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Texas Capital Bank embraces transition

Traditional lending and deposit institution expands into investment banking, Rio Grande Valley

By Richard Webner
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Not long ago, Texas Capital
Bank stuck to what Ricky Mal-
donado, its market president for
San Antonio, described as “core
banking products”: making
loans and accepting deposits.

“We could do your loans. We
could do your deposits. We had
some Treasury management
capability, but any times you got
outside of those guardrails ...
we would typically pass those
companies on to folks in the
community that we trust that
can take care of those needs,”
Maldonado said.

But over the past 2 15 years —
since current President and
CEO Rob Holmes came on
board from JPMorgan Chase &
Co. — the Dallas-based bank
has transformed itself by estab-
lishing an investment banking
division. It now helps clients
with more complicated trans-
actions, such as debt offerings,
company sales, mergers and
acquisitions.

“We've really done a lot of
self-reflection,” Maldonado
said, “and said, ‘How are we
going to be meaningful to our
clients if we can’t service them
in more ways than just tradi-
tional banking products?’ ”

Meanwhile, Texas Capital has
pushed to expand its business
in the Rio Grande Valley.
Though it doesn’t have physical
locations there, Maldonado
oversees employees who focus
on the region, with its booming
cross-border commerce.

These are turning points for
the bank, which will celebrate
the 25th anniversary of its foun-
ding in December. It has more
than 2,000 employees, includ-
ing more than 60 in San Anto-
nio.

Maldonado, who grew up in
a small town south of Dallas,
was named market president
last year after joining the bank
in 2021. He has worked in bank-
ing in San Antonio for nearly 17
years, since graduating from the
University of Texas at Austin,
with stints at BBVA Compass
and Wells Fargo.

He recently sat to discuss
Texas Capital’s recent growth,
the consolidation trend in his
industry and the importance of
relationships in the San Anto-
nio business community. The
following has been edited for
brevity and clarity.

Q: How do you feel about
San Antonio as a place to
work in banking?

A: I tell people all the time:
It’s hard to get professional
talent to move into San Antonio.
Unless you've lived here or you
have family here, you don’t
know much about the city. That
was my experience as well. My
wife and I moved here 17 years
ago; we thought, “All right,
we're gonna spend two or three
years here then get back to
Dallas or Austin.” Got here and
just absolutely loved it. Even
outside the business part of it —
just fell in love with the city and
the small town vibe that it puts
off. I love the fact that it’s rela-
tionship-oriented; it’s all about
reputation. It takes a long time
to get in that bubble within the
business community, but once
you're there and you build a
reputation, it spreads like wild-
fire.

Q: More so than your aver-
age city, it’s about who knows
you and trusts you.

A: That’s exactly right. In
San Antonio, everybody knows
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Ricky Maldonado, San Antonio market president, says Texas Capital Bank did “a lot of self-reflection” in its transformation.

everybody. You're two phone
calls away from getting an in-
troduction. I’'m an accounting
guy by background — I certain-
ly love that piece of (banking).
But for me, the cool experience
is the relationship piece, where
with folks that you do business
with, within banking, you look
up and 10 years later, they’re
family friends. You’re vacation-
ing together.

Q: Have you found that the
perception of San Antonio
that you mentioned has
changed?

A: I feel like that’s changed
quite a bit with a lot of the de-
velopment. Take, for example,
the Pearl area. That didn’t exist
20 years ago. I think now when
folks come to San Antonio, it’s a
whole different experience. It’s
becoming more of a destination

city.

Q: As market president,
what territory do you over-
see?

A: San Antonio and sur-
rounding areas — up to, let’s
say, New Braunfels. One of the
really interesting things that
we’ve done over the past 12 to 24
months is really made it a prior-
ity to expand our presence into
the Rio Grande Valley and
Laredo. So my territory in-
cludes San Antonio, New
Braunfels, the Rio Grande Val-
ley, Laredo and Corpus Christi.

Q: Why is it that you want
to expand into the Valley?

A: There’s a lot going on. If
you take Laredo, it’s like San
Antonio in the sense that if you
don’t live there or you don’t
have business there, I don’t
think most folks are aware of
how much is going on. You
know, go down to Laredo on a
random Tuesday and just look

at the industrial development,
the traffic for 18-wheelers. Lo-
gistics companies are thriving
down there. When we looked at
our territory, for us not to have
banking activity in that area, we
felt like we were missing a big

opportunity. We don’t have
brick-and-mortar down there,
but we have dedicated bankers
in San Antonio that cover those
geographies. And we’ve done
quite well over the past year.

Q: Is that because of global
economics? There’s been a
lot of reporting on how
American businesses are
moving production from
China to Mexico to build a
more reliable supply chain.

A: I think you’'re dead-on
accurate on that one. Also,
when you look at some of the
COVID impact in the supply
chain issues, I feel like there’s
almost this need, especially for
warehouse and industrial
space, for (businesses) to be
able to control their own desti-
ny. Either holding inventory or
having the available space at
their fingertips.

Q: Has it been easy to
break into the Valley? I know
there are banks that have
been there a long time.

A: It’s never easy, because we
are in the business of devel-
oping really deep relationships.
You don’t do that overnight.
Laredo and the Valley are simi-
lar to San Antonio in that it is
extremely relationship-ori-
ented. It typically takes some-
body in the community vouch-
ing for you: one, as a good per-
son; two, as a good strategic
adviser. Luckily, we've had
some really good relationships
in those areas that have allowed
us to do that.

Q: Could you give me the
rundown on Texas Capital?
What do you specialize in?

A: That has changed a lot
within the past few years. If you
were to look at an article from
10 years ago versus what the
bank is today, it has certainly
undergone a transformation for
the better. Since Rob Holmes,
our CEOQ, joined a little over two
years ago, we’ve been on this
journey of finding the holes
within our service offerings that

are needed by our clients that
we typically haven’t been able to
service them on. Some of the
things that we’ve added are our
investment banking platform
that we built from the ground
up. Today, we can do everything
from loan syndications to for-
eign exchange to interest rate
derivatives to (mergers and
acquisition) advisory.

Q: I’m interested in your
thoughts on the economy.
Lately, the housing market
has cooled down. How has
that affected business?

A: We're lucky we live in
Texas. I think that’s probably
my best answer there. Texas,
through multiple cycles, rou-
tinely outperforms other states
in a lot of different areas. In-
sulation in the housing market
is one of those. You're right;
we’ve seen a slowdown, but a
slowdown in Texas is still a lot
better than even really good
economic times in other states.
The way that impacts us more
than anything is more the com-
panies that we bank that are
tied into the housing industry.

Q: Are you worried about
a recession?

A: The looming recession —
a lot of times these things come
out of nowhere. This cycle,
you’ve got everybody sitting on
the edge of their seats just wait-
ing for it. I wouldn’t say con-
cerned but something we defi-
nitely keep an eye on. The thing
for Texas Capital is, we try to
operate very similar through
cycles. We've got really good
credit discipline. We support
our customers in good times
and bad times. For us, I look at
this as an opportunity to pick
up market share, quite frankly.
Our doors are wide open. We've
still got a lot of activity going on.
In fact, in the first quarter, we
booked more new customers
than we ever have in our histo-

ry.

Q: The Dallas Business
Journal reported in April

that Texas Capital had cut
“up to 10 percent” of its
workforece. Is that right, and
why?

A: I don’t have specifics on a
percentage, but I can tell you,
that was a product of the trans-
formation that I talked about
that we’ve undergone, where
not only have we brought to the
table more products and servic-
es that we offer to clients, but
also improving internal pro-
cesses and systems and creating
efficiencies. Some of the consol-
idation and elimination of roles
that you're referring to was part
of the strategy that was put in
place in 2021

Q: I’ve spoken with other
banking executives about
how this is an era of consoli-
dation in the sector. How has
that affected Texas Capital?

A: I don’t see that slowing
down anytime soon. I would
say two things: Consolidation,
in general, creates more compe-
tition. You get larger, more
diversified, better-capitalized
banks. In that sense, it has
forced everyone to up their
game. We look at that as a really
clear indicator that we’ve got to
create differentiators to set
ourselves apart from either
banks that are going through
consolidation, getting larger
and more capitalized, or new
banks that are coming into
town. Quite frankly, I've seen
that here in San Antonio more
so recently than I have in the
past 17 years. Everybody wants
to be in Texas, and if you're in
Texas, you want to be in San
Antonio.

Q: Has your bank consid-
ered making acquisitions or
mergers? Or fielded offers?

A: Unfortunately, that is
certainly out of my wheelhouse.
I would say it like this: We have
grown over the past 25 years
organically, not through acqui-
sition. And we feel like there is
a ton of upside to continue to do
it that way, with better products
and offerings.
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