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Relationship Banking backed by Technology enabling Sunshine Bancorp to serve the 
needs of Commercial, Consumer and Non-Profit Customers in Central Florida 

CEOCFO: Mr. Samuel, would you tell us the philosophy behind Sunshine 
Bancorp?
Mr. Samuel: Our philosophy is one that is built around building strong relationships 
backed by great technology. We bring a combination of strong people skills to our 
relationships with customers, which is backed by technology that gets things done 
efficiently for them. 

CEOCFO: How do you define a good relationship?
Mr. Samuel: We constantly talk with our people about this. We define a relationship 
as going both ways. We want to deal with clients that are looking for a partner for the 
long-term, not just somebody that has the best rate or the best terms on a loan, but 
somebody that has taken time to understand their business, has designed a 
package around understanding the client’s goals and aspirations. It is a two-way 
street. They can count on us over the long-term and we are looking for them to be a 
partner with us for the long-term and not jump every time somebody comes in and 
says they will give you a lower rate. 

CEOCFO: Is it getting easier for people to understand the need for a 
relationship?
Mr. Samuel: It is so competitive out there because everybody is looking for growth. 
Everybody wants to promise these things, so we challenge clients to just look at 
relationships as looking around and see where you think that you have had the best 
relationships. The bottom line is with smaller community banks you have a vested 
interest in the communities you serve. You see these clients at the grocery store, at 
the local church etcetera and therefore there is a higher level of accountability to that 
relationship and needing to know that if you do run into tough times or a hiccup, they 
are going to be there for you. 

CEOCFO: What areas do you cover and how is the economy faring in those places?
Mr. Samuel: We are fortunate to be in a market area that we think is very attractive. Right now, our franchise stretches 
from Sarasota/Bradenton up Route 75 to Tampa and then from Tampa east on Route 4 up to Lakeland and Orlando. We 
recently announced a deal to partner with a company called Florida Bank of Commerce, which will add to our Orlando 
presence and will take us all the way from the west coast to the east coast of Florida. Our geographic area is along the 
very active Route 4 corridor in Florida. In fact, that Route 4 corridor is probably responsible for a large amount of folks 
moving to the state of Florida. There are statistics out there that say there are about eleven hundred people moving to 
Florida every day and half of those are coming to that corridor I just described. 

CEOCFO: You mentioned partner with as opposed to merger or acquisition.  Please explain that approach.
Mr. Samuel: What that means is we believe that we are joining as partners with Florida Bank of Commerce and what that 
means is we realize how important them becoming partners with us is because both their shareholders and ours are going 
to benefit as long as the combined company does very well. We are going into this looking for best practices, best people. 
It is not a situation where we are going in and saying, look we have all the answers, all the right people so all we are 
looking for is to merge you into our system. This is a partnership in that we are looking to keep the best people, we are 
looking to embrace the best practices in terms of policies and procedures. 
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CEOCFO: Partnerships like relationships are important for Sunshine Bacorp?
Mr. Samuel: That is correct.

CEOCFO: How do you breakdown between commercial and retail? Would you like to see the mix changing?
Mr. Samuel: We have three business segments that we focus on. One is the commercial arena in which we are a big 
player. The second is the consumer segment which is our retail deposits, retail loans. There is a third component we 
focus on too which is the not-for-profit community; the trade associations, the churches, as well as other volunteer 
organizations. We focus on all three of those components and all three are very important to us primarily because they 
each bring something to the table. For example, our commercial clients are weighed more heavily on fee based products 
and loan outstandings. Our retail customers bring retail deposits to the table and the not-for-profit community brings 
deposits and treasury management fees to the table. They all contribute in different ways. We do not have two business 
lines, we have three lines of focus. 

CEOCFO: Was the nonprofit component a deliberate strategy or did it develop opportunistically?
Mr. Samuel: It was a specific strategy that I had experience in. Being a community bank, we serve a lot of smaller 
communities throughout Florida. One of the things is, as a community bank you are very integrated in your communities in 
terms of relationships and we believe that any vibrant community has a strong not-for-profit community. Therefore, they 
go hand-in-hand with our focus on community banking. 

CEOCFO: What is the competitive landscape?
Mr. Samuel: It is very competitive right now because not only from community banks but also from the large regional 
banks and non-banks. It is a competitive environment particularly for loan activity. We see many of our customers being 
called on every time we are talking to somebody about new business there is at least three or four others in that mix. 

CEOCFO: What is the key to having bankers, customer service reps and tellers that pay attention to the 
customers; that are knowledgeable?
Mr. Samuel: We try to explain to our employees not to look at this as just a job; we are investing in people’s lives. That is 
why we always talk to them about our mission statement. Our mission statement is very simple and it basically states that 
we want to have a positive impact on people’s lives. By that, what we mean is when you walk into a branch we want you 
to feel like this is your favorite place to come. People have to be engaged, our employees need to be engaged and vested 
because otherwise when you come in and have a question, they will say well you can call this 800 number. Whereas if 
they are vested and they are integrated, they will say let me resolve it for you. They make call people but they will take 
ownership of it. The way to do that we feel is to have a higher level of employee ownership of the company because if 
they are owners of the company, I think they are going to have a vested interested in going the extra mile. We put some 
things in place, for example we have an ESOP (Employee Stock Ownership Plan) in place so every one of our employees 
is an owner of the company. If the company performs well, their stock performs well and they benefit because we have an 
ESOP employee-owned stock option plan. Every employee at this company is eligible for equity grants but they have to 
perform to participate. By making them owners of the company, I think we can get a higher level of engagement. 

CEOCFO: You mentioned technology. How do you evaluate what works well?
Mr. Samuel: As a community bank, we are dependent on our technology service providers. It is feedback that helps in 
that process. What we are trying to do is not have the best technology because we are small community bank. We are not 
developing our own products here but we are dependent on the large providers. What we are talking about is we feel our 
customers are saying they want the branch and the personal experience but they also want telephone banking, call 
center, online banking, online bill payment, imaged checks, being able to have mobile deposit from their iPhone. We try to 
listen and provide as much as we can but as a smaller community bank, it is not like we are developing our own products 
where we are counting on our technology providers keeping up with customer demand. 

CEOCFO: Are there any services or products that you would like to offer?
Mr. Samuel: I think we have a very good line of products. You can try to be all things to all people, but we just said we are 
happy to be a plain vanilla bank, which is we generate community deposits and we lend those deposits in the form of 
loans back into our communities and we charge fees for certain aspects of it. We are not going to pretend that we are a 

“We are passionate about community banking because we want to have a positive impact on the 
communities we serve!”- Andrew Samuel
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Wall Street bank and want to get into derivative activities. We just want to be a plain vanilla bank, serve our communities, 
serve our customers and we are happy with that. I think we have a very good slate of products for that. 

CEOCFO: How is business these days?
Mr. Samuel: Business is very good. It has been a good year and it has been very competitive but it has been a good year 
and our folks are doing a great job. We want to make sure that we continue this trend over the next two or three quarters. 

CEOCFO: How are you dealing with some of the regulatory burdens?
Mr. Samuel: There are a lot of changes but we have a very good relationship with our regulators. We talk to them closely. 
We have had to invest in people and technology in terms of keeping up with some of the new regulations. The way I look 
at it is we are all learning what the new business model in community banking is like and these regulations are here to 
stay so we have learned to deal with them and we embrace them as much as we can. Most of these in the long-run will be 
beneficial to the industry.

CEOCFO: Why pay attention to Sunshine Bancorp?
Mr. Samuel: I think it is because we have a greater purpose than just making money. We want to make money, we want 
to generate a great return for our investors but we also have a greater focus on contributing back to the communities that 
we serve, in a positive way. If you want to deal with a community bank that not only is interested in making money but 
also in giving back to the community in the form of involvement and contribution then we would be the bank to deal with.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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