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CEOCFO: Mr. Cann, would you tell us the philosophy at Savibank?
Mr. Cann: Basically we are focused on being a community bank. Our strategic 

plan revolves around taking care of our customers, our shareholders, our employers and our community and at the same 
time making sure that we are being a safe and sound banking institution in regards to the regulators. The bottom line is 
that we are a community bank. We focus on small businesses, on individuals in various types of companies, both profit 
and nonprofit, and on other individuals within our communities. That is our focus. We are not interested in trying to bank 
larger companies like the Boeings of the world. We are stay focused on those businesses and individuals in our location, 
the northwestern corner of the state of Washington in the three or four counties located there. 

CEOCFO: What types of businesses or industries within the area are you able to serve?
Mr. Cann: There are a number of small retail businesses, service businesses, and agricultural related businesses in our 
area we work with. We also see boat building companies, since we are on the coast, and other kinds of small 
manufacturing companies. In addition, a lot of what we do is focused on the individuals that work for those companies. We 
do have large employers in the area like Western Washington University and Boeing, which is south of us. We often 
provide banking services to people who work for and commute to those companies or others like them. 

CEOCFO: Is there much competition among community banks in your region?
Mr. Cann: Including ourselves, there are three banks I would consider community banks in our area. The two other 
community banks are People’s Bank and Skagit Bank. Both of these banks are quite a bit larger than us. Other banks in 
our area are all much larger non-community banks – Bank of America, Wells Fargo, Columbia Bank, etc. These larger 
banks do not focus on smaller companies and related individuals in our communities like we do. They all do well in 
various areas, but because of our customer relationship focus we believe we are able to compete very effectively with all 
of them. We are the smallest of the banks in our area, only about $180 million in assets, but growing quite rapidly - 
approximately 30% growth from third quarter last year to third quarter this year. We anticipate our growth will continue to 
be quite strong. 

CEOCFO: What accounts for the growth?
Mr. Cann: With the disappearance of a number of community banks that have been closed, sold or bought out by larger 
banks, customers used to having a personal relationship with their banker have lost much of that and the ability to make 
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decisions locally has be lost to a great deal. We are able to provide that relationship and local decision making which can 
very often be much more difficult for larger banks to provide. With those advantages we have been able to grow quite 
rapidly. A lot of that market is still available. Being the smallest bank in our markets gives us some advantages. There are 
credit unions in our area that are more focused on individual types of banking, but we’ve also been effective in competing 
against those, although that is a bit of a different approach. 

CEOCFO: Are there services you would like to offer?
Mr. Cann: We would like to focus a bit more on some consumer products and are looking to develop some of those going 
forward. We have a nice array of small business lending and deposit products. We are focusing on increasing our online 
banking and increasing our website flexibility and usage. We watch our competition carefully to see what they are doing 
successfully and are always open to new products and services that improve customer service and the bank’s bottom line. 

CEOCFO: What is your approach to security?
Mr. Woods: It is difficult. One of the pros of being a smaller community bank is that we know many of our customers 
personally. For example, we can actually recognize their voices when we call to check or follow up on items like wire 
transfers. We do have some customers that do not like the extra security at times, but we feel it’s prudent rather than just 
assuming that because a customer has a password, a user ID, or other info that it always that customer. It is a struggle to 
maintain security but we try to educate our customers as much as possible regarding concerns there. Down the road, we 
expect to be able to implement more biometrics and multiple different concepts to hopefully alleviate some security 
concerns that, but that will take some time. 

Mr. Cann: I will tell you that we have on a few occasions caught some issues that would have cost our customers quite a 
bit and we have been able to effectively keep those losses from happening. So far, so good but having said that, we 
understand this is getting to be a tougher and tougher issue. We do continue to focus quite a bit of our resources on this 
issue. 

CEOCFO: Would you give us an example about what is different about your customer service?
Mr. Cann: One of our larger competitors in our market made a decision to take all of their IT support away from a local 
company that does IT support. They calculated they could go to a large, out of the area IT support company and get a 
better cost. We understand the economics of something like that, but that local company is also a fairly large employer in 
our community. Knowing that, and knowing the cost was reasonable for us, we’ve done gotten our IT support through that 
local company. Needless to say that local company is now in the process of doing more banking with us. Basically, if we 
have the ability to do business locally, even at a slightly higher cost, we make every effort to do that to support our local 
communities. In other words, we try to do business with those companies that do business with us. That’s been very 
effective competitively. Another example is a fairly substantial loan for a business in our area that we just put together. 
Because of personal relationships with a number of individuals in that business by Directors on our local Board of 
Directors, and because some of those individuals are shareholders of the bank, we were able to pull that loan from a 
larger bank. In addition, we now have access to the possibility of doing more business with employees of that business as 
we now have continuing contact with them. This is one way we can build and further integrate our bank into our 
communities through personal relationships.

CEOCFO: How do you decide where to focus your efforts?
Mr. Cann: We focus our efforts on functions that make a difference and have impacts in our communities. For example, 
we have a relationship with the local junior college here. One of our key people is on the board of their foundation. We 
have also gotten involved through our shareholders in different nonprofit organizations in our communities to see how we 
can contribute. We rely on our shareholders, our Directors and our employees to know which companies make a 
difference and have impact and then work to establish relationships with those companies. It’s a tit for tat type of thing in 
that if we are working with them they will work with us.

CEOCFO: There is a lot of anticipation of change for the economy and the regulatory environment. How do you 
view whole situation?
Mr. Cann: What we are seeing from both national and local business sources is that things are better than they were. 
Business expectations overall seem to be positive in terms of what is going to be happening in the economy. We are 
hoping that is true and we are planning on moving forward in a positive fashion in terms of growth. We will see what 
happens but in any case given our expected growth we anticipate some good things going forward. What will happen to 
the economy? Who knows? Our focus will be on diligent growth. We have a strong credit culture and will make sure we 
don’t get too far afield in the types of lending we’re doing or the diversity in our portfolios. In other words, we want to grow 
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but will do it properly – we will stick to our knitting and not get too wild and crazy. There is also a lot of discussion about 
what is going to happen on the regulatory side of banking. Our expectation is not that we will see regulations go away, 
we’ve been around too long to know that really never happens, but our hope is that the continuous onslaught of new 
regulations will begin to slow. That, in and of itself, will be a major plus for banks our size in slowing the increase of 
expense in this area. We’ve basically adjusted to the cost of the regulations we now have, although it’s been and 
continues to be very difficult, but trying to cover all the new regulations being endlessly added is impossibly expensive. 
Hopefully the new political environment will help in this area. 

Mr. Woods: With the uncertainty of rates, we structured our balance sheet to be fairly neutral to rate changes. We will 
benefit if rates go up but not near as much as some banks that are on the sidelines praying for rates to go up with all this 
money sitting in cash. Regardless of whether the rates go up or not, we should be fairly well positioned. 

CEOCFO: The tagline on your website is SaviBank the Wise Choice. Why is SaviBank the wise choice?
Mr. Cann: We are the wise choice because when people truly understand their needs and where they want to go, we are 
the bank that can help them get there. We are not interested in just numbers and we are not interested in just 
transactions. We are interested in forming long-term relationships where we help our customers, and they help us, be 
successful. It is a joint effort and we work together. Through that process we come up with a much better result for 
customers and for us long-term and we don’t just solve a short-term problem. We look to put together programs that solve 
problems long-term, meet both their and our long-term needs, and form a relationship that can go on for years and years 
and years. Having been bankers for as many years as we have, we know this is a key to long term success of small 
businesses and individuals. We can then be there and be consistent so customers can count on us through thick and thin 
building their support and loyalty for us in the process. In other words, we are the wise choice because we help customers 
build a foundation for personal and business success. Frankly, we have done this with a number of individuals and 
companies over the years and know it pays many dividends. Part of the reason we are growing so well is because 
customers know this about us. We are the wise choice. 


