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Company Profile
Whitney Holding Corporation (the Company) is a bank holding company
headquartered in New Orleans, Louisiana. Our principal subsidiary is Whitney
National Bank (the Bank), which has been in continuous operation since 1883. 
The Bank offers a broad range of community banking services to businesses 
and individuals in the five-state Gulf Coast region stretching from Houston, Texas, 
across southern Louisiana and the coastal region of Mississippi, to central and 
south Alabama, the panhandle of Florida, and the Tampa Bay metropolitan 
area of Florida. Through the Bank, Whitney Securities, L.L.C., and Whitney
Community Development Corporation, we offer traditional commercial, retail
and international banking services, as well as brokerage, investment, trust and
mortgage services. 

We combine our community banking approach of local decision-making,
personal service and lasting customer relationships with modern technology,
management and training. We practice our unique approach to banking in
markets where we can make a difference, where we can achieve an in-depth
knowledge of business activities, customers and potential customers, and 
truly add value. Throughout our history, we have worked to build long-term
relationships with our customers. Many businesses began life as Whitney
customers and have flourished. These third and fourth generation family-
managed businesses still bank at Whitney. Many families have also maintained
their personal banking relationships at Whitney for generations. Through good
times and bad, Whitney Bankers will deliver the personalized service and
contemporary products that are so important to our customers. 

Our Mission
Our mission is to deliver extraordinary value and superior results
to our customers and shareholders, while providing leadership to our local
communities and outstanding career opportunities to our valued employees.
We do this within the framework of our three guiding principles: soundness,
profitability and growth, in that order of priority.

Soundness
First, we make certain every decision we make is guided by our commitment to
soundness. This ensures our continuity and promotes the trust of our customers,
shareholders and communities.

Profitability
Next, we focus on profitability, since it is not only a gauge of our success,
but ensures that we will have access to the capital we need to continue to evolve
and improve in the future. Profitability is at the heart of our continued success.

Growth
Finally, growth will result when we exercise leadership and diligently apply
sound, profitable strategies to our local market opportunities.
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Financial Highlights

(dollars in thousands, except per share data) 2004 2003 % Change

For the Year
Net income $97,137 $98,542 (1)%
Earnings per share, basic 2.38 2.47 (4)
Earnings per share, diluted 2.35 2.44    (4)

Year-end Balances
Total assets $8,222,624 $7,754,982 6% 
Earning assets 7,648,740 7,193,709 6  
Loans 5,626,276 4,882,610    15    
Investment securities 1,991,244 2,281,405    (13)
Deposits 6,612,607 6,158,582    7    
Shareholders’ equity 904,765 840,313    8    

Average Balances
Total assets $7,890,183 $7,238,022    9%
Earning assets 7,327,233 6,717,863    9
Loans 5,179,734 4,595,868    13    
Investment securities 2,120,594 2,004,245    6    
Deposits 6,347,503 5,913,186    7    
Shareholders’ equity 881,477 823,698    7    

Key Ratios
Return on average assets 1.23% 1.36% 
Return on average shareholders’ equity 11.02 11.96     
Net interest margin 4.45 4.47     
Efficiency ratio 63.69 62.49     
Dividend payout ratio 56.99 50.32     
Shareholders’ equity to total assets 11.00 10.84     

Common Share Data
Cash dividends per share $  1.34 $  1.23 9%
Book value per share 21.85 20.78    5    
Closing stock price 44.99 40.99    10    

The efficiency ratio is noninterest expense to total net interest (TE) and noninterest income (excluding securities transactions).

Annual Meeting of Shareholders 
The annual meeting of Whitney’s shareholders will be held 
on Wednesday, April 27, 2005, at 10:30 a.m. CDT. The meeting
location is the 11th floor of the Pan-American Life Center at
601 Poydras Street in New Orleans.

Common Stock
Whitney’s common stock trades on 
The Nasdaq National Market under 
the symbol WTNY.
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To Our Shareholders

After almost three years in an environment
of sustained low interest rates and resulting
margin compression, short-term rates began
to increase in late June of 2004 and had
risen by 125 basis points by year end.
Despite continued margin pressure, Whitney
began to reap the benefits of its asset
sensitivity in the latter part of the year and
once again performed well, earning $97.1
million, or $2.38 per basic share, in 2004.
After two years without an acquisition,
Whitney completed two acquisitions in
2004 and announced a third scheduled for
the first half of 2005.

Earnings in 2004 were fueled by earning
asset growth, funded primarily by deposits.
Both commercial lending and commercial
real estate lending have grown steadily since
the latter half of 2002. Average loans during
2004 were up 13%, or $584 million, of
which only $72 million was attributable 
to acquisitions. This good net growth came
despite the second year of significant payoffs
by borrowers who were able to obtain long-
term permanent financing in the low interest
rate environment. Whitney’s securities
portfolio grew 6%, or $116 million, on
average as a result of a strategy executed in
late 2003 to invest in advance of paydowns
expected in the first half of 2004.

Average deposits grew 7%, or $434 million,
during 2004, of which $71 million was from
acquisitions. The majority of the increase 
in average deposits was in lower-cost deposits
from continued pricing strategies that
emphasized lower-cost products. Noninterest-
bearing demand deposits were up 12% on
average from 2003, which represents about
half of the growth in average total deposits.
Growth in noninterest-bearing demand
deposits is a key component of Whitney’s
relationship banking philosophy and is an
important element of profitability.

Growth in earning assets coupled with rising
interest rates led to a $25.5 million, or 9%,
increase in net interest income. Whitney’s net
interest margin for 2004 was a healthy 4.45%,
essentially flat with the previous year. Our
pricing discipline on both sides of the balance

sheet is reflected in this stable net interest
margin, which remains well above the
margins reported by many other institutions.

Whitney’s unwavering commitment to
soundness resulted in credit quality that
remained strong and generally improved
from year-end 2003 to year-end 2004.
Nonperforming assets, representing only
.46% of loans plus foreclosed assets and
surplus property at year end, decreased 
$4.3 million, or 14%, from 2003. The 
total of loans criticized through Whitney’s
internal risk classification process decreased
by $14 million to $173 million at the end of
2004. While net charge-offs increased from
seven basis points of average loans in 2003 
to 19 basis points in 2004, gross charge-offs
were actually down one basis point to a low
.27% in 2004. Growth in the loan portfolio,
offset by decreases in required loss
allowances for criticized loans, resulted 
in a provision for loan losses of $2 million
for 2004, compared to a negative provision
for loan losses of $3.5 million in 2003.

As expected, noninterest income decreased
$7 million, or 8%, to $82.5 million in 2004.
Income from secondary mortgage market
operations fell $6.3 million as the rate
environment for home loans during 2004,
though still low from a historical perspective,
was unable to stimulate refinancing activity 
at the levels seen in recent years. The
earnings credit allowed against service
charges on certain business deposit accounts
has increased with rising short-term interest
rates, contributing to a $1.2 million decrease
in deposit service charge income compared 
to 2003. Bank card fees, both credit and 
debit cards, increased $1.1 million, or 
12%, compared to 2003, reflecting higher
transaction volumes. Trust service fees
increased $.8 million, or 10%, from the
previous year from new business and some
improvement in equity market valuations
relative to 2003.

Noninterest expense increased $17.4 million,
or 7%, from 2003. Of that increase,
incremental costs from acquired bank
operations totaled $2.7 million. Personnel

“We believe that this 

one-to-one relationship

between the customer and

the Whitney Banker has

created enduring value

over Whitney’s 121-year

history and continues to

do so today as more and 

more potential clients

realize ‘It takes a

Whitney Banker.’ ”

William L. Marks - Chairman of the Board
and Chief Executive Officer
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expense was up 6%, or $8.0 million, including
$1.2 million for the acquired operations. Base
pay and compensation earned under sales-
based and other employee incentive programs
increased a combined 3%, or $2.9 million.
Compensation expense under management
incentive programs was up 25%, or $2.8
million, with stock-based compensation driving
this increase. Stock-based compensation will
vary with changes in Whitney’s stock price,
which was up 10% at the end of 2004 from a
year earlier. The rising cost of providing
retirement and health benefits accounted for
approximately $1.8 million of the 8%, or $2.3
million, rise in employee benefits costs. A
number of factors contributed to the $9.4
million increase in other noninterest expense.
Whitney relocated certain of its Houston
operations from office space that is subject to
noncancelable leases and recognized a loss of
$1.6 million in the third quarter of 2004 related
to its remaining lease obligations. This move is
expected to reduce costs in the long term and
enhance productivity. Also in the third quarter,
Whitney recognized a $.6 million casualty loss
for property damage from Hurricane Ivan that
struck at the Florida Alabama coastal border
during that quarter. Storm-related disruptions to
banking operations were minimal. There were
also factors of a recurring nature behind the
increase in other noninterest expense. These
factors included an increase in marketing
activities and the amortization of expanded
affordable housing investments. Tax credits
associated with the affordable housing
investments helped lower the effective tax 
rate compared to 2003.

During 2004, after two years of limited 
activity, we began to see attractive acquisition
opportunities that fit Whitney’s acquisition
parameters, and we were able once again to
expand Whitney’s geographic franchise. In the
second quarter, we completed the acquisition of
two branches in the Fort Walton Beach, Florida
area that complemented our existing operations
there. We were excited to be able to enter the
Tampa Bay, Florida metropolitan area through
the acquisition of Madison Bancshares, Inc. in
the third quarter of 2004. In the fourth quarter,
Whitney announced its pending purchase of
Destin Bancshares, Inc., which will be

Whitney’s largest acquisition to date and grows
Whitney’s franchise significantly in the Florida
Panhandle. We are pleased to welcome our 
new shareholders and employees, who are
important additions to the Whitney family. 
As 2005 unfolds, we hope to be able to take
advantage of similar opportunities with the 
right partners to expand in markets where we
can make a difference profitably.

To focus on our clients and their changing
needs, we have organized our planning around
five critical customer segments: Business
Banking, Corporate Banking, Private Client
Services, Trust & Wealth Management and
Retail Banking. Unlike most other large
financial companies, however, we deliver
services in our local markets through a 
unified organization of Whitney Bankers
reporting to a city or market executive. 
We believe that this one-to-one relationship
between the customer and the Whitney 
Banker has created enduring value over
Whitney’s 121-year history and continues 
to do so today as more and more potential
clients realize “It takes a Whitney Banker.” 
The section that follows this letter explores
some of our goals and accomplishments in
each of these customer segments.

We always work to merit your trust. On behalf
of Whitney’s Board of Directors, management
and employees, we thank you for your support
and confidence.

Sincerely,

William L. Marks
Chairman of the Board
and Chief Executive Officer

’00 ’01 ’02 ’03 ’04

NET INCOME
($ millions)

$95
$99 $97

$76$73

’00 ’01 ’02 ’03 ’04

NET INCOME 
PER SHARE
(basic) 

$2.39
$2.47

$2.38
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’00 ’01 ’02 ’03 ’04
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AVERAGE SHAREHOLDERS’ 
EQUITY
($ millions)
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$824

$881

$698
$623
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Winston Labbé - Business Banking Manager

Business Banking

The small business sector is important business
at Whitney. With this segment of the market continuously
growing, we have accomplished several important goals in
2004 that are designed to add more value to the banker-
client relationship. Whitney Business Bankers are now
backed by a more defined corporate support system,
including improved sales guidance, enhanced product
management and clear performance standards. As the
Business Banking line increases its client base, these
enhancements have improved our level of service and
positioned Whitney for continued success.

A Whitney Business Banking client has a variety of
competitively priced products to choose from, including
various levels of Whitney Edge deposit products, loans
and lines of credit, merchant services and treasury
management options. Of course, there is no “one size
fits all” for financial services, but Whitney’s business
products allow our bankers the flexibility to counsel each
client into the right product mix. Part of our strategy in
Business Banking includes a greater emphasis on
deepening the customer relationship to obtain a greater
share of wallet through the sale of Merchant Services,
Whitney Leasing, Whitney Business Online, Trust &
Wealth Management Services, Whitney Business BillPay
and in 2005, the Whitney E-Z Pay Card. 

This broad mix of products is fully supported by our
multiple delivery channels, most notably our online
banking and bill pay services, which offer cutting-edge
products and the 24/7 access that small business owners
require. In fact, our Business Banking suite of online
services rivals those offered by larger banks. For Business
Banking at Whitney, 2005 will be a pivotal year, with
more products and services on the way and a host of
Whitney Bankers poised and ready to serve.4



Joseph S. Exnicios - Executive 
Vice President, New Orleans
Corporate Banking

Corporate Banking

Whitney National Bank was built on the strength and
reputation of Corporate Banking. As the cornerstone
of the Bank, Corporate Banking maintains its reputation by
combining exceptional service with distinctive, tailored products,
and 2004 was certainly not a year for Corporate Banking to rest on
its laurels. With our competition in commercial banking ranging
from financial powerhouses to smaller boutique banks, it has
become more important than ever that our Whitney Bankers act as
client relationship managers. Backed by the support of our expert
teams throughout the Bank, our Whitney Bankers can work as
value-minded, strategic partners for all our clients.

Today’s Whitney Corporate Banking offers a broad array of
financing options to fit all of our clients. From international
business to treasury management, from traditional loans to
sophisticated capital markets products and trust and wealth
management services, Whitney Bankers can recommend a
comprehensive range of solutions that complement the needs 
of any business. By aligning our clients’ strategies and goals
with the proper financing options, Whitney Bankers can help
businesses grow and prosper, while becoming indispensable to
the clients we serve. 

Our goal in Corporate Banking is ambitious – to become 
a leading provider of integrated financial solutions within our
geographic footprint, always incorporating change and new
technologies along the way. To do that, Whitney Bankers have
to think the way our clients think – as businesspeople, continually
anticipating future needs and exploring new growth initiatives.
We always have to be available with a solution, able to answer
the question, “How do we grow in uncertain times?” The
industries we serve – health care, manufacturing, communications,

construction, energy,
transportation, infrastructure
and equipment, as well 
as many others – have
these concerns and need the
input of a knowledgeable,
involved banker in order
to prosper. Through the
expertise of Whitney
Bankers, our clients will
always be provided overall
financing guidance and
products to help manage
risk and strengthen their
bottom lines. 
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Kevin Rafferty - Commercial Lending Manager

Private Client Services

Private clients are individuals who have complex
financial needs requiring the attention of specialists in 
a number of financial disciplines. This complexity exists
because these clients have substantial income or wealth and
wish to preserve, expand, manage or transfer it in the most
intelligent way possible. Serving these clients in a highly
personalized way has been one of Whitney’s unique
strengths for more than 120 years.

The Whitney Private Client Services (PCS) initiative
outperforms our competition by concentrating on the needs 
of clients who have achieved high net worth, providing
integrated advice in several key areas: personal banking
and credit, mortgage, wealth management, and trust and
estate planning. During the past year, in addition to
launching a number of new PCS products, we initiated a
successful continuing education program to ensure that our
Whitney Bankers remain prepared to assist their clients
appropriately. In addition, working closely with Trust &
Wealth Management, we developed and put in place Client
Relationship Review, a protocol that allows us to regularly
assemble our entire team of financial specialists to review
individual client situations. The result is an in-depth plan
that guides our various interactions with each PCS client. 

The goals of PCS in 2004 were to increase our product
offerings through client-focused development and strategic
alliances within the Bank, as well as create initiatives
designed to deepen relationships with existing clients and to
acquire new ones. These goals have been met. As we move
into 2005, Private Client Services will continue to grow and
extend its product options to accommodate the most complex
client issues. 
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