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We are committed to our independence,  
the services we provide  
and the communities we serve.  
Our foundation is our future.

LETTER TO SHAREHOLDERS

Dear Shareholders:

I’m very happy to report that in the past year our company took important  
steps to build upon its longstanding tradition of steady growth, innovation and 
outstanding customer service in an effort to better position the company for  
long-term growth and greater profitability. We have made significant strides even  
in the face of a continually challenging operating environment to better position 
the company for long-term growth. 

Interest rates continued to be abnormally low, the regulatory environment 
intensified, and an evolving national payments landscape is changing  
how we do business. Despite these challenges and still-recovering net interest 
margins and equity markets, the management team approaches 2005 positive  
and optimistic about our prospects. We have been diligently working to  
become more efficient and to eliminate redundancies across our organization.  
We continue to focus our energy on this effort.
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I am pleased to tell you that we are now able to refocus our efforts on growing  
the company again. We are now poised more than ever to take advantage of  
the opportunities within the markets we serve. 

In 2004, we made several operational and business changes to position  
us for future growth. In the second half of 2004, we began to see reversing trends, 
including rising interest rates, a recovering U.S. economy and solid equity 
markets. In the fourth quarter, we repositioned our product set and saw growth  
in the number of consumer customers and accounts. Additionally, our loan 
portfolio grew, and our mutual fund sales were very strong. While 2005  
should be a better year financially than 2004, our efforts to improve efficiency 
within the company and the slow recovery of interest margin will push our true  
financial recovery into 2006. 

Additionally in 2004, we renewed our focus as a regional company. While we 
have centralized many of our operations for efficiency, we have seamlessly 
decentralized how we deliver UMB to increase responsiveness and service.  
Our regional market leaders know the communities they serve best and we are 
empowering them to serve their customers even better. One way we are doing this  
is by increasing lending authorities at the local level. With additional resources 
directed toward people, marketing and distribution, we look forward to seeing  
our regional markets play a bigger role in our success. 

UMB Financial Corporation 
Executive Committee

from left to right: 

Peter deSilva 
President and 
Chief Operating Officer

Pete Genovese  
Vice Chairman

Mariner Kemper  
Chairman and 
Chief Executive Officer
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Growth can best be achieved by empowering associates. We are committed to 
improving associate communication so that we are clear on the direction we are 
going. Peter deSilva, our chief operating officer, and I traveled to UMB locations  
in 10 cities and visited with more than 3,200 associates during 2004. We will 
build on this effort in 2005. 

We also established incentive compensation plans that are competitive with the 
market during 2004. The plan recognizes individual contributions and will attract 
new and retain existing associates. We look forward to a renewed energy and 
passion in our company, which we believe will translate into the same tradition  
of growth this company enjoyed for so many years. 

During 2004, we also began reviewing  
our branch distribution system. We are 
carefully looking at each of our locations 
to determine which has the best 
opportunities for the most significant 
growth. By the same token, we are making 
the difficult decisions to close branches 
that do not present bottom-line 
contribution and a reasonable opportunity 

for future growth. This process is crucial to our future success. We have identified 
areas of real potential where we are already adding or intend to add new branches. 
This initiative will continue into 2005.

Another example of our commitment to growth in 2004 was the opening of our 
new Private Client Services office in Lee’s Summit, Missouri. The office is solely 
devoted to providing high-quality asset management services, which has been  
a core business for UMB for 75 years. We recognized Lee’s Summit as the ideal 
place for us to grow our private client business, as we already have a strong 
customer base there as well as many prospective customers. 

Additionally, we opened a loan production office in Phoenix, Arizona in early 
2004 and have been planning for a fully-chartered brick and mortar location set 
to open in 2005. We have great expectations for this market, as its population 

We look forward to a renewed  
energy and passion in our company, 
which we believe will translate  
into the same tradition of  
growth this company enjoyed  
for so many years. 

LETTER TO SHAREHOLDERS 
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base is the same size as our three largest 
markets combined. We also plan  
to open new locations in Shawnee, 
Leawood, (both Kansas City suburbs) 
MidRivers (in St. Louis) and in Wichita.

Looking forward, one of our greatest 
opportunities will come from our  
strong commercial banking group.  
The Kansas City market has always been the core market of our company when  
it comes to commercial lending. We will continue to be a dominant player within 
this important market. We expect to build on this strong foundation and position 
ourselves as commercial lending leaders in other large markets such as Denver 
and St. Louis as well as our other regional markets. 

Other opportunities in 2005 – as you will see in Peter deSilva’s letter on page 17 – 
include the refocusing of our retail franchise and its ability to perform at new 
levels for us and the continued success of our Asset Management area. 

You may have recently begun seeing our new brand promise, Count on moreSM,  
in our marketing efforts. It is much more than an advertising slogan for us.  
It’s a philosophy that our associates are rallying around daily and working  
to ingrain into UMB’s corporate culture. This new brand promise is built around 
our commitment to the communities we serve and the unparalleled service  
we deliver to our customers. No one understands this better than my father,  
who led this company for more than 50 years. Our new brand promise,  
Count on more, is dedicated to his vision and the energy that he brought to  
the company. We believe the idea of counting on more is already very much  
a part of our company’s past and present, and this has been confirmed time  
and again through customer testimonials. We want to make it second nature  
for each and every associate to deliver more than what our customers expect 
every day. We are incorporating this idea of counting on more into a new 
customer-focused and accountability-driven structure. Expect to see and hear 
more about it on a regular basis.

We expect to build on this strong 
foundation and position ourselves  
as commercial lending leaders  
in other large markets such as  
Denver and St. Louis as well as  
our other regional markets. 
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LETTER TO SHAREHOLDERS 

I could not end this letter without taking time 
to recognize a person who became an integral 
part of the UMB management team in 2004. 
Peter deSilva joined us in January after 
spending the prior 17 years of his career at 
Fidelity Investments in Boston. He has 
brought great operational experience, insight 
and enthusiasm to UMB. The executive 
committee enjoys a synergy that I couldn’t  
be happier about. In addition, we look  
to the management committee to provide 
strategic direction and leadership for all  
lines of our business and regions.

We are excited and confident about the many 
opportunities that lie ahead for our company. 
I look forward to keeping you up to date on 
our progress throughout the year and hope  
to hear from many of you often.

Finally, I want to take this opportunity to thank you, our shareholders, and the 
associates of UMB – who are our greatest asset – for your continued support  
of UMB. Thank you for your ongoing confidence and for telling your friends  
and colleagues about UMB so that they might enjoy the same UMB experience 
you have come to know and count on. My team and I will continue working  
hard every day to make you proud of our organization.

Yours Very Sincerely,

 
Mariner Kemper 
Chairman and CEO 
March 9, 2005
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Sustainable Growth

Integrity, Strength, 
Trust, Service,  

Security, Partnership

Our values underpin our  
key constituencies.  

Together, we will deliver  
sustainable growth.
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Profitability 2004 2003 2002 

Net interest income
Provision for loan losses
Noninterest income
Noninterest expense
Net income

$ 180,052 
5,370 

226,861 
349,808 

42,839 

$ 194,076 
12,005 

245,568 
351,652 

58,879 

$ 218,031 
 16,738 

 232,206 
 360,949 

 57,173 

Per Share Data

Net income
Net income-diluted
Cash dividends paid 
Dividend payout ratio
Book value
Market price (close)
Price/earnings ratio

$

$

1.98 
1.97 
0.85 

42.93
37.85 
56.66 
28.62 

%

x

$

$

2.70 
2.70 
0.81 

30.00 
37.43 
47.54 
17.61 

%

x

$

$

 2.59 
 2.58 
 0.80 

 30.89 
 36.52 
 38.26 
 14.77 

%

x

Average Balances

Assets
Loans, net of unearned interest
Securities 
Deposits
Shareholders’ equity

$ 6,927,929 
2,781,084 
2,966,402 
4,974,107 

821,556 

$7,150,135 
2,588,794 
3,507,789 
5,280,203 
 808,472 

$7,589,065 
2,632,850 
3,832,599 
5,527,836 
 794,202 

At Year-end

Assets
Loans, net of unearned interest
Securities 
Deposits
Shareholders’ equity
Allowance for loan losses
Nonperforming loans

$ 7,805,006 
2,869,224 
3,764,011 
5,383,704 

819,182 
42,723 

9,752 

$7,749,419 
2,722,292 
3,721,943 
5,636,125 
 811,923 
 43,494 
 12,796 

$8,035,559
2,657,532
4,138,569
5,846,947
 802,800 
 37,328 
 10,712

Key Ratios

Return on average assets
Return on average equity
As a % of loans:
 Allowance for loan losses
 Nonperforming loans
Risk-based capital:
 Tier 1
 Total
Equity to assets

0.62 
5.21 

 
1.49 
0.34 

 
18.20 
19.20 
10.50 

%  0.82 
 7.28 

  
1.60 
 0.47 

  
19.13 
 20.25 
 10.48 

%  0.75 
 7.20 

  
1.40 
 0.40 

  
17.98 
 18.88 

 9.99 

%

UMB FINANCIAL HIGHLIGHTS  
(in thousands except share and per share data)
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We are driven to  Achieve More as a company because of the trust customers place in us.
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The King family has achieved what many of us can only dream of. They are quintessential 
entrepreneurs who started two successful businesses in two generations. First manufacturing 
aircraft radios, and now recognized among the 50 most influential winemakers. The King 
family has looked to UMB for estate planning and trust services for more than 20 years. 
They trust in us to expertly manage their money, giving them freedom to focus elsewhere.  
By giving them peace of mind, we like to think that our services have helped them achieve 
more in life, as well as in business.

Edward King III 
UMB customer since 1987

King Estate Winery  
Eugene, Oregon

We are driven to  Achieve More as a company because of the trust customers place in us.
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Our 3,572 associates work everyday to Deliver More than what’s expected.
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Like all UMB associates, Sonja Bleckinger and Cecil Wood make it their mission  
to deliver more everyday. Our new brand promise, Count on more, is a promise we  
are making to our customers, associates and the communities where we do business.  
We expect more from ourselves. We deliver more to our customers. With 3,572 associates  
in six states, our people are our brand. We are all committed to creating a positive 
experience for our customers and each other. 

Cecil G. Wood  
Senior Vice President  
UMB Commercial Lending

Sonja Bleckinger  
Assistant Vice President
UMB Branch Manager

Our 3,572 associates work everyday to Deliver More than what’s expected.



pg. 10 

When we help our customers Grow More, we become a trusted partner.
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Where does a company that starts in an old warehouse turn when they want to grow  
their business? When Kansas City’s favorite brewery wanted to grow, they came to UMB.  
This homegrown success story has relied on us for 15 years for their banking needs.  
When Boulevard was brewing 1,000 barrels of beer, we were there. When they needed  
to expand their facility to an annual capacity of 550,000 barrels, Boulevard knew they could 
trust UMB to help them achieve their dreams. Playing a role in helping start-ups grow  
into great companies is one of our founding principles. How can we help you?

New 69,000 sq. ft. brewhouse 
and packaging facility. 

Boulevard Brewing Co.  
Kansas City, Missouri 

UMB customer since 1990 

When we help our customers Grow More, we become a trusted partner.
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We Commit More to the communities in which we live, play and grow.
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We Commit More to the communities in which we live, play and grow.

UMB has been supporting 
local community events 
and causes for more than 
92 years.

The communities in which we work, are also our homes. That’s why it’s essential 
for us to give back to those who have given us so much. Commitment to the 
communities we serve is integral to our culture. We support more than 1,000 activities  
and non-profit organizations in nearly 75 towns including, the Farmer’s Market in 
downtown Salina, Kansas, and Greater Kansas City Day, in which funds are raised  
for the Rotary Youth Camp for disabled children. We believe that being a good  
neighbor makes for good business.
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We believe you should Expect More from your financial institution than just products and services.
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We believe you should Expect More from your financial institution than just products and services.

Institutional Capital (ICAP) 
UMB customer since 1994

Pamela H. Conroy  
Senior Vice President  
and Chief Operating Officer

Bud Shapiro  
Senior Vice President

When “good enough,” isn’t, expect more from UMB Investment Services Group (UMB ISG). 
Since ICAP’s funds were launched in 1994, the company has expected much more from UMB 
ISG than just the fund accounting, administration, transfer agency and custody services any 
provider could offer. ICAP expects us to go above and beyond by providing its shareholders 
with not only the best customer service, but also trusted counsel in a rapidly changing 
investment services industry. What’s more, ICAP knows they can count on UMB to customize 
solutions to meet its evolving needs. After all, meeting high expectations is our specialty. 
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Count on more from UMB.

Our customers are at the center of our every action.

We are committed to understanding and anticipating our honored guests’ financial needs  
and desires, and creating meaningful ways to help them fulfill their goals.

Our relationships are built on results.

We help make our customers successful by surrounding them with solutions  
that make their lives easier and their dreams, a reality. 

We measure our success by our customers’ success.

We are not only committed to our customers, but also to each other and shareholders.  
Our values, our expertise and our culture create an organization that strives  

to reward everyone that we touch. 

We expect more from ourselves. We deliver more to our customers.

DELIVERING ON OUR PROMISE 
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2004 was a very exciting year for me both 

personally and professionally. On a personal level, 

my family and I made a successful transition  

to Kansas City. We are very much enjoying all that  

the Midwest has to offer. On a professional level,  

I could not be more pleased with my decision  

to join UMB. Working with Mariner and the 

management team, and each and every UMB 

associate, has been everything that I knew  

it would be, and more.

In so many ways, 2004 was a year of putting  

the building blocks in place for greater growth  

and profitability in the years to come. In May,  

we organized the company into six distinct  

lines of business to create greater focus  

on specific markets, products and customer 

segments. This has helped us go to market  

in a more focused way and has created greater 

clarity and accountability for product and  

service delivery to our customers.

We have worked very hard to get our products  

and services to a competitive level. In the fourth 

quarter, we repackaged and re-priced our  

product set to include a new suite of checking 

products, small business banking solutions and  

an improved Home Equity Line of Credit product. 

These products have been well received in the 

marketplace and net new accounts have been  

added since their launch. In our Asset Management 

Division, we started including some high quality 

external products to compliment our existing  

line-up, which has made us more competitive.  

Our family of mutual funds were reorganized, 

liquidating four funds and merging one other. 

Additionally, we reorganized the Investment 

Division to focus on five core disciplines:  

large cap growth, large cap value,  

international, small cap and fixed income.

In 2004, significant effort was expended as  

we upgraded our trust, deposit, wire transfer  

and ACH systems to support the creation  

of new products, improved services and greater 

efficiencies. We also focused on creating  

greater efficiencies throughout the organization,  

by consolidating our two call centers, the Denver 

consumer loan operations, brokerage operations 

and the IRA Division. These actions will make  

us more efficient now, and better position us  

to capitalize on future growth.

The customer has always been at the heart  

of what UMB does. The last year demonstrated  

how we have repositioned ourselves to serve  

our customers’ financial needs better than ever.  

We are excited about the progress we’ve made  

and are prepared to handle the challenges  

and opportunities that lie before us in 2005  

and beyond. 

Sincerely,

Peter deSilva

President and COO

UMB Financial Corporation
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Highlights

UMB AT A GLANCE

Checking
Credit and Debit Cards
Small Business Banking
Brokerage  
Insurance

Consumer Services

Products and Services

•  In 2005, UMB Bank will open five 
new banking centers within the regions 
we serve to offer our customers added 
convenience.

•   For five straight years, readers of Ingram’s 
magazine have named UMB Bank the best 
bank in Kansas City. 

•  We provide a broad range of banking, 
investment and risk management 
solutions. 

•  UMB offers an array of Small Business 
Banking products that can be customized 
to fit a small company’s needs, because we 
know that no two businesses are alike.

•  Our Visa credit and debit cards have 
no annual fee, low interest rates, fraud 
protection and an Ultra Miles travel 
rewards program. 

We recently enhanced our checking  
products, to offer no hassle UMB Free 
Checking, Interest Checking that pays,  
and Platinum Checking with perks  
such as free online bill pay.

Commercial Lending
Account Services
Capital Markets
Bankcard Products

Commercial Banking

•  Within our Commercial Lending Division 
we have worked to give our customers 
a quicker turn-around on loan requests 
than ever before by giving more authority 
to our bankers at the local level.

•  Our commercial bankers are experienced, 
knowledgeable, and take their customer’s 
best interests to heart.

•  We offer banking account services 
customized to meet each business  
customer’s needs.

•  UMB leads the market in the Midwest 
with Visa Business, Commercial and 
Purchasing Card payment solutions  
for government and business clients 
to save money, manage expenses and 
improve processing.

•  UMB’s Capital Markets group  
offers a variety of unique financing 
options for companies that need  
financial assistance outside of typical 
bank offerings.

Among the first in the industry to offer 
Health Savings Accounts, UMB has 
become a leader in this cutting-edge new 
product that helps individuals better 
manage their healthcare spending.

Corporate Services
Treasury Management
Commercial Bankcard
Corporate Trust
Stock Transfer

•  In the 2004 Ernst & Young cash 
management survey, UMB was ranked 
29th in cash management revenue.

•  UMB offers traditional treasury 
management services as well as Internet-
based services to make banking more 
efficient for business clients.

•  UMB’s Corporate Trust Division was 
ranked among the top ten for number 
of new municipal trustee issues as 
reported in The Bond Buyer, based 
upon information provided by Thomson 
Financial. This is the fourth consecutive 
year that UMB has ranked in the top  
ten nationally.

•  UMB ranked among the top five stock 
transfer agents in the nation for overall 
customer satisfaction, providing services 
to more than 100 companies and 340,000 
shareholders (source: Stockholder 
Consulting Services, Inc. annual survey).

We offer electronic lockbox services,  
which allow our customers to  
receive aggregated consumer-initiated  
payments and payment detail in  
an electronic fashion. 

New Products

With 152 banking centers  
in six states and 500 ATMS,  
we offer a full line of  
consumer banking products  
from checking to investments.

UMB provides complete 
commercial banking services 
including lending, SBA loans, 
capital markets and  
bankcard products.

Consistently ranked among  
the best in the Midwest,  
we deliver treasury 
management, commercial 
bankcard, corporate trust  
and stock transfer services.

Overview

% of Net Interest  
& Noninterest Income

34% 24% 12%

NOT FDIC-INSURED - NO BANK GUARANTEE -  
MAY LOSE VALUE 

* Does not include mutual fund income. ** Based on percentage change, according to Strategic Insight.  
 Past performance is no indication of future results.
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Investment Services Group (ISG)
Investment Management for  
 Institutional and Individual Clients
Financial, Tax and Estate Planning
Trust Administration
Custody Services

Asset Management
Consulting
Correspondent Banking
Compliance
Investment Banking

Banking Services
Fund Services 
Custody 
Cash Management

•  Our investment and fiduciary services are delivered 
by seasoned professionals (they average 15 years 
experience) who work as teams to understand their 
clients’ needs and provide effective solutions.

•  UMB Bank maintains more than $1 billion in nearly 
1,500 charitable accounts and acts as trustee for 
more than 150 charitable endowments and private 
foundations.

•  Assets under management of UMB Bank and 
subsidiaries as of December 31, 2004 were  
$7.4 billion.

•  UMB Scout Funds portfolio managers are frequently 
featured in publications such as Barron’s, Money, 
SmartMoney, and The New York Times, and appear  
on nationally televised programs for Bloomberg TV, 
CNBC, and CNNfn.

•  The UMB Scout Funds are distributed by UMB 
Distribution Services, LLC, an affiliate of UMB 
Financial Corporation, and managed by Scout 
Investment Advisors, Inc., a subsidiary of UMB Bank, n.a.

•  The UMB Scout Equity and Bond Funds  
were collectively among the fastest-growing  
bank proprietary mutual funds in 2004.**  

•  The UMB Scout Family of Funds ended 2004  
with nearly $2.4 billion in assets.  

•  In 2004, UMB underwrote 141 new 
municipal bond and federal agency  
issues totaling more than $1.1 billion.

•  UMB Financial Services Group  
provided almost 1,900 portfolio  
and interest rate risk reviews to the 
management and board of directors  
of correspondent bank clients.

•  UMB Bank pledged more than  
$2.9 billion in securities to more  
than 500 public fund clients during  
the peak property tax season.

•  More than 20 UMB associates were 
instructors at graduate schools of  
banking in Wisconsin and Colorado, 
national compliance seminars and  
regional bank association secondary  
level schools.

•  Chuck Lewis, president of UMB 
Consulting Services, Inc., was selected 
as the American Bankers Association 
“Compliance Person of the Year” in 2004.

•  UMB ISG currently services  
more than 100 clients  
with over $200 billion in assets. 

•  UMB ISG uses state-of-the-art  
document imaging and management 
technology to ensure efficiency,  
accuracy and top-notch service. 

•  UMB ISG has developed a competitive 
and well-respected alternative investment 
service to meet the unique needs of this 
growing marketplace.

In 2004, our Asset Management Division  
moved to expand the investment options 
available to our clients, including new  
asset classes.

UMB recently launched a new web-
based product that allows businesses 
and correspondent banks to initiate 
international payments and foreign 
exchange online. This convenient service 
features real-time exchange rates and 
historical recordkeeping. 

Our outstanding online Advanced 
Reporting Solutions system enables 
clients to easily access and analyze 
shareholder and distribution channel 
information to support their sales and 
marketing efforts.

We offer individuals and 
institutions a comprehensive 
approach to money management.

UMB supplies a variety of 
products and services for banks, 
institutional accounts, mutual 
funds, public fund companies  
and individuals.

UMB ISG offers fund accounting 
and administration, transfer  
agency and investor services, 
custody, cash management, 
marketing and distribution and 
alternative investment services.

11%* 10% 9%

You should consider the Funds’ investment objectives, risks, 
charges and expenses carefully before investing. 

To obtain a prospectus, which contains this and other 
information about the Funds, call 800.996.2862 or visit 

www.umbscoutfunds.com. Please read  
the prospectus carefully before investing.   

NOT FDIC-INSURED - NO BANK GUARANTEE -  
MAY LOSE VALUE 

* Does not include mutual fund income. ** Based on percentage change, according to Strategic Insight.  
 Past performance is no indication of future results.

Mutual Funds




