
YOU probably know that Russell
Goldsmith runs downtown L.A.’s City
National Bank. Same with Dominic
Ng at East West Bank in Pasadena.

But many Angelenos don’t actually keep
their money with one of the city’s local banks.
Instead, they bank with out-of-town institu-
tions such as San Francisco’s Wells Fargo &
Co. or New York’s JPMorgan Chase. And

while those institutions are headquartered
hundreds or thousands of miles away,

all of them have a chief in Los
Angeles.

The top L.A. executives of
nine of the largest banks not

based in Los Angeles,
ranked by Los

Angeles County deposits, talked to the Business
Journal about what they’ve learned about the local
market, how they try to set their institutions apart
and whether they wear purple and gold or red,
white and blue to Staples Center. 

Comerica’s Mike Dokmanovich was sur-
prised that the entertainment industry didn’t
dominate local business when he moved here
from Michigan 24 years ago. Wells Fargo’s
David DiCristofaro talks about outnational-
ing the locals and outlocaling the nation-
als. And Bank of America’s Raul
Anaya says he plans to hire some
more local bankers this year as
business continues to boom.

– Matt Pressberg

Execs for out-of-town banks detail market’s advantages

L.A.’s
Assets
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Contending With Competitive Market
SPECIAL REPORT WHO’S WHO IN BANKING & FINANCE

What business lines and geography do you
serve in the L.A. area?
Commercial banking for the western markets, which
include California, Oregon and Washington state.

How much time do you spend traveling for the
job, including regional branch offices and see-
ing clients?
Approximately 30 to 35 percent of my time.

What’s something about the L.A. business com-
munity you didn’t realize before taking this job?
What still surprises me to this day, having worked
in the Los Angeles market since I was 22, is the
level of competition. New businesses and new
financial institutions continue to move into the
market, seeking to take their share – and driving
competition at an ever-increasing pace. 

How do you differentiate your bank from both
locally based and other national banks with a
presence in this city?
First, the longevity of our leadership and staff,
which has been a key factor in supporting many
multigenerational client relationships. Second,
our unwavering and consistent commitment to
supporting our existing clients and pursuing
new opportunities for them. In my tenure at the
bank, we have worked through multiple finan-
cial downturns and crises, and Union Bank has
always maintained a strong willingness to sup-
port the expansion needs of our existing client
base, and to lend money to solid new borrow-
ing relationships.

What’s the best part about working for a big
bank rather than a smaller one?

Working for a big bank allows us to provide a
greater depth and breadth of products and servic-
es to our clients, while also ensuring our staff has
greater opportunities for professional growth and
advancement. It introduces us to unique learning
opportunities and a more diverse set of clients
with distinctive characteristics, and allows us to
develop a more global perspective in managing
our clients’ needs as well as our bank’s. 

And the worst part?
As organizations grow, so does the bureaucracy.
It’s to be expected, but clearly not the best part of
working for a larger organization.

What’s an area of your business you’d like to grow?
We are working hard to grow our capital mar-
kets business.

It’s been more than six years since the finan-
cial crisis hit. How well do you think your
industry has learned the pertinent lessons from
that catastrophe? What are those lessons? 
Over the years, the banking industry in general
has often had a short memory. Competitive pres-
sures combined with a slow recovery have driven
looser credit structures and pricing compression,
which are near pre-crisis levels. Despite these
pressures, the regulatory environment has acted
as a governor in many respects, and we are all

doing a better job using available data to provide
early warning indicators.

What’s the best advice you ever got?
Dream big and don’t fret about things you
can’t change.

What’s your favorite restaurant for business
meetings? 
I don’t know if I have a favorite, as I enjoy trying
new restaurants and venues. The only require-
ments I have are that they be somewhat quiet so
we can talk comfortably, have decent food, and
have easy freeway access and parking. 

Lakers, Clippers or neither?
Lakers, of course.

BITA ARDALAN, 53
TITLE: Managing Director

BANK: MUFG Union Bank

RANK, LOCAL DEPOSIT MARKET SHARE: 3,
11.4 percent

RESIDENCE: Calabasas

FAMILY: Children, Shyan and Darius.

ACTIVITIES: Golf, hiking, water and snow
skiing, traveling, reading 

YEARS IN L.A. AREA: 32 ‘As organizations grow,
so does the bureaucracy.
It’s to be expected, but
clearly not the best part
of working for a larger
organization.’

RINGO H.W. CHIU/LABJ
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