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BIO: 

S. Phillip Collins S. Phillip Collins has 

been the President and CEO of 

Sound Bank since its inception in 

September 2001. He is also a Sound 

Bank founding Board Member. Mr. 

Collins has been active in the banking 

industry since 1985. He is a graduate 

of NC State University with a double 

major in accounting and business 

management. He has a master of 

business administration from UNC 

Charlotte and is a Certified Public 

Accountant.  

Mr. Collins is very active in the com-

munity, serving on many boards. He 

is past president of the Carteret 

County Chamber of Commerce and a 

former Eagle Scout. 

 

Mr. Collins is married to Susie Collins 

and has two daughters, Sarah and 

Sydni. 

 

Company Profile: 

Sound Bank was incorporated on Au-

gust 9, 2001 and began operations on 

September 4, 2011. A community 

bank headquartered in Morehead 

City, NC, Sound Bank has current 

assets of $123 million. There are 

three branch locations; Morehead 

City, Cape Carteret and Beaufort. A 

loan production office is located in 

New Bern. 

 

Sound Bank is founded on the idea 

that a bank which is locally owned 

and operated can better provide per-

sonal service and that decisions 

should be made locally by people who 

live and work in the area and are 

committed to the community. Addi-

tional information about Sound Bank 

and its’ services are available at 

www.soundbanking.com. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Collins, what was the 

vision when you founded Sound 

Banking Company and where are you 

today? 

Mr. Collins: Sound Banking Com-

pany got started with two commercial 

bankers. A fellow banker and I looked 

around and realized that there were 

only big banks in our market and that 

all the loan decisions were being 

made out of town. Our vision was to 

start a bank that was locally owned 

and operated and to concentrate on 

doing business with those that live 

and work in our community. We 

stressed that it is important to have 

local decision makers instead of hav-

ing your loan decisions handled out of 

town. Our plan was to reinvest money 

that we made back into the commu-

nity and really have a truly locally 

owned and managed bank. 

 

CEOCFO: Would you tell us about 

the bank today? 

Mr. Collins: We started business 

September 4, 2001, so we are about 

ten years old. The bank today is ap-

proximately $125 million in size. We 

have thirty five employees with three 

branches and one loan production 

office. 

 

CEOCFO: Have there been additional 

newer community banks or are you 

still pretty much in the lead? 

Mr. Collins: We are the lead in our 

county. There is a community bank 

that opened about thirty miles from 

here recently, but they are only about 

a year or two old, and we have been 

around for about ten years. 

 

CEOCFO: How has the economy 

fared in your neck of the woods? 

Mr. Collins: Well, the coastal areas 

and mountain areas in North Carolina 

have had a tough time. They have not 

fared as well as the rest of the state. 

The economic crisis really slowed 

down real estate transactions in the 

area. It also slowed down new con-

struction, particularly residential con-

struction. That trickles down to your 

suppliers and your tradesman, so it all 



affects everyone when the real estate 

market slows down here. With that 

said, the past year has been a year of 

recovery. We are starting to see cer-

tain sectors of the real estate market 

strengthening. Our local economy is 

starting to show signs of improvement 

and our bank made money last year; 

we made $481 thousand in 2010. We 

believe the majority of the loan portfo-

lio losses are behind us now and ac-

tually, we are one of the few banks on 

the coast of North Carolina that has 

survived this crisis. Therefore, we 

think with the type of footprint we 

have, we are going to come out of 

this a much leaner and stronger bank 

and will have an attractive franchise.  

 

CEOCFO: How do you break down 

between commercial and consumer, 

and do you see this changing? 

Mr. Collins: We actually are more 

small business and con-

sumer retail oriented, spe-

cializing in companies with 

sales under $3 million. Our 

primary customers are pro-

fessionals and business 

owners. Our market is domi-

nated by the tourism indus-

try, so there are not many 

large commercial accounts. 

 

CEOCFO: Are there ser-

vices you are not currently 

offering that you would like 

to offer? 

Mr. Collins: We have been consider-

ing offering the remote capture de-

posit system. I know they have really 

taken off in the larger cities, but there 

just has not been a lot of demand for 

it in our area. So we have kept it on 

the back burner. We are looking at 

doing online applications and Face-

book is popular these days, so we are 

looking at doing a Facebook page. 

 

CEOCFO: People have been con-

cerned about their institutions over 

the past couple of years; how have 

you reassured your customers? 

Mr. Collins: The banking industry has 

gotten a black eye the last couple of 

years for sure, but we have not 

changed the way we are doing things. 

We have been consistent the last ten 

years again just reinforcing our vision. 

You can talk to the local decision 

maker; we want to be your business 

partner and try to find ways to help 

you get things done. Credit has gotten 

a little bit tighter, but since we have 

face-to-face conversations with peo-

ple, we try to explain to them why and 

most people understand this when we 

talk to them. 

 

CEOCFO: I understand that your cus-

tomers are speaking with the decision 

maker, but what else is different, what 

do you do that is over and above what 

people would expect from a bank? 

Mr. Collins: What differentiates us 

from the other banks in town that may 

not be that big a symbol, but we are a 

casual bank. We are on the coast, so 

we do not require suits. We have a 

type of business uniform, which is 

dress slacks and a button-down shirt 

or nice long-sleeved shirt. It is a lot 

more comfortable and friendly atmos-

phere to come in and bank. People 

say they are often intimidated by hav-

ing to meet with the bankers in suits, 

so we provide a relaxing atmosphere 

when they come in here and meet 

with us. 

 

CEOCFO: Will you tell us more about 

giving back to the community; I know 

that is important for you? 

Mr. Collins: I do not know if there is 

another bank in our area that is more 

active in the community than we are. 

We may not give as much money-

wise, but hour-wise all of our employ-

ees are very involved in local com-

munity civic organizations. I really 

cannot think of a civic group in town 

that does not include an active Sound 

Bank employee or director. That goes 

for everything from the local hospital 

to the economic development council 

to the downtown revitalization. We 

have a large seafood festival here, 

which is the second largest festival in 

North Carolina that we are very active 

with. We give employees time off 

from work sometimes to be involved 

with these things, so we really pro-

mote community involvement. 

 

CEOCFO: Do you see the need for 

additional branches? 

Mr. Collins: Right now, we are just 

trying to make sure that we have the 

strongest franchise we can have with 

the locations we have. We are looking 

around, but we have no immediate 

plans to expand. We want to try to 

stay lean and efficient until the econ-

omy definitely turns around. 

 

CEOCFO: What surprised you most 

as the bank has developed over these 

years? 

Mr. Collins: The loyalty of our cus-

tomers. For some banks, their cus-

tomers will change banks for the low-

est rates, but our customers 

have been very loyal to us. 

The bank actually suffered a 

loss last year, but our cus-

tomer base was very loyal 

and stuck by us. It makes 

you feel good about where 

you work. 

 

CEOCFO: How do you 

reach new customers? 

Mr. Collins: The biggest 

thing for us is word of mouth 

as our customers tell other 

customers that they enjoyed banking 

with us. However, we also do the tra-

ditional advertising, which includes 

radio, some TV spots, and the local 

newspaper. 

 

CEOCFO: You recently met with leg-

islators in D.C.; how did that go and 

what impact do you think you can 

have from your level? 

Mr. Collins: We went there primarily 

to talk about the Dodd/Frank Bill and 

the changes that are coming with that. 

You could tell a lot of people had al-

ready made their minds up on how 

they stand with these issues. I am not 

sure how much influence we actually 

had in changing their minds. It was 

good to hear their perspective on 

things. We met Elizabeth Warren, she 

seemed to be committed to what she 

is doing and believing in the cause, so 

that is interesting. I felt like it was 

Our local economy is starting to show signs of 

improvement and our bank made money last 

year; we made $481 thousand in 2010. We be-

lieve the majority of the loan portfolio losses 

are behind us now and actually, we are one of 

the few banks on the coast of North Carolina 

that has survived this crisis. Therefore, we 

think with the type of footprint we have, we are 

going to come out of this a much leaner and 

stronger bank and will have an attractive fran-

chise. - S. Phillip Collins 



good for them to hear from our per-

spective, especially like on the inter-

change rules that are coming up; how 

it could hurt a small bank. This will 

enable them to be more educated 

when they vote on these issues. 

 

CEOCFO: What do you see ahead for 

the bank? 

Mr. Collins: The Dodd/Frank compli-

ance issues are going to be somewhat 

expensive for community banks, so 

that is going to be a hurdle for us in 

the future. Growth is going to be slow 

down here for a while, but it is starting 

to come back. Where we live, with the 

beach and the sound around us, there 

is only a finite amount of land here, so 

this area is going to come back. It is 

just a matter of when. The population 

is continuing to migrate to the coast. 

The good bankers will find a way to 

make money even with any obstacles 

in front of them and we plan to stay 

lean, efficient, and have slow con-

trolled growth in the future. We plan 

to be one of the surviving companies. 

 

CEOCFO: In closing, why should po-

tential investors consider Sound 

Banking Company? 

Mr. Collins: I do believe that the ma-

jority of our losses are behind us, and 

we can manage what is left. We have 

an experienced management team 

here that has been in place for ten 

years. Our bank has great loan mar-

gins; actually one of the highest in the 

state. The number of banks are 

shrinking in the U.S., but I believe 

those that survive this are going to 

definitely have franchises with some 

value in the future. The biggest thing 

that I will point out is we have a book 

value of $9.68 a share and our stocks 

have been trading around $3. So we 

have a stock that is tremendously un-

dervalued right now and has a lot of 

opportunity for growth. 
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