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Company Profile: 

Louisiana Bancorp, Inc was founded in 

1909 as Greater New Orleans Homestead. 

In 2000, Greater New Orleans Homestead 

underwent a name change and became 

Bank of New Orleans. Today, after be-

coming publicly-traded in 2007, Louisi-

ana Bancorp, Inc. holds $322 million in 

assets. 
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Interview by: Lynn Fosse, Sr. Editor 

 

CEOCFO: Mr. LeBon, what is the focus 

today and how has that changed over the 

last year? 

Mr. LeBon: “Our focus is on loan and 

deposit growth--a plan that has worked 

for 100 years. We continue to maintain 

strict underwriting guidelines to preserve 

shareholder value.” 

 

CEOCFO: How do you do that in these 

times; what makes you successful? 

Mr. LeBon: “We have been fortunate in 

attracting some very experienced lenders 

in the past year. We have significantly 

increased our loan originations in both 

the residential and commercial areas. Our 

consistently applied conservative under-

writing has resulted in high quality loan 

portfolios with very few delinquencies.” 

 

CEOCFO: Bring us up to date, what is 

happening in New Orleans now as it re-

lates to your business? 

Mr. LeBlanc: “What makes the activity 

in our market different from the rest of 

the country is that our lending area is 

undergoing an economic revitalization 

through the post-Katrina rebuilding ef-

forts. Although the recovery has been 

slow, the federal government has made 

significant funds available to aid in the 

process. Most of the projects presently 

underway are small or “micro” in nature; 

however, the final components of a com-

prehensive master plan are being final-

ized.” 

 

CEOCFO: What is the competitive land-

scape? 

Mr. LeBon: “The competitive landscape 

is unchanged if not more competitive. 

There are as many lenders competing 

after Katrina as before. The repopulation 

of the Greater New Orleans area is ap-

proximately at 80% of pre-Katrina levels. 

So the competition is intense. 

 

CEOCFO: Are you dealing with a lot of 

new people coming to take advantage of 

the opportunity? 

Mr. LeBon: “There have been a lot of 

new people that have come in, from both 

a profit and a non-profit standpoint. 

There have been many religious organi-

zations and church groups that have 

come in and volunteered their efforts, 

time, money, equipment, and supplies for 

the rebuild. They have helped the less 

fortunate homeowners in this area rebuild 

their properties.” 

“Our focus is on loan and de-

posit growth--a plan that has 

worked for 100 years. We con-

tinue to maintain strict un-

derwriting guidelines to pre-

serve shareholder value.” 

           - Lawrence J. LeBon III 



CEOCFO: Has the influx of new people 

created lending opportunities for Louisi-

ana Bancorp? 

Mr. LeBlanc: “What we are seeing is 

new customer relationships at both ends 

of the income spectrum. We are starting 

to see a lot of professionals move back 

into the region, as there is a demand for 

those primarily in the medical field. A 

large portion of our medical community 

left after the storm, several hospitals were 

closed and are still closed in parts of the 

area. Now that the facilities are starting 

to come back online or the facilities that 

are up are expanding, so there is a de-

mand there for medical professionals and 

other professional types. So, we have seen 

quite a bit of that in terms of residential 

lending opportunities. We are also seeing 

quite a bit of young people, recent college 

graduates moving to the area looking for 

opportunities to participate in the rebirth 

of the area or to volunteer. We have quite 

a few recent college graduates 

coming down and teaching in 

the public schools for a year or 

two, doing that sort of activity 

and those are our first time 

homebuyers, something that we 

are seeing more of. We see that 

at both ends of the spectrum on 

the residential side.” 

 

CEOCFO: How do you break down be-

tween retail and commercial and would 

you like to see the mix change? 

Mr. LeBlanc: “I would say a third, a 

third, and a third between commercial 

office space, retail, and then what we are 

going to call multi-family.” 

 

CEOCFO: What is the financial picture 

like for the bank? 

Mr. LeBlanc: “Our capital levels are 

extremely high; we are very well capital-

ized and very liquid. Things are going 

very well and our earnings are improving 

on a quarter-to-quarter basis. Loans are 

up for the year significantly as well as 

deposits. So we’ve seen growth through-

out the balance sheet and the income 

statements.” 

 

CEOCFO: “Service and reputation you 

can bank on”, is your motto. Tell me 

about the service aspect, what might 

someone get differently at the Bank of 

New Orleans that they are not getting 

from some of your competitors? 

Mr. LeBon: “What sets up apart from 

the competition is personal service. I 

know the personal service slogan in over-

used, but true in our case. As a small 

community bank, we know many of our 

customers. We, on request, portfolio 

home loans, enabling us to give prompt 

service, especially in difficult times such 

as after Hurricane Katrina. For example, 

as customers received insurance checks 

for repairs to their damaged homes, we 

were able to give immediate access to 

funds with no red tape. Competitor 

banks, generally of greater asset size, had 

customers wait one to three months for 

access to their claim checks. This is just 

one example of what sets us apart from 

the competition from a service perspec-

tive.” 

 

CEOCFO: Are there services or products 

that you would like to add to the mix? 

Mr. LeBlanc: “I don’t necessarily think 

that there are any products that we are 

lacking. What really differentiates our 

bank from some of the other community 

banks in the area is when you look at 

financial products across the board, from 

checking accounts to various loans, some 

of the mega regionals and national bank-

ing institutions do a great job on the ge-

neric products. If you don’t have any 

complications or you don’t need personal 

service, you can go to a branch of a na-

tional bank and do well with a checking 

account. However, how this differentiates 

us and we have seen this more so since 

the storm, is when you have questions, 

when you need help, when your loan 

doesn’t fit the cookie-cutter requirements, 

we are going to give you an answer lo-

cally from people that understand what is 

going on in the area. You aren’t going to 

have to call Baton Rouge, New York 

City, or Los Angeles to get a loan ap-

proved. We are going to take care of you 

in-house and we are going to do it as 

quickly and efficiently as we can. I know 

for a fact that is what differentiates us 

locally. The regional banks, those institu-

tions are having trouble making decisions 

now at the branch level or even the state 

level. So decision making is what I think 

is the difference.” 

 

CEOCFO: Although your geographic 

area is doing well how do you reassure 

your customers with general economic 

concerns? 

Mr. LeBlanc: “Obviously locally we 

have a great reputation. We have been 

around 100 years, we have employees 

with extremely long tenure, and familiar 

faces to greet people. We freely share our 

financial data with them and it is avail-

able at all of the offices. We have touted 

our Five Star Bauer rating last year when 

the economy and the banking industry 

was going through a really hard time. 

People appreciated the third party ac-

knowledgment of us.” 

 

CEOCFO: Why should poten-

tial investors pay attention to 

Louisiana Bancorp? 

Mr. LeBlanc: “There is great 

opportunity in this area. As I 

mentioned before, the recovery 

has been slow, but the outlook 

is very positive. There are tre-

mendous opportunities in rede-

veloping this area. There are 

lots of capital needs, with lots of opportu-

nities to participate in rebuilding what 

was a great community and what will be 

a great community again.” 

 

CEOCFO: Final thoughts, what should 

people remember most when they read 

the Louisiana Bancorp story? 

Mr. LeBon: “What they should remem-

ber is that although it may be a little bor-

ing, we are going to continue to do in the 

future what we have done for the last 100 

years and that is adhering to our conser-

vative standards and doing what we know 

how to do. I tell this to investors all the 

time, we don’t try to venture into un-

known territory. We do what we know 

how to do and we try to do it very well, 

we don’t try to be a master of all, we pick 

our niche and concentrate on that niche. 

We ‘stick to our knitting.’ Nothing fancy, 

but it works. Our level of capital, our 

steady earnings stream, our low non-

performing assets all speaks to what our 

philosophy has been and will continue to 

be.” 

“Our capital levels are extremely high; we are 

very well capitalized and very liquid. Things are 

going very well and our earnings are improving 

on a quarter-to-quarter basis. Loans are up for 

the year significantly as well as deposits. So 

we’ve seen growth throughout the balance sheet 

and the income statements.” - John P. LeBlanc 


