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BIO: 

James R. Mitchell 

President and CEO 

Jim has served the banking industry 

for more than 31 years, with nearly 20 

of those years in the Greater Seattle 

area. A native of Poulsbo, Washing-

ton, he received his BA from Seattle 

University and his MBA from the Uni-

versity of Washington, then went on 

to earn a JD from Southwestern Uni-

versity School of Law in LA. Jim left 

Sterling Savings Bank as SVP & 

Manager of the Seattle Corporate 

Banking office to establish Puget 

Sound Bank. His prior experience 

included serving as SVP at US Bank 

in Seattle for 12 years and managing 

corporate banking and commercial 

banking teams with Security Pacific 

Bank over a 13-year period. Jim has 

served on boards for various local 

organizations involved in healthcare, 

the arts and education. He currently 

serves on the boards of the Albers 

School of Business at Seattle Univer-

sity and the Washington Chapter of 

the Multiple Sclerosis Society. 

 

Company Profile: 

Puget Sound Bank is a locally-owned 

and operated commercial bank 

proudly serving the greater Puget 

Sound region. Puget Sound Bank has 

a 5-Star Superior rating from Bauer 

Financial Inc. Based out of Bellevue, 

Washington, the bank was founded to 

meet the specialized needs of small 

and medium-sized businesses, com-

mercial real estate projects, profes-

sionals and individuals seeking a 

higher level of service in the Puget 

Sound region. Staffed by the most 

experienced, customer-oriented bank-

ing professionals in the region, Puget 

Sound Bank offers a full range of 

competitive financial products with 

superior customer service and a con-

sultative/partnership approach to its 

clients. Puget Sound Bank provides 

online banking at 

www.pugetsoundbank.com and has 

access to a large branch network in 

the state of Washington. The bank 

can also provide remote capture tech-

nology which allows its clients to 

make deposits from their offices. 

Puget Sound Bank is located at 

10500 NE 8

th

 Street, Suite 1500, 

Bellevue, Washington. For more in-

formation, please call 425-455-2400. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Mitchell, what was the 

vision when you started and has that 

changed? 

Mr. Mitchell: We are going to be six 

years old this coming April. We began 

with a model that we continue today, 

which is pure business private bank. 

We are a one-office bank in a high-

rise building, no street level presence. 

We are not looking for the retail or the 

consumer except for in the high net-

worth category, which is the private 

banking part of our business. Another 

part of our model was having just very 

experienced business bankers. We 

wanted to be more of an advocate, 

partner, someone that is adding value 

rather than just keys to the vault. We 

wanted to differentiate ourselves from 

some of the other particularly larger 

banks that tended to put their younger 

junior officers with the small and me-

dium sized businesses that we are 

targeting and those are defined as $5 

million in sales up to $100 million in 

sales, companies. 

 

CEOCFO: Did your clients get that 

concept in the beginning or was that 

something fairly new to them? 

Mr. Mitchell: In the early stages the 

folks that we brought on, because 

they are so experienced and because 

they have such a wide network, we 

were bringing on our own customers 

from our previous banks. Those exist-

ing clients came over in a very high 

percentage because they had re-

ceived that kind of an approach from 

those individuals from their previous 

experience. 

 



CEOCFO: What about for your new 

customers? 

Mr. Mitchell: Puget Sound Bank has 

been a high-growth bank of almost 

$250 million in less than five years. 

As customers joined the bank, the 

work of mouth spread that this was 

kind of a special bank that really lived 

by their motto of experience, advo-

cacy and knowledge of the business. 

Word of mouth was our best P.R. The 

troubled economic environment as-

sisted us as other banks just couldn’t 

take care of their clients because they 

were capital constrained. 

 

CEOCFO: Other than the size of the 

business, is there any type of busi-

ness that you put your focus on? 

Mr. Mitchell: We haven’t specialized, 

although we have got involved with 

many different areas such as women-

owned businesses, medical/dental 

businesses, manufacturing, 

transportation, and retail. We 

are very diversified in the 

middle market company sec-

tor. 

 

CEOCFO: How has the 

economy fared in the area 

that you serve? 

Mr. Mitchell: In the North-

west our market is really 

south to Tacoma, Washing-

ton and north to Everett 

Washington with Seattle and Bellevue 

between. We have a longer reaches 

through technology and remote cap-

ture of deposits. The market here is 

best known for Boeing and Microsoft, 

but there are a lot of other well known 

names such as Starbuck’s and Nord-

strom, and Paccar. It was considered 

a Boeing town in the 1970’s, but now 

we are so diversified. Microsoft came 

along in the 80’s and added many 

entrepreneurs who started up their 

own businesses. There is now a nice 

diversity of business here and it just 

so happens that Boeing and Microsoft 

are both doing quite well. The North-

west economic situation is still at 9.2 

unemployment, but that is better than 

the US, which is almost 10%. I think 

we were late coming into the reces-

sion and I think we will be early com-

ing out of it. We have seemed to 

come out of it because we are one of 

the highest educational backgrounds 

here and a pretty big average income 

per capita here. That combination will 

bode well for us as we roll out of this 

recession. 

 

CEOCFO: What, if anything, has 

changed with your approach given the 

financial situation? 

Mr. Mitchell: We just received a five-

star rating from Bauer Financial and 

that is a pretty high honor. It puts us 

in the upper tier of banks in the coun-

try and particularly in Washington 

State. If you look at the 9-30-10 Call 

Report you will see the strength of 

capital, strong liquidity, good earn-

ings, and excellent credit quality. We 

have just two non-performing loans. It 

is approximately 1% of our loans, 

which is a very low level compared to 

our peers. That will translate into a 

very profitable 2010. We will not 

change our conservative credit un-

derwriting standards. With 65% C&I 

(Commercial and Industrial loans) and 

10% private banking loans and only 

25% commercial real estate loans, we 

have the reciprocal of what you see 

with most banks having a much larger 

percentage in the commercial real 

estate area. That, of course, has 

caused a lot of problems with banks 

during this environment. We will con-

tinue to be diligent in keeping our C&I 

focus and making sure that is the pre-

dominant portion of our business. We 

think that differentiates ourselves 

from so many of the banks, because 

they are not as C&I focused as we 

are. 

 

CEOCFO: How do you reassure your 

clients in this troublesome environ-

ment, and what is a concrete example 

of what your clients may find in your 

bank that they may not find else-

where? 

Mr. Mitchell: It is the number of in-

quiries we get from relationship man-

agers of other banks that want to 

leave their troublesome environment 

and join us. Their customers also 

want to leave their environment. They 

want to get into a growing and strong 

bank that has the capability to take 

care of the needs. 

 

CEOCFO: Are there any products or 

services that you are not offering now 

that you would like to make available? 

Mr. Mitchell: At some point in time, I 

would like to offer wealth manage-

ment capability to the bank, but I think 

it is hard at this point for a smaller 

and younger bank to do that with any 

efficiency. 

 

CEOCFO: Is it mostly referrals still, or 

do you actively go out and seek new 

business? 

Mr. Mitchell: We do ac-

tively go out and seek new 

business as well. We have 

our top twenty targets that 

we always have an eye on 

to make sure we are visiting 

them, to see when the time 

is right for them to make the 

move.  

 

CEOCFO: Would you tell us 

about your last quarter fi-

nancials? 

Mr. Mitchell: For our 3

rd

 Quarter end-

ing 9-31-10 our net income was $313 

thousand and for the nine months it 

was $920 thousand. What is interest-

ing is not so much the fact that we are 

hitting our stride earnings wise, but 

the fact that our asset growth is so 

strong. When most of our peers are 

just treading water and not growing 

loans much at all, we put on $19 mil-

lion in loans in just the 3

rd

 Quarter. 

We should increase our loans for the 

year by $45 million, which is over 

30% growth. Our deposits growth has 

been even approximately 35%. We 

are at a growth mode during a reces-

sion, which is rather uncharacteristic. 

 

CEOCFO: What is the competitive 

landscape; are there other banks try-

ing to do what you do? 

Mr. Mitchell: What you have now is a 

downturn, that has been real estate 

driven. Many banks were too concen-

Our credit quality is excellent despite going 

through the toughest economic recession 

since the depression. We just received at five-

star rating from Bauer Financial, an honor we 

are proud of. It puts us in the upper tier of 

banks in the country and particularly in Wash-

ington State. In 2010 we will report our first full 

year of earnings over $1 million. That is a ma-

jor accomplishment in this environment for a 

five year old bank. - James R. Mitchell 



trated in real estate. They are now 

trying to diversify and move into de-

veloping a C&I capability. The prob-

lem is that this does not happen over-

night. It takes a while to get there. 

You have to create an infrastructure 

and a credit administration that knows 

the C&I middle market business. You 

have to have relationship managers 

that know that business and have a 

network in that business. Therefore, it 

is a slow process for them. We are 

already there; it is our whole model. 

Being in the right sector is helpful. 

 

CEOCFO: In closing, why should po-

tential investors consider Puget 

Sound Bank? 

Mr. Mitchell: We would ask people to 

look at our performance during the 

recession. This year our earnings will 

be more than twice what they were 

last year. We have a bank that has 

come through the recession with in-

creasing profitability and nominal non-

performing assets. We are in a growth 

mode and trading at book value. A 

bank like ours should do very well 

when the market gets better. 
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