Lending in the Land of Giants
By Shaun H. Ahmad

Driving down Broadview Avenue in Warrenton, Virginia —a growing town in Fauquier County with nearly
67,000 residents — you come across several of the giants of the banking world. BB&T has maintained a
strong presence with several locations and the largest drive-thru capacity in Warrenton. Further down
the road, you will find the likes of SunTrust, Capital One, and Wells Fargo. Within walking distance of
Wells Fargo is Oak View National Bank —a community bank that opened its doors in June of 2009,
coincidentally the month that marked the end of the Great Recession.

Venturing a guess, one would think that there was little chance of a newly developed community bank
to compete for a significant market share of deposits. Yet based on a 2013 FDIC report, Oak View
National Bank ranked third in the county with an 8.4% stake, ahead of Wells Fargo (6.92%), SunTrust
(4.95%), and Capital One (2.39%). With the growing deposit relationships comes lending, in which Oak
View National Bank has managed to comprise a portfolio in excess of $120 million in a short period of
time across its three regional branches.

Larger institutions have greater amounts of capital and resources using various lending programs that
help to ensure that they advance at lower rates. The bigger banks also have more money to invest in
newer technologies. They have entire departments dedicated to staying with or ahead of the online
curve by developing smartphone applications, providing around-the-clock internet services, and other
internet based tools. They have marketing departments with the sole purpose of finding new television
advertisement spots, clever catch-phrases, and capturing audiences in various mediums. Given
budgetary constraints, community banks simply cannot keep up with day-to-day competition in this
realm. Local banks are catching up when it comes to online products, but large institutions have much
more invested financially. So how is it that a bank with several significant disadvantages is able to
compete with goliaths that are not just well-known in the county or the state, but across the nation?

It comes down to the very essence of being a local bank, which is to know the customer and know the
community. The big banks certainly thrive in cities like New York, Los Angeles, and Washington D.C., but
the majority of the country doesn’t live in million dollar condos overlooking Central Park. Warrenton,
Oak View National Bank’s headquarters, is only 50 miles from Washington D.C., but you wouldn’t know
it given the drastic differences in lifestyle. A large percentage of Americans do not know the ins and
outs of banking and need to deal with an institution that they can trust to give them sound advice. This
is not to say that big banks can’t be trusted, though their reputation has certainly been sullied due to the
scandals involved with the financial meltdown.

The advantage of a community bank is the customers know and have faith in the bankers. They see
them at local basketball games, at their church, at the grocery store, or volunteering in the community.
When a customer feels like they know the person that is providing a service or a product, they are much
more likely to believe them and take the advice when provided with less of a worry about being
swindled out of their hard earned money.



An emphasis within Oak View National Bank is to know the customer, but to also know their business.
This means more than putting numbers into a computer and letting it do the work while providing the
customer with an “Approved” or “Declined” answer. It means visiting the business, understanding what
their needs are, what they rely on to be successful, and ultimately how the bank can provide assistance
to responsibly foster the growth. To be a successful community bank means to take the time to work
with the customer to figure out what will be most beneficial to them while limiting the bank’s risk
exposure. It’s not about pushing a certain product or a certain type of loan that has the fastest
processing time and brings in the greatest amount of fees.

The gap between large and small institutions is continuing to grow. A 2012 FDIC study showed that
between the years of 1984 and 2011, the number of federally insured banks declined from 17,901 to
7,357. During that same period, the number of banks with less than $100 million in total assets was
large enough to account for the entire net decline in total bank charters while banks with greater than
$10 billion in assets grew eleven-fold and took the share of industry assets from 27% in 1984 to 80% in
2011. In order to survive, community banks will have to take advantage of the areas that make them
unique and desirable when compared to the large institutions.

Trust is an integral component of any town or community. Successful community banks, like Oak View
National Bank, understand this notion. They build relationships knowing that the better the customer
does, the better the community will do, and will ultimately not only lead to the bank surviving, but
thriving as well.
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