
Since opening in 2000, we succeeded 
in growing core deposits and assets by 
focusing on professionals through offering 
them unique products and services, as well 
as a superior level of service. We success-
fully targeted and captured market share 
in niche markets with our professional  
account offerings to doctors, accountants, 
nonprofits, and attorneys.

It has been North State’s goal to set  
ourselves apart through developing a 
deep understanding of the business side of  
being an attorney.  Any banker can open 
an account or make a loan.  What attor-
neys who are North State Bank custom-
ers have expressed is that they want a bank 
that helps them achieve the overall goals of 
their business.   . . .A bank that provides 
solutions.  . . . A banker that brings some-
thing to the table—a new service, a new 
way of solving an old problem, a creative 
way of addressing an issue, a listening ear— 

instead of just looking at what the bank 
can gain by getting their business.  And 
that is what they find at North State. 

“As we’ve always said, we are looking for 
customers who desire a mutually ben-
eficial relationship,” said Larry Barbour, 
president and CEO of North State Bank.  
“With attorneys and their firms, that  
philosophy holds true, as well.  One of 
the linchpin relationships for attorneys is  
having a bank that understands and  
manages their attorney trust account.  
Our focus at North State has been to do 
that well and our attorneys let us know 
that they feel we do a good job in this 
area.  That helps us to earn and keep their 
business.”      

Many of Raleigh’s best, most highly 
sought after attorneys have their firms 
located in downtown Raleigh and, as 
the city continues its downtown revital-

ization efforts, many more businesses,  
including law firms, are expected to open 
in the area. It is a strategic move for us to 
open a banking office near our custom-
ers and prospects with offices downtown.  
This way, we can provide them with even 
more convenient access to our experienced  
professionals and competitive products.

The new office is expected to open later 
this year and will be located in the heart 
of downtown Raleigh in the former  
Capital Club building at 16 W. Mar-
tin Street. It will feature the original  
ballroom hardwood  floors from the  
1930s – a tribute to Raleigh’s rich history. 
When fully staffed, it will house a market  
executive, three commercial lenders and 
two additional staff members who will 
handle teller transactions, open accounts, 
and serve as loan assistants.
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Our customers expect great service, and Barbara Doolittle delivers.  That’s why she is this 
year’s recipient of the Peggy Murdock Award for Customer Service.

The award was established six years ago to honor Peggy Murdock, a former North State 
Bank employee who passed away after a long and difficult battle with cancer. Peggy 
demonstrated an exemplary standard of service to all of her customers. 

Barbara, warmly referred to by friends and peers as a “salt of the earth” person, commented 
that, “Customer service at North State Bank is about relationships. Not only do we strive 
to serve our customers’ business needs, but we want to know them on a personal level. In 
many cases, our banking relationships become friendships.”

Barbara has been with North State Bank almost four years, serving as vice president and 
commercial lender in the flagship office on Falls of Neuse Road. Her customers are her 
first priority, and her goal is to provide them with the highest possible level of customer 
service. Congratulations, Barbara, on this well-deserved award. Thank you for all you do 
for our customers and our bank. 

Barbara Doolittle (center) receives her award  
with congratulations from Gary Woodlief,  

senior vice president & senior market executive,  
(left) & Larry Barbour, president & CEO (right).

BARBARA DOOLITTLE RECOGNIZED FOR SERVICE

SUMMARY BALANCE SHEET 
As of  March 31, 2007  

(in thousands)

ASSETS
Cash, due from banks......................................................... $	 15,134
Interest-earning deposits with banks............................... 	 1,545
Federal funds sold............................................................... 	 48,056
Investment securities available for sale at fair value...... 	 39,009
Loans less allowance ($3,894)........................................... 	 361,752
Other assets.......................................................................... 	 14,106
Total assets..............................................................$	479,602

LIABILITIES AND SHAREHOLDERS’ EQUITY
Demand deposits................................................................ $	114,077
Interest-bearing deposits.................................................... 	 312,099
Total deposits....................................................................... 	 426,176
Other borrowings............................................................... 	 20,256
Other liabilities....................................................................  	 5,488
Total liabilities...................................................................... 	 451,920

SHAREHOLDERS’ EQUITY
Total shareholders’ equity..................................................  	 27,682
Total liabilities and shareholders’ equity................$	479,602

SUMMARY STATEMENT OF INCOME & EXPENSE
For the quarter ended March 31, 2007  

(in thousands except per share data)

                                                                                         Quarter
Interest income.................................................................... $	 7,548
Interest expense................................................................... 	 3,544
Net interest income............................................................ 	 4,004
Provision for loan losses.................................................... 	 211
Net interest income after provision for loan losses....... 	 3,793
Noninterest income............................................................ 	 250
Noninterest expenses......................................................... 	 2,904
Net income before income taxes...................................... 	 1,139
Income tax expense............................................................ 	 432
Net Income.............................................................$	 707

Earnings per diluted share................................................. $	 0.15

SIGNIFICANT RATIOS
For the quarter ended March 31, 2007

 
Return on average assets.................................................... 	 0.65%
Return on average equity................................................... 	 10.87%
Efficiency ratio.................................................................... 	 68.29%
Nonperforming loans......................................................... 	 $98
Ratio of  allowance for loan losses to  
   nonperforming and nonaccrual loans.......................... 	 39.73x
Allowance for loan losses to loans................................... 	 1.07%

The information as of  and for the quarter ended March 31, 2007, as presented is unaudited. This newsletter contains forward- 
looking statements. The actual results might differ materially from those projected in the forward-looking statements for 
various reasons, including our ability to manage growth, our limited operating history, substantial changes in financial 
markets, regulatory changes, changes in interest rates, loss of  deposits and loan demand to other savings and financial 
institutions, and changes in real estate values and the real estate market. Additional information concerning factors that 
could cause actual results to materially differ from those in the forward-looking statements is contained in the company’s 
sec filings, including its periodic reports under the securities exchange act of  1934, as amended, copies of  which are 
available upon request from the company.

More than 400 people enjoyed a barbecue lunch at our Garner office  
in April. Chris Bruffey, senior vice president and market executive  
for Garner, commented “Events like these are a great opportunity  

to talk with folks very casually about the bank, but, more importantly, 
we have a chance to form and build relationships.”

CELEBRATION IN GARNER




