
Chain Bridge Bank provides 
us with a personalized level  
of customer service that we 
frankly didn't believe existed in 
the banking industry anymore.º

Andrew Shore
Principal
Jochum Shore & Trossevin 
PC Ð Black Swan LLC  
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Petree Press in Sterling, Va., has 
always tried to take advantage of the 
personal service and increased ¯ex-
ibility of regional and local banks.

ªBut we had found them unable to 
compete with larger banks when it 
comes to ®nancing larger purchases, 
and we resented the extra fees as-

sociated with online banking plus 
the inconvenience of having 
to go to branches to make 
deposits,º says Noel Petree, 
President.

All that changed for his 
company when it switched 
to Chain Bridge Bank a 
year ago. 

ªChain Bridge has com-
petitively and expedi-
tiously accommodated 
three large loan deals; 
set us up with fee-less 

remote deposit capability 
and state-of-the-art bank-

ing. They give us the customer 
service and assistance we haven't 
experienced in nearly 25 years of 
business,º adds Petree.

Chain Bridge opened August 2007.  
Its founders are community lead-
ers living in the McLean-Northern 
Virginia area, and together they've 
created a commercial and commu-
nity bank committed to the nearly 
bygone notion of meticulous per-

sonal service. Happily, Chain Bridge 
Bank also provides the cutting-edge 

technologies and services usually 
only available from large national 
banks. 

Andrew Shore has been impressed 
with Chain Bridge Bank from the min-
ute he switched over his accounts. He 
serves as principal of Jochum Shore 
& Trossevin PC ± Black Swan LLC, a 
®rm focused on international trade, 
health and tax policy, law and advo-
cacy in Washington, D.C.

ªChain Bridge Bank provides us with 
a personalized level of customer 
service that we frankly didn't believe 
existed in the banking industry any-
more,º notes Andrew Shore, Prin-
cipal at Jochum Shore & Trossevin 
PC ± Black Swan LLC.  Even though 
we're a small business, we get treated 
like a major client.º

 ªWe're generating good growth in the 
advocacy arena, plus with trade asso-
ciations, the medical community, law 
®rms and many markets traditionally 
serviced by large banks,º says John 
Brough, President and CEO.

Brough attributes much of the young 
bank's success to having an active 
board of directors, plus a 30-member 
advisory board Ð all focused on serv-
ing the community with dedication 
and creativity.

For example, Chain Bridge recently 
became a partner at a McLean el-
ementary school. A small version of a 
functioning bank was created inside 

John J. Brough, President and CEO, Chain Bridge Bank
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the school. Kids learn hands-on bank-
ing as they serve as tellers, marketing 
managers and customers. They open 
accounts and deposit allowances 
during their free time.

While Chain Bridge enjoys signi®-
cant market advantage due to strong 
community ties, its managers turned 
to Paci®c Coast Bankers' Bank for 
services and products to make the 
bank even more competitive. 

PCBB Fed Funds ªAs Agentº program 
is a notable example.  Many banks 
invest all or part of their liquid funds 
into a Fed Funds investment with big 
banks around the country each night, 
and PCBB simpli®es this activity. 

ªWith our federal funds, it provides 
Chain Bridge a sense of comfort and 
peace knowing that we are watching 
their money and looking out for them 
on a daily basis,º Jon Ellis, PCBB 
Regional Lending Of®cer, says. 

Chain Bridge leaders also are avid 
readers of PCBB's electronic newslet-
ter, Banc Investment Daily, and the 
Virginia-based bank quickly became 
a PCBB shareholder. 

 ªWe invested and became part of 
PCBB's program,º reports David 
Evinger, Chain Bridge Executive Vice 
President and Chief Credit Of®cer.  
“As we’ve grown, PCBB provides 
us with collaborative strategies. 
They are really easy to communi-
cate with, and they truly give per-
sonalized attention. We feel good 
about that.”

Brough is pleased that Chain Bridge 
Bank is generating healthy returns 
for its investors while offering clients 
old-fashioned service plus all the 
products and services of a large insti-
tutional bank.  

“PCBB’s Fed Fund line has enabled 
us to remain liquid and control 
our risks,” Brough explains. “We 
would have sacri!ced yields if we 
wouldn’t have used PCBB.  

ªWe also talk with their experts, 
bouncing ideas off them about what 
works in other banks across the coun-
try. They think outside the box so we 
better compete with big banks.

ªThey are transparent about how 
things work. They explain it all, and 
they bring in seasoned professionals. 
The overall intelligence of the group 
is impressive,º Brough adds, and 
the behind-the-scenes relationship 
with PCBB consistently helps Chain 
Bridge Bank customers.

William Barton of Barton Baker Thom-
as & Tolle, LLP, says the services and 
support his law ®rm receives at Chain 
Bridge outdoes what other banks do

ªThe bank delivers the message that 
you are important to them as a cus-
tomer.  We appreciate that, and have 
sent clients to the bank knowing they 
will be treated fairly and that the bank 
will try to work with them.º

Impromtu meetings help Chain Bridge Bank nurture a client-friendly 
culture of community banking without compromise.  Here, from 
left, are Robert Glomb, Senior VP & Chief Lending Of®cer, John 
J. Brough, President & Chief Executive Of®cer, and David Evinger, 
Executive VP & Chief Credit Of®cer. 

Regular client visits are a priority for Chain Bridge Bank's  
relationship team.  Business Development Manager Jennifer  
Wheat, middle left, frequently does ®eld research to better serve 
niche clients like Cabell Maddux, owner of Madlax Lacrosse. 

Robert Glomb, Chain Bridge Bank Senior VP and Chief Lending  
Of®cer, bottom left, enjoys a cup of ªJoeº with William Barton, 
attorney and partner with Barton, Baker, Thomas, & Tolle, LLP.  



Paci®c Coast Bankers' Bancshares
340 Pine Street
Suite 401
San Francisco, CA 94104
888-399-1930

Client Services
888-399-1912
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Bankers' Edge is produced by Net Worth 
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private-label newsletters for independent 
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Outstanding Settlement and Fed Funds ªAs Agentº  
Services from Paci®c Coast Bankers' Bank can help  
your leadership team focus energy on nurturing  
the relationships that are most important  
to your business. 

Reach New Heights!

 BEAUTIFUL
As your banking team sculpts 

®nancial opportunities 
for clients, remember that 

America's best bankers' bank 
is ready to help with outstanding 

behind-the-scenes solutions.

Steve Brown
President & CEO, PCBB
Chairman, Banc Investment Group
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