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> For more than two decades, Jason 
DiNapoli has championed a style of 
banking that feels increasingly rare in 
today’s financial landscape: personal, 
relationship-driven, and deeply rooted in 
the communities it serves.  

As President of MidFirst Bank California 
and a founding officer of 1st Century 
Bank, DiNapoli has spent his career 
proving that trust remains the most 
valuable asset a bank can offer. Long 
before relationship banking became an 
industry buzzword, he and Alan 
Rothenberg built a culture centered on 
accessibility, continuity and long-term 
partnership, one where clients know their 
banker, and their banker knows them. 

Today, that philosophy operates on a 
larger stage. MidFirst Bank, the largest 
privately owned bank in the United 
States, combines national strength and 
resources with a commitment to local 
relationship banking. For DiNapoli, the 
recent transition from 1st Century Bank 
brand to MidFirst Bank was a natural 
next step in a partnership that began 
nearly a decade ago.  

“We’re trying to move forward and 
move fast, and one brand helps us do 
that,” DiNapoli said. “From a technology 
standpoint, a marketing standpoint, and 
a brand awareness standpoint, operating 
under one brand is simply much more 
efficient.” He often compares the 
transition to a successful marriage: after 
ten years together, it was finally time to 
share the same name. 

 That balance between growth and 
continuity has defined DiNapoli’s 
leadership. While many acquisitions result 
in significant turnover, nearly 90 percent 
of the original leadership team remains in 
place today. That stability has helped 
preserve the culture that made 1st 
Century successful while allowing clients 
to benefit from the scale, resources and 
capabilities of MidFirst Bank.  

The results have been significant.  
Since joining forces in 2016, MidFirst’s 
California business has grown by more 
than 400 percent while maintaining the 
boutique service model that 
distinguished the bank from larger 
competitors.  

DiNapoli attributes much of that 
success to understanding what today’s 
clients want most. “People want the best 
of both worlds,” he said. “They want 
sophisticated technology, but they also 
want a real relationship. They’re tired of 
1-800 numbers and being passed 
around. They want a banker who knows 
them, understands their business, and is 
invested in their success.”  

That philosophy has resonated 
throughout Southern California, one of 
the largest and most dynamic banking 
markets in the world. Under DiNapoli’s 
leadership, MidFirst has expanded from 
Los Angeles into Santa Barbara, 
Newport Beach, San Diego and San 
Francisco, building teams of experienced 
bankers with deep roots in the 
communities they serve.  

His approach also attracted some of 
California’s most respected banking 
talent. In recent years, MidFirst welcomed 
numerous veteran bankers from First 
Republic Bank, many of whom were 
drawn to a culture that prioritizes 
relationships, long-term thinking and 
personalized service over transactions 
and quarterly results.  

One of the advantages DiNapoli 
values most is MidFirst’s ownership 
structure. As a private, family-owned 
institution, the bank can focus on long-
term investments and community 
growth rather than short-term market 
pressures.  

“We’re not subject to quarterly Wall 
Street expectations,” he said. “We’re 
building long-term banking teams in 
important markets and investing in 
people who know and care about their 
communities.”  

At the heart of DiNapoli’s leadership 
philosophy is a simple conviction: 
banking is, and always will be, a people 
business. While technology continues to 
transform the industry, he believes 
personal relationships have never been 
more important, especially for 
entrepreneurs, business owners and 
families building something meaningful.  

His focus extends beyond financial 
results. Throughout his career, he has 
taken pride in watching employees 
build careers, clients grow successful 
businesses, and communities thrive 
through long-term partnerships.  

When asked about the legacy he 
hopes to leave, DiNapoli doesn’t focus 
on growth metrics or market share. “If 
there were a banking Walk of Fame,” he 
said, “I’d like MidFirst Bank to have a star 
on it.”  

For him, that recognition would 
represent something greater than 
business success. It would reflect an 
institution known for stability, trust, and 
a lasting commitment to the people and 
communities it serves.  

As MidFirst Bank enters its next 
chapter in California, DiNapoli remains 
focused on the same principle that has 
guided him since the beginning: 
relationships remain at the center of 
everything they do.  

 
MidFirst Bank  
midfirst.com/california 
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