture, those who

analyze your Company must take all three

groups into account. In addition, expecta-

tions must be set with the characteristics

of three distinct types of high-performance

companies in mind. 

For this reason, we show EverTrust 

in comparison nationally with three rele-

vant high-performance peer group univers-

es: commercial real estate, private banking

and retail banking. Obviously, three peer

groups add some complication — because

we are complicated — with three distinct

profit centers in one institution.

In a rapidly changing and sometimes

fragile economy, shareholders should 

continually assess the risks in their invest-

ments, including ours. We intend to state

our goals honestly, to report our perform-

ance transparently and to hold ourselves

accountable — in good times as well as

bad — for providing a frank discussion of

results and the future actions we intend 

to take.

1 LTM: last twelve months.  

2 CAGR for all deposits less brokered
deposits and public deposits.

Since becoming a publicly-traded company in 1999, EverTrust Financial Group has focused on transforming the

organization into a diversified financial services company. Today, your Company has evolved into a regional retail bank

with world-class capabilities and enhanced one-on-one service. But that’s only one-third of the equation. EverTrust’s

Private Client Group and the Commercial Real Estate Group also are crucial to growing the Company and diversify-

ing its offerings.

EverTrust’s opportunity lies in our ability to define, access and serve a unique segment in the Puget Sound metro-

politan area. These are “the people we really know.” Clients choose how they interact with us, whether directly

through our advanced technology, face-to-face in our branches, or at their business — whatever works best for them.

The customized way our services are combined and delivered creates value for the customer and has immense appeal

in our market. 

DATA AS OF 3/31/03 AND LISTED AS PERCENTAGES, UNLESS OTHERWISE NOTED AVERAGE MEDIAN EVRT

COMMERCIAL REAL ESTATE LENDING PEER GROUP

(CACB, CATY, HAFC, HBEK, OSBC, SMMF, SMTB, WSBA)

Total assets, $(000) 1,208,429 899,461 706,163

Tangible equity / total assets 8.20 8.25 12.98

Return on average assets LTM1 1.75 1.59 1.00

Return on average equity LTM 21.61 17.34 7.37

Noninterest income / net revenue LTM 21.93 21.57 17.74

Price / EPS LTM 12.61 13.95 17.75

Price / book 221.93 205.29 126.30

Price / tangible book 234.70 225.94 126.30

Efficiency ratio LTM 52.98 50.89 69.12

Net interest margin for quarter ending 3/31/03 4.57 4.43 3.99

Compounded annual growth rate of commercial and 
multifamily real estate loans, 1999 – 2002 35.06 31.91 16.19

Commercial and multifamily real estate / total loans LTM 45.75 45.30 70.46

Non-performing assets / assets LTM 0.41 0.34 0.03

PRIVATE BANKING PEER GROUP

(BPFH, BMTC, FNC, FBMI, LXBK, MSTI, MBVT, NBY, 
PRFS, PHC, PVTB, SYI, TMP, WASH)

Total fiduciary assets, as of 12/31/02, $(000) 835,087 716,815 99,448

Total assets, $(000) 122,676 1,096,151 706,163

Noninterest income / net revenue LTM 30.74 30.09 17.74

Tangible equity / total assets 8.76 9.29 12.98

Return on average assets LTM 1.37 1.35 1.00

Return on average equity LTM 14.80 14.64 7.37

Price / EPS LTM 14.47 14.52 17.75

Price / book 199.95 189.74 126.30

Price / tangible book 215.87 204.45 126.30

Efficiency ratio LTM 60.67 60.23 69.12

Net interest margin for quarter ending 3/31/03 4.16 4.31 3.99

Dividend yield 2.51 2.47 1.93

Non-performing assets / assets 0.25 0.28 0.03

REGIONAL RETAIL BANKING PEER GROUP

(CBBO, FMSB, HFWA, RVSB, WBCO, UMPQ)

Total assets, $(000) 929,099 579,708 706,163

Tangible equity / total assets 8.39 7.62 12.98

Return on average assets LTM 1.32 1.24 1.00

Return on average equity LTM 13.68 13.33 7.37

Noninterest income / net revenue LTM 19.25 19.45 17.74

Price / EPS LTM 14.50 15.28 17.75

Price / book 178.82 162.97 126.30

Price / tangible book 223.05 193.63 126.30

Efficiency ratio LTM 58.96 59.05 69.12

Net interest margin for quarter ending 3/31/03 5.09 5.17 3.99

Non-performing assets / assets LTM 0.52 0.65 0.03

Compounded annual growth rate for deposits 1999 – 20022 25.68 11.72 6.15

performance relative to top-tier peers the delivery process

R E L AT I O N S H I P  

M A N A G E R

The customer’s 
dedicated consultant
who coordinates the
delivery of financial
expertise, tailored 
for every situation.

C U S T O M E R  

C A R E  C E N T E R

Staffed with some 
of our best people — 

supported by first class
training and technology

— sets us apart from
the competition.  

C L I E N T S

P R I VAT E  B A N K I N G

For those with complex financial
needs, our Private Client Group

serves as the strategic center for per-
sonal and business banking, estate
planning and wealth management.

KIRK A. BOTTLES  

EXECUTIVE VICE PRESIDENT

EVERTRUST BANK

C O M M E R C I A L  R E A L  E S TAT E

Our real estate lenders have the
experience, creativity and sophisti-

cated judgment to advise clients and
put together complex transactions.

ROBERT L. NALL  

SENIOR VICE PRESIDENT, CHIEF LENDING OFFICER

EVERTRUST BANK

R E TA I L  B A N K I N G

For nearly 90 years we’ve been
known for friendly, knowledgeable
service. Our streamlined processes

provide customers with quick, 
accurate answers and easy access.

KELLI A. WILSON

VICE PRESIDENT, RETAIL BANKING

EVERTRUST BANK

C R M  

D ATA B A S E

Consistent, accurate
client data provides the

basis for world-class
client service; it also
guides the develop-

ment of products that
clients really want.

V O I C E  R E S P O N S E  

U N I T

Our reliable, easy-to-
use system quickly
connects customers 
to basic information 

they need most.

I N T E R N E T  

S I T E

Enables clients to 
manage a wide array of
banking needs, includ-
ing cash management

and bill-paying —
anytime, anywhere.
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opportunity

MICHAEL B. HANSEN

CHAIRMAN AND CHIEF EXECUTIVE OFFICER, EVERTRUST FINANCIAL GROUP

“Our expansion is comfortable for

all concerned, as our operating

groups are structured to handle

more volume without affecting

customer service.”

Located in one of the top 10 wealth markets in the United States, EverTrust is well-positioned to diversify its

business and act opportunistically in the coming fiscal year. Specifically, we will maintain the strong growth

of our credibility with our clients and prospects in the Puget Sound area.

Our financial reports will continue to be presented in a form and manner that shareholders can understand

and believe. Integrity and transparency are characteristics we will strive to maintain, especially in times when

others have abused the public trust.

We will continue to embrace and anticipate 21st century standards for corporate governance. Complying

with the Sarbanes-Oxley Act was not a new discipline for us, as we have been following the mandates estab-

lished for our industry in the Financial Institutions Reform Recovery and Enforcement Act of 1989. Our

Audit Committee has three financial experts, and no inside or affiliated director serves on EverTrust’s Audit

or Compensation Committees.

We welcome your scrutiny as we go forward.

Operationally, EverTrust is built for the future. Our clearly delineated business groups give us focus in three areas of

expertise — Private Banking, Retail Banking and Commercial Real Estate. We continue to penetrate King County

— gaining new customers and establishing new locations. Our expansion is comfortable for all concerned, as our oper-

ating groups are structured to handle more volume without affecting customer service. 

Our customer relationship management system incorporates the best technology available and has tremendous

capacity. Our first-call resolution rate for our customer care center is nearly 100%, well above industry standards.

Internet banking is a customer favorite and has substantial capacity as well, and our cash management services offer

an increasingly popular alternative for our business clients.

The required human resources are also in place. EverTrust has sound leadership and experienced employees who

create a seamless customer experience. We have benchmarked every position in the Company to better understand

what the workload capacity can be without affecting quality. This provides clear expectations for each employee and

position throughout the organization.

performance

MICHAEL R. DELLER

EXECUTIVE VICE PRESIDENT, EVERTRUST FINANCIAL GROUP; PRESIDENT, EVERTRUST BANK

“EverTrust is well-positioned

to diversify its business and

act opportunistically in the

coming fiscal year.”
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“Our solutions are flexible and our

resources and affiliations go far

beyond what customers would

expect from a bank our size.”

“At EverTrust, we look at

efficiency in terms of the

systems and processes we

use to know our customers

better and deliver highly

responsive service.”

In all lines of business, EverTrust focuses on providing exceptional service to our customers. It is the quality

of our relationships that truly differentiates us in the marketplace. Obviously this is a different business model

than the mass-market banks follow and, as a result, EverTrust will be continually challenged to score well on

a traditional banking benchmark such as the efficiency ratio.

At EverTrust, we look at efficiency in terms of the systems and processes we use to know our customers

better and deliver highly responsive service. We designed our new computer infrastructure with the func-

tionality to support our three business groups and the ability to significantly increase assets and transaction

volumes without increasing back office staff. Now, every customer service representative throughout the 

Company can see an identical confidential view of each customer — allowing a uniform standard of knowl-

edgeable service. The system also enables management to easily analyze the profitability of products and rela-

tionships. We are confident this infrastructure investment will become increasingly more efficient as increased

sales result in better utilization of this capacity.

EverTrust’s Commercial Real Estate Lending group has quickly established a competitive presence in the Puget Sound

region. We attribute this success to our roster of premier commercial real estate lending professionals who have many

years of experience in all aspects of real estate finance. 

Our solutions are flexible and our resources and affiliations go far beyond what customers would expect from a

bank our size. Our goal is to build a total, sophisticated financing program that meets the client’s needs. We start by

determining the client’s priorities among many variables including loan size, term, interest rate, time to close, pre-

payment options and fees. A team of professionals then analyzes the data to determine which portfolio or mortgage-

banking program from our extensive inventory best fits the very specialized requirements of the commercial real estate

borrower. Often, we are able to customize a special program or recommend alternatives not originally considered by

the client.

We remain responsive throughout the process. From origination to commitment, closing and loan servicing, we

provide complete and timely answers. Our entire group is motivated by a simple objective: “Do it right, do it now.”

efficiency

LORELEI CHRISTENSON

SENIOR VICE PRESIDENT, CHIEF INFORMATION OFFICER AND CORPORATE SECRETARY, EVERTRUST FINANCIAL GROUP

flexibility

ROBERT L. NALL

SENIOR VICE PRESIDENT, CHIEF LENDING OFFICER, EVERTRUST BANK
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optimization

KELLI A. WILSON

VICE PRESIDENT, RETAIL BANKING, EVERTRUST BANK

“EverTrust responds to the need for

strategic thinking by staffing our

Private Client Group with senior

professionals who have a high level

of expertise in many areas of the

financial services industry.”

EverTrust’s retail banking has long been recognized for professionalism and friendly, personalized service.

Now we are enhancing our standard of service in several important ways. 

First, we assign a personal banker to each customer. This ensures there is someone dedicated to owning

the responsibility for each relationship. Personal bankers proactively look out for each client’s financial needs

and are on hand to provide individualized assistance. Second, we continually evaluate our staff to create an

optimal mix of energy and experience. Familiar faces give customers peace of mind and help bring new hires

up to a high level of service quickly, while new employees bring fresh ideas and talents. We need the right

combination to keep our competitive edge. 

Finally, we have extended our service standards to our new technologies so we can offer new ways for cus-

tomers to access information, when and how they want it. Whether a customer interacts with us via the web,

via telephone, through our customer care center or automated voice response system, via the ATM networks

locally and around the world, or in person, they will experience the same high level of service close to home

or many time zones away.

For EverTrust’s private banking clients, the ability to customize is everything. This group is not interested in finan-

cial products; instead, they require sophisticated strategies that enable them to address a variety of current needs and

long-terms goals. 

EverTrust responds to the need for strategic thinking by staffing our Private Client Group with senior profession-

als who have a high level of expertise in many areas of the financial services industry. As a result, we can tie together

the client’s business, estate planning, investment management and real estate financing needs — all delivered by

experts in each respective field, but coordinated through a single, dedicated relationship manager who leads this team

of expertise.

In our first full year of operations, we’ve been successful in winning the trust of notable new clients. Why did they

choose EverTrust over national firms with more recognizable names? They’ve told us that our team’s well established

credentials, combined with EverTrust’s long history, gave them precisely the sense of confidence, stability and expe-

rience they were looking for.

strategy

KIRK A. BOTTLES

EXECUTIVE VICE PRESIDENT, PRIVATE CLIENT GROUP, EVERTRUST BANK

“We have extended our service

standards to our new technologies

so we can offer new ways for 

customers to access information,

when and how they want it.”
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fellow shareholders

A MESSAGE FROM MICHAEL B. HANSEN

CHAIRMAN AND CHIEF EXECUTIVE OFFICER, EVERTRUST FINANCIAL GROUP

MAY 16, 2003 In fiscal year 2003, 
your management team at EverTrust
Financial Group enjoyed its first
opportunity to run the company
with our strategic infrastructure
projects completed. At the same
time, our Commercial Real Estate
and Private Banking groups con-
tributed an entire year’s worth of

noninterest revenue to our income statement. As a result,
net income is up 23% compared to 2002.

We are pleased with this performance, particularly in the
context of the local and national economy. But it is only the
first step in an ongoing process. This report introduces a set
of benchmarks that we will attempt to meet — year after
year. We think you’ll agree that the targets are appropriate-
ly challenging. That’s because we have high expectations for
what we can accomplish, even though we cannot make
promises about specific future performance. 

Obviously, some years will be more difficult than others.
The economy, the competition and unforeseen events are
factors that no business can predict or control. However, one
of EverTrust’s strengths is our ability to deal with the unex-
pected. We have an entrepreneurial culture that is experi-
enced in adapting successfully to a variety of circumstances.
In addition, our diversified structure makes EverTrust’s per-
formance less dependent upon interest-rate spread income.

We also recognize that EverTrust’s diversification makes
us more difficult to analyze and value than a typical region-
al bank. The combination of our three lines of business —
retail banking, commercial real estate lending and private
banking — is unique in our region. Our analysis shows that
high-performance peers of this type have been successful in

other parts of the country, and we believe that through this
strategy we can successfully deliver sustained and ongoing
growth to our shareholders.

The 2003 fiscal year-end numbers reflect the cumulative
efforts of our people. The work they do in building value for
our customers and shareholders is what makes EverTrust
grow. The quality of our people is a key competitive advan-
tage for EverTrust. That’s why we consider our ability to
attract experienced professionals to join our organization
one of our primary achievements of the past year. These 
professionals bring with them a high level of skills and
broaden our network of relationships. The early success of
our private banking and commercial real estate operations
— winning significant new business against established
competition, and meeting the needs of a demanding clien-
tele — validates our business strategy.

Going forward, as a measure of our progress, we will be
revisiting our four key performance indicators on a regular
basis. We will hold ourselves accountable and clearly com-
municate expected standards of behavior to everyone in our
organization at every level. We will discuss our results with
you candidly and will not lower the bar to make the targets 
easier to meet.

Thank you for your continued confidence in EverTrust.

Sincerely,

Michael B. Hansen
CHAIRMAN AND CHIEF EXECUTIVE OFFICER

fellow shareholders

A MESSAGE FROM JEFFREY R. MITCHELL

SENIOR VICE PRESIDENT AND CHIEF FINANCIAL OFFICER, EVERTRUST FINANCIAL GROUP

MAY 16, 2003 I am pleased to report
that the company made significant
progress in achieving one of our key
financial objectives for fiscal 2003:
We grew topline, noninterest rev-
enues by 72%. The majority of the
increase resulted from loan service
fees and fees generated by our Com-
mercial Mortgage Banking Group

(up $1.1 million) and EverTrust Asset Management (up
$400,000). While we are far from reaching our full poten-
tial for generating noninterest income, the fiscal 2003
results give us good momentum going into this year.

Despite asset growth of only 4.5% for the year, net
income rose 23% over the prior year and the return on aver-
age assets ratio improved from 0.91% to 1.00%. Diluted
earnings per share increased from $0.94 to $1.35, or 44%,
and return on average equity was 7.37% versus 5.12% for
the prior year. Return on average equity for the fourth quar-
ter was 8.27%. Book value per share increased from $17.95
at March 31, 2002 to $18.97 at March 31, 2003. While
these results reflect year-over-year progress, management is
focused on making continued improvement to each of these
performance measures. 

The efficiency ratio, a standard industry measure of how
much of revenue is consumed by operating expenses, rose
from 66.40% to 69.12% for the year, which management
considers much too high. We do, however, feel that even as
we more fully grow into our infrastructure as a diversified
financial services company our efficiency ratio will be sub-
stantially lower than the current level, but somewhat high-
er than that of a typical regional bank. 

Loan growth for the year was 5.2% (including loans for
sale), similar to growth trends noted by other lenders in the
region. While loan payoffs were a major factor limiting
growth, management also elected to utilize the historically
low interest rate environment to improve the quality of the
balance sheet from both a credit and asset/liability manage-
ment perspective. There is a short-term lost opportunity
cost for these actions, but we believe they will ultimately
yield benefits to long-term shareholder value as interest
rates normalize.

Asset quality ratios at March 31, 2003 reflect a very low
level of non-performing assets at 0.03% of assets, and net
charge-offs for the year were 0.03% of average loans out-
standing, unchanged from the prior year. Internally graded
“watch” and “classified” loans have been trending upward
over the last year, but remain at manageable levels and are
receiving appropriate management attention.

Deposit growth for the year was 13.0%, a result of in-
creased sales and marketing efforts, business generated by
the new Seattle office and current customer preference for
insured deposits in a volatile stock market. This increase
more than offset loan growth, so wholesale funding mecha-
nisms (primarily Federal Home Loan Bank borrowings)
were used to a much lesser extent in 2003 and thus, remain
available to fund future asset growth or meet any deposit
outflows.

The equity-to-assets ratio decreased from 17.69% at
March 31, 2002 to 13.53% at March 31, 2003, primarily
the result of carrying out the Company’s capital management
plan via stock repurchases. During the year the Company
repurchased 375,027 shares of stock at an average cost of
$20.44 per share. Going forward, the level of stock
repurchase activity will be dependent upon the ability to
execute repurchases at a stock price that is accretive to earn-
ings per share. 

Over the past 15 months, publicly traded companies
have come under new corporate governance initiatives
required by the Sarbanes-Oxley Act. Your Company board
and management are taking all appropriate measures to
meet and exceed these rigorous requirements. We will con-
tinue to monitor ourselves and implement any steps needed
to ensure that we will remain a trusted public company. The
senior officers of the Company pledge to continue the high-
est standard of integrity in financial accounting and report-
ing to our shareholders and stakeholders.

Sincerely,

Jeffrey R. Mitchell
SENIOR VICE PRESIDENT AND CHIEF FINANCIAL OFFICER
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EVERTRUST FINANCIAL GROUP, INC.

2707 Colby Ave., Suite 600
Everett, WA 98201
tel: 425/258-3645  
fax: 425/258-0345
www.EVRTonline.com

OFFICERS

Michael B. Hansen
Chairman and Chief Executive Officer

Michael R. Deller
Executive Vice President

Lorelei Christenson
Senior Vice President, Chief Information Officer 
and Corporate Secretary

Jeffrey R. Mitchell
Senior Vice President and Chief Financial Officer

Philip I. Mitterling
Treasurer

INFORMATION INQUIRIES / FORM 10-K

Additional information, (including SEC Form 
10-K, which is available without charge), may 
be obtained by calling or writing to the address 
above, or by email.

Brad Ogura
Director, Investor Relations
Ogura@EverTrustFinancial.com

STOCK EXCHANGE LISTING

EverTrust Financial Group Common Stock 
trades on The Nasdaq Stock Market under 
the symbol EVRT. 

STOCK TRANSFER AGENT AND REGISTRAR

Computershare Investor Services
350 Indiana St., Suite 800
Golden, CO 80401
tel: 303/262-0600
fax: 303/262-0700
www.computershare.com

INDEPENDENT AUDITORS

Deloitte & Touche LLP

Seattle, WA

SPECIAL COUNSEL

Breyer & Associates PC

McLean, VA

BOARD OF DIRECTORS

George S. Newland
Vice-Chairman of the Board;
President and Owner, 
Newland Construction Co., Inc.;
Loan Committee, Investment Committee, 
Nominating Committee*

Margaret B. Bavasi
Principal, Bavasi Sports Partners, LLP;
Loan Committee, Compensation Committee

Thomas R. Collins
Partner, Anderson Hunter Law Firm, PS;
Loan Committee

Michael R. Deller
Executive Vice President, 
EverTrust Financial Group; 
President and Chief Operating Officer, 
EverTrust Bank

Thomas J. Gaffney
Partner, Moss Adams, LLP;
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Michael B. Hansen
Chairman and Chief Executive Officer, 
EverTrust Financial Group

R. Michael Kight
Partner, Newton-Kight, LLP;
Loan Committee*, Investment Committee,
Nominating Committee

Robert A. Leach, Jr.
Senior Vice President and Branch Manager, 
Ragen Mackenzie, Inc.;
Loan Committee, Investment Committee*,
Nominating Committee

Louis H. Mills
Retired partner, Moss Adams, LLP;
Audit Committee, Compensation Committee

William J. Rucker
Chief Executive Officer and Owner, 
H&L Sporting Goods and Soccer West;
Audit Committee, Investment Committee,
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Robert G. Wolfe
General Partner, Northwest Venture Associates;
Audit Committee, Nominating Committee

*indicates committee chair

EVERTRUST BANK 

Michael R. Deller
President and Chief Operating Officer

Kirk A. Bottles
Executive Vice President

Lorelei Christenson
Senior Vice President, 
Chief Information Officer 
and Corporate Secretary

Jeffrey R. Mitchell
Senior Vice President, 
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Robert L. Nall
Senior Vice President, 
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Philip I. Mitterling
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John S. Williams
Vice President, Chief Credit Officer

Kelli A. Wilson
Vice President, Retail Banking

EverTrust Financial Group is a financial services holding company that serves the Puget Sound region of Washington

state through its offices in Seattle, Bellevue, Tacoma, and Snohomish County. Financial services offered include retail

banking, commercial real estate lending, business and private banking, and wealth management services. As of the

Company’s fiscal year-end, March 31, 2003, total assets were $706.2 million.

corporate information
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FORWARD-LOOKING STATEMENTS Certain matters discussed in this annual report may constitute forward-looking
statements within the meaning of the Private Securities Litigation Reform Act of 1995. These forward-looking statements
relate to, among other things, expectations of the business environment in which the Company operates, projections of
future performance, perceived opportunities in the market, and statements regarding the Company’s mission and
vision. These forward-looking statements are based upon current management expectations, and may therefore involve
risks and uncertainties. The Company’s actual results, performance, or achievements may differ materially from these
suggested, expressed, or implied by forward-looking statements due to a wide range of factors including, but not limit-
ed to, interest rate fluctuations, economic conditions both nationally and in the Company’s local market areas, demand
for commercial and residential mortgages and other types of loans, success of new products, non-bank financial serv-
ices providers, regulatory and accounting changes, predatory pricing by competitors, technological factors affecting
operations, pricing, products and services, and other risks detailed in the Company’s reports, particularly the form 10-K
filed with the Securities and Exchange Commission. Accordingly, these factors should be considered in evaluating for-
ward-looking statements and undue reliance should not be placed on such statements. The Company undertakes no
responsibility to update or revise any forward-looking statements.

Success on reaching the four target performance measures noted in this report are contingent upon a number
of factors, some of which are outside the direct control of management. Factors which could preclude attainment of the
stated targets include, but are not limited to: the impact of economic conditions and other influences which could lead
to the inability to increase loans, deposits, revenue and net income, and the ability to collect outstanding loans; the
inability to carry out authorized stock repurchase programs to reduce the capital-to-assets ratio; and, the lack of sec-
ondary market funding outlets for loan sales and participations which could limit servicing and loan fee income.


