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General Information

The Community Reinvestment Act (CRA) requires each federa financid supervisory agency to useits
authority when examining financia inditutions subject to its supervison, to assess the indtitution’ s record
of meeting the credit needs of its entire community, including low- and moderate-income
neighborhoods, cons stent with safe and sound operation of the ingtitution. Upon conclusion of such
examination, the agency must prepare awritten evauation of the indtitution’s record of meeting the
credit needs of its community.

This document is an evauation of the CRA performance of National Bank of Alaska prepared by
the Office of the Comptroller of the Currency, the ingtitution’s supervisory agency, as of

March 8, 1999. The agency eva uates performance in assessment area(s), as they are delineated by
the indtitution, rather than individua branches. This assessment area evauation may include the visitsto
some, but not necessarily dl of the indtitution’s branches. The agency rates the CRA performance of an
ingtitution congstent with the provisons set forth in Appendix A to 12 CFR Part 25.



Definitions and Common Abbreviations

The following terms and abbreviations are used throughout this Performance Evaduation. The definitions
are intended to provide the reader with a general understanding of the terms, not a dtrict legd definition.

Affiliate - Any company that controls, is controlled by, or is under common control by another
company. A company isunder common control with another company if both companies are directly
or indirectly controlled by the same company. A bank subsidiary is controlled by the bank and is,
therefore, an ffiliate.

Block Numbering Area (BNA) - Statigicd subdivisons of counties in which census tracts have
not been established. BNAS have been established by the United States Census Bureau in conjunction
with state agencies.

CensusTract (CT) - Smdl, localy defined gatistica areas within metropolitan Satigtica aress.
These areas are determined by the United States Census Bureau in an attempt to group homogenous
populations. A CT has defined boundaries per ten year census and an average population of 4,000.

Community Development (CD) - Affordable housing for low- or moderate-income individuds,
community services targeted to low- or moderate-income individuass; activities that promote economic
development by financing businesses or farms that meet the Sze digibility sandards of the Smdll
Business Adminigtration’s Development Company or Smal Business Investment Company programs
(13 CFR 121.301)) or have gross annua revenues of $1 million or less; or, activities thet revitdize or
gtabilize low- or moderate-income geographies.

Community Reinvestment Act (CRA) - The statute that requires the OCC to evaluate abank’s
record of meeting the credit needs of itsloca community, consstent with the safe and sound operation
of the bank, and to take this record into account when evaluating certain corporate applications filed by
the bank.

Full-Scope Review - Performance under the Lending, Investment and Service Tedtsis andyzed
consdering fully understood performance context, quantitative factors (e.g., geographic distribution,
borrower distribution, total number and dollar amount of investments, branch distribution) and
qualitative factors (e.g., innovation, complexity).

Geography - A censustract or ablock numbering area ddineated by the United States Bureau of the
Censusin the most recent decennid census.



Home M ortgage Disclosure Act (HMDA) - The Satute that requires certain mortgage lenders

that do business or have banking offices in a metropolitan satistica areato file annud summary reports
of their mortgage lending activity. The reports include such data as the race, gender, and the income of
gpplicants, the amount of loan requested, and the disposition of the gpplication (e.g., approved, denied,
withdrawn).

Home Mortgage L oans - Such loans include home purchase and home improvement loans, as
defined in the HMDA regulaion. This definition dso incdludes multifamily (five or more families)
dwdlings loans, loans for the purchase of manufactured homes and refinancing of home improvement
and home purchase loans.

Limited-Scope Review - Performance under the Lending, Investment and Service Testsis
andyzed using only quantitative factors (e.g., geographic distribution, borrower digtribution, total
number and dollar amount of investments, branch distribution).

L ow- Income - Income levelsthat are less than 50% of the median family income.

Median Family Income (M FI) - The median income determined by the United States Census
Bureau every ten years and used to determine theincome level category of geographies. Also, the
median income determined by the Department of Housing and Urban Development annudly that is used
to determine the income level category of individuals. For any given area, the median is the point a
which hdf of the families have income above it and haf beow it.

Metropolitan Statistical Area (MSA) - Areadefined by the Director of the United States Office

of Management and Budget. MSAs consist of one or more counties, including large population centers
and nearby communities that have a high degree of interaction.

Middle-Income - Income levelsthat are at least 80% and less than 120% of the MFI.

M oder ate-lncome - Income leves that are a least 50% and less than 80% of the MFI.

Small Business L oans - Loans with origind amounts of $1 million or lessthat are: (1) secured by
nonfarm nonresidentia properties, or (2) commercia and industria loansto U.S. addresses.

Small Farm Loans - Loanswith origina amounts of $500 thousand or lessthat are: (1) secured by
farmland; or (2) to finance agriculturd production and other loansto farmers.

Tier 1 Capital - Thetotal of common shareholders equity, perpetud preferred shareholders equity
with noncumulative dividends, retained earnings and minority interests in the equity accounts of
consolidated subsidiaries.

Upper-Income - Income levels that are 120% or more of the M.



Overall CRA Rating

Ingtitution’s CRA Rating: Thisinditution israted Outgtanding.

The following table shows the performance level of National Bank of Alaska, with respect to the
lending, investment, and service tests.

National Bank of Alaska

Performance Levels Performance Tests

Lending Test* Investment Test Service Test
Outstanding X X
High satisfactory X

Low satisfactory

Needs to improve

Substantial noncompliance

(*) Note:  Thelending test isweighted more heavily than theinvestment and service
tests when arriving at an overall rating.

The mgjor factors supporting the indtitution’ srating are:

C

The bank’ s community development lending demonstrates an excellent responsiveness to the needs
of low- and moderate-income popul ation and geographies with 20 loans totaling $39 million for
affordable housing, community services, and revitalization of low- and moderate-income

geographies.

NBA'’slending activity displays excdlent responsveness to the credit needs of its assessment aress,
as evidenced by the extremely high volume of residentid mortgage, consumer, smadl business and
community development loan originations.

NBA has an excdlent distribution of home purchase and home improvement loans to geographies
and borrowers of different income levelsin the Non-M SA portion of NBA'’ s assessment area.

NBA'’s dollar volume of investment and grant activity isgood. The invesment and grant activity is
very respongive to the community’ s needs.

NBA provides banking services which are readily ble, given the geographic challenges of the
date of Alaska, to dl portions of the assessment ares, including low- and moderate-income

geographies and people.

NBA isaleader in providing community development services.



Description of National Bank of Alaska

Nationd Bank of Alaska (NBA) was established as anational charter in 1950. It is owned by the
National Bancorp of Alaska, Inc., abank holding company formed in 1982. NBA offers commercid
banking and trust services and has six subsidiaries to facilitate mortgage, credit card, finance, leasing,
and internationa banking related activities. NBA operates with 53 branches, five community agents,
and aloan production office in Sesattle which was converted to a branch in January of 1999. With the
addition of the Sesttle branch, NBA is consdered an interstate bank. However, a conclusion was not
drawn on loans, investments or services in the Settle assessment area because the Seettle office was
not a branch until very latein the evauation period and it's impact was congdered negligible. The
community agent program was established as an attempt to better address the banking needs of its
customers, including those residing in the more remote, rurd communities that are difficult to reach
through traditiona means. NBA isafull service commercid bank providing afull array of services
within its two assessment areas. NBA wasrated “ Outstanding” for the prior eva uation period ending
December 31, 1996.

As of December 31, 1998, NBA’stotal assets were $2.8 hillion, its net Ioan portfolio was $1.6 billion
and its Tier One Capita was $256.6 million. NBA'’s earnings and capita levels are strong and there
are no obvious financid impediments that would keep it from addressng CRA. However, like other
banking inditutions operating in the state of Alaska, amgor obstacle to NBA in serving its cusomersis
the state’ s geography. The large sze of Alaska contributes to high transportation and communication
expenses, particularly in the more remote, rural areas. Adding to this problem isthe lack of
infragtructure, fragmented population, and weak economic conditions that rurd Alaskafaces. This
gtuation presents NBA with difficult chalengesin its efforts to provide dl of its customers with ready
accessto its banking services. The challenges are discussed further under the market profiles for each
assessment areain Appendix A.

The management of NBA has chosen the entire Sate of Alaska and King County in the State of
Washington asits community. These areas comprise three assessment areas, the Anchorage
Metropolitan Statistical Area (MSA) 380, the Alaska Non-Metropolitan Statistical Areas (Non-MSA),
and King County which includes the City of Seettle. This ddlineation meets the requirements of the
regulation and does not arbitrarily exclude low- or moderate- income geographies. As mentioned
previoudy, the Seattle assessment area was not considered in the performance assessment dueto its
late inclusion in evauation period.

For comparative purposes, banks that are amilarly situated to NBA are the First National Bank of
Anchorage (FNBA) and Key Bank of Alaska. 1t should be noted however, that NBA has the largest
asset base of the three, followed by FNBA and Key Bank of Alaska. Also, NBA has alending focus
that encompasses Home Mortgage Disclosure Act (HMDA) loan products, smal business and
consumer loans.






During our examination, we met or spoke with representatives of organizations serving the community.
The information obtained from these discussons confirmed the bank’ s andysis of the credit needs
within their assessment areas which include affordable housing and loansto small businesses. Ancillary
to these credit needsis the need for credit education, home-ownership counsdling, and assstance in
applying for business credit. Please refer to Market Profiles under Appendix A for information about
credit needs in individua assessment aress.

NBA offers specia loan products that respond to identified credit needs of small business owners and
low- and moderate-income consumers within its assessment areas. Overdl, NBA continues to enhance
its products to help meet the diverse credit needs of its assessment aress.



Scope of Evaluation

Evaluation Period/Products Evaluated

This Performance Eva uation presents information on NBA’s small business, smal farm, residentia
mortgage and consumer [oan originations from January 1, 1997 through December 31, 1998. All loans
originated during the evaluation period by the two subsidiaries engaged in lending have been included in
the previoudy mentioned loan categories. The volume of community development loans was eva uated
through March 8, 1999. Unless otherwise stated, references to loans means exclusively these five
types of loans and not any other NBA |oan originations (e.g., large commercia loans). We dso
reviewed the bank’ s retail banking services and community devel opment investments and services from
January 1, 1997 through March 8, 1999.

Data I ntegrity

We reviewed a sample of HMDA, smdl business, small farm and community development loansto
determine the integrity of the data used in the andysis. We found the data to be substantiadly correct
and sufficient to assess the bank’ s performance during the eva uation period. Asaresult of our review,
we determined that NBA isreporting small business loans in accordance with reporting guiddines.
However, the number of loans reported is based on a conservative interpretation of the reporting
guidelines. Our reviews indicate that other reporting banks, dthough technicaly correct, do not follow
this conservative interpretation taken by NBA resulting in awide disparity in volume of loans among the
reporting banks. Our analysisindicated a potentia pool of at least 800 loans in 1998 that could have
been reported as originations and gtill met the technical reporting requirements. We considered thisin
asessing the volume of small business lending activity within the assessment area.

Selection of Areasfor Full Scope Review

We performed a full-scope review on NBA'’s two assessment areas, the Anchorage MSA 380 and the
Alaska Non-Metropolitan Assessment Area. Both areas are significant to the assessment of NBA's
overdl performancein the State of Alaska Neither afull- nor limited-scope review was conducted on
the Sedttle assessment area due to its late inclusion in the evaluation period.

Ratings

NBA'’soverdl performance islargely predicated upon its performance in the rural non-MSA portion of
the assessment area outside the Anchorage MSA. This area accounts for 67% of the bank’s lending
activity by number of loans, 61% by dollar volume and has 42% of the bank’ s deposits, 70% of the
bank’ s branches and 64% of the ATMs.



Fair Lending Review

In conjunction with this CRA examination, we dso performed afar lending examination of NBA. We
used the OCC' s fair lending examination procedures and focused on a sample of American
Indians/Alaskan Natives and white applicants for mobile home purchases that were processed between
January 1, 1998 and December 31, 1998. Our objective was to determine if NBA provided consistent
trestment to these loan applicants without regard to race; color; reigion; nationd origin; sex; marita
datus,; age; receipt of public assstance income; or the gpplicant’s exercise in good faith of any right
under the Consumer Credit Protection Act. These factors (prohibited basis) form the basis for illegal
discrimingtion.

Based on the findings of this review:
< NBA stidfactorily complies with fair lending laws.

< We found no evidence of disparate treetment being applied on a prohibited bas's, no violations of
far lending laws were cited.

< NBA hasasatisfactory process in place to help ensure ongoing compliance with fair lending laws.
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Conclusions with Respect to Performance Tests
LENDING TEST

Conclusions for Areas Receiving Full-scope Reviews

The bank’ s performance under the lending test is rated Outstanding. Based on full-scope reviews,
NBA'’s performance in the Anchorage MSA is very good and in the Alaska Non-Metropolitan
Assessment Aressis excellent.

C The bank’s community development lending demongtrates an excellent responsiveness to the needs
of low- and moderate-income population and geographies with 17 loans totaling $33 million for
affordable housing, community services, and revitaization of low-and moderate-income

geographies.

C NBA'slending activity displays excellent responsiveness to the credit needs of its assessment aress,
as evidenced by the extremely high volume of resdentid mortgage, consumer, community
development and smal business |oan originations.

C NBA has an excdlent digtribution of home purchase and home improvement loans to geographies
and borrowers of different income levelsin the Non-MSA portion of NBA'’ s assessment area.

C NBA'sdigribution of smal businessloans to businesses of different Szes and in geographies of
different income levelsis very good.

C NBA regularly usesflexible lending practices to help meet the credit needs of low- and moderate-
income home buyers and smal businesses within its assessment aress.

Lending Activity
Refer to Table 1 in Appendix B for the facts and data used to evaluate NBA' s lending activity.

NBA’slending reflects excellent responsveness to credit needs in its assessment areas. NBA
originated amost 60 thousand loans totaing more than $1.758 billion within its assessment areas during
the evauation period. The mgority of reportable loan originations (18 percent of the number and 57
percent of the dollars) were home purchase, home improvement or loans to refinance a home
mortgage. Thus, in determining NBA’s overdl performance under the Lending Test, more weight was
given to the analysis of home mortgage lending performance. Due to the limited volume of farm lending
in comparison to the rest of the portfolio, farm lending is not discussed in the Performance Evauation.
Farm lending represents less than 1 percent of NBA’stota lending.
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Based on 1997 Aggregate HMDA Data, NBA isthe largest originator of residential mortgage loansin
all its assessment areas, with amarket rank of one and a market share average of 32 percent. Market
share data is not available for consumer or community development loans.

Based on 1997 Aggregate Smdl Business data, NBA is one of the largest originators of the number
and dollar amount of small busnessloansin the State of Alaska. NBA’stwo largest commercid bank
competitors are First National Bank of Anchorage and Key Bank, N.A., followed by three credit card
banks.

Although market share data is not available for consumer loans, comparison of NBA’s outstanding
portfolio of consumer loans to other lendersin the area indicates that NBA has the largest portfolio of
consumer loansin the Alaskaregion. Although not usualy considered significant in assessng a banks
performance under the Community Reinvestment Act, consumer loansin the rura aress serveto
provide equipment and tools such as snow mobiles and boatsthat are used for basic subsistence living.

Assessment Area Concentration

NBA has avery high concentration of loan originations within its assessment area. The bank originated
98 percent of the number and 98 percent of the dollar amount of reportable |oans during the evauation
period in its assessment areas. Thisincludes smal business loans at 94 percent of the dollar and 96
percent of the number, small farm loans a 92 percent of the number and 94 percent of the dollar,
resdentia mortgage loans at 99 percent of the number and 99 percent of the dollar, and consumer
loans at 98 percent of the number and 97 percent of the dollar amount of loans originated.

Lending Gaps
This evauation included an andlyss of lending gapsin NBA's assessment aress. Although there were
severd geographiesin the Alaska Non-Metropolitan Assessment Areas where very few or no loans

had been made, the gaps were aresult of the smadl population relative to the large territory covered by
the geography and do not reflect negeatively on the bank’ s performance in the assessment area.

12



Distribution of Loans by Income L evel of the Geography

Home Mortgage L oans

Refer to Tables 2, 3, 4 and 5 in Appendix B for the facts and data used to evaluate the
geographic distribution of the bank’ s home mortgage loan originations.

Anchorage M SA

The Anchorage MSA congtitutes 36 percent of the total number and 40 percent of the totdl dollar
volume of home mortgage loans originated within the banks market area, the bank is the number two
ranked lender of home mortgage productsin the MSA.

Home Purchase Loan

Home purchase loans comprise 35 percent of the number and 42 percent of the dollar volume of home
mortgage loans originated by NBA. NBA is the number two ranked lender of home purchase loansin
the MSA and the number two ranked lender of home purchase loans in both low- and moderate-
income geographiesin the MSA.

NBA'’s home purchase loans reflects a good distribution throughout the low-income geographies of
the MSA. To assess the bank’ s geographic distribution of 1oans, we ca culate the number of bank
loansin low, moderate, middle and upper income geographies as a percentage of al loansin the
bank’ s portfolio. We then compare this to the percentage of owner occupied dwellingsthat are
located low-income geographies. NBA’sloansin low- income geographies as a percentage of total
loansis only dightly less than the percentage of owner occupied housing in low-income geographies.

Also, when assessing the bank’ s geographic distribution, we compare the percentage of NBA's
loans in low-income geographies to the percentage of loans in low-income geographies thet are
being made by dl other banks in the assessment area. NBA' s percentage of loans in low-income
geographiesis less than the largest lender but more than the average of dl other lenders.

Another indicator that we use when ng geographic digtribution is the comparison of the
bank’s overdl share of the market in a particular loan category to the bank’ s market share in the
low-income geography. NBA’s market share of loansin low-income geographiesis only dightly
less than market sharein dl geographies. Lending in low-income geographiesis difficult due to the
shortage of available low cost housing and the decreasing affordability of the existing housing stock.
Given these difficulties, the bank’s market share in low-income geographies indicates a commitment
to lending to borrowers in low-income geographies that isjust as good as NBA’s commitment to
lending in dl geogrgphies. See the Market Profile
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section of Appendix A for further discussion of lending impediments in low-income
geographies.

We will use the three indicators discussed above; percentage of bank loansin a particular geography
to demographics, percentage of bank loansin a particular geography to the percentage of al banks,
and the bank’ s market share of loansin a particular geography to the bank’s overall market share of
loans throughout the performance evauation to anayze the bank’ s ditribution of loans throughout its
assessment areaand to borrowers of different incomes.

Using the indicators we discussed for low-income geographies, NBA’s home purchase loans reflect
excellent digpersion throughout the moderate-income geographies. NBA’s |oans in moderate-
Income geographies as a percentage of dl itsloans exceeded the percentage of owner occupied
housing in moderate-income geographies. NBA’s market share of home purchase loansin
moderate-income geographies exceeded its overal market share. NBA's percentage of loansin
moderate-income tracts to al loans was less than the top lender but more than the average of all
other banks in the assessment area. Asin low-income geographies, NBA's ahility to originate loans
in moderate-income geographiesis impacted by the lack of affordable housing stock in these
geographies. See the Market Profile section of Appendix A for further discussion of lending
impediments in low- and moder ate-income geographies.

Home Improvement Loans

Home improvement loans comprised 15 percent of the number and three percent of the dollar volume
of home mortgage loans originated by NBA. Based on the 1997 aggregate HMDA datafor dl banks,
the bank is the number one ranked lender of home improvement loans in the Anchorage MSA. The
1997 number one ranking represents atotal of 22 originations for the bank. With three loans, the bank
is the number one ranked lender of home improvement loans in low-income census tracts. With 19
loans, the bank is the number one ranked lender of home improvement loans in moderate-income

geographies.

NBA'’s digtribution of home improvement loans in low-income geographiesis good. The percentage
of loansin low-income geographiesis only dightly less than the percentage of owner occupied units
in the low-income geographies. Comparison to other lendersisirrdevant because of the small
number of loansinvolved (nine). The bank’s market share in low-income geographiesis equd to its
market share overdl.

NBA'’s digtribution of home improvement loans in moderate-income geographiesisgood. The
percentage of NBA'’s loans in moderate income geographiesis dightly less than the percentage of
owner occupied houses in moderate-income geographies. Comparison to other lendersisirrelevant
because of the small number of loansinvolved. The bank’s market share in moderate-income
geographiesis dightly less than their market share overal.

14



Refinance Loans

Loans to refinance home mortgages (“refinance loans’) were 49 percent of total and 56 percent of
dollar volume of home mortgage loans originated by NBA. They were the largest percentage of loans
originated during the assessment period, however, throughout the Performance Evauation, they will be
welghted less than home purchase and home improvement loans because refinance loans are indicative
of ahomeowners ability to obtain lower cost credit on an existing home loan rather than helping to fulfill
the identified need of home ownership or improving the existing stock of available housing. The bank
was the number one ranked originator of refinance loans in the MSA, the number two ranked originator
of refinance loansin low-income geographies, and the number one ranked originator of refinance loans
in moderate-income geographies.

NBA’s geographic digtribution of refinance loansin low-income censustractsisgood. The
percentage of NBA'’sloans in low-income census tracts is |ess than the percentage of owner
occupied housing located in low-income tracts. However, thisisduein part to NBA’s large exigting
portfolio of below market rate subsdized loans to low-income families. Thereislittle incentive to
refinance aloan when the interest rate the borrower is currently paying is below the market rate.
The percentage of NBA’s|oansin low-income geographies is dightly less than the next largest
competitor but above the average of al other banks. In NBA’s case, their market share in low-
income geographiesis only dightly less than its market share overdl.

We consider NBA'’s geographic distribution of oans in moderate-income census tracts to be good.
The percentage of NBA'’s |oans in moderate-income census tracts to its total loansis less than the
percentage of owner occupied housing located in moderate-income tracts. The percentage of
NBA'’sloansin moderate-income tractsis aso less than the next largest competitor and less than the
average of al other banks. However, the percentage of loans in moderate income census tracts
exceeds its own overal market sharein al tracts. As discussed under low-income geographies, the
level of refinance loans isimpacted by the bank’ s substantia existing portfolio of below market loans
made under rate subsidy programs.

Non-M etropolitan Assessment Area

In the non-M SA portion of the assessment area, the bank originated 64 percent of its total number of
home purchase loans and 60 percent of itstotal dollar volume of loans. In the non-metropolitan
assessment area, the bank is the number one lender of dl home mortgage products with 48 percent of
the market share. The bank has amost three times the volume of loans as its next largest competitor.
The digribution in these areas is particularly sgnificant because of the severe shortage of affordable
housing and the significant barriers to home ownership in the non-metropolitan areas of the sate. See
the Market Profile for the Non-Metropolitan Assessment Area under Appendix A.

Home Purchase loans
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Home purchase |oans comprise 37 percent of the number and 49 percent of the dollar volume of home
purchase loans originated by NBA in the Non-Metropolitan assessment area. The bank is the number
one lender of home purchase loans in the non-MSA portion of the assessment area and the number one
lender in both low and moderate income geographies.

NBA's geographic digtribution of home purchase loans reflects excellent dispersion throughout the
geographies. NBA's percentage of total loans in low- and moderate-income geographiesisless
than the percentage distribution of owner occupied housing within these geographies. However,
NBA'’s percentage of tota |oansin both low- and moderate-income geographies exceeds the
percentage of loansin low- and moderate-income geographies for al other bank’ s in the assessment
area. NBA’s market share of loansin both low- and moderate- income geographies exceeds its
overal market share. NBA’s market share shows that although there are difficulties associated with
lending to these areas and a severe shortage of available housing, they have managed to perform
better there then in the middle and upper-income geographies. This indicates an excellent
responsiveness to the needs of low- and moderate-income geographies. See the Market Profile
for the Alaska Non-Metropolitan assessment area under Appendix A.

Home improvement loans

Home improvement loans represent 25 percent of the number and eight percent of the dollar volume of
home mortgage loans originated by NBA in the Alaska Non-Metropolitan Assessment Area.

NBA isthe number one ranked lender of home improvement loans in the Alaska Non-Metropolitan
Assessment Area and in both the low- and moderate-income geographies. Given the identified need of
housing rehabilitation due to the shoddy construction during the oil boom, NBA is making a significant
contribution to the needed improvement of the housing stock available to low- and moderate-income
borrowers. See the Market Profile for the Alaska Non-Metropolitan Assessment Area in
Appendix A.

NBA’s distribution of home improvement loans in both low- and moderate-income geographies
represents an excellent dispersion throughout the geographies in the Alaska Non-Metropolitan
Assessment Area. Although the percentage of loans in low-income geographiesis less than the
percentage of owner occupied housing, NBA’s market share indicates that they provide a significant
level of home improvement credit to low-income geographies that far exceeds any other bank in the
assessment area. The fact that NBA's market share in low- and moderate-income geographies
exceeds its market share overal shows a commitment to these geographies and aresponsvenessto
their needs.

Refinance Loans
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Refinance loans comprise 37 percent of the number and 42 percent of the dollar volume of home
purchase [oans originated by NBA in the Non-Metropolitan Assessment Area. The bank is the number
one ranked originator of refinance loans in the non-metropolitan portion of the assessment areaand the
number one originator of refinance loans in the low- and moderate-income geographies in the Non-
Metropolitan Assessment Area. As mentioned in the discussion of lending in the Anchorage MSA,
origination of refinance loans is hindered by the large volume of below market rate loans subsidized by
programs for low- and moderate-income persons dready existing in the bank’s portfolio.

NBA’s geographic disperson of refinance loans reflects a good distribution throughout the low-
income geographies. NBA's percentage of total loansin low-income geographiesis less than the
digtribution of owner occupied housing in those tracts. NBA's market share in low-income tractsis
less than the overdl market share. However, NBA has 33 percent of dl loans madein low tracts
which issix of atotd of 18. Loansin low-income tractsto tota applicationsis 1 percent which less
than the average of dl banks. However, the differenceis Satigticaly insgnificant and represents a
difference of oneloan.

NBA’s digtribution of loans in moderate-income geographies reflects good disperson. NBA's
percentage of totd |oansin moderate-income geographiesis less than the distribution of owner
occupied housing in those tracts. The percentage of 1oans in moderate-income geographiesis lower
than the average of dl other banks. However, the smal number of loans originated by other lenders
versus the large percentage of NBA 1oans makes the difference inggnificant.

NBA’s market share in moderate income geographies isless than its overall market share but thisis
adirect result of their Sgnificant below market rate portfolio.

Small BusnessLoans

Refer to Table 6 in the Appendix B for the facts and data used to evaluate the geographic
distribution of the bank’s small business |oan originations.

NBA'’s geographic ditribution of smal business loans reflects a very good disperson throughout its
assessment areas. The analysis focused on the distribution of small [oans (less than or equd to one
million dollars) to dl businesses regardless of revenue Size.

Anchorage M SA

Within the Anchorage MSA, the bank is one of the largest volume lenders of smdl business loansin the
MSA. They are dso one of the highest volume lenders in low- and moderate-income tracts throughout
the MSA. NBA'’s geographic digtribution of loansin low-income censustractsis excelent. The

bank’ s percentage of 1oans made in low-income geographies is dightly more than the percentage of
busi nesses |ocated in those geographies.
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NBA'’s percentage of loansin low-income census tracts is equa to the percentage of dl loans made
in low-income tracts and the bank’ s market share in low-income geographiesis above its market
share overdl.

NBA’s geographic distribution of loans in moderate-income censustractsisgood. The bank’s
percentage of loans in moderate income geographiesis sgnificantly less than the percentage of
businesses located in those geographies. 1t's market share in moderate income tractsis dightly less
than its overall market share. The percentage of loans in moderate income census tractsis dightly
less than the percentage of loans made by al banks in these geographies. The weak performance of
the bank in the moderate-income geographiesis mitigated by the high level of competition in these
geographies. Of the businesses located in the moderate income geographies, 78 percent are in only
three of the eight geographies. These three geographies are served by four NBA branches and the
NBA corporate headquarters. The headquarters and branches of the bank’s four leading
competitors are also located in these geographies.

Non-M etropolitan Assessment Area

In the Alaska Non-Metropolitan Areas, NBA’ s geographic distribution of smal businessloansis very
good. The bank is one of the largest volume lenders of small businesses in the Non-Metropolitan

Assessment Areaand one of the largest volume lenders in both low- and moderate-income
geographies.

NBA’s geographic digtribution in low-income census tracts is excdllent. The bank’ s percentage of
loans made in low-income geographies is larger than percentage of businessin those geographies.
The bank’ s market share of loansin low-income tracts significantly exceedsits overadl market share.
The bank’ s percentage of 1oans to low-income tracts exceeds the percentage of loans made by al
banks in those tracts.

NBA’s geographic digtribution in moderate income censustractsis very good. The bank’s
percentage of 1oans in moderate-income geographiesis only dightly Iess than the percentage of
businessin those geographies. The bank’ s share of loans in moderate-income geographiesis dightly
lessthan it overal market share. The bank’s percentage of loans made in moderate-income
geographiesis dightly less than the percentage of 1oans made by al banksin those geographies.

Conaumer Loans

Refer to Table 14 in Appendix B for the facts and data used to evaluate the geographic

distribution of the bank’ s consumer loan originations.

No market share or aggregate bank data exits to andyze the bank’ s consumer lending. The bank’s
lending is compared only to the demographics of the assessment area.
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Anchorage M SA Assessment Area

NBA’s geographic digtribution of consumer |oans reflects adequiate distribution throughout the
assessment area. The percentage of NBA'sloansis less than the percentage of the population living in
both the low- and moderate-income geographies.

Non-M etropolitan Assessment Area

NBA’s geographic digtribution of consumer loans reflects very good distribution throughout the Non-
Metropolitan Assessment Aress. The percentage of consumer |oans made in low- income geographies
isequa to the percentage of the population living in those geographies. The percentage of consumer
loans made in moderate-income geographiesis dightly less than the percentage of the population living
in those geographies. Although less than the demographics, the bank’ s lending in low- and moderate-
income geographies is Sgnificant given the barriers to lending in these areas. NBA’slending was
enhanced by products devel oped to fill the consumer credit needs of low- and moderate-income
geographies.

Distribution of Loans by Income Level of the Borrower

Home Mortgage L oans

Refer to Tables 7, 8 and 9 in Appendix B for the facts and data used to evaluate the borrower
distribution of the bank’ s home mortgage loan originations.

NBA'’s digtribution of resdentid mortgage loans reflects excdllent dispersion among borrowers of
different income levels throughout the bank’ s assessment arees, particularly to low-income families.

Anchorage M SA
Home Purchase Loans

The bank is the number two ranked lender of home purchase loans in the Anchorage MSA and the
number two ranked lender of home purchase loans to low- and moderate-income borrowers within the
Anchorage MSA.

The distribution of home purchase loans to low-income borrowersis good. Although, the
digtribution of home purchase loans to low-income borrowers is Sgnificantly below the distribution
of low-income families, NBA’s|oans to low-income borrowers as a percentage of total loans
exceeds the average percentage of dl other lenders including the top lender. Also,
the

20



bank’s
market
share of
loansto
low-
income
borrowe
rs
exceeds
it's
overdl
market
shareto
those
borrowe
rs.
Ovedl,
thisis
consder
ed good
giventhe
low leve
of
affordab
le
housing
stock to
low- or
moderat
e
income
borrowe
rs.

NBA'sdigribution of loans to moderate-income borrowersis excalent. The distribution of loans to

moderate-income families exceeds the percentage of moderate- income families within the

assessment area.

The bank’s market share of |oans to moderate-income borrowers exceeds the overall market share
to those borrowers. NBA’s |oans to moderate-income borrowers as a percentage of dl loans

exceeds the average of dl other lenders including the top lender.

Home Improvement Loans
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NBA isthe number one ranked lender of home improvement loans in the assessment area, with dmost
gx times as many loans as the next largest competitor. NBA is the number one ranked lender of home
improvement loans to both low- and moderate-income borrowers.

NBA'’s digtribution of home improvement loans to low-income borrowersis excdlent. Although the
percentage of loans to low-income borrowers is much less than the percentage of low-income
families, NBA'’s percentage of loans to low-income borrowers is greater than the percentage of
loans to low-income borrowers originated by al other banks. Also, the bank’s market share of
loans to low-income borrowers exceeds its market share to al borrowers and clearly demongtrates
acommitment to serving the home improvement credit needs of low- income borrowers.

NBA's distribution of home improvement loans to moderate-income borrowersis also excellent.
The percentage of loans to moderate-income borrowersis only dightly less than the percentage of
moderate-income families. The percentage of loans to moderate-income borrowers is greater than
the percentage of |oans to moderate-income borrowers made by other banks in the assessment
area. The bank has asgnificant market share of home improvement |oans to moderate-income
borrowers that exceeds its overall market shareto al borrowers. The market share of home
Improvement loansiis at least twice as much as the next largest lender.

Refinance Loans

NBA isthe number one ranked lender of refinance loans in the assessment area and the number two
ranked lender of refinance loans to low- and moderate-income borrowers.

NBA'’s digtribution of loans to both low- and moderate-income borrowers reflects a good
disperson of loans throughout its assessment area. NBA''s percentage of loans to both low- and
moderate-income borrowers as a percentage of tota loansis below the distribution of low- and
moderate-income familiesin the MSA. However, NBA's market share of loans to both low- and
moderate-income borrowers exceeds its overall market share. Also, NBA’sloans to low-income
borrowers as a percentage of total |0ans exceeds the average percentage of al other lenders.
NBA'’s percentage of |oans to moderate-income borrowers exceeds the average of al other
lenders.

Non-M etropolitan Assessment Area
Home Purchase
NBA isthe number one ranked lender of home purchase loans in the assessment area with more than

twice as many loans asthe next largest lender. NBA is the number one ranked lender of home
purchase loans to low- and moderate-income borrowers.
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NBA’s digtribution of home purchase loans to low- and moderate-income borrowers throughout the
asessment arealis excellent. NBA's percentage of loans to both low- and moderate-income familiesis
less than the percentage of low- and moderate-income familiesin the assessment area. However,
NBA'’sloans to both low- and moderate-income borrowers as a percentage of loansto al borrowers
exceeds the average of this percentage for al other banks in the assessment area and NBA’ s market
share of home purchase loans to low- and moderate-income borrowers exceeds or isequal to NBA's
overal market share.

Home Improvement Loans

NBA isthe number one ranked lender of home improvement loans in the Alaska Non-Metropolitan
Assessment Area. They are aso the number one ranked lender of home improvement loans to both
low- and moderate-income borrowers in the assessment area.

NBA’s digtribution of loans to both low- and moderate-income borrowers is excellent. Although
the percentage of loans to both low- and moderate-income borrowersiis less than the percentage of
low- and moderate-income familiesin the assessment aregq, their sgnificant market share clearly
shows their commitment to providing home improvement credit to low- and moderate-income
borrowers. As mentioned previoudy, NBA’slevel of home improvement lending addresses the
need for housing rehabilitation identified in rurd Alaska

Refinance Loans

NBA has the largest market share of refinance loans to low and moderate income borrowersin the
assessment area.

NBA’s digtribution of refinance loans to low- and moderate-income borrowers throughout the
assessment areais good. NBAs loans to both low- and moderate-income borrowers as a
percentage of dl loansis less than the percentage of families that are low- and moderate-income.
However, NBA’s loansto low- and moderate-income borrowers as a percent of dl itsloans
exceeds that percentage for al other lendersin the market and NBA’s market share to both low-
and moderate-income borrowers exceeds its overall market share to al borrowers.

Small BusnessLoans

Refer to Table 10 in Appendix B for the facts and data used to evaluate the borrower
distribution of the bank’s small business |oan originations.

NBA’sdigtribution of small loans to businesses reflects a good respons veness to the credit needs of
small businesses throughout its assessment aress.
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The mgority of the bank’s smal business|oans (65 percent by number) were originated in the Non-
Metropolitan Area outsde the Anchorage MSA.

Anchorage M SA

NBA'’slending to businesses of different Szesisgood. Approximatdy 72 percent of the smdl loansto
businesses which NBA originated were to businesses with revenues of less than one million dollars.
The portion of NBA'’s loans originated to such businessesis sgnificantly lower than the portion of
businesses with revenues of less than one million dollarsin its assessment areas. However, based on
1997 Aggregate Small Business data, NBA'’ s performance was better than the aggregate market. In
addition, the bank’ s market share of dl loansisless than the bank’s market share of loans made with
revenues one million dollars or less. Also, the percentage of the bank’ s loans made in amounts of $100
thousand or less gpproximates the percentage of loans made in such amounts by all other banksin the
assessment area.

The 1997 Aggregate Smal Business data also indicates that NBA’s average loan size of $86 thousand
isdightly above the market average. The two largest credit card banks, with average |oan sizes of
about $11 thousand, tend to distort the average loan size.

Non-M etropolitan Assessment Area

NBA'’s lending to businesses of different Szesisvery good. Approximately 81 percent of the small
loans to businesses which NBA originated were to businesses with revenues of less than one million
dollars. The percentage of NBA'’s loan originations to such businessesis lower than the percentage of
businesses with revenues of less than $1 million in the assessment arees.

However, based on 1997 aggregate Small Business data, NBA’' s performance was better than the
agoregate market. Aswas the case within the MSA, the bank’s market share of loans to businesses
with revenues of one million dollars or less was grester than its share of loansto dl businesses. Also,
the percent of bank loans made in amounts of $100 thousand or lessis dightly less than the percentage
of loans made in such amounts by al other banks in the assessment area.

The 1997 Aggregate Smal Business data dso indicate that NBA’ s average loan size of $69 thousand is
only dightly above the average for dl banks.
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Conumer Loans

Refer to Table 14 in Appendix B for the facts and data used to evaluate the borrower
distribution of the bank’ s consumer loan originations.

Anchorage M SA

NBA’sdigtribution of consumer [oans to low- and moderate-income householdsis very good. NBA's
portion of loans made to |ow-income borrowers exceeds the portion of low-income households within
NBA'’s assessment aress that are defined as low-income. In addition, NBA’s portion of loans made to
moderate-income families exceeded the percentage of families that are moderate-income.

Non-M etropolitan Assessment Area

NBA’s digtribution of loans to low-income householdsis good. The percentage of bank loans to low-
income households is dightly less than the percentage of low-income householdsin the assessment area.
NBA’s digtribution of loans to moderate income householdsis very good. The percentage of loansto
moderate-income households exceeds the percentage of moderate income households in the
asessment area. As mentioned previoudy, NBA' sleved of consumer lending provides credit for goods
essentid to basic needs of lifein rurd Alaska

Community Development Lending Activity

Refer to Table one in Appendix B for the facts and data used to evaluate the bank’s level of
community development lending.

The level of community development lending in the Anchorage MSA and the Non-M SA assessment
aressis excdlent and very responsive to the needs of the community.

The bank is aleader in community development lending with atotal dollar volume of qudified loans
during the evauation period of $39 million. These 20 loans represented 15 percent of the NBA's Tier
One Capita and provided funds for community service projects, revitdization of low- and moderate-
income geographies, and 149 units of affordable housing for low- and moderate-income families. Eight
of the loans totaling $22 million were originated in the MSA.. The remaining 12 loans totaing amost
$17 million were originated in the Non-Metropolitan Area outside the MSA.

Many of the loans are consdered complex due to the nature of the collaterd and the structure of the
financing. Projects are respongive to identified needs ranging from affordable housing for the disabled
to economic stabilization through infrastructure support. Projects representative of NBA’s community
development lending are discussed below.
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C A loan to condruct a native heritage center in an area targeted by the Anchorage Municipdity for
redevelopment and revitdization. The center will support job creation and provide education
facilitiesfor arearesdents. The project isthe centerpiece for the revitaization of four adjacent low-
and moderate-income neighborhoods.

C A loanto anon-profit hedth provider for the purchase of a primary hedlth care center for Alaska
Natives. The facility provides hedth care to severd villages that are primarily low- and moderate-
income.

C A loan to purchase a power generation system to supply power to a primarily low- and moderate-
income fishing village. The loan reduces the cogt of eectricity to the resdents of the village who rely
on mainly subsstence living for their income. The community was designated an economic disaster
area due to the poor salmon harvest.

C A loanto develop 24 units of affordable housing to families with income below 60 percent of the
median.

In addition to the loans and total above, the bank aso provided guarantees or letters of credit of $5
million to three different community service or affordable housing organizations in the assessment aress.
These lines were to provide back up funding in case anticipated funding was late or did not materidize.

It should be noted that the bank addresses many needs via community development lending through
transactions that are officialy reported in other lending categories. NBA originated an additiond 14
loans for $4.2 million that address the need for affordable housing, community service or neighborhood
revitalization, but are reported in other areas of the portfolio.

Product Innovation/Flexibility:

C NBA uses numerous flexible lending practices in a safe and sound manner to address the credit
needs of low- and moderate-income persons and geographies. These practices enhance the bank’s
lending performance.

Severd of the bank’ s lending programs have flexible characteristics that are designed to address the
credit needs of low- and moderate-income persons, geographies or small businesses. NBA originated
2,203 loans totaling $198 million under these programs over the assessment period. Eight of those
programs are offered both insde and outside of the Anchorage MSA and are detailed on the next

Ppage.
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AHFC Home Owners Assistance Fund (HOF). The bank originated 13 loans totaling $820
thousand. The Program has limitations on income, assats, purchase price and loan amount.
Assglance is aso provided in the form of an interest rate subsidy and/or monthly payment subsidy.

AHFC Tax Exempt, Firgt-Time Home Buyer's Program. The bank originated 584 loans for $51.4
million over the evaluation period. This product includes conventiond, FHA, VA and Rurd
Deveopment loan types. Quadifying and income limitations gpply, focusng on individuas who are
low- and moderate-income. Fexible aspects of this product are the reduced interest rate and
required down payment.

AHFC Interest Rate Reduction for Low Income Borrowers (IRRLIB) Program. The volume over
the assessment period totaled 248 loans for $24.4 million. This product includes conventiond,
FHA, VA and Rurd Development loan types. Qualifying and income limitations gpply, focusing on
individuals who are low- and moderate-income. The flexible aspect of this program isthe interest
rate, which is reduced based on the borrower’ s family income.

USDA - RD (Formerly known as RECDS-Farmers Home Regular and Leverage Programs)) The
bank originated 97 loans totaling $9.7 million. Income limits under this program target low- to
moderate-income borrowers. Higher debt ratios apply (29/41) and no down payment is required
under this program. The program is designed for low- to moderate-income borrowersin certain
rurd communities

HUD 184 (FNMA and AHFC). The bank originated 42 loans totaling $6 million. Thisisa
program targeted to Native American and Alaska Native populations. It provides flexible
underwriting to aress where obtaining title is difficult.

Anchorage Neighborhood Housing Service (ANHS) HAP Program. The bank originated 121
loans totaing $4.7 million. This program targets low- to moderate- income borrowers who want to
purchase ahome in alow- to moderate-income areain Anchorage. This program alows qudified
gpplicants to finance their down payment and closing cogts though a second mortgage.

USDA Rurad Development. NBA, which has been named the first certified lender in the Sate,
originated 23 loans for $22 million under this program. The program offers guarantees up to 80
percent for small businessloans in rurd communities with less than 50,000 residents and provides
loans to non-profits and municipdity for public purpose projects.

Firg Time Borrower Program. The bank originated 844 loans totaling $4.7 million. This programis

targeted to consumer’ s who need credit for essentid items such as automobiles in urban areas and
ATVsor snowmobiles and smdl boatsin rurd aress.
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INVESTMENT TEST

Conclusions for Areas Receiving Full-scope Reviews

NBA'’s performance under the Investment Test israted High Satisfactory. Based on full-scope
reviews, NBA’s performance in the Anchorage MSA 380 and the Alaska Non-Metropolitan
Assessment Arealis good.

Refer to Table 12 in Appendix B for the facts and data used to evaluate NBA's level of qualified
investments.

C NBA hasasdggnificant level of qudified community development related investments.

C NBA took aleadership position in developing investments not routinely provided by private
investors.

C Theinvestments and grants are very responsgive to credit and community economic devel opment
needs.

During the evauation period, NBA made atota of $20.77 million in qudified investments which
included $279 thousand in grants or donations. The bank purchased 58 percent of the state’s available
tax creditsin 1997 and purchased 14 percent of available creditsin 1998. Although there were $230
million in quaified community development investments offered for sde by the Alaska Housing Finance
Corporation, the bank chose not to take advantage of these investments because of their high leve of
marketability among other investors. The totad amount of community development investments
represented dightly over 8 percent of the bank’s Tier One Capitd. In addition, the bank had remaining
on the books $2.98 million of Federal Low Income Housing Tax Credlits that were purchased prior to
the evauation period. Previoudy purchased tax credits were for affordable housing development and a
shelter for the homeless. Book vaue of investments purchased prior to the evaluation period and
current investments and grants equa dightly more than 9 percent of Tier One Capitd.

NBA is very responsive to credit and community economic development needs as evidenced by the
following examples of qudified investments broken down by MSA and Non-MSA.

In the Anchorage MSA over the eva uation period, the bank made $414 thousand in investments which
included grants and donations of $216 thousand. The bank purchased 100% of tax credits availablein
the Anchorage MSA in 1997. NBA did not invest in Anchorage MSA tax credits projectsin 1998.
During 1998, however, there was only one tax credit investment available through competitive bidding.
In addition, the bank had $2.98 million remaining in unused Federa Low Income Housing Tax Credits
for affordable housing. Invesmentsin the Anchorage MSA included:
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NBA'’s purchase of $198 thousand in Federal Low Income Housing Tax Credits. These tax credits
were for congtruction of low-income senior housing.

A $15 thousand contribution to co-sponsor a center that provides education and counsdling for low-
and moderate-income first time home buyers. NBA, together with other banks, identified the need
for ahome ownership counsdling center to provide education for individuals and families seeking to
purchase afirst home.

A $5,000 contribution to fund a program providing education on tax preparation and business
counsdling thet targets the small businesses of the rurd Alaska fishermen who have been negetively
impacted by the low salmon returns.

In the Alaska Non-Metropolitan Assessment Area, the bank made $20.35 million in qudified
investments which includes $63 thousand in grants and donations. These investments included:

C

NBA worked with arurd municipaity in acomplex bond transaction to provide $18 million in
condruction financing for two rurd hedth dinics serving low-income populations and an
adminidrative center to serve anetwork of rura hedlth clinicsin alarge area of rura low income
Alaska. The bank took aleadership role in working with the hedlth clinic and municipdity to
provide the most cost effective financing for the project. NBA isthe only bank participating in this
project.

Federd Low Income Housing Tax Credits totaling $2.29 million. Thesetax credits were for a 16-
unit independent living project for low-income seniors, renovation of a 52 unit affordable housing
project, and congtruction of three 8-unit buildings for affordable housing.

A $3,000 contribution to fund costs for smal business owners to participate in a entrepreneuria
training inditute.

A $5,000 contribution to a neighborhood housing organization to fund their program targeting first
time home buyers.

A $5,000 contribution to fund educationa and economic development programs targeting small
businessin rurd aress.
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SERVICE TEST
Conclusions for Areas Receiving Full-scope Reviews

The bank’ s performance under the Service Test israted “ Outstanding”. Based on full-scope reviews,
the bank’ s performance in the Anchorage MSA is good and in the Alaska Non-Metropolitan
Asessment Arealis excdlent.

C NBA provides banking services which are reedily accessible, given the geographic chalenges of the
date of Alaska, to dl portions of the assessment area, including low- and moderate-income

geographies and people.

C Branch openings and consolidations did not adversely impact the accessbility of the bank’ s delivery
systems, particularly to low- and moderate-income individuals.

C Bank services aretailored to the needs of the assessment areas, and do not vary in away that would
inconvenience portions of the assessment area, particularly low- and moderate-income individuas or

geographies.

C NBA isaleader in providing community development services.

Retail Banking Services

Refer to Table 13 in Appendix B for the facts and data used to evaluate the distribution of the
NBA's branch and ATM delivery system.

The bank’ s offices are ble to the population within the assessment area. Of the 53 totdl
brancheslocated in NBA'’s assessment area, 16 are in the Anchorage MSA and 37 arein the Alaska
Non-MSA. Of the 16 branchesin the Anchorage MSA, one (6 percent) is located in alow-income
geography, Sx (38 percent) are in moderate-income geographies, eight (50 percent) arein middle-
income geographies, and one (6 percent) is located in an upper-income geography. This compares
favorably to the demographics of the Anchorage MSA, which is 6 percent low-income, 20 percent
moderate-income, 45 percent middle-income, and 29 percent upper-income. In the non-MSA portion
of the assessment areg, five branches (14 percent) are in moderate-income geographies, 23 (62
percent) are located in middle-income geographies, and nine (24 percent) are in upper-income
geographies. This compares reasonably to the demographics of the area, with 5 percent low-income,
20 percent moderate-income, 45 percent middle-income and 29 percent upper-income. In eight of the
communitiesin the Alaska Non-Metropolitan Assessment Area, an NBA bank branch is the only bank
avaladle.
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NBA aso provides 122 automated teller machines (ATMs) throughout the assessment area, 55 of
which are depost taking facilities. The remaining ATMs (67), are cash dispensing machines. Twenty
of the deposit taking ATMs are in the Anchorage MSA and reflect reasonable geographic distribution.
The 35 ATMsin the Alaska non-M SA reflect a higher percentage in the middle-income geographies.
Thisis because some of the ATM’s are located in middle-income “hub” communities thet are
surrounded by villages with smal populations.

The bank dso has ajoint venture with another bank to provide 17 additiona ATMsin Anchorageto
provide additiona service to the community. Of these 17 ATMs, 12 percent are located in low-income
geographies, 47 percent are in moderate-income geographies, 29 percent are in middle-income
geographies, and 12 percent in upper-income geographies.

Because the assessment area encompasses the entire state of Alaska, the bank has unique chalenges
for providing banking services over awide and sparsaly populated area that encompasses many towns
and villages. During severa months of the year these areas can only be reached by airplane. NBA is
mesting this chalenge through dternative ddivery systems such as Loan by Phone, Bank by Mall, and
PC Banking (account inquiries, transfers, and hill payment). The Loan by Phone service, which is
extensve for abank of this size, resulted in 3,884 gpproved loansin 1998. The bank has also
extended the services to some of the more remote villages through the use of proprietary Point of Sde
(POS) devices so the depositor can access cash and governments deposits through the local
merchants,

Bi-lingual services are available through a network of employees throughout that bank that speak
Chinese, Tagdog, Korean, Russian, Spanish and Y upik. In addition, a'Y upik language consumer loan
gpplication is distributed to the branchesin rural southwest Alaska. 1n 1998 the bank piloted a student-
run bank at a high school in Anchorage that encompasses 5 low- and moderate-income census tracts.
This program provides red life understanding of financia services and exposes students to banking.
NBA gaff provide guidance, training, and support.

NBA as0 has a unique Community Agent Program in rurd villages to provide a point of contact for
basic banking products such as checking and saving accounts and loans.  The five community agents
aso provide education and outreach to the rurd villages and advise the bank on community issues and
finanda needsin the villages.

With the exception of the Community Agent Program, the dternative delivery systems were not given
ggnificant weight as these delivery systems were not designed specificdly for the low- and moderate-
income population and geographies. However, they have alowed the bank to extend services to many
of the rurd, predominately low- and moderate-income people and geographiesin Alaskawhere
traditional banking would not be codt effective.
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During the eva uation period, NBA opened two branches, one in the Anchorage MSA and one in the
Alaska Non-Metropolitan Assessment Area. The branch in the Anchorage MSA islocated in a
moderate-income geography and the Alaska Non-Metropolitan Assessment Areabranchisina
middle-income geography. The bank did not close any branches. They also consolidated two
branches, both located in a middle-income geography, and relocated a branch within a middle- income
geography. These branch changes did not adversaly impact the accessibility of the bank’s ddlivery
systems, particularly to low- and moderate-income individuds.

The bank’ s business hours are reasonable and structured to accommodate customers needs. Nineteen
of the bank’ s branches have Saturday hours, with five in low- and moderate-income geographies.

Community Development Services

NBA offersavariety of servicesthat are specific to amgority of people and organizations within the
assessment area. They have focused their community development services on providing opportunities
to support economic development, affordable housing, and continuing banking education throughout the
assessment area. Examplesinclude administering the Home Loan Program for a Native Council ina
low-income area of rurd Alaska, providing assstance in organization of the Home Ownership Center
of Alaska, and administering grant money awarded by the Federd Home Loan Bank through a
program designed to help low- and moderate-income firgt-time home buyers save for down payment
and closing costs. Refer to the Anchorage MSA 380 and Alaska Non-Metropolitan Assessment
Area comment for details.

Anchorage M SA 380

C Smart Start - NBA developed and teaches classes to prepare prospective individuas and families
for home buying. Classes are taught by the mortgage |oan staff. In the past 2 years, over 500
prospective homeowners have attended the programs, of which 50 percent were low- and
moderate-income individuas.

C Home Ownership Center of Alaska - In 1998, NBA was indrumental in organizing the
Center (adivison of Consumer Credit Counseling Service of Alaska) and provided personnel to
give presentations and financia expertise to those attending the classes. A member of senior
management is an active board member and provides guidance to the organization in serving the
needs of low- and moderate-income households. The Center offers an array of Home buyer
training and counseling services for low- and moderate-income householdsin Anchorage,
Fairbanks, and Juneau.
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Homestart Savings Program - This program is a collaborative effort between NBA and the
Federa Home Loan Bank to support home ownership programs to serve first-time home buyers
that are low- and moderate-income. NBA establishes a savings account for the quaified applicant,
who, over a2 year period, can save for adown payment on a house.

The borrower’ s savings, up to $5,000 will be matched by funds from the Federal Home Loan Bank
for the purchase of ahome.

Home buyer Affordability Program - The bank administers the grant program and provides
financia expertise to non-profit organizations who are seeking to provide affordable housing by
creating aloan loss reserve, paying state housing fees, and providing PMI coverage. Thisisa
collaborative effort with the Federd Home Loan Bank.

Rural Small Business Conference - NBA co-sponsors the conference with Alaska Village
Initiatives. Rural business owners attend the three day conference in Anchorage, receiving
information on rura opportunities and business counsding. The most recent conference targeted
small business financing, economic development, management issues and dectronic banking.

Habitat for Humanity - NBA provides free loan servicing for loan originated by Habitat for
Humanity, which helps low- and moderate-income people build their own homes.

Women$fund - A bank loan officer participates on the funds loan committee. This program
seeks to secure financid independence for women through provision of capital and technical
assistance. NBA & so contributed $5,000 to this micro-loan program.

Outsidethe M SA

C

Juneau Affordability Housing Partnership - A group of non-profit housing experts,

lenders, builders and volunteers whose purpose is to provide home ownership education
opportunities for the Juneau community. An Affordable Housing Home Ownership Fair washed in
September 1998 for potential homeowners.

Alaska Affordable Housing Partnership - A consortium of bankers, government housing
representatives, and non-profit housing developers who meet regularly to discuss opportunities and
barriers to providing affordable housing in urban and rural Alaska. An officer from NBA ison this

pand.

ONC Partnership - A partnership between the Orutsararmuit Native Council and NBA where

the bank administers ONC's Home Loan Program. The program’s purpose is to expand home
ownership opportunities for Alaska Natives and American Indian familiesin alow-income rurd area
of Alaska
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C ADC Revolving Loan Program - The bank entered into a partnership with the Arctic
Development Council to plan and promote economic development a aregiond level. The purpose
of the program isto assist private businesses to enable the long-term god of stahilizing or
diversfying the North Siope Borough's economy and employment growth. This program is targeted
at the many economicaly disadvantaged smal villages that have not benefited from the North Slope
oil economy. NBA helped design this program, with a bank loan officer Stting on the partnership’s
loan committee.

C Community Agent Program - This program provides agents trained in basic banking products
to work in rurd communities and help meet the unique banking and credit needs of these areas. The
agents provide a bridge between the bank and those communities not having direct accessto a
bank. They ds0 provide financid education. Three of the five communities that have a community
agent are low- and moderate-income, however, al the agents serve villages outsde their base
communities that are predominately low- and moderate-income.

C Small Business Training Program - NBA sponsors aworkshop on aquarterly basis for
small business owners. The bank reviews business plans designed and submitted by participants of
the workshop.

In addition to these community development services, bank employees representing the bank provide
credit counsdling, credit education and home buyer counsdling through seminars at community centers
throughout the stlate. Employees aso serve as board members and financia advisors on non-profit,
tribal, and government organizations that serve low- and moderate-income geographies and people,
promote economic revitalization, provide affordable housing, and provide business educetion.



Appendix A: Market Profiles for Full-Scope Areas

Anchorage M SA 380

Demographic Information for Full-Scope Area:  Anchorage MSA 380

Low Moderate Middle NA

Demographic Characteristics # % of # % of # % of # % of #

Geographies (Census Tracts/BNAs) 56 5.36 19.64 44.64 1.79

Population by Geography 226,338 7.49 19.51 42.41 0.00

Owner-Occupied Housing by Geography 43,664 2.04 11.22 45.83 0.00

Businesses by Geography 7971 5.72 29.36 42.28 0.00

Farms by Geography 97 2.00 21.65 40.21 0.00

Family Distribution by Income Level 57519 20.00 17.99 22.34 0.00

Distribution of Low- and Moderate-Income 21,858 13.42 29.87 41.34 0.00
Families throughout AA Geographies

Median Housing Value = $98,375
Unemployment Rate February, 1999 =5.3%

Median Family Income

HUD Adjusted Median Family Income for
1998

Households Below the Poverty Level

= $50,108
= $59,200
=6.33%

Anchorage MSA 380 encompasses the City of Anchorage which extends to the boundaries of the
County of Anchorage. Anchorageisthelargest city in Alaska, located dong the coast of the Cook
Inlet. Its population is estimated at 258,782, as of December 1997, by the Alaska Department of
Community Reinvestment. That is up some 10 percent since the 1990 census reporting of 226,338.
Anchorage' s population represents 54 percent of the bank’ stotal assessment area population. It isthe
center of commerce for the state. Mgor industriesinclude oil and gas, finance, red edtate,
communications, trangportation and government agencies. The fishing industry is not serviced from
Anchorage. Tourism and other seasond factors contribute to a fluctuating, though low, unemployment
rate. Although the median income in Anchorage and many other areas of Alaskais consdered one of
the highest in the United States, housing affordability has been decreasing. In the 1990s, the average
sngle family home price has risen by dmaost 35 percent while the average monthly wage has risen by
only 7 percent.
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Alaska Non-Metropolitan Assessment Area

Demographic Information for Full-Scope Area: Alaska Non-Metropolitan Assessment Area

Low Moderate  Middle Upper

Demographic Characteristics # % of # % of # Y%of# Y% of#

Geographies (Census Tracts/BNASs) 134 5.97 14.93 46.27 15.67

Population by Geography 323,705 5.96 18.06 51.77  23.66 .55

Owner-Occupied Housing by Geography 62,336 5.96 10.63 56.04  27.37 0.00

Businesses by Geography 9,740 1.50 13.06 61.59  23.85 0.00

Farms by Geography 225 1.33 6.67 60.44  31.56 0.00

Family Distribution by Income Level 77,287 21.72 17.19 21.94  39.16 0.00

Distribution of Low- and Moderate-Income 30,068 10.18 27.07 47.42 15.32 0.00
Families throughout AA Geographies

Median Family Income

HUD Adjusted Median Family Income for
1998

Households Below the Poverty Level

Median Housing Value = $79,147

= $44,045 Unemployment Rate February, 1999 =8.1%

= $50,100
=9.27%

The Non-Metropolitan Areas of Alaskathat the bank has chosen as their assessment area covers over
586,400 square miles and is larger than the states of Texas, Cdifornia and Montana combined but only
contains a population estimated in 1998 to be 308,000. Thisresultsin only .5 persons per square mile.
The chdlenges and difficulties associated with serving acommunity as large asthisareimmense. Many
of the communities are served by roads only in the summer months and rely on arr transportation for dl
thelr needs. The main indudtries are petroleum, fishing, forest products, mining and tourism. The largest
employer a 32 percent isthe locd, state or federa government. The public sector represents over half
of the employment in some of the communities in the assessment area. Another important component

of rurd Alaskas economy and a part of the economic "portfolio” of more than athird of the state's
population is subsstence hunting and fishing. Many rurd Alaskans rely on subsistence hunting and
fishing to meet the basic needs of their families. Subsistence does not bring in cash to the rurd
economy. The benefits come from the food it puts on the table and any goods that the individua may
receive through barter.

In addition to the declining affordability of homesin Alaska discussed under the Anchorage M3A,
affordable housing presents other unique challenges in the Non-MSA areas due to the environmental
and socioeconomic conditions of the smaler Alaskan communities. Roads, water, sewer and other
community facilities must often be developed from scratch to support rurd housing and very little
infrastructure exits to support the multifamily housing traditiondly used to provide low- and moderate-
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income affordable housing. High transportation and labor costs coupled with the limited seasona
window for congtruction al increase the cost of housing in rurd Alaska

The Non-Metropolitan Alaska consolidated plan submitted to the U.S. Department of Housing and
Urban Development indicated that a continuing, serious deficit existsin access to decent housing for
low-income, rurd, and Native Alaskans.

The need is greatest in rurd areas, where gpproximately 8,000 new housing units are needed. An
additional 5,200 units are needed to meet needs in the state's more urban aress, exclusve of
Anchorage. A latent demand for rental housing gppearsto be surfacing in rurd communities, where the
predominant types of assstance have historicaly been home ownership programs. During the
evauation period, only 2,784 new housing units including condominiums, mobile home and multifamily
structures were provided for al income categories compared to projected need of 5,280 units
exclusvely for low- and moderate-income persons. Much of the recent housing stock was hastily built
during the oil boom of the 1970's and is characterized by poor construction and materias.

The statewide unemployment rate of 8.1 percent includes the municipaity of Anchorage which accounts
for over hdf of the states population. Actual unemployment ratesin Non-Metropolitan Alaskarange
from as high as 12.8 percent in the Gulf Coast region to 7.9 percent in the Southwest region. These
rates may be deceiving as they do not count anyone who has made no attempt to find work in the

previous four-week period. Intherura villages where no jobs are available, many unemployed adults
are no longer included in the unemployment datistics.
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Appendix B: Standard Tables

Content of Standard Tables

Thefollowing isalisting and brief description of each table included in the set of andard tables.
Market rank is based on the number of loans made by the bank as compared to al other lendersin the
M SA/assessment area and market share is the number of loans originated and purchased by the bank
as a percentage of the aggregate number of reportable loans originated and purchased by dl lendersin
the M SA/assessment area. High market rank is not an autometic indicator of strong (“outstanding”)
performance. Market rank is evaluated in the contextua sense.

Table 1. - Lending Volume - Presents the number and dollar amount of reportable loans originated
and purchased by the bank over the evauation period by M SA/assessment area.

Table 2. - Geographic Digribution of Home Purchase Loan Originations - Compares

the percentage distribution of the number of loans originated and purchased by the bank in low-,
moderate-, middle- and upper-income geographies to the percentage distribution of owner-occupied
housing units throughout those geographies. The table also presents market rank and market share
information based on the most recent aggregate market data available.

Table 3. - Geographic Distribution of Home Improvement Loan Originations - See
Table 2.

Table 4. - Geographic Distribution of Home M ortgage Refinance L oan Originations
- See Table 2.

Tableb. - Geographic Distribution of Small Business Loan Originations - The

percentage distribution of the number of small loans (<$1 million) to businesses originated and
purchased by the bank in low-, moderate-, middle- and upper-income geographies compared to the
percentage distribution of businesses (regardless of revenue size) throughout those geographies. The
table also presents market rank and market share information based on the most recent aggregate
market data available.

Table 6. - Geographic Disgtribution of Small Farm Loan Originations - The percentage
digtribution of the number of smal loans (<$500,000) to farms originated and purchased by the bank in
low-, moderate-, middle- and upper-income geographies compared to the percentage distribution of
farms (regardless of revenue size) throughout those geographies. The table also presents market rank
and market share information based on the most recent aggregate market data available.

Table7. - Borrower Digtribution of Home Purchase L oan Originations - Compares the
percentage distribution of the number of loans originated and purchased by the bank to low-,
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moderate-, middle- and upper-income borrowers to the percentage distribution of families by income
level in each MSA/assessment area. The table aso presents market rank and market share information
based on the most recent aggregate market data available.

Table 8. - Borrower Digtribution of Home Improvement Loan Originations - See
Table7.

Table9. - Borrower Distribution of Home M ortgage Refinance L oan Originations -
SeeTable7.

Table 10. - Borrower Digtribution of Small Business Loan Originations - Compares

the percentage digtribution of the number of smdl loans (<$1 million) originated and purchased by the
bank to businesses with revenues of $1 million or less to the percentage digtribution of businesses with
revenues of $1 million or less. The table dso presents the percentage distribution of the number of
loans originated and purchased by the bank by loan size, regardless of the revenue size of the business.
Market share information is presented based on the most recent aggregate market data available.

Table11. - Borrower Disgtribution of Small Farm Loan Originations - Comparesthe

percentage distribution of the number of small loans (<$500 thousand) originated and purchased by the
bank to farms with revenues of $1 million or lessto the percentage distribution of farms with revenues
of $1 million or less. The table dso presents the percentage distribution of the number of loans
originated and purchased by the bank by loan Sze, regardless of the revenue size of the farm. Market
share information is presented based on the most recent aggregate market data available.

Table 12. - Qualified I nvestments - Presents the number and dollar amount of qualified
investments made by the bank in each M SA/assessment area. The table presents aggregate investment
data, regardless as to if the investment was made during prior evauation periods (and is il
outstanding) or made during the current evauation period. If the timing of the investments impacts the
examiner’ s evauation of the bank’ s performance under the test, such an issue should be addressed in
the narrative.

Table 13. - Distribution of Branch and ATM Delivery System - Compares the percentage
digtribution of the number of the bank’s retail branches and ATMsin low-, moderate-, middle- and
upper-income geographies to the percentage of the population within each geography.

Table 14. - Geographic and Borrower Distribution of Consumer Loan Originations

- For geographic digtribution, the table compares the percentage distribution of the number of loans
originated and purchased by the bank in low-, moderate-, middle- and upper-income geographies to
the percentage digtribution of the population within each geography. For borrower ditribution, the
table compares the percentage distribution of the number of loans originated and purchased by the
bank to low-, moderate-, middle- and upper-income borrowers to the percentage of households by
income level in each M SA/assessment area.
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Table 1. Lending Volume

LENDING VOLUME

State:

Alaska

Evaluation Period: January 1, 1997 TO December 31, 1998

MSA/Assessment Area:

% of
Total Bank
Deposits in
Rated Area

Home Mortgage

Small Business

Small Farm

Community Development*

Total Reported Loans

% of Total
Reported

$ (000's)

$(000')

$(000')

$ (000's)

$(000')

Bank Loans
in Rated
Area

Full-Scope:

Anchorage MSA 380

3906 403,639

1149 98,272

522,090

Alaska Non - MSA

7033 613,055

2265 156,329

794,422

(*) Based on information from January 1, 1997 through March 8, 1999.

Table 2. Geographic Distribution of Home Purchase Loan Originations

Geographic Distribution: HOME PURCHASE

State: Alaska

Evaluation Period: January 1, 1997 TO December 31, 1998

MSA/Assessment Area:

Low-Income
Geographies

Moderate-Income
Geographies

Middle-Income
Geographies

Upper-Income

Geographies Overall

% BANK
Loans

% Owner
Occ Units

% BANK
Loans

% Owner
Occ Units

% BANK
Loans

% Owner
Occ Units

Market
% BANK Rank*

Loans

% Owner
Occ Units

Market Share by Geography*

Total Home
Purchase Loans

Overall  Low

Mod

Mid Upp

% of
Total

Full-Scope:

Anchorage MSA 380

2.0% 1.8%

11.2% 12.6%

45.8% 51.1%

40.9% 34.5%

14% 13%

15%

14% 12%

1377 35%

Alaska Non -MSA

6.0% 2.3%

10.6% 5.9%

56.0% 61.4%

27.4% 30.3%

59% 85%

69%

60% 52%

2599 65%

(*) Based on 1997 Aggregate HMDA Data only.
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Table 3. Geographic Distribution of Home I mprovement L oan Originations
Geographic Distribution: HOME IMPROVEMENT State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Low-Income Moderate-Income Middle-Income Upper-Income Market Share by Geoaraphy* I;Otrzgvlzswne]ﬁt
Geographies Geographies Geographies Geographies Overall y Geography Loansp

MSA/Assessment Area: Market

%owner  %BANK | wowner  %Bank | wowner  wBank | wowner  wBank | Renk* . % of
Overall Low  Mod Mid Upp

Occ Units Loans Occ Units Loans Occ Units Loans Occ Units Loans Total

Full-Scope:

Anchorage MSA 380 2.0% 1.3% 11.2% 8.2% 45.8% 47.3% 40.9% 43.1% 33% 33%  28% 36% 32%

Alaska Non - MSA 6.0% 3.1% 10.6% 12.8% 56.0% 56.1% 27.4% 27.9% 82% 84%  88% 80% 82%

(*) Based on 1997 Aggregate HMDA Data only.

Table 4. Geographic Distribution of Home M ortgage Refinance L oan Originations
Geographic Distribution: HOME MORTGAGE REFINANCE State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Low-Income Moderate-Income Middle-Income Upper-Income Total
Geographies Geographies Geographies Geographies Overall Market Share by Geography Ri?‘ﬁzn,\ﬂgrtl?ggss

MSA/Assessment Area: Market

%owner  %BANK | wowner  %Bank | wowner  wBank | wowner  wBank | Renk* . % of
Overall Low  Mod Mid Upp

Occ Units Loans Occ Units Loans Occ Units Loans Occ Units Loans Total

Full-Scope:

Anchorage MSA 380 2.0% 1.3% 11.2% 5.5% 45.8% 39.7% 40.9% 42.8% 17% 16%  21% 18% 15% 1905 42%

Alaska Non - MSA 6.0% 0.5% 10.6% 4.9% 56.0% 62.1% 27.4% 32.5% 44% 33%  30% 45% 43% 2604 58%

(*) Based on 1997 Aggregate HMDA Data only.
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Table5. Geographic Distribution of Small Business L oan Originations
Evaluation Period: January 1, 1997 TO December 31, 1998

Geographic Distribution: SMALL BUSINESS

State: Alaska

Total Small

MSA/Assessment Area:

Low-Income
Geographies

Moderate-Income
Geographies

Middle-Income
Geographies

Upper-Income
Geographies

% BANK
Loans

% of
Businesses

% BANK
Loans

% of
Businesses

% BANK
Loans

% of
Businesses

% BANK
Loans

% of
Businesses

Overall

Market Share by Geography*

Business Loans

Market
Rank*

Overall  Low Mod Mid

% of
Total

Full-Scope:

20% 23%  17% 24%  17%

1149 35%

Anchorage MSA 380

6.0%

29.4% 18.8%

42.3% 49.3%

22.6% 25.8%

2169 65%

Alaska Non MSA

5.8%

13.6% 8.9%

61.6% 58.4%

23.9% 26.9%

26% 48%  25% 24%  28%

(*)

Table6

Based on 1997 Aggregate Small Business Data only.

. Geographic Distribution of Small Farm Loan Originations
Evaluation Period: January 1, 1997 TO December 31, 1998

Geographic Distribution: SMALL FARM

State: Alaska

Total Small

MSA/Assessment Area:

Low-Income
Geographies

Moderate-Income
Geographies

Middle-Income
Geographies

Upper-Income
Geographies

Overall
Market

% BANK
Loans

% of
Farms

% BANK
Loans

% of
Farms

% BANK
Loans

% of
Farms

% BANK
Loans

% of
Farms

Rank*

Market Share by Geography*

Farm Loans

Overall Low  Mod Mid Upp

% of
Total

Full-Scope:

Anchorage MSA 380

2.8% 4.3%

23.1% 0.0%

39.8% 52.2%

34.3% 43.5%

61% 67% 100% 73%  63%

64%  59%

Alaska Non - MSA

1.6% 4.6%

6.7% 2.8%

60.8% 67.9%

31.0% 24.71%

64%  79%  64%

(*) Based on 1997 Aggregate Small Farm Data only.
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Table7

Borrower Distribution: HMDA HOME PURCHASE

State: Alaska

. Borrower Distribution of Home Purchase L oan Originations

Evaluation Period: January 1, 1997 TO December 31, 1998

MSA/Assessment Area:

Low-Income
Borrowers

Moderate-Income
Borrowers

Middle-Income
Borrowers

Upper-Income
Borrowers

% of % BANK
Families Loans*

% of % BANK
Families Loans*

% of % BANK
Families Loans*

% of % BANK
Families Loans*

Overall
Market
Rank*

*

Market Share by Borrower Income**

Total Home
Purchase Loans

Overall Low  Mod Mid Upp

% of
Total

Full-Scope:

Anchorage MSA 380

20.0% 8.8%

18.0% 24.7%

22.3% 32.1%

39.7% 34.3%

14% 17%  15% 12%

1377 35%

Alaska Non - MSA

21.7% 3.8%

17.2% 16.4%

21.9% 30.7%

39.2% 49.1%

59% 62%  59% 62%

2599 65%

(*)  As a percentage of loans with borrower income information available. No information was available for 0% of loans originated by BANK.

(**) Based on 1997 Aggregate HMDA Data only.

Table 8. Borrower Distribution of Home I mprovement L oan Originations
Borrower Distribution: HOME IMPROVEMENT

State: Alaska

Evaluation Period: January 1, 1997 TO December 31, 1998

MSA/Assessment Area:

Low-Income
Borrowers

Moderate-Income
Borrowers

Middle-Income
Borrowers

Upper-Income
Borrowers

% of % BANK
Families Loans*

% of % BANK
Families Loans*

% of % BANK
Families Loans*

% of % BANK
Families Loans*

Overall
Market
Rank*

*

Market Share by Borrower Income**

Total Home
Improvement Loans

Overall Low  Mod Mid Upp

% of
Total

Full-Scope:

Anchorage MSA 380

20.0% 7.5%

18.0% 16.2%

22.3% 26.5%

39.7% 49.8%

33% 51%  41% 29% 33%

596 25%

Alaska Non - MSA

21.7% 7.6%

17.2% 16.5%

21.9% 29.2%

39.2% 46.7%

82% 82% 79%  82%  83%

1790 75%

(*)  As a percentage of loans with borrower income information available. No information was available for 0% of loans originated by BANK.

(**) Based on 1997 Aggregate HMDA Data only.
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Table9. Borrower Distribution of Home Mortgage Refinance L oan Originations
Borrower Distribution: HOME MORTGAGE REFINANCE State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Total

Low-Income Moderate-Income Middle-Income Upper-Income
bp Overall Market Share by Borrower Income** Home Mortgage
Borrowers Borrowers Borrowers Borrowers .
Market Refinance Loans

MSA/Assessment Area:
Rank*

% of % BANK % of % BANK % of % BANK % of % BANK | * overall  Low Mod Mid U % of
Families Loans* Families Loans* Families Loans* Families Loans* PP Total

Full-Scope:

Anchorage MSA 380 20.0% 6.4% 18.0% 16.6% 22.3% 29.8% 39.7% 47.2% 17%  22%  18% 19%

Alaska Non - MSA 21.7% 4.5% 17.2% 12.8% 21.9% 27.9% 39.2% 54.9% 44% 47%  49% 46%

(*)  As a percentage of loans with borrower income information available. No information was available for .02% of loans originated by BANK.
(**) Based on 1997 Aggregate HMDA Data only.

Table 10. Borrower Distribution of Small Business L oan Originations
Borrower Distribution: SMALL BUSINESS State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Businesses with Revenues of Loans by Original Amount

*kkk 1
$1 million or less Regardless of Business Size Market Share Total Small Business Loans

>$100,000  =$250,000 Rev % of Ag

to to Al $1 million Total Loan
$250,000 $1,000,000 or less Size

MSA/Assessment Area: % of %BANK % Market | $100,000
Businesses* Loans** Loans*** or Less

Full-Scope:

Anchorage MSA 380 2% 69% 20% 21% 1,149 35%

Alaska Non - MSA 81% 75% 27% 29% 2,169 65%

(*) As a percentage of businesses with known revenues.

(**) As a percentage of loans with revenue information available. No information was available for .4% of loans originated by BANK.

(***)  The market consists of all other Small Business reporters in BANK’s assessment area and is based on 1997 Aggregate Small Business Data only.
(****)  Based on 1997 Aggregate Small Business Data only.



Table 11. Borrower Distribution of Small Farm L oan Originations
Borrower Distribution; SMALL FARM State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Farms with Revenues of Loans by Original Amount

K*hkkk
$1 million or less Regardless of Farm Size Market Share Total Small Farm Loans

~$250,00
% of %BANK % Market | $100,000 >$12§'OOO 0 Al $l§1?l\llion

Farms* Loans** Loans*** or Less to
$250,000 $500,000 or less

MSA/Assessment Area:

Full-Scope:

Anchorage MSA 380 87% 96% 65.22% 30.44% 4.35% 60.87%  59.00% 6.63%

Alaska Non - MSA 97% 96% 89.51% 7.41% 3.09% 64.71%  65.48% 93.37%

(*) As a percentage of farms with known revenues.

(**)  As a percentage of loans with revenue information available. No information was available for .5% of loans originated by BANK.

(***)  The market consists of all other Small Farm reporters in BANK's assessment area and is based on 1997 Aggregate Small Farm Data only.
(F***) Based on 1997 Aggregate Small Farm Data only.

Table 12. Qualified Investments
QUALIFIED INVESTMENTS State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Economic Development/

X Revitalize or Stabilize Total Investments
Small Business

Affordable Housing Community Service

MSA/Assessment Areas:
$ $ $
(000's) (000's) (000's)

Full-Scope:

Anchorage MSA

Alaska Non-MSA
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Table 13. Distribution of Branch and ATM Delivery System
DISTRIBUTION OF BRANCH AND ATM DELIVERY SYSTEM State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Deposits Branches ATMs Population

% of % of % of Branches within % of ATMs within % of the Population within

# of Total each Geography each Geography Each Geography
Total
BANK BANK BANK

Deposits* Branches  Branches Mod Mid Upp Low Mod Mid Upp Low Mod Mid Upp

MSA/Assessment Area:

Full-Scope:

Anchorage MSA 380

Alaska Non-MSA

(*) June 30, 1998 Deposit figures from FDIC records.

Table 14. Geographic and Borrower Distribution of Consumer Loan Originations
Geographic and Borrower Distribution: CONSUMER LOANS State: Alaska Evaluation Period: January 1, 1997 TO December 31, 1998

Geographic Distribution Borrower Distribution

Low-Income Moderate-Income Middle-Income Upper-Income Low-Income Moderate-Income Middle-Income Upper-Income Total

MSA/Assessment Geographies Geographies Geographies Geographies Borrowers Borrowers Borrowers Borrowers Consumer Loans
Area:

0
%of  %BANK J %of  %BANK J %of  %BANK J %of  %BANK %of  %BANK % of % BANK % of % BANK % of 0 % of

Pop* Loans Pop* Loans Pop* Loans Pop* Loans Hshlds Loans Hshlds Loans Hshlds Loans Hshlds BANK Total

Loans

Full-Scope:

Anchorage MSA 380 20% 19% 42% 46% 40% 20% 14,948  33%

Alaska Non - MSA 18% 15% 52% 52% 40% 24% 30,889 67%
(*) The percentage of the population in the MSA/assessment area that resides in these geographies.
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