
S&T Bancorp, Inc.

2004 ANNUAL REPORT



5 Message to Shareholders
18 Robert Duggan Memoriam
19 Operations Review
23 Board of Directors and Executive Management
24 Service Area
26 Regional Advisory Boards
27 Form 10-K

CONTENTS

OUR MISSION

To achieve consistent superior financial performance  
which creates value for our shareholders by:

Identifying and satisfying customer needs with quality services  
and products which exceed their expectations;

Providing a stimulating and challenging team-oriented work  
environment which encourages, develops, and rewards excellence;

Diligently serving our communities with integrity and pride.



For the Year 2004 2003 Change Change

Net Income $  54,358 $ 51, 777 $ 2,581 5%
Return on Average Assets 1.83% 1.81% 0.02% 1
Return on Average Equity 16.07 16.23 (0.16) (1)

Per Share

Net Income—Basic $ 2.05 $ 1.96 $ 0.09 5%
Net Income—Diluted 2.03 1.94 0.09 5
Dividends Declared 1.07 1.02 0.05 5
Book Value at December 31 13.12 12.48 0.64 5
Market Value at December 31 37.69 29.80 7.89 26

At Year-end

Assets $ 2,989,034 $ 2,900,272 $ 88,762 3%
Net Loans 2,253,089 2,069,142 183,947 9
Deposits 2,176,263 1,962,253 214,010 11
Shareholders’ Equity 349,129 332,718 16,411 5
Allowance for Loan Losses/Total Loans 1.50% 1.50% — —
Nonperforming Loans/Total Loans 0.28 0.43 (0.15) (35)

FINANCIAL HIGHLIGHTS

S&T Bancorp, Inc. and Subsidiaries 
dollars in thousands, except per share data
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James C. Miller (left) 
Chairman and Chief Executive Officer 

and

Todd D. Brice 
President

 S&T Bancorp, Inc. 
 and S&T Bank
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growth
Strategic initiatives, new products and services, and a strengthening economy all contributed to another record 
year for S&T Bancorp, with strong performances in all of our service offerings. Commercial Lending continued to  
expand across all commercial loan categories, and posted a 14 percent gain in outstanding loans over the previous year.  
A 14 percent year-over-year increase in core deposits was primarily driven by a combination of extremely competitive 
products—free checking, online banking, and a new inflation-indexed savings plan—continued growth in cash  
management services, and success in cross-selling deposit services to new commercial customers. Margins also improved  
during 2004, as short-term interest rates began to climb, and our asset quality measurements were among the strongest  
we’ve seen in the past ten years. 

VALUE CREATION

With 5 percent gains in net income and earnings per share, we were able to raise the annual dividend to shareholders by 
4.9 percent. This was our 18th consecutive annual increase in dividends, and another benchmark in our well-established 
track record of long-term value creation. From S&T Bancorp’s first listing on the NASDAQ National Market System in 
1992 to year-end 2004, our compound annual growth rates (CAGRs) in earnings per share and dividends were 9.7 percent  
and 14.4 percent, respectively. These results translate into a 2004 return on assets of 1.83 percent, substantially above the  
1.17 percent average of our peers.
 We are gratified that our strong dividend performance was nationally recognized in 2004 by the addition of our 
name to the Mergent list of Dividend Achievers, which profiled approximately 300 U.S. companies that have increased 
their regular cash dividend every year for the past ten years or more. These organizations represent less than 3 percent 
of more than 10,000 companies included in Mergent’s annual dividend study, and we are proud to be part of that  
high-performing segment. 
 We believe our strong history of earnings and dividend growth is also reflected in the approximate 14.4 percent 
CAGR in the price of S&T Bancorp stock over the past 12 years. An investment of $10,000 in our stock when it was 
first listed on the NASDAQ would have been worth about $77,313 on December 31, 2004. And based on the current 
annual dividend of $1.07, the stock is yielding an approximate 2.8 percent return to our shareholders.
 We acknowledge with gratitude the significant contributions to our steady progress by the late Robert D. “Bob” 
Duggan, who passed away last July after serving S&T and its shareholders for 23 years, most recently as our chairman. 
We deeply appreciate his extraordinary dedication and exceptional leadership, which were instrumental in designing the  
strategies that created the value shareholders have benefitted from over the years.

MARKET OPPORTUNITY

The continuing stream of bank merger and acquisition announcements in the Western Pennsylvania market presents 
us with greater opportunities as our industry continues to consolidate. These include opportunities to acquire new 
customers who are unhappy with service levels at their “new” bank, as well as opportunities to acquire new partner banks 
or fee-based service providers.

TO OUR SHAREHOLDERS

positioned for



TO OUR SHAREHOLDERS

PAGE 6

 S&T bankers are actively involved in all of our market regions and the communities we serve. Our decision 
makers are close to our customers, and we understand them and their businesses. We’re large enough to offer a full 
range of competitive products and services—from personal banking to commercial lending, wealth management, and 
insurance—and small enough to provide exceptional personal service on an individual basis that meets or exceeds 
expectations. Because we’re structured for efficiency and flexibility, we can move quickly and expeditiously; we can 
get things done for the customer. And that has become a major competitive advantage and an increasingly important 
differentiator in the marketplace. It has allowed us to produce strong results for our shareholders, and it will continue to 
provide opportunities for future growth. 

BUSINESS STRATEGIES

Relationship banking is our overarching strategy and primary engine for continued growth in every area of our business. 
We build these relationships through a commitment to extraordinary service, one customer at a time, and that kind of 
dedication comes from a customer-focused culture, where all of our staffers understand they are part of a service-quality 
chain and every job is important. To continually reinforce that message, we use every tool at our disposal, from print 
publications to intranet communications, round table discussions, and staff, departmental, and all-employee meetings. 
 Our infrastructure has been designed not only to support our current business level, but also to provide additional 
capacity, in terms of experienced professionals as well as proven processes. By leveraging that infrastructure, we can 
accommodate future growth without any degradation in the quality of our services or products. Our operations 
technologies and credit processes, training, development and employee services, risk management, compliance, finance, 
accounting, and corporate governance activities are all well-positioned for expansion.
 A planned new corporate headquarters building, in addition to addressing a growing need for additional 
administrative space, will further improve internal communications and operating efficiencies by consolidating and 
better integrating mutually supportive functions that are currently housed on separate floors or even in separate buildings.  
The new four-story headquarters will occupy the site of the current Main Office at 800 Philadelphia Street in Indiana’s 
central business district. Downtown Indiana has been our home for the past 102 years. Construction is slated to begin 
in May 2005, with completion expected in the third quarter of the following year.
 Controlling and reducing expenses remains a high priority, and, in 2004, we addressed some difficult issues related 
to the continually rising price of healthcare. We redesigned our plan to better manage future medical costs and still 
preserve what we believe is an exceptional benefit for our employees. Despite substantial increases in auditing and 
accounting costs related to the Sarbanes-Oxley legislation, our efficiency ratio—the cost of creating $1.00 of incremental 
revenue—improved to 43 percent in 2004, down from 45 percent the previous year. This compares very favorably with 
our peers, whose average is 59 percent. 
 S&T offers a full range of financial services, and employs specific strategies in each of our business areas discussed 
in the pages that follow, but of particular significance in Community Banking is a continuing expansion of the branch 
network; intensified training to enhance service, cross-selling, and customer satisfaction; and a steady flow of new 
products to drive deposit growth. In Commercial Lending, an area which is largely dependent on the relationship-
building skills and expertise of our commercial loan officers, we’ve initiated a new training program to build a  
pipeline of talented individuals and provide a steady source of future lenders to keep pace with our current and  
anticipated growth. 
 Wealth Management continues to focus on a very attractive market niche, providing customized financial planning 
and investment management services, and deploying brokerage professionals in hub offices throughout our franchise. 
S&T Insurance has exceeded our initial revenue expectations, even as it continues to build its service infrastructure, 
which will be further strengthened by the acquisition of the Bennett Group, which was completed on January 1, 2005. 



FINANCIAL HIGHLIGHTS

Diluted earnings per share increased to $2.03 from $1.94 in 2003, and net income climbed to $54.4 million from  
$51.8 million in the previous year. Return on average assets and return on average equity for 2004 were 1.83 percent and 
16.07 percent, respectively, compared to 1.81 percent and 16.23 percent in 2003.
 Earning assets increased $93.8 million during the past year, primarily driven by a $208.5 million, or 14 percent, 
increase in commercial lending. This was partially offset by a $21.7 million decline in consumer loans and residential 
mortgages, as stabilizing interest rates reversed high-volume refinancing levels, and we continued to sell residential 
mortgages into the secondary market. Investment securities declined $92.9 million in line with our strategy in asset 
liability management to reduce borrowing levels, balance sheet leverage, and the potential interest rate risk of a flattening 
yield curve. While total deposits increased $214.0 million, or 11 percent, year-over-year, the most favorable sources of 
funding—demand, money market, and savings deposits—increased $163.8 million, or 14 percent. 
 Net interest income, on a fully taxable equivalent basis, increased $3.4 million or 3 percent, as compared to the 
previous year. Noninterest income, excluding gains on the sale of investment securities, increased $0.7 million during 
the period, or 3 percent year-over-year. This resulted primarily from record performances by wealth management, 
insurance, and cash management, which were partially offset by reduced revenue of $0.5 million from mortgage  
banking activities.
 Realized security gains were $5.4 million for the year, and, at December 31, 2004. Market value and unrealized 
gains in the equity securities portfolio were $74.6 million and $27.7 million, respectively, as compared to $72.6 million 
and $30.5 million at December 31, 2003.
 Asset quality measurements were significantly improved, with nonperforming assets totaling $8.4 million or  
0.28 percent of total assets at December 31, 2004, as compared to $11.5 million or 0.40 percent at December 31, 2003. 
Asset quality remains a cardinal commitment, and we continue to very aggressively deal with potential problem loans, 
particularly in our commercial loan portfolio, which, by their nature, may take longer to resolve.

FORWARD MOMENTUM

Because of the expanding scope of our business and additional managerial responsibilities, a number of promotions were 
made during the past year. We extend our congratulations to new senior executive vice presidents, Edward C. Hauck, 
retail banking and support services; David L. Krieger, commercial lending; and Robert E. Rout, chief financial officer 
and secretary. Congratulations also go to David G. Antolik, named executive vice president, commercial lending; and a 
warm welcome to G. Robert Jorgenson, senior vice president, marketing. 
 Our management team is firmly in place, and our business strategies have built a strong platform for steady progress 
and continued growth in 2005 and beyond. With the ongoing support of our shareholders, our board of directors, and 
our dedicated staff, we are optimistic about the opportunities ahead and confident in a bright future for S&T Bank.

Sincerely,

TO OUR SHAREHOLDERS
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James C. Miller
Chairman and Chief Executive Officer

Todd D. Brice
President



Edward C. Hauck 
Senior Executive Vice President 

Retail Banking and Support Services

“Community Banking is all about customer relationships. People bank with people.  

We’re continually enhancing our product line to attract new deposit growth and offering  

all the conveniences that customers expect, but our primary focus is on exceptional service.”



Community Banking is all about customer relationships and always will be. Our bankers play an active role in every 

stage of life, from financing an education to buying a home, to planning for retirement. All of that usually begins in 

a branch office, where customers sit down with their own personal banker, a financial counselor they know and trust.  

At the same time, thousands of transactions are made every day, and that’s when telephones, cash machines, and online 

banking are critically important, but electronic banking will never replace the personal relationship. People bank with 

people. And that’s why we continue to invest in our branch network. We’re optimizing our locations for greater customer 

convenience and simultaneously increasing penetration, especially in high-growth markets. It’s a strategy that strengthens 

our infrastructure and grows our business.

 S&T Bank is differentiated by the way we serve our customers, by our incredible product mix, and by our very 

competitive values. We’re continually enhancing our product line to attract new deposit growth and offering all the 

conveniences that customers expect, but our primary focus is on exceptional service. 

 To move us to an even higher level, we’re launching a yearlong sales/service training initiative throughout the 

entire retail organization. Called “other-centered” selling, the process begins and ends with our customers, discovering 

their needs, and building real value through financial solutions that are good for them and good for the bank. We’ve 

already seen the results in our Direct Banking Center, where training was completed last summer. As compared with the 

previous year, new deposit accounts and new loans booked in August and September increased more than 150 percent 

on average. Increases like that come from understanding what our customers really need, and providing products that 

make sense for them. In Community Banking, that’s a strategy for growth.

service

Barbara Stickel’s first experience with 
S&T was as an accounting analyst for  
The Meritage Group. She was so pleased 
with the level of service that, when an 
office opened in Murrysville, she was  
quick to become a customer, with savings 
and checking accounts, a home mortgage, 
and a home equity loan. “At a lot of places, 
service has gone by the wayside,” she said, 
“but not at S&T. It’s excellent.” Shown 
with Barbara and her husband, Mark,  
are (left to right) Jaimi, Jonny, Luke,  
and Toby, the family pet.
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COMMUNITY BANKING



Gregor T. Young IV, J.D. 
Executive Vice President and 

Managing Director

Wealth Management

“With a seasoned group of experts in place—fully committed to the personal 

success of every client—and an enviable track record, we have a lot to offer 

that our larger competitors won’t, and our smaller competitors can’t.”



Dissatisfied with a “cookie-cutter” 
approach to investment management, 
Doris Stackpole moved half of her 
investable assets to S&T in January 
2004, and—because she was so pleased 
with the results—moved the remaining 
half about five months later. “S&T 
established an investment policy just 
for me,” she said. “It matches my needs, 
it’s flexible, and it’s working. My total 
satisfaction led my daughters to follow 
in my footsteps, so now they’re both 
happy, satisfied S&T clients as well, 
even though they live in Florida.”

Over the past few years, we’ve developed a unique value proposition for a very under-served market sector within our 

region: investors with $5.0 million or less in investable assets. While other financial institutions have de-valued this 

segment, cutting back on services, centralizing operations outside of the market, and viewing clients as numbers instead 

of individuals, we’ve built a proprietary investment management service ideally suited for this very attractive market 

niche. We have re-defined and re-structured our business as a boutique investment firm, in combination with strong 

capabilities in financial and estate planning. With highly qualified portfolio managers on staff and experienced brokerage 

professionals throughout our franchise, we provide a wide range of investment and financial services for clients who are 

just beginning to invest as well as for experienced investors with multi-millions. 

 We are fundamentally a service organization, and the superior service we provide ensures long-term customer 

relationships and high retention. Each relationship begins with the creation of a comprehensive written investment 

policy statement geared to the client’s specific goals, and the development of an ongoing financial planning process. 

Investment research and portfolio management are done in house, with all managers either CFA-licensed or holding 

graduate degrees. 

 As an organization, we’re committed to finding the very best array of financial solutions for every client. Because 

our clients have continuous access to their account team and portfolio manager, they’re always dealing directly with the 

decision makers, not sales representatives. That’s a major differentiator in the marketplace. 

 With a seasoned group of experts in place at every level—fully committed to the personal success of every client—

and an enviable track record, we have a lot to offer that our larger competitors won’t, and our smaller competitors can’t. 

We’ve built a solid platform for continuing growth, and the opportunity ahead is enormous.

success
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WEALTH MANAGEMENT



Michelle Petrovsky 
Senior Vice President

David G. Antolik 
Executive Vice President

Commercial Lending

“Commercial Lending customers have full access to every decision 

maker in the bank, from the top of the house down. And we earn their 

trust because we do exactly what we say we’ll do, and we do it quickly.”



When S&T Bank opened its first office 
in Blair County, one of the nation’s largest 
electrical wholesalers, headquartered 
in Altoona, was looking for a new 
banking relationship. R. Lee Hite, 
president of The Hite Company, chose 
S&T for commercial lending, as well 
as merchant processing, and depository 
and cash management services. “I’m very 
pleased that the bank has come into our 
area,” he said, “and appreciate its active 
support of our community activities and 
philanthropies. S&T is truly a company 
that puts community first.”

Three key factors continue to drive the remarkable growth of S&T’s commercial loan portfolio—exceptional service, 

fast turnaround, and reliable follow-through. This has nothing to do with market conditions or prevailing rates, but 

everything to do with people. We have the right people in the right places. Many of them are on the road most of the 

time, traveling to our customers’ doorsteps to provide such a high level of satisfaction that almost all of our business is 

either repeat business or client referrals.

 Because our lenders don’t specialize in any particular industry, they can handle the financial needs of their 

customers totally, even when they expand into new lines of business. If the need is a personal one—like a new car loan, 

for example—our lenders can facilitate that, too. They may bring in additional expertise occasionally, but they retain 

complete responsibility for the relationship. 

 Commercial Lending customers have full access to every decision maker in the bank, from the top of the house 

down. And we earn their trust because we do exactly what we say we’ll do, and we do it quickly. Our loan committee 

meets every week, and if an application is denied or a loan must be restructured, the customer is notified at once. If we 

have approval, we get everything moving right away, handling all documentation, third-party reports, deposit and cash 

management processing, appraisal, and environmental study simultaneously. We get it done expeditiously because that’s 

what the customer needs, and that’s our priority.

 From publicly traded companies to family-owned businesses, our customer relationships run long and deep.  

Our growth strategy is organic and driven by our people. We offer all the products and services that our larger  

competitors do. Except we do it better.

trust
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COMMERCIAL LENDING



Thomas E. Kiral 
President

S&T Insurance

“S&T Insurance offers a full spectrum of high-quality products  

at competitive pricing, but where we really shine is in addressing the 

needs of our customers and doing the right thing for each of them.”



Substantially increasing fee income has been a long-standing objective at S&T. In the late 1990s, we identified insurance 

products as an engine that would help drive that growth, while broadening our range of financial services. We laid the 

groundwork for significant expansion with the formation of S&T Insurance in 2000, and quickly added commercial title 

insurance to a product portfolio that already included credit, mortgage, and mortgage title protection. The addition of 

property and casualty insurance was the next step. 

 After a multi-year search for an agency whose customer service culture paralleled our own, we acquired Evergreen 

Insurance Associates in August 2002. We’re growing that business carefully and methodically, and, by any measure, we’re 

exceeding all expectations—in total revenue, revenue per employee, and overall profitability.

 We’ve strengthened agency operations with efficient new systems and procedures, and added seven new carriers. 

More important, we’ve positioned Evergreen as the prime agent for all of our carriers—more than 30 of the industry’s 

most respected. We’re now focused on steadily increasing production, and our detailed plan for growth is built on 

three primary strategies. We will grow organically through internal lead generation and expanded production staffing.  

We will capitalize on referral opportunities from our S&T colleagues. And we will grow by acquisition, the most recent 

completed on January 1, 2005.

 S&T Insurance offers a full spectrum of high-quality products at competitive pricing, but where we really shine is 

in addressing the needs of our customers and doing the right thing for each of them. That’s a commitment we share with 

every S&T banker, and an operating philosophy that will ensure the continued growth of our insurance business and its 

increasing value as a reliable source of renewable fee income for S&T Bank.

value
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INSURANCE

Neil Hedrick is president and co-owner 
of Robindale Energy Resources, Inc., a 
fuel management company that provides 
waste coal, limestone, and ash removal 
services for power plants like Reliant 
Energy’s facility in Seward, Pa., the largest 
waste coal–fired generating plant in the 
world. “Evergreen has been our exclusive 
insurance supplier for 15 years,” Neil 
said, “and service has been exceptional. 
Along with industry knowledge, carrier 
relationships, and competitive rates, their 
service really sets them apart.”



D. Kathleen Greenwell 
Senior Vice President 

Employee Services

“Exceptional service for S&T customers begins with S&T  

people—people who take pride in their work and pride in their company. 

That comes from job satisfaction, and it’s critical to our success.”



Exceptional service for S&T customers begins with S&T people—people who take pride in their work and pride in 

their company. That comes from job satisfaction, and it’s critical to our success. Satisfied employees will do the right 

thing for the customer, and that leads to profitability, which, in turn, provides the resources we need to continually 

enhance an environment in which employees are valued and excellence is rewarded. 

 It takes more than competitive salaries and benefits. It’s also retirement plans and profit sharing, recognition and 

wellness programs, service awards, career counseling, and employee development—more than 12,000 hours of sales, 

service, and operational/technical training in 2004 alone. Our programs include leadership training for managers and 

supervisors; skill enhancement for customer service representatives, who aren’t just transaction processors anymore, but 

financial problem solvers; and customer service training for everyone, because if you’re not serving the customer directly, 

you’re serving someone who is. 

 We’ve created a family atmosphere that’s unusual in a workplace. We offer a lot of opportunities for people at every 

level to get to know each other personally. At our Annual All-Employee Meeting, every one of us takes a hard look at 

our business—past performance, future goals, and the strategic initiatives of each of our business lines. 

 We see the results in high productivity, low turnover, and remarkably positive attitudes. In our confidential 2004 

Employee Survey, administered by the Bank Administration Institute (BAI), more than 90 percent of all employees 

voluntarily participated, and in 12 out of 13 categories, we scored significantly higher than BAI norms for banks of our 

size. Some 92 percent of all participants said they were proud to work for S&T, and 95 percent recognized our strong 

emphasis on exemplary customer service. We know we have a service culture, and it’s thriving.

commitment

PAGE 17

S&T BANKERS

Chairman and CEO Jim Miller  
(at podium) and the senior management 
team celebrate 2004 performance success 
and outline goals and strategies for the 
year ahead with more than 750 staffers at 
S&T’s Annual All-Employee Meeting in 
January 2005.
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The entire S&T family was deeply saddened by the passing of Robert D. “Bob” Duggan, chairman of the board of  

S&T Bancorp and S&T Bank for the last 11 years. 

 Mr. Duggan joined the bank as executive vice president in 1981, after 22 years of distinguished service with the Federal 

Reserve, and was named president, chief executive officer, and director the following year. He was elected chairman and chief 

executive officer of S&T Bancorp and S&T Bank in 1993 and, after his retirement as CEO at year-end 1997, retained his 

position as chairman of both boards. 

 Under his exceptionally able leadership, S&T has grown from a bank with $200.0 million in total assets and six offices 

in Indiana and Jefferson Counties to a $3.0 billion financial services company with 49 offices and numerous subsidiaries in 

ten counties in West Central Pennsylvania. Much of that success was driven not only by Mr. Duggan’s business and financial 

acumen, but also by his high regard for the human side of the equation—the people of S&T Bank, and the shareholders and 

customers they serve.

 In a eulogy delivered at the funeral service, James C. Miller, S&T chairman and chief executive officer, described  

Mr. Duggan as a self-made man, a teacher, and a humanitarian. “It was never the money, the stature, or the other trappings  

of success that drove Bob Duggan,” he said. “It was always about helping people.

 “He really did dramatically alter the culture of our bank for the better. He helped create a lot of wealth for our shareholders 

by directing the profitable growth of our franchise and, at the same time, created a lot of opportunities for S&T people who 

were willing to work hard and follow his creed of providing our customers with truly exceptional levels of service.” 

 There is no doubt that Mr. Duggan left an indelible imprint on the S&T organization. His reliable counsel and dedication, 

his generosity and sense of humor, and his personal commitment to S&T shareholders, customers, employees, and communities 

are deeply appreciated and will be greatly missed.

ROBERT D. DUGGAN
February 27, 1933 – July 29, 2004

appreciation

IN MEMORIAM



Th e new S&T Bank Financial Center, opened in 
Altoona, follows the successful 2003 launch of the 
Strawberry Meadows offi  ce, the bank’s fi rst expansion 
into Blair County, and provides customers and prospects 
with another convenient S&T location. Located in 
Lawruk Plaza, the new offi  ce provides a broad array of 
fi nancial services, including commercial lending, cash 
management, insurance products, wealth management, 
and brokerage services1, as well as full-service banking. 
 Other major initiatives in 2004 were designed 
to increase deposit growth through new products and 
product enhancements, provide aff ordable solutions 
for home ownership, and improve service levels in all 
branch offi  ces. 
 Introduced in August, S&T’s index-driven Green 
Plan Account for consumers and businesses exceeded 
its initial deposit goal of $100.0 million by year-end. 
Unlike traditional savings plans, 
it’s a statement savings account 
with an Annual Percentage 
Yield (APY) indexed to the 
federal funds target rate, the 
rate banks charge each other to 
borrow money overnight. Th e 
rate is determined at periodic 
meetings of the Federal Open 
Market Committee, chaired by 
Alan Greenspan. 
 Th e modifi cation of S&T’s Four Star Club, 
for individuals age 50 and over, also brought strong 
results. During a seven-week promotion, new accounts 
exceeded the target goal by over 100 percent. In 
addition, S&T’s President’s Club was transformed 
into the America’s Choice Account, a more powerful 
combination of services and discounts, with new 
complimentary features, including credit reports, 
identity theft insurance, comprehensive insurance 
reviews, and online banking. 

COMMUNITY BANKING

To increase market penetration, enhance customer 
convenience, and strengthen its branch network 
infrastructure, S&T opened two new full-service 
branches and expanded one of its fastest growing 
community banking offi  ces in 2004, and added its 
fi fth fi nancial services center early in January 2005.
 In Westmoreland County, S&T opened its 
fourth full-service branch to be located within a retail 
store—the Wildcat Commons Wal-Mart SuperCenter 
in Latrobe—and replaced its Vandergrift branch with 
a new 3,500-square-foot, easily accessible facility in 
Allegheny Towne Center in Leechburg. In addition, 
the East Pittsburgh Street offi  ce in Greensburg was 
doubled in size to function as a regional banking center. 
It now off ers a full range of fi nancial services, including 
commercial lending, and houses the Greensburg offi  ce 
of Evergreen Insurance Associates. 

year in review

OPERATIONS REVIEW
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With a strategic focus on relationship banking and 
exceptional personal service, S&T continued to 
broaden its customer base in 2004 and deepen its 
fi nancial relationships with more than 90,000 
consumer households and businesses in Allegheny, 
Armstrong, Blair, Butler, Cambria, Clarion, Clearfi eld, 
Indiana, Jeff erson, and Westmoreland Counties in 
Western Pennsylvania.
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OPERATIONS REVIEW

technical expertise whatsoever. Easy linkage to an 
e-commerce site for secure credit card transactions creates 
a true, online e-commerce store.
 Th e internally developed eBusiness Content Manager, 
a cost-eff ective tool for business communication and 
workfl ow automation, was recently installed at the United 
Commercial Bank in California. S&T Professional 
Resources, which helps businesses streamline their 
operations while leveraging S&T’s experience in computer 
systems and software solutions, is exploring additional 
opportunities in vertical markets such as general business 
and healthcare. Marketing eff orts have recently been 
enhanced with the launch of Intranet Insider, a periodic 
newsletter for customers and prospects.

COMMERCIAL LENDING

Despite heavy refi nancing activity and intense rate 
competition throughout the year, Commercial Lending 
continued its consistently strong performance and remains 
one of S&T Bank’s highest growth areas. Th e commercial 
loan portfolio grew by $208.5 million in 2004, a year-over-
year increase of more than 14 percent. A new benchmark 
of $1.73 billion at year-end refl ects signifi cant growth in 
all portfolio segments: commercial and industrial loans, 
construction, and commercial mortgages.
 Over the past decade, S&T’s total loan portfolio has 
grown steadily, with commercial loans accounting for an 
increasingly larger share—76 percent in 2004. During 
that ten-year period, new high-quality commercial loans 
increased at a compound annual growth rate of 15 percent. 
And most new loans can be categorized as repeat business 
or referrals from past or present customers. Th is successful 
track record is largely attributed to long-term working 
relationships between S&T’s commercial loan offi  cers and 
the 2,000 customers they serve. 

For residential mortgage applicants, S&T enhanced its 
online application process to provide conditional online 
decisions within fi ve minutes, and also introduced a 
new 100 percent Mortgage Financing Program through 
Fannie Mae that makes home ownership an aff ordable 
option for everyone.
 To improve service levels and increase referrals, 
a new automation system was installed on the teller 
lines of every branch offi  ce, putting online terminals 
and powerful software at the fi ngertips of each customer 
service representative (CSR). Th e new system provides 
quick and easy access to customer accounts and product 
information. Browser-based and easy to navigate, 
it reduces new CSR training time by half, and also 
provides an additional safeguard against fraud.

BUSINESS BANKING

Th rough close working relationships with business 
owners, S&T business bankers help identify their 
specifi c fi nancial needs and, with a sharpened focus on 
referral opportunities to other business lines, ensure 
easy access to a full complement of fi nancial resources. 
Th eir specially tailored solutions in cash management 
and payment processing include Internet banking, 
website development with e-commerce, merchant credit 
card processing, business checking, credit card products, 
and more.
 Intensive sales and product training, completed in 
2004, and full deployment throughout the bank’s market 
regions resulted in accelerated referrals for commercial 
loans, wealth management, and insurance services, and 
signifi cant increases in business checking, credit cards, 
debit cards, and website development.
 Additional business services, including cash 
management, merchant processing, and Internet 
banking also continued to grow steadily. Fee income 
from cash management, for example, increased 
31 percent over 2003.
 New product introductions included an image-
based Lockbox Service, and a turnkey retail website that 
allows retail merchants to upload product information 
and photographs onto their websites without any 
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managers have earned advanced degrees and/or the 
Chartered Financial Analyst® designation from the 
CFA Institute, and all relationship managers and sales 
professionals have been actively engaged in Certifi ed 
Financial Planning (CFP) training. Th e latter involves 
a minimum commitment of two years and extensive 
individual study in fi ve areas, including income taxation, 
fi nancial/retirement planning, insurance investments, 
estate planning, and employee benefi ts, followed by a 
comprehensive two-day exam. Th e fi rst CFP designation 
was received in 2004, and certifi cation of all relationship 
managers is expected to occur in 2005. 
 Th e continued deployment of experienced 
brokerage professionals in hub offi  ces throughout 
the S&T franchise has brought their skills and 
expertise closer to the client, resulting in an enhanced 
sales pace throughout the year. Consequently, the 
Financial Institution Division of Raymond James 
Financial Services, S&T’s broker/dealer, listed Wealth 
Management in the top 5 percent of its 204 affi  liated 
bank producers as of year-end.
 Moving closer to the market has also brought 
strong results in Allegheny County, where a Wealth 
Management offi  ce continues to exceed revenue and 
profi tability goals and to generate a signifi cant portion 
of new business. Capabilities were strengthened this 
year with the appointment of a senior relationship 
manager experienced in the employee benefi ts area 
and in meeting the needs of the institutional 
market, a prime opportunity. Marketing eff orts 
are primarily focused on building strong 
alliances with law and accounting fi rms, 
and are being supported by print and 
broadcast advertising.
 Wealth Management’s newest product is its 
equity income portfolio. Developed as an alternative 
to fi xed-income portfolios, its goal is to provide both 
high dividend yields and capital appreciation.

 To maintain a steady stream of future lenders, 
Commercial Lending initiated a new training program 
in 2004, designed to enhance the skills and knowledge 
base of potential loan offi  cers. Th e program includes 

on-the-job training, personal mentoring 
by experienced lenders, and fi rsthand 
experience in all areas of the bank that 
impact the commercial lending process. 
  In 2004, commercial lenders 
generated more than $60.0 million 
in deposit growth—primarily through 
business checking accounts and cash 
management services—more than 
doubling 2003 results and nearly 
eclipsing the prior three years combined. 

Commercial loan offi  cers also provide a steady stream 
of referrals to S&T Insurance, and work closely with 
their Wealth Management colleagues to identify new 
opportunities in investment management and employee 
benefi t programs.

WEALTH MANAGEMENT

Although widespread uncertainty in all fi nancial 
markets created a challenging environment throughout 
the year, S&T Wealth Management continued 
to demonstrate solid progress and steady growth. 
Total market value of assets under management and 
administration increased $148.0 million, or 15 percent 
year-over-year, climbing to $1.2 billion, with 
$869.0 million in wealth management services and 
$299.0 million in brokerage services1. Over the past three 
years, total market value of assets under management 
and administration has grown at a compound annual 
rate of approximately 14 percent. 
 In 2004, revenue increased 15 percent as compared 
to the previous year, refl ecting a 11 percent increase in 
service revenue from investment management, trusts 
and estates, IRAs, and employee benefi t services, and 
a 26 percent gain in brokerage services1 revenue. 
 Ongoing success is primarily driven by a team of 
professionals, qualifi ed to address the specifi c fi nancial 
needs and investment goals of every client. All portfolio 

Management offi  ce continues to exceed revenue and 
profi tability goals and to generate a signifi cant portion 
of new business. Capabilities were strengthened this 
year with the appointment of a senior relationship 
manager experienced in the employee benefi ts area 
and in meeting the needs of the institutional 
market, a prime opportunity. Marketing eff orts 
are primarily focused on building strong 
alliances with law and accounting fi rms, 
and are being supported by print and 
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SERVICE TO THE COMMUNITY

S&T’s commitment to the communities it serves is 
continually demonstrated by charitable contributions, 
loans to municipalities and nonprofi t organizations, and 
partnering with local housing authorities to provide 
aff ordable housing for low-income families and senior 
citizens. It’s also demonstrated by the time, talent, 
and fi nancial contributions of S&T bankers. In 2004, 
through their Helping Hands Fund, S&T employees 
continued to provide temporary assistance to colleagues 
and their families in times of personal illness or other 
emergency. Th rough one-time donations, payroll 
deductions, and fundraising events, employees 
have raised more than $55,000 since the 
fund was initiated in 2001, and have 
assisted 60 families.
 In addition, the S&T Charitable 
Foundation committed or contributed 
more than $400,000 to qualifi ed 
charitable organizations in 2004, and the 
Seventh Annual S&T Charity Golf Classic—
with the generous support of area businesses and 
community organizations—raised approximately 
$22,000. Since its inception, the Charity Golf Classic 
has distributed approximately $170,000 to charities and 
nonprofi t organizations nominated by S&T bankers.

S&T INSURANCE

Driven by a strong performance from Evergreen 
Insurance Associates and continued success in bank-
related insurance products—including credit, mortgage, 
and title insurance—total revenue increased 15 percent 
year-over-year.
 From its acquisition by S&T in August 2002 
through year-end 2004, Evergreen Insurance has 
increased its revenue by 50 percent, and exceeded 
profi tability goals by a wide margin. Although staffi  ng 
had been incrementally expanded to enhance sales and 
service, revenue per employee has climbed 17 percent. 
 Off ering a full line of property and casualty 
insurance, group life and health coverage, and all types 
of personal insurance, Evergreen serves more than 
2,000 customers in Pennsylvania, West Virginia, and 
Maryland. Its client retention rate exceeds 90 percent. 

 Th e agency maintains 
service and production offi  ces 
in Ebensburg, Cambria 
County, and Greensburg, 
Westmoreland County, and 
is continually enhancing its 
visibility within the bank’s 
footprint. In January 2005, 
Evergreen’s Greensburg 
offi  ce was relocated to S&T’s 
Regional Banking Center, 
where a recent expansion has 

nearly doubled available space. Evergreen agents are also 
located at the new S&T Bank Financial Service Center 
in Altoona and in the community banking offi  ce in 
Brookville, Jeff erson County. 
 On January 1, 2005, operations were expanded 
with the acquisition of the Bennett Group, composed 
of two multi-line insurance agencies located in 
Cambria County. Th is is the fi rst step in a strategic 
initiative to expand the Evergreen foundation through 
“fold in” acquisitions.

 1  Securities are off ered exclusively through Raymond James Financial 
Services, Inc., Member NASD/SIPC, an independent broker/dealer, and 
are not deposits, are not FDIC insured, are not guaranteed by S&T Bank, 
Raymond James or any other Financial Institution, but are subject to risk 
and may lose value. Raymond James Financial Services, Inc. is not affi  liated 
with S&T Bank; S&T Insurance; or S&T Wealth Management.
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BOARD OF DIRECTORS

DAVID G. ANTOLIK

Executive Vice President, 
Commercial Lending

TODD D. BRICE

President 

RICHARD A. FISCUS

Senior Vice President,  
Branch Administration

D. KATHLEEN GREENWELL

Senior Vice President, 
Employee Services 

EDWARD C. HAUCK

Senior Executive Vice President,  
Retail Banking and Support Services

G. ROBERT JORGENSON, JR.
Senior Vice President,  
Marketing

THOMAS E. KIRAL

President, 
S&T Insurance

MARK KOCHVAR

Senior Vice President 
and Treasurer

DAVID L. KRIEGER

Senior Executive Vice President,  
Commercial Lending

JAMES C. MILLER

Chairman and  
Chief Executive Officer

MICHELLE PETROVSKY

Senior Vice President,  
Commercial Lending

MALCOLM E. POLLEY

Senior Vice President and  
Chief Investment Officer, 
Wealth Management 

THOMAS A. BRICE

Vice President  
Douds, Inc.

TODD D. BRICE

President,  
S&T Bancorp, Inc.  
and S&T Bank

FORREST L. BRUBAKER

Director Emeritus

JAMES L. CARINO

President, 
J.L. Carino Nurseries, Inc.

JOHN J. DELANEY

President, Delaney 
Chevrolet, Geo,  
Buick, Honda

MICHAEL J. DONNELLY

President and Publisher, 
Indiana Printing and  
Publishing Company

WILLIAM J. GATTI

Chairman, 
Millennium Pharmacy 
Systems, Inc.

RUTH M. GRANT

President, 
Louis A. Grant 
Company, Inc.

JEFFREY D. GRUBE

President,  
B.F.G. Electroplating and 
Manufacturing Company

PAUL B. JOHNSTON, D.D.S.
Director Emeritus

FRANK W. JONES, ESQ.
Attorney-at-Law

JOSEPH A. KIRK

President, 
Beaver Meadow 
Creamery, Inc.

SAMUEL LEVY

President, 
Jefferson Wholesale 
Grocery Company, Inc.

JAMES C. MILLER

Chairman and  
Chief Executive Officer,  
S&T Bancorp, Inc.  
and S&T Bank

CHRISTINE J. OLSON

Chairman and  
Chief Executive Officer,  
S.W. Jack Drilling Company 
Partner, C&N Company

ALAN PAPERNICK, ESQ.
Attorney-at-Law

MYLES D. SAMPSON

Chairman and  
Chief Executive Officer,  
Rimco Properties, Inc.

CHARLES A. SPADAFORA

President, 
Colonial Motor Mart

ROBERT E. ROUT

Senior Executive Vice President,  
Chief Financial Officer, and Secretary 

DAVID P. RUDDOCK

Executive Vice President,  
Information Technology  
and Operations

J. JEFFREY SMEAD

Executive Vice President,  
Credit Administration

ROBERT E. WERNER

Senior Vice President,  
Banking Operations

GREGOR T. YOUNG IV,  J.D.
Executive Vice President  
and Managing Director,  
Wealth Management 
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FORD CITY

Paul J. Barbiaux 
Retail Sales Manager 
920 Fifth Avenue

Manor 
Judy L. Creel 
Retail Sales Manager 
420 Pleasantview Drive & 
Armstrong Street

GREENSBURG

Judith A. Soles 
Retail Sales Manager 
701 East Pittsburgh Street

HOLIDAY PARK

Michael F. Ciocca 
Retail Sales Manager 
2388 Rt. 286

Holiday Park Drive-Up 
Kathleen L. Bednarz 
Retail Services Supervisor 
2320 Rt. 286

HOMER CITY

Michael F. Grimes, Jr. 
Retail Sales Manager 
34 N. Main Street

INDIANA

Main Office 
Christine A. Rumbaugh 
Retail Sales Manager 
800 Philadelphia Street

Fifth and Philadelphia 
Lianna S. Empfield 
Retail Services Supervisor 
501 Philadelphia Street

N. Fourth Street 
Linda F. Shaffer 
Retail Sales Manager 
324 N. Fourth Street

Direct Banking Center 
Mark W. Kromer 
Manager 
355 N. Fifth Street

Indian Springs 
Susan M. Shank 
Retail Sales Manager 
2175 Rt. 286 South

ALTOONA

Tina Wertz 
Personal Banker 
S&T Bank Financial Center 
208 W. Plank Road 
814-941-1083

ARMAGH

Robert J. Lasinski 
Retail Sales Manager 
133 Philadelphia Street

BLAIRSVILLE

Resort Plaza 
Donald J. LoPresti 
Retail Sales Manager 
111 Resort Plaza Drive

Blairsville Station 
Deborah J. Zias 
Retail Sales Manager 
205 E. Market Street

BROCKWAY

Roberta Klingensmith 
Retail Sales Manager 
456 Main Street

BROOKVILLE

Ted B. Truman 
Retail Sales Manager 
256 Main Street

Route 36 
John C. Oberlin 
Retail Sales Manager 
209 Allegheny Boulevard

BUTLER

Daniel C. DeBower 
Retail Sales Manager 
181 New Castle Road

CLARION

Larry W. Jamison 
Retail Sales Manager 
410 Main Street

White Pillars 
Lisa Esser-Laugand 
Retail Sales Manager 
650 Main Street

CRANBERR Y TOWNSHIP

S&T Bank Business Center 
Zebulon Lesser 
Retail Sales Supervisor 
20001 Route 19 
724-742-9712

DELMONT 
Yvonne L. McKibben 
Retail Sales Manager 
85 Greensburg Street

Delmont Wal-Mart 
Jennifer S. Hepka 
Retail Sales Manager 
6700 Hollywood Boulevard

DERR Y 
Enid S. Mercinko 
Retail Sales Manager 
100 S. Chestnut Street

DUBOIS

DuBois Drive-Up 
Eva M. McKee
Retail Services Supervisor 
35 W. Scribner Avenue

DuBois Mall 
Melanie A. McGinnis 
Retail Sales Manager 
Shaffer Road

DuBois Regional Banking Center 
Linda G. Armstrong 
Retail Sales Manager 
614 Liberty Boulevard

Treasure Lake 
James E. Allen 
Retail Services Supervisor 
Coral Reef &  
Crooked Island Roads

DUNCANSVILLE 
Strawberry Meadows 
Kathleen A. Hughes 
Retail Sales Manager 
200 Patchway Road

EAST OAKMONT 
Stacy A. Burgeson 
Retail Sales Manager 
2190 Hulton Road
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SouthTowne Plaza 
April S. Shipley 
Retail Sales Manager 
3100 Oakland Avenue

Wayne Avenue 
Renee Lazeration 
Retail Sales Manager 
1107 Wayne Avenue

KITTANNING

Hilltop Plaza 
Amanda J. Coon 
Retail Sales Manager 
Rt. 268 

LATROBE

Wildcat Commons 
Angela M. Klapchar 
Retail Sales Manager 
100 Colony Lane

Route 30E 
Pamela P. Price 
Retail Sales Manager

LEECHBURG

Allegheny Towne Center 
Valerie L. Stone 
Retail Sales Manager 
30 Towne Center Drive 

LUCERNE

Bernadette Palchesko 
Retail Sales Manager 
Rt. 119 & Lucerne Road

MONROEVILLE 
Donna A. Benzenhoefer 
Retail Sales Manager 
4385 Old William  
Penn Highway

MURR YSVILLE 
Jacqueline A. Hahn 
Retail Sales Manager 
4251 Old William  
Penn Highway 

NEW BETHLEHEM

Jamie S. Lefever 
Retail Sales Manager 
363 Broad Street

S&T branch offices may be reached  
by calling 800-325-BANK or,  
in Indiana, at 724-349-1800.

New Bethlehem Drive-Up 
Lori Otte-Bailey 
Retail Sales Manager 
628 Broad Street

PENN HILLS

Adam B. Embry 
Retail Sales Manager 
12262 Frankstown Road

PLUM

Jennifer L. Reeves 
Retail Sales Manager 
7660 Saltsburg Road

PUNXSUTAWNEY

Hampton Avenue 
Jodi L. Presloid 
Retail Sales Manager 
232 N. Hampton Avenue

Mahoning 
Vicki M. Lowmaster 
Retail Sales Manager 
539 W. Mahoning Street

REYNOLDSVILLE

Carol O’Donnell 
Retail Sales Manager 
418 Main Street

SALTSBURG

Darlene D. Shirley 
Retail Sales Manager 
602 Salt Street

SHADYSIDE

S&T Business Banking Center 
Lynn A. Fritzius 
Retail Sales Supervisor 
820 S. Aiken Avenue 
412-802-6000 

UNITY

Brian J. Irwin 
Retail Sales Manager 
301 Unity Center Road

YOUNGWOOD

Christine L. Smith 
Retail Sales Supervisor 
100 S. Fourth Street

S&T BROKERAGE SER VICES

645 Philadelphia Street 
724-465-1435

S&T COMMERCIAL LENDING

43 South Ninth Street 
724-465-1486

S&T INSURANCE

Insurance Agency—Evergreen  
Insurance Associates, LLC 
Ebensburg Office: 800-662-2020 
Greensburg Office: 800-291-7385

S&T PROFESSIONAL RESOURCES

324 N. Fourth Street 
866-577-6676

S&T WEALTH MANAGEMENT

Indiana 
43 S. Ninth Street 
724-465-1443 or 
800-446-0246
Brookville 
256 Main Street 
814-849-1254

DuBois 
614 Liberty Boulevard 
814-375-3869

Pittsburgh 
One Gateway Center 
412-471-4083 
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INDIANA REGIONAL  
ADVISOR Y BOARD

Charles R. Altemus
Todd D. Andree
John H. Armstrong, Esq.
David Bork, Sr.
Steven N. Brody
Bernard Bruns
James D. Carmella, Esq.
Jeffrey A. Cavalancia, D.D.S., M.S.D.
M. Frederick Dills, Jr., D.D.S.
Troy D. Dolan
Steven C. Ender, Ph.D.
Christopher J. Evans
David Grube
Chris M. Holuta
William L. Hughes
Francis E. Kane
Hastie Kinter
Gladys Knox
Nathan Kovalchick
Walter L. Lewis, CPA
Ronald M. Little
Laura Carino Musser
Wallace Putt
Paul Sherry
William T. Shulick, Esq.
Michael R. Stever, D.O.
Albert L. Stiffler
Michael J. Supinka, Esq.
Charles M. Tarnoff, O.D.
Jeffrey Taylor
William H. Toy
Robert Tunno
Shafic Y. Twal, M.D.
Ralph L. Wingrove
Steve Wolfe

Jamie C. Stello, Esq.
Frank T. Stockdale
Frank A. Varischetti, Sr.
George Walker
David L. Young, Esq.
Stephen P. Zarlinski
Lisa M. Zocco

ALLEGHENY/WESTMORELAND 
REGIONAL ADVISOR Y BOARD

William E. Anderson
Kathy L. Anderson
Dan Caste
Thomas H. Delaney
William J. Gatti, Jr.
Fred P. Harchelroad, Jr.
John S. Kuruc
Gerald T. Loyacona, D.D.S., M.S.D.
Mitchell McKenney
Michael Morris
Donald R. O’Block
Ann Pauly
C. Eric Pfeil, Esq.
Caryn Rubinoff
Dwight Schultheis
Andrew N. Stewart
Regis J. Synan
Ruth Ann Wargofchik

BLAIR COUNTY ADVISOR Y BOARD

Ralph J. Albarano, Jr.
John H. Brown, Jr.
R. Lee Hite
P. Joseph Lehman
Michael W. McLanahan
Bobbie Miller
Todd Parnell
George Sample III
Barry F. Smith
David Thomas

NOTHERN REGIONAL  
ADVISOR Y BOARD

Rosemary O. Barber
Jane H. Bryndel
Dan Corbet
Ann K. Cristini
William C. Deeley
John C. Dennison II, Esq.
James Devlin, M.D.
Jeffery S. DuBois, Esq.
Thomas G. Gasbarre
J. Richard George
Fredrick A. Goble
Anson R. Graham
Robert M. Hanak, Esq.
Darl Hetrick
Michael J. Johnston
David Kahle
Joseph J. Kernich, M.D.
Ronald E. King
Robert J. Kirk
Charles P. Leach, Jr.
Richard Levy
Jeffrey Lundy, Esq.
Richard L. Martin
Bradley R. Miller
John Morris, Sr.
Kim E. Mowrey
Richard D. Mowrey
Gary A. Peters
Timothy Reddinger
Thomas E. Robb, Jr.
R.B. Robertson
R.B. Robertson, Jr.
Senator Joseph Scarnati III
Mary Jo Shaffer
John Sisk
State Rep. Samuel H. Smith
Gregory R. Snyder



INVESTOR INFORMATION

S&T Bancorp, Inc. is a bank holding company 
organized under the Pennsylvania Business 
Corporation Law. Its wholly owned subsidiaries 
are S&T Bank and S&T Investment Company, 
Inc. In addition, S&T Bancorp, Inc. owns a  
one-half interest in Commonwealth Trust  
Credit Life Insurance Company.

S&T Bank was started in 1902 with one office 
in Indiana and has grown to 51 offices that 
provide a full range of financial services to 
people in Indiana, Allegheny, Armstrong, Blair, 
Butler, Cambria, Clarion, Clearfield, Jefferson, 
Westmoreland, and surrounding counties. The bank 
has always maintained a sincere interest in both 
its customers and the success of area businesses. 
This concern has helped S&T meet its customers’ 
needs with quality banking services as well as 
foster the economic vitality of its communities.

The Annual Meeting of Shareholders of S&T 
Bancorp, Inc. will be held at 10 a.m. on Monday, 
April 18, 2005 at the S&T Training and Support 
Center, 355 North Fifth Street, Indiana, Pa.

INDEPENDENT AUDITORS

Ernst & Young LLP 
One Oxford Centre 
Pittsburgh, PA 15219

TRANSFER AGENT

If you need assistance regarding:
• Change in registration of certificates 
• Reporting of lost certificates 
•  Information regarding the Dividend  

Reinvestment Program
•  Information regarding Direct Deposit  

of cash dividends

Please contact our transfer agent:
American Stock Transfer & Trust Company 
59 Maiden Lane 
New York, NY 10007 
800-937-5449 
www.amstock.com

General Shareholders Inquiries:
S&T Bancorp Shareholder Services 
Sandy Ingmire 
43 South Ninth Street 
Indiana, PA 15701 
724-465-1466 or 800-325-2265 
treasury@stbank.net

FORM 10-K
Copies of the Corporation’s Annual Report on Form 10-K, 
on file at the Securities and Exchange Commission pursuant 
to Section 13 of the Securities Exchange Act of 1934, may be 
obtained free by writing to: The Corporate Secretary, S&T 
Bancorp, Inc., P.O. Box 190, Indiana, PA 15701-0190.

S&T Bancorp, Inc. stock is traded on the NASDAQ  
National Market System under the symbol STBA.

43 South Ninth Street 
Indiana, PA 15701-3921 
800-325-BANK 
www.stbank.com
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