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BIO: 

Jeffrey M. Watson is the President and 

Chief Executive Officer and a director of 

Bank of Manhattan. Mr. Watson has a 24 

year career in banking, having served 

most recently as the Executive Vice 

President and Chief Operating Officer of 

1st Century Bank, N.A. of Century City, 

California from its formation stage in 

2003 and continuing with that bank until 

starting the formation process for Bank of 

Manhattan in 2006. Previously, from 

1999 to 2003, Mr. Watson served as the 

Executive Vice President—Chief 

Administrative Officer & Chief Lending 

Officer of Commercial Capital Bank and 

Chief Administrative Officer for 

Commercial Capital Bancorp, Irvine, 

California. Prior to joining Commercial 

Capital Bank, Mr. Watson served as the 

Senior Vice President—Lending 

Manager at Hemet Federal Savings from 

1998 to 1999 and from 1988 to 1998 Mr. 

Watson filled various positions at 

California United Bank, Encino, 

California, most recently serving as that 

bank’s Senior Vice President—Merger 

and Acquisitions Manager. Mr. Watson 

earned a Bachelor of Science degree in 

Business Administration from San Diego 

State University and a Masters in 

Business Administration from California 

State University, Los Angeles. 

 

Company Profile: 

Bank of Manhattan, which opened for 

business on August 15, 2007, is a full 

service bank headquartered in the South 

Bay area of Los Angeles, California. 

Bank of Manhattan’s primary focus is 

relationship banking to entrepreneurs, 

family-owned and closely-held middle 

market businesses, real estate investors 

and professional service firms. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Watson, this is a rela-

tively new bank, why is there a need 

now? 

Mr. Watson: “There is a need for a new 

bank due to the consolidation that has 

occurred in our market place, which is 

the greater Los Angeles area. The num-

ber of banks are down 56% from where 

they were just ten years ago. It is through 

the mergers and acquisitions that resulted 

in just five banks collectively controlling 

70% of the market. There is really no 

local community bank in our market 

place that caters to the community here in 

the south bay region of the Los Angeles 

area.” 

 

CEOCFO: Please tell us about the group 

that has come together to form the bank. 

Mr. Watson: “The group is a very nice 

group of people. We strategically ana-

lyzed what we would need in order to 

succeed, so we started with the board of 

directors. We put together specific crite-

ria for the board, one being a very experi-

enced credit person, which we have 

someone who has been a former chief 

credit officer at several organizations in 

the Los Angeles area, an ex-banker who 

controlled a lot of business for several of 

the larger institutions right in our market 

place. The market place here consists of a 

small middle market entrepreneur type of 

person who runs their businesses that 

they own. Therefore, we wanted people 

who were still active in the market. We 

have five other outside directors that are 

very active in today’s real estate market , 

the small business market, be it through 

money management, or their own real 

estate development activities or their own 

business that they run. We put together a 

very good blend of experience with youth 

and energy.” 

 

CEOCFO: What are you doing or what 

can you do that is different? 

Mr. Watson: “We can bring the business 

and the banking to you. Banking and 

changing banks is an arduous taste; it is 

not something that anyone really wants to 

undertake, so if we can deliver the prod-

ucts and services right to you at no cost, 

then I think it gives you incentive. The 

larger institutions right now are focusing 

on the larger clients. For us we have over 

40,000 businesses with ten or fewer em-

ployees within a ten-mile radius of us. 

Those are very active thriving businesses 

that are continuing to grow and who we 

want to grow with. We are delivering the 

remote capture device for free to these 

clients, we will set it up and implement it 



for you and set you up on cash manage-

ment and online bill pay. We will take 

care of all that for you. To take over the 

painstaking efforts of having to change 

banks. We will come out and set it all up 

so that you have your branch right within 

your own office.” 

 

CEOCFO: Do you find remote capture to 

be a big feature for people today? 

Mr. Watson: “I think it is. I think it is 

the biggest breakthrough since the ATM. 

It is the first technology that banks have 

garnered in many years. We have quite a 

few people already on the system and 

they love it. It eliminates the need to go 

into the bank; you can bank right at your 

desk.” 

 

CEOCFO: How do you reach your new 

customers; is there a particular group you 

are targeting first? 

Mr. Watson: “We have a 

shareholder base of over 300 

local investors, and that shows 

the need for a community bank. 

They are very excited about the 

opportunity to not only invest 

but also be a client of the insti-

tution. They are our first plan 

of attack and they have been 

very supportive in not only 

opening their own accounts but 

also referring their friends and 

family. Two, we specifically 

didn’t want to rely like several 

de novos do on one person’s 

rolodex, name him the president and let 

them grow and then plateau after twelve 

to eighteen months just because you are 

relying on one person. We employ several 

revenue producers from different local 

banks, so we can penetrate into each of 

those target markets. Our target market is 

the small middle market business, the 

entrepreneur who owns that small middle 

market business, the real estate investor 

who primarily lives right where we are in 

the south bay area of Los Angeles.” 

 

CEOCFO: How is the real estate market 

there today? 

Mr. Watson: “The residential market 

obviously has been quite soft; but that is 

not our niche, we do not do any single-

family residential lending. We do not do 

any subprime loans, so that has no effect 

on us. I think we are being very cautious 

in our approach to the commercial mar-

ket because the potential is there for that 

to soften in the next six to twelve 

months.” 

 

CEOCFO: Given the current economic 

conditions why is this a particularly good 

time for a new bank? 

Mr. Watson: “I think it is an excellent 

time to open a new bank, because most of 

the banks now are dealing with their in-

ternal credit issues and not actively mar-

keting. That is an opportunity for us to go 

ahead and actively target those good cli-

ents at the institutions without having to 

compete very heavily for that business. It 

is a great opportunity for us as the other 

institutions have the inside problems 

which obviously we do not have any com-

ing out and being open all of ninety days. 

Secondly, it is also freeing up potential 

employees and that is the key to any good 

organization, the people that you sur-

round yourself with. As the other institu-

tions are now refocusing on problem port-

folio management and not actively solic-

iting your business, those people are be-

coming frustrated inside the other or-

ganizations and are more open to make a 

move to an organization such as ours. I 

think it is a good time especially in our 

market place. I think the one downfall for 

any new institution now or opportunity; 

the challenge is going to be obtaining 

capital. We were fortunate enough to 

have the support of our community with 

over 300 shareholders to raise $25 mil-

lion.” 

 

CEOCFO: Are your customers starting 

to use your services for their personal 

accounts? 

Mr. Watson: “They are. That is some-

thing that we have found is very good. 

We not only service the entities, but we 

will service the owners and employees of 

those companies and they really would 

welcome the personal service that we can 

give vs. some of the larger organizations 

that do not know their name or don’t 

know who to call for decisions. When you 

call the 800 numbers and then get trans-

ferred to different divisions. At Bank of 

Manhattan they can walk in or call and 

speak right to a decision maker.” 

 

CEOCFO: What shall we look for two or 

three years down the line? 

Mr. Watson: “I think you should look 

for the basis of a strong commercial 

banking franchise. I think two or three 

years down the road at the $25 million in 

capital mark, we can easily achieve the 

$300 million asset level at 

which time we would require 

another capital event. What we 

want to do is build a solid base 

commercial banking franchise 

and then let the chips fall 

where they may. We will be 

opportunistic and looking at 

potential acquisitions down the 

road, but now we are focused 

solely on building the best 

banking franchise we can.” 

 

CEOCFO: Why should poten-

tial investors pick Manhattan 

Bancorp out of the crowd; why 

should you be on the radar screen? 

Mr. Watson: “We have two very signifi-

cant strengths going for us; one is the 

team that we have assembled. That is one 

of the biggest challenges that any bank 

faces, is assembling the team. We have 

an excellent board of directors and the 

entire employee base is exemplary. Sec-

ondly, we are in a very strong market-

place. The south bay area of Los Angeles 

is one of the most vibrant areas in the 

nation, and we are right in the hub of a 

very diverse potential client base, which 

does not rely on one industry, be it de-

fense, real estate, or entertainment. It is a 

very diverse and strong market place even 

in today’s market.” 

 

CEOCFO: What should readers take 

away from this interview? 

“The market place here consists of a small mid-

dle market entrepreneur type of person who 

runs their businesses that they own. Therefore, 

we wanted people who were still active in the 

market. We have five other outside directors 

that are very active in today’s real estate market 

, the small business market, be it through money 

management, or their own real estate develop-

ment activities or their own business that they 

run. We put together a very good blend of ex-

perience with youth and energy.” 

                                              - Jeffrey M. Watson 



Mr. Watson: “Throughout this process, I 

have come to appreciate the quality and 

character of the board and management 

team that we have assembled. They have 

been very supportive throughout. The 

shareholders have also been proven to be 

very supportive of the Bank. I am excited 

about the opportunities here. This is actu-

ally the third start-up that I have been 

involved with and this is by far the one 

that I am most excited about.” 
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