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Forward Looking Statements

The discussions included in this presentation contain "forward-looking statements" within the meaning of the

federal securities laws. These statements may be identified by use of words such as "may", "could",

"expect", "believe", anticipate", "intend", "plan" or variations thereof. These forward-looking statements

may contain information related to matters such as Access National's intent, belief, or expectation with

respect to matters such as financial performance. Such statements are necessarily based on assumptions and

estimates and are inherently subject to a variety of risks and uncertainties concerning the company's

operations and business environment, which are difficult to predict and beyond the control of the company.

Such risks and uncertainties could cause Access National’s actual results to differ materially from those

matters expressed or implied in such forward-looking statements. For an explanation of certain risks and

uncertainties associated with forward-looking statements, please refer to Access National's recently filed Form

S-1, Annual Report on Form 10-K and other SEC filings.
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Superior Results

Exceptional Value
As of  December 31, 2010 and September 30, 2010 YE 2010 Q3 2010 Peer Q3*

Return on Assets 5 yr avg = 1.0% 0.98% 1.08% 1.04%

Return on Equity 5 yr avg = 11.4% 10.85% 12.60% 9.92%

Tangible Capital / Total Assets 9.00% 9.80%

Loan Loss Reserve / Loans HFI 2.03% 1.82%

Non-performing Assets + 90 / Assets 1.27% 1.98%

Price / Tangible Book Value 94% 140%

Price / 2010 EPS 9.5X 15.50X

Q4 2010 was 42nd consecutive profitable Q out of  44 in business. 

ANCX TBV grew 8.2% in 2010 and CAGR of  5.72% over trailing 5 years

* Q4 data incomplete;  Peer Group are avgs of  the top 13 ROA performers of  the 49 “Select Small Cap Community Banks and 

Thrifts” in the South East as published by Scott & Stringfellow Quarterly Banking Profile. 
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Quick Profile

 Business bank 11 yrs - $832MM assets

 Committed & trustworthy leadership

 Best growth market in the country

 Exceptional financial performance record

 Fee income strategy consistently delivers

 Responsible stewards of capital

 Safely positioned for future growth

 Why invest in (with) us?  ANCX
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Strategic Plan

Mission

Our Mission is to provide progressive and superior 

financial solutions to the communities that we 

serve. 

All of our endeavors will enrich the interests of our 

clients, shareholders and associates. 
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Strategic Plan

Vision

Our business is to be “The CFO’s Best Friend” when it comes to 

providing a suite of financial services for businesses with revenue 

of $100MM or less in our marketplace.

The CFO needs the following from his / her “Best Friend”:
 Capital –Debt and/or Equity

 A Trusted Advisor

 Personalized Service

 Private Banking (Wealth Management, Mortgage Banking)

 Cash Flow / Funds Management

 Risk Management

 Access to Financial Information

 Employee Benefits

 Community Involvement and Awareness
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Leadership

Alignment & Trust

 Energetic and stable management team together since 1990

 Experienced and proven management in our market

 Officers & Directors own >25% of our common stock 

 Significant insider banking relationships

 Majority of insiders purchase stock regularly

 80% of our bank employees are shareholders

 Employees invest in ANCX through 401(k) 

 Employment contracts contain ownership covenants

 Demonstrated and continuing financial commitment
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Management – local experience & ownership

Years Ownership   

Banking / Market This Team         Shares

Michael Clarke (49) President, CEO 27 20 689,000

Robert Shoemaker (50) EVP, Chief Lending Officer 27 20 370,000

Charles Wimer (65) EVP, CFO 48 20 109,000

Dean Hackemer (45) CEO, Mortgage 22 18 211,000

Cindy Caldwell (49) SVP, Client Services 25 20 55,000

Stephanie Ogle (51) SVP, Sr Admin Officer 27 14 5,000

Sheila Linton (39) VP, Corp Secretary 17 17 74,000

Fred Rubin (50) SVP, Chief Credit Officer 27 / 22 <1 coming

Average: 27 16 Total 1,513,000

15% ownership

An experienced and stable team highly motivated to serve shareholder value.
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Vienna

Best Banking Market in Country

We operate 5 offices in strategic business locales with rich demographics:  

Reston, Vienna, Chantilly, Leesburg and Manassas, Virginia.
With a median household 

income of $107.576 in 2010, 

Fairfax County is the most 

affluent county in America

The projected population

growth (2010-2015) for the 

Washington MSA is 4.30%

versus 3.85% nationwide

Washington MSA created

more jobs in the last 10-years 

than 

any other major MSA

Route 267

corridor

ANCX HQ / Banking Center

ANCX Banking Centers
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Best Banking Market

Washington DC MSA leads the nation:

 Household income ($81,213 median, 149% of US rate) 

 Job growth over the last decade

 Most educated workforce

 IT/ professional services workforce

 Federal spending & employment

 Lowest unemployment rate of major MSAs

 Wealthiest households in the country

 Virginia –“Best State for Business” Forbes 3 years running

Sources: Greater Washington Initiative, SNL, US Dept of  Labor
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Market Share Opportunity
2010 Deposit Market Share Summary for Fairfax County, VA

Rank Institution Offices Market Deposits Share (%) Parent Deposits (%)

1 Capital One Financial Corporation (VA) 37 $       15,898,121 39.13 17.88

2 Wells Fargo & Company (CA) 40 6,527,654 16.07 0.89

3 BB&T Corporation (NC) 48 3,158,156 7.77 3.05

4 Bank of America Corporation (NC) 32 3,155,172 7.77 0.39

5 SunTrust Banks, Inc. (GA) 33 2,623,305 6.46 2.21

6 Citigroup Inc. (NY) 6 1,126,782 2.77 0.44

7 Virginia Commerce Bancorp, Inc. (VA) 12 927,323 2.28 40.06

8 PNC Financial Services Group, Inc. (PA) 28 817,316 2.01 0.46

9 Cardinal Financial Corporation (VA) 10 684,314 1.68 50.02

10 United Bankshares, Inc. (WV) 10 657,463 1.62 9.65

11 M&T Bank Corporation (NY) 18 594,205 1.46 1.06

12 Access National Corporation (VA) 3 582,771 1.43 95.84

13 Burke & Herbert Bank & Trust Company (VA) 11 566,298 1.39 33.34

14 Toronto-Dominion Bank 7 473,099 1.16 0.36

15 HSBC Holdings Plc 3 445,318 1.10 0.48

Total Fairfax County 342 $       40,627,207 
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Long Term

Strategic Financial Targets

 ROE 12%+

 ROA 1.20%+

 15% Basic Earnings Growth

 $100MM/year Loan/Deposit Growth

 $1B Total Assets 3 years +/-

 80% Earnings from Core Bank

 Bank only efficiency ratio <60%

 Equity/Asset Ratio 8.0%+
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Return on Average Assets (%)

42 consecutive profitable quarters out of  44 quarters in business!

Management you can trust to deliver responsible results.

Return on Average Equity (%)

Return on Equity & Assets

ROA Target = 1.2% / Avg = 1.0%ROE Target = 12.0% / Avg = 11.4%
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Track Record
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Asset Growth: All Organic –Loans Held for Sale creates asset volatility.

 People and technology drive our deposit growth, 5 offices support the effort.  Efforts during the recession are 

focused on upgrading core deposit relationships.

* Loans Held for Investment Excludes Loans Held for Sale
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Q4 2010

Loan Profile

Relationships with operating businesses and related professionals 

drives our business – 30% year over year growth in C&I.  Real estate development is nil.

*Chart reflects Loans Held for Investment only.

Q4 2009

Commercial 

Real Estate 

45.28%

Residential 

Real Estate 

30.99%

Commercial 

14.93%

Consumer 

0.27%

Construction 

8.53%

Q4 2010
Residential 

Real Estate

28.03%

Commercial

19.28%

Commercial 

Real Estate

44.35%

Construction 

7.75% Consumer 

0.59%
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Credit Metrics –this cycle
$ In Thousands YE 2008 YE 2009 YE 2010

Loans Past Due 30-89 Days $6,459 $1,267 $2,771

Nonperforming Loans (NPLs) $2,875 $7,032 $8,561

Real Estate Owned $4,455 $5,111 $1,859

Total Nonperforming Assets $7,330 $12,143 $10,420

Net Charge Offs $5,423 $4,399 $1,416

Loan Loss Reserve $7,462 $9,127 $10,527

Provision Expense $5,423 $6,064 $2,816

Reserve/NPLs 260% 130% 123%

Reserve/Loans HFI 1.53% 1.88% 2.14%

NPAs/Total Assets 1.04% 1.82% 1.25%

* NPAs = Nonperforming assets (loans and REO); NPLs = Nonperforming loans, includes TDRS.
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Nonperforming

Asset Summary At 12/31/10 and 9/30/2010

Nonperforming Loans ($$ in thousands) Q4-10 Q3-10
 CRE OO ïIndustrial Warehouse, Chantilly VA  Bankruptcy $3,041 $3,061

 CRE Income Producing ïIndustrial Land, Washington D.C. $   366 $   374 

 CRE OO - Church, Suburban MD Bankruptcy $   676 $   686

 CRE OO ïRetail / Industrial, Falls Church VA Bankruptcy $2,629 $  new

 SFR Construction ïLeesburg VA sold $1,489

 SFR ï2 Suburban MD $   949 $   961

 SFR ïReston VA sold $   304

 C&I / SBA - 2 claims pending, guaranteed portion only $   835 $   new

 C&I ï2 operating businesses in Northern VA $     65 $     77

Total Nonperforming Loans $8,561 $6,952

Real Estate Owned
 Commercial Real Estate ïOffice, Baltimore MD $   900 $1,890 

 Commercial Real Estate ï2 Office Condos Northern VA $  sold $   427

 Residential SFR Northern VA possession obtained, on market Q1 2011 $   959 $   959

Total Real Estate Owned $1,859 $3,276

Total Non-Performing Assets $10,420 $10,228

Most credit issues this cycle have resulted from undisclosed or under-appreciated speculation in owner occupied real estate loans.

** Specific reserves dedicated to Nonperforming Loans total $1,243 @ Q4 and $634 @ Q3.

Troubled Debt Restructurings of $956 included in NPL schedule @ Q4.
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Commercial RE

Dry Powder
 CRE concentrations well below regulatory thresholds.

 Construction Exposure = 46% of capital vs. 100% threshold.  Interest reserves? Against Policy.

 CRE Exposure (other than owner occupied) = 147% of capital vs. 300% threshold.
 Poised for growth compared to exposure of >300% for ALL $100M - $1B banks

 Most construction is commercial that roll into “Owner Occupied CRE”.

 Most income producing CRE was formerly owner occupied  (i.e. NOT real estate developers).

 -0- or negligible exposure to:
 Land acquisition and development

 Production builders

 REITs

 Strip shopping centers

 Owner occupied CRE is largest asset class at 166% of capital.
 Repayment is based upon cash flow of operating business, not market factors.

 Most are small office or industrial.

 Helps drive deposit and C&I relationships.

 Higher risk categories are modest:
 NO country clubs or golf courses

 Hotel / Motel = 17% of capital

 Churches = 9% of capital

 Supervisory LTV Exceptions (Reg H) = 0.13% of capital.

 Low exposure in problem segments = future quality & yield opportunities.
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SBA Strategy
Dominant Provider in the Market
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Deposit Profile

Q4 2010

Retail CDs 

8.2%

NOWs 3.9%

Demand 

noninterest-

bearing 

deposits 13.4%

Interest-bearing 

demand 17.7%

CDARS 37.3%

Brokered CDs 

9.0%

Jumbo CDs 

10.5%

DDAs are 32.0% and 28.9% of  core deposits for 2010 and 2009, respectively (excluding brokered CDs).  

Brokered CDs largely used to carry Loans Held For Sale.

CDARs are reciprocal accounts with predominantly local depositors.

Q4 2009

Jumbo CDs 

9.6%

Retail CDs 

11.0%

NOWs 5.6%

Brokered CDs 

27.8%

CDARS 8.9%

Interest Bearing 

Demand 22.1%

Demand non 

interest bearing 

deposits 15.0%
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Valuable

Depositor Base

 Significant Corporate Customer Base

 DDAs / Total Deposits:  17.3% ($109MM)

 DDA + Sweep Balances / Total Deposit + Sweep Balances = 

25.6% ($179MM)

 Average Money Market Acct: $137,566

 Average Personal NOW Account: $33,398

 E-deposit Volume/Cash Letter: 71%

 Internet Banking Penetration of Core Depositors: 76%

 Transaction account growth: 17% 2009, 13% 2010
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11 years of Success

Mortgage Volume

Focus is on quality loans with liquid and reliable markets.

Skilled management focuses on profit and risk management. 
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 All prime and government mortgages sold servicing released into liquid markets.

 IRR hedging program delivers consistent net margins of  25 bps+.

 Overhead managed as a variable expense to ensure profitability – time tested for 20 yrs.

 Representation / warranty claim exposure:

 Loss reserve accounting adopted in 2006, adequate in each period since;

 Paid $3.75MM (from reserve) Q4 2010 to buy out exposure with 2 largest counter-parties on $3B of  
loans (conforming, jumbo, prime and non-prime);

 Reserve at 12/31/10 of  $2MM exceeds required reserve on remaining potential of  $2.9B UPB sold 
($1.9B of  which are government, lowest loss rate).

 All volume direct with our employees - NO CBAs, JVs, or Management Contracts.

 Purchase business approximates 31% of  2010 volume.

Mortgage unit has reported operating profits in every quarter for 11 years, including the “Great 

Recession” outperforming even the most respected leaders of  the industry.

Mortgage Banking

Adept at Execution
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Segment Earnings          

Pre-Tax Contribution

(6 )

(3 )

-

3
6

9

12

15

18

2005 2006 2007 2008 2009 2010

M
il

li
o

n
s

Banking Operations Mortgage Operations

Our fee income strategy has consistently delivered for shareholders. 
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Successful

Earnings History
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42 consecutive quarterly profits over our 44 quarter history.
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10 years of Success

Earnings Per Share

*All EPS figures are primary.

42 consecutive quarterly profits over our 44 quarter history.

Fee income strategy delivered positive “spikes” in numerous periods yet only one 

disappointment over 11 years.
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FY 2010 Year Over Year 
($ in thousands, except per share data) YTD 12/31/10 YTD 12/31/09 Change

Total Assets $831,824 $666,879 24.7%

Total Loans Held for Investment 491,529 486,564 1.0%

Total Deposits 627,848 466,645 34.5%

Mortgage Originations 908,959 1,563,104 - 41.8%

Net Income 7,576 9,635 - 21.4%

Provision for Loan Loss - LHFI 2,816 6,064 - 53.6%

Loan Loss Reserve / Loans HFI – Consolidated 2.14% 1.88% 13.8%

Efficiency Ratio – Bank Only 59.02% 60.41% - 2.3%

Earnings Per Share – Diluted 0.72 0.92 - 21.7%

Book Value Per Share 6.96 6.43 8.2%

Net Interest Margin 3.41% 3.42%          - 0.3%

Tangible Capital / Total Assets 7.8% 8.7% - 10.4%

Return on Average Assets 0.98% 1.35% - 27.4%
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2011 Strategy Outlook

Opportunity, Fading Adversity
 Adversity created “Opportunity”. Dominant SBA lender in our market!

 Embarked on SBA strategy in Q1 2008

 “Preferred SBA Lender” license - highest delegated authority

 Highest volume in DC MSA in 2009 and 2010

 Department Manager Ted Lauer named SBA Lender of the Year 2010!

 Small Business Jobs Act of 2010 permanently increased loan size up to $5MM

 Been here before –our team ran  the largest Lender in DC MSA during 1990s recession

 Diligently manage, contain and upgrade credit.
 Favor quality relationships over “deal flow” –2010 results reflect focus

 Maintain prudent reserves and asset valuations

 Exert continued patience on credit selection - system remains over-leveraged

 Core focus remains organic growth.
 Our financial condition and size “sells well” –“Big enough to compete………. small enough to care!”

 Shotgun consolidations alienated large bank customers

 Competitor concentrations put quality clients on the street

 Expanding & upgrading sales staff to drive growth –de novo branching is not a priority

 Favor C&I relationships in outreach efforts.
 Middle market companies are more willing to leave large banks

 Integrated SBA, SBIC and ABL products are a competitive advantage

 C&I portfolio growth is healthy –30% year over year growth in 2010

 Growth in target industries drove 20% year over year DDA growth in 2010

 Monitor and act on compelling strategic growth or liquidity opportunities.

 Community banks not performing well under pressure to exit 

 Acquisition of smaller banks and/ or branches favored over costly de novo branching

 The community bank market in DC MSA needs consolidation
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1-Year Stock Price + 19.5%

Earnings and TBV growth drives upside and has protected downside risk.
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Careful Execution Drives

Tangible Book Value per Share (TBV)

TBV growth of  13.6% in 2009 and 8.2%in 2010 (10.9% without security marks).

66% of  book value at YE 2010 is from retained earnings.

ANCX has always placed a priority on TBV growth.
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Capital To Grow

Regulatory Ratios As of  December 31, 2010

Tier 1 Leverage Ratio Tier 1 Risk-Based Capital Total Risk-Based Capital
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Why invest 

in ANCX?
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Why invest in ANCX?

1. Best GROWTH market in the country

2. Valuable niche in commercial banking

3. Leadership, Alignment & Commitment

4. Valuable business-centric core deposits

5. Well managed fee income strategy

6. Exceptional earnings record

7. Responsible stewards of your capital

8. Positioned for leverage and growth

9. Steady execution drives share value & liquidity
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Want to know 
more? 

Visitors are 

welcome! 

Questions?
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Executive Contacts

Michael W. Clarke

President, CEO

mclarke@AccessNationalBank.com

Charles Wimer 

EVP, CFO

cwimer@AccessNationalBank.com

Robert C. Shoemaker

EVP, Chief  Lending Officer

bshoemaker@AccessNationalBank.com

Dean F. Hackemer

Mortgage President, CEO 

dhackemer@AccessNational.com

Sheila M. Linton

VP, Corporate Secretary

Investor Relations

smlinton@AccessNationalBank.com

703-871-2100
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