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Financial Highlights

(Dollars in thousands, except per share data) % Change

Income Data

Net Interest Income $ 123,519 $ 91,522 35%
Net Interest Income (Tax-equivalent Basis) 128,265 95,066 35%
Net Income 41,310 35,695 16%

Per Share Data

Net Income - Basic S 3.39 S 3.80 (11%)
Net Income - Diluted 3.27 3.57 (9%)
Cash Earnings - Diluted 3.38 3.64 (7%)
Book Value 38.99 31.07 26%
Tangible Book Value @ 19.06 21.43 (11%)
Cash Dividends 1.34 1.22 10%

Average Balance Sheet Data

Loans S 3,112,992 S 2,054,609 52%
Earning Assets 4,062,413 2,756,393 47%
Total Assets 4,573,489 3,008,474 52%
Total Deposits 3,364,393 2,351,692 43%
Shareholders’ Equity 465,789 277,510 68%
Key Ratios
Return on Average Assets 0.90% 1.19%
Return on Average Equity 8.87% 12.86%
Return on Average Tangible Equity @ 18.86% 20.52%
Net Interest Margin (Tax-equivalent Basis) 3.13% 3.42%
Efficiency Ratio 70.5% 63.6%
Tangible Efficiency Ratio (Tax-equivalent Basis) @ 67.1% 60.2%
Average Loans to Average Deposits 92.5% 87.4%
Nonperforming Assets to Total Assets @ 0.98% 0.16%
Allowance for Loan Losses to Loans 1.12% 1.34%
Net Charge-offs to Average Loans 0.12% 0.02%
Average Equity to Average Total Assets 10.18% 9.22%
Tier 1 Leverage Ratio 7.43% 9.01%
Dividend Payout Ratio 43.1% 33.6%

(1) Fully taxable equivalent (TE) calculations include the tax benefit associated with related income sources that are tax-exempt using a marginal tax rate of 35%.
(2) Tangible calculations eliminate the effect of goodwill and acquisition-related intangible assets and the corresponding amortization expense on a tax-effected

basis where applicable.
(3) Nonperforming assets include nonaccruing loans, accruing loans 90 days past due, foreclosed assets, and other real estate owned.

IBERIABANK Corporation is a financial holding company with consolidated assets at December
31, 2007 of $4.9 billion. IBERIABANK Corporation and its predecessor organizations have
served clients for 121 years. The Corporation’s subsidiaries include IBERIABANK, Pulaski
Bank and Trust Company, and Lenders Title Company.



Distinctively Different ...

There are approximately 17,000 financial institutions (banks, thrifts,
and credit unions) operating in the United States, including over
500 named “First National Bank.” There is only one IBERIABANK
Corporation. Not only is our name unique, but so is our operating
style, approach to serving our clients, and financial position. As we will
describe, there are many distinctive characteristics that set us apart
from other financial institutions. Just as we are without equal in many
regards, each of our clients has unique needs. While our business is
financial in nature, to us banking remains a people business. We are
a client-focused organization, proud of our roots, and excited about
our future.

Mission Statement

Provide exceptional value-based client service
Great place to work

Growth that is consistent with high performance
Shareholder focused

Strong sense of community

“The greatness of art is not to find what
is common but what is unique.”

-Isaac Singer (1904-1991) Novelist
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Letter to Shareholders

Dear Shareholders,

The year 2007 was a period of tremendous transition for our Company. Never in our Company’s 121-year history
have we expanded as rapidly or invested so greatly in our future. Our expansion and investments tested our skills
and abilities to manage changes in systems, processes, geography, span of control, and culture. The following
table provides an interesting comparison of the magnitude and span of change that occurred during 2007:

December 31, 2006 December 31, 2007 % Change

(S in millions)

Total Assets S 3,203 S 4,917 54%
Total Deposits 2,423 3,485 44%
Total Loans 2,234 3,430 54%
Total Equity 320 498 56%
Total Revenues 189 339 79%
Net Income 36 41 16%
Number of States 1 8 700%
Number of Locations 48 149 213%
Communities Served 27 74 174%
Associates 754 1,386 84%

In many respects, we increased the size and scope of our Company by 50% to 85%. This growth was driven by
both external growth (acquisitions) and internal growth. Since year-end 1999, approximately 50% of our asset
growth has been associated with acquisitions and 50% through internal growth. We believe it is important to
maintain a balanced approach to our business.

The acquisitions completed during 2007 were of diverse size, geographic scope, and type. On January 31,
2007, we completed the acquisition of Pulaski Investment Corporation, a $488 million bank holding company
with 13 banking offices serving three regions in central Arkansas and the Memphis, Tennessee area, 22 title
insurance offices in Arkansas serving 11 counties, and 19 mortgage origination offices in seven states. The next
day, February 1, 2007, we completed the acquisition of Pocahontas Bancorp, Inc. At the time of the acquisition,
Pocahontas was a thrift holding company with $707 million in assets serving 14 communities in Northeast
Arkansas and Tulsa, Oklahoma, with 21 offices and 173 associates. In addition, on April 2, 2007, the Company
acquired United Title of Louisiana, Inc. based in Shreveport, Louisiana. At that time, United Title had eight offices
serving the state of Louisiana.

The planning, completion, and assimilation of these organizations required a significant amount of time, energy,
and commitment to provide seamless client transitions. Many associates with the acquired franchises and the
legacy IBERIABANK organization worked diligently over many long hours that culminated in highly successful
conversions. We are very proud of the enthusiasm and effort our people put forth in successfully assimilating
these organizations into IBERIABANK Corporation.



Some investors questioned the reasoning behind
our Arkansas acquisitions, challenged our ability
to integrate the acquisitions successfully, and
expressed concern regarding growth opportunities
within the legacy franchise. This was not the first
time that we had demonstrated our distinctively
different approach to strategically expanding our
franchise. Our approach is not a popularity contest,
but is a focus on opportunistically adding long-
term shareholder value. We believe that long-term
shareholder value has two distinct components:
improving our long-term profitability and lowering
our risk posture. We successfully integrated the
acquisitions and have achieved the targeted run-
rate savings we projected. We believe the Arkansas
acquisitions did indeed improve our future long-term
growth prospects and enhance our risk posture.

We also believe the acquisitions added tremendous
strategic value to our franchise. We entered new
banking markets in Little Rock, Memphis, and
northeast Arkansas. While each of these markets
operates differently from the others, each
market is vibrant, demonstrates excellent growth
demographics, and exhibits favorable competitive
dynamics. We believe our battle-tested business
model will be as successful in these markets as
demonstrated historically in our legacy markets. In
addition, the acquisitions provide diverse businesses
to our Company, such as residential and commercial
title insurance agencies (the largest independent
title insurance agencies in Arkansas and Louisiana),
a nationwide niche credit card operation, trust
operations, and a sizable mortgage origination
business. The geographic diversification, business
mix, and fee-based revenues associated with the
acquisitions provide significant diversity to our
income streams.

While we worked assertively during the year to
assimilate the acquired franchises, we also made
continuous improvements in our legacy franchise.
We demonstrated great progress in developing
redundant operations capacity and in providing
improved client service with an enhanced customer

service center and an improved loan production
process. The implementation of our retail incentive
program generated more sales than ever before.
During 2007, we also became much more efficient
in our banking operations. One manner in which this
improvement is evident is in personnel costs. After
the acquisitions were completed, we reduced our
staffing by 145 full-time equivalent people (or 10%),
resulting in personnel savings of over $6 million (on
a run-rate basis) by the end of 2007. Our targeted
savings were achieved a little later in the year than
we initially expected, but by the end of the year, our
efforts were complete.

We also showed progress in 2007 involving our
other strategic initiatives. We continue to see
favorable effects associated with rebuilding in the
greater New Orleans region tied to the devastation
of Hurricane Katrina, and in southwest Louisiana,
associated with Hurricane Rita. The sheer magnitude
of the destruction associated with Hurricane
Katrina, the most devastating natural disaster and
the largest rebuilding effort in our nation’s history,
continues to provide a unique banking opportunity
unlike anywhere else in the country. To assist
current clients and develop new opportunities, we
launched the largest branch expansion initiative in
our Company'’s history. During 2007, loans at these
branches doubled to $78 million, and deposits
climbed 132%, to $94 million, at December 31,
2007. While we are pleased with the overall progress
of the initiative, we continue to explore and test new
opportunities to improve the performance of the
individual offices.

In the latter half of 2007, we directed a significant
amount of attention on containment and remediation
efforts associated with the builder construction
loan portfolio in the Pulaski Bank acquisition. This
portfolio, which equated to only 1.8% of our $3.4
billion loan base at year-end 2007, was identified
as an area of concern in our due diligence process
prior to acquisition. We anticipated working out of
these loans in reasonable order given, at times, the
relatively favorable housing demand characteris-
tics of the markets in which those properties are
located.




Unfortunately, the sub-prime financing difficulties,
the temporary seizure of the mortgage market,
and greater housing supply overhang in Northwest
Arkansas and Memphis caused our builder portfolios
in those markets to become more problematic. As
a result, we provided additional loan loss reserves
in the latter half of 2007 to address credit issues
associated with this portfolio. We believe these
issues are well contained, manageable, and much
smaller on a relative basis than builder credit
exposure at our peers and other competitors. We
believe our position is favorable on a relative basis
to many in the industry.

We have always been very proud of our focus on
clients, shareholders, and our high performance
aspirations. We operate in a conservative manner
and have historically set challenging goals. We
usually attain those goals, although this year we
did not in some respects, due to issues both within
and beyond our control. Accordingly, our executive
leadership team received no bonus for 2007
performance despite the fact that we achieved
many goals and made significant progress. While
we remain somewhat concerned regarding banking
industry prospects for 2008, we remain relatively
optimistic regarding the future prospects for our
Company due to the appropriate actions we have
taken and our unique characteristics.

We believe our organization exhibits many distinct
differences from our competitors and peers, and
we are uniquely positioned to capitalize on potential
opportunities. While our nation’s economy is facing
a potential economic slow down, many of our
local economies have performed, and continue to
perform, extremely well. The favorable aspects of
high energy prices benefit the local economies in
south Louisiana and unemployment is at record low

levels. The rebuilding efforts from the devastating
hurricanes should provide local economic stimulus
for years to come. With the exception of Memphis
and Northwest Arkansas, our housing markets
have remained quite strong. Our exposure to
builder construction and land development lending
is small on a relative basis. In those situations
where concerns exist in the Pulaski Bank builder
portfolio, we have dealt with matters assertively
and appropriately. Our balance sheet structure
positioned our Company well in this period of
declining interest rates. We believe our mortgage
and title insurance businesses are well positioned
for increased refinance activity. We are fortunate to
be large enough to achieve significant economies of
scale in many of our businesses, yet we are small
and agile enough to compete fiercely for high-quality
clients.

While the world around us changes and the financial
markets sway with volatility, we remain steadfast
in our approach. We focus on serving our clients’
needs and improving long-term shareholder value.
We hope that you, as shareholders, find comfort that
our 121-year old organization and unique leadership
team, Board of Directors, advisory boards, and
associates have successfully navigated through
many different operating environments. We believe
we are distinctively different in many positive ways,
positioning us well for future growth.

Your continued support of our organization is greatly
appreciated.

Sincerely,

President and Chief Executive Officer



Chairman’s Letter to Shareholders

Dear Shareholders,

The banking industry has undergone significant
change within the past few years, none more
challenging than during 2007. Change occurred
in many different ways, and negative surprises
regarding marginal sub-prime lending, exotic
mortgage products, and off-balance sheet
investment instruments weighed heavily on the entire
bank sector. While our Company has not engaged in
these activities, investor concerns regarding a lack
of transparency in the industry, particularly at the
largest banking entities, have caused all banks to
suffer the wrath of disappointed investors.

As a result, shares of publicly traded bank holding
companies declined in wholesale fashion during
2007. The KBW Bank Index, a basket of 24 money
center and regional bank stocks, declined 25%
during 2007. Similarly, the NASDAQ Bank Index,
a composite of the 519 bank stocks traded on
NASDAQ, dropped 22% during the year. Our
Company was not spared from the industry-wide
sell-off, declining 21%. While we are clearly
disappointed in our 2007 share price performance,
there is some solace in the fact that the decline was
likely driven in significant part due to the sell off in
the bank sector as a whole.

About one-third of bank and thrift holding companies
paid no cash dividends to shareholders in 2007.
Many banks that have faced recent problems have
been required to reduce or eliminate their cash
dividends to shareholders. We are proud to have
paid cash dividends in every quarter since our
Company went public—or 51 consecutive quarters.
We also have increased our cash dividend every
year during this period. In 2007, our shareholders
received dividends of $1.34 per share, an increase
of 10% compared to the prior year.

Our Board of Directors maintains a key role in the
corporate governance of our organization. We
recognize the important fiduciary responsibility
our Board of Directors has to our shareholders.
The Board of Directors monitors controls and
processes to provide objective oversight with
regard to the performance and strategic direction
of our Company. We are proud of the prudent
actions taken by the leadership team to avoid many
of the potential “land mines” now facing the industry
and to produce high-quality financial results for our
shareholders.

Our Company avoided the temptation of near-
term opportunities that provide artificial benefits
with great risk. Likewise, we made significant
investments for future benefit, the full potential of
which has not yet been recognized. Many times the
true value of these actions and investments made
in the nearterm are not recognized until much
later. We are pleased with the investments made
in our distribution system, processes, acquisitions,
and most importantly, our people. High-quality
leadership and prudent business practices never
go out of style.

Your Board of Directors is proud to serve as
stewards of our organization. We appreciate the
trust and support you continue to provide us.

Sincerely,

L e

William H. Fenstermaker
Chairman of the Board of Directors

“Vision without action is merely a dream.

Action without vision just passes time.

Vision with action can change the world.”

- Joel A. Barker
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Distinctive Flavor

The most valuable assets in our Company are our
associates. Our diverse and talented associate
base focuses on client service both outside and
within the Company. The leadership team possesses
varied backgrounds and a wealth of experience with
a tremendous amount of energy and dedication.
The average age of the 39 members of the key

leaders group within the Company is 49-years-old
with an average of over eight years of service in the
organization. The executive leadership team has many
years of banking experience in various key roles,
having served in 18 different markets in the southern
United States. We believe the collective background,
experience, and competence of our leadership team
are unique within the industry.



Our clients and our distribution system are geographically dispersed across multiple states. Each market we
serve has characteristics and a culture unlike any other place in the country. Be it Acadiana, Baton Rouge, Little
Rock, Memphis, or New Orleans, each market requires a customized approach to successfully serve our targeted
client base. Unlike many other financial institutions, we treat each of the markets we serve differently. Many large
financial institutions operate, and are segmented, “vertically” in what many people call segment “silos.” Silos
impede the quality and speed of the critical local decision-making process. We operate with a Market President
in each market with authority to address all local client matters. We recognize that clients don't think and operate
“vertically,” but behave “horizontally,” requiring assistance and financial expertise across different product sets.
We also have local advisory boards in many of our markets, drawing upon the local expertise and advice of
97 business and community leaders who graciously support our organization. Our organization is extremely
fortunate to have this collective wisdom, business acumen, and local market knowledge.

The markets we currently serve, and target to serve, are markets with generally favorable demographics
and growth characteristics. Importantly, these markets tend to not be the “hyper-growth” markets that many
of our competitors and peers have focused upon. The hyper-growth markets coincidentally also tend to be
“hyper-competitive” markets in which profitability, at many times, remains elusive. We prefer markets which
have reasonable competitive dynamics and, in which we believe, we possess a competitive advantage. Over the
long-term, we believe this strategy provides our shareholders a favorable risk/return proposition and opportunity
for growth. As shown in the table below, our markets tend to be more highly concentrated, dominated by large
out-of-market financial institutions.

Regional Market Data

Projected Median Projected MSA
Unempl. Change Household Change Bank
MSA Rate 2007 Pop. 2007-12 Income 200712 HHI*
Louisiana
New Orleans 3.8% 1,084,072 4.6% 42,453 9.5% 1,484
Baton Rouge 3.5% 762,905 5.9% 42,068 9.0% 1,794
Shreveport-Bossier City 4.1% 393,854 3.4% 37,212 9.4% 1,810
Lafayette 2.6% 256,093 5.0% 39,919 8.6% 1,227
Houma-Thibodaux 2.5% 207,039 4.6% 39,216 8.2% 1,577
Monroe 4.2% 174,297  2.1% 35,413 8.8% 1,258
Louisiana 3.8% 4,385,281 3.8% 37,186 9.7% -
Arkansas
Little Rock-N. Little Rock 4.6% 673,404 7.1% 50,091 18.8% 767
Fayetteville-Springdale 3.9% 438,460 17.9% 46,392 18.5% 1,661
Jonesboro 5.6% 115,979 5.4% 39,151 17.7% 1,708
Arkansas 5.7% 2,889,091 5.8% 41,124 18.0% -
Tennessee
Memphis 5.5% 1,307,699 5.8% 50,260 17.1% 2,763
Tennessee 5.0% 6,185,390 6.1% 46,151 17.4% -
Mississippi
Jackson 5.1% 539,724 6.6% 43,957 11.4% 2,122
Gulfport-Biloxi 5.9% 230,635 -3.3% 38,630 5.8% 2,501
Mississippi 6.4% 2,969,306 3.5% 35,903 9.9% -

*Herfindal-Hirschmann Index is a ratio used by the Department of Justice to measure market
concentration for metropolitan statistical areas (MSA).
The higher the level of the index, the more concentrated the market is considered to be.
An index above 1,800 indicates the market is highly concentrated.



Many of our competitors and peers operate in markets that possess a number of small start-up banks, termed
“de novo” banks. Many de novo banks focus primarily on rapid market share growth and tend to have a very
limited near-term profit motive. This business approach causes markets in which those organizations operate
to become irrational in product pricing, excessive in branch structure, and more speculative from a lending
perspective. Many of the markets we serve have experienced very limited de novo bank formation activity, and
therefore, the competitors have behaved in what we consider to be more rational manners. We attribute the
limited new bank formation to two primary factors. First, the collective conscious of local investors remembers
the difficulties banks experienced in Louisiana in the mid-1980s when approximately one-third of the financial
institutions domiciled in the state failed. A natural reluctance exists for local investors who experienced those
difficult times to recommit heavily again. Second, successful organizations, such as ours, have fulfilled client
needs with local decision-making by bankers that know their clients well. So, in summary, there is both limited
supply and demand for de novo banks in many of our markets.

De Novo Banks Formed Since 2000

Virgin Islands
South Dakota
Rhode Island
Nebraska
Maine

North Dakota
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Idaho
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Our product set is as varied as the cultures in our markets. The product set includes commercial, retail and
private banking loans, lines and letters of credit, deposit services, client derivative contracts, a complete suite of
treasury management products, indirect automobile lending (primarily “A” and “B” paper), residential mortgage
lending (primarily “prime”), credit cards (primarily “prime”), remote deposit, commercial and residential title
insurance, brokerage services, safe deposit boxes, ATM services, trust services, and our most recent product
addition, fee-based investment management services. This common product set is delivered in a high-quality
manner throughout our distribution network, with customized service to meet the needs of our local client
base.

Like the savory world-class gumbo endeared within the Cajun culture of the Acadiana region of Louisiana, our
rich mix of ingredients creates a wonderful flavor and banking opportunity unlike anywhere else in the country.



Distinctive Appearance

While many financial institutions attempt to force a
single brand across the geographic breadth of their
respective franchises, our Company takes a different
approach. Our Company operates different brands
across selected markets and businesses in situations
where we think it makes greater sense than operating
under a single brand. For example, in Louisiana, our
banking franchise carries the IBERIABANK moniker,
our Louisiana mortgage functions operate as IBERIA-

BANK Mortgage, our asset management business is
titled IBERIABANK Asset Management, and our title
insurance operates as United Title of Louisiana, Inc.
Our banking operations in Arkansas and Tennessee
carry the Pulaski Bank and Trust Company name, the
mortgage functions throughout a seven-state area use
the Pulaski Mortgage name, and our Arkansas title in-
surance business operates as Lenders Title Company.
The credit card operation carries the Pulaski Bank



brand nationwide except in Louisiana, where we use the IBERIABANK brand. We have a successful balance between
maintaining a recognized local brand and a specialized brand, while still achieving efficiencies via economies of
scale.

Louisiana Arkansas Region National Scope

IBERIABANK branded Credit Card Pulaski Bank branded Credit Card Pulaski Bank branded Credit Card
IBERIABANK Pulaski Bank and Trust

IBERIABANK Mortgage Pulaski Mortgage Company

United Title of Louisiana Lenders Title Company

IBERIA Financial Services Pulaski Financial Services

IBERIABANK Asset Management
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Our company charters are fairly distinctive as well. Our holding company is chartered as a financial holding
company, as opposed to the more common bank holding company. Less than 14% of holding companies are
financial holding companies. This type of entity provides flexibility in the types of businesses that may operate
under the holding company. The majority of holding companies have either bank or thrift subsidiaries under the
holding company umbrella—we hold both types under ours.

IBERIABANK is a commercial bank regulated by the Federal Reserve and the Louisiana Office of Financial Institutions
and Pulaski Bank and Trust has a federal thrift charter, regulated by the Office of Thrift Supervision (“OTS"). The
OTS-charter provides significant flexibility in many regards, including branching flexibility.

Highland Road, Baton Rouge
Opened February 2007

Pan American Life, New Orleans
Opened August 2007




Camellia Tower, Lafayette
Opened October 2007

Abbeville, Louisiana
Opened March 2007

We launched a branch expansion initiative immediately after the devastation of Hurricanes Katrina and Rita in the fall
of 2005. To date, we have opened 14 new full-service branches, seven of which are traditional “brick and mortar”
facilities and seven are modular facilities. The modular facilities generally cost only one-third that of a traditional branch
facility. The completion of the 14 branches was methodically staged over the last two years in various communities in
South Louisiana. During 2007, we opened new offices in Covington and Baton Rouge. Our most recent new office is
located in the Pan American Life Building in the central business district of New Orleans. In addition, we significantly
remodeled our Congress Street branch in Lafayette, opened a new branch in Abbeville, and opened Camellia Tower,
a limited service facility for mortgage and private banking clients, in River Ranch in Lafayette.

Congress Street, Lafayette Covington, Louisiana
Converted to a full service branch February 2007 Opened January 2007

11
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From an investor perspective, our Company has
displayed unique characteristics as well. As indicated
in the chart above, our Company has a greater
concentration of institutional holders than many other
publicly traded holding companies. We also have a
higher level of equity analyst research coverage and
higher research ratings than many other companies.
More importantly, we have delivered higher returns to
our shareholders since 1999 than our regional peers
and the majority of the publicly traded bank holding
companies in the United States.

8-Year Total Annualized Return to Shareholders
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Regional Peers: BancorpSouth, Bank of The Ozarks, Cadence, Hancock, Renasant, Seacoast Banking, Simmons First,
Trustmark, United Community Banks, and Whitney



Distinctive Setting

Over the last decade, many of our competitors and
peers focused on expansion into Texas, Alabama, and
Florida, and pulled back from Louisiana, Arkansas, and
Mississippi. Their perception was that the favorable
projected population growth dynamics, particularly in
the hyper-growth markets of those states, provided
better opportunities to grow their franchises.

Our focus has been quite the opposite. We see
significant opportunity for profitable client development
and growth in the smaller metropolitan markets in
Louisiana, Arkansas, and Mississippi that have favorable,
but more modest, growth characteristics and better
competitive dynamics. As many bankers and investors
have learned recently, hyper-growth markets fueled by
builder construction and land development can cool as
rapidly as they heated up. We consider the markets we

serve and our targeted approach to serving clients in
those markets, to be fairly unique.

The economic conditions within our markets are
also unlike anywhere else in the country. Each of our
markets provides tremendous economic diversification
to our Company. We have a significant presence in the
favorable and predictable state capital cities of Little
Rock and Baton Rouge. We have a comprehensive
distribution system in Central Arkansas with 11 banking
offices, 12 title insurance offices and four mortgage
locations. We hold strong market share positions in
the Little Rock area in all three business lines. In Baton
Rouge, we have a rapidly growing distribution system
with four banking offices and a relatively small, but
growing, deposit market share, as well as two mortgage
offices and one title insurance office.
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Two of our larger markets, New Orleans and Memphis, have populations in excess of one million, a common
tributary, and similar commerce, yet are very distinct in many respects. The greater New Orleans area and
surrounding south Louisiana area continue to experience significant rebuilding activity and a methodical rebirth
in the tourism business. We have 13 offices serving the Greater New Orleans area and operate a particularly
strong middle market commercial and private banking franchise, and a growing retail presence. Pulaski Bank was
relatively new to the Memphis market, with two banking offices in the economically vibrant suburbs located in
the eastern part of the greater Memphis area. In addition, Pulaski Mortgage operates five offices with favorable
brand recognition throughout the greater Memphis area. Both markets continue to hold tremendous growth

opportunities for our consolidated franchise.

Ranking 369 U.S. MSAs

November 2007 Unemployment Rates

#278 Memphis, TN 5.2%

#273 Jonesboro, AR 5.1%

#175 Little Rock, AR 4.3%
#35 Alexandria, LA & Lake

Charles, LA 3.0%

) #75 New Orleans, LA 3.4%

7777777 U.S.Average =4.5% -

% Unemployment (Nov. 2007)
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#98 Fayetteville-Springdale-Rogers, AR 3.6%

ﬁ #29 Baton Rouge, LA 2.9%

\ #6 Lafayette, LA 2.3% #88 Monroe, LA & Shreveport, LA 3.5%

\#4 Houma, LA 2.2%

Months Supply Residential Homes (December 2006-2007)
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Lafayette Parish

# Months Supply Of Housing Inventory
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Sources: Bloomberg and Van Eaton & Romero, The Acadiana Residential Real Estate
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Source: U.S. Department of Labor, Bureau of Labor Statistics

Monroe and Jonesboro are smaller cities,
but serve as very important regional
commerce centers for the northeast
sections of their respective states. Both
cities have histories of general stability
and unique manufacturing specialties. We
have comprehensive distribution systems
for our commercial and retail presence in
each of those markets. The larger markets
of Lafayette and Houma demonstrate
extreme economic vibrancy and growth,
as evidenced by having the sixth and fourth
lowest unemployment rates, respectively,
of the 369 metropolitan statistical areas
(MSAs) in the United States. In addition,
both cities are experiencing uniquely strong
housing markets, unlike much of the rest of
the country.



The combination of rebuilding activity in south Louisiana, entrepreneurial business growth, declining interest rates,
and increased energy prices resulted in uniquely favorable economic conditions and strong housing markets in
the area.

Higher oil and natural gas prices have a positive direct and indirect impact on the state of Louisiana, and in
particular, south Louisiana. The outer continental shelf in the Gulf of Mexico is the largest crude oil producing
region in the country and contains many of the nation’s largest oil fields. Louisiana ranks fourth in the country in
crude oil production with approximately 20,000 crude oil producing wells, but the state is also a major importer
of crude oil. Typically, the state brings in about one-fifth of all foreign crude oil processed in the U.S. Louisiana
has 16 operating crude oil refineries, ranking second in the nation and accounting for approximately 17% of U.S.
oil refining capacity. Two of the nation’s four strategic petroleum reserves are located in Louisiana. Petroleum
products are an integral part of the petrochemical industry. Louisiana has one of the largest petrochemical
industries in the U.S.

Louisiana ranks second in the nation in natural gas production. Although about two-thirds of the state’s gas
production originates from the outer continental shelf in the Gulf of Mexico, substantial gas production takes
place in both the northern and southern parts of Louisiana. Almost half of all U.S. gas well production either
occurs near, or passes close to, the Henry Hub in South Louisiana—the most active and publicized market
center for natural gas in North America. The nation’s largest liquefied natural gas import terminal is located in
south Louisiana. The state has 14 natural gas storage facilities and its storage capacity is among the highest
in the U.S.

Energy Price Trends
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While the energy sector has been an important influence on Louisiana, the development of the Fayetteville Shale in Arkansas is
beginning to have a positive influence in that state as well. The Fayetteville Shale Play is a relatively new natural gas development
encompassing 10 counties in central Arkansas. The estimated economic benefit is expected to increase over approximately a
10 to 15 year period. The total economic benefit was estimated to be $2.6 billion in 2007. Economists estimate the Fayetteville
Share Play may create more than 11,000 jobs between 2008 and 2012, add $1.8 billion in tax revenues in the State of Arkansas,
and result in nearly $18 billion in total economic output impact over that period.

Sources: State of Arkansas Oil and Gas Commission

The Shreveport/Bossier City market has the potential to experience the same type of job growth emanating from the military’s
new Cyberspace Command. During 2007, Barksdale Air Force Base in Bossier City, Louisiana, the largest B-52 bomber base in
the country, was named the provisional headquarters for the Cyberspace Command, and is considered to be one of the potential
key finalists. Economists estimate the final program may create over 10,000 jobs in the local market, with average salaries of
approximately $70,000. The Cyberspace Command would pay handsome dividends to northwest Louisiana if Bossier City were
designated as its permanent site.

The strength of our local market, our favorable earnings, and capital position have enabled the Company to pay handsome dividends
to its shareholders. Net income in 2007 was $41 million, or an increase of 16% compared to 2006. Earnings on a fully diluted per
share basis (“EPS”) were $3.27, down 9% compared to 2006. The impact of the acquisitions, including Pulaski Bank’s core operating
results, one-time merger related costs, hurricane-related loan loss provision reversals, and increased loan loss provisions associated
with the Pulaski Bank's residential builder construction portfolio influenced results in varying degrees in 2006 and 2007. Total
shareholders’ equity increased by $179 million, or 56%, during 2007 to a level of $498 million at December 31, 2007. The ratio
of total equity to total assets increased from 9.98% at December 31, 2006, to 10.13% one year later. On November 9, 2007, we
completed a $25 million trust preferred securities offering at a relatively favorable interest rate, which further improved our capital
position. During 2007, our cash dividends to shareholders totaled $S17 million, or an increase of 54% compared to 2006. On a per
share basis, the dividends declared in 2007 were $1.34, or an increase of 10% compared to the prior year.

Details regarding the Company’s financial position and results for 2006 and 2007 are provided in detail in the financial statements
and the Management’s Discussion and Analysis sections of this annual report. The year 2007 was a challenging year in many
regards. It was a year of significant investment for our Company—in people, operating systems, distribution network, acquisitions,
and new businesses. It was also a year of tremendous upheaval in the financial markets and rapid changes in interest rates. We are
pleased with the progress regarding our initiatives during 2007 and our posture for 2008.
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Distinctive Features

The interest rate environment, structural changes in
the housing market and associated building-related
industries, and the reaction of the financial markets in
2007 were unparalleled. The dramatic unwinding of the
market for sub-prime mortgages accelerated as the
year progressed and spread in a contagious manner
to other segments of the financial markets. Borrower
difficulties with exotic adjustable rate mortgage (“ARM”")
products, significant upward resets on teaser ARMs,
spreading sub-prime delinquencies, combined with
declining housing prices in many overheated housing
markets caused tremendous havoc in the industry. The
contagion spread to the markets serving commercial
paper, asset backed securities, jumbo mortgage
securities, highly leveraged off balance sheet entities
(such as CDOs, CLOs, and SIVs), and financial insurers.

The investment community had difficulty distinguishing
the degree to which particular financial institutions
would be significantly affected due to the opaque
nature of some of these holdings and rapidly changing
ratings.

Our Company does not have direct exposure to these
issues. We tend to be a lender to “prime” borrowers
and we have not focused on the sub-prime market.
Generally speaking, our markets are not highly
concentrated with sub-prime borrowers. We do not
originate and hold in our portfolio exotic ARMs (such
as ARMs with the primary features of option payments,
negative amortization, teaser rates, interest-only,
and so called “2/28" ARMs). Our markets have not
experienced significant run-up in housing prices
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compared to many other markets in the
country. There is not a preponderance of
second homes or jumbo mortgage needs
in many of our markets. Unlike other
institutions, we do not rely on commercial
paper or asset backed securities, and
we do not own CDOs, CLOs, or SIVs type
instruments.  Our investment portfolio
contains fairly conservative instruments.

Based on interest rate risk modeling, we
estimate our Company is slightly liability
sensitive, which implies that under certain
assumptions, falling interest rates benefit
our Company’s net interest income over
the near-term.
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Our net interest margin suffered in 2006 and the first half of 2007 as shortterm interest rates escalated
significantly. Many of our peers and competitors experienced expanding margins and loan volumes during that

period of rising short-term interest rates.

Their expanding margins were driven primarily by their asset sensitive positions, particularly with their very large
construction and land development exposures (which tended to exacerbate the asset sensitivity and growth of

the balance sheets at those companies).

The net interest margin benefit at many of our peers and competitors began to unwind in the latter half of
2007 as the contagious effects of the sub-prime meltdown accelerated. The Federal Reserve commenced a
campaign of monetary easing beginning in August 2007. We found welcome relief as short-term interest rates
declined substantially and the yield curve steepened. While our balance sheet position was mildly unfavorable
relative to our peers and competitors in 2006 and early 2007, we believe we were very well positioned by the
end of 2007 and into early 2008. Accordingly, our net interest margin improved on a core basis in the second

half of 2007.



During the second half of 2007, long-term interest rates began a significant descent as well. Conventional
fixed mortgage rates declined in tandem with other long-term market interest rates. However, beginning in
August 2007, jumbo and “Alt-A” mortgage rates became disconnected from conventional mortgage product
pricing and spreads on these products widened. Fortunately, only a small portion of our mortgage production
is considered jumbo or Alt-A. As a result, we did not experience many of the difficulties that other financial
institutions faced.

Exclusive of mortgage loan challenges, many financial institutions experienced slower loan growth and anemic
deposit growth as the year progressed. Our Company trended in the opposite direction. Between December
31, 2006 and December 31, 2007, total loans climbed S$1.2 billion, or 54%. Excluding the impact of the
acquisitions in the first quarter of 2007, our loan growth was $442 million, or 20%. Similarly, our total deposit
growth was $1.1 billion, or 44%, and $57 million, or 2% excluding the impact of the acquisitions. We are proud
to be serving a growing base of high-quality clients.

Unlike many financial institutions similar in size to our organization, we have relatively large non-traditional
businesses that add favorable noninterest revenue streams to our income statement. To gain a perspective of
the magnitude of these businesses to us, our ratio of noninterest income to total revenues more than doubled
between the fourth quarter of 2006 and the fourth quarter of 2007, to a ratio of 23%. These businesses
include mortgage origination, title insurance, brokerage/investment sales, and credit cards.

The 188 associates in our mortgage origination business closed nearly S1 billion in mortgage loans in 2007.
During the year, the mortgage business sold into the secondary market to outside investors over $850 million
in loans, resulting in gains on the sale of mortgages totaling almost $17 million. The 256 associates in our
title insurance businesses in Arkansas and Louisiana completed nearly 15,000 loan closings, generating $17
million in revenues during 2007. Our mortgage origination and title insurance businesses exhibit significant
seasonal revenue swings and demonstrate positive operating leverage during periods of significant mortgage
refinancing activity.

Our retail brokerage business is focused on meeting the financial investment needs of our retail clients. The
14 investment representatives produced pre-tax revenues of nearly $2 million in 2007, or an increase of 25%
compared to 2006. We are very pleased with the progress exhibited in this business.

Pulaski Bank has been successfully engaged in a national credit card niche business since 1994. During 2007,
our credit card operation received 29,000 credit card applications and increased outstanding balances by
S11 million, reaching $59 million at the end of the year. Our net charge-off ratio on credit cards in 2007 was
only 1.46%, much less than the national average loss rate of 5.50%. Similarly, loans past due 30 days or
more were only 0.82% of credit card receivables outstanding at the end of 2007, well below national levels.
Consistent with past practices at Pulaski Bank, our Company sold $30 million in credit card receivables on
January 4, 2008 for a pre-tax gain of nearly $7 million, or a premium of approximately 23%. This gain equated
to $0.32 per fully diluted share on an after-tax basis. Many markets outside of our footprint have experienced
significant economic concerns that may result in potential stress in consumer credit, particularly unsecured
credit. While we believe our credit card portfolio is of extremely high quality, we considered these out-of-market
economic issues and the favorable market pricing in the decision to sell these receivables. We expect to
continue to originate credit card receivables under our stringent credit underwriting process, replenish the
portfolio over time, and may periodically sell credit card receivables in the future. Our credit card business is
one of the many unique features of our Company.




Distinctive Approach

Unlike many other financial institutions, we have a
diversified loan portfolio, geographic dispersion, a mix
of businesses, and diversified revenue streams. This
diversification provides favorable growth opportunities
while avoiding overreliance on individual segments,
markets, or loan types.

Our commercial loan portfolio is of extremely high
quality relative to peer institutions. We believe we use
a conservative definition of nonperforming assets
(“NPAs”). We consider NPAs to include nonaccruing
loans, accruing loans more than 90 days past due,

foreclosed assets, and other real estate owned. At
December 31, 2007, the ratio of NPAs to total assets
was 0.19% at the legacy IBERIABANK franchise and
3.14% at Pulaski Bank, compared to 0.16% at the
legacy franchise one year prior. The higher level of NPAs
at Pulaski Bank was driven by our assertive stance in
addressing residential builder construction loans in
markets where significant excess housing inventories
expanded during 2007—primarily Northwest Arkansas
and the Memphis area. While Pulaski Bank had no full
service banking offices in Northwest Arkansas, the
institution historically engaged in residential builder

“He who fiddles around seldom
gets to lead the orchestra.”
- Anonymous



lending in that market, though the company truncated new construction lending in the summer of 2006. Exclusive
of the residential builder portfolio, the ratio of NPAs to total assets at Pulaski Bank at December 31, 2007 was
1.25%.

Throughout 2007, we worked aggressively to reduce our exposure to residential builder credits in the most
problematic markets. The Pulaski Bank residential builder loan portfolio declined by $25 million, or 29%, to $62
million between the time of acquisition and year-end 2007. By December 31, 2007, we placed 31% of these
loans outstanding on nonaccrual status and recorded $3.5 million in reserves and discounts against these
credits. Unlike some other financial institutions, we do not provide to builder clients troubled debt restructuring,
capitalize interest, extend high loan-to-value limits, grant 90-day rollover notes, or otherwise delay recognition of
these problem credits. While these credits equate to only 1.3% of our $5 billion asset base, we have been very
aggressive in dealing with issues associated with these credits. This assertive approach is driven by unique
experiences of our leadership team, Board of Directors, and associates. It is said that “one thorn of experience
is worth a whole wilderness of warning.” We believe many of our peers and competitors have much greater
exposure and are following different paths than our approach. We believe our conservative path leads us out of
the wilderness most expeditiously and with the least amount of long-term angst.

Our paths differ from our peers and competitors in other strategic manners as well. To gain maximum efficiency,
many other financial institutions attempt to divide clients into rigid segments and treat every market they serve in
identical fashion. We approach our clients and markets differently. We recognize that like fingerprints, snowflakes,
and many other unique things in the world, no two clients are alike. We attempt to respond to individual clients
based on their needs, with local and sound decision-making. We treat our markets differently as well, as we
recognize each market has unique characteristics, challenges, and opportunities. While we support a common
product set throughout our Company, we price our products optimally in each of our markets and our Market
Presidents have the ability to react to client needs.

It is our belief that we approach our businesses, clients, associates, communities, and shareholders in a very
distinctive manner. Under this approach, at times, we appear to swim against the tide of popular opinion and
fads. Attimes, we have to make difficult decisions in the short-term that deliver longer term value. Our focus has
been, and continues to be, to improve our franchise and deliver solid long-term returns for our shareholders. We
believe we are in a unique place, time, and position to be successful in this regard. We are proud of the distinctive
characteristics that make us uniquely IBERIABANK Corporation.
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MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL
CONDITION AND RESULTS OF OPERATIONS

The following discussion and analysis is intended to assist readers in understanding the consolidated financial
condition and results of operations of IBERIABANK Corporation (the “Company”) and its wholly owned
subsidiaries, IBERIABANK, Pulaski Bank and Trust Company (“Pulaski Bank™), and Lenders Title Company
(“LTC”) as of December 31, 2006 and 2007 and for the years ended December 31, 2005 through 2007. This
discussion should be read in conjunction with the audited consolidated financial statements, accompanying
footnotes and supplemental financial data included herein.

The Company offers commercial and retail banking products and services to customers in locations in three states
through IBERIABANK and Pulaski Bank. The Company also operates mortgage production offices in eight states
through Pulaski Bank’s subsidiary, Pulaski Mortgage Company (“PMC”), and offers a full line of title insurance
and closing services throughout Arkansas and Louisiana through LTC and its subsidiaries.

EXECUTIVE OVERVIEW

The Company completed the two largest acquisitions in its history during 2007 with the purchases of Pulaski
Investment Corporation (“PIC”) and Pocahontas Bancorp, Inc. (“Pocahontas”) on January 31 and February 1, 2007,
respectively. These acquisitions expanded the Company’s presence into Arkansas and surrounding states through
PMC. At the time of the acquisitions, the combined assets of PIC and Pocahontas increased the Company’s overall
asset base by 40%. The PIC acquisition also expanded the Company’s breadth of services into the trust and title
businesses.

The Company’s net income for 2007 totaled $41.3 million, or $3.27 per share on a diluted basis. This is a 15.7%
increase compared to the $35.7 million earned for 2006. On a per share basis, this represents an 8.5% decrease
from the $3.57 per diluted share earned in 2006. The decrease in per share earnings is a result of the effect of the
issuance of 2.4 million additional shares in the PIC and Pocahontas acquisitions. Key components of the Company’s
2007 performance are summarized below.

e Total assets at December 31, 2007 were $4.9 billion, up $1.7 billion, or 53.5%, from $3.2 billion at December
31, 2006. The increase is primarily the result of the $1.3 billion combined asset base obtained through the PIC
and Pocahontas acquisitions. Strong commercial loan growth accounted for the majority of the organic asset
growth during 2007.

e Total loans at December 31, 2007 were $3.4 billion, an increase of $1.2 billion, or 53.5%, from $2.2 billion at
December 31, 2006. The increase was driven by the addition of $753.6 million in loans from the acquisitions,
as well as organic growth of $442.4 million. The Company continues to focus on growing the commercial loan
portfolio.

e Total customer deposits increased $1.1 billion, or 43.8%, from $2.4 billion at December 31, 2006 to $3.5
billion at December 31, 2007. The increase was primarily the result of the $1.0 billion in deposits obtained
through the acquisitions. Deposit competition remained intense through much of 2007, making it challenging
to grow deposits as quickly as loans. As a result, loan growth was funded through additional short- and long-
term advances from the Federal Home Loan Bank (“FHLB”) and other funding sources, including
correspondent bank advances and the issuance of additional trust preferred securities.

e  Shareholders’ equity increased $178.5 million, or 55.9%, from $319.6 million at December 31, 2006 to $498.1

million at December 31, 2007. The increase is the result of the additional common shares issued in connection
with the PIC and Pocahontas acquisitions, as well as comprehensive income earned during the year.
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e Net interest income for the year increased $32.0 million, or 35.0%, in 2007 versus 2006. This increase is
largely attributable to a $1.3 billion increase in average net earning assets. The corresponding net interest
margin ratio on a tax-equivalent basis declined 29 basis points to 3.13% from 3.42% for the years ended
December 31, 2007 and 2006, respectively, due to changes in the volume and mix of the Company’s assets and
liabilities and rate competition across markets.

e Noninterest income increased $53.1 million, or 226.6%, for 2007 as compared to 2006. The increase was
primarily driven by the addition of the title and mortgage businesses related to the PIC acquisition. This growth
was further enhanced by higher service charges on deposit accounts and gains on the sales of investment
securities.

e Noninterest expense increased $67.9 million, or 92.9%, for 2007 as compared to 2006. The increase resulted
primarily from higher salaries and employee benefits resulting from the acquisitions. Noninterest expense for
2007 also included $3.5 million of pre-tax merger-related expenses.

e The Company recorded a provision for loan losses of $1.5 million during 2007, compared to a provision
reversal of $7.8 million in 2006. Net charge-offs for 2007 were $1.9 million, or 0.12%, of average loans on an
annualized basis, compared to $0.4 million, or 0.02%, a year earlier. As of December 31, 2007, the allowance
for loan losses as a percent of total loans was 1.12%, compared to 1.34% at December 31, 2006. The coverage
of nonperforming assets by the allowance for loan losses was 0.8 times at the end of 2007, as compared to 5.96
times at December 31, 2006. While the vast majority of the Company’s loan portfolio continues to perform
well, the $62 million builder construction loan portfolio in Northwest Arkansas and Memphis exhibited credit
deterioration during 2007 as a result of slow housing conditions. At December 31, 2007, Pulaski Bank’s
builder construction portfolio accounted for less than 2% of the total loan portfolio of the Company.

e In September 2005, the Company announced a significant branch expansion initiative in response to client
needs and opportunities presented by Hurricanes Katrina and Rita. The Company has opened 14 new branches
related to the initiative, including two in 2007. While the new branches continued to grow loans and deposits
in 2007, the estimated net after-tax cost of the branch expansion on diluted EPS was $0.21 for 2007.

e During 2007, the Company paid cash dividends totaling $1.34 per common share, a 14% increase compared to
2006.

The Company’s focus is that of a high performing institution. Management believes that improvement in core
earnings drives shareholder value and has adopted a mission statement that is designed to provide guidance for
management, our associates and Board of Directors regarding the sense of purpose and direction of the Company.
We are very shareholder and client focused, expect high performance from our associates, believe in a strong sense
of community and strive to make the Company a great place to work.

APPLICATION OF CRITICAL ACCOUNTING POLICIES

In preparing financial reports, management is required to apply significant judgment to various accounting,
reporting and disclosure matters. Management must use assumptions and estimates to apply these principles where
actual measurement is not possible or practical. The accounting principles and methods used by the Company
conform with accounting principles generally accepted in the United States and general banking practices. Estimates
and assumptions most significant to the Company relate primarily to the allowance for loan losses, valuation of
goodwill, intangible assets and other purchase accounting adjustments and share-based compensation. These
significant estimates and assumptions are summarized in the following discussion and are further analyzed in the
footnotes to the consolidated financial statements.

Allowance for Loan Losses

The determination of the allowance for loan losses, which represents management’s estimate of probable losses
inherent in the Company’s loan portfolio, involves a high degree of judgment and complexity. The Company's
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policy is to establish reserves for estimated losses on delinquent and other problem loans when it is determined that
losses are expected to be incurred on such loans. Management's determination of the adequacy of the allowance is
based on various factors, including an evaluation of the portfolio, past loss experience, current economic conditions,
the volume and type of lending conducted by the Company, composition of the portfolio, the amount of the
Company’s classified assets, seasoning of the loan portfolio, the status of past due principal and interest payments,
and other relevant factors. Changes in such estimates may have a significant impact on the financial statements.
For further discussion of the allowance for loan losses, see the Asset Quality and Allowance for Loan Losses
sections of this analysis and Note 1 to the Consolidated Financial Statements.

Valuation of Goodwill, Intangible Assets and Other Purchase Accounting Adjustments

The Company accounts for acquisitions in accordance with Statement of Financial Accounting Standards (“SFAS”)
No. 141, “Business Combinations,” which requires the use of the purchase method of accounting. For purchase
acquisitions, the Company is required to record the assets acquired, including identified intangible assets, and
liabilities assumed, at their fair value, which in many instances involves estimates based on third party valuations,
such as appraisals, or internal valuations based on discounted cash flow analyses or other valuation techniques. The
determination of the useful lives of intangible assets is subjective as is the appropriate amortization period for such
intangible assets. In addition, purchase acquisitions typically result in recording goodwill. The Company performs a
goodwill valuation at least annually. Impairment testing of goodwill is a two step process that first compares the fair
value of goodwill with its carrying amount, and second measures impairment loss by comparing the implied fair
value of goodwill with the carrying amount of that goodwill. Based on management’s goodwill impairment tests,
there was no impairment of goodwill at October 1, 2007 or 2006, the date of the Company’s annual impairment
tests. For additional information on goodwill and intangible assets, see Note 7 to the Consolidated Financial
Statements.

Share-based Compensation

Prior to January 1, 2006, the Company accounted for its stock option plans under the intrinsic value method of
Accounting Principles Board (APB) Opinion No. 25, Accounting for Stock Issued to Employees. In accordance
with APB Opinion No. 25, compensation expense relating to stock options had not been reflected in net income as
the exercise price of the stock options granted equaled or exceeded the market value of the underlying common
stock at the date of grant.

In December 2004, the Financial Accounting Standards Board (FASB) issued SFAS No. 123(R), Share-Based
Payment. SFAS No. 123(R) revises SFAS No. 123 and requires companies to expense the fair value of employee
stock options and other forms of share-based compensation. The Company adopted SFAS No. 123(R) as of January
1, 2006.

Management utilizes the Black-Scholes option valuation model to estimate the fair value of stock options. The
option valuation model requires the input of highly subjective assumptions, including expected stock price volatility
and option life. These subjective input assumptions materially affect the fair value estimate.

For additional discussion of the Company’s stock options plans, sees Notes 1 and 15 to the Consolidated Financial
Statements.

ACQUISITION ACTIVITIES

The Company has been an active acquirer over the past five years. From 2003 through 2007, the Company
completed the following acquisitions:

Acadiana Bancshares, Inc. - February 28, 2003

The Company completed its acquisition of Acadiana Bancshares, Inc., in exchange for 1,227,276 shares of the
Company’s common stock valued at $38.6 million and $9.8 million in cash. The transaction resulted in $24.1
million of goodwill, $4.0 million of core deposit intangibles and $0.3 million of other intangibles. At acquisition,
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Acadiana Bancshares had total assets of $303 million, including loans of $189 million, and deposits were $207
million.

Alliance Bank of Baton Rouge - February 29, 2004

The Company completed its acquisition of Alliance Bank of Baton Rouge in exchange for 359,106 shares of the
Company’s common stock valued at $15.5 million. The transaction resulted in $5.2 million of goodwill and $1.2
million of core deposit intangibles. At acquisition, Alliance had total assets of $72 million, including loans of $54
million, and deposits were $62 million.

American Horizons Bancorp, Inc. - January 31, 2005

The Company completed its acquisition of American Horizons Bancorp, Inc. in exchange for 990,435 shares of the
Company’s common stock valued at $47.7 million and $0.7 million in cash.  The transaction resulted in $28.5
million of goodwill and $5.0 million of core deposit intangibles. At acquisition, American Horizons had total assets
of $252 million, including loans of $202 million, and deposits were $193 million.

Pulaski Investment Corporation — January 31, 2007

On January 31, 2007, the Company completed the acquisition of Pulaski Investment Corporation (“PIC”), the
holding company for Pulaski Bank and Trust of Little Rock, Arkansas, extending the Company’s presence into
central Arkansas and other states through its mortgage subsidiary, Pulaski Mortgage Company (“PMC”). Pulaski
shareholders received 1,133,064 shares of the Company’s common stock and cash of $65.0 million as a result of the
transaction. The transaction resulted in $92.4 million of goodwill, $5.6 million of core deposit intangibles and $5.3
of title plant intangibles. At acquisition, total assets of PIC were $488.1 million, including loans of $367.6 million,
and deposits were $422.6 million.

Pocahontas Bancorp, Inc. — February 1, 2007

On February 1, 2007, the Company completed the acquisition of Pocahontas Bancorp, Inc. (“Pocahontas”), the
holding company for First Community Bank of Jonesboro, Arkansas. The acquisition extended the Company’s
presence into Northeast Arkansas. Pocahontas shareholders received 1,287,793 shares of the Company’s common
stock as a result of the transaction. The transaction resulted in $42.0 million of goodwill and $7.0 million of core
deposit intangibles. At acquisition, total assets of Pocahontas were $707.3 million, including loans of $409.9
million, and deposits were $582.4 million.

Pulaski Bank and FCB were merged on April 22, 2007. The combined financial institution is a federally chartered
savings association headquartered in Little Rock, Arkansas and operates under the corporate title of “Pulaski Bank
and Trust Company”.

United Title of Louisiana, Inc. — April 2, 2007

United Title of Louisiana, Inc. “(United”) was acquired on April 2, 2007. United operates 7 offices in Louisiana.
United shareholders received $5.8 million of cash as a result of the transaction. United operates as a subsidiary of
LTC. The transaction resulted in $4.0 million of goodwill and $1.5 million in title plant intangibles.

For more information on the Company’s acquisitions, see Note 2 to the Consolidated Financial Statements.

FINANCIAL CONDITION

Earning Assets

Interest income associated with earning assets is the Company’s primary source of income. FEarning assets are
composed of interest or dividend-earning assets, including loans, securities, short-term investments and loans held
for sale.  Earning assets averaged $4.1 billion during 2007, a $1.3 billion, or 32.1%, increase compared to $2.8
billion during 2006. The increase is the result of the PIC and Pocahontas acquisitions and organic commercial loan
growth.

The year-end mix of earning assets shown in the following chart reflects the mix between investment securities and
the major loan groups.
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2007 Year-End Earning Assets
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Loans and Leases — The loan portfolio increased $1.2 billion, or 53.5%, to $3.4 billion at December 31, 2007,
compared to $2.2 billion at December 31, 2006. While the PIC and Pocahontas acquisitions accounted for most of
the loan growth ($753.6 million), the Company experienced strong organic growth of $442.4 million during 2007.
The Company experienced growth in both the IBERTABANK ($387.9 million, or 17.4% growth) and Pulaski Bank
($54.5 million, or 7.2% growth) portfolios.

The Company’s loan to deposit ratio at December 31, 2007 and December 31, 2006 was 98.4% and 92.2%,
respectively. The percentage of fixed rate loans to total loans decreased from 72% at the end of 2006 to 70% as of
December 31, 2007. The following table sets forth the composition of the Company’s loan portfolio as of
December 31 for the years indicated.

TABLE 1 - LOAN PORTFOLIO COMPOSITION

December 31,
(dollars in thousands) 2007 2006 2005 2004 2003
Commercial loans:
Real estate $ 1,369,882 40% $ 750,051 34% $ 545,868 29% $419,427 25% $ 352,031 25%
Business 634,495 18 461,048 21 376,966 19 307,614 19 201,020 14
Total commercial loans 2,004,377 58 1,211,099 55 922,834 48 727,041 44 553,051 39
Mortgage loans:
Residential 1-4 family 515,912 15 431,585 19 430,111 22 387,079 23 338,965 24
Construction/Owner
Occupied 60,558 2 45,285 2 30,611 2 33,031 2 50,295 4
Total mortgage loans 576,470 17 476,370 21 460,722 24 420,110 25 389,260 28
Loans to individuals:
Indirect automobile 240,860 7 228,301 10 229,646 12 222,480 14 229,636 16
Home equity 424,716 12 233,885 10 230,363 12 213,533 13 174,740 12
Other 183,616 6 83,847 4 74,951 4 67,462 4 65,662 5
Total consumer loans 849,192 25 546,033 24 534,960 28 503,475 31 470,038 33
Total loans receivable $3,430,039 100%  $2,234,002 100%  $1,918,516 100%  $1,650,626  100%  $1,412,349  100%
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Commercial Loans. Commercial real estate and commercial business loans generally have shorter repayment
periods and more frequent repricing opportunities than residential 1-4 family loans. Commercial loans increased
$793.3 million, or 65.5% during 2007. The Company’s focus on growing its commercial loan portfolio continued
in 2007 as commercial loans as a percentage of total loans increased from 55% at December 31, 2006 to 58% at
December 31, 2007.

The Company has increased its investment in commercial real estate loans from $750.1 million, or 33.6% of the
total loan portfolio as of December 31, 2006, to $1.4 billion, or 40.0% of the total loan portfolio as of December 31,
2007. The vast majority of properties securing the Company's commercial real estate loans are located in the
Company’s market areas, and include owner-occupied, multi-family, strip shopping centers, professional office
buildings, small retail establishments and warehouses. The Company's underwriting standards generally provide for
loan terms of three to five years, with amortization schedules of no more than twenty years. Low loan-to-value
ratios are maintained and usually limited to no more than 80%. In addition, the Company obtains personal
guarantees of the principals as additional security for most commercial real estate loans.

As of December 31, 2007, the Company's commercial business loans amounted to $634.5 million, or 18.5% of the
Company's total loan portfolio. This represents a $173.4 million, or 37.6% increase from December 31, 2006. The
Company originates commercial business loans on a secured and, to a lesser extent, unsecured basis. The
Company's commercial business loans may be structured as term loans or revolving lines of credit. Term loans are
generally structured with terms of no more than three to five years, with amortization schedules of no more than
seven years. The Company’s commercial business term loans are generally secured by equipment, machinery or
other corporate assets. The Company also provides for revolving lines of credit generally structured as advances
upon perfected security interests in accounts receivable and inventory. Revolving lines of credit generally have an
annual maturity. The Company obtains personal guarantees of the principals as additional security for most
commercial business loans.

Mortgage Loans. Residential 1-4 family loans comprise most of the Company's mortgage loans. The vast majority
of the Company's residential 1-4 family mortgage loan portfolio is secured by properties located in its market areas
and originated under terms and documentation which permit their sale in the secondary market. Larger mortgage
loans of private banking clients and prospects are generally retained to enhance relationships, and also due to the
expected shorter durations and relatively lower servicing costs associated with loans of this size. The Company does
not originate or hold high loan to value, negative amortization, option ARM, or other exotic mortgage loans in its
portfolio.

The Company continues to sell the majority of conforming mortgage loan originations in the secondary market and
recognize the associated fee income rather than assume the rate risk associated with these longer term assets. The
Company also releases the servicing of these loans upon sale. Total residential mortgage loans increased $99.6
million compared to December 31, 2006. This growth is primarily related to the acquisitions of PIC and Pocahontas.
At December 31, 2007, $462.6 million, or 80.2%, of the Company's residential 1-4 family mortgage and
construction loans were fixed rate loans and $113.9 million, or 19.8%, were adjustable rate loans.

Mortgage Loans Held for Sale — Loans held for sale increased $3.4 million, or 6.3%, to $57.7 million at December
31, 2007 compared to $54.3 million at December 31, 2006. Loans held for sale have primarily been fixed rate
single-family residential mortgage loans under contract to be sold in the secondary market. In most cases, loans in
this category are sold within thirty days. Buyers generally have recourse to return a purchased loan to the Company
under limited circumstances. Recourse conditions may include early payment default, breach of representations or
warranties, and documentation deficiencies. During 2007, the Company sold the majority of single-family
mortgage originations in the secondary market.

Consumer Loans. The Company offers consumer loans in order to provide a full range of retail financial services
to its customers. The Company originates substantially all of such loans in its primary market area. At December
31, 2007, $849.2 million, or 24.8% of the Company's total loan portfolio was comprised of consumer loans,
compared to $546.0 million, or 24.4% at the end of 2006. Total consumer loans increased $303.2 million compared
to December 31, 2006, with $239.7 million of the growth due to the PIC and Pocahontas acquisitions.
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Home equity loans comprised the largest component of the Company's consumer loan portfolio at December 31,
2007. The balance of home equity loans increased $190.8 million, or 81.6% from $233.9 million at December 31,
2006 to $424.7 million at December 31, 2007.

Indirect automobile loans comprised the second largest component of the Company's consumer loan portfolio.
Independent automobile dealerships originate these loans and forward applications to Company personnel for
approval or denial. The Company relies on the dealerships, in part, for loan qualifying information. To that extent,
there is risk inherent in indirect automobile loans associated with fraud or negligence by the automobile dealership.
To limit this risk, an emphasis is placed on established dealerships that have demonstrated reputable behavior, both
within the communities we serve and through long-term relationships with the Company. The balance of indirect
automobile loans increased slightly, from $228.3 million, or 10.2% of the Company's total loan portfolio to $240.9
million, or 7.0% at December 31, 2006 and 2007, respectively, as the Company retained its focus on prime, or low
risk, paper.

The remainder of the consumer loan portfolio at December 31, 2007 was composed of direct automobile loans,
credit card loans and other consumer loans. The Company’s direct automobile loans amounted to $32.1 million, or
0.9% of the Company's total loan portfolio. The Company's credit card loans totaled $58.8 million, or 1.7% of the
Company's total loan portfolio at such date. The Company's other personal consumer loans amounted to $92.7
million, or 2.7% of the Company's total loan portfolio at December 31, 2007.

In January 2008, the Company sold $30.4 million in credit card loans, and recorded a gain of $6.9 million on the
sale. The sale did not include credit card holders in the Company’s current banking markets. The Company does
not anticipate a significant change in its current national credit card market origination operations.

Loan Maturities. The following table sets forth the scheduled contractual maturities of the Company’s loan
portfolio at December 31, 2007, unadjusted for scheduled principal reductions, prepayments or repricing
opportunities. Demand loans, loans having no stated schedule of repayments and no stated maturity and overdraft
loans are reported as due in one year or less. The average life of a loan may be substantially less than the contractual
terms because of prepayments. As a result, scheduled contractual amortization of loans is not reflective of the
expected term of the Company’s loan portfolio. Of the loans with maturities greater than one year, approximately
82% of the value of these loans bears a fixed rate of interest.

TABLE 2 - LOAN MATURITIES BY TYPE

One Year One Through After
(dollars in thousands) Or Less Five Years Five Years Total
Commercial real estate $ 490,012 $ 717,090 $ 162,780 $ 1,369,882
Commercial business 296,017 225,000 113,478 634,495
Mortgage residential 1-4 family 20,538 33,838 522,094 576,470
Consumer 215,050 318,176 315,966 849,192
Total $ 1,021,617 $ 1,294,104 $ 1,114,318 $ 3,430,039

Asset Quality. Over time, the loan portfolio has transitioned to be more representative of a commercial bank.
Accordingly, there is the potential for a higher level of return for investors, but also the potential for higher charge-
off and nonperforming levels. In recognition of this, management has tightened underwriting guidelines and
procedures, adopted more conservative loan charge-off and nonaccrual guidelines, rewritten the loan policy and
developed an internal loan review function. As a result of management’s enhancements to underwriting risk/return
dynamics within the loan portfolio over time, the credit quality of the Company’s assets has remained strong.
Management believes that historically it has recognized and disclosed significant problem loans quickly and taken
prompt action in addressing material weaknesses in those credits.

Written underwriting standards established by the Board of Directors and management govern the lending activities
of the Company. The commercial credit department, in conjunction with senior lending personnel, underwrites all
commercial business and commercial real estate loans. The Company provides centralized underwriting of all
residential mortgage, construction and consumer loans. Established loan origination procedures require appropriate
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documentation including financial data and credit reports. For loans secured by real property, the Company
generally requires property appraisals, title insurance or a title opinion, hazard insurance and flood insurance, where
appropriate.

Loan payment performance is monitored and late charges are assessed on past due accounts. A centralized
department collects delinquent loans. Every effort is made to minimize any potential loss, including instituting
legal proceedings, as necessary. Commercial loans of the Company are periodically reviewed through a loan review
process. All other loans are also subject to loan review through a periodic sampling process.

The Company utilizes an asset risk classification system in compliance with guidelines established by the Federal
Reserve Board as part of its efforts to improve commercial asset quality. In connection with examinations of
insured institutions, both federal and state examiners also have the authority to identify problem assets and, if
appropriate, classify them. There are three classifications for problem assets: "substandard," "doubtful" and "loss."
Substandard assets have one or more defined weaknesses and are characterized by the distinct possibility that the
insured institution will sustain some loss if the deficiencies are not corrected. Doubtful assets have the weaknesses
of substandard assets with the additional characteristic that the weaknesses make collection or liquidation in full
questionable and there is a high probability of loss based on currently existing facts, conditions and values. An
asset classified as loss is not considered collectable and of such little value that continuance as an asset of the
Company is not warranted. Commercial loans with adverse classifications are reviewed by the Loan Committee of
the Board of Directors at least monthly. Loans are placed on nonaccrual status when, in the judgment of
management, the probability of collection of interest is deemed to be insufficient to warrant further accrual. When a
loan is placed on nonaccrual status, previously accrued but unpaid interest for the current year is deducted from
interest income. Prior year interest is charged-off to the allowance for loan losses.

At December 31, 2007, the Company had $47.9 million of commercial assets classified as substandard, $0.5 million
of assets classified as doubtful, and no assets classified as loss. At such date, the aggregate of the Company's
classified assets amounted to 0.98% of total assets. At December 31, 2006, the aggregate of the Company's
classified assets amounted to 0.36% of total assets. The increase in the Company’s classified assets is attributable to
the addition of the acquired banks’ portfolios, as well as an increase in credit risk in Pulaski Bank’s construction-
related portfolio in the Northwest Arkansas and Memphis markets. Pulaski Bank’s classified assets accounted for
$41.6 million, or 85.9% of the total classified assets at December 31, 2007. Of the $41.6 million, 38.9%, or $16.2
million, is related to the construction builder portfolio.

Real estate acquired by the Company as a result of foreclosure or by deed-in-lieu of foreclosure is classified as other
real estate owned (“OREO”) until sold, and is carried at the balance of the loan at the time of acquisition or at
estimated fair value less estimated costs to sell, whichever is less.

Under Generally Accepted Accounting Principles, the Company is required to account for certain loan
modifications or restructurings as "troubled debt restructurings." In general, the modification or restructuring of a
debt constitutes a troubled debt restructuring if the Company for economic or legal reasons related to the borrower's
financial difficulties grants a concession to the borrower that the Company would not otherwise consider under
current market conditions. Debt restructurings or loan modifications for a borrower do not necessarily constitute
troubled debt restructurings, however, and troubled debt restructurings do not necessarily result in nonaccrual loans.
The Company had no troubled debt restructurings as of December 31, 2007.

The following table sets forth the composition of the Company’s nonperforming assets, including accruing loans
past due 90 or more days, as of the dates indicated.
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TABLE 3 - NONPERFORMING ASSETS AND TROUBLED DEBT RESTRUCTURINGS

December 31,

(dollars in thousands) 2007 2006 2005 2004 2003
Nonaccrual loans:
Commercial, financial and agricultural $ 30,740 $ 745 $2,377 $1,936 $ 1,838
Mortgage 2,098 353 384 735 552
Loans to individuals 3,268 1,603 2,012 1,784 1,512
Total nonaccrual loans 36,107 2,701 4,773 4,455 3,902
Accruing loans 90 days or more past due 2,655 310 1,003 1,209 1,220
Total nonperforming loans D 38,762 3,011 5,776 5,664 5,122
Foreclosed property 9,413 2,008 257 492 2,134
Total nonperforming assets 48,175 5,019 6,033 6,156 7,256

Troubled debt restructurings - - - - -
Total nonperforming assets and

troubled debt restructurings $48,175 $5019 $6033 $6,156  $7,256
Nonperforming loans to total loans 1.13%  0.13%  0.30%  0.34% 0.36%
Nonperforming assets to total assets 0.98% 0.16% 0.21% 0.25% 0.34%
Nonperforming assets and troubled
debt restructurings to total assets 098%  0.16%  021%  0.25% 0.34%

o Nonperforming loans and assets include accruing loans 90 days or more past due

Nonperforming loans, defined for these purposes as nonaccrual loans plus accruing loans past due 90 days or more,
totaled $38.8 million and $3.0 million at December 31, 2007 and 2006, respectively. The increase is a result of the
PIC and Pocahontas acquisitions, as 86% of total nonperforming assets were from the acquired portfolios. OREO,
which includes foreclosed property, amounted to $9.4 million and $2.0 million at December 31, 2007 and 2006,
respectively. OREO increased $7.4 million as a result of the foreclosure of collateral securing loans at the acquired
institutions. The increase is also a result of the transfer of idle Company property previously included in bank
premises into OREO. Nonperforming assets, which consist of nonperforming loans plus foreclosed property, were
$48.2 million, or 0.98% of total assets at December 31, 2007, compared to $5.0 million, or 0.16% of total assets at
December 31, 2006.

The $33.4 million increase in nonaccrual loans is a result of market-driven deterioration in the acquired builder
construction portfolio at Pulaski Bank. Total Pulaski Bank nonaccrual loans were $32.6 million at year-end,
including $29.8 million in the commercial portfolio. To address the increased credit uncertainty in the builder
construction portfolio, the Company performed a detailed review of the $62 million portfolio and placed 32% on
nonaccrual status before year-end. As a result of the review, the Company believes it has addressed the additional
risk in the portfolio, as the remaining portfolio continues to perform according to contractual terms. At the
IBERIABANK franchise, total nonaccrual loans increased $0.8 million.

In addition to the problem loans described above, there were $34.0 million of loans classified special mention at
December 31, 2007, which in management’s opinion were subject to potential future rating downgrades.

Allowance for Loan Losses. Given the significant commercial loan growth experienced by the Company over the
past five years, the Company refined its loan loss methodology during 2006 to further reflect the transition in the
loan portfolio from a savings bank (i.e., mortgage/consumer loan focus) to a commercial bank (i.e., commercial loan
focus). This refinement resulted in more reserves being assigned to the commercial segment of the loan portfolio
and previously unallocated reserves being assigned to the portfolio segments.

The foundation of the allowance for the Company’s commercial segment is the credit risk rating of each relationship

within the portfolio. The credit risk of each borrower is assessed, and a risk grade is assigned. The portfolios are
further segmented by facility or collateral ratings. The dual risk grade for each loan is determined by
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the relationship manager and other approving officers and changed from time to time to reflect an ongoing
assessment of the risk. Grades are reviewed on specific loans by senior management and as part of the Company’s
internal loan review process. The commercial loan loss allowance is determined for all pass-rated borrowers based
upon the borrower risk rating, the expected default probabilities of each rating category, and the outstanding loan
balances by risk grade. For borrowers rated special mention or below, the higher of the migration analysis and
Company established minimum reserve percentages apply. In addition, consideration is given to historical loss
experience by internal risk rating, current economic conditions, industry performance trends, geographic or
borrower concentrations within each portfolio segment, the current business strategy and credit process, loan
underwriting criteria, loan workout procedures, and other pertinent information.

Reserves are determined for impaired commercial loans individually based on management’s evaluation of the
borrower’s overall financial condition, resources, and payment record; the prospects for support from any
financially responsible guarantors; and the realizable value of any collateral. Reserves are established for these
loans based upon an estimate of probable losses for the individual loans deemed to be impaired. This estimate
considers all available evidence including the present value of the expected future cash flows or the fair value of
collateral less disposal costs. Loans for which impaired reserves are provided are excluded from the general reserve
calculations described above to prevent duplicate reserves.

The allowance also consists of reserves for unimpaired loans that encompass qualitative economic factors and
specific market risk components. The foundation for the general consumer allowance is a review of the loan
portfolios and the performance of those portfolios. This review is accomplished by first segmenting the portfolio
into homogenous pools. Residential mortgage loans, direct consumer loans, consumer home equity, indirect
consumer loans, credit card, and the business banking portfolio are each considered separately. The historical
performance of each of these pools is analyzed by examining the level of charge-offs over a specific period of time.
The historical average charge-off level for each pool is updated at least quarterly.

In addition to this base analysis, the consumer portfolios are also analyzed for specific risks within each segment.
The risk analysis considers the Company’s cu