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D . . .
Focus on mid-size commercial businesses
pays off for three co-founders

By Jean Murphy
osemont-based Signature Bank has made a
mighty name for itself in the world of commer-
cial and industrial (C&I) loans since blasting
onto the scene in mid-2006. Only 11 years after
its founding, Signature Bank is ranked No. 1 in total C&I
loans and in the top 20 performing banks by return on aver-
age assets compared to its Chicago-area peers.
Signature Bank is a full-service commercial bank, focused
exclusively on serving the needs of privately owned busi-
nesses and their owners. It specializes in working with busi-
nesses with revenues between $10 million and $250 million
that occupy the middle market space in Chicago.
“We founded Signature Bank for one reason: We knew there
was a better way to help mid-sized businesses grow, thrive
and succeed — on both a business level and a personal
level,” Signature Bank President and CEO Michael “Mick”
O'Rourke said. “As a mid-sized business owner, you don’t
have time to worry about every financial detail to keep your
business running smoothly. Thats what Signature Bank is
all about: taking care of those details so business owners can
really focus on their business”
O’Rourke and his two business partners, Kevin Bastuga and
Bryan Duncan, both co-founders and executive vice presi-
dents, started Signature Bank themselves, recruiting share-
holders, raising the capital and writing the business plan. All
are native Chicagoans who have a deep connection to the
community, so they are all invested in helping Chicago and
its businesses thrive.
“The three of us have worked together since 1993 at two dif-
ferent regional banks,” Bastuga said. “In the spring of 2005
the three of us started talking about how we could better

President and CEO Michael 0°Rourke,
Bank with partners and Executive Vice Presidents Bryan Duncan,
left, and Kevin Bastuga.

serve the middle-market commercial customer by being
more responsive, offering advanced technology and de-
veloping personal relationships with our customers. Very
quickly we recruited five key outside directors and the eight
of us personally funded the LLC to start Signature Bank”
“We left our previous bank in June 2005 and spent a year
raising the start-up equity, managing the build-out and at-
tending regulatory meetings,” he continued. “We opened
the doors to Signature Bank on Aug. 4, 2006

“Our team had a goal to raise $12.5 million and within 45
days we had raised $25 million from about 250 customers
and friends,” Duncan added. “We didn't take any private
equity money or fund money. It all came from people we



“That’s what Signature Bank is all about:
taking care of those details so business
owners can really focus on their business.”

Signature Bank President and CEO
Michael “Mick” O’Rourke

knew who felt Chicago needed a hometown commer-
cial bank”

After that, the fun began, O'Rourke said. Signature in-
‘Iﬁ:ﬁ I;r; gti};leg,t?;;z s(:tf Si‘;?i:;ﬁfi:;g’; f(i?lf:h 0°Rourke chats,with treasury management officer Ania Wojtulewicz at
the big banks with legacy technology systems could only Signature Bank’s corporate office in Rosemont.

dream. And because Signature had this cutting-edge

technology, it was able to meet customers’ needs more

quickly and efficiently than the bigger banks.

In addition, because of the strong and deep relationships

with its customers, Signature Bank has been pro-active in

combatting deposit and wire fraud. When transactions

occur that don't follow a customer’s usual pattern, Signa-

ture is able to examine those interactions and then pick

up the phone and talk to the client to verify them.

“Since those early days we made sure that one of the

three of us met with every potential new customer. It's

important for us to know our customers personally when

it comes to making credit decisions—and it's important

from our customers’ perspective to know that they have

access to the decision-makers here;” Bastuga stated.

“We also have a really solid team of commercial bankers

who regularly go out and meet with clients so that there

is a level of comfort on both sides,” he continued.

Of course, the tough economic times that began in ear-

nest in 2009 gave the trio some sleepless nights. The

economy began to turn around in late 2011 when the

real estate market started to stabilize, they recalled, but
small businesses were still worried about issues like

health care, increased regulation and taxes. So it has
really only been recently that clients have stuck their
necks out to invest in new equipment, they said.

“The most important thing for us is not the transac-
tions but the long-term relationships,” O'Rourke stated.
“At the end of the day, money is just a commodity. It is
the customer service that differentiates one bank from
another;” Duncan said. “Signature Bank approaches re-
lationships as a true partnership because if our custom-
er doesn't succeed, we don't succeed”
Patrick LeBeau, president of Cardinal Color Group,
a 50-employee printing company in Itasca, shares his
success story:

www.signat
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Get to know Signature Bank,
Chicago’s business bank.

“We founded Signature Bank
with one mission —

to help homegrown Let’s talk

Call us today or
their full potential.” visit our website.

— Mick O’Rourke www.signature-bank.com
Co-Founder & CEO of Signature Bank 773.467.5600

Chicago businesses realize




