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About

Get to Know
Travis Liebig is the CEO of Saint Louis Bank. Travis
has served as a community banker in the Midwest
for nearly two decades, learning banking from the
bottom up. He has held executive-level roles in
retail banking, private banking, small business and
commercial lending.

Headquarters

Town and Country, MO
Asset Size

$463.58 million
nCino Solutions

 Commercial Banking

In the summer of 2018, Travis led a group of investors in the purchase
of Saint Louis Bank, a community bank that specializes in lending to
small- to mid-sized businesses. His focus today is on positioning the
young bank headquartered in the leafy St. Louis suburbs for long-term
growth and success.
When Saint Louis Bank concluded that manual processes within its
loan cycle had become a barrier to delivering on customers’ rising
expectations, it sought a technology solution that could quickly replace
paper-based processes with automated workflows. While the Bank’s
initial priorities included gaining accurate, real-time visibility into its loan
pipeline and simplifying portfolio management and compliance efforts,
it also wanted a scalable solution with inherent flexibility to support its
long-term strategies and future growth.
By selecting the nCino Bank Operating System, Saint Louis Bank is
not only gaining the capabilities to address its immediate priorities,
but a scalable platform capable of supporting a culture of continuous
improvement like the ability to add-on new nCino solutions and features
– such as Treasury Management Sales and Onboarding, Deposit Account
Opening and Customer Portal – quickly and nimbly. By introducing
new, leading-edge capabilities and efficiencies, nCino will empower
associates at Saint Louis Bank with tools that allow them to focus more
on serving clients and creating an optimal customer experience.

“We see nCino as the critical first step in our digital journey.
Moving toward a single platform is allowing us to address a lot
of manual and inefficient processes in our organization.”

– Travis Liebig
Chief Executive Officer of Saint Louis Bank

Travis Liebig

We Asked, They Answered
How do you support your customers in their financial journey?
 ur job is to ensure our customers don’t get lost along their journey. That means empowering our team to develop real
O
partnerships and being a trusted resource for our clients by adding value through our consultative approach. We believe
in open, honest communication, and although modern technology is a huge part of the future, it is never a substitute for
a personal connection. We use technology to enhance our processes, allowing us to free up our time and attention so
that we can maximize the banker/client interaction, as this is the centerpiece of the journey. Technology should enhance
the journey but never replace what humans should be doing. We recognize that if our service level does not exceed the
convenience of fintech and virtual-only institutions, then we have lost our greatest competitive advantage. We build loyalty
by attracting and retaining the right people, training them on our mission-driven and customer-centric approach to doing
business, and keeping in mind that we’re all on this journey together.

What is your bank’s digital strategy?
 e continue to find ways to leverage the cloud and digital solutions
W
that provide the greatest value to our target customers. We first identify
areas where our technology partners can do a better job than we could
alone. Then we prioritize those systems that have the biggest impact
on sales, customer onboarding and management, and implement those
changes first. We can’t be all things to everybody but we’re confident
that our strategy will allow us to redefine the experience of a community
bank. Our value proposition is to give our clients access to their banker
when they need them most and allow technology to give them the tools
they need to be in control of their financial journey.

What attributes do you look for in your ideal technology partner?
 e know we cannot do everything in-house. So, the partners we pick are key to our success. We evaluate them based on
W
whether we would want them on our team. Do they fit our culture, our vision, and our strategic efforts? The ideal partner
places the customer at the center of every decision they make, not only in terms of the technology, but also in how that
technology is implemented in the organization. 

What advice would you share with other community financial institutions?
Being small is really a strength. We can be nimble in terms of speed to market, and we can be responsive to our clients’
needs and questions. As a community bank, we can evolve and change much quicker than some larger institutions. And
while the process of change is never easy, it is necessary and completely achievable. One of the best parts of the job
is the opportunity we all have to bring our banks into the future. This takes open-mindedness, vision, and the ability to
align our teams to work together. As community banks, we have more strengths than we give ourselves credit for. If you
leverage the right partners and treat them as part of your team, they will make your organization stronger. Implementing
meaningful change takes focus and commitment, but you will come out the other side a much stronger organization.

We can serve our community best by combining experience with technology to ensure
our clients are understood. We refuse to believe that you must choose between
innovation and wisdom. We aim to be the bank where our clients can expect both.”

– Travis Liebig
Chief Executive Officer of Saint Louis Bank
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