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CROWD THE CAPITOL

The Iowa Bankers Association will be hosting Bankers' Day on the Hill on
March 21. A large presence from bank executives, staff and directors will
be important in showing legislators why they need to address the issues
affecting Iowa banks, including tax equity for financial institutions. p. 6
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LENDERS DISCUSS
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Find out how lenders are helping
farmers navigate a continuingly
challenging ag economy. p. 12
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Feature: Bankers' Day on the Hill

CROWD THE CAPITOL

BANKERS' DAY ON THE HILL IS MARCH 21
BY JOE BIRKESTRAND, EDITOR, IOWA BANKERS EXCHANGE

C

atching the ear of Iowa lawmakers is key to enacting legislation that will positively impact Iowa
banks and the communities they serve. On March 21, the Iowa Bankers Association (IBA) is giving
banks the chance to do just that by hosting Bankers’ Day on the Hill. A large presence from bank
executives, staff and directors will be important in showing legislators why they need to address the
issues affecting Iowa banks and communities.
IBA Legislative Committee member Melissa Ballard
(First Iowa State Bank, Albia) believes bankers have
a golden opportunity to make legislators aware of
issues that banks face every day. “This legislative
session will impact our banks and our communities
for years to come,” Ballard said. “We cannot sit idle
– now is the time to make a difference.”
IBA Legislative Committee Chair Greg Gannon
believes legislators need to hear from bankers,
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because bankers can lend great insight into
what is effecting, not only their banks, but their
communities as well.
“Legislators need to hear directly from
bankers,” Gannon said. “Bankers are in a unique
position to assess in real time the economic and
social conditions within their communities. We
are privy to information about our customers
– whether that be households or businesses –

that gives insight to their well-being and their
needs. We are immersed daily in economic and
community development through participation on
boards, councils, clubs, philanthropic efforts, etc.
Bankers touch and are in touch with communities
in so many ways that we have earned the role
of trusted advisor to many of our government
representatives on a myriad of topics."
AGENDA

Along with giving bankers an opportunity
to engage with their legislators, various
organizations that are affiliated with the industry
will be hosting booths within the Capitol. These
organizations include the IBA, Iowa Bankers
Insurance and Services, Inc., Iowa Bankers
Mortgage Corporation, Federal Home Loan Bank,
Iowa Finance Authority and America’s SBDC.
Legislators will be able to visit these booths and
discuss various issues that are impacting Iowa
banks, including agriculture, business, financial
literacy and housing. The booths will be open from
10 a.m. to 2 p.m.
Gov. Kim Reynolds has been invited to deliver
remarks to the bankers in attendance, which will
occur at 10:30 a.m. Ron Hansen, superintendent
of the Iowa Division of Banking will also speak to
those in attendance at this time.
The event will continue with lunch at noon,
followed by opportunities for bankers to meet with
their elected officials.
ISSUE BRIEFING

Prior to meeting with elected officials, bankers
will have the chance to attend a legislative issues
briefing, hosted by the IBA, via conference call on
March 20. Tax reform will be covered during the
briefing, including the credit union tax exemption.
TAX EQUITY

The Iowa Senate has already passed a tax reform
proposal that includes a provision to create tax
equity among Iowa financial institutions. Because
tax reform will have a major impact on banks and
the communities they serve, bankers will need to
press legislators on making changes that will have a
positive impact, including maintaining the financial
institution provision from the Senate version.

During a Capitol Visit, Iowa Speaker of the House Linda Upmeyer, left, spoke
with Lincoln Savings Bank employees, including, from left of Upmeyer, Jeff
Becker, Mike McCrary and Erik Skovgard.

ANOTHER WAY
TO GET INVOLVED
If you can’t attend Bankers’ Day on the Hill, the IBA can arrange a
capitol visit, specifically, for your bank. Capitol visits can include
meetings with key members of the Iowa House and Senate,
such as Speaker of the House Linda Upmeyer, House Majority
Leader Chris Hagenow, Senate Majority Leader Bill Dix, Senate
President Jack Whitver, as well as the chairs of key committees
that draft legislation that impact Iowa banks the most. Time is
also set aside for you to visit with senators and representatives
from your district. Contact Jenica Lensmeyer at 515-286-2908 or
jlensmeyer@iowabankers.com to set up a Capitol visit.

“Income tax policy is arguably the most
impactful issue to Iowa citizens and businesses,
including banks,” Gannon said. “Income tax policy
affects Iowa’s economic growth, national and
international competitiveness, wealth formation,
educational resources, social services, and a long
list of other priorities. Bankers are in a unique
position to advocate for tax policy because of
our direct knowledge of local circumstances.
The banking industry is positioned to influence
tax policy during this and, likely, future legislative
sessions.”
“With tax reform being a priority during
this legislative session, it provides an excellent
opportunity for lawmakers to act on ending tax
inequities, not just continue the discussion,"
Ballard said.
Erik Skovgard (Lincoln Savings Bank,
Reinbeck) also sees Bankers' Day on the Hill as
a great opportunity, adding, “I believe we need
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WHY YOU SHOULD ATTEND
BANKERS’ DAY ON THE HILL
"I plan to make
my voice heard,
and I urge other
bankers to
do the same.
Speaking as a
unified industry,
we can make a difference."
– Greg Gannon,
DeWitt Bank & Trust Co., DeWitt

"This is a oncein-a-lifetime
opportunity.
Please don’t
hope someone
else carries
your water. Get
there and be heard!"
– Erik Skovgard,
Lincoln Savings Bank, Reinbeck

"This legislative session will impact our
banks and our communities for years to
come. We cannot sit idle – now is the
time to make a difference!"
– Melissa Ballard,
First Iowa State Bank, Albia

to hit the taxation equality issue, and we don’t
need to apologize for this being our one and only
issue. Credit unions are a virus that will rapidly kill
community banks, if we don’t curtail their unfair
advantage.”
THE TIME IS NOW

Bankers are in the unique position to effect
change, but success is dependent on bank
involvement. Members of the Senate and House
need to hear from their constituents, or it is
likely they will assume the issue is not a priority
for the people they serve. Skovgard added that
creating action on the issue will take a large
group of bankers discussing the issue with their
legislators.
“Bankers who are reluctant to participate
in the lobbying process, misunderstand the
process,” Skovgard said. “Lobbying is about
building relationships. We as community bankers
are by nature relationship builders. We are
authentic, straight-shooting community experts.
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We know better than most what it will take to
make our communities successful and that is
ultimately what legislators want as well.”
Gannon believes the experience bankers
have working with customers will be a strength
in dealing with Iowa lawmakers. While writing
emails and letters are important, he said the faceto-face interaction will be the most effective way
to get messages through to legislators.
“Bankers are most effective dealing with
our customers and communities through direct
conversation and action,” Gannon said. “If we treat
our legislative relationships in the same manner, we
will achieve the same level of results. It’s one thing
to send an email or drop a form letter in the mail
to lobby a lawmaker on a certain topic. It’s a much
different thing to visit the Capitol and have a faceto-face factual conversation about how a particular
law or absence of a law affects your customers,
your bank or your community. The IBA and other
industry groups create opportunities for these inperson conversations.”

2018 ABA GOVERNMENT RELATIONS SUMMIT
April 23 – 25, 2018 / Washington, DC

REGISTER NOW!
Join us in Washington as we unite to educate Congress
and regulators on the critical role of America’s banks.
Together, we can fight for commonsense financial regulatory reform so
that we can serve our communities and grow the U.S. economy

aba.com/Summit

2018 FEDERAL TAX REFORM:
RETHINKING BUSINESS STRUCTURE
BY CODY J. EDWARDS AND DAVID M. REPP, DICKINSON, MACKAMAN, TYLER & HAGEN, P.C.

T

he Federal tax bill that was signed at the end
of 2017 contains big changes to the taxation of
business entities.
The new tax law reduces the tax rates of most
C-corporations. However, there will be a rate increase
from 15 to 21 percent for a large number of corporations
that were used to paying only 15 percent on income up to
$50,000 of earnings each year.
The new law also provides a 20 percent business
income deduction for pass-through entities (sole
proprietorships, partnerships, limited liability companies,
and S-corporations) that meet certain criteria.
Individual tax rates are also reduced by 2.96 percent,
with the top rate now being 37 percent.
Historically, the maximum 48 percent combined
C-corporation rate exceeded the top individual rate, 39.6
percent.
Now, the maximum combined C-corporation rate
of 36.8 percent could be less than the top individual and
pass-through rate of 37 percent.
These changes are significant enough that it is wise
to rethink your business structure and consider whether
a change to a pass-through entity or a C-corporation, as
the case may be, may result in tax benefits.
C-CORPORATIONS

Under the new law, C-corporations are taxed at a
flat 21 percent. This will be a significant reduction for
corporations with significant taxable income each year;
as they currently pay a rate of 35 percent. However,
there will be a rate increase from 15 to 21 percent
for a large number of corporations that were used
to paying only 15 percent on income up to $50,000 of
earnings each year. That is an extra $3,000 of tax each
year that these corporations will have to pay. It does
not stop there. C-corporations are subject to double
taxation which occurs when the corporation dividends
its income out to shareholders who must include those
dividends in their income. The rates on dividends
vary from 0 percent (total taxable income of less than
$9,325) to 20 percent (total taxable income of more than
$418,400).
Thus, the combined tax rate applicable to a
C-corporation shareholder prior to 2018 assuming a 35
percent corporate tax rate and 20 percent dividend tax
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2017 TAX LAW
$1,000 of corporate income taxed at 35 percent,
leaving $650. Dividend of $650 to shareholder taxed at
20 percent, leaving $520.
2018 TAX LAW
$1,000 of corporate income taxed at 21 percent,
leaving $790. Dividend of $790 to shareholder taxed at
20 percent, leaving $632.
rate was 48 percent. Under the new tax law, starting in
2018, the combined tax rate, assuming a 21 percent tax
rate and 20 percent dividend tax rate, will be 36.8 percent.
PASS-THROUGH ENTITIES

Pass-through entities are not subject to double taxation.
As the name suggests, income is passed through to the
business owner. Thus, for example, if the business owner
were in the 33 percent income tax bracket, the business
owner’s share of the business income would be taxed at
33 percent.
Under the new Federal tax law, individual tax rates
are reduced by 2.96 percent, with the top rate now being
37 percent; therefore, the tax rates for passthrough
entities are also reduced. In addition to the reduction in
individual rates, the new tax law provides for a 20-percent
business income tax deduction for pass-through entities
meeting certain criteria. This deduction applies to all
pass-through entities where the business owner(s) each
earn less than $157,500 individually, or $315,000 filing
jointly. Certain professional service business owners,
such as lawyers, doctors, and accountants see a phase
out of this deduction as their income reaches $207,500
individually or $415,000 filing jointly. Other types of
businesses exceeding the $157,500 or $315,000 threshold
are subject to different limitations on the deduction.
BUSINESS STRUCTURE CONSIDERATIONS

Historically, the maximum 48 percent combined
C-corporation rate exceeded the top individual
rate, 39.6 percent, and was the reason many
businesses organized as pass-through entities, such
as S-corporations, limited liability companies, or
partnerships. However, starting in 2018, the maximum

2017 & 2018 Federal Individual Tax Rate Comparison
		
2017 Single
2017 Married-Joint

2017 Ordinary
Rate

2017 Capital
Gains Rate

$ 0-9,325

$ 0-18,650

10%

0%

$9,325-37,950

$18,650-75,900

15%

0%

$37,950-91,900

$75,900-153,100

25%

15%

$91,900-191,650

$153,100-233,350

28%

15%

$191,650-416,700

$233,350-416,700

33%

15%

C

$416,700-418,400

$416,700-470,000

35%

15%

C

$418,400+

$470,700+

39.6%

20%

C

		
2018 Single
2018 Married-Joint

2018 Ordinary
Rate

2018 Capital
Gains Rate

Notes

$ 0-9,525

$ 0-19,050

10%

0%

$9,525-38,700

$19,050-77,400

12%

0%/15%

$38,700-82,500

$77,400-165,000

22%

15%

$ 82,500-157,500

$165,000-315,000

24%

15%

C

$157,500-200,000

$315,000-400,000

32%

15%

C

$200,000-500,000

$400,000-600,000

35%

15%/20%

B&C

$500,000+

$ 600,000+

37%

20%

C

Notes

A

Notes :
A: 0% capital gains applies to income of less than $38,600 (single) or $77,200 (married-jointly)
B: 15% capital gains applies to income between $38,600 to $239,500 (single) and $77,200 to $479,000 (married-jointly)
C: 3.8% net investment income tax applies to investment income (including capital gains) above $200,000 (single) or $250,000 (married-joint)

combined C-corporation rate is 36.8 percent which
could be less than the top individual and pass-through
rate of 37 percent. Complicating this analysis is the
business income deduction available to certain
pass-through entities, which allows passthrough
entities to deduct 20 percent of their pass-through
business income. Thus, the decision to organize as a
C-corporation or pass-through is less clear.
If a business is in a high-growth stage generating
significant income that is reinvested in the business
rather than distributed to shareholders, it is likely more
beneficial in the short term to be a C-corporation since
the income will be taxed at a maximum 21 percent rate,
keeping in mind that the retained earnings may later be
taxed when distributed to shareholders.
However, if the business is mature and makes
distributions to business owners, rather than reinvesting

in the business, it is likely beneficial to be treated as a
pass-through entity, such as an S-corporation, especially
if the business owners can take advantage of the 20
percent business income deduction.
There are many other issues that arise when
restructuring a business, such as S-corporation election
or revocation issues and employment tax, to name a few.
Before restructuring your business, you should consider
all aspects of the restructuring and such consideration
should not be limited to the issues analyzed herein.
About the authors: Cody J. Edwards practices law
primarily in the area of taxation. He advises both small
and multistate companies on a wide range of tax matters.
David M. Repp practices law primarily in the area of
taxation. As part owner of a family farm operation, he
provides counsel to farms and small businesses.

© Dickinson, Mackaman, Tyler & Hagen, P.C. 2018. The above analysis is based on the statutes as of Jan. 2, 2018. As
of that date, the IRS has not promulgated regulations or provided informal guidance interpreting the laws discussed
herein. Accordingly, these matters are not free from doubt and our analysis is not binding on the IRS. We do, however,
expect the IRS to provide guidance in the future. Therefore, due to the evolving nature of the Federal tax law changes,
we suggest you regularly contact your tax advisor to discuss the effects of such changes on your business.
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Feature: Ag Economy Update

HOW LENDERS ARE HELPING
FARMERS NAVIGATE THE ECONOMY
BY JOSEPH BIRKESTRAND, EDITOR, IOWA BANKERS EXCHANGE

F

armers continue to face challenging times as they continue to face low commodity prices. Iowa State
University’s December 2017 issue of Iowa Farm Outlook predicts continued strong production in 2018,
estimating that total U.S. corn production will exceed 17 billion bushes for the first time this year.
Soybean projections also show record estimates at 4.8 billion bushels. Meanwhile a significant change
in commodity prices is not expected, meaning times will remain difficult for producers.
While the agricultural economy has not fallen to
levels seen during the farm crisis of the 1980s,
farmers throughout Iowa and across the U.S. are
having to adjust their practices to compensate for
the low prices. We asked several Iowa ag bankers
for their thoughts on the issues facing today’s
farmers.
BIGGEST CHALLENGES

Ag lenders tend to agree that liquidity, or working
capital, is the biggest area of concern for farmers
right now. Andy Helgeson (First Citizens Bank,
Mason City) said, “I think that liquidity became a key
weakness in 2017 with farmers all around Iowa.”
Jim Plagge (Bank Iowa, West Des Moines)
agreed, pointing out that the discrepancy between
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production and prices is the root cause of working
capital issues. He says that strong production has
helped lessen the impact of the low prices to some
extent.
“For cash grain operations, grain prices and
costs of production are still not synced, causing an
erosion of working capital for many producers and
equity losses for some,” Plagge said. “Generally
strong yields in much of the state the past couple
years have helped prevent larger losses. The
outlook for 2018 is much the same. Cattle feeders
and cow-calf operators had a better year in 2017
compared to a very difficult 2016, and the outlook
for 2018 is generally favorable. Any further declines
in grain prices will adversely impact working
capital positions.”

Past Iowa Bankers Association Ag Committee
Chair Kevin Boyle (Templeton Savings Bank,
Templeton) listed several issues that are causing
concern for farmers heading into 2018. They include
loss of balance sheet liquidity, low commodity
prices, an increase in loan rates, high cost of farm
family living expenses (including health care costs),
very tight margins – which he says will invariably
lead to negative cash-flow concerns. “Net farm
income will be approximately 50 percent of what it
was in 2013,” Boyle said.
DEALING WITH ADVERSITY

“Everyone needs to look at all costs in their
operation and make sure they are doing everything
they can to save any dollar per acre possible,
which may be seed, chemicals or rent,” Helgeson
said. “Every little reduction will help in the end.
Most importantly, farmers need to look at their
family spending and adjust accordingly.”
Boyle also said that it is important to review
expenses and trim what isn’t completely necessary.
He also said reducing debt by selling underused
equipment or capital assets, lowering cash rents,
re-amortizing debt, and generating off-farm income
to cover living expenses are steps farmers can take
to keep afloat.
“Every situation is different,” Boyle said. “At
times one has to ask the question, ‘If the operation
is in a tail spin, is the borrower better to get out
sooner that later?”

Farmers and ag lenders both are aware of the
challenging economic situation, and farmers are
taking steps to ensure that they can survive until
things improve.
Plagge said that there’s not a lot of optimism
that the situation will get better in the
near future. “We are hearing the opposite
“Everyone needs to look at all
in light of the higher yields achieved and
costs in their operation and
large surplus of grain stock,” Plagge
make sure they are doing
said,” but [farmers] are hanging in
there and making adjustments to their
everything they can to save
operations.”
any dollar per acre possible.”
Boyle said there are several things
farmers can do to ease the burden until
— Andy Helgeson, ag lender,
prices go up, including reducing debt by
First Citizens Bank, Mason City
selling off capital assets, repositioning
short-term debt into intermediate and
long-term debt. He said it’s also crucial for farmers
Plagge said it’s important for farmers to
to maintain “a very strong line of communication
restructure their business so they will be in
with their lenders.”
position to succeed when things improve. He said
As agriculture is cyclical, Helgeson said that
that making changes to production costs and
there is optimism for the long-term future of the
living expenses, as well as properly marketing
ag economy, although he concedes that there
production, are keys to surviving times of tight
will continue to be challenges in the short term.
margins. Just as important is to properly structure
Meanwhile farmers “are faced with having to make debt and maintain as much liquidity as possible.
key decisions when they need to sell and to take
“Agriculture is a cyclical business, so you
advantage of price rallies when given.”
need to position your operation to be able to take
WHAT ADVICE CAN LENDERS GIVE?

Lenders can do their part to advise their ag
customers how to handle the challenges they are
facing. That can mean finding ways to reduce
expenses, according to Helgeson.

advantage of the opportunities that will be available
when the cycle turns more positive,” Plagge said.
Over the past three to five years, we have been
educating our agricultural borrowers that they
need to understand the cash flow nature of their
operation.”
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IBIS Update

HOW BANKS CAN RAMP UP
ROBBERY PREVENTION
BY CRAIG COLLINS, PRESIDENT, ONEBEACON FINANCIAL SERVICES

T

here has been a significant increase in robberies of community banks in certain geographic
locations. Some community banks are resorting to utilizing “controlled access” for customer entry
into the bank. This article offers some suggestions on enhancing existing robbery policies and
procedures. While you may not always be able to prevent a robbery, you can take steps to help
make your bank less of a target and protect employees in the process, particularly when robbers are looking
to use more aggressive tactics.
ENHANCEMENT SUGGESTIONS

The Vault
• Consider adding marked bills as “bait money”
within the main cash vault.
• Use safe deposit boxes to spread excess vault
cash into smaller increments.
• Place a 15-minute delay time lock on the cash
vault, if possible.
The Teller Line
• Cash recycler machines (CRMs) can help
to reduce the amount of cash exposed to a
robbery. Many CRMs have a built-in “robbery
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mode” feature. If the teller activates the
feature, the CRM will dispense a predetermined
amount of cash and automatically shut down
for approximately 20 minutes. The triggering
of “robbery mode” can also be configured to
activate the bank’s silent alarm system.
The Building
• “All Clear/Morning Glory Procedures” should
be implemented at all locations. Everyone
should be aware of procedures related to
opening and closing the bank. They should be
reviewed and changed regularly so potential

•

robbers have a more difficult time following
your routine.
Camera positions should allow clear view of
people’s faces entering and exiting the bank.
In addition, a camera should also be placed in
a position to give a clear view of the parking
lot (for a car description and possible license
plate number).

“While you may not always be
able to prevent a robbery, you
can take steps to help make your
bank less of a target and protect
employees in the process."
The Front Door
• Publicize (signs on the main entrance)
the usage of cash recyclers, 15-minute
delayed time locks and cameras. The more

sophisticated robber will case a location first,
see the notifications and move elsewhere.
Your Employees
• Until someone is faced with a robbery
scenario, it’s hard to know how they will react.
The best way to keep calm during the situation
is to review and rehearse robbery procedures.
The more you prepare your employees, the
higher the probability of a safe result for them
and your customers.
Money can be replaced, but lives cannot.
This article is reprinted with permission from
OneBeacon Financial Services. It is provided for
general informational purposes only and does
not constitute legal or risk management advice.
Readers should consult their own counsel for
such advice. OneBeacon Financial Services and
Iowa Bankers Insurance and Services, Inc. hereby
disclaim any and all liability arising out of the
information contained herein.

Your SINGLE SOURCE for Community Bank building projects
Single Source is your 1 partner, 1 solution and 1 source
for community bank projects - renovations or new facilities
- from design to construction to furnishing and signage.
Avoid hassle, save time and enjoy lower costs with Single Source.
Call Jim,
Suzanne or Steph
for a FREE
Consultation
on your project!
319-232-6554

www.Single-Source.Net
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IBMC Update

ALLIANCE COMBINES
BENEFITS OF FULL SERVICE,
CORRESPONDENT CHANNELS

S

ince 1979, Iowa Bankers Mortgage Corporation (IBMC) has been committed to giving banks
options when it comes to mortgage lending and servicing. Through its Full Service and
Correspondent lending channels, IBMC has been able to offer a variety of mortgage products, and
provides a direct conduit to the secondary market, while minimizing risk and maximizing revenue to
the banks that participate. As the mortgage environment becomes more complex, the need for flexible options
continues to be important. IBMC’s newest lending channel, Alliance, provides that flexibility by combining the
benefits of both the Full Service and Correspondent channels.

“We want to give the banks we work with
years, including additional expenses of updates and
options when it comes to mortgage lending,” said
internal support.
IBMC President Dan Vessely. “With Alliance, we are
Potential for higher revenue: Through Alliance,
simply giving banks a third option that will allow them banks gain the benefit of autonomy. Banks that have
to choose a lending channel that best fits their
needs, capabilities and cost structure.”
“We are simply giving banks a third
Alliance gives banks complete pricing
option that will allow them to choose
control over the loan while outsourcing
processing to IBMC, which essentially works
a lending channel that best fits their
as the bank’s back office, taking care of all
needs, capabilities and cost structure.”
the work behind the scenes, while the bank
maintains its relationship with the borrower.
— Dan Vessely, IBMC president
This results in several other benefits for the
bank as well, including:
Reduced compliance risk: IBMC will ensure
taken advantage of IBMC’s Alliance channel will set
that documents are in compliance with the latest
their own fees and rates to meet their own service
TRID and Consumer Financial Protection Bureau
release premium (SRP) targets. Unlike the Full
(CFPB) guidelines.
Service channel, banks have the opportunity with
Reduced expenses: By outsourcing processing
the Alliance program to increase their net income as
to IBMC, banks eliminate the need to staff an entire
they will be able to control their pricing while having
“back room” of underwriters, processors and
reduced overhead.
support staff.
A lesser burden from loan origination systems:
BANK’S RESPONSIBILITIES
Having to maintain a loan operating system can
When dealing with a borrower, the bank will pull his
be expensive and require commitments that last
or her credit and run the initial Desktop Originator.

16 | Iowa Bankers Exchange Spring 2018

The bank will then immediately set the loan to a
“Final” status and upload it to IBMC. The bank will
then work with their IBMC processor to upload
applicable documents to help facilitate the loan
process going forward.
The bank will close the loan in the bank’s name,
either at the bank level or in partnership with an
attorney or closing company. Once completed, the
bank will have the loan on its books for approximately
one week.
The bank is responsible for Home Mortgage
Disclosure Act (HMDA) and Adverse Action notices
on any loans denied before they are submitted to
IBMC.
IBMC’S RESPONSIBILITIES

When partnering with IBMC through the Alliance
channel, IBMC will send out initial disclosures in
the bank’s name. IBMC will also order services
such as appraisals, verification of employment
(VOE), verification of deposit (VOD), title, mortgage
insurance, etc. IBMC will also issue any redisclosures

and send both initial and final closing disclosures.
IBMC will also produce closing documents. IBMC
will report HMDA on registered loans and will send
Adverse Action notices on registered loans that are
denied.
WHAT BANKS NEED TO KNOW

At this time, Alliance is limited to any correspondent
bank in Iowa on conventional loans only. There is no
fee to sign up and zero volume requirements. Program
and applicable third-party fees are paid as part of
the funding process on closed loans, or in the month
following denied/withdrawn applications. Utilizing
Alliance does not prevent banks from using other
lending channels. Banks can choose any of IBMC’s
three lending channels based on what works best for
each loan.
MORE INFORMATION

To learn more about Alliance and the benefits it can
provide to your bank, contact Nathan Smithey or
Shana Light at 800-532-1423.

VALUABLE INSIGHT
SOUND ADVICE
Fredrikson’s Marc Ward was recognized as Best Lawyers in
America® 2018 Banking and Finance Law, Des Moines.
For more information contact:
Marc Ward
515.242.8901
mward@fredlaw.com

fredlaw.com/bankfinance

© 2018 Fredrikson & Byron P.A. All Rights Reserved.
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BANK MANAGEMENT CONFERENCE
& LEGISLATIVE RECEPTION

Charles Evans, president and
CEO of the Federal Reserve
Bank of Chicago, speaks
to attendees at the IBA
Management Conference.

Romina Boccia, of the
Heritage Foundation,
discusses tax reform at the
IBA Management Conference.

Bob Howard (CBI Bank & Trust, Muscatine), left, meets with Rep.
Gary Carlson (R-Muscatine) at the IBA Legislative Reception.

From left: Rob Stephenson (L
Mike Olson (Lincoln Savings
Scott (Union State Bank, Gre
IBA Legislative Reception.

Rob Kahn (FNNB Bank, Newton), right, speaks
with Rep. Wesley Breckenridge (D-Newton) at
the IBA Legislative Reception.

Dustin Lewis (State Bank, New Hampton) visits
with Rep. Jane Bloomingdale (R-Northwood) at
the IBA Legislative Reception.

IBA Management Conference attendees applaud after hearing the Fed's Charles Evans' econo

Chad Hudson (Wayland State Bank,
Wayland), left, talks to Rep. David Kerr
(R-Morning Sun) at the IBA Legislative
Reception.

Kevin Boeve (Premier Bank, Rock
Valley), right, discusses banking issues
with Rep. Gary Worthan (R-Storm Lake)
at the IBA Legislative Reception.

Dave Nelson
(West Bank,
West Des
Moines),
left, speaks
with Rep.
Terry Baxter
(R-Garner)
about banking
issues during
the IBA
Legislative
Reception.
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From left: Josh Tresemer (First National Bank, Omaha), Matt
Lujano (Westside State Bank, Westside) and Rep. Brian Best
(R-Glidden) have a discussion at the IBA Legislative Reception.

IBA Management Committee
State Bank, Washington) visit
impacting Iowa banks at the I

Lincoln Savings Bank, Clive),
s Bank, Grinnell) and Peg
eenfield) visit during the

BANK MANAGEMENT CONFERENCE
& LEGISLATIVE RECEPTION

From left: Susan Whitson (First National Bank, Waverly), Rep.
Bob Kressig (R-Cedar Falls) and Stacey Bentley (Community
Bank & Trust, Waterloo) visit at the IBA Legislative Reception.

Greg Gannon (DeWitt Bank & Trust Company, DeWitt), meets with Rep. Mary Lynn
Wolfe (D-Clinton) at the IBA Legislative Reception.

Jerry Gerrish presents 10 strategies
for remaining independent in a
consolidating world at the IBA
Management Conference.

Josh Kiefer (Country Club Bank) asks a
question during one of the presentations
at the IBA Management Conference.

omic update.

e Chair Sue Basten (Washington
ts with Rep. Dave Deyoe about issues
IBA Legislative Reception.

Marty Trepp (TIB – The Independent Bankers'
Bank), left, speaks with John Forbes
(D-Urbandale) at the IBA Legislative Reception.

From left: Kevin Black (Heartland Bank, Gowrie), Rep. Mike Sexton (R-Rockwell
City) and John Rosenboom (Heartland Bank, Manson) discuss policy at the IBA
Legislative Reception.
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Annual Updates

The Iowa Bankers Association 2018-19 Executive Committee, from left, Past Chair Kurt Herbrechtsmeyer, Chair Peg Scott,
Treasurer Matt Lujano and Chair-Elect Brad Lane.

2017 ANNUAL UPDATES
FROM IBA, IBMC AND IBIS

A

s part of the Iowa Bankers Association
(IBA) Management Conference,
attendees are able to hear an annual
update from the IBA, Iowa Bankers
Mortgage Corporation (IBMC) and Iowa Bankers
Insurance and Services, Inc. (IBIS). Leaders from
each organization shared key accomplishments from
the past year, as well as an outlook for 2018.
IBA UPDATE

Some of the IBA's 2017 highlights included serving
membership at 98 percent of Iowa banks. The IBA was
able to reach more than 1 million Iowans with positive
messages about Iowa banks through its public image
campaign. There were 45 interns in the 2017 IBA bank
intern program. Attendees at IBA education programs
numbered 6,500. The IBA coordinated 25 banker peer
groups and put together a task force to plan an Iowa
Women in Banking Forum, which will be held on June
26, 2018. The IBA compliance team answered 10,000
regulatory, compliance, legal and human resources
hotline calls. And the compliance department
conducted 272 regulatory reviews for 94 banks.
Sorensen also shared several policy victories
that were achieved this year. They include 37
regulatory improvements made in 2017, preserving the
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IBA President and CEO John Sorensen gives an annual
update to IBA Management Conference attendees.

mandatory arbitration clause, and the passage of the
Tax Cuts and Jobs Act.
The IBA also voted in members of the executive
committee for its board of directors for 2018-19. The
committee will include Peg Scott (Union State Bank,
Greenfield) as chair; Brad Lane (Security Savings
Bank, Gowrie) as chair-elect; Kurt Herbrechtsmeyer
(First Security Bank & Trust, Charles City) as past
chair; Matt Lujano (Westside State Bank, Westside) as
treasurer and John Sorensen (IBA) as secretary.
In 2018, the IBA's strategic goals include

facilitating progression toward a more unified industry,
strengthening advocacy efforts, supporting the
industry through workforce development, preparing
the next generation of IBA leadership, monitoring the
growth of Fintech companies and informing members
of opportunities and threats, and expanding member
service opportunities.
IBIS UPDATE

In 2017, IBIS continued its trend of returning high
commission and earnings to customer banks.
A record number of 105 and 125 plan electronic
Explanation of Benefit notifications were sent to plan
participants.
The Iowa Bankers Benefit Plan (IBBP), which
celebrates its 40th year in 2018, is the fifth largest
group in size. Wellmark processed 608,660 claims
on IBBP’s behalf in 2017. Membership in the IBBP
averaged 11,905 employees in 2017. The IBBP
paid approximately $145 million in claims in 2017 –
compared to approximately $2 million in claims paid in
1978 when it was started.
In 2018, IBIS will work toward maximizing
technology for members through use of its agent
portal, which was launched in the fall of 2017, and
will redesign of the employee portal for the IBBP
in 2018. IBIS will also move to a more paperless
administration.
IBIS plans to expand marketing efforts for
ancillary products in Iowa and its health plan in
Minnesota. IBIS will continue to participate in health
care reform – both locally and federally. IBIS also
plans to incorporate several education initiatives,
including the continuation
of a webinar series for
agents and by launching a
webinar series for benefit
plan participants and plan
administrators.
IBIS elected members
of its board of directors,
which includes Michael
Gathman (State Bank,
Spencer); Gregory Johnson
(First State Bank, Sumner);
Jeffrey Putzier (Boone Bank
& Trust Company, Boone);
IBIS President Chad Ellsworth speaks to
attendees of the IBA Management Conference. David Selene (Clarke County

State Bank, Osceola); David
Steen (Bridge Community
Bank, Mount Vernon);
Steven Spotts (Iowa State
Bank, Sac City); Michael
Underwood (Guthrie County
State Bank, Panora); and
David VanderWilt (Hardin
County Savings Bank,
Eldora). Underwood will
serve as chair, and Spotts
will be past chair.
IBMC UPDATE

IBMC President Dan Vessely provides an
update at the IBA Management Conference.

IBMC provided services
to a total of 249 financial institutions in 2017. This
included 90 banks on IBMC's Correspondent
Channel and 140 banks on the Full Service Channel.
IBMC worked with 173 unique bank locations in
Iowa, and 76 Participating Financial Institutions of
the Federal Home Loan Bank used IBMC.
Training and communications were a big
highlight of 2017 for IBMC, as it conducted more
than 400 bank visits. IBMC also hosted 13 training
sessions at its home office, while conducting 34
remote training sessions at banks. IBMC also
hosted six webinars.
Some of IBMC's most significant
accomplishments in 2017 were being named the
No. 1 lender for Iowa Finance Authority (IFA), and
the No. 1 lender for United States Department of
Agriculture (USDA) Rural Development loans.
IBMC also successfully completed its Service
Organization Controls Readiness assessment and
completed a successful audit from Fannie Mae.
IBMC also continued to grow its servicing
portfolio, rolled out a new Alliance Channel (learn
more on Page 16) and implemented enhanced
pricing to banks.
In 2018, IBMC hopes to grow usage of the
new Alliance channel, introduce an outlet for
jumbo loans, roll out a new online loan application
and expand its marketing efforts and footprint.
IBMC will continue to monitor interest rates, as
rate uncertainty will continue to be a concern in
2018. IBMC will also be paying close attention to
the Consumer Financial Protection Bureau as it
undergoes changes under new leadership.
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VENDOR AGREEMENTS:
LOOK FOR THE FINE PRINT
BY BOB WRAY, DEAN JOHNSON, GEORGE THOMPSON AND PAUL BURES, THE CAPITAL CORPORATION

T

he following is from a newsletter, written by The Capital Corporation, an affiliate of Country Club
Bank Capital Markets Group, an IBA Associate Member. The article is in regard to the fine print
of vendor contracts and what to look for in order to avoid last-second surprises. It is reprinted
with permission from The Capital Corporation.

Recently, our client – the seller – was within a few
hours of signing the definitive agreement and making
an announcement to the employees about the sale
of their bank. Overall the process had been relatively
smooth. No due diligence issues were noted and the
contract negotiation was fairly typical.
However, at the last minute an issue with a
vendor contract surfaced that caught everyone
by surprise. Creating a significant issue at the
last minute was the fact that the contract did not
contain a termination provision or penalty.
Let us explain how a simple vendor contract
that caused such a significant issue was not
discovered until the last minute.
When a buyer and a seller reach the due
diligence phase, one of the typical due diligence
requests is a copy of all contracts with a certain
level of annual expense – say $50,000. Normally
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the request includes a copy of all contracts that
contain a termination penalty.
About a year earlier, our client had entered
into an incentive agreement wherein a debit and
credit card provider (“Provider A”) would pay the
bank to offer Provider A’s cards exclusively for 10
years. Because the bank was receiving the money
in this case, it did not show up in the due diligence
scan for contracts exceeding a certain level of
annual expense. There was also not a termination
penalty in the contract, so again it was under the
due diligence radar.
Definitive agreements typically have
confidential disclosure schedules. A typical
representation and warranty would be … “Except
as disclosed on Confidential Disclosure Schedule
X.XX, the bank has no contracts or agreements with
a term in excess of one year.”

As the disclosure schedules were being
prepared, the bank included the Provider A
contract. Upon a closer review of the Provider
A contract, a couple of key items jumped out.
First, it was a 10-year contract. Second, and very
surprisingly, it did not contain a paragraph on
termination.
Most vendor contracts, such as your core
processing contract or technology contracts have
a termination provision with a liquidated damages
amount. It is not uncommon in a core processing
contract for there to be a termination penalty equal
to a percentage of the remaining payments due
under the contract. These are very common due
diligence items and often negotiated items in a
definitive agreement.
Our client’s Provider A contract, however, had
no termination provision, which, in effect, left no
legal way to terminate the contract. Because there
was no termination provision, there also were no
liquidated damages amount that could be paid if the
bank chose to terminate the contract.
Under our client’s contract, the bank was
required to only use Provider A and was also
required to reach a certain level of volume each
year or the contract added an additional year
to the end of the term. Unfortunately, the buyer
had a contract with Provider B. Their contract,
of course, required the buyer bank to only issue
Provider B cards. Had the buyer and seller both
been Provider A banks, or Provider B banks, this
would not have been an issue. The buyer could
have just rolled the cards into their existing
contract.
So what did the lack of a termination and
liquidated damages provision mean to the seller?
In effect, the sale of the bank to a non-Provider
A bank would be a breach of the Provider A’s
contract and potentially Provider A could sue the
bank, or its successor, for lost income during the
remainder of the term of the contract. In our case
that would be nine years of lost revenue and profit
for Provider A.
Needless to say, our proposed transaction
came to a screeching halt while our client started
negotiations with Provider A to terminate the
contract. Not surprising, Provider A took the
position that it would lose substantial revenue and

profits from the termination. The cost to terminate
and settle was very expensive.
The purpose of this newsletter is not to bash
Provider A. Provider A presented a contract and
incentive pay to the bank and the bank accepted
the contract. At the time it was a good business
decision. Our purpose is to simply point out one of
the pitfalls of entering into long term contracts with
vendors and to remind banks that without a specific
termination/penalty provision, the cost of terminating
these types of contracts can be enormous.
As we have talked to bankers recently about
this issue, it became apparent that many vendors –
MasterCard, VISA, Deluxe, Wolters Kluwer, etc. are
making a strong push for long term contracts. And
as we have seen, there is no defined process for
terminating these contracts.

“Without a termination process, the
bank is in effect held hostage by
the vendor if technology changes,
service drops or other items arise
that would give the bank the need
to find an alternative provider.”
We fully understand the rationale for the
vendors to seek long term contracts, and in many
cases the financial rewards for the bank to enter
into these contracts is worthwhile. This is not,
however, just an issue with a sale.
Without a termination process, the bank is
in effect held hostage by the vendor if technology
changes, service drops or other items arise that
would give the bank the need to find an alternative
provider. A 10-year contract is a very long-term
commitment, especially when you are dealing
with an ever changing service or technology
environment.
So as with most of our other newsletters, we
encourage you to be proactive in looking at these
proposals from vendors while doing a thorough
job of vetting the relationship and the contract. If
getting paid to use a product or service, especially
one you may already be using, seems almost too
good to be true – it just might be!
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Compliance Corner

SUCCESSOR-IN-INTERESTS:
THE NEXT CHAPTER FOR
MORTGAGE SERVICING
BY JILLIAN SWAIN, CRCM, COMPLIANCE ANALYST, IOWA BANKERS ASSOCIATION

O
JILLIAN SWAIN,
CRCM
Compliance
Analyst
Iowa Bankers
Association

ver the last four years, the
compliance responsibilities related
to servicing consumer mortgage
loans have expanded. The original
mortgage servicing rules primarily took effect
in January 2014. This is when requirements
related to force-placed hazard insurance, prompt
crediting of payments and other such items were
inserted into Regulation Z and Regulation X.
Subsequently, the industry had several questions
regarding rule application. To provide clarity,
the 2016 Mortgage Servicing Rule Amendments
(2016 Servicing Rule) were released. Most of
the provisions became effective Oct. 19, 2017.
However, the successor-in-interest and new
periodic statement provisions have a separate
effective date of April 19, 2018. The changes
for periodic statements apply only to large
servicers as defined in Regulation Z and relate
to borrowers in bankruptcy and charged-off
loans. The requirements related to successor-ininterests apply to all servicers and is the focus of
this article.
The 2016 servicing rule provides a number of
clarifications related to successors-in-interest.
First, it defines the term. It states a person is a
successor-in-interest for the purposes of the
servicing rules in Regulation Z and Regulation X
if there is a transfer of ownership in a property
securing a mortgage loan to the person by means
of one of the types of transfers enumerated in
the 2016 Servicing Rule. These types of transfers
include, but are not limited to, certain transfers

resulting from the death of the borrower, transfers
to the borrower’s spouse or children, and
transfers resulting from divorce.
The rule further clarified a confirmed
successor-in-interest must be treated as a
borrower for the purposes of the mortgage
servicing rules regardless of whether that
person assumed or will assume the mortgage
loan obligation or is otherwise liable for the
mortgage debt. The servicer is allowed to
request documentation to confirm ownership
of the property securing the mortgage loan
was transferred to the successor-in-interest. In
general, after confirmation of the successor-ininterest status of the person, the servicer:
•
Must respond to notices of error and
requests for information, as defined
in the rules, that are received from a
successor-in-interest.
•
Must provide a confirmed successorin-interest with force-placed insurance
notices, servicing transfer notices, escrow
related notices, and interest rate or payment
adjustment notices if requested.
•
Is required to promptly credit payments from
a successor-in-interest.
•
Must respond to a successor-in-interest’s
payoff statement request in a timely manner
as defined in Regulation Z.
One important thing to note is that the rules
are clear that the bank cannot provide any
communication that makes it seem like the

NEED COMPLIANCE HELP? GIVES US A CALL

The Iowa Bankers Association (IBA) compliance department offers a variety of products and services to assist members in compliance
efforts. In an ever-changing regulatory environment, IBA's compliance professionals strive to provide support and advocacy. One way
members can receive guidance on compliance issues is through the IBA Compliance Hotline. For answers to any compliance-related
questions, feel free to call 844-REGS411 or 844-734-7411.
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successor-in-interest is obligated on the debt. So,
any notices sent for these provisions might need to
be modified to ensure the successor-in-interest is
not listed as a borrower or otherwise indicate the
successor is indebted on the loan.
While the need to identify a successor-ininterest may be uncommon, it will be essential
for applicable staff to be familiar with the
requirements, including how the bank wants to
handle the process to stay in compliance with
these provisions of the 2016 Servicing Rule.
Development of procedures should be completed in
advance to ensure a smooth process for when the
situation arises. The following are questions to use
as a starting point for putting together successorin-interest procedures:
•
What documentation will the bank require to
confirm that a person is a valid successorin-interest? Since the process to transfer
ownership of real property, such as in
situations of death or divorce, are legal in
nature, is there a qualified individual at the
bank who is able to review the documents

•

•

received from the potential successor-ininterest or will the bank require legal counsel
to perform the review?
Is there a specific department or identified
personnel that will handle these situations
or at least review the process to ensure
compliance with the rule?
Once a valid successor-in-interest is
confirmed, what procedures must be followed
so that all communication sent to the
successor-in-interest is performed in a format
that does not portray the successor-in-interest
as a borrower? Will this require vendor
interaction?

Procedures to implement the successor-in-interest
requirements should be developed now. Do not
wait until the effective date. While some mortgage
servicing changes do not require a large amount
of time, the successor-in-interest requirements are
new. Time is needed to read through, understand,
implement, and train applicable staff on this next
chapter of the mortgage servicing rules.

Your Business. Safe.
Trust our highly skilled team to provide a secure and
dependable Information Technology experience. You
can focus on your business while we focus on your IT.

Ben Dvergsten
President
Security Trust and Savings
Bank of Storm Lake

844.365.4968 | eojohnson.com

“ I feel assured that my customer’s financial data is safe with Locknet® Managed IT Services.
Having this peace of mind with our IT is great. ”

To receive our
free article on
the top IT issues
to focus on in
2018, scan here:

— Ben Dvergsten, President – Security Trust and Savings Bank of Storm Lake Security Trust and
Savings Bank of Storm Lake is a large community bank headquartered in Storm Lake, IA. Chartered in 1908,
the bank has grown to 20 employees and $200M in assets.
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Marketing $ense

IBA PERKS: A SIMPLE WAY TO ADD
VALUE FOR YOUR CUSTOMERS
BY JOSEPH BIRKESTRAND, EDITOR, IOWA BANKERS EXCHANGE

F

or banks to remain competitive, they need
access to high quality products. That’s why
the Iowa Bankers Association (IBA) offers
IBA Perks. An affordable and customizable
checking account program, IBA Perks allows banks
to give customers added value (and generate fee
income) with a variety of benefit features.
FEATURES

JOSEPH
BIRKESTRAND
Editor, Iowa
Bankers Exchange
Iowa Bankers
Association

There are a variety of features that come with IBA
Perks – from insurance to identity theft protection
to discount tickets. Following is a closer look at the
features that come with IBA Perks.
• Insurance: With IBA Perks, your bank can offer
accidental death and dismemberment (AD&D)
insurance on checking accounts. Guaranteed
coverage can range from $10,000 to $50,000.
• Network of savings: Through a partnership with
BaZing, IBA Perks gives members access to saving
opportunities both nationally and locally. Members
will be able to find discounts on everything from
grocery and retail stores to restaurants and
amusement parks. Visit www.BaZing.com to see
what discounts are available. Also, with a health
savings card, members can find discounts on
prescriptions, eye care and hearing services.
•
Security and protection: IBA Perks provides
a number of security and protection features.
Members have access to fraud resolution
services in case a card becomes lost or stolen.
Additionally, members receive identity theft
protection that will reimburse them for covered
expenses they may incur in order to restore their
identity. IBA Perks even offers protection if a
member’s cell phone is lost or damaged, as well
as roadside assistance.
FULLY CUSTOMIZABLE

The best feature of IBA Perks is that it’s customizable
to fit your customers’ needs. Banks can add value to
the program by offering their own benefits. These can
include items such as free online bill payment, free
or discounted safe deposit boxes, the ability to stop
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FREE SEMINAR
A free one-hour seminar is scheduled prior
to the IBA Marketing Conference at 2 p.m. on
April 25, which will cover the specifics of the
IBA Perks program. The seminar is designed for
both banks that are already using IBA Perks,
as well as those that want to know more about
joining the program. Registration is due April 6.
The seminar will provide a comprehensive
overview that will cover the following topics:
•
Update on merchant discounts, cell phone
protection and roadside assistance
benefits.
•
Update on AD&D insurance coverages.
•
Updates on Explore Iowa and
Adventureland ticket benefits.
•
Review of program marketing materials.
•
Case studies of current members.
Call 800-532-1423 to speak with the IBA’s Taylor
Zumbach or email tzumbach@iowabankers.com
to learn more about IBA Perks or to register for
the seminar.
payment on a check for free and more. Banks can also
choose which programs they wish to highlight in order
to provide the best value to their customers.
With so many features to choose from, IBA
Perks is a simple and affordable way to enhance
your customers’ banking experience.
MORE INFORMATION

Visit iowabankers.com/bankperks for more details
on all of the features associated with IBA Perks.

Is Your Loan
Marketing
Missing the
Target?

Not anymore. With Harland Clarke’s intelligent approach to loan marketing, you’re no
longer shooting in the dark. From identifying loan shoppers when they’re in the market,
to finding eligible prospects who meet your lending criteria, Harland Clarke’s suite of loan
marketing solutions is sure to hit the target. When it comes to loan marketing, it’s not luck.
It’s Harland Clarke.
harlandclarke.com/LoanMarketing

1.800.351.3843 contactHC@harlandclarke.com
LoanEngine™ • Shopper Alert™ • Refi Genius™ • Loan Magnet™
© 2018 Harland Clarke Corp. LoanEngine, Shopper Alert, Refi Genius and Loan Magnet are trademarks of Harland Clarke. All rights reserved.
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We work the mortgage,
you get the credit.

Always your partner, never your competitor.™

Go ahead, take the credit for exceptional
mortgage services. Our $475 Gold Level
service gives you excellent backroom
support including disclosures, processing,
underwriting, and closing docs, with no
minimum loan amount or number of
loans required.
We promise never to cross-sell to your
customers. Bankers’ Bank provides
professional servicing right from our
Madison headquarters, and your
customers can make their mortgage
payments directly to your bank. Talk to
Bankers’ Bank to get loan processing and
servicing that earns you customers.
Lindsey Stephenson 515.238.2100
Correspondent Banker - Western Iowa

Member FDIC • Equal Housing Lender

Shane Greenleaf 515.205.6919
Commercial Banker - Iowa

Jeanne Speas 515.238.5975

Correspondent Banker - Eastern Iowa

www.BankersBankUSA.com
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GSB 2018

SAVE

WITH
MULTI-STUDENT
DISCOUNTS!

SALES AND MARKETING SCHOOL

See gsb.org for details and enroll now
while limited space remains.

October 14-19, 2018
Fluno Center for Executive Education • Madison, WI

This all-new school from the Graduate
School of Banking includes a mix of lecture,
small group exercises and individualized
application sessions to incorporate practical,
hands-on content. The curriculum features
two core areas of study—the business
of banking and sales and marketing
management:
BUSINESS OF BANKING
CURRICULUM
• Introduction to the Business of Banking
• Bank Performance Analysis

SALES & MARKETING CURRICULUM

OTHER UPCOMING EVENTS

• Sales & Marketing Planning

Bank Technology Management School
April 8 - 13, 2018

• Sales Management & Coaching
• Performance Metrics & Goal Setting
• Customer Information Management
• Sales & Relationship Building Skills
• Sales & Marketing Budgeting and ROI
• Content Marketing
• Acquisition Strategies l
• Staff Development & Employee
Engagement

• Regulatory Environment
• The Future of Community Banking

Human Resource Management School
April 15 - 20, 2018
Graduate School of Banking
July 29 - August 10, 2018
Financial Managers School
September 9-14, 2018
Bank Technology Security School
October 21-26, 2018

ENROLL NOW 800-755-6440 | gsb.org

99% Self-Service

Our hard integration is unlike anything out there.
99% of all transactions can be completed
by the user without assistance of a teller
on screen or behind the scenes.

Call 877.827.5445 to learn more
about solutions to improve efficiencies.
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HR Insights
The Iowa Bankers Association (IBA) hosts a networking event for members of the IBA internship program at an Iowa Cubs
baseball game each year.

IBA INTERNSHIP PROGRAM
AN OPPORTUNITY FOR BANKS
BY KATIE FISCHER, SPHR, SHRM-SCP, HR GENERALIST, IOWA BANKERS ASSOCIATION

T

he Iowa Bankers Association's (IBA's)
human resources team has started
recruiting bank interns for this summer. The
objective of the Iowa Bankers Internship
Program is to provide the intern with a wide range
of learning opportunities and work related banking
experiences during their employment with an Iowa
bank. We want the student to return to campus with a
positive impression of their internship experience as
well as the desire to pursue a career in banking.
The actual internship structure will vary
depending on bank. The internship might include
opportunities for the student to learn and/or gain
work experiences in banking operations, agricultural
lending, financial auditing requirements, bank teller
operations, customer deposit options and regulations,
loan spreadsheet analysis, loan documentation,
financial trend analysis, bank marketing strategies,
customer promotions, and/or bank customer relations.
In some instances the student may be assigned to
work on a special project(s) for the bank. For sample
job descriptions and structure you can visit www.
iowabankers.com and click on "Internship Program"
under the "Human Resources" menu.
Iowa Bankers has created a summer program
to supplement the Bank Internship program. Last
year we hosted 45 interns for three sessions during
the summer. Each session has a different focus
for the interns. At the kick-off meeting in June the

interns get an introduction to the IBA, the Iowa
Division of Banking, business etiquette training,
and an overview of careers in banking from a panel
of Iowa bankers. The second session is focused
on networking and building relationships. They
go through training and then get to practice their
new skills at an Iowa Cubs baseball game. The last
session in August is all about getting them ready for
the next step. They go through a mock interview,
review their resume and LinkedIn profile, and ask
questions of a president/CEO panel.
Hosting an intern is a great opportunity. You
get to show future candidates your culture, test
each other out for long-term fit, and give them an
idea of future advancement. While interns may not
always take a position with the bank immediately
after finishing college, the relationship they build
with the bank is still valuable. Some banks have
found that interns in those cases often come back
to the community later in life and, because of that
relationship with the bank, consider joining the bank
in the next step of their careers. As you focus on
succession planning, hosting an intern should be a
topic you discuss.
Our goal is to help recruit the next generation
of bankers in Iowa. If you are interested in hosting
an intern or have questions on what an internship
might look like in your bank, please reach out to the
IBA HR Team.

KATIE FISCHER,
SPHR, SHRM-SCP
HR Business
Partner
Iowa Bankers
Association

www.iowabankers.com Iowa Bankers Exchange | 29

Featured Article
Educational Experiences
FOR MORE
INFORMATION
www.iowa
bankers.com

A group of bankers enjoy a round of golf at the Eastern Iowa Regional Meeting in 2017.

IBA REGIONAL MEETINGS TO
FEATURE GOLF, BANKING UPDATES

E

very year, the Iowa Bankers Association
(IBA) hosts six regional meetings
throughout Iowa in May.
Regional meetings give IBA members
an opportunity to hear updates from leaders at the
IBA, Iowa Bankers Insurance and Services, Inc.
(IBIS), Iowa Bankers Mortgage Corporation (IBMC)
and the Iowa Division of Banking (IDOB). New
regional chairs and secretaries will be introduced.
The meetings also give attendees an opportunity to
network with fellow bankers.
Registration is $150 per person. The registration
for those who can only attend the meeting is $30.
All meetings start at 10 a.m. and are followed
by a lunch and golf outing. There will be a social
hour and casual buffet dinner at the end of each
outing, and prizes will be awarded after the dinner.

The meetings will be held in the following locations:
• Southeast: Burlington Golf Club in Burlington on
May 14.
• East: Brown Deer Country Club in Coralville on
May 15.
• Northeast: Sunnyside Country Club in Waterloo
on May 16.
• Northwest: Spencer Golf & Country Club in
Spencer on May 21.
• Southwest: Lake Panorama National Resort in
Panora on May 22.
• Central: Legacy Golf Club in Norwalk on May 23.
MORE INFORMATION

Contact the IBA at 800-532-1423 with questions or
visit the IBA Event Center at www.iowabankers.com
to register for this year's meetings.

LOOKING FOR EDUCATIONAL OPPORTUNITIES
FOR YOUR BANK EMPLOYEES? ASK THE IBA
The Iowa Bankers Association (IBA) trains more than 8,000 bankers annually. Our educational offerings are
available in a variety of formats to make training as convenient, timely and cost-effective as possible. We
encourage IBA members to explore all the training options available. The IBA offers live and web-based
training solutions for bankers in any function and at all levels. Contact us at 800-532-1423 or visit the IBA Event
Center at www.iowabankers.com to learn more about the educational opportunities we have available.
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IOWA SCHOOL OF BANKING:
APPLICATIONS DUE MAY 11

P

reparing first-level, exempt and mid-level
managers to serve the public effectively
and profitably is the purpose of the Iowa
Bankers Association's (IBA's) Iowa School
of Banking.
The Iowa School of Banking is a two-year
course that meets for one week each June. The 2018
course will be held June 10-15, at the Marriott Hotel
in Coralville.
Through this course, students will develop a
thorough understanding of banking, focusing on
critical banking functions, their interrelationships and
the determinants of profitability; develop analytical
skills and management techniques; and create an
awareness of the changing banking environment
and the role of the commercial bank in the financial
services industry.
Applications will be reviewed by the Iowa
School of Banking Advisory Board to confirm official

acceptance. Enrollment fees are due at time of
application but will be refunded if to applicants who
are not admitted to the school.
Housing, if needed, is included in the cost of
tuition. For members, tuition is $1,550 for a double,
$1,750 for a single and $1,450 if housing is not required.
For nonmembers, tuition is $3,100 for a double, $3,500
for a single and $2,900 if housing is not required.
Applications are due by May 11, and can be mailed to:
Attn: School Registrar
Iowa Bankers Association
8800 NW 62nd Ave., PO Box 6200
Johnston, IA 50131
MORE INFORMATION

Contact the IBA's Darcy Burnett at 800-532-1423 or
dburnett@iowabankers.com with questions or visit
the IBA Event Center at www.iowabankers.com to
download an application.

First For Your Success
United Bankers' Bank is proud to be the nation's first and the upper
Midwest's largest bankers' bank, covering 14 states and serving over
1,000 community banks from the Pacific Northwest to the Great
Lakes. We can't wait to share our passion for community banking
with youl
For more information, contact
your Iowa Calling Team:
JimKoenen

Investment Sales
Representative

Shane Bellefy

VP, Correspondent
Banking Officer

952.885.9512
515.851.0808
jim.koenen@ubb.com shane.bellefy@ubb.com

Grant McNulty

Investment Sales
Representative

952.886.9486
grant.mcnulty@ubb.com

Bill Salmonson
VP, Lending

402.933.1644
biU.sa1monson@ubb.com

First for Your Success™

www.ubb.com • Member FDIC
800.752.8140
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The IBA's 2018 HR Conference will once again be held at the West Des Moines Marriott Hotel. Pictured are attendees at the
2017 HR Conference.

CONNECT WITH HR PEERS
AT THE 2018 IBA HR CONFERENCE

T

he Iowa Bankers Association's (IBA's)
2018 Human Resources (HR) Conference
is designed to help Iowa bankers
make the connections and discover
opportunities they need to ensure human resources
is the key to a successful organization. The
conference will be held April 10-11, at the West Des
Moines Marriott Hotel.
HR professionals play a vital role in their banks.
Working with all employees, departments and
functions, the HR department works to build a quality
team and develop a successful organization. HR
is asked to play many roles – recruiting, hiring and
retaining quality employees, creating and maintaining
a productive work environment, and making sure the
bank is in compliance with workplace regulations.
The HR Conference addresses human resource
issues that are unique to the banking industry. This
year’s conference includes sessions on employee
communication, creating a workplace culture for
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strategic advantage, talent management, how to
handle employee leave situations, DOL updates, and
becoming a person of influence.
The cost for members is $325 if registered
before March 30 and $345 after that date. For
nonmembers, the cost is $650 if registered before
March 30 and $670 after that date.
The HR Conference has also been approved
for eight HR (General) recertification credit
hours toward aPHR™, PHR®, PHRca®, SPHR®,
GPHR®, PHRi™ and SPHRi™ recertification through
HR Certification Institute.® The event has also
been approved for nine hours toward SHRM
recertification.
MORE INFORMATION

Contact the IBA's Darcy Burnett at 800-532-1423 or
dburnett@iowabankers.com with questions or visit
http://ibahumanresources.com to learn more or to
register for the conference.

STRENGTHEN YOUR AG LENDING
SKILLS AT AG CREDIT SCHOOL

A

gricultural lending plays a large role in
the daily activities of community banks
throughout Iowa. That's why each year
the Iowa Bankers Association (IBA)
hosts an Agricultural Credit School.
The 2018 Ag Credit School will be held June 4-8
at the Scheman Building on the Iowa State University
campus in Ames. Tuition is $950, and applications are
due by June 4.
The school is a complete learning experience
that combines coursework, case studies, computer
applications and in-depth personal attention from
instructors. The school is organized in a two-week
curriculum. Enrollees attend one week during the first
summer and complete the remaining week during
the subsequent summer. Both curricula are offered

concurrently. Those directly involved in extending,
administering or supervising agricultural credit or
those aspiring to serve as ag lenders are encouraged
to attend.
The first year class will be limited to 64 students.
Anyone interested in the school may attend, however,
two to three years of experience in agricultural
lending would be beneficial. The second year class
is limited to those who have completed the first year
curriculum – in any year.
MORE INFORMATION

Contact the IBA's Ann Winkel or Patricia Fortune
with questions at 800-532-1423, or visit the IBA Event
Center at www.iowabankers.com to download an
application.

CALENDAR
IBA Consumer Credit School
March 5-9, Courtyard by Marriott, Ankeny
Two-Day BSA School
	
March 6-7, Des Moines
IBA Bank Leadership Institute
March 14-15, AC Hotel, Des Moines
April 12-13, Hotel Julien, Dubuque
May 17-18, Bridges Bay, Okoboji
June 7-8, Hotel at Kirkwood, Cedar Rapids
Ag Bankers Conference
	March 18-20, Scheman Building, Ames
Spring Credit Life & Disability Study
Workshop
April 3, Marriott Hotel, Cedar Rapids
ACH Seminar
	
April 3, Marriott Hotel, Cedar Rapids
April 4, Sheraton, West Des Moines
GSB Technology Management School
	April 8-13, Fluno Center for Executive
Education, Madison, Wisconsin

Front Line Staff Training Evening Seminar
	April 9, Marriott Hotel, Cedar Rapids
April 10, Hilton Garden Inn, Cedar Falls
April 11, Hotel Winneshiek, Decorah
April 12, Holiday Inn, Dubuque
April 23, Historic Park Inn, Mason City
April 24, Clay County Events Center, Spencer
April 25, Boulders Conference Center, Denison
April 26, Courtyard by Marriott, Ankeny
Continuing Education With Dr. Mark Power
	April 9, Marriott Hotel, Coralville
April 16, Courtyard by Marriott, Ankeny
Human Resources Conference
	April 10-11, 9 a.m., Marriott Hotel,
		 West Des Moines
Mortgage Training: Government Loans
	April 11, IBA offices, Johnston

Marketing Conference
April 26-27, Marriott, West Des Moines
Lending Compliance School
	April 30-May 3, Marriott,
		 West Des Moines
IBA Regional Meetings
Southeast: May 14, Burlington Golf Club
East: May 15, Brown Deer Country Club,
		Coralville
Northeast: May 16, Sunnyside Country Club,
		Waterloo
Northwest: May 21, Spencer Golf &
		 Country Club, Spencer
	
Southwest: May 22, Panorama National
		 Golf Course, Panora
Central: May 23, Legacy Golf Club,
		Norwalk

GSB Human Resource Management School
	April 15-20, Sheraton, West Des Moines

Call Report Seminar
May 23, Cedar Rapids
May 24, Des Moines

Deposit/Operations Compliance School
April 17-18, Sheraton, West Des Moines

IBA/ISU Ag Credit School
June 4-8, Scheman Building, Ames
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Educational Experiences

FEATURED
ONLINE EVENTS

For more information on Iowa
Bankers Association events

STRENGTHEN YOUR IRA KNOWLEDGE
The Iowa Bankers Association and Ascensus are offering online
seminars in March that cover a variety of topics on IRAs –
contributions, distributions, transfers and rollovers, and the top 10
IRA issues facing organizations today. Each session is 90 minutes
long and registration is $275.

or to register online, visit the
IBA’s Event Calendar at
www.iowabankers.com.

IRA CONTRIBUTIONS

10-11:30 a.m., March 7, 2018
This webinar covers both traditional and Roth IRA contribution
issues, including deadlines, limits, possible tax credits and traditional
IRA deductibility rules. It is geared to help prepare IRA professionals
for the hectic IRA contribution season, that generally takes place
between Jan. 1 and April 15.

SIGN UP FOR MORE IBA PUBLICATIONS!
Learn even more about the latest industry trends,
marketing topics, education events and regulatory and
compliance news by subscribing to the following Iowa
Bankers Association (IBA) publications:

IRA DISTRIBUTIONS

10-11:30 a.m., March 14, 2018
Through this webinar, attendees will learn withholding and reporting
requirements as they apply to traditional and Roth IRA distributions,
how the early distribution penalty tax applies to IRA owners, and how
IRA distributions are paid out.
TOP 10 IRA ISSUES

10-11:30, a.m., March 21, 2018
This course will provide an interesting and unique perspective on the
top 10 IRA issues facing financial organizations today.

•

Exchange E-News – This weekly email newsletter,
distributed every Friday, includes a quick and easyto-read update on the latest legislative, industry
and association news important to anyone working
in the Iowa banking industry. To subscribe, email
editor@iowabankers.com.

•

Disclosure – This monthly publication provides
a timely and comprehensive review of state
and federal regulations impacting your bank.
To subscribe, contact Ronette Schlatter at
rschlatter@iowabankers.com.

•

Regulatory Bulletin – This monthly bulletin provides
a synopsis of federal regulatory proposals and final
rules. To subscribe, email editor@iowabankers.com.

•

Communications Toolkit – This quarterly toolkit
offers timely, positive messages and financial
tips banks can customize and share with their
customers through newsletters, press releases
and social media channels. To subscribe, log into
iowabankers.com, and select Member Publications.

•

Education Bulletin – This monthly bulletin offers
a brief summary of upcoming IBA educational
opportunities. To subscribe, log into iowabankers.com,
and select Member Publications.

IRA TRANSFERS AND ROLLOVERS

10-11:30 a.m., March 28, 2018
Retirement plan portability can be confusing, not only for IRA owners
and plan participants, but for financial organization personnel. The
differences between a rollover and a transfer, and a direct and
indirect rollover are just a few of the topics that will be discussed
during this session. This webinar also touches on designated Roth
account assets.
MORE INFORMATION

To learn more or register for one of these webinars, visit the IBA
Event Calendar at www.iowabankers.com.
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Together,
let’s make it happen.

Mary Voss
Call me at 515.577.0070

Based in Des Moines, Iowa, serving Iowa and Nebraska

Why choose Bell as your bank’s lending partner?
Leverage our large lending capacity, up to $20 million on correspondent loans. Our lending
limits are high enough to accommodate what you need, when you need it.

Commercial & ag participation loans
Bank stock & ownership loans
Bank building financing

Member FDIC

Denise Bunbury
608.234.1438

Tracy Peterson
480.259.8280

Tom Ishaug
701.866.4676

Based in Madison, Wis.,
serving Wisconsin
and Illinois

Based in Phoenix, Ariz.,
serving Arizona

Based in Fargo, N.D.,
serving North Dakota,
Minnesota and Idaho

Callie Schlieman
701.433.7430

Gene Uher
605.201.1864

Based in Sioux Falls, S.D.,
Based in Fargo, N.D.,
serving South Dakota,
specializing in bank stock
and Regulation O lending Nebraska, Minnesota and Iowa

17728

Business & personal loans for bankers

