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Spring Bank President and CEO Dave Schuelke stands outside the bank headquarters Monday
afternoon. The bank opened weeks before the economic recession began and has experienced
growth the past two years as businesses seek a community-orientated banking relationship.

Spring Bank exceeding expectations
despite opening during recession

Bank focuses on customer service as it
reaches out to new business clients

By Sarah Millard

Freeman Staff

BROOKFIELD - The timing
to open a new business could-
n't have been worse.

After all, weeks after Spring
Bank opened its doors as a
community financial institu-
tion, the economic recession
reared its ugly head and peo-
ple across the country saw
their investment portfolios
dwindle and their retirement
accounts dive into the red.

Banks clamped down on
loans, and businesses faced -
and continue to face - an
uncertain financial future.

But tucked away just north
of Bluemound Road were
banking experts determined
to see that the newly estab-
lished and Federal Deposit
Insurance Corporation-regu-
lated bank succeed.

The bank had a goal to
reach $100 million in assets by
the time it had been open for
three years, It recently cele-
brated its second anniversary
and already has reached that
goal.

Spring Bank mostly serves
businesses with 95 percent of
its loan portfolio being busi-
ness or commercial loans.
The remaining 5 percent of
the loans are for consumers,
said President and CEO Dave
Schuelke.

“I was always confident at
the time that we would be suc-
cessful,” Schuelke said. “... 1
would characterize where we
are today as certainly we are
successful. We are ahead of
our projections and expecta-
tions for loan growth, deposit
growth and profitability. How
we got there and the reasons
why we got there are very dif-
ferent from what we expect-
ed.‘!

Despite opening the bank in
the economic recession,
Schuelke said businesses
began switching to Spring
Bank because they were look-
ing for a new, personable
banking relationship where
they could receive help from
the experienced bankers at a
high level of service.

Business owners face a lot
of uncertainty about their
financial future, especially as
they look at health care costs
and taxes. Spring Bank has
seen new clients who don't
necessarily have current
needs — they aren’t growing
or expanding and they aren't
purchasing more equipment.
i They just want that possi-
bility, Schuelke said.

“They want to change their
relationship because they are
already convinced their bank
won't be there when they
need them or is already giv-
ing them the vibes so they are

looking around seoner,”
Schuelke said. “That part is
different. ... Sometimes we
are just replacing existing
lines of credit. They are not
asking us for more credit,
they are just saying, ‘I want to
make sure this amount of
credit is available to me.””

The customer service atti-
tude that Spring Bank has
was not lost on Susie Beard,
owner of Badger Lighting &
Sign. Beard was looking for a
loan to expand her business
about a year ago when she
was referred to Spring Bank
by her attorney.

“T had gone to 15 other
banks unsuccessfully,” Beard
said. “T went to Spring Bank
and 1 was approved right
away. They were just the easi-
est bank that I have ever
worked with.”

After her loan was
approved with Spring Bank,
other banks tried to get
Beard’s business. It was too
late.

Despite Spring Bank being
opened only one vear before
Beard sought the loan, she
didn’t shy away from it.

“I thought it would be more
advantageous for my compa-
ny to go with a newer bank,”
Beard said. “I was really
happy to hear that because
they would be more open to
ideas than a bank that has
been open for 20 years.”
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