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A MESSAGE FROM THE PRESIDENT

Meeting you on your turf—and listening closely

ankers’ Bank of the West followed up
B improvement in earnings, asset quality, and

capital ratios from 2010 with an encourag-
ing start to 2011. For the first quarter we reported
earnings of .65% ROAA, decreasing classified
assets and non-accruals, a strong loan loss reserve
of 6.5%, and risk based capital and tier 1 leverage
capital ratios of 16.76% and 8.03%. In fact, the tier
1 leverage ratio as of the last day of the quarter was
8.92%. Notably, the risk based capital and leverage
capital ratios have improved 64% and

As we resolve remaining problem assets at BBW,
we are simultaneously making a powerful push to
get out and see our customers. Our objective is to
visit all customer banks once (or better yet, twice)
in 2011 to help us identify the challenges our
customer banks confront on the ever-changing
banking landscape. We’d like to hear straight from
you, in your shop, about the obstacles you face and
what we can do to help you meet your short- and
long-term objectives.

47% since year-end 2009, and 13% and
9% since year-end 2010.

In addition, commercial real estate has
been reduced from a high point three
years ago of 275% and 510% for CRE
Level 1 and 2, to 75% and 271% at
quarter-end, below the regulatory
threshold guidelines of 100% and 300%.

We still have some remaining CRE and
—on a much smaller scale than at this
time last year—stock loan issues. Still,
we clearly see light at the end of the tunnel, and 1
expect the majority of remaining asset issues to be
resolved by year-end. I also believe our capital
ratios will remain at current levels, or will continue
to improve, over the course of the year. Even
though a surprise or two could have an impact on
earnings, we feel good about our direction.

Bill Mitchell
BBW President & CEO

Value-added training scheduled May 4

As partners to community banks
since 1980, we look forward to
helping our customers prosper well
into the future. I sat on your side of
the community banking desk for
many years, so contributing to the
success of community banks is a
mission I take both setiously and
personally.

This brings me to a point that needs
to be underscored—namely, that
whatever the size of your bank, you
and your business are important to BBW. Every
customer has clout with us; this bank was
founded by community banks, after all.

State trade group conventions will begin later this
month. My team and I look forward to seeing you
at these conventions. I hope you’ll use those face-
to-face opportunities to tell us how we can help

your bank achieve your goals in 2011 and beyond.

To make the best use of your time and maximize Inside

the value of BBW’s 2011 Bank Card Confer-

ence (p. 5), the BBW Bank Card staff will conduct A layperson’s guide to securities proCessing......c..rresneces 3
two training sessions simultaneously at 1 p.m. on

May 4, the day prior to the conference, at the Cash management for your commercial customers.......... 3
Embassy Suites Hotel in downtown Denver. Demographic change will fuel consumer demand .......... 4
Conference registrants may sign up for “ATM/ Doubling up efforts to guard the secutity gate.........c....... 4

Debit: Executive View Select and Card Alerts,” led
by Bill Cruz, or “Merchant Processing,” led by
Jack Hitt. There is no cost to attend the optional
training; space is limited, though, and advance
sign-up is required. Details at www.bbwest.com.
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Taking note

A About your demand deposit accounts

The unlimited coverage now provided by the
EDIC for all non-interest-bearing transaction
accounts applies to DDAs with Bankers” Bank
of the West. Thus, balances maintained in a
DDA with BBW are fully guaranteed by the
FDIC for the entire amount of the account.

Note also that the balances your bank keeps
in DDAs with BBW are considered entirely
0% risk weighted. This clarification—in
addition to the full FDIC guarantee of all non-
interest-bearing transaction accounts—
represents an advantage for your bank.

You can refer to the pertinent Joint Statement
issued by the federal banking agencies at
http:/ /www. fdic.gov/news/news/
financial/2010/fil10007a.html.

>

Be informedfiand give your bank a voice

The long-anticipated request for public
comment on proposed amendments to
Regulation CC, Availability of Funds and
Collection of Checks, has been posted to the
Federal Reserve Bank website. Deadline for
comments is June 3, 2011.

BBW and other community bank advocates
are encouraging smaller financial institutions
to study the proposed amendments and
comment. Your feedback will help the Fed to
consider how the proposed amendments are
likely to affect banks of various sizes.

You can access the request for comment at
http:/ /www.federalreserve.gov/newsevents/
press/bcreg/20110303a.htm. Be aware that
because of the file size, printing the document
will require extra time and paper.

A Conventions on the horizon

As summer approaches, BBW representatives
are looking forward to reconnecting with
bankers at popular conventions in our region.
We hope to see many of you soon at:

CNBA Convention in Lincoln - April 27 to 29
CABA Convention in Marana - June 5 to 7

CNevada/Idaho Bankers Associations’
Convention in Lake Tahoe - June 16 to 18

BBW News is published by Bankers’ Bank of the
West as a service to respondent banks. Online
versions are available at www.bbwest.com. To
receive electronically, email info@bbwest.com
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A survey of securities settlement can bridge the knowledge gap

Sandy Gerk, Assistant Vice President
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Securities processing starts when a trade has been
executed with your broker and you ask for settle-
ment to occur at Bankers” Bank of the West. For a
smoother settlement process, be sure to provide
your broker BBW’s delivery instructions, which
can be downloaded from the Safekeeping section
of our website, www.bbwest.com. The instruction
sheet gives your broker all the information needed
to settle a trade for your account, including where
to deliver the security for settlements. Also listed
on the delivery instruction sheet are BBW’s institu-
tion and agent numbers, which brokers use on
their end to ensure BBW receives verification,
known as an ID confirm, of the executed trade.

Each workday at BBW, we go into our 1D system
and pull reports for all trades done the previous
day (or trade date). Once our customer sends us a
copy of the signed trade ticket or a delivery
instruction form, we compare that information to
the ID confirm. If everything matches up—
including cusip, par amount, final money—and the
security settles via DTC-Bank of New York, that
trade is affirmed and the settlement is automated.
If trades do not match up, we call the customer for
verification of what to accept.

All trades settle on a delivery versus payment, or
DVP, basis. Settlement is done electronically, and
the transfer of security and payment occur simul-
taneously. Under certain circumstances securities
come in “free,” meaning there is no exchange of
funds; this usually occurs when transferring a
security between custodians. Once the security is
settled, BBW debits or credits your account
depending on whether it is a purchase or sale. This
entry will appear on your real-time statement in
our Bankers Internet Data System. In fact, BIDS
is your best tool for checking whether a security
has settled.

When BBW receives a security for which we have
no instructions and no reference to our customer,
we must send the security back on a “DK”—
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Safekeeping partmen
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ask our customers to submit all trades to

received and paid for, BBW will send a safekeeping
receipt for your records.

Also, as a BBW Safekeeping client, you have the
ability to pull your month-end portfolio and pledge
reports on the last business day of each month
after 2 p.m.—reports that will aid you in record-
keeping. For more information on safekeeping, call
Sandy Gerk at 303-291-3700, extension 8102.

Quick Connect, a seamless solution
for your business customers

Lookjng for an online cash management
solution for your business customers? The
Bankers Internet Data System Quick Connect
can help. BIDS Quick Connect empowers your
business customers to generate, import, validate,
and transmit ACH and wire transactions. It’s
branded to your institution, too.

Both powerful and user-friendly, Quick Connect
is more affordable than similar systems. Because
it’s modular, you deploy only the services you need
for your market. Most importantly, Quick
Connect integrates with BIDS, facilitating a
seamless transaction flow from your business
customet, to you, to Bankers’ Bank of the West.

Quick CONNECT HIGHLIGHTS

ACH
A Originate payroll, loan payments, and bill
payments via a simple step-by-step wizard.

A Quickly edit and generate previously saved
ACH templates for increased efficiency.

A Generate Electronic Federal Tax Payment
System tax payments.

A Upload, validate and transmit customet-
generated ACH files for processing via
encrypted connection.

Continued on p. 5.
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Demographic drivers will ensure growth of market for reverse mortgage loans

Tim Harder, Vice President
1st Reverse Mortgage USA

w hat will fuel the future market for
reverse mortgages? The financial crisis

hit retirement prospects like a one-two punch.
Various challenges in the housing and financial
markets over recent years, coupled with the fact
that people are living longer, have resulted in many
baby boomers finding themselves unprepared to
maintain their lifestyle in retirement.

Nearly half of older Americans are not protected
against outliving their assets. It’s apparent that
Americans, specifically baby boomers, have not
saved enough money for retirement.

According to the Census Bureau, the boom began
in 1940, so the first wave of retired baby boomers
is already eligible to obtain reverse mortgages. As
the demographic pyramid gradually inverts over
the next 20 years, the pool of borrowers eligible
for reverse mortgages will inevitably grow.

The good news is that Americans are living longer.
The bad news is that neatly half (48 percent) of
those ages 45 to 70 have no financial plans in place
to protect themselves against outliving
their assets and the rising cost of health
care, according to a new survey from
the Society of Actuaries.

Moreover, more than one-third are
worried about running out of money
during retirement. For those who want
to remain in their current homes and
maintain their existing standard of
living, obtaining a reverse mortgage
might be the best option.

Tim Harer

A reverse mortgage allows equity-rich, cash-poor
homeowners at least 62 years old to draw cash
against the value of their house. Cash can be paid
out as a lump sum payment, as a line of credit, in
fixed monthly payments, or through a combina-
tion of the above options.

HELOC versus reverse mortgage

The primary difference between a reverse mort-
gage and a home equity line of credit is that
borrowers do not have to make payments on a
reverse mortgage. As a result, the criteria for
approval do not include personal income or
creditworthiness. Rather, the decision is based on
equity and the house conditions. The loan matures
when the house is sold, when the last surviving
borrower dies, or when the house is no longer the
primary residence.

It’s far easier for your community bank to attract
and keep customers if you’re focused on what
value, benefit, or advantage you can give them.
Do this, and they’ll understand that working with
you is in their best interest. Remember, neatly
half of older Americans are not
protected against outliving their
assets.

To request more information

about the turnkey program available
through 1st Reverse Mortgage USA,
a service provider endorsed by
Bankers’ Bank of the West since
2006, call your BBW correspondent

< officer or email info@bbwesnco

Managed security servitas option for addressing defined IT needs

Safeguarding data and networks is among your
organization’s most complex and essential
functions: The same technologies that boost your
efficiencies also open the door to vulnerabilities.

To guard against evolving threats such as viruses,
worms, spyware, and firewall attacks, information
technology specialists rely on detection tools like
monitors and logs, and on frequent updates that
repair potential security holes and fortify firewalls.

Protecting the bank from ever-mounting risks
demands time and vigilance.

Cyber-criminals never take a holiday. To foil them,
many businesses add another layer of protection to
their internal IT department in the form of round-
the-clock security assistance provided by managed

service firms focused on security alone. For ideas

on reinforcing your own IT specialists’ security
efforts, contact BBW’s I'T staff at 303-291-3700.
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BANKERSO ANK OF THE WEST 2011 Bank Card Conference

| t ds a J u nHow tebe ®lioh in Thik ew EBraof Bank (Card
May 5 and 6, 2011 - Embassy Suites Hotel - Downtown Denver %

Top Ten Reasons to Register NOW

10. Your safari guides are eminently qualified. Hear directly from today’s.top
industry leaders and authorities in the bank card field.

9, The jungle landscape is ever-shifting. Y o u 6 | | strategicglimpse
into the future of bank cards and electronic payments.

8. Ready or not, regulatory change will affect community banks: Y 0 ugetl |

the lowdown on adapting in the post-reform ecosystem.
7. Y o uuntdedrstand how to protect yourself against predators.

Know what theyore up tojs~what to | opk
6. Youodl | st ay bytaking advanthge sf merehant and ATM/debit

training offered the day prior to the conference.

5. Youdl | | ear n newATM eequirgnsents of thé Americans
With Disabilities Act with guidance from experts.

4, Y o u huild staying power with knowledge of the tools, products, and
marketing potential available in the bank card world.

3. Youodl |l avoi d [Ibyaules being discussedunadér the Durbin
Amendment.
2. Y o ufeimlalliances through networking; after all, in.the-jungle there truly

is strength in numbers.

1. Yo y,: d e v inteldteptual musclie amd professional
expertise that separates the leaders from the followers.

DOWNLOAD AGENDA & REGISTRATION FORM AT WWW.BBWEST.COM

Quick Connect, a seamless solution for your business customers
From p. 3

Wires set transaction limits, view all activity, and have
final approval of transactions before they are sent
for processing. The report file delivery function
enables you to deliver reports and Fed acknowl-
A Create or submit previously saved wites from  edgments securely to your business customers for

easy-to-use templates. review.

A Upload and securely transmit Fed-compatible
wires.

The Quick Connect administration console keeps ~ To learn more about BIDS Quick Connect or to

you in control of all functions of the system. You set up a demonstration, contact your BBW cash
designate who is given access and decide when and ~ management officer or email your inquiry to
how much each user can access the system. You info@bbwestco
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Adding new customers hinges on effective communication

Pam Grammer, Rocky Mountain Area Manager
Optimum System Products

“Right Message, Right Time, Right Medium”

is a mantra we’ve heard often in connection with
the need to make communications more relevant
and personalized to the consumers we want to
attract and keep. Whether they voice this mantra
or not, most financial institutions are striving to
improve overall customer experiences, which
occur any time a customer obtains services, secks
information, or receives a promotional message
from the bank. Communication is a common
thread in all of those situations.

But communication workhorses of the past—
such as lobby displays, billboards and print ads—
do not, by themselves, “touch” today’s customers
often enough, meaningfully enough, or timely
enough to make a marked difference. The chal-
lenge for your community bank is to build a well-
integrated communication strategy using a variety
of tactics and technologies that engage customers
of varied ages, lifestyles and preferences.

After all, a point-of-purchase promotion at the
teller line will be lost on the commercial customer
who deposits primarily through remote deposit
capture. Similarly, even though the college- or
military-bound checking account customer might

instead “visit” your bank through mobile banking
services, targeted direct mail, online bill payment,
or presentations accessible through your website.

Put simply, these days the path to success in busi-
ness development starts with creating consistently
positive experiences for your customers across
every touch point.

The tools available to reach out to your customers
are more numerous, versatile and complex than
ever before. That’s why smaller banks with finite
resources generally seek the help of partners
experienced in aligning goal-driven business
strategies with technology solutions. Optimum, a
provider of efficient, results-focused solutions to
community financial institutions since the 1980s,
is such a partner.

Optimum can help you leverage the right tech-
nology in the appropriate situation, and ensure it
aligns with your brand marketing and customer
communications strategy. Discover the programs
and solutions from Optimum that will deliver your
brand promise to grow new clients for your bank:
Call Pam Grammer at 303-514-9396.

Optimum System Products has been an endorsed

never again see your television ad or meet face-to- service provider of Bank
face with your customer service specialist, she can since 2003.
Please route to: Pres/CEO Head of Operations Loan Officers Cashier Inv. Officer

Bankers’ Bank of the West
1099 Eighteenth St. = Ste. 2700
Denver, CO 80202
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