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 Stone & Youngberg Community Bank Group 
 Since 1981, the professionals in Stone & Youngberg’s Community Bank 
Group have specialized in providing marketing and market-making in the 
stocks of community banks. 

 Stone & Youngberg services more than 3,000 clients and trades more 
than $500 million dollars annually in community bank stocks through a 
network of more than 70 California banks.  



 Jeff DeVine, President 
  Chief Executive Officer 



2010 Financial Highlights  
Net Income  

$1,024,000 of  net income for the year ended December 31, 2010 
($0.41 per share) 

Six consecutive quarters of  profitability (4Q2009 to 1Q2011) 

The only bank headquartered in Santa Barbara to be recognized 
by Findley Group for financial performance in 2010 



2010 Financial Highlights  
Deposit Trends 

($ in thousands) Dec 2009 Dec 2010 % Increase 
(Decrease) 

Total Deposits $105,620 $108,747 3% 

Core Deposits (Checking, Savings, MMA) $81,797 $92,038 13% 

Non–Interest Bearing Deposits $10,179 $16,011 57% 

Time Deposits (CD’s) $23,823 $16,709 (30%) 

   Relationship banking 

   Focus on core deposit growth 

   Continue to have high level of  liquidity in the market 



2010 Financial Highlights  
Margin Analysis 

Decreased liquidity and higher loan-to-deposit ratio positively 
impacted NIM in the 2nd and 3rd quarter of 2010	





2010 Financial Highlights  
Capital 

   Highest capital ratios 
of  any bank in Santa 
Barbara 

   Ample Capital to 
support continued 
growth 

   No dividend 
payments anticipated.  
Expect to reinvest 
earnings into the Bank 
for continued growth 

As of  12/31/10 Tier 1 
RBC 

Total 
RBC 

Leverage 

American Riviera 
Bank 

17.21% 18.48% 13.26% 

Rabobank, NA 13.93% 15.18% 11.60% 

Montecito Bank 
& Trust 

11.32% 12.57% 9.01% 

Community West 11.61% 12.87% 9.24% 

Bank of  SB 12.38% 13.64% 8.08% 

Heritage Oaks 
(Business First) 

13.47% 14.75% 10.52% 

Pacific Capital 
(SBBT) 

14.26% 14.57% 9.17% 



First Quarter 2011 
Key Performance Indicators 

Unaudited Net Income of  $364,000 ($0.14 per share) 

Net interest margin 4.25% 

Allowance to Total Loans of  2.89% 

Opened almost 150 new deposit accounts in the first quarter of  
2011 

$4 million decrease in loans during the quarter due to loan 
payment amortization and targeted construction loan payoffs 

Tier One Leverage Capital Ratio of  over 13% 



Stock Price vs. Book Value 

Market close today: 
$5.15	





How are we growing shareholder value? 

In a ‘normal environment’, bank stock is traded based on 
a multiple of book.  Today banks are trading at a 

fraction of book due to FDIC ‘deals’.  We are focused 
on how we can increase book value so we are well 
positioned for when the market does normalize: 

   Consistent earnings – 6 consecutive quarters  
   Strong NIM – top 95% of  all banks opened in 2006 
   Core deposits – 57% increase in non-interest bearing checking 
    Low overhead – assets per employee of  $7.72 million in top 92% of  
all CA banks less than $200M in assets 



Looking Ahead 

Limited loan demand 4Q10 and 1Q11 now starting to pick up 
Commercial RE – looking better than widely anticipated 
Residential RE – unfortunately still weak but stabilizing 
Uncertainty regarding economy will continue in 2011 
Strong capital position 
Strong and stable net interest margin   
Growing customer base 
Excellent service 
Top-class technology – 2011 on-line banking conversion with 

enhanced user features and security  



Advertising, Marketing and Growth 

Relationships, customers and word of  mouth are the #1 
way to grow American Riviera Bank, but we are also 

being heard and seen with : 

Radio 
TV  

Print 
Website and internet 

Buses 
Non-profit advertising and donation of  talent 
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